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February 6, 2004
Mr. Hugh Panero

President

XM Satellite Radio Holdings Inc

1500 Eckington Pl. N.E.
Washington, DC  20002-2164 
Dear Mr. Panero:

I very much enjoyed reading about AMRC, and its metamorphosis into XM Satellite Radio, in Fortune Small Business this week.  It’s a great story—and I think a great product (which I will start to enjoy when I turn in my current 2002 vehicle in August for a 2005 with satellite radio and MP3).  

The timing of the article was serendipitous; just two weeks ago I sent letters out to the major airlines, as well as jetBlue—suggesting that Maverick, a global management consulting firm (www.maverickllc.com) based in Tampa, FL, could provide them with relevant, useful, timely, and entertaining business content—to be broadcast over their aircrafts’ audio channels and, on those jets where available, on video channels as well (jetBlue for now).  
As an itinerant consultant, I have come to value my time more than ever between wheels up and wheels down.   However, on most aircraft, and even in first class, I am generally unable to do much more than read a paperback or the Financial Times (if I can remember my Origami) due to space limitations and/or privacy concerns.  Like me, and probably like you too, many business travelers I speak with don’t see air-time (no pun intended) as down time, but rather, as an uninterrupted opportunity to learn something that will enhance their business skills and help them to be more successful.  
Based upon your programming model, there seems to be significant potential for our respective firms to collaborate (relationship type to be determined) in order to provide XM with a truly unique market discriminator (and continue to hold back Sirius), along with a market strategy that may attract millions more to its subscriber base.   For XM’s consideration, I would like to propose that Maverick, in partnership with XM Satellite Radio Holdings, produce business content of all types, and not only for the airlines—but for all XM subscribers.  This business content can also be cross marketed to the airlines’ in-flight magazines—providing them with additional incentive to provide XM on their passenger jets.   Regarding your marketing partner and shareholder, GM, we can provide demo content on cd disks to potential GM car buyers-giving them another incentive to subscribe to your service.  Consider the millions of sales people out on the road every day, that would be interested in improving their business knowledge—without losing time away from customers or their families, friends, and recreational time.
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It won’t be your basic business school stuff either.  We won’t be espousing theory, but instead, real world experiences-the good, the bad, and the ugly, that everyone at every level can relate to.  And, we will also include daily doses of business humor—such as listeners’ woes of worst bosses, dumbest bosses, stupid co-workers, most ridiculous business strategies, biggest corporate flops and shareholder money wasted, etc.   
Maverick’s consultants, many of whom earned their MBA’s from Ivy League and other top tier schools, and previously worked in firms like McKinsey and Towers Perrin--or joined us after successful business careers from within the public and government sectors, will create content specifically with the car, train and airplane traveler in mind.  Concise and entertaining insights, relative to best practices across a variety of corporate functions (sales, marketing, organization, M&A, and people issues) would no doubt be well received by XM’s customers.  There would be general business content, and business content aimed at small, mid-cap and large-cap companies—and we will concentrate on the small business owner and entrepreneur, too.

A live call in show is also something that would be workable—lending itself to your live DJ format: only there won’t be DJ’s as such; there will be experienced consultants—with quick wits and broad business knowledge  (with guests, too) that will be taking questions that are phoned in, or sent via  email to the host.  And, a sister XM-Maverick web site (for people at work without access to the satellite broadcast) will complement the “XM Radio “B School Channel,” and can provide additional subscription revenue as well.   In addition, we could present narrated presentations of our articles and columns, as well as provide business advice on a broad range of topics crafted for travelers in trains, planes and automobiles (content designed around average length of trip for each mode of travel). These content would run around the clock, and be repeated on a regular basis.
For your ready reference, I have included one of Maverick’s recent articles (in both audio CD format and as a digital file—should you care to distribute it to others) that is currently being considered for publication by the Harvard Business Review, so that you can judge for yourself the value we could bring to this endeavor.  Articles currently being written include the following topics: Corporate Politics; Being Right Does Not Always Bring Success; and Negotiating for Results and The Ugly Truth About M&A.   
Speaking for the firm, I look forward to hearing your thoughts and suggestions regarding this proposal and your thinking about next steps.  I may be reached directly at 813.258.6450.
With best regards, I am






sincerely,






William R. Stark






Managing Partner
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