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Strategic Communications for Space

Introduction

"Houston, we have a problem."
"That's one small step for man, one giant leap for mankind."
"The Eagle has landed."

What do these phrases have in common? They transformed complex space missions into
human stories that anyone could understand. They turned technical achievements into cultural
touchstones. They made space personal.

Each phrase accomplished what thousand-page technical reports could not: they made people
care. Apollo 13's crisis became a story of survival rather than system failure. The Moon landing
became humanity's achievement rather than a government program. Apollo 11's touchdown
confirmation told the world that the impossible had become real.

Today's space and defense professionals possess capabilities that dwarf these historic
achievements. They develop hypersonic systems that could provide warning against surprise
attacks. They build satellites that could prevent famines by tracking global crop yields. They
extract resources from celestial bodies that could reshape energy economics on Earth. Yet
when asked to explain why their work matters, many retreat into technical specifications that
mean little to the people who fund, regulate, or benefit from these innovations.

The cost of this communication failure compounds daily. The space industry just recorded its
strongest quarter in history — Q3 2025 saw $3.5 billion invested, with trailing 12-month
investment reaching $10.4 billion. Yet most of this capital flows to a handful of dominant players
while hundreds of technically sound ventures compete for the remainder. China's space budget,
estimated by analysts at roughly $14-20 billion annually (official figures remain undisclosed),

continues to grow aggressively. In 2024, Chinese venture funding for space startups reportedly
surpassed U.S. levels for the first time — by some estimates, $2.7 billion versus $2.6 billion.

The historical record reinforces this pattern. Consider programs where communication
challenges contributed to cancellation — cases where better stakeholder communication might
have bought time to resolve other issues:

e Future Combat Systems was the Army's most ambitious modernization program. It
spent $18 billion before cancellation in 2009, with projected total costs reaching $160
billion.

¢ Transformational Satellite Communications System (TSAT) promised an "internet in
the sky" for the Department of Defense. After investing over $1.5 billion in development,
the Air Force terminated this $26 billion program in 2009.

e Superconducting Super Collider consumed $2 billion and 14 miles of completed tunnel
before Congress killed the project in 1993. The physics was sound. The engineering was
progressing. But advocates could not maintain political momentum.

e National Aerospace Plane (NASP/X-30) received at least $1.7 billion in acknowledged
government investment before cancellation. The program never reached the prototype
stage.

These cases share a common thread: whatever else went wrong, the people building them
struggled to maintain the narrative support needed to survive budget pressure and political
turnover.
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Why does this pattern persist? Three structural factors contribute. University engineering
programs teach students to solve difficult problems but rarely teach them to explain why those
solutions matter to a senator's constituents. Security classification — necessary and appropriate
for protecting sensitive capabilities — creates organizational cultures where saying nothing often
becomes the default behavior, even when disclosure is permissible. The technology sector often
operates on the assumption that quality products sell themselves — an assumption contradicted
by the long history of superior technologies that lost to inferior but better-communicated
alternatives.

| am not a space or defense professional. | work in strategic communications. My observations
come from listening to people who are building, funding, regulating, and deploying these
systems — and from noticing patterns that emerge when technical work meets decision-making
environments. The distance is intentional. It makes certain dynamics easier to see.

This paper grew out of more than fifty conversations conducted through Sirotin Intelligence over
the past year with people working across the space and defense sectors: Space Force
leadership, NASA veterans, army officers developing autonomous spacecraft operations,
executives leading commercial space ventures, defense program managers navigating
classification constraints, engineers who successfully transitioned technologies from research
to deployment, and founders who secured funding for ambitious space capabilities. The same
tension surfaced again and again: technically sound work struggling to survive environments
shaped by funding cycles, procurement dynamics, and public legitimacy. Strong technical work
often fails to secure resources because the people building these systems struggle to explain
them to the people who fund them. Rather than arguing for the importance of strategic
communications in the abstract, this paper explores how it shows up in practice — through
concrete examples that reveal how small shifts in framing, sequencing, and emphasis can
materially change results.

What is often missed is that these failures do not occur in isolation. Programs do not live or die
solely in briefing rooms or budget committees. They exist within broader public, political, and
institutional environments that shape what decision-makers are willing to defend. When work is
invisible or unintelligible outside narrow technical circles, it often lacks the constituencies that
create legitimacy, patience, and protection over time.

This paper provides tools that can be applied immediately: frameworks for navigating
classification without paralysis, techniques for translating technical performance into economic
impact, methods for making distant timelines feel concrete, and approaches for maintaining
narrative coherence when competitors understand that perception shapes procurement as
much as performance does. Each section focuses on decisions that actually get made, and on
the communication choices that influence them.

"It is not enough to know what to say - one must also know how to say it."

— Aristotle, Rhetoric
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Section 1

Understanding Strategic Communications
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1.0. What is Strategic Communications?

Communication is the transfer of information from one point to another. You encode a message,
transmit it through a medium, and someone decodes it on the other end. When you email a
colleague about test results, that's communication. When you present findings at a design
review, that's communication. When you explain your work to your grandmother at
Thanksgiving, that's communication.

Strategic communication is transferring information with intent to achieve a specific outcome.
The difference lies in purpose. One describes what you do. The other makes someone care
about what you do. One explains your satellite's capabilities. The other secures its funding.

Consider the distinction: Communication informs. Strategic communication compels.

m Regular Communication Strategic Communication

Intent Share information Drive specific action

Focus What you want to say What they need to hear

Success Message delivered Outcome achieved

Example "Our satellite has 30cm resolution” "Our satellite can detect threats before
they reach U.S. soil"

Result Understanding Funding

Audience Assumed knowledge Meets them where they are

Language Technical accuracy Operational relevance

Notice the shift in each row. Regular communication starts with you and your information.
Strategic communication starts with your audience and their needs.

Most technical professionals excel at regular communication. You can explain complex systems
to peers, document procedures precisely, and present data accurately. Budget approval,
program support, and operational adoption typically require a different approach. Strategic
communication addresses needs that technical accuracy alone cannot meet.

When to use each approach:

» Use regular communication within your technical team when everyone shares your
specialized knowledge and vocabulary.

e Use strategic communication when addressing anyone who controls resources,
approvals, or adoption decisions, including executives, investors, policy makers,
procurement officials, and end users.

The difference appears subtle but proves substantial. When you tell Congress your radar has a
0.1 meter range resolution, you've communicated accurately. When you tell them your radar can
detect drone swarms before they reach critical infrastructure, you've communicated
strategically. Same capability, different framing, different outcomes.
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1.1. Why Does Strategic Communications Matter for
Space?

The space sector's unique characteristics make strategic communication essential for program
survival. Several factors create this necessity.

1.1.0. Programs live or die based on communication

Programs with functional technology get cancelled when stakeholders cannot explain their
value. Every program must survive evaluation by three distinct groups, and most programs only
speak effectively to one:

What They Need What You Say What They Hear

Technical Proof it works "BB84 quantum protocol Acceptable, proceed
Validators with 1Mbps key rate"

Resource Proof it matters "BB84 quantum protocol Expensive terminology |
Controllers with 1 Mbps key rate" cannot evaluate

End Users Proof it helps them "BB84 quantum protocol Not relevant to my mission

with 1 Mbps key rate"

Technical validators want methodology and test data. Resource controllers want return on
investment and political value. End users want to know if the capability makes their job easier or
safer. When you optimize for one audience, you often fail with the others.

The F-35 survived because it learned to be a "fifth-generation fighter" to engineers, "American
air superiority" to Congress, and "coming home alive" to pilots. Same plane, three messages,
survival instead of cancellation.

1.1.1. Industry competitors communicate more effectively

Your competitors understand that perception shapes markets as much as performance does.
They produce compelling narratives, dramatic demonstrations, and accessible explanations.
You produce technical specifications and academic papers. They secure funding, partnerships,
and market share while your superior technology struggles for attention.

Company Actual Capability What They Market Impact
Communicate

SpaceX Reusable rockets Dramatic landing videos, Dominates commercial launch,
(incremental Mars colonization vision $350B valuation in late 2024
improvement) with IPO targeting $1.5 trillion

in 2026

Blue Origin Suborbital tourism "Build a road to space," Secures $3.4B NASA contract
flights founder as visionary for Artemis V lunar lander,

attracts talent

Your company Technically superior Technical papers, Struggles to secure Series B
system specification sheets
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SpaceX didn't dominate the launch market through superior technology alone. Their rockets
represented incremental improvements over existing designs. They dominated through superior
communication: landing videos that made reusability visceral, a Mars vision that made space
exciting, and a founder who could explain rocket science to audiences who failed high school
physics. The result is market dominance and a valuation trajectory that would have seemed
inconceivable a decade ago.

