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1. Executive Summary 

Universal Language Translator, Inc. is an innovative speech-to- speech translation technology that provides 
users the capability to speak in any of 135 different languages and to understand and translate speech into any of 
the other available language options. 
The following business plan provides a description of the company, its technology and plans for the period 
between 2018 and 2020. The plan is divided into the following sections: 

• Business/Company Description 

• Product/ Service Description 

• Marketing Plan 

• Operating Plan 

• Financial Plan 

• Appendices 

With its patented communication technology, Universal Language Translator, Inc. plans to fulfill its mission 
statement “to be the leading provider of language translation solutions and to connect people through effective 
communication worldwide.“ 

Presently, the company has gathered the following resources at its disposal: 
• Talented leadership team with an extensive professional network 

• Patented, innovative technology 

• Company registration including compliance with federal set- aside requirements (VOSB, AAOSB, 
HUB Zone) 

• Solid business plan from this starting point, Universal Language Translator, Inc. will 
immediately launch itself into the field of federal contracting in 2019 and offer its technology to the  



 
 
largest consumer of language services in the world, the U.S. Government. Thereafter in 

successive phases, the business-to-business and business-to-consumer markets will be developed as the 
company expands to serve the global market for communications. 

 

2. Business/Company Description 

Universal Language Translator, Inc. was founded and incorporated as a Delaware corporation in February 2014 
and currently has its headquarters in Darmstadt,	Germany. The founder is Mr. Reginald Dalce, and  Director 
Lincoln Joseph (Appendix B of the business plan). 
As a naturalized U.S. citizen, Mr. Dalce is a polyglot with a lifelong interest in languages and how language 
capability (or lack thereof) influences human interaction. While deployed during the Iraq War, he determined  
 
That the military and diplomatic service is continuously hindered by lacking language capabilities and that 
soldiers are placed in dangerous situations as a result. His passion for languages and interest in finding a 
solution led him to create the concept of the automated, speech-to-speech translation technology for which he 
later obtained a U.S. patent and provides for use by Universal Language Translator, Inc. 
During 2nd Quarter 2018, the company will relocate to a new headquarters in a HUB-Zone located in Tampa, 
Florida. ULT will offers a patented, speech-to-speech translation technology that translates over 135 languages 
into 135 languages in real time. 
With its unique products and services, Universal Language Translator, Inc. intends to be in the business of 
improving communications around the world. As a potential contractor to the U.S. federal government, the 
company is proud to report that it is a Veteran Owned Small Business and an African American Owned Small 
Business. With its new headquarters in Tampa, the company will be geographically situated close to large 
government users at CENTCOM and SOCOM who are both based at MacDill AFB as well as the greater 
community of federal contractors located in the Tampa Bay Area. As such, the company will be perfectly 
situated to best serve customer needs and to obtain coveted blanket purchase agreements through set-aside 
procurement for language translation technology with the U.S. government. 
The applicable NAICS Code for Universal Language Translator, Inc. is 541930. 
 

a) Company contact details: 

b) Mission Statement 

“To be the leading provider of language translation solutions and to connect people through effective 
communication worldwide.“ 

c) Management Bios 

Universal Language Translator, Inc. has assembled a talented management team that is well equipped to serve 
the present and future needs of the company. Offering a wide range of relevant experience, the company’s 
leadership team has worked closely with each other since 2012 when they first began collaboration in Germany. 
Resumes of key staff appear in Appendix G of the business plan. Bios are provided below: 

Reginald Dalce, the Founder and Chief Executive Officer of Universal Language Translator, Inc. was born in 
Port-Au- Prince, Haiti and became a naturalized U.S. citizen before earning a bachelor’s degree in psychology 
from the University of Cumberland in Williamsburg, Kentucky. He held various management and supervisory 
positions in industry in the United States before volunteering to serve in the U.S. Army in 2002. During his time 
in the Army, Mr. Dalce was a non-commissioned officer and served in Germany before being deployed to Iraq 
during the Iraq War. Leaving the Army in 2011, he later became a supervisor at United Parcel Service in  
 



Germany before assuming his current supervisory position at the AECOM logistics center in Mannheim, 
Germany in 2015. 
Mr. Dalce has always had a passion for languages and speaks English, French, Spanish, German and Creole at a 
high level of competency. Following this passion, in 2009, he invented the concept and methodology for the 
Universal 
 

Language Translator as a convenient speech-to-speech translation tool that can be applied to a range of 
technologies including smart phones, artificial intelligence and mass communication applications. He 
incorporated the Universal Language Translator, Inc. in February 2014, and in 2017, he led his team of technical 
experts to develop a working model of the technology. Mr. Dalce was awarded a long awaited patent for the 
technology in 2018. 
 

Mr. Lincoln Joseph, the Chief of Operating Officer for North America of Universal Language Translator, Inc. 
Holds a Bachelor of Technology in visual communication and desktop publishing form Andrews University in 
Michigan. Co Founder and CTO of Lighthouse Media, Inc. Professional Multimedia designer, and Director of 
Technology for Universal Language Translator, Inc. since 2014 

 

Mr. Eric Lien, the Director of U.S. Government Programs, holds an MBA in international business from the 
University of South Carolina and has over 25 years of experience as a senior manager in international business. 
He served as regional sales manager for a large Coca-Cola Bottler for over 17 years before becoming an 
independent international business consultant in 2010. Since that time, he has served as an advisor to a variety 
of enterprises, primarily in the field of preparation of proposals, administration and management of U.S. 
government contracting projects. Fluent in German and English, he has served as a volunteer for the U.S. 
National Language Service Corps since 2016. A subject matter expert in the field of government contracting, 
Mr. Lien has served as the European Region President of the Association of the U.S. Army and hosted dozens of 
workshops and lectures in Europe and the Middle East on the topic of U.S. government contracting during the 
last five years. 
 
d) Keys to Success/Goals and Objectives 

The ultimate success of Universal Language Translator, Inc. will be tied to the achievement of the selected goals 
and objectives outlined below. These milestones are intended to offer SMART (specific, measurable, attainable, 
realistic and time specific) goals and objectives along the company’s road to success. 
* Become the market leader in the speech-to-speech 

language translation segment within the first five years of business operations. 
▪ During 2018-2020 as a government contractor (B2G), make use of opportunities set-aside for small business to 
win U.S. Government contracts in the form of ID/IQ awards and GSA-Schedules for speech-to-speech language 
translation products and services. These goals can be achieved either as a prime contractor or as a subcontractor. 
• These award targets represent the basis of company sales goals for 2018-2020. 
• From 2021 onward, maintain the nr.1 position in the B2G segment and develop the sales potential throughout 
the government user community. 
• Entering into teaming agreements with existing large communications providers (Siemens, Sprint, Telekom, 
GDIT, AT&T) to the federal government will provide the method to greatly speed the process of achieving sales 
goals while at the same time opening opportunities for technology sharing that could increase sales further. 
• Universal Language Translator, Inc.’s in-house experts on the topic of U.S. government contracting will 
increase the company’s chance for success in developing the specialized B2G market segment. 
 



 
• Patent protected portions of the company’s technology will be written into government specifications or 
requirements for speech-to-speech translation technology, and this will provide justification for the government 
to use the company as the only reliable source for Universal Language Translator, Inc. technology. 
▪ During 2019-2020 using capabilities and resources gained through U.S. government contracting, develop the 
B2B market for speech-to-speech translation services and attain at least position nr.2 in that market segment. 
• Achieve objectives by selling Universal Language Translator, Inc. products and services to the following large 
volume users with blanket purchase agreements or enterprise wide services: 

•  Expedia, Travelocity, Star Alliance, One World frequent traveler programs as well as various airlines or 
travel related companies such as Disney World…  

* Large businesses with ongoing language translation needs such as: 

▪ Chain Restaurants 

▪ Uber & Lyft 
▪ Telecommunications providers 

▪ Other government contractors 

 
• Expand the B2B segment into emerging technologies as appropriate beginning when feasible during 2019-
2020. 
* The following segments will be approached: 

▪ Automotive systems (Tesla and GM On Star) 

▪ Alexa and similar artificial intelligence systems 

▪ Medical devices and technology 

▪ Smartphone devices 

▪ Robotics 

▪ Applications where artificial intelligence is a feature. 
▪ During 2020, using resources generated in earlier years, launch B2C sales and develop the market for 
consumer communications. 
• Begin B2C sales in 2020 via paid App Store and Google Play sales for special upgrade versions of 
Universal Language Translator, Inc. products and services. 
• Develop B2C sales to represent 10% of total sales volume during 2020. 
• Another B2C sales goal is to begin to generate a profit in its segment for Universal Language 
Translator Inc. beginning in 2020.  
• During all periods of business operations, through ongoing product development, once attained, 
maintain the position of market leadership and adapt the product to evolving user needs in the 
company’s fast paced, high-tech segment. 
▪ During the remaining period of patent protection, through effective legal defense of patented 
technology, block potential competitors from entering into segments served by Universal Language 
Translator, Inc. 
• This method was successfully used by HESCO to maintain a 20- year monopoly on U.S. government 
contracting for their patented defensive barrier systems between 1995 and 2015. 
• Make every effort to continue patent protection via ongoing technical modifications and improvements 
of existing technology. 
 
 



 
• Since additional patent protection may take years to obtain, the company must make efforts to develop 
new, patented technology during 2019-2020. 
• By 2019, provide specific products and services that meet the stringent DISA (Defense Information 
Systems Agency)’s cyber security standards as a means of providing the quality of secure language 
translation services required by military and other government users. 

• DISA and Department of State will require both proprietary servers and offline capability in order to provide 
required cyber security.  
• Proprietary servers and offline solutions will also be required by B2B customers (for example banks, 
pharmaceutical and automotive companies) who prohibit their staff from utilizing public sources such as Google 
Translate for company business due to security requirements for commercial data.  
• Additional language modules for technical language or exotic languages will be added to the existing offerings 
of over 135 languages if federal government grants or contracts for such effort are awarded to the company. 
• During the first three years of operations, utilize effective public relations and educational campaigns rather 
than advertising dollars to effectively promote Universal Language Translator, Inc. technology via positive 
news stories, educational events, news articles and clever product placement to increase presence, visibility and 
customer awareness in B2G, B2B and B2C segments. 
• For example, granting the U.S. National Language Service Corps the right to use the company’s technology 
free-of-charge for support of certain government activities during 2019-2020 will give the company’s 
technology valuable visibility and raise awareness in government language circles during 2019-2020. 
• Similar PR gains can realistically be made through events with the United Nations, Doctors Without Borders, 
American Red Cross or NATO conference events where speech-to- speech translation may play a prominent 
role. 
• By raising awareness through PR and news stories, the company will secure market position through Greater 
public awareness and save marketing dollars at the same time. 
 

Sales goals for three years are summarized as follows: 
▪ 2019: $1 million 

• 100% B2G sales 
 

▪ 2020: $10 million 

• 100% B2G sales 
 

• Begin B2B sales 

▪ 2021: $20 million 
 

• 90% B2G sales 

• 10% B2B sales 
 

• Begin B2C sales 
 

• During the first three years of business, the Income generated from sales will be used to refinance both historic 
and new investments in technology, solidify market position and ensure future success from operations. 
▪ Universal Language Translator, Inc. plans to operate fully debt-free by 2020. 



 
• According to the business plan, the company shall attain break-even and turn profitable by Q4 2019. 
▪ thereafter, remain in the black with an expected margin of 35% vs. COGS. 
• Strategic alliances with partner companies (for example teaming partners on federal contracts) that allow 
mutually beneficial and productive pairing of technology will be evaluated on the basis of merit and selectively 
pursued during the first five years of operation. 
• Examples of such could include the following for example: 
• Artificial intelligence applications 

• Automotive applications of Communications technologies 
 

3. Product/Service Description 

Universal Language Translator, Inc. is a provider of speech-to- speech language translation technology, and it 
currently offers an app that can be downloaded for use on smart phones and other devices. In the future, a wider 
range of products and services will be made available as technology advances. 
 
 
Features and Benefits of Product/Service 

The core business of Universal Language Translator, Inc. is speech-to-speech language translation to provide 
barrier-free communication. In science fiction literature, a similar capability is demonstrated by the concept of 
the Babel Fish in the book, Hitchhiker’s Guide to the Galaxy and in the Star Trek series of novels by the 
Universal Translator device. 
In its present form, a user of Universal Language Translator’s app selects a few settings such as the input and 
output languages (a wide range of input and output languages are available today) as well as one of the many 
available output voices from a menu of options. They the user pushes a button to start the process and speaks for 
up to 60 minutes into the speaker of their smart phone. Following that, they push a button to allow the system to 
produce the translation, and the system begins speaking the translated version of the recording. The recording is 
available for repeated use for up to one hour before it is deleted by the system. 
Logically, as a universal language translator, Universal Language Translator, Inc. has the potential to translate 
speech from and into all known, spoken languages by developing additional expansion modules for new 
languages, that can be added to the system over time. The company’s product is speech-to-speech language 
translation technology, and this currently appears in the form of an application that is available for use on smart 
phones and tablet computers. It is currently available free-of-charge on the App Store and Google Play, and the 
company is gathering user feedback and improving the technology as the base of loyal users is established. 
Presently, over 2000 persons have downloaded the free app since November 2017. 
Today, a user of Universal Language Translator, Inc.’s application can speak any one of 135 languages and 
translate their speech into any other of the 135 available languages in real time. Using the free version of the 
application, the user can replay the translation as often as they like for one hour. Up to 60 minutes of speech can 
be translated at one time. In the future, Universal Language Translator, Inc.’s product will be expanded to offer 
any language where the company develops the expansion module for the new language. At present, the service 
must be used online using unsecured servers, but a more powerful version will be available for sale in the near 
future and offer offline capability. 
Many innovative products and services can be provided with Universal Language Translator, Inc.’s proprietary 
technology. Voice mimicking, artificial intelligence, offline uses are all possibilities, and more applications will 
emerge as technology evolves in the future. At that time, the company’s technology can be paired with other 
technologies such as automobiles, vending machines and other interfaces to develop hybrid products and 
services. 



“Open“ versions of the technology are available and would make use of unsecured servers such as Google’s, but 
for sensitive users such as governments and the military, where security and confidentiality are primary 
concerns, more capable yet (ITAR) restricted use versions (developed for military use) of the technology can be 
developed. These will need to use either secure servers or offline versions of the Universal Language Translator, 
Inc. technology. 
Through the use of government or NGO grants for development of new language modules, additional language 
modules can be created at no cost to the company. Universal Language Translator, Inc. can also develop 
technical language modules for specific user groups such as the medical community for technically, military or 
other industry specific language. 
As technology advances, Universal Language Translator, Inc. plans to offer its technology not only as an 
application for use on smart devices but also as a chip or small, stand alone device that can be used offline and 
independently. 
 
 
 
 
 
Exhibit 1.0 Products and Services 

b) Uniqueness Statement 
Universal Language Translator, Inc. has several unique selling points. First of all, it effectively relieves the user 
from the annoying need to learn or understand a spoken foreign language or dialect, and by doing so, it removes 
barriers to communication that pose a burden to humankind. 
Universal Language Translator, Inc.’s patented technology is easy to use, effective, and readily available for use 
on common smart-phones and can be adapted to other devices. It offers speech-to-speech translation for at least 
135 languages. This range of language options represents 30% more language options than its nearest 
competitor, and modular construction of the system allows for language modules to be added as needed. 
An automatic region locator feature provides automated language selection depending upon the geographic 
location and preferences of the user. Thus, for example, an American travelling to China would automatically be 
offered the option of American English speech/ Chinese speech upon landing in Beijing and turning on their 
Smartphone. 
The dialect detection feature detects the user’s own dialect and provides speech translation accordingly. This 
feature is a high level of speech recognition technology and ensures functionality to a wider range of users than 
would bet he case without dialect detection. 
The voice mimicking feature recreates the user’s own voice and applies this in the translated output speech. 
Since the user’s own voice is an expression of their personality and contains elements of non-verbal 
communication (for example inflexion and speed, etc), the voice-mimicking feature improves the precision of 
communication and intended meaning. 
The capability to hold a three-way teleconference with translations is the newest unique feature to be added to 
the system. 
Universal Language Translator, Inc.’s modular technology is scalable and at technology readiness level 9 of the 
technology readiness scale used by U.S. Department of Defense evaluators. It offers military and government 
users a reliable and secure translation technology that relieves them of the inaccuracies and security risks posed 
by human interpreters and thereby increases safety and security of operations. 
Patented features allow Universal Language Translator, Inc. to proceed forward, unopposed in B2G, B2B and 
B2C markets without fear that competitors can copy the same technology. Lastly, modular construction allows 
the technology to be easily applied or installed into a wide range of other related technologies and devices. 
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4. Marketing Plan 

Industry According to market research conducted by Universal Language Translator, Inc. the global market for 
translation and interpretation services was $40 billion annually and is expected to grow to $45 billion by 2020 
(Source: Globalization and Localization Association (GALA) HQ). The U.S. Government has spent over $6 
billion on translation and interpretation services since the year 2000 ( Source: Governmentcontractswon.com). 
Universal Language Translator, Inc. is presently focused on winning federal contracts (the place of performance 
may be anywhere around the globe), and in regional terms, the company has chosen to focus on contracts that 
can be won from USSOCOM and USCENTCOM both of whom are based in Tampa, Florida. 
Marketing The marketing plan of Universal Language Translator, Inc. includes the classic “4 Ps of Marketing“ 
(product, place, price and promotion). The company’s leadership team offers extensive 

 
experience in the field of marketing technology to relevant segments. 
Competition In the B2G segment of the market, the research conducted by Universal Language Translator, Inc. 
indicated that there are currently no competitors offering speech-to-speech translation technology to the federal 
government. Since 2000, the federal government has spent over $6 billion in the segment of translation and 
interpretation services. For clarity, no technology solution is being used for this service at this time because  
 
 
human interpreters are used for speech-to-speech translations. Contracts for translation and interpretation 
services are awarded to a variety of companies, and these have been identified through searches of public 
websites relating to government contracts. 
Since human interpreters represent the closest competition in the B2G segment, their use and application by the 
government deserves some explanation. Human interpreters are used to interpret spoken language in real time 
and are used in a variety of settings such as supporting front line troops, diplomatic meetings, interrogation of 
enemy POWs and supporting medical personnel. The government contracts out interpreters, and many 
companies participate in this sector. The common disadvantage posed by human interpreters is security because 
human interpreters can be compromised and provide inaccurate or misleading information on purpose or 
potentially spy on the government. Additionally, human interpreters represent a safety risk since a person 
trained primarily as an interpreter must be present and work in potentially dangerous situations. 
 



 
Universal Language Translator, Inc. offers a significantly better solution for speech-to-speech translation than 
interpreter services due to reliability, security and safety concerns. By removing the person (interpreter) from 
“dumb and dangerous work“ that work can be completed more safely, economically and precisely. At the same 
time, Universal Language Translator, Inc. offers additional advantages such as broad range of language options 
available for immediate use, region locator, voice mimicking and dialect recognition etc. All of which represent 
advantages that are attractive to government users while the company patents several features. 
 
Given the unique features that are patented, the federal government should be willing to award the company sole 
source contracts, which effectively eliminate competition in the segment. 
As described in Exhibit 2.0 under Products and Services, in the B2B segment, there are several speech-to-text, 
text-to-text and text-to- speech competitors in the marketplace. In the B2B segment, none of the competitors that 
were identified (for example Pons, Google Translate, or I-Translate) offer offline speech-to-speech translation 
capability with the following capabilities: secure servers, encrypted offline translation, voice mimicking, dialect 
detection and region locator. Several of these features are protected by Universal Language Translator, Inc.’s 
patent, and therefore competitors have no ability to use those features unless they obtain a license from the 
company. 
In the B2C segment, requirements are much lower than in the B2G and B2B segments with respect to security. 
Several of the competitors who participate in the B2B segment may pose more of a challenge to Universal 
Language Translator, Inc. in the B2C segment where consumer convenience defines what consumers desire in 
terms of features. Universal Language Translator, Inc. does not plan to enter the B2C market segment in a 
commercial sense until 2020. According to the marketing plan, by that 2020, the company will have created 
additional capabilities and amassed financial resources generated from government contracts and B2B contracts 
and will be ideally positioned to compete in the B2C segment. 
Product The general product description is described in section three of the business plan. Individual features 
may vary between the segments (B2G, B2B and B2C). In particular: 
a) B2G: As the largest consumer of translation services in the world, the federal government has an explicit 
requirement for innovative speech-to-speech translation technology. The B2G segment has specific security 
requirements that will define some specific security features of the product sold to the government. These will 
include the capability to function offline, dedicated servers that offer the level of cyber security required by 
military and government users and possibly stand-alone devices that operate using a chip containing the 
company’s speech-to-speech technology solutions. Adapting the product to the B2G consumer may require 
additional investment in R&D, yet the product will be positioned to enjoy “sole source“ status with the 
government users. Several milestones will need to be achieved such as Defense Information System Agency or 
similar government certification of the product, and these are described in section 2c above. 
The following are three examples of how the government might use the speech-to-speech translation technology 
of Universal Language Translator, Inc.: 
1) In crisis regions, squads of soldiers in the field generally take a local interpreter along on patrols to serve as 
an interpreter. The company’s technology would serve to replace the need for an interpreter or would serve as 
an additional cross- reference to verify the accuracy of what the interpreter reports.  
2) U.S. Embassies around the world could use the company’s technology to conduct business in the local 
language and substitute using the technology for local interpreters that are used at present. 
3) Health professionals employed by the government (military or CDC doctors) could use the technology to 
perform their work in either face-to-face situations or via teleconferences with local persons speaking foreign 
languages. 
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b) B2B: The needs of the B2B segment are emerging at this time and 

will be similar to the B2G segment. As technology evolves, companies are becoming aware that it is not a safe 
business practice for them to use unsecured servers or open source applications for confidential business 
communications. Volkswagen for example recently issued guidance to all employees forbidding them from 
using competitor Google Translate because third parties may have access to translated information which may 
in fact be highly confidential. 
Offline capability developed for B2G users will be applicable for B2B users of Universal Language Translator, 
Inc.’s products and services. A requirement for special features such as industry specific languages may emerge, 
and this challenge will be met at that time. 
 
 
 
Whether it means adapting the company technology to new communication systems, artificial intelligence or 
automotive industry needs, as a participant in the high tech sector, Universal Language Translator, Inc. will 
adapt its technology to the emerging needs of the B2B marketplace as described in section 2c above. 
The following are three examples of how business customers might use the speech-to-speech translation 
technology of Universal Language Translator, Inc.: 
1) The technology could be added as a feature of telecommunications such as Skype, What’s App or normal 
telephone service.  
2) The technology could be used as a feature on artificial intelligence technology such as Tesla automobiles, 
Alexa devices or other interactive technologies. 3) Business such as the travel industry (Disney World, Expedia, 
frequent traveler programs) could offer the technology as a service for their customers. 
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c) B2C: In many ways, the B2C segment can already be served by the free version of products of Universal 
Language Translator, Inc., which are currently available on the App Store and Google Play. For the first several 
years, the company will focus on B2G and B2B segments for revenue and use the B2C segment only as a 
promotional element to generate consumer awareness and improve the products. Once the company begins to 
generate B2C sales in 2020, the market for apps, smart phones and related devices will have advanced several 
more levels by comparison to 2018. As the application will be developing on an ongoing basis, by 2020, there 
may be some additional consumer relevant changes that need to be applied to the product. In any case, relevant 
changes will be made at that time, and funds generated through B2G and B2B sales in 2018-2020 will finance 
these efforts. 
The following are three examples of how consumers might use the speech-to-speech translation technology of 
Universal Language Translator, Inc.: 
 
 
1) Travelers could purchase the application for use during business or travel. 2) Persons living and working 
overseas could purchase the application for day-to-day use. 3) Consumers could purchase the technology for use 
in translating multimedia broadcasts in foreign languages. 
Place the government users will define the location of B2G sales that choose to purchase and deploy the 
technology. The Department of State, Department of Defense, Department of Justice and many other agencies 
have a definite need for effective translation services, and the federal government is in fact the largest user of 
translation services in the world. The leadership team of Universal Language Translator, Inc. includes experts in 
government contracting. The company is well aware of the various paths to obtaining government contracts as 
well as the relevant technology testing programs and opportunities available from DOD, DARPA, etc. The 
majority of all solicitations are posted on websites such as FBO.gov and FedBid.com, as are announcements for 
government industry days, conferences, grants and technology programs. 
 
The first path to B2B sales will be for Universal Language Translator, Inc. to offer its products and services to 
other B2G contractors (Telecom, GDIT, Sprint, Lockheed Martin, etc.) as a sub-contractor to their existing B2G 
contracts with the federal government. As the speech-to-speech translation technology of the company  



 
 
penetrates into the B2B market from the side-entrance of the contractor community of the B2G segment, the 
B2B market will expand organically through operations. 
The next approach to B2B sales will be for the company to develop sales in sectors requiring significant use of 
language translation services on a day-to-day basis. These will include the telecommunications industry (AT&T, 
Telecom, etc.), travel industry (airlines, Expedia, Travelocity, Star Alliance, One World, etc.) and organizations 
such as Uber and Lyft. The automotive industry, medical device industry and applications for artificial 
intelligence (such as Alexa) will bet he next focus area. Later, as technology develops, the company will 
approach organizations such as film studios, broadcasters and other large players within the communications 
segment. 
B2C sales will focus primarily on the App Store and Google Play online marketplaces until further focus areas 
are defined. Presently, the app is available in a free version on the App Store and Google Play, and this effort 
serves solely to raise consumer awareness, gather product feedback relating to functionality and features and to 
keep pace with the technology (smart phones for example) on which the apps are operated. The company 
expects that by 2020 when it enters into the B2C market with the intent to sell products that are not free of 
charge, it will be able to charge a premium price for a premium product that has been improved vetted and 
tested by the government and business segments. 
Price Universal Language Translator, Inc. offers a premium product, and the company will position the product 
in a premium price segment. By positioning the products and services in the premium segment, a higher 
potential for profit exists than if the company positions itself as a loss leader. Note that the free version of the 
speech-to-speech translator is a promotional tool designed to raise consumer awareness, gather product feedback 
relating to functionality and features and to keep pace with the technology (smart phones for example) on which 
the apps are operated. 
First of all, it needs to be clearly stated that Universal Language Translator, Inc. offers a technology with 
patented features, and as such, it is in a favorable position to command a high price for its product. 
With respect to federal government contracting, the company with patented technology is in a position to gain a 
highly profitable sole source contract. As the owner of the patented technology, making use of several set aside 
statuses (VSOB, AAOSB and HUB Zone) will allow the company to compete on a level playing field while 
commanding higher prices than usual for government contracts. As a sole source of the technology, Universal 
Language Translator, Inc. can charge a premium price to the government on a blanket contract and build up cash 
reserves while allowing itself to fund expansion (company owned servers, stand alone technology, etc.) through 
operating income. *On a side note, there exists a government practice in which the federal government 
stipulates that the price charged to the government must be the best price charged for similar products sold to 
commercial users. 
 
 
 
The first B2B customers of the company will be generated through the community of federal government 
contractors. These will not be particularly price sensitive since the government may specify Universal Language 
Translator, Inc. technology to be used by the government contractors.  Universal Language Translator, Inc. 
would thus serve as a sub-contractor. Additional business would expand organically from that segment yet 
retain a similar price level. 
From a cash rich position, under patent protection and with existing B2B customers used to the premium price 
level, Universal Language Translator, Inc. will expand its business while maintaining its established premium 
price level. 
The B2C segment is currently offered free-of-charge, however, by 2020, when Universal Language Translator, 
Inc. enters into the B2C segment with the paid versions, the versions offered will maintain the premium price 
level with a much improved product. By that time, the version offered to B2C users will be an older version of 



the technology used by the B2G users and thus not represent an identical product to that offered to the 
government. 
Promotion Universal Language Translator, Inc. has been promoting the free version of its product via the App 
Store and Google Play since Fall 2017. As a federal contractor, the marketing of Universal Translator Inc.’s 
products to the government will follow established models relating to similar technologies that are marketed to 
the federal government. 
The most effective way to promote the product to B2G users is through the regular use of white papers, 
applications to technical evaluation programs with USSOCOM, the U.S. Army (AEWE and the John F. 
Kennedy Special Warfare Center) and related programs available from DHS or DOS. The USSOCOM 
Technical Evaluation series and Army Expeditionary Warrior Experiment allow for fast and effective testing 
programs with high profile results that land on Army TRADOC reports that are read throughout the DOD. 
Responses to market surveys, sources sought and participation in government industry days are also effective 
ways to promote Universal Language Translator, Inc. to government agencies. 
The final way to promote the company to government agencies will be to make use of an agency technology 
agreement to offer a modified free version of the technology for use by government agencies such as the Peace 
Corps, FEMA Corps, and National Language Service Corps for their operations that require language translation 
in the field. These efforts will result in highly valuable PR, Past Performance and Experience with the 
government. 
By the same token, the company will approach federal contractors that may require the technology offered by 
Universal Language Translator, Inc. for the performance of their own contracts. Once the government begins to 
specify the company’s products for use in federal contracts, the B2B business will expand dramatically. 
Effective promotion on the B2G side will result in growth on the B2B side. Promotion in that segment will 
follow a similar path to that of promotion in government sales. Universal Language Translator, Inc. will make 
agreements allowing the use of a modified free version of the technology by NGOs such as the United Nations, 
Doctors Without Borders and the American Red Cross to raise awareness and gain publicity without spending 
cash resources on advertising. The resulting publicity will drive business in the B2B segment, and the company 
will not need to spend cash resources on advertising. 
 
 
 
 
 
 
 
 
 
 
In the B2C segment, the free version of Universal Language Translator, Inc.’s technology will remain available 
on the App Store and Google Play as a means of raising awareness and promoting the technology among 
consumers. At the same time, this method will generate user feedback to continuously improve the product and 
keep the company abreast of ongoing technology improvements in the Smartphone segment. By the time 
Universal Language Translator, Inc. enters into the B2C market with premium versions of the technology, it will 
be building upon a high level of awareness generated by the government, B2B and NGO users.  
 
 
 
 



 
 
Exhibit 3.0 Marketing: Google Play 

 
 

Three years from this date is a long time in terms of high-tech products, but at present, the company plans to 
promote Universal Language Translator, Inc. to the B2C segment primarily through the use of social media and 
word of mouth consumer franchises rather than through the use of expensive advertising. As the market 
develops, the company will adapt its B2C promotion and marketing strategy in the B2C segment such that it 
works effectively in 2020 when the company launches paid versions of its technology in the B2C segment. 
 
5. Operating Plan 

Universal Language Translator, Inc. has been a registered entity since February 2014, and the leadership team 
works effectively as a team. As of January 2018, the following points apply: a) The company is registered as a 
corporation (please see Appendix B of the business plan) since 2014. 
b) The company has been issued a U.S. patent on its technology (please see Appendix C of the business plan). 
Operations are underway to actively market the technology and utilize the features protected under the patent. 
c) The company has a working prototype of its technology, and that prototype is currently available in a free-of-
charge version on common venues for purchasing applications. Using the free version of the technology, users 
can effectively translate speech from any of 135 languages into any of 135 languages using that application. 
Universal Language Translator, Inc. invested a great deal of time and effort during the last years and beginning 
in 2018, the company is prepared to commence sales operations. The business plan is prepared as a roadmap 
going forward. 
During the first half of 2018, the company headquarters is being relocated from Boynton Beach, Florida to 
Tampa, Florida. The new headquarters location will be in a HUB Zone, and the purpose of the relocation is to 
allow the company to be close to large government buyers located at MacDill AFB, Tampa and the greater 
government contractor community in the Tampa Bay Area. By establishing the new headquarters in a HUB 
Zone, the company will during the course of operations meet the requirements for HUB Zone companies (as 
defined by the U.S. Small Business Administration) and thereby be qualified to apply for federal procurements 
that are set aside for those HUB Zone companies. Thus, Universal Language Translator, Inc. would qualify as a 
Veteran Owned Small Business, African American Owned Small Business and HUB Zone company, all of 
which improve chances of gaining larger federal contracts. 
 
 
 
 
 
 
 
 
 
 



 
 
The organizational chart of the company appears below: Exhibit 1.0 Operating Plan 

 
The company now will pursue the goals and objectives outlined in Section 2C of the business plan by 
developing the marketing and sales efforts described in the marketing plan (Section 4 of the business plan). 
The immediate goals and objectives are to establish the company as a holder of a range of U.S. government 
contracts either by serving as a prime contractor or as a sub-contractor to the U.S. government. This goal will in 
turn allow Universal Language Translator, Inc. to achieve the sales goals described in Section 2d of the business 
plan. Both approaches ( prime and sub-contractor) work effectively at generating income and in the attainment 
of stated goals, however, the more lucrative and strategically strong path would be achieved through serving as 
a prime contractor with a blanket purchase agreement or another agency-wide contract with the DOD or DOS. 
Mr. Lien, the Director of U.S. Government Programs, is responsible for pursuing the development of federal 
contracts at both levels (as a prime contractor and as a sub-contractor). Once the company approaches the 
government for testing of the technology, the government will inform Universal Language Translator, Inc. as to 
any technical requirements that may need to be fulfilled in order for the technology to be used by the 
government. This will likely include specific requirements for secure offline capability and dedicated servers. 
 
As a means of achieving company goals, Universal Language Translator, Inc. will then need to provide the 
capability or features in order to meet government requirements. The business plan foresees a capital investment 
of $205,000 in server capability and leasehold improvements during 2018 in order support the capability 
requirements for government projects. Funds for this investment in capability may be obtained through 
government grants, external loans or even though capital supplied by a teaming partner ( prime or subcontractor 
on a government project). If for example, Universal Language Translator, Inc. were to be awarded a grant for a 
DARPA or SBIR technology funding effort, then this could be used to create the technology required for 
meeting government contracting requirements. Another avenue of approach would be for Universal Language 
Translator, Inc. to enter into a teaming agreement or joint venture with a larger technology company (for 
example Sprint, AT&T or General Dynamics IT) that already has existing communications contracts with the 
federal government and allow them to finance the investment in secure servers and offline capability. 
As the government-contracting segment is developed and meets sales goals defined in the marketing plan, 
Universal Language Translator, Inc. will invest operating income into upgrading its technology and maintain a 
technological lead in its primary segments. 
The B2B segment will be entered first though providing the company’s products to other government 
contractors either as a sub- contractor, a teaming partner or JV partner on government contracts. Potentially, 
such a partnership with another government contractor such as Motorola or Deutsche Telekom would prove the 
fast track to success in the B2B segment. 
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As Universal Translator, Inc. enters into the classic B2B segment (as opposed to the B2B generated from B2G 
business), it will be under the leadership of the COO of North America, Mr. Lincoln Dalce. The company will 
pursue the goals outlined above and expand the B2B segment while maintaining its lead in the B2G segment. 
Over time, success in these segments will lead to the company being both well financed and in a position of 
strength from a marketing perspective. It should be noted that patent protection 

 
would serve to deter competitors from offering the same type of technology. 
The B2C segment is being served at present and will continue to be used to raise awareness about Universal 
Language Translator, Inc. as a means to gather user feedback which in turn will lead to a continuously improved 
product and to stay abreast of smart device technology. The free version of the application, which is currently 
available on the App Store and Google Play, is the means by which the company serves the B2C segment at this 
time. By 2020, when the company enters into the segment in a commercial sense by offering paid versions of 
the app, it will be doing so from a position of financial strength and enjoy broad awareness among consumers. 
The resources generated from the B2G and B2B segments will allow for a broad market approach to the B2C 
segment, and the B2C commercial effort will enjoy a strong reputation for quality and performance gained in 
the B2G and B2B segments. 
As Universal Language Translator, Inc. develops the B2G, B2B and B2C market segments, the company plans 
to continuously improve its products and maintain a technological edge over competitors. Ongoing investments 
in R&D will be made, and the ambition is to develop patentable technology that will ensure Universal Language 
Translator, Inc.’s limited competition going forward. 
The company plans to develop language modules above and beyond the 135 modules presently offered by 
obtaining grants or other funding for special, less commercially viable languages from NGOs, governments, aid 
organizations or simple commercial sponsorships. For example, Doctors Without Borders could commission the 
company to develop a special language module for a remote African language found in a region served by the 
organization. On the other hand, a company like Nike could sponsor the development of a language module for 
exotic languages of South America to promote a new line of tennis shoes. Either solution expands the offering 
of Universal Language Translator, Inc. without requiring out of pocket investment from the company. 
The scope of this business plan is limited to the next several years. Going forward beyond 2020, Universal 
Language Translator, Inc. plans to maintain its position as the leading provider of speech-to-speech technology 
solutions internationally and adapt its technology to the emerging needs of the marketplace. Having said that, 
three years in the high-tech industry is comparable to ten years in normal industry. Universal Language 
Translator, Inc. is prepared to meet the challenges with a strong product, capable leadership team and effective 
business plan that will guide the company through the process. 
 
 
 
 
 
 
 
 
 
 
 



 
 
6. Financial Plan 

Since its nascent stage, Universal Language Translator, Inc. has been financed through out-of-pocket or in-kind 
contributions of cash, goods and services from the founder, shareholders, friends, volunteers and other 
contributors. Through a combination of careful planning, frugality, generous support and a huge investment of 
sweat equity, the company currently owns its product (the application), the patent for the technology and the 
company itself outright.  
As of March 2018, the company has no sales, and the first federal sales are projected to begin in the timeframe 
of September- December 2019. Currently, the only operating expenses incurred are ongoing expenses for travel, 
server time, regular application updates and a few minor administrative expenses. In an effort to reduce debt, no 
classic operating expenses such as salaries, rental expenses, utilities expenses etc. are being incurred until such 
time that these can be paid through operating income or until financing/ grant money is available to “go live“ in 
a classic sense. 
During July 2019, Universal Language Translator, Inc. will begin to incur regular operating expenses due to the 
establishment of normal commercial operations (set up office, payroll, utilities, insurance, taxes, etc.). 
The company will also need to make some capital investments in capability to meet the special security 
requirements for federal contracts. These capital investments may include for example: private servers, offline 
capability, anti-spoofing software, or special language databases dedicated to federal users, but 
 
requirements still need to be defined specifically by government users. The budget foresees a capital investment 
of $205,000 for server capability and leasehold improvements during Q3-4 2018. With this capability, the 
company will be able to service the initial government contracts won. 
There are several paths available for financing the investment of the capability required by federal contracts. 
One path would be for the company to obtain a federal grant to establish the infrastructure. The other path 
would be for the company to enter into a technology partnership with another, larger government contractor (for 
example, AT&T, Motorola, Northrup Grumman), and have the other contractor’s contribution to the venture be 
the investment in infrastructure capability. Further investments of up to $2,300,000 may be needed after 2020 
depending upon the requirements of government users and whether or not a partnership with another, larger 
government contractor ensues. 
As income from federal contracts grows, the infrastructure capability established for the federal contracts will 
also be used to offer unique capability for B2B customers and thereby grow the B2B segment of the business. 
Generally speaking, once Universal Language Translator, Inc. has its own servers, offline capability, etc. to 
service federal contracts, all expansion after that time should be self-financed through operating income. 
Philosophically, the management team of Universal Language Translator, Inc. commits to maintaining a 
financial policy of thrifty management of finances in order to ensure profitable commercial operations and 
avoiding unnecessary debt. As general policy, the company has established five financial goals: 1) Achieve 
Break Even on the initial investment by 4th Quarter 

2018. 2) Maintain a profit margin of 35% or greater on products 

Manufactured and services supplied by Universal Language Translator, Inc. 3) Maintain G&A levels at or 
below 15% beginning in 2019. 4) Maintain self-compliance with Sarbanes-Oxley accounting rules. 5) Complete 
internal audits every 24 months. 
 
In order to meet the financial requirements of 2018-2020, Universal Language Translator, Inc. will require a 
loan or grant in the amount of $800,000 beginning in June/July 2018. According to the business plan, the 
company will be able to repay the loan in its entirety during 2020. 
Financial statements appear in Appendices D, E and F. 
 



 
 
7. Appendices 

a) PowerPoint Presentation ULT Presentation_V9a – MG 
 

Comments b) Company Registration from February 2014 c) U.S. Patent from January 2018 d) ULT Balance 
Sheet e) ULT Cash Flow Statement f) ULT Income Statement g) Management Bios 

 
Appendix A: Power Point Presentation ULT Presentation_V9a – MG Comments 

 
 
 
 

 



 
 

 

 
 
 
 
 
 
 
 
 
 
 



 
 
 

 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 
 
 
 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 



Appendix B: Company Registration from February 2014 

 
 

 
 
 
 
 
 
 
 
 
 
 



 
 
 
 
 
 
 
 
 
 
 



 
 
Appendix B: Company Registration from February 2014 

 
 
 
 
 
 
 
 

 


