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The Market Opportunity
A Cleanroom is defined by ISO14644-1 as "a room in which the concentration of airborne particles is controlled, and which is constructed and used in a manner to minimize the introduction, generation, and retention of particles inside the room and in which other relevant parameters, e.g. temperature, humidity, and pressure, are controlled as necessary." The design of cleanroom HVAC systems is a specialty area requiring the unique understanding of cleanliness guidelines, airflow, room pressurization, code requirements, specialty equipment, precise control, and many more details.

The World Cleanroom Market is expected to grow from $6.5 billion in 2000 to $9.1 Billion in 2006 according to a report published by the McIlvaine Company in February 2003.

By 2004 sales of cleanroom hardware and consumables will rise above the previous peak achieved in 2000 and by 2006 sales will be $9.1 billion compared to $6.5 billion in 2000. Strength in pharmaceutical and biotech, flat panel, and food sectors will offset the weakness in the semiconductor sector.

The Cleanroom industry has been accustomed to double-digit growth increases. However, for the period 2000-2006 annual growth in hardware sales will be just 6% and consumables sales will be just 5%. The lack of growth in the semiconductor sector will offset substantial growth rates in other industry sectors. The semiconductor sector that accounted for half the sales in 2000 will account for just 42% of world sales in 2006. The flat panel sector will grow at a compound rate of over 12%/yr during the period. However most of this growth will be in Asia. One Asian flat panel facility already contains a cleanroom much larger than the biggest semiconductor cleanroom.

The market for Cleanroom consumables (clothing, wipes, furniture, laundry services, etc.) was up in 2002 although less than anticipated in the previous forecast. McIlvaine is now reporting an actual consumables market of $3.3l billion worldwide vs. $3.39 billion in the forecast. The difference was all in the semiconductor industry. Future years have also been adjusted downward due to changes in the semiconductor outlook. These become substantial in 2005 when the new forecast is $4.65 billion vs. the previous forecast of $5.19 billion. 

The market for capital equipment (rooms, walls, ceilings, HVAC, filters, lighting, etc.) was higher than forecast.  The previous 2002 forecast was $2.09 billion. In review McIlvaine now estimates the market at $2.36 billion. The difference again is the semiconductor industry. Room orders hit $1.17 billion in 2000 and dropped to $726 million in 2001.  2002 has now been adjusted to $705 million. 2003 is now projected at $820 million. McIlvaine is now projecting a room market of $3.9 billion in 2006 rather than $2.99 billion forecast earlier. In the new scenario room sales in 2004 surpass the previous high set in 2000. However it should be noted that the semiconductor segment does not reach the 2000 level again until 2006. 

Suppliers to the industry will benefit unevenly from future growth. Those who have emphasized sterility and microbial control will continue to experience rapidly growing markets. Those who focus on particulate and inanimate contaminants will experience slower growth through 2006. Thereafter, the potential in microelectromechanical systems, wireless communication, and nano-technology could potentially put the particulate and inanimate sectors on the fast track.

Our Client: CLEANPAK International (www.cleanpak.com)
CLEANPAK is focused on designing and supplying cleanroom products in support of Ultra-Clean environments within the target industry verticals of semiconductor, pharmaceutical, aerospace, biotechnology, and nano-technology industries, as well as research laboratories and universities.

CLEANPAK ushered in a new era in Ultra-Clean environment cleanroom design with the use of direct drive plenum fans, now the standard for distributed recirculation air handler systems.  Having pioneered the use of the flush grid known as Clean-Trak®, which provides unparalleled flexibility and performance, the company has also developed the first flexible sprinkler system, the first welded grid module, the first no fastener air handler cabinet, the Econo-Disk® for volume control, the P-Cone® for airflow monitoring, low outgassing urethane gel, high-efficiency fan filter units with smart communications, high efficiency vane-axial fan units, Room-side Straight Load grid system, GelLink seal, DualSeal Ports-–all CLEANPAK inventions that improve the way facilities operate.  CLEANPAK has never stopped building on this strong foundation. The overall strengths they bring to the marketplace–innovation, high technology, and breadth of product offerings, employee training and loyalty to customers–are evidenced by the company’s history and are unsurpassed by any other supplier.

With competitive margins, strong cash on hand, an excellent Balance Sheet, and a customer base in the US, Asia and Europe (including Israel), CLEANPAK is poised to incrementally capture the Asia/Pac Rim market, specifically calling on and selling directly to cleanroom owners, in addition to leveraging the company’s very strong brand name into the Pharmaceutical market place.  CLEANPAK is one of very few competitors in the Ultra-Clean environment supplying ceilings and ancillary equipment.
Ceiling Systems Products
CLEANPAK offers an array of modular and stick-built ceiling systems and plenums in patented flush and T-grid style, patented Bottom-Load Flush grid system, and a wealth of ceiling accessories and options such as our patented Clean-Screens®, Equalizers®, DualSeal PortsTM, T5 lighting, and patented GelLinkTM, powder coated and stainless steel grid, and fiber optic grid lighting for hazardous areas.
Air Movement Products 

CLEANPAK offers a range of custom air handling products from fan filter units and recirculation air handlers to true no-through-metal thermal break air handling units and makeup air handling units for the cleanroom industry with semiconductor specific and life science specific products. 

Servicor Products

CLEANPAK offers Advanced Modular Cleanrooms (hardwall, softwall and stretchwall), Mini Environments, Partition Systems and Portable Process Isolation Equipment for contamination-free working environments, coupled with ability to deliver a complete range of independent Quality Assurance Services, including Test, Balance, Certification, Protocol Management, Calibrations, Building Systems Commissioning and Facility Validations on a worldwide basis.

Board of Directors:

Chairman of CLEANPAK International 

Erik Krieger, Managing General Partner with Riverlake Partners

Mr. Krieger has been in the investment banking business since 1985 and actively pursuing private investment opportunities since 1989.  During his career Mr. Krieger has been actively involved in more than 85 successful transactions covering a full range of investment banking services including: domestic and cross boarder mergers & acquisitions (buy side and sell side mandates), divestitures, initial public offerings, follow-on offerings, private placements, joint ventures, management buyouts, leverage buyouts, technology transfers.  He has a unique background with extensive experience working with companies serving a diverse set of industries including: media and communications, consumer products, food products, financial services, basic manufacturing, plastics, building materials, chemicals and metals. In 1990, Mr. Krieger was instrumental in co-founding Pacific Crest Securities, and is CEO and Chairman.  At the time of his establishing Riverlake Partners, Pacific Crest had over 90 professionals, a nationally recognized equity research product, was ranked in terms of volume the largest securities trader making markets in fewer than 150 stocks and one of the Pacific Northwest's largest independent financial services organizations. In conjunction with his banking career Mr. Krieger has been an active private equity investor since 1989.  Besides Pacific Crest, successful investments where he played an active role in guiding the company include: Wholesome and Hearty Foods, Applied Research, Morrow Corporation, CLEANPAK International.  Currently, Mr. Krieger is a board of director of Pacific Crest Securities, Printingforless, Inc., and is Chairman of CLEANPAK International.  In addition to his undergraduate degree with honors from the University of Oregon, Mr. Krieger receiving his M.B.A., with honors, from Northwestern University. His investment banking career has included positions with Security Pacific Bank, Continental Capital Markets Group, PaineWebber, Inc.
Jim Lawson, Co-Chairman of Lincoln Partners' Management Committee 
With over 20 years of experience in marketing and negotiating the sale of manufacturing, distribution and business service companies, Mr. Lawson has also advised on acquisitions, both public and private, as well as provided fairness opinions and valuations for shareholders' rights plans. In addition, he has advised on financings, both public and private. Mr. Lawson jointly provides overall strategic, operational and financial direction to the firm, actively markets the firm’s services, manages key client relationships and leads deal teams. Mr. Lawson serves on the Board of Directors of Bell Industries, Inc., which is traded on the American Stock Exchange, and is a member of the audit committee. He also serves on the Board of Directors of CLEANPAK International, Inc., a privately held company. In addition to having earned an MBA from the University of Chicago’s Graduate School of Business, and a Bachelor of Science Degree from Washington & Lee University graduating Magna Cum Laude and was elected a member of Beta Gamma Sigma, Mr. Lawson’s 20 years of experience includes positions with KPMG, Peers & Co., an international mergers and acquisitions advisory firm, and PaineWebber Inc., both in Chicago and New York.  Mr. Lawson is also a licensed CPA.
Robert W. Hole, CEO and sole shareholder of Haakon Industries Ltd. 

Mr. Hole been with Haakon since 1982 when he purchased the company. The company has six production locations totaling 300,000 square feet, the major plants in Kingston Ont., Spokane Wash., and Winnipeg Man. with three smaller plants in Richmond B.C.  The company’s business is producing custom engineered and designed air conditioning equipment for the industrial, institutional and high-end commercial markets.   In the past the company has received a Canadian Award for business excellence in the entrepreneurial category and was selected as a B.C. finalist for the Top Fifty Best Managed Private Companies in Canada.  Mr. Hole graduated with honors from the University of B.C. receiving a business degree. He achieved a Chartered Accountancy after completing his articles with KPMG. After a working as a tax specialist with KPMG, he worked for three years with a mechanical contractor prior to purchasing Haakon Industries Ltd.

Stan L. McIntyre, New System Sales Manager for The Trane Company.

As New Systems Sales Manager with Trane, Mr. McIntyre has been in the heating, ventilating, air conditioning industry for seventeen years with the Trane.  With responsibilities focused on new construction, retrofit and renovation upgrade oriented engineering sales and solutions for building owners, Mr. McIntyre is involved early with business owners and mechanical engineers helping design the most efficient HVAC system/process application of the products Trane produces/represents. In addition to completing a required six-month Trane graduate engineering training class, Mr. McIntyre possesses heavy industrial mechanical contractor experience, and received a BS Degree in Mechanical Engineering from Oregon Institute of Technology.  

The Opportunity – Chief Executive Officer

The ideal candidate must be very comfortable with the risks and rewards of an evolving marketplace.  While financially strong and possessing a highly leveragable brand name, CLEANPAK is bringing a new technology into new rapidly unfolding marketplaces.  This type of challenge is a selling point for the right individual, who will appreciate the magnitude of the opportunity presented to them.  CLEANPAK is looking for a passionate individual that will thrive in this environment and understands the sales cycles associated with this type of solution.  The dynamic nature of CLEANPAK’s business demands that this person have the flexibility to adapt to change, push their own personal and professional limits, the character to stand in the face of uncertainty, and the judgment and experience to know which course to pursue.

The company has a loyal culture, but has historically been a Manufacturing driven company.  The goal is to evolve the company into a focused Sales/Market driven company. 

Position Profile  

CLEANPAK is uniquely positioned to take a global leadership role in supplying Ultra-Clean environment solutions to the cleanroom marketplace.  As such, CLEANPAK is looking to fill the position of Chief Executive Officer.  This position will be accountable directly to the Board of Directors.  

The challenge facing CLEANPAK is to quickly capitalize on its unique Ultra-Clean environment technology, market position and brand name, and to further itself as the leading provider of Ultra-Clean environment solutions in the US, European and Asian Markets.  Leading a focused robust direct sales organization and marketing effort will achieve this.  The nature of CLEANPAK’s technology and service gives CLEANPAK a tremendous competitive advantage over would be competitive solutions.  Given the dominant nature of the company’s brand and the presence of few direct competitors in this space, CLEANPAK’s sales force has a great opportunity to position the value of CLEANPAK’s technology solutions globally and penetrate new markets demanding Ultra-Clean environments.  Upon arriving at CLEANPAK, this person will be expected to draw on personal experience and industry contacts to quickly assess, implement, and drive ongoing sales and operations activities.

The qualified candidate will be able to creatively identify new possibilities for revenues and partnerships, as well as assist the Board in the execution of CLEANPAK’s business plan focused on the following 2003 Goals focused on increasing core customer relationships, developing a “complete” cleanroom package, and executing to maintain industry leading status.

In particular, the new CEO must: 

· As a driven involved creative leader who understands this business, define a company vision and develop an executable strategy to realize this vision.  At the same time, the CEO will be able to balance a vision for the company’s future with the need to be very involved on a day to day basis driving Sales and Engineering efforts.

· Build a stabilized sales and marketing effort focused on increased target market and region specific penetration with the near-term goal of positioning the company for a successful 2004.

· Possess strong interpersonal skills supporting an ability to enroll, lead, and manage employees in the company’s vision complimented by the ability to attract, hire, coach, motivate a focused world-class team.

· Demonstrate sufficient technical understanding to effectively assess and evaluate the company’s engineering and manufacturing efforts as well as to creating compelling competitively differentiated value propositions for targeted markets and specific customers.

· As a broad thinker with an empathetic understanding of manufacturing, able to productively manage the natural push and pull tension that exists between sales and manufacturing disciplines.  

· By understanding the critical parts of what needs to get done, exercise a partnership mentality with the capacity to bring the team together internally building a good working unit.  

· As a demonstrated leader of high-level, major account development and management sales and marketing efforts, possess excellent personal leadership coaching, mentoring, selling, negotiating and closing skills that naturally command the respect of subordinates in order to effectively coordinate the efforts and specifically drive the company from a Sales and Marketing leadership perspective.  

· While willing and prepared to represent CLEANPAK with customers, partners and investors, be able to reinforce and leverage a strong brand and value proposition with customers and partners in existing and targeted markets and regions.

· Possess a “roll up the sleeves - get it done” attitude, able to directly get out in the market place, talk to customers, directly support the company’s sales and marketing endeavors, while helping manage and drive sales and marketing efforts.  

Responsible for the overall revenue performance and profitability of the company, this individual will have the opportunity to help define and implement the business strategy and support the strategic efforts to size the overall target market, segment the opportunities, define and drive the execution of the revenue generation strategy.

CLEANPAK’s growth is expected to mirror the Cleanroom capital equipment industry.  This is an opportunity for an individual who is seeking the challenge of leading a top-tier Ultra-Clean environment capital equipment solutions business.  Throughout the entire business this individual will have the opportunity to play a key leadership role in all facets of the company from product marketing and engineering development to pre-sales cold calling all the way through manufacturing and the development of follow-on implementation business.  

The following characteristics and experience will describe the successful candidate: 

· Having a combined +20 year career consisting of custom engineering, operations, and solution sales experience in progressively more challenging roles within (but not limited to) the Cleanroom capital equipment or related industries, the ideal candidate possesses strong sales management experience within (but not limited to) semiconductor, pharmaceutical/biotechnology, research laboratory/university or related industry verticals.
· Ideally possesses revenue responsibility experience of at least $50M, this candidate possesses a background that includes direct development of a vision and business strategy where their direct participation in the execution of the business strategy resulted in growing an industrial company from $15M to $30M in revenue.

· While possessing demonstrated ability to manage multiple projects, opportunities and engagements, the ideal candidate has demonstrated ability to lead, manage, and motivate teams - this individual must be a team player possessing a strong ability to “listen & learn” from the success and experience of other (i.e., Knows when to lead - Knows when to follow).

· In addition to having demonstrated strong internal selling skills, the successful candidate is a bright, engaging, articulate, and highly motivated driver possessing the capacity to directly assume ownership where needed and get the job done.

· Having demonstrated a strong ability to develop and maintain relationships with client executives up to the Boardroom level, is able to build and position customer specific compelling value propositions at each of the levels targeted within an account hierarchy, must be able to "map" out the various "players" in the politically complex accounts while defining a specific approach/strategy to building business relationships up/down/across targeted account organizations.
· Possesses a proven track record in over-achieving quarterly and annual quota targets, and having a demonstrated ability to personally develop, qualify and close large politically complex solution implementation opportunities at large clients as well as coach and mentor direct sales reps responsible for the same.

· Able coach/influence a sales rep's behavior; also knows the difference between developing under-performers and knowing when to coach someone out of the company. 
· Must be able to ensure the "right" deals are ultimately won (i.e., not all deals are good deals). 
· Must have demonstrated a consistent and proven ability to function exceptionally in all phases of sales and delivery (e.g., opportunity identification and qualification, engagement scoping and management, client relationship management, closing, implementation and ongoing customer satisfaction).

For more information please contact:  

	Ron E. Bates

Managing Principal

Executive Advantage Group, Inc.

50 Airport Parkway

San Jose, CA 95110

Direct: 408-451-8414

Cell: 408-373-2146

rbates@executive-advantage.com
	Michael A. Rothstein

Managing Principal

Executive Advantage Group, Inc.

14948 NW Van Drive

Portland, OR 97229

Direct: 503-629-5235

Cell: 503-710-1585

mrothstein@executive-advantage.com
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