1.1.2. Classification creates communication barriers

The capabilities that matter most for deterrence are often the ones you cannot discuss. You
need Congressional support for programs you cannot describe. You need public understanding
of threats you cannot reveal. You need to counter adversary narratives while your responses
undergo months of classification review.

What YouNeed ToDo | The Classification Problem The Strategic Solution

Generate support Cannot describe the capability Discuss effects, not methods
Secure funding Cannot explain the value Emphasize capability gaps
Create deterrence Cannot reveal what you have Strategic ambiguity

Counter narratives Cannot provide evidence Reference "capabilities" broadly
Build partnerships Cannot share details Focus on shared threats

These solutions exist, but most programs don't use them. They default to silence, which often
leads to failure. While you say nothing, adversary narratives spread globally. By the time
classification review completes, narratives have solidified and opinions have formed.

The tools for managing classification exist: discussing what capabilities do without revealing
how they work, establishing deterrence through uncertainty rather than disclosure, building
support by focusing on problems solved rather than methods used. Programs that use these
tools tend to persist. Programs that remain silent often lose support over time.

1.1.3. Technology does not speak for itself

The space and defense sector often assumes superior technology naturally wins. Evidence
suggests otherwise:

Program Technical Reality Communication
Strategy

SpaceX Falcon9 Incremental improvements = Rockets landing on boats, = Market dominance
Mars narrative

Iron Dome Effective missile defense Videos of intercepting Billions in continued
rockets over cities funding (including an

$8.7B U.S. aid package in
2024, with $5.2B
earmarked for air defense

systems)
TSAT Advanced satellite comms = Technical specifications Cancelled after $1.5B+
only
X-37B Classified capabilities Strateqic mystery Significant deterrent value
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The pattern repeats: technical superiority without effective communication often leads to
cancellation. Modest technology with compelling communication tends to secure funding and
deployment. The technology that gets understood tends to get funded. The technology that
remains incomprehensible often gets cancelled.

Your capability matters little unless decision-makers understand its value. Your innovation helps
little until it deploys. Technical superiority means little without the ability to explain why it

matters.

Key Takeaways

Programs with functional technology get cancelled when nobody can explain their value:
TSAT spent $1.5B+, Future Combat Systems spent $18B, both cancelled

Technical validators need proof it works, resource controllers need proof it matters, end
users need proof it helps them — but most programs use one message for all three

Companies with superior communication attract capital and win contracts regardiess of
technical advantage: SpaceX dominates through landing videos and Mars vision as much as
through rocket performance

Classification prevents discussing capabilities that need Congressional support and public
understanding, creating strategic communication barriers

Technology performance does not determine funding outcomes: Iron Dome secures billions
with good tech and compelling videos, TSAT gets cancelled with revolutionary tech and
specification sheets

Pattern repeats across programs: technical superiority without communication effectiveness
leads to market disadvantage and cancellation risk
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1.2 The Benefits of Strategic Communications For
Space

Strategic communications creates specific, measurable outcomes that technical excellence
alone cannot achieve. Understanding why strategic communication matters is one thing. Seeing
the concrete advantages it delivers is another. Each benefit listed demonstrates how
communication effectiveness directly translates to program success.

1.2.0. Funding survives budget battles

How You Describe It m Why

"Quantum key distribution system" Cut Decision-makers cannot evaluate
value

"Unhackable military communications" Funded Clear operational benefit

"LEO megaconstellation architecture" Cut Sounds expensive and complex

"Internet everywhere for warfighters" Funded Obvious mission impact

"Hypersonic glide vehicle" Cut Technical term, purpose unclear

"Strike any target in 60 minutes" Funded Strategic value obvious

Programs are often cut when decision-makers cannot explain their value. Programs tend to
survive when their purpose is obvious in non-technical terms.

The capability does not change. The description does.

A "quantum key distribution system" is abstract. "Unhackable military communications" is
defensible. "Sensor fusion" sounds optional. "Air superiority" does not. The F-35 survived once
its value was framed in mission terms rather than technical ones.

Budget decisions are zero-sum. Cutting a program no one understands carries little political
cost. Cutting a program with a clear, defensible purpose carries greater political risk.
Decision-makers protect what they can explain to their superiors, committees, and constituents.
Strategic communication makes that possible.

1.2.1. You build constituencies that protect your program

Communication Method Audience Created

Technical papers only Dozens of experts No public support

Live mission streams Millions of viewers Public pressure on Congress
Classification silence Nobody aware No constituency exists
Strategic Ambiguity Widespread awareness Curiosity generates protection

SpaceX landing videos create millions of advocates who apply pressure when budget cuts
threaten space programs. These constituencies don't understand propulsive landing algorithms.
They understand American leadership in space. That understanding can translate to political
support.
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Programs without constituencies often disappear quietly. Programs with constituencies tend to
have better survival rates during budget battles because decision-makers may face
consequences for cancellation. The difference between these outcomes often depends on
whether people outside your technical community understand why your work matters.

1.2.2. You create competitive advantage without revealing capabilities

Disclosure Approach What You Say Effect Created

Full specifications "10cm resolution from 600km orbit" Competitors develop equivalent
systems faster
Strategic ambiguity "Sub-meter resolution for operational =~ Competitors must plan for multiple
missions" capability levels
Complete silence Nothing No market awareness or customer
interest
Effects messaging "Track any vehicle globally in Maximum market interest with
real-time" preserved technical advantage

Discussing capabilities without specifications creates useful uncertainty in the market.
Competitors must invest resources preparing for capabilities you might have while customers
understand the value you provide. Mystery capabilities can generate competitive advantage
because uncertainty complicates competitor planning and product development timelines.

1.2.3. You attract talent through mission clarity

Engineers with options often choose missions over salaries. Organizations like DARPA attract
strong talent in part because their mission statements communicate ambitious objectives
clearly. "Create and prevent strategic surprise" attracts different candidates than "ISR payload
development." The technical work may be identical. The perceived significance differs.

Consider two job postings for identical positions:

e Posting A: "Seeking aerospace engineer for satellite communications payload
development. Requirements: 5+ years experience, clearance eligible, proficiency in RF
systems."

e Posting B: 'Join the team ensuring military commanders can communicate from
anywhere on Earth, even when adversaries try to jam their signals. We're developing
next-generation satellite communications that work when everything else fails."

Both describe the same job. Posting B may attract candidates who want their work to matter

because it communicates mission significance. Posting A describes technical requirements
without explaining why the work matters.
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1.2.4. You accelerate operational adoption

‘ How You Describe It Operator Understanding Adoption Result

"Al-enabled sensor fusion with Unclear technical process Resistance, slow adoption
multi-spectral analysis"

"Threat detection that eliminates 95%  Clear operational benefit Faster adoption, advocacy
of false alarms"

"Frequency-hopping spread Technical jargon Training challenges, hesitation
spectrum with adaptive
beamforming"

"Communications that work when Solves known problem Enthusiastic adoption
adversaries jam signals"

Operators tend to adopt systems they understand. Technical descriptions explain how
something works. Operational descriptions explain why it matters.

"Al-enabled sensor fusion" invites skepticism. "Eliminates 95% of false alarms" invites use. The
technology is identical. The reaction is not.

Resistance to adoption is often rational. New systems introduce risk. Strategic communication
reduces that risk by connecting capabilities to problems operators already recognize. When
users see their problem reflected, adoption tends to follow.

1.2.5. You enable more effective collaboration

Partners need more than specifications. They need to understand what becomes possible when
they work with you.

Operational framing helps suppliers, integrators, and developers design around your capability.
"Fifteen years of station-keeping without refueling" enables different mission architectures than
"2,000 seconds specific impulse." One invites innovation. The other requires translation.

This extends to regulation, standards, and policy. Strategic communication makes coordination
possible in ecosystems that depend on cross-organizational alignment.

Key Takeaways

e Programs described clearly tend to survive budget cuts at higher rates than programs
described in technical jargon

e Public constituencies protect programs during budget battles: millions who watch SpaceX
landings create political pressure that technical papers cannot generate

e Strategic ambiguity preserves competitive advantage while enabling market awareness:
reveal effects without revealing methods

e Mission clarity affects talent competition: engineers choosing between opportunities evaluate
perceived significance as well as technical specifications

e Operator adoption rates tend to increase when capabilities are explained in terms of problems
solved rather than technical specifications

e Clear communication enables partner collaboration by explaining what becomes possible
rather than only describing technical specifications
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1.2.6. Conclusion

Strategic communication shapes program outcomes in ways that technical performance alone
does not. Programs with functioning technology are cancelled when their value cannot be
explained in terms decision-makers use to justify funding and continuation. This pattern appears
repeatedly. The Transformational Satellite Communications System consumed over $1.5 billion
before cancellation. Future Combat Systems followed a similar path, spending $18 billion. In both
cases, technical progress continued. Stakeholder support did not.

Program survival depends on three distinct audiences. Technical validators assess whether a
system works. Resource controllers assess whether it is worth funding. End users assess
whether it improves their ability to execute missions. These groups evaluate the same capability
using different criteria. Programs that communicate effectively to only one of them tend to lose
support from the others.

The F-35 illustrates how translation can change outcomes without changing the underlying
technology. Engineers evaluated specifications and performance. Congress evaluated strategic
relevance and industrial impact. Pilots evaluated mission effectiveness. The aircraft itself did not
change. The communication did.

When technical excellence is not matched by stakeholder comprehension, outcomes become
more predictable. Programs described primarily in technical jargon are easier to cut during
budget pressure. Programs described in terms that align with decision-making frameworks are
easier to defend. Companies that communicate clearly tend to attract capital and contracts
more consistently than those that rely on technical superiority alone. SpaceX's visibility has
been shaped as much by how its work is shown and discussed as by the performance of its
vehicles.

The next section moves from diagnosis to application. Section 2 introduces a structured
framework for translating technical capabilities into strategic communication. The process is
repeatable across domains and audiences. It shows how to adapt the same underlying facts for
different decision environments, how to avoid common translation failures, and how to apply
these principles in practice.
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Applying Strategic Communications
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2.0. Applying Strategic Communications

Now that you understand what strategic communication is, why it matters for space and
defense programs, and the concrete benefits it delivers, it's time to translate this knowledge into
practice. Understanding the theory is necessary. Applying it to real technical capabilities is what
determines whether your program survives, secures funding, and reaches deployment.

This section is structured to take you from framework to application:

e First, you will learn the five-step Translation Framework that converts any technical
capability into audience-appropriate communication. This framework works across all
technical domains and all audience types.

e Second, you will see the framework applied to a complete worked example: fusion
propulsion systems. This example walks through each step in detail, showing how the
same technology requires completely different communication for technical validators,
resource controllers, and end users.

e Third, you will learn the most common translation mistakes that undermine even
well-intentioned communication efforts. Recognizing these errors before presenting to
stakeholders can mean the difference between funding approval and program
cancellation.

By the end of Section 2, you will have both the systematic framework and the practical
examples needed to translate your own technical work into communication that secures
resources, builds support, and drives deployment.

2.1. The Translation Framework

The translation framework consists of five steps that work sequentially. Each step builds on the
previous one, creating a systematic approach to converting technical capabilities into strategic
communication. The order matters because it mirrors decision psychology: audiences must first
understand who you are speaking to, then what you offer, then why it matters, then how it
compares to what they already know, and finally what specific improvement it represents.

The five steps are:

1. Know your audience first: Identify who needs to decide and what they care about

2. Start with your technical capability: Describe what you built in one clear sentence
without jargon

3. Identify what it enables: Connect the capability to an outcome that matters to your
audience

4. Translate using their language: Create analogies that connect unfamiliar concepts to
familiar ones

5. Quantify the benefit: Show the magnitude of improvement in terms your audience
already measures

The distinction between technical description and strategic translation is important to
understand before applying the framework:
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Technical Description Strategic Translation

Focuses on what it IS (capability only) Includes what it IS, what it DOES, why it MATTERS,
how much it COSTS, and competitive context

Uses vocabulary familiar to engineers Uses vocabulary familiar to the specific
decision-maker

Assumes shared technical knowledge Builds from concepts the audience already
understands

Measures success by technical accuracy Measures success by decision outcome

The goal is not to add more words. The goal is to reorganize the same information for a different
audience, presenting it in terms that address their specific concerns and decision criteria.

2.2 The Translation Framework in Action

To demonstrate how the Translation Framework works in practice, we will walk through a
complete example using fusion propulsion systems. This is real technology being developed by
companies like Princeton Satellite Systems (see our interview with them here), engines that
could reach Mars in approximately two months instead of nine. Fusion propulsion faces all the
communication challenges you will encounter in your own work: novel technology with no
familiar reference points, multiple audiences with different concerns, and the need to justify
significant investment.

By the end of this section, you will see exactly how to apply each of the five steps to any
technical capability you need to communicate. The framework remains the same regardless of
whether you are explaining satellite propulsion, hypersonic weapons, or quantum sensors. Only
the content changes.

2.2.0. Know Your Audience First (Step 1)

Before you write anything, identify who needs to make a decision and what concerns drive that
decision. This step determines everything else. You cannot translate effectively without knowing
who you are translating for.

Three audiences typically control whether a space program gets funded and deployed. Each
needs completely different information because each makes different decisions using different
criteria:

e Technical Validators (example: Dr. Sarah Linden, DARPA Program Manager with a PhD
in Plasma Physics) decide whether to fund research and development programs. They
need proof the technology works and want to understand the scientific basis for your
claims.

e Resource Controllers (example: Mark Davidson, Senate Armed Services Committee
staffer) decide whether to approve large development budgets. They need proof the
capability matters strategically and can be defended to their committees and
constituents.

e End Users (example: Captain Mike Roberts, Space Operations Squadron Commander)
decide whether to request and adopt new capabilities for their units. They need proof
the technology helps their missions and can be integrated into their operations.
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Audience Analysis: Fusion Propulsion

Dr. Linden (Technical Mark Davidson Captain Roberts (End
Validator) (Resource Controller) User)

What decision do Whether to fund $200M  Whether to approve $3B  Whether fusion
they make? demonstration program for full development propulsion enables new
missions for his unit

What concerns Can stable fusion be Does this provide How quickly can we

drive that decision?  achieved in a small strategic advantage over  respond to threats? Is
reactor? Is the physics China? Is the cost the system reliable?
sound? justified?

What language do "Confinement time," "Q "Game-changer," "leap "Time to target,"

they use? factor," "neutron flux," ahead," "cost-effective,"  "payload capacity,"
"plasma stability" "ahead of China" "mission flexibility,"

"reliability"

What do they Fusion physics, plasma Aircraft evolution, Current propulsion limits,

already dynamics, reactor technology transitions, mission planning

understand? engineering defense budgets constraints

Notice how the same technology requires completely different framing depending on who
needs to make what decision. Dr. Linden wants technical specifications because she evaluates
scientific feasibility. Mark Davidson wants strategic context because he must justify the
investment to his Senator. Captain Roberts wants operational benefits because he evaluates
mission impact. Using the same message for all three audiences fails because it addresses only
one set of concerns while ignoring the others.

2.2.1. State Your Capability Clearly (Step 2)

Next, describe what you built in one clear sentence without jargon. This is harder than it sounds
because technical professionals naturally include technical details. Force yourself to describe
the capability in terms a non-specialist would understand.

The formula for a clear capability statement is:
WHAT you built + WHERE it operates + WHAT CONSTRAINT it eliminates

Watch how the fusion propulsion capability transforms through iterative refinement:

T e N ™ S

Technical "Direct Fusion Drive using field-reversed configuration with Too much jargon for
(Original) odd-parity rotating magnetic field heating achieving 10,000s  non-specialists
ISpII
First Attempt  "Fusion rocket that goes really fast" Too vague, no specific
value
Second "Fusion-powered rocket engine that reaches Mars faster Better, but "faster" is not
Attempt than chemical rockets" quantified
Final Version  "Fusion-powered rocket engine that reaches Mars in weeks Clear, quantified,
instead of months, eliminating the speed limits of chemical constraint identified
propulsion”
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The final version works because it includes all three elements: WHAT (fusion-powered rocket
engine), WHERE (space travel to Mars), and CONSTRAINT ELIMINATED (weeks instead of
months removes the speed limitation of chemical propulsion). Mark Davidson can understand
this immediately without needing to know what "field-reversed configuration" means.

2.2.2. Identify What It Enables (Step 3)

Connect the capability to an outcome. This step moves from what your technology IS to what
your technology ALLOWS. Most technical professionals skip this step because the connection
seems obvious to them. It is not obvious to decision-makers.

The formula for an outcome statement is:
"Because of [CAPABILITY], you can now [OUTCOME] that was not possible before"

Different audiences need different outcomes from the same capability:

The Outcome That Matters to Them

Dr. Linden (Technical "Because we achieve stable plasma confinement in a 2-meter reactor, you can
Validator) now demonstrate net energy gain in a spacecraft-sized system instead of
building-sized tokamaks"

Mark Davidson "Because we travel several times faster, you can now reach destinations
(Resource Controller) throughout the inner solar system in weeks instead of months, positioning
American assets ahead of competitors at strategic locations"

Captain Roberts (End "Because of continuous thrust throughout the mission, you can now respond to
User) threats anywhere in cislunar space within days instead of waiting months for
favorable launch windows"

Notice that each outcome statement uses the same formula but addresses different concerns.
Dr. Linden cares about scientific achievement (stable plasma in a small reactor). Mark Davidson
cares about strategic positioning (ahead of competitors). Captain Roberts cares about
operational capability (rapid response time). The underlying technology is identical; the framing
changes based on what each audience needs to evaluate.

2.2.3. Translate Using Their Language (Step 4)

Analogies connect unfamiliar concepts to familiar ones. The goal is to use concepts your
audience already understands as a foundation for explaining something new.

The formula for an effective analogy is:
Familiar concept + Key difference + Why it matters
The analogy creation process follows these steps:

1. Identify what your specific audience already understands based on their background
and experience

2. Find the closest familiar concept to what your technology does

3. Identify the key difference between your technology and the familiar concept

4. Create the analogy by combining the familiar concept with the key difference and
explaining why it matters
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Dr. Linden

Mark Davidson

Captain Roberts

Tokamak fusion reactors
and their limitations

The transition from
propeller planes to jet
aircraft

Aircraft afterburners that
provide temporary speed
boosts
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Audience They Already Analogy Built From Their Knowledge
Understand

"Our approach uses field-reversed configuration instead
of toroidal geometry. FRC accepts shorter confinement
times than tokamaks require, which is tolerable for
propulsion applications optimizing thrust-to-weight
rather than sustained power generation. The resultis a
reactor roughly 2 meters in diameter rather than
building-scale."

"This represents the same kind of transition that

occurred when jets replaced propeller planes. Crossing
the Pacific suddenly took hours instead of days. Fusion
propulsion creates that same magnitude of change for

space travel."

"The effect is similar to running afterburners for an
entire mission without the fuel penalty. You accelerate
continuously instead of coasting between burns."

The analogies work because they start from something each audience already knows. Dr.
Linden understands tokamaks, so the comparison to tokamaks with a different configuration
makes sense to her. Mark Davidson understands the propeller-to-jet transition from aviation
history, so the comparison to a similar magnitude of change helps him evaluate strategic

significance.

2.2.4. Quantify the Benefit (Step 5)

Numbers transform abstract advantages into concrete comparisons. This step shows
decision-makers the magnitude of improvement in terms they already measure and care about.

The formula for quantified benefit is:

Cost comparison + Timeline comparison + Capability improvement + Strategic context

Mark Davidson (Resource | Captain Roberts (End
Controller) User)

Metric Type

Performance

Cost

Timeline

Dr. Linden (Technical
Validator)

10,000s Isp vs 450s
chemical propulsion. 1-10
MW power output. 5-10 N
thrust per megawatt.

$100M per mission versus
$1B for equivalent chemical
architecture.

Stable plasma
demonstrated in current
experiments. Flight-ready
system targeted within the
decade.

Several times faster travel
to inner solar system
destinations. Significantly
less fuel mass required for
equivalent missions.

$3B development
investment recovers in the
first two Mars missions
through reduced life
support, radiation shielding,
and propulsion costs.

Operational capability
possible by early 2030s.
Competitors pursuing
similar technology.
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Mars transit in
approximately 60 days
under optimal conditions.
Deep space missions in
months rather than years.

One fusion vessel replaces
the mission capacity of
multiple chemical
spacecraft.

Deploy to Mars before the
next chemical launch
window opens.
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Metric Type Dr. Linden (Technical Mark Davidson (Resource | Captain Roberts (End
Validator) Controller) User)

Strategic U.S. program achieving Establishes American Strike or resupply capability
stable FRC plasma at presence throughout the to key locations within
meaningful scale. inner solar system before weeks instead of months.

competitors.

Notice that Dr. Linden receives technical specifications (Isp, power output, thrust efficiency)
because she evaluates scientific feasibility. Mark Davidson receives cost-benefit ratios and
competitive timelines because he must justify the investment. Captain Roberts receives mission
capabilities and operational timelines because he evaluates mission impact.

2.3 The Complete Translations

The following examples show complete translations for each audience type. These demonstrate
how the five-step framework produces coherent communication tailored to specific
decision-makers.

2.3.0. For Dr. Linden (Technical Validator)

"Our Direct Fusion Drive achieves stable field-reversed configuration plasma with odd-parity
otating magnetic field heating. Current experiments at Princeton Plasma Physics Laboratory
ave demonstrated electron heating to 500 eV with pulse lengths of 300 ms, surpassing
theoretical predictions.

The key innovation is our electron heating method that maintains stability without massive
external magnets. The full-scale unit would measure approximately 2 meters in diameter and 10
eters in length, producing 1-10 MW of power. Thrust is generated through magnetic nozzle
Xpansion of fusion products, converting thermal energy directly to directed momentum.

The engine uses deuterium and helium-3 fuel, with approximately 35% of fusion power going to
thrust, 30% to electric power, 25% lost to heat, and 10% recirculated for RF heating. Projected

pecific impulse is approximately 10,000 seconds with 5-10 Newtons of thrust per megawatt of
fusion power."

This translation works for Dr. Linden because it provides the technical specifications she needs
to evaluate feasibility: plasma parameters, power levels, efficiency metrics, and validation data.
The language matches her vocabulary. The claims are supported by quantified test results.

2.3.1. For Mark Davidson (Resource Controller)

I"This engine reduces Mars transit from nine months to approximately two months under optimal
orbital conditions. The magnitude of change is comparable to the transition from propeller
aircraft to jets; crossing the Pacific shifted from days to hours, and this technology creates that
same magnitude of change for space travel.

The $3 billion development cost is recovered in two Mars missions through reduced life support
and radiation shielding requirements. Each mission currently requires $1 billion in chemical
Ioropulsion architecture; fusion reduces that substantially.
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Other nations are pursuing similar technology but remain at laboratory scale. This program
aintains American space access advantages for decades. Without it, American assets remain

constrained by chemical propulsion limits while competitors with advanced propulsion access
estinations throughout the solar system."

This translation works for Mark Davidson because it addresses his concerns: cost justification,
competitive positioning, and strategic value. Technical specifications are absent because Mark
cannot evaluate them and they do not help him justify the budget to his Senator.

2.3.2. For Captain Roberts (End User)

"Your spacecraft can reach destinations throughout the inner solar system in weeks to months instead of
any months to years. Mars in roughly 60 days under favorable conditions, with deep space destinations
imilarly accelerated. Launch windows no longer constrain operations as severely; you have more
flexibility on departure timing.

The engine runs continuously for the entire mission. The effect is similar to running afterburners for an
entire mission without the fuel penalty. You accelerate to the midpoint, rotate, and decelerate, arriving
with full capability for operations.

Reliability targets match current chemical systems based on ground testing projections, with graceful
egradation to chemical backup if fusion systems encounter problems. Crews train on existing interfaces.
The primary operational difference is mission planning measured in weeks rather than months."

This translation works for Captain Roberts because it addresses his operational concerns:
mission capability, reliability, training requirements, and integration with existing systems.
Budget justifications are absent because he does not control funding.

Key Takeaways

e The five-step framework works sequentially: audience analysis, clear capability statement,
outcome identification, analogy creation, and benefit quantification

e The same technology requires completely different translations for technical validators, resource
controllers, and end users because each audience makes different decisions using different
criteria

e Technical descriptions focus on what technology IS; strategic translations include what it IS, what
it DOES, why it MATTERS, how much it COSTS, and competitive context

e Analogies must be built from concepts each specific audience already understands; using
unfamiliar analogies creates additional confusion rather than clarity

e The underlying facts remain identical across all translations; only the organization and emphasis
change based on audience needs
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2.4 Common Translation Mistakes and How to Avoid
Them

Even when you follow the framework, certain mistakes undermine translation effectiveness.
Recognizing these errors helps you catch them before presenting to stakeholders.

Translation Mistakes Overview

Critical Mistakes (These Cause Program Failure)

Skipping Audience Analysis You translate for a generic audience that does not exist. Mark
Davidson, Captain Roberts, and Dr. Linden need different information,
but you give them all the same message.

Using Jargon in Translation Terms that feel like plain English to you remain incomprehensible to
your audience. You no longer recognize your own jargon because you
use it daily.

Quantifying Wrong Metrics You provide numbers that answer questions your audience is not

asking. Technical performance metrics mean nothing to someone
who measures cost and timeline.

‘ Communication Mistakes (These Confuse Audiences)

Using Unfamiliar Analogies Your analogy requires the same specialized knowledge as your
original description. You replace one mystery with another instead of
creating clarity.

Oversimplifying to Inaccuracy  Your analogy satisfies non-technical audiences but triggers objections
from technical validators. When they object, you lose credibility with
everyone.

Mechanism Before Outcome You explain how it works before explaining what it does.
Decision-makers lose interest before reaching the part that matters to
them.

‘ Strategic Mistakes (These Miss Opportunities)

Forgetting Audience Concerns  You execute the framework correctly but never connect to what your
audience actually worries about. Your translation sounds complete but
addresses nothing they care about.

Assuming They Will Ask You expect decision-makers to request missing information. They will
not. They fill gaps with negative assumptions: missing cost means
expensive, missing timeline means far future.

2.4.0 Critical Mistakes (These Cause Program Failure)

Mistake 1: Skipping Audience Analysis

One of the most common errors is attempting translation without completing Step 1 of the
framework. You create a simplified version of your technical description by removing some
jargon and adding a few numbers. The result fails because you translated for a generic
non-technical audience rather than for the specific person who needs to make a specific
decision.
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This mistake assumes all non-technical audiences are the same. They are not. Mark Davidson
needs different information than Captain Roberts, who needs different information than a
Senator. Each person makes different decisions using different criteria based on different
concerns.

e How to fix it: Complete the audience profile before writing anything. Identify who they
are, what they decide, what concerns drive that decision, and what language they use. If
your translation works equally well for any audience, it works for none.

Mistake 2: Using Jargon in Your Translated Version

Including technical jargon in what you believe is a translated message occurs because you have
become so familiar with technical terms that you no longer recognize them as jargon. Terms that
feel like plain English to you remain incomprehensible to your audience. The result is a

translation that still requires a glossary to understand.

e How tofix it: Give your translation to someone outside your field. Ask them to circle
every word they need clarified, including acronyms. Rewrite to eliminate every circled
term using plain language descriptions. If you include a "definitions" slide, you have
failed.

Mistake 3: Quantifying the Wrong Metrics

Quantifying performance using metrics your audience does not track, does not understand, or
does not care about provides numbers that make your translation feel concrete while answering
questions your audience is not asking. You naturally think in terms of technical performance
metrics. Your audience thinks in terms of cost, time, mission impact, or competitive advantage.

e How to fix it: Identify what your audience measures themselves on. Resource
controllers measure cost-effectiveness and strategic value. Operators measure mission
success and readiness. Validators measure technical performance and risk. Translate
your technical metrics to their measurement terms.

2.4.1. Communication Mistakes (These Confuse Audiences)
Mistake 4: Using Analogies Your Audience Does Not Understand

Using an analogy that requires the same level of specialized knowledge as your original
technical description adds a second layer of jargon instead of creating clarity. You say "think of it
like MapReduce in distributed computing" to someone who has never heard of MapReduce, and
you have replaced one mystery with another.

e How tofix it: Use concepts your specific audience definitely knows based on your Step
1analysis. If you need to explain the analogy for it to work, it is the wrong analogy. Test
analogies with someone outside your field before using them with stakeholders.

Mistake 5: Oversimplifying to the Point of Inaccuracy

Creating analogies so simplified they become misleading satisfies non-technical audiences
while triggering objections from technical validators who recognize the inaccuracy. When
technical validators object to your translation, you lose credibility with everyone. Saying "our Al
works like a really smart person" implies capabilities the Al does not have and creates false
expectations.
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e How to fix it: Include the critical limitation that prevents false expectations. Balance
simplicity with accuracy. Have technical validators review your analogies before
presenting to mixed audiences.

Mistake 6: Presenting Mechanism Before Outcome

Explaining how your technology works before explaining what it does reverses the natural
decision-making process. Decision-makers need to understand the outcome first to determine if
they care enough to learn about the mechanism. When you lead with mechanism, you lose their
attention before reaching the part that matters to them.

e Howtofixit: Your first sentence should describe the outcome, not the mechanism.
Only explain how it works after they understand what it does and why that matters.

2.4.2 Strategic Mistakes (These Miss Opportunities)
Mistake 7: Forgetting to Connect Back to Audience Concerns

Executing the first four framework steps correctly but failing to connect to what your audience
actually worries about means you describe the capability clearly, identify what it enables, use
good analogies, and quantify the benefits, but you never explain why any of this matters to the
person who needs to make a decision.

e How to fix it: Review your Step 1audience analysis and list their top concerns explicitly.
For each major claim in your translation, ask "How does this address their specific
concern?" Add explicit connection sentences that bridge your capability to their worries.

Mistake 8: Assuming Decision-Makers Will Ask Questions

Presenting incomplete translations and expecting decision-makers to request missing
information does not work. They will make decisions based solely on what you provided, filling
gaps with negative assumptions. Missing cost information means "probably expensive." Missing
timeline means "far future." Missing risk discussion means "not thought through."

e How to fix it: Address cost, timeline, competitive context, and risk proactively. Verify

each of your audience's top concerns is explicitly addressed in your core presentation.
Assume this presentation is your only opportunity to communicate.
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Key Takeaways

e Critical mistakes include skipping audience analysis, using jargon in translated versions, and
quantifying the wrong metrics for your audience

e Communication mistakes include using unfamiliar analogies, oversimplifying to the point of
inaccuracy, and presenting mechanism before outcome

e Strategic mistakes include forgetting to connect back to audience concerns and assuming
decision-makers will ask questions to fill gaps

¢ Most mistakes stem from the same root cause: optimizing for what you want to say rather than
what your audience needs to hear

e Test translations with someone outside your field before presenting to stakeholders to catch
jargon and unclear analogies

Address proactively cost, timeline, competitive context, and risk in every translation

2.4.3 Conclusion

Strategic communication can be approached systematically. The five-step Translation
Framework provides a repeatable way to convert technical capability into communication that
supports real decisions. The fusion propulsion example illustrates this clearly. The underlying
technology does not change, but how it is presented must change depending on who is
evaluating it.

What remains constant are the facts. The same system promises significantly reduced transit
times to Mars, requires approximately $3 billion in development funding, and targets operational
readiness within the decade. What changes is how those facts are organized and emphasized.

Technical validators focus on specifications, test data, and feasibility. Resource controllers focus
on cost, return, and competitive positioning. End users focus on operational impact, integration,

and reliability. Each audience evaluates the same information through a different lens, and each

requires a different translation to reach a decision.

Programs encounter trouble when these distinctions are ignored. Technical rigor does not
compensate for misaligned framing. A capability that is clear to engineers can appear
speculative to funders or irrelevant to operators if it is not translated appropriately.

The next section extends this framework into visual communication. Decision-makers
increasingly engage with information through slides, one-pagers, and brief presentations rather
than long-form documents. The same translation principles apply, but the constraints tighten.
Attention spans shorten. Context is thinner. Materials must stand on their own without
explanation. Section 3 examines how these pressures change what effective communication
looks like, and how visual structure can either reinforce or undermine credibility.
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Section 3

Visual Strategic Communications
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3.0. Visual Strategic Communications

Humans process images faster than text, and credibility judgments happen within milliseconds.
You've experienced this: you bid on a contract with superior technology, but your competitor
wins with inferior capability and a polished deck. Their slides look like they belong in a
boardroom. Yours look like they came from an engineering notebook.

This visual bias affects billion-dollar decisions. A Senate staffer opens two briefing packets after
a long day. One has clean graphics and clear hierarchy. The other has walls of text. Which one
she reads determines whether your program survives the next budget cycle.

Decision-makers unconsciously equate visual quality with program maturity. A cluttered deck
signals cluttered thinking. An incomprehensible diagram implies you don't understand your own
technology well enough to explain it. Your slides get forwarded without you there to explain
them. Your one-pager gets photographed and texted to someone who decides your fate.

Throughout this section, we'll follow Photon Dynamics, a fictional directed energy company that
lost a $50M contract to inferior competitors with better slides. We'll transform their failed
presentation into one that wins. The physics change between industries. The psychology of
decision-makers tends to remain consistent.

(Note: The complete Photon Dynamics pitch deck - all sixteen slides - is available in Appendix
A, along with a second fictional case study: Eternal Orbit, an in-space refueling company.
Reviewing both decks shows how the same framework adapts across different space sectors.)

3.1. The Perfect Pitch Deck

3.1.0. The Universal Deck Structure

Every strategic presentation follows a psychological journey. You take your audience from
comfortable ignorance through uncomfortable awareness to decisive action. This journey
happens in sixteen slides that mirror how humans make decisions about complex technologies
they don't understand.

The Essential Sixteen Slides

T

1 COVER Your three-second audition for their attention

2 CONTEXT The strategic reality that makes them lean forward
3 PROBLEM Why current approaches structurally fail

4 SOLUTION Your single breakthrough that changes everything
5 HOWIT WORKS  The process that makes it real

6 TECHNOLOGY Proof you can actually build this

7 PROOF Evidence it works in the real world

8 TEAM The people who've already done this

9 RISK Every concern identified and addressed

10 CUSTOMER Who needs this and why they're already calling
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i Trame —— wpose

M MARKET The size of the opportunity

12 COMPETITION Direct comparison showing your superiority
13 GO-TO-MARKET How you'll capture the opportunity

14 ROADMAP The timeline from investment to return

15 ASK Exactly what you need and what they get
16 DECISION The binary choice with clear consequences

This is your foundation. Complex programs may require additional slides for technical
specifications or regulatory compliance — those go in an appendix. The core sequence should
remain intact.

The following order matters because it mirrors decision psychology:

+ Attention (Slides 1-2): Does this problem matter to me?

+ Interest (Slides 3-4): Is there actually a better approach?

« Validation (Slides 5-8): Can this team execute?

« Comparison (Slides 9-11): Is this the best option available?
« Commitment (Slides 12-16): What happens if | act?

Different contexts require different emphasis. An investor deck expands market size and ROI. A
customer deck emphasizes proof and implementation. A partner deck focuses on strategic fit
and mutual benefit. The architecture stays the same, but the weight shifts depending on what
your audience needs to believe before they can say yes.

To see these principles in action, let's follow a defense investor named Sarah as she evaluates
Photon Dynamics at 11pm on a Tuesday. She has fourteen decks to review before tomorrow's
partner meeting. Photon Dynamics is number eleven. She's tired, skeptical, and looking for
reasons to say no.

First, she'll see the original deck that lost Photon Dynamics a $50M contract. Then she'll see the
transformed version. Watch what changes in her mind.
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3.1.1. Cover Slide

Your cover slide gets three seconds of attention before someone decides whether to keep
reading or check their phone. In those three seconds, you need to communicate who you are,
what makes you special, and why anyone should care. Most technical teams fail this test
immediately by loading their covers with partner logos, certification badges, and generic
descriptions.

BEFORE

PHOTON DYNAMICS CORPORATION Version 12.7

PHOTON DYNAMICS CORPORATION

Advanced Directed Energy Solutions

Defense & Commercial Applications

) 9001:2015 SO 27001 AS91000 CMMI Level 3

Sarah opens the original deck. "PHOTON DYNAMICS CORPORATION" appearing in full legal
text, formatted like a tax filing. "Advanced Directed Energy Solutions" could mean research,
consulting, components, or systems. "Defense & Commercial Applications" makes her wonder if
the company knows its own market. Six partner logos compete for attention at the bottom:
some defense primes, a university lab, a startup she's never heard of. Are these partners?
Subcontractors? Customers? The ISO certifications communicate that the company meets
minimum standards. She reaches for deck twelve.

Why this fails:

No unique value proposition, only categories and capabilities

Visual chaos from competing elements

Suggests instability and indecision

Attention wasted on qualifications that any serious company would have
Generic enough to describe any competitor
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AFTER:

Sarah opens the transformed deck instead. Three seconds later, she's still looking. "The only
operational megawatt-class directed energy platform." She knows immediately this isn't another
research project. The tagline tells her why it matters: unlimited shots, pennies each, speed of
light. The three numbers below answer her next questions before she asks them. Does it work?
300 kW proven. When? 24 months. Who else is buying? $1.8B pipeline. She texts her partner:
"finally, one that's actually operational. look at #11 first tomorrow."

Why this works:

Value proposition is instantly comprehensible

Proof comes through numbers, not adjectives

Three metrics answer capability, timeline, and traction in a single glance
Professional design signals operational readiness

Tagline is memorable without being clever for its own sake

Element Before After
Core Message Generic title with broad Single, specific differentiator under ten words
descriptors
Identity Full legal name and crowded logo = Simple, clean company name without clutter
field
Focus Technical categories and Operational capability stated directly
certifications
Clarity Ambiguous phrasing requiring Quantified claim that is easy to evaluate
interpretation
Proof Points None; only qualifications Three clear indicators of capability, timeline, and
traction
Cognitive Load ' High; reader must parse meaning ' Low; reader understands core value
immediately
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3.1.2. Context Slide

The context slide must present one strategic truth that reframes the entire problem space.
Its job is not to explain the problem. It is to make the problem unavoidable.

e “We have a thermal management challenge” describes a technical issue.
e "We are spending $3M to stop $10K threats” reframes priorities.

Without context, technical problems remain abstract. With it, they acquire urgency.

BEFORE

PHOTON DYNAMICS CORPORATION

Directed Energy Capabilities Gap Analysis

Current State Assessment

« U.S. directed energy programs have experienced significant delays and cost overruns over the past two decades
o Airbome Laser (ABL) program cancelled in 2011 after $5.3B investment
o Navy LaWs achieved only 30 kW operational capability
o Multiple DARPA initiatives remain at TRL 4-5
« Thermal management continues to present fundamental engineering challenges
o Beam quality degradation at high power levels
o Cooling system weight penalties exceeding 40% of total system mass
« Peer adversaries have demonstrated accelerated development timelines
o PRC ship-based systems reportedly operational since 2021

o lIsraeli Iron Beam entering production phase

Strategic Implications

« Significant R&D investment required to achieve operational parity
« Current interceptor-based defense economics remain challenging

« Technology transition pathways require further definition

Sarah clicks to slide two. She sees "Directed Energy Capabilities Gap" as the headline. She's
been hearing this pitch since Reagan's Star Wars program. The slide lists problems like a
grocery list: programs over budget, thermal challenges, power limitations. Her eyes glaze.
Nothing explains why she should care today versus next year.

Why this fails:
e Opens with technical categories, not strategic stakes
e Understanding the implications requires expertise
e Nothing creates urgency for immediate action
e Sounds like every failed program since the 1980s
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AFTER:

In the transformed deck, one number stops her: 40:1. She leans forward. A $50K drone costs
$2M to intercept. She doesn't need an analyst to explain the math. Their drones are cheap. Our
missiles are expensive. They can afford to lose. We can't afford to win. "The economics must
flip." She writes that phrase down. She'll use it in tomorrow's partner meeting.

Why this works:
e Opens with undeniable economic truth
e 401 cost disparity is visceral and immediate
e Zero technical knowledge required
e Single ratio is memorable and quotable
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3.1.3. Problem Slide

The problem slide must show why physics or economics makes current approaches fail.

Do not list historical failures. That discourages belief. Identify the constraint that caused those
failures.

"Everyone fails at this” feels impossible.
"“Everyone fails because of this specific thermal limit” feels solvable.

The strongest problem slides isolate one root cause that explains every prior outcome.

BEFORE:

PHOTON DYNAMICS CORPORATION

Historical Program Performance Analysis

Program Years Investment Peak Power Status

Airbomne Laser (ABL) 1996-2011 $5.38 1 MW (chemical) Cancelled

Navy Laws 2010-2017 $40M 30 kW Limited Deployment
HELIOS 2018-Present $150M+ 60 kW (target) Development

DE M-SHORAD 2019-Present $200M+ 50 kW (target) Development
IFPC-HEL 2020-Present $300M+ 300 kW (target) Development

Common Failure Points Identified Across Programs
Thermal management system complexity and weight Beam quality degradation under sustained operation
Power generation and storage limitations Optical component damage from thermal stress
Atmospheric propagation losses Target tracking and beam control integration

Size, weight, and power (SWaP) constraints Manufacturing scalability challenges

Sarah moves to slide three. The original shows a graveyard of failed programs. Airborne Laser
burned through $5B and got cancelled. Navy LAWS maxed out at 30 kW. Ground-based
systems keep overheating. Then "Common Failure Points" lists eight different ways these
programs fail. Beam quality degradation, optics damage, power generation limits, cooling weight
penalties, atmospheric interference. She sees eight ways to fail rather than one problem to
solve. Directed energy starts to feel like a money pit.

Why this fails:
e Makes directed energy look impossible rather than solvable
e Lists failures without explaining root cause
e No differentiation from failed approaches
e Creates doubt instead of confidence
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AFTER:

...every laser hits the same wall: thermal.

10 kW 50 kW 150 kW 300+ kW
Lab Demo Works Field Overheats )ptics Degrade Systems Fai

We're still running experiments.

The transformed slide shows her one word: thermal. A gradient illustrates exactly where physics
wins. 10 kW works in the lab. 50 kW overheats in the field. 150 kW burns the optics. 300+ kW?
Nobody gets there. Then her eyes move to the timeline below. China crossed 100 kW in 2021.
Israel in 2022. Turkey deployed in 2023. The United States? Question marks. Still testing. She
stops wondering whether directed energy is possible. She starts wondering why we're losing.

Why this works:

Visual gradient makes physics instantly clear

Power progression explains exactly where systems fail
Competitor dates prove the problem is solvable
Focuses on one root cause: thermal management
Creates competitive urgency, not technical despair
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3.1.4. Solution Slide

The solution slide must present one breakthrough concept rather than a list of innovations.
Audiences remember inversions, not features. If others fail because they fight heat, you design
for heat. If others fail because cooling adds mass, you eliminate cooling.

One concept that reorganizes the problem space will outperform any number of technical
details in terms of memorability and persuasion.

BEFORE:

PHOTON DYNAMICS CORPORATION

Comprehensive Technology Portfolio

1T ic Energy Recapture (TPV-ER)

Advanced thermophotovoltaic celis convert waste heat radiation to electricity

2. Spectral Beam Combining Architecture (SBCA)

48-channel fiber laser array with wavelength multiplexing

4. Integrated Power Management System (IPMS)

Hybrid energy storage with rapid discharge capability

3. Adaptive Optics Thermal Compensation (AOTC)
Reak-time wavefront correction for thermal lensing effects

5. Advanced Beam Director Assembly (ABDA) 6. Atmospheric Compensation Module (ACM)

25cm aperture with 120%/sec slew rate and 0.05 mrad tracking ML-based turbulence prediction and pre-compensation

8. Target Acquisition and Track (TAT)

Mult-spectral sensor fusion with predictive engagement

7. Modular Cooling Subsystem (MCS)

Closed-loop thermal management with phase-change materials

9. Fiber Laser Gain Module (FLGM)
High-efficiency Yb-doped fiber amplifiers at 1064nm

11. Ruggedized Optical Train (ROT)
MIL-STD-810H qualified mirror assemblies

10. System Health Monitoring (SHM)

Predictive maintenance through embedded diagnostics

12. Command and Control Interface (C2I)
AEGIS/IBCS compatible battle management

Sarah reaches slide four. The original reads "Comprehensive Technology Portfolio" and she
knows she's in for difficulty. Twelve innovations are listed like a parts catalog.
"Thermophotovoltaic energy recapture system" means nothing to her. "Spectral beam
combining architecture" sounds like science fiction. By the third acronym, she's lost. By the
seventh innovation, she's forgotten the first three. Ask her tomorrow what makes this company
special and she'll say "something about lasers?"

Why this fails:
e Information overload kills comprehension
e No single memorable concept
e Sounds like every other proposal
e Audience gets lost in acronyms and specifications
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AFTER:

So we stopped trying to cool it.

THERMOCYCLE™ APPROACH
Massive chillers (8,000 kg) v Convert waste heat to electricity
Power-hungry cooling systems v 85% thermal energy recaptured
Duty cycle limited by heat buildup v Continuous fire capability

Maintenance-intensive refrigerants v Zero cooling infrastructure

Thermophotovoltaic Energy Recapture System

300 kW 85% 12 tons

The thermal barrier isn't a wall. It's a fuel source.

The transformed slide gives her seven words: "So we stopped trying to cool it." She pauses.
Everyone else adds massive chillers, burns power fighting physics, limits their duty cycle waiting
for cooldown. These people did the opposite. They feed the heat back into the beam. 85%
recaptured. Continuous fire. Zero cooling infrastructure. She may not remember the specs
tomorrow. But she'll remember the company that turned their biggest problem into their power
source.

Why this works:

One breakthrough concept anchors everything

Inversion is memorable and differentiating

Side-by-side comparison makes insight tangible
Supporting metrics (300 kW, 85%, 12 tons) anchor the claim
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3.1.5. How It Works Slide

The how-it-works slide must show a clear path from input to output that anyone can follow.
After seeing your solution, the audience asks one question: does this actually work?

This slide answers that question without requiring technical expertise.

Three to four clear steps are typically sufficient. If your explanation requires advanced training to
understand, the audience will assume the system is still in the research stage.

BEFORE:

PHOTON DYNAMICS CORPORATION

System Architecture Overview

PHOTON-300 Integrated Weapon System Block Diagram

Thermal Mcatiar

Sarah clicks to slide five, expecting an architecture diagram she'll need to decode. The original
doesn't disappoint. Forty-two components are connected by lines that cross and recross.
Subsystem blocks are labeled with acronyms she's never seen. Data flows require tracing with
her finger. After three minutes, she still can't explain what the system does. She considers
skipping ahead.

Why this fails:

Complexity suggests the team can't communicate their own system
No clear operational sequence

Requires expertise to decode

Creates confusion instead of confidence
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We feed the heat back into the beam...
(1) () (4]
(=) 4 3¢

Detect Neutral

$010 10km

Continuous fire. Unlimited shots. No resupply needed.

The transformed slide takes four seconds. Detect. Track. Engage. Neutralize. Radar finds the
threat, Al classifies it, beam locks on, target destroyed, system re-engages immediately. No
reload. She can picture this on a destroyer. She can imagine a general briefing Congress. The
numbers at the bottom answer the questions she'd ask next: under two seconds to Kkill,
unlimited magazine, ten cents per shot, ten kilometers of range. She takes a screenshot.

Why this works:
e Four steps anyone can follow
e Clear sequence creates operational confidence
e Bottom metrics answer practical questions
e Deployment feels imminent, not distant
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3.1.6. Technology Slide

The technology slide must demonstrate engineering depth without requiring engineering
expertise to parse.

This is where you satisfy technical reviewers without losing executives. Break the system into a
small number of specifications. Anchor the slide with IP, readiness levels, and compliance.

Numbers create credibility. Patents create protection. Standards compliance signals maturity.

BEFORE:

PHOTON DYNAMICS CORPORATION

Technical Specifications and Performance Parameters

The PHOTON-300 system

ges a novel oltaic energy recapture architect 1070nm range) combined through a multilayer dielectric grating. The resultant beam quality factor

(TPV-ER) that fundamentally alters the thermal management paradigm for high-energy laser
to HEL thermal

add significant mass and complexity while limiting sustained engagement capability. Our approach

weapons. Traditional app:

rely on active cooling systems that

converts waste heat radiation directly to electrical energy through advanced III-V semiconductor

calls opti for infrared p

The TPV cell array achieves conversion efficiencies of 35-40% at operating temperatures between
1200-1500K, a 3ximp
This efficiency gain is attributable to our proprietary InGaAsSb quaternary alloy composition with

over previous thermopt ic devices.

bandgap tuning to match the emission spectrum of the laser gain medium waste heat

Spectral beam combining (SBC) enables power scaling while maintaining beam quality. The

PHOTON-300 employs 48 individual fiber laser channels at slightly offset wavelengths (1060-

M2 remains below 1.3 at full power, enabling effective engagement at ranges exceeding 10km

against representative threat targets.

The beam director assembly incorporates a 25cm primary aperture with active cooling of the first
optical surface. Adaptive optics provide real-time wavefront correction at 2kHz update rate,

compensating for thermal lensing within the optical train as well as atmospheric turbulence effects
The gimbal system provides +180° azimuth and +85°/-15° elevation coverage with maximum slew

rates of 120%/sec.

Power conditioning and energy storage utilize a hybrid architecture combining lithium-ion batteries

for d operation with for pulse power demands. The integrated power
management system (IPMS) provides seamless load balancing and fault tolerance through

redundant power paths.

Note: Complete technical specifications available in Appendix A (87 pages). Thermal analysis models in Appendix B. Beam propagation calculations in Appendix C. Contact Dr. Sarah Patel (CTO) for access to controlled
technical data.

Sarah reaches slide six. The original deck references a hundred-page technical appendix. Fiber
laser physics intermixed with thermodynamic calculations and control system flowcharts. No
clear hierarchy tells her what matters most. She wants beam quality specs, weight numbers,
and competitive moat. She can't find any of them without hunting. She makes a note: "request
technical summary."

Why this fails:

No structure to guide different stakeholders
Technical depth without accessibility

Buried information forces hunting

No clear IP protection or readiness indicators
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AFTER:

...and fire 300kW without stopping.

=40 to 55°C

Modular Architecture

MIL-STD-810 Compliant 5000 hrs

.,  Field Serviceable

17 Patents

Not a prototype. Production-ready.

Unlike the four-second operational sequence, the Technology slide is designed for detailed
review. It takes ten minutes to fully absorb, but she finds everything she needs within the first
scan. Beam quality: M? < 1.3, near diffraction-limited. Weight: 12 tons, vehicle-mountable. Moat:
17 patents granted and pending. Three compliance badges answer everything else.
MIL-STD-810. Field serviceable in 45 minutes. Modular enough to drop into existing platforms.
She doesn't need to request anything. Nobody has to hunt.

Why this works:
e Six specifications serve different stakeholders
e Each metric is precise but accessible
e Compliance badges signal operational maturity
e Patent count establishes competitive moat
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3.1.7. Proof Slide

The proof slide must show third-party validation or demonstrated results.

Claims are marketing. Proof is evidence that someone else trusted you enough to test, deploy,
or buy.

Military exercises, customer deployments, third-party evaluations, dates, locations, and metrics
matter. “Internal testing” does not.

BEFORE:

PHOTON DYNAMICS CORPORATION

Validation and Testing Summary

« Achieved target power output specifications in laboratory environment during Phase 2 testing
« Thermal management subsystem exceeded performance expectations in controlled conditions
« Beam quality metrics demonstrated compliance with design requirements

» Successful integration of TPV energy recapture module with main laser assembly

« Component-level environmental testing completed per MIL-STD-810H

Software verification and validation progressing according to schedule

« Preliminary safety assessment completed with no critical findings

Internal design review board approved fransition to Phase 3 development
« Positive feedback received from technical interchange meetings with potential customers

« Risk reduction testing planned for Q1 2025 at government facility (TBD)

Sarah moves to slide seven. The original shows "Validation" with ten bullet points of internal test
results. "Achieved target specifications in laboratory environment." "Exceeded thermal
management expectations." "Demonstrated successful integration.” No dates. No witnesses.
No metrics. No contracts. She writes "unverifiable" in the margin.

Why this fails:
e Allclaims are internal and unverifiable
e No specific metrics or performance data
e Vague language hides actual results
e No third-party validation or customer traction
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AFTER:

2,847 test fires. $340M signed.

Program Executive Officer ___ Chief Scientist

Not theoretical. Bz

The transformed slide dissolves her skepticism in four numbers. 2,847 test fires. 300 kW
sustained for 8 hours. $340M in signed contracts. TRL 7 validated by DoD. These aren't claims.
These are records. Then the quotes. A Program Executive Officer from Army Rapid Capabilities:
"This is the breakthrough we've been waiting for." A Chief Scientist from Naval Surface Warfare
Center: "ThermoCycle is the only one that actually works at weapon-class power." She circles
TRL 7 and writes "real" in the margin.

Why this works:

Four metrics are specific and verifiable

Test count demonstrates maturity (2,847 fires)

Sustained duration proves the core claim (8 hours at 300 kW)
Contract value shows customer commitment ($340M)

TRL 7 is DoD's own validation standard

Page 51 of 116



Strategic Communications for Space

3.1.8. Team Slide

The team slide must show that these people have already solved this type of problem.

Credentials matter less than relevance. A PhD is weaker than prior program ownership. A
brand-name MBA is weaker than scaling a similar system to deployment.

Generic credentials suggest generic outcomes. Specific experience signals execution.

BEFORE:

PHOTON DYNAMICS CORPORATION

Leadership Team

James Chen Dr. Sarah Patel Michael Kim Lisa Thompson
Chief Executive Officer Chief Technology Officer Chief Operating Officer Chief Financial Officer

held

Sarah reaches slide eight. The original shows four headshots with impressive but generic
credentials. CEO: "20+ years defense industry experience." CTO: "PhD in Applied Physics from
Stanford." CFO: "Former investment banker." Each credential is true and completely irrelevant.
Nothing connects these people to directed energy weapons. Nothing suggests they've ever
built a laser system, sold to the Navy, or scaled a defense hardware company.

Why this fails:

Credentials are generic, not domain-specific

No connection to the actual challenge

"Years of experience" says nothing about relevance
Could describe any defense company's team

Page 52 of 116



Strategic Communications for Space

AFTER:

Built by DARPA alumni who've shipped before.

Dr. David Reyes Dr. Sarah Kim Michael Jensen Elena Petrov
CEO Founde & Co-Founde coo CF(

Gen. Mark Thompson (Ret.) Dr. Lisa Chen James Wright

The team that built it. The team that will scale it.

The transformed slide stops her from wondering whether this team can execute. The CEO ran
$2B+ in directed energy programs at DARPA. The CTO invented ThermoCycle and holds 23
patents. The COQ scaled Lockheed's DEW production line. The CFO was CFO at Anduril and led
their $1.5B Series E. Then the advisors: former Commander of Army Futures Command, former
Undersecretary of Defense for R&E, former CEO of General Atomics. She stops evaluating
credentials. She starts evaluating terms.

Why this works:

Every credential connects directly to the challenge

CEO ran the programs that buy this technology

CTO invented the core IP

COO scaled exactly this type of production

Advisors provide institutional access at the highest levels
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Strategic Communications for Space

The risk slide must identify concerns and show how they have already been mitigated.

Sophisticated decision-makers do not expect risk-free opportunities. They expect awareness

and preparation.

Address technical, customer, competitive, and supply-chain risk directly. Hiding risk signals

naivety. Managing it signals maturity.

BEFORE:

PHOTON DYNAMICS CORPORATION

Risk Factors and Considerations

The following risk factors should be carefully considered by potential investors and partners. This summary is not exhaustive and additional risks may exist that could materially affect the

Company's business, financial , and results of op:

Technical Risks
Technology development risk associated with novel thermal management approaches
Potential challenges in scaling from laboratory to production environment
Beam quality degradation under sustained operation conditions

Market Risks
Changes in government defense spending priorities
Competitive pressure from established prime contractors
Extended procurement timelines typical of defense acquisitions

Integration complexity with existing defense platforms International reguiatory and export control requirements

Software development and AVML algorithm performance Dependence on key govemment contract awards

Operational Risks Financial Risks

Supply chain disruptions affecting critical components Capital requirements for continued R&D and production

Manufacturing scale-up challenges and quality control Revenue conc and customer y
Key personnel retention in competitive talent market
Facility and infrastructure requirements
Cybersecurity and intellectual property protection

Cost overruns in development programs
Working capital management in long-cycle contracts
Currency and interest rate exposure

Sarah clicks to slide nine. The original shows "Risk Factors and Considerations" with four
quadrants of generic risks. Technology development risk. Changes in government defense
spending. Supply chain disruptions. Capital requirements for continued R&D. Each category has
five or six sub-bullets of potential problems. No mitigations. A legal disclaimer at the bottom
notes that "detailed risk management plans available upon execution of NDA." She writes
"evasive" in the margin.

Why this fails:

Lists risks without mitigations

Generic concerns that apply to any defense company
Legal disclaimