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Transitions and
Changes Upon Us

The Council has experienced a signifi cant 
number of changes in the last three months 
and will experience 
an additional wave of 
change over the next 
three. These changes 
focus largely around the 
Council’s mission, the 
programs and services 
that we offer, and the 
leadership of the Council 
itself. The Council’s 
Board of Directors has 
invested signifi cant hours 
understanding the change in the business 
landscape of New Hampshire and its 
impact on our members, and we have 
worked to respond to the needs of our 
membership. I’d like to walk you through 
these important changes.

First, the Board of Directors has adopted 
a new mission statement for the Council. 
The prior mission statement had been 
largely untouched and unaltered over the 
last 10 years. In recognition of the Council’s 
30th year of operation, the Board decided 
to examine and refresh our mission 
statement.  By a ratifi ed vote, the Council 
adopted this new mission statement on 
April 29th, 2013: 

“The NH High Tech Council serves 
our membership by creating a 
vibrant ecosystem for technology 
companies that want to launch, 
grow or relocate in New Hampshire.  

Tom Daly,
NHHTC Chairman

Thank you to our 2013 Corporate Sponsor Program participants
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NH High Tech Council
Entrepreneur Forum:

A stormy night didn’t prevent 
the NH High Tech Council from 
providing valuable business insight 
to innovative entrepreneurs with 
bright futures at the Spring 2013 
Forum event.  On May 22, at FIRST 
Place in the Millyard in Manchester, 
206 Ortho and iGlobe, Inc. were the evening’s entrepreneurial 
business hopefuls who stood before a panel of experts and an 
engaged audience and presented their business ideas and plans.

The fi rst presenter was Jeffrey D’Agostino, president and CEO of 
206 Ortho in Deerfi eld, NH.  Founded in 2011, 206 Ortho is a growing 
company with an exciting solution—an injectable, degradable splint 
to help working-age people with long bone fractures return to full 
function faster than with current treatment options. Panelists for the 
presentation included M. Jacqueline Eastwood, former co-founder 
and CEO of Salient Surgical Technologies; Phil Ferneau, managing 
director and co-founder of Borealis Ventures; and Dr. Jason Oliviero 
from Dartmouth-Hitchcock Manchester.

D’Agostino posed two key questions to the panelists: What 
infl uential stakeholders would you be talking to, and should 206 
Ortho be opportunistic or have a laser focus on the end product?  

Dr. Oliviero said he thought the most infl uential stakeholders 
would be the people who were actually going to use the product 
and who really need to understand it.  “What exactly is this 
product,” was Oliviero’s big question. And while he acknowledged 
206 Ortho is doing good things, he also mentioned safety 
concerns—concerns with stability for different types of fractures, 
concerns about the track record of biodegradable agents used in 
orthopedics, and the concern that the great potential for injectables 
also poses a great potential for problems.

Eastwood said she believed the key stakeholders for 206 Ortho 
fall into two categories currently: infl uential clinicians “who during 
the discovery phase need to understand where you are and will 

Continued on page 6

“It’s like Shark Tank but 
without one of us jerks
writing you a check!” 
   –Gregg Favalora, Panelist

www.nhhtc.org
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The NH State Budget Dance –
From Jitterbug to Waltz 
Fred Kocher,  NHHTC President

By the time this report appears in the NHHTC 
newsletter, the NH Legislature will have taken final 
votes in the House and Senate to approve a Conference 
Committee agreement on a two-year, $10.7 billion 
state budget that is a compromise between reluctant 
but realistic legislative partners.  The Conference 
Committee vote was 9–0.  It’s more in line with a $10.7 
billion budget crafted by Republican members of the 
NH Senate.  It’s less than the Democratic controlled NH 
House-passed budget by some $300 million.  

The Senate Republican majority had earlier rejected 
revenue measures such as a gasoline tax hike, and had 
rejected an immediate expansion of Medicaid under 
the federal Affordable Care Act which would bring $2.5 
billion in federal funds over seven years to the state 
for that expansion.  The Republican positions carried 
over into the Conference Committee, where Medicaid 
was the big sticking point in budget negotiations.  
After tense negotiations, the Conference Committee 
agreed to create a commission to study the potential 
costs and benefits of expanding Medicaid and how to 
tailor it to NH.  Expansion would add some 58,000 to 
Medicaid rolls.  Senate Republicans say they don’t trust 
the federal government to keep its word to fund the 
expansion.   

Business Provisions:  The Senate budget de-funds the 
Green Launching Pad program at UNH which helped 
“green” business startups.  However, it adds back 
into the budget $13 million of business tax initiatives 
that were passed in the last legislative session, but 
suspended.  They include an increase in the Business 
Enterprise Tax (BET) credit carry forward, an increase in 
the reporting thresholds for BET, and an increase to Net 
Operating Loss cap from $1 million to $10 million.  

Casino legislation, that would have initially brought 
the state $85 million in an up-front fee from a casino 
company, was rejected by the House after passing the 

Senate.  It never made it to the Conference Committee. 
The Governor’s budget had assumed the $85 million.

In a major reversal from two Legislatures ago, there 
is a restoration of funding cuts to the University System 
of NH in exchange for a freeze of in-state tuition for two 
years.  State funding of the System would go from $55 
million now to $69 million this coming year, then to $84 
million after that.  Originally, before the cut two years 
ago, the state funding was at $100 million.
Here are some other budget provisions of note:

• Return of a scholarship fund for NH students.  The 
so called “UNIQUE” fund was fully restored.  It 
provides funding to both the University System and 
the Community College System for scholarships for 
qualified NH students. Thus, NH loses the distinction 
of being the only state without a scholarship fund.

• Investment in economic development at DRED in 3 
areas:  tourism, trade promotion, technical assistance 
for businesses.

• Increase in aid to cities and towns.
• State personnel spending cut of $10 million to pay 

for a 6% pay raise negotiated with public employee 
unions.

• Increase in tobacco tax by 10 cents.  State lost $11 
million when the last Legislature cut the tax by 10 
cents.

• $3 million more to the Land and Community Heritage 
Investment Program.

• $3.4 million for four new charter schools.
• $7 million cut to Health and Human Services.
• $10 million cut to Judicial Branch.
• $500,000 cut to NH Veterans Home.

Legislative leaders on both sides of the aisle say it’s 
the best budget they could craft, given revenue realities 
and political differences.  Governor Hassan says she 
will sign the budget compromise bill—if the legislative 
waltz continues, and it reaches her desk.  ❚

Besides serving as President of the Council, Fred Kocher is also the host of “NH’s Business” on WMUR-TV.

NH High Tech Council Night with the Fisher Cats—June 27
Join the NH High Tech Council for food and fun at a NH Fisher Cats baseball game 

on Thursday, June 27, as the Fisher Cats take on the Portland Sea Dogs!  Game time 
is 7:05.  The Council has reserved the party deck with an outdoor tent that includes 
an all-you-can-eat buffet full of your favorite summertime foods.  Thanks to our 
event sponsor, Ziftr, tickets to this fun-filled and family-friendly event are only $15 
per person and are open to employees of Council member companies and their 
families or a guest.  Tickets include the food and party deck, as well as traditional 
ballpark seating and access to a climate-controlled luxury suite!  Space is limited.

                                  Register today at NHHTC.org

EVENT SPONSOR:

https://s08.123signup.com/servlet/SignUp?P=15345491911426486900&PG=1534549182300&Info=
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Tom Daly — Continued from Page 1

We are committed to expanding the tech-driven 
economy by building partnerships, enhancing 
workforce skills and knowledge, and shaping 
public policy.”

We believe the updated mission statement is clean, 
clear, and animated. It clearly tells the story of our 
goal—“creating a vibrant ecosystem”—and the way 
we do it—“partnerships, skill development, and public 
policy development.”

Second, to more fully execute “the way we do it,” 
we changed the structure and names of a few of the 
committees within the Council. As a result, members 
will see three updated committees better positioned to 
address the emerging needs for businesses today and 
going forward. 

• Technology Stewardship: A team dedicated to 
facilitating connections, creating conversations, 
taking surveys, networking, mentoring, and 
coordinating among NH high tech companies
and organizations.

• Workforce Development: Formerly the Education 
Committee, this committee will be dedicated to 
facilitating conversations between businesses and 
institutions of higher education to ensure New 
Hampshire has an employable, technology-centric 
workforce available.

• Government Relations: Formerly the Legislative 
Committee, this committee will be dedicated to 
ensuring that New Hampshire remains a business-
friendly state for technology companies.

We believe that the work output of these three 
committees will become the core of member value 
in the Council. Combined with our active schedule of 
forums and events, such as the recent Entrepreneur 
of the Year celebration, the recent Entrepreneur Forum 
and recent Software Forum, we arrive at a compelling, 
yet simple, list of member benefi ts:

• Networking with NH high tech companies and 
thought leaders; connections for your business.

• Issue-driven representation to the NH state 
legislature, governor, and congressional delegation.

• Educational advocacy to drive NH’s workforce 
development, including access to scholarships.

• Forums on entrepreneurship, software, defense, and 
biomedical sectors.

• Recognition, leadership, and visibility opportunities 
for your company and employees.

Third, we’re excited to announce a number of 
changes to the leadership of the Council. After three 
“one–year” terms as Chair, I am pleased to hand the 
helm of the organization to my successor, Mr. Paul 
Mailhot, Vice President of Business Operations at Dyn. 
Paul has served the Council as Vice-Chair for the last 
nine months and is a strong proponent of technology 
businesses in New Hampshire. He will undoubtedly 
serve the Council well.

In addition, there are several changes to the Board, 
with some people joining as new directors, some taking 
on new roles, and others who are departing our Board.

New Directors as of May 6th:

• Matt Benson of Cook, Little, Rosenblatt and Manson 
will be heading the Entrepreneur of the Year program 
as well as working on the Entrepreneur Forum 
committee.

• Jamie Coughlin of the abi Innovation Hub will be 
heading our Technology Stewardship committee.

New Roles as of June:

• Gerard Murphy is now head of our Software Forum.

• Catherine Blake and Paula Newton are now leading 
our Bio/Medical Forum.

Thank you to our former directors:

• Fred Kocher will leave the Board after many years 
of service as President and head of the Legislative 
committee.

• Jim Cook, former EOY Chair, left the Board on May 6th.

• Mary Collins left the Board on May 6th.

Undoubtedly, we are in a cycle of change—the 
mission, the structure, and the leadership of the 
Council. We are excited for these changes, as we believe 
they will serve our membership and our mission more 
effectively down the road. I’d like to thank our Board 
of Directors and members for their time and effort to 
work together on our future plans for the Council. I am 
excited to see where this organization will be when it 
celebrates its 40th anniversary 10 years from now!  ❚

Where young people dream

of becoming science and

technology heroes.

usfi rst.org

www.usfirst.org
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The Amazing Incubator
Network in New Hampshire
By Jamie Coughlin, CEO of abi Innovation Hub

The incubator landscape in NH is extremely robust.  
As the President of the NH Incubator Network, I am 
proud to say that we have incubation resources in about 
every part of our great state. But before I elaborate 
further, I think it would help to defi ne what I mean by 
business incubation, as the term gets thrown around 
a lot.  To standardize, the National Business Incubator 
Association defi nes incubation as the following:

Business incubation is a business support process 
that accelerates the successful development of 
startup and fl edgling companies by providing 
entrepreneurs with an array of targeted resources 
and services. These services are usually developed 
or orchestrated by incubator management and 
offered both in the business incubator and through 
its network of contacts. A business incubator’s main 
goal is to produce successful fi rms that will leave 
the program fi nancially viable and freestanding. 

Now let me proudly share with you a brief overview 
of our state’s six incubators.

abi Innovation Hub – Manchester, NH
The abi Innovation Hub is the state’s oldest and fi rst 

business incubator.  It is run by yours truly and has 
undergone a remarkable turnaround over the past 24 
months.   To summarize, our new mission revolves 
around four value propositions: 1) to be a strong voice 
and advocate for the growing “Live Free and Start” 
movement that is sweeping across NH; 2) to provide 
and maintain a state of the art facility and innovation 
center for resident companies and the community; 
3) to provide access to a world class mentor network 
of seasoned entrepreneurs, capital providers and 
professionals; and 4) to provide early stage capital 
through our numerous startup competitions.

Hannah Grimes Center – Keene, NH
The mission of the Hannah Grimes Center is 

to educate, support and assist in the successful 
development of entrepreneurs and community builders 
throughout the Monadnock region.  To achieve its 
mission, the Hannah Grimes Center offers a wide 
range of business development programs and a 
Business Incubator Program through the Hannah 
Grimes Center for Entrepreneurship; organizational 
development programs and supportive small-space 
offi ces for nonprofi t organizations through the Hannah 
Grimes Center for Nonprofi ts; and the Hannah Grimes 
Marketplace, a dynamic retail store with an exclusive 
focus on local products to help build local businesses 
and connect those businesses to regional consumers.

The DRTC – Lebanon, NH
The Dartmouth Regional Technology Center (DRTC) is 

by far the region’s largest incubator, providing support 
programs and a 60,500 sq. ft. mixed-use technology 
incubator to foster the development of high-growth 
technology startup companies in New Hampshire.  The 

DRTC provides fl exible wet-lab; light manufacturing and 
offi ce spaces; education; strategic advice and support; 
shared services; and networking with fi nancial and 
business resources. The DRTC offers an educational and 
infrastructure support program aimed at developing 
promising technology startups by assisting them in 
refi ning their business plans, helping them identify 
and seek sources of investment and expertise, and 
providing them with basic business infrastructure to 
make them as productive as possible in as short a time 
as possible.

NH ICC – Portsmouth & Durham, NH
The NH ICC, in partnership with UNH, is dedicated 

to accelerating the development of early-stage high 
technology startups, and to the commercialization of 
UNH intellectual capital.  And for good reason, since 
UNH faculty, graduate students and staff generate 
over $100 million in federally supported research each 
year.  The NH-ICC has made it a priority to create and 
leverage opportunities for the commercialization of 
these exciting technologies. In addition, companies 
accelerated through the programs at the NH-ICC are 
encouraged to leverage UNH faculty and student 
resources through advisory relationships and student 
internships.

Enterprise Center – Plymouth, NH
The Enterprise Center at Plymouth is the newest 

incubator addition to the state.  The 10,000 sq. ft. facility 
is slated to be fi nished this August and will support 
entrepreneurship, small businesses, and economic 
development in Central New Hampshire by providing 
services including leased space, mentoring, and 
networking to new and existing businesses. 

TechVillage – Conway, NH
Conway’s Tech Village is the seat of action for much of 

the new tech industry in the Mt. Washington Valley.  This 
facility serves as an incubator for businesses involved 
in the constantly evolving world of technology. It is 
a beautifully constructed “green” building that used 
manufactured lumber of engineered exposed timbers, 
and was created to provide minimal environmental 
impact. It fi ts perfectly into its mission of enhancing 
its communities by fostering the formation of new 
business and attracting businesses to relocate to 
the area, with a commitment to help them diversify, 
prosper and enhance their sustainability while 
preserving the region’s natural beauty.

So whatever region of New Hampshire you fi nd 
yourself in, remember this is the “Live Free and Start” 
capital of the world and we have the infrastructure 
and resources to support you in any entrepreneurial 
endeavor.  If you are interested in getting more 
connected with the network of incubators or the startup 
ecosystem, please get in touch and email me at jamie@
abihub.org. ❚

Live Free & Start



The U.S. Small Business Administration honored 
Good Leads of Salem with the SBA 2013 Small Business 
Exporter Award for New Hampshire and New England. 
Owner and NH High Tech Council board member 
Robert Good was recognized, along with several other 
outstanding entrepreneurs, at the annual NH SBA Small 
Business Awards event on May 22.

Good Leads, LLC, a technology-focused B2B lead 
generation specialist, has become an industry leader on 
a domestic and global scale in just ten short years. They 
have served over 400 companies, government entities 
and economic development groups of all sizes within 
the U.S., and globally in Canada, Singapore, Israel, 
Ireland, the Netherlands and the United Kingdom.

The company is led by Bob Good, a Vietnam-era 
veteran and former sales and marketing executive 
at Fortune 500 companies GE, TRW and Wang Labs. 
The company name, Good Leads, is a commitment 
to employees and clients alike that Good’s name and 
leadership are on the line and are to be honored and 
trusted. He personally visits with every global client.

Good says, “My philosophy today, as it was 10 years 
ago, is to be the most trusted source of outsourced 
inside sales and business development.  Loyal long-
term repeat customers are our biggest source of 
validation.”

By expanding into international markets, Good 
Leads was able to weather the economic storms of 
the last five years and keep growing.  They quickly 
became a trusted source of business development 
services for both domestic and foreign economic 
development agencies. Good says that his “secret 
sauce” is having New England’s most experienced 
business development team. The 40-member team 
is highly educated and trained, and many are multi-
lingual and globally experienced as well. They are 
ready to meet the challenges of our 21st century 
economy.

Good himself is involved in many aspects of 
the New Hampshire and New England business 
communities on a volunteer level.  He is the current 
President of the New England Canada Business 
Council, where he led a trade mission to Halifax, 
Nova Scotia, and is planning one for Toronto.  He 
has been characterized as a genuine business 
ambassador for the state of New Hampshire and 
was appointed as New Hampshire’s Honorary 
Commercial Consul to Canada by then Governor 
John Lynch. He participates in state sponsored 
international trade missions on a regular basis, 
and often coaches other participants on keys to 
trade mission success.  He’s frequently queried on 

international “best practices” and has been a featured 
speaker at trade forum events.

Good’s advice to other entrepreneurs is, “Be active, 
get engaged, go to where like people are, present 
yourself in the best light. Get involved with groups and 
associations that have an international focus. People 
want a trusted source because they have a lot at stake 
with their business.  People are looking for reputable 
vendors.” He says that he was asked to join the New 
England Canada Business Council a few years ago, 
and within a day of joining the group he had a request 
to bid on a project in Prince Edward Island.  “Business 
comes from unexpected places and connections.  You 
just need to be open to it.”

Stated SBA district director Greta Johansson, 
“Exporting is vital to economic recovery, stability and 
growth, and Bob’s success with his own company as 
well as his contributions to others in New Hampshire 
and beyond is highly commendable and worthy of 
recognition.” ❚
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HAYES SOLOWAY
INTELLECTUAL PROPERTY WORLDWIDE

HAYES SOLOWAY P.C. is a law firm specializing in all aspects of 
intellectual property law, with offices in Manchester, New 
Hampshire and Tucson, Arizona. Our firm is currently celebrating 
twenty-five years of assisting clients in protecting their nationwide 
and worldwide intellectual property rights. Our worldwide client 
base ranges from individuals and small startup companies to large 
multinational corporations, universities, hospitals and government 
agencies. Our practice includes procurement and protection of 
patents, trademarks, and copyrights in the United States and 
abroad, as well as licensing, litigation, and counseling in the areas 
of patents, trademarks, copyrights and trade secrets. The firm 
is sized to take advantage of efficient and superior internal 
communications and organization. Teamwork, value, and efficiency 
are our standards.

HAYES SOLOWAY P.C.
SPECIALIZING IN INTELLECTUAL PROPERTY LAW

 Manchester Tucson
 175 Canal Street 130 W. Cushing Street
 Manchester, NH  03101 Tucson, AZ  85701
 Tel:  603.668.1400 Tel:  520.882.7623
 Fax:  603.668.8567 Fax:  520.882.7643
 iplaw@hayes-soloway.com admin@hayes-soloway.com

For more information, please visit our website at 
www.hayes-soloway.com

U.S. Small Business Administration Honors
NH High Tech Council Board Member Bob Good

http://www.hayes-soloway.com/


6

work with you for a long period of time,” and the 
investors who will also be around for a long time.  “But 
there are people that are looking for transformational 
contributions to medicine,” said Eastwood.  “If you look 
at orthopedic surgery, it’s archaic.  You’ve got nuts and 
screws and saws and drills and hammers—it’s crap!  
There is room for innovation.”  

Ferneau believed in order for 206 Ortho to succeed 
over time, there are at least four audiences they need to 
convince: doctors, the Food and Drug Administration, 
the payers and investors.  “As you look at your market 
sizing and real go-to-market opportunity, where is the 
compelling need here that you’re going to make the case 
to convince busy surgeons that it’s worth them spending 
time to fi gure out what you are trying to do so they 
become champions?”  Demonstrating 
this value proposition, he believed, is 
key to 206 Ortho cutting through the 
noise of market competition.  

Between the two presentations, 
the traditional SkyDive pitch was 
made by Andrew Jaccoma of 
Sensible Spreader—a company 
whose system uses an integration 
of GPS technology and mechanical 
spreader systems to allow transportation offi cials to 
specify the best type of de-icer to use on a particular 
roadway.  This allows the driver to focus on the road 
while the GPS-based spreader system focuses on 
applying the de-icer best suited to the particular location 
and environment that the truck is transiting. Sensible 
Spreader would allow the user to apply non-chloride de-
icers (such as potassium acetate) only in the necessary 
areas, and allow the use of traditional deicers elsewhere.  
Jaccoma believes that this technology will reduce 
chloride usage by 20-30% resulting in $4,000–$6,000 in 
savings per truck, per year, per municipality in NH.  

Next up was Matt Lalley, co-founder of iGlobe, Inc. 
in Franklin, NH, which manufactures and delivers 
state of the art spherical displays to museums, science 
centers, and schools around the world. Its patented and 
patent-pending displays offer versatility, quality and 
effi ciency never before seen in spherical displays and 
planetariums. Panelists for the second presentation were 
Matthew Allard, senior manager at Autodesk, Inc.; Gregg 
Favalora, consultant at Optics for Hire; and Ed Gundrum, 
co-founder of DoublePort.

Lalley presented the three iterations of their product 
ranging in price from $200 to $10,000.  As the fi rst 
panelist, Ed Gundrum, weighed in, he offered his 
compliments on iGlobe’s “impressive” technology 
then zeroed in on the “click through” opportunity that 
he believed would interest people.  As far as going to 
market, Gundrum advised Lalley that he needed a “really 
sound business plan that determines how quickly you 
want to grow and how you are going to get there.”  He 
added, “You have to have all of your ‘I’s dotted and your 
‘T’s crossed in terms of insurance, legal, all those types 
of things because when you start to sell to educational 

institutions or a consumer, there’s all sorts of things 
that have to happen before you can do that and sleep 
at night.  So to get all of that out of the way sooner than 
later, although it might be a little expensive and might 
be time consuming, it’s well worth it.”  

Matt Allard said he was glad Lalley was “focused in 
terms of where your product is going.”  Given Allard’s 
specifi c background with products in the academic 
market, he said “that market, especially K through 12, 
is notoriously price sensitive so it’s good that you are 
trying to get your price point down.”  In terms of iGlobe’s 
business plan, Allard said he would like to see more 
about the total addressable market size.  While iGlobe 
has a version of their technology available for the iPad 
and there are millions of iPads in the world—and in 

schools—it doesn’t mean that 
iGlobe can assume a large buy-in 

for their product from schools 
simply based on the number 
of iPads in school districts.  
Allard also spoke to iGlobe’s 
competitors saying he would 

like to see more profi le data, as 
he believed there were competitors 
that iGlobe had not yet identifi ed. 

Finally, Allard advised Lalley to take an active role 
in the creation of content and to think about consulting 
with science teachers, academics and STEM-based 
learning organizations to tie in with curricula agendas.

Gregg Favalora started off by telling Lalley, and the 
audience, “This is like Shark Tank but without one of us 
jerks writing you a check!”  Favalora offered the idea of 
diversifi cation into allied technologies using a “petals on 
the sunfl ower” analogy, advising Lalley to take time to 
fi gure out what is the core technology or technologies 
of your company and what are all of the awesome 
money-making products that your customers will be 
excited about or interested in.  The message: learn 
how to expand your products and fi nd other possible 
revenue-generating opportunities.  Favalora listed 
image algorithms, retail signage (moving images with 
a “funky” warp) and digital laser cinema as possible 
avenues toward expansion. Lastly, Favalora spoke to 
iGlobe’s presentation itself and provided some advice: 
“Be vicious with each other—your two co-founders—
about how the pitch goes.  Make the pitch punchy.  Make 
the fi rst two slides what you do, who you are, how much 
money you’re trying to make, why you’re here, and who 
your customers are.  And then you’re going to spend the 
next 15 minutes telling them again more carefully. Your 
audience will not get bored.  They will be locked on to 
your meaning.” ❚

Entrepreneur Forum — Continued from Page 1

“If you look at
orthopedic surgery, it’s archaic.

You’ve got nuts and screws and saws
and drills and hammers—it’s crap!

There is room for innovation.” 
–M. Jacqueline Eastwood, Panelist

Save The Date
Next Entrepreneur Forum

October 16
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Can Your Website Reduce Cost, Drive
Revenue and Increase Effi ciency?
By John Decker, Creative Director, Kirk Communications

The answer is yes, but it takes some sophisticated 
thinking and the latest web technology. 

Three or four years ago, you could have a web 
developer or designer working from home create and 
update your website.  You could handle pay-per-click 
and search engine optimization chores yourself to get 
to the top of Google searches. 

But a lot has changed in the last three or four years. 
The web is capable of much more.  Social media 
integration, mobile apps, e-commerce, search engine 
optimization (SEO) and data and software in the cloud 
are all available to small- to medium-size businesses 
who know how to get it. 

Today, more and more companies need mobile 
websites (or mobile compatible sites), they need local 
SEO (or global SEO in several countries) and they need 
sophisticated mobile applications in order to take their 
communications across their enterprise.  They also 
need to link email campaigns, direct response, and 
other marketing efforts to their website seamlessly and 
effortlessly. 

Say goodbye to Mom & Pop

What this means is that web design and development 
is no longer a “Mom and Pop” endeavor.  Modern web 
companies have designers, application developers, 
and SEO software and SEO strategists who know 
how to use that software.  What’s more, these web 
companies have several developers who can write and 
create in several different codes to handle the myriad 
requirements in the modern web world. 

Let’s look at SEO. Chances are, the person or 
company optimizing your website to make your site 
pop up on the fi rst page or two of a Google search 
came up with some keywords (the search terms people 
were likely to use). They made sure those keywords 
were placed throughout your site and made sure the 
meta tags, title tags and other items in the backend (the 
invisible part) of your website had all the right things 
for Google and other search engines to fi nd. And since 
back links (links from other web pages to your site) 
indicate to Google that your website page might be 
more relevant to Google searches, businesses were 
willing to pay good money to have these back links 
spread all over the Internet so their businesses would 
climb higher in the Google search ranks. 

Do all of the above just a few short years ago and a 
business could watch leads, sales and profi ts soar—
often by 30 percent or more.  But success has many 
friends. Now everyone is doing SEO. But that also 
means every pizza parlor is trying to use the search 

term “pizza” to move to the top on Google.  

Taking on Google

At the same time, Google is working harder and 
harder to ensure that Google is fair and also truly ranks 
websites according to their popularity among users. 

Simply put, Google continually tries to put the 
brakes on search optimization efforts. But modern 
web companies with the right people and technology 
can take on the new challenges of SEO—bringing 
companies to the top of a search page—often faster 
than could be done previously. 

But doing it yourself or having a single freelancer 
doing it at home just doesn’t cut it anymore. Search 
engine optimization, app development, sophisticated 
data tracking, e-commerce and other web offerings 
available today mean you’re missing out on all the 
great things a modern digital effort can do for your 
company. ❚

NH High Tech Council Bio/Medical 
Forum Off and Running

The Bio/Medical Forum is a community 
of industry professionals enthusiastic 
to grow instances of biotechnology, life 
sciences, medical devices and diagnostics 
in New Hampshire. We desire to be the 
conduit of intelligence for companies that 
wish to start up, relocate, grow, educate, 
and collaborate. We are committed to 
promoting public awareness, supporting 
legislation, and delivering events 
to enrich our niche community. We 
create economic development through 
education, relationships, and job creation 
by networking academic, industry, and 
government professionals together. The 
result is a vibrant, synergistic community. 
We invite you to get involved and let your 
voice and ideas be heard. 

Our inaugural meet-and-greet reception 
will be held on August 28 at the Wentworth 
By The Sea Country Club.



1000 Elm Street, 20th Floor
Manchester, NH  03101

www.clrm.com

is pleased to announce that

Philip J. Shaw
has become associated with 

the firm in the commercial and 
corporate practice.

Phil is a 2010 
graduate of New 
York University 
School of Law 
and a 2007 
graduate of 

Boston University. Phil previously 
practiced at a large multinational 
law firm in New York City.

Contact Phil at:
603-621-7108, p.shaw@clrm.com 

or follow him @shaw_phil
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Is it a Feature or a Benefi t? And Who Cares?
By Laura R. Aronson

We’ve all seen cartoons of the technical guy excitedly 
describing his hot new invention in a stream of 
incomprehensible jargon to a bewildered customer 
who doesn’t have a clue what they’re talking about.

If you’ve invested years in technical development, 
you must be very proud of your design and its features.  
But unless you are clearly conveying its benefi ts – as 
opposed to its features – this will hinder your business 
development.

Features, functions, and benefi ts are different. 
Consider your smart phone. Its microphone is a feature. 
Its ability to dial a call when you speak is a function.  
The benefi t is that you can make a hands-off call while 
driving. Even better, the highway cops don’t know 
you’re using it so you don’t get pulled over. And you 
maybe just saved yourself an expensive ticket. Now 
that’s a real benefi t!

Feature or Benefi t?

To tease out a benefi t from a feature, ask yourself, 
“Why does this matter?” Or put another way, “Why is 
it important?” This is actually an iterative process, so 
take your answer, and ask the same question again. 
Repeat until you can’t go any further. A typical high-
tech product or service has multiple benefi ts, at least 
one for each feature. You should be able to describe 
each benefi t without resorting to insider jargon, using 
language that makes sense to your customers.

Now, quantify the benefi t. It may save money, or 
help make more money. It may save time or increase 
effi ciency. It may take away a costly pain, like fi xing 
a leaky roof. Some benefi ts cannot be quantifi ed, like 
gaining status or feeling happier. It is essential to work 
toward the lowest common denominator. 

Finally, review your list of benefi ts with your running 
partner, your spouse, or a friend.  They should be able 
to understand without a technical explanation.

Who Cares?

Going further, it’s important to identify the benefi t 
that matter to your customer. Here’s how:

1. For a specifi c product or service, write down 
who your typical customer is. If you have several 
categories of customer, repeat this process for each 
group. 

2. There may be multiple people involved in a buying 
decision, such as a recommender, an evaluator, and 
the person who signs the check. If so, repeat this 
process for each of them. 

3. Profi le your customer. What is their job? Their 
education? Their income? Their level of technical 
sophistication?  What will they do with the product, 
once purchased?

4. Go back to your list of benefi ts (and their 
quantifi cations where applicable), and fi gure out 
which benefi ts the customer cares about. You will 
likely end up with a very detailed chart. (Excel is 
good for this.) Good! You will use it, trust me.

5. Review your benefi ts to make sure the wording 
is at a level appropriate to your customer’s 
understanding: fi nance, engineering, management, 
or the average consumer.

The two processes you’ve completed have taken a 
lot of time and patience. You may be tempted to cut 
corners. Don’t do it! It’s YOUR job to clearly identify 
your benefi ts. The customer won’t do it for you. 

Use Benefi ts to Market Your Offering

Now that you have a detailed chart of customers 
and benefi ts, you can use this to create marketing 
copy that really sells. Language is important! You need 
specifi c, well-worded benefi ts to capture and hold your 
customers’ attention.

The most attention-getting benefi t will end up in the 
headline of an ad, sales letter, or web page. Subsidiary 
benefi ts will go into tag lines and other wording. 

Equally important, knowing your benefi ts will get 
you the best results from the Internet, through search 
engine optimization, paid advertising, and landing 
pages.

It’s up to you to direct your advertising agency or 
web developer. Your benefi ts chart will send them in 
the right direction, get you the most benefi t from your 
marketing dollars, and ultimately affect your bottom 
line. It is possible for a skilled marketing expert to make 
your benefi ts chart, but you or your staff will still need 
to be closely involved in the process. Stay with it. It 
pays! ❚
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Welcome–Our New Members
Accurate Staffi ng, LLC
301 Daniel Webster Hwy., Merrimack, NH 03054
Angela Roussel-Roberge, 603-321-1596
accuratenh.com

Provides temporary, temporary-to-permanent, 
and direct placement of Information Technology, 
Engineering and Manufacturing personnel.

Stanley Innovation
9 Henry Clay Drive, Merrimack, NH 03054
Cory Hussey, 603-365-1455, stanleyinnovation.com

We specialize in discovering product opportunities, 
engineering those products from concept to 
prototype, and creating intellectual property to 
expand and protect our client’s value in the market.

MLANS, Inc.
38 Boyd Road, Londonderry, NH 03053
Laura Aronson, 603-432-1603, mlans.com

Mark Aronson is a highly experienced IT consultant 
with expertise in Microsoft Windows servers and 
network security, and offers managed service, 
projects, troubleshooting, and free phone advice. 
MLANS has served NH small businesses for over 
twelve years. Laura Aronson is a technology expert, 
writer, and editor, in the IT industry for over 30 years.

Rapid Insight
53 Technology Lane, Conway, NH 03818
Ric Pratte, 603-566-4117, rapidinsightinc.com

Rapid Insight Inc. is a leading provider of predictive 
analytics software delivering businesses the ability 
for data driven decisions. Focusing on speed, 
effi ciency and usability, Rapid Insight products 
enable users to turn their raw data into action.

Evidox
207 South St., 2, Boston, MA 02111
James Berriman, 617-654-9061, evidox.com

Evidox provides electronic evidence, computer 
forensics, and ediscovery services to law fi rms, 
corporations, and institutions. We conduct data 
mining of client data to fi nd evidence relevant to 
lawsuits, subpoenas, and investigations. We serve 
clients in the New England states.

Red River
21 Water Street, Suite 500, Claremont, NH 03743
Gina Burke, 603-448-8880, redriver.com

Red River provides IT hardware integration, 
maintenance and support services to the U.S. 
government, enterprise, and healthcare markets.

Mainstream Technology Group
P O Box 1120, Merrimack, NH 03054
Steven Peterson, 603-966-4607, mainstream.net

Providing Network, Server and Desktop Managed 
Services in New Hampshire, Massachusetts, Rhode 
Island, Vermont and Maine. We support Microsoft, 
Linux, IBM and HP Operating Systems.

Law Offi ces of Roland E. Olivier
269 Cedar Pond Drive, Milan, NH 03588
Roland Olivier, 603-449-6669

Business, technology and international lawyer for 
entrepreneurs, startups, small businesses, emerging 
companies, hi-tech companies (hardware, software 
and services), manufacturing companies and 
companies expanding into or seeking international 
markets for their products.

CrystalVision, Inc.
15 Rye Street, Suite 200, Portsmouth, NH 03801
Deb Brewer, 603-433-9559, cvwp.com

CrystalVision is a full-service web development 
fi rm providing value & expertise to organizations 
through custom application development, web site 
development & ecommerce solutions.  With over 18 
years in business, CrystalVision thrives on creating 
long-lasting relationships with our clients.

XMA Corporation
150 Dow Street, Manchester, NH 03101
Marc Smith, 603-222-2256, xmacorp.com

XMA Corporation is a manufacturer or RF/Microwave 
components with a primary focus in military, 
aerospace test and measurement, medical and 
telecommunications.

Certus International, Inc.
9 Cedarwood Drive, Suite 8, Bedford, NH 03110
Edward Aten, 603-627-1212

Certus, a Contract Research Organization & 
Imaging Core Lab offering a full range of clinical 
trial mgmt, imaging & medical illustration services 
to Pharma, Biotech & Medical Device companies, 
with experience in Monitoring, Regulatory Affairs, 
Statistics, Data Mgmt, Medical Writing, CMC & QA.

Inventioneers Etc.
5 Faye Lane, Londonderry, NH 03053
Tristan Evarts, 603-437-8455

We are a start up company developing our anti-
distracted driving product, the SMARTwheel. Our 
device tracks the driver’s hand position on the 
wheel, provides driver feedback when unsafe events 
are detected, records events and provides data to 
authorized 3rd parties in real time or for later review.

Tom Daly
5 Jasper Lane, Nashua, NH 03063, 603-361-5033
Consultant
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Human Resource Partners congratulates Tonya 
Rochette, VP of Human Resource Partners on 
being selected to join the ranks of the annual 
“40 Under Forty” class. Additionally we welcome 
Cheryl Strong, an expert in safety compliance as a 
new member of our team! Cheryl has more than 25 
years of experience in Human Resources.

Stay Work Play is pleased to announce a 
partnership with New Hampshire Public Radio 
for the annual Rising Stars Awards. The Rising 
Stars Awards celebrate NH’s outstanding young 
professionals and the companies that support 
them. Nominations are open now for the College 
Student of the Year, Young Professional of the Year, 
Civic Leader of the Year, the Coolest Companies 
for Young Professionals and the Leadership 
Development Program Award. Winners will be 
honored at a statewide event on October 7th at 
5:30p.

Do you know a stellar college student? How 
about a cool NH company? An above-and-
beyond civic leader? A phenomenal leadership 
development program? Or an impressive NH 
young professional? Nominate them for the 
Rising Stars Awards: http://stayworkplay.org/
risingstarsawards/

Wells Fargo Advisors Financial Network has 
designated Hudson Resident, Bob Robbins, 
Managing Principal, Robbins Farley, LLC as a 
member of the firm’s Premier Advisors Program. 
This distinction reflects Bob’s achievement of 
professional success by meeting or exceeding 
Wells Fargo Advisors Financial Networks’ high 
standards as measured by one or more of the 
firm’s criteria for revenue generation, educational 
attainment and client-service best practices.

The U.S. Patent and Trademark Office has issued 
PoKos Communications Corp patents for 
systems enabling communications beyond fixed 
known endpoints, for the exchange of voice, video 
and data without the use of phone numbers, email 
addresses or other contact data. PoKos’ U.S. Patent 
Nos. 8396489 and 8396490 teach new methods 
and systems for transmitting and receiving 
communications.

wedu Technology Spin-off DME Logix Acquired 
Digital marketing agency wedu recently sold its 
technology spin-off, NH Logix, to NuLife Med. 
NH Logix supported the wedu-developed DME 
Logix technology, which was designed to improve 
medical practice efficiency.

NHHTC extends its sincere congratulations to one 
of our valued members, Mainstay Technologies, 
who was recently honored with Business NH 
Magazine’s prestigious Business of the Year Award 
in the Business Services category.  Mainstay 
provides outsourced IT services to business and 
nonprofits throughout New Hampshire, and the 
Council is proud to have them as part of our 
business community.

Good Leads® CEO Bob Good participated in 
Futurallia Istanbul 2013, an international business 
match making event, with support from a federal 
STEP grant from NH DRED and in conjunction with 
Good Leads selection as the SBA New England 
Exporter of the Year.”

Member News

Job Postings
XMA-Omni Spectra® is searching for a skilled 
RF / Microwave Design Engineer. Interested 
candidates should submit resume and cover letter 
with salary requirements to: hr@xmacorp.com or 
visit www.xmacorp.com to complete and submit 
an online application.

Ascendle is looking for contract software team 
members! If you’re a programmer, software architect, 
QA specialist, or another software-related superstar 
and you’re looking for contract work, email us at 
jobs@ascendle.com and tell us about your expertise.

Cornerstone Software of Nashua is seeking a
Hunter Sales Rep Eager to Develop New 
Business Accounts. For more information
please visit www.cornerstonesoftware.com.
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 EXECUTIVE COMMITTEE
Chair - Paul Mailhot, Dyn
Past Chair - Tom Daly
Treasurer - Alan Duhaime, Baker Newman Noyes
Secretary - Susan Woods, Chartworth
Governance Committee Chair -
   Marc Smith, XMA Corporation
Executive Director - Matt Cookson (ex-offi cio)

BOARD OF DIRECTORS 
 Jason Alexander, Alexander Technology Group
Peter Antoinette, Nanocomp Technologies Inc.
Matt Benson, Cook, Little, Rosenblatt & Manson, pllc
Catherine Blake, Sales Protocol International
Zenagui Brahim, NH MEP
James Carnevale, Raytheon IDS
Jamie Coughlin, abi Innovation Hub
Tom Farrelly, Cushman & Wakefi eld
William J. Gillett, Southern New Hampshire University
Bob Good, Good Leads
Mike Melville, ISG Group LLC
Gerard Murphy, Mosaic Storage Systems
Paula Newton, Consultant
Matt Pierson, Dunn Rush & Co.
Timo Platt, Pokos Communications Group
Dawn M. Wivell, Firebrand International LLC

TRUSTEES 
 Ray Boissoneau, Electropac Co., Inc.
Steve Boucher, Airmar Technology Corp.
Art Bruinooge, Cross Insurance Agency
Mary Collins, NH SBDC
Jim Cook, Cook, Little, Rosenblatt & Manson, pllc 
Kurt Dobbins, Cloudtree
Dr. Kedar Gupta, Arc Energy
Fred Kocher, Kocher & Company, Inc. 
Emilio Marianelli, Fidelity Investments
Hollis McGuire, NH SBDC
John Monson, Wiggin & Nourie, P.A.
Brian Nadeau, Dell, Inc.
Rajesh Nair, Degree Controls
Richard Pierro, Superior Controls, Inc.
Don Peterson, Americarb, Inc.
Mark Prestipino, Envista Corp.
Michael Quinlan, Transparent Language, Inc.
Steve Ryder, True North Networks, LLC
Paul Schuepp, Animetrics, Inc.
Gene Scribner, NHHTC Founder
Nick Soloway, Hayes Soloway, P.C.
Richard Stephens, C.I.M. Industries Inc.
Dave Todaro, Ascendle
Gordon Tuttle, PSNH
Tim Yeaton, Black Duck Software, Inc.

GOVERNMENT RELATIONS
Jason Alexander, Alexander Technology Group
Zenagui Brahim, NH MEP 
Mary Collins, NH SBDC
Matt Cookson, Cookson Strategies Corp. 
Bob Good, Good Leads
Matt Pierson, Dunn Rush & Co.

POY - PRODUCT OF THE YEAR COMMITTEE
 Chair - Dawn Wivell, Firebrand International
Arthur Bruinooge, Cross Insurance Agency
Lisa Bruinooge-King, Cross Insurance Agency
Court Klein, BerryDunn
Suzan Lehmann, Hinckley, Allen & Snyder LLP
Dave Liddell, Skye Solutions
Jason Oster, Cook, Little, Rosenblatt & Manson
Dan Scanlon, Colliers International

HUMAN RESOURCES EXCHANGE
Chair - James Reidy Esq., 
    Sheehan Phinney Bass + Green, P.A.

ENTREPRENEUR FORUM
 Co-Chair - Timo Platt, Pokos Communications Group
Co-Chair - Susan Woods, Chartworth LLC 
Matt Benson, Cook, Little, Rosenblatt & Manson, pllc
Catherine Blake, Sales Protocol International
Peter Nieves, Sheehan Phinney Bass + Green
Todd Sullivan, Hayes Soloway PC
Chris Williams, Cookson Strategies Corp.

EOY - ENTREPRENEUR OF THE YEAR COMMITTEE
 Chair - Matt Benson, 
    Cook, Little, Rosenblatt & Manson, pllc
Al Duhaime, Baker Newman Noyes
Tom Farrelly, Cushman & Wakefi eld
Bob Good, Good Leads
Roman Lubynsky
Matt Pierson, Dunn Rush & Company LLC
Peter Tawney, Baker Newman Noyes

WORKFORCE DEVELOPMENT COMMITTEE
 Chair - William Gillett, Southern NH University
Mary Collins, NH SBDC
Sherry Correia, Gentex Corporation
Rosie Deloge, Milford HS & Applied Tech Center
Michael Griffi n, Cross Insurance Agency
Dave Janelle, People’s United Bank
Mary Laturnau, ITM Partnership
Tammi Pirri, Black Duck Software, Inc.
Mihaela Sabin, UNH Manchester

GOVERNANCE COMMITTEE
 Chair - Marc Smith, XMA Corporation
Jason Alexander, Alexander Technology Group
William Gillett, Southern New Hampshire University
Bob Good, Good Leads
Timo Platt, Pokos Communications Group
Marc Smith, XMA Corporation

INTELLECTUAL PROPERTY FORUM
Chair - Paul Remus, Devine, Millimet & Branch

NHHTC ADMINISTRATION 
Executive Director - Matt Cookson
Membership & Events - Judy Davidson
Social Media & Marketing - Chris Williams

Additional back offi ce support 
provided by Cookson Strategies Corp.

Directors, Trustees and Committees



Upcoming Events OUR MISSION

“The NH High Tech Council 
serves our membership by 
creating a vibrant ecosystem 
for technology companies 
that want to launch, grow or 
relocate in New Hampshire.  
We are committed to 
expanding the tech-driven 
economy by building 
partnerships, enhancing 
workforce skills and
knowledge, and shaping
public policy.”

N E W  H A M P S H I R E

HIGH TECH NEWS
 A publication of the

New Hampshire High Technology Council

Submitting NHHTC Materials
All articles or ads should be sent to info@NHHTC.org

NHHTC at the Fisher Cats

 Thursday, June 27 5:30 pm
 Northeast Delta Dental Stadium
 Manchester, NH

Summer Networking Mixer

 Thursday, July 25 5:30 pm
 Manchester Country Club

Software Forum

 Thursday, August 22 (Location TBD) 5:30 pm

Bio/Medical Forum Meet and Greet

 Wednesday, August 28 6:00 pm
 Wentworth By The Sea Country Club
 Rye, NH

Sponsorships Available!

www.retlif.com

Market-specific domestic USA and International testing programs for:  

Put us to the test.SM

Retlif testing and engineering services add tangible 

value technically and cost-effectively.  We seamlessly 

guide your products through complex regulatory 

structures…domestic and international.  With 

complete documentation, tests plans, agency filings, 

quality systems reviews and the industry’s best lead 

time scheduling.

NARTE-recognized, NIST CAB-designated and 

accredited to ISO-STD-17025 by both NVLAP 

and A2LA, our recognition and accreditations are 

unmatched. . 

EMC, Environmental Simulation and Lightning Testing. 
ENGINEERING SERVICES

For more information:
NHHTC

36 Lowell Street, Suite 202 
Manchester, NH 03101

Tel: 603-935-8951
e-mail: info@NHHTC.org

NHHTC.org

www.retlif.com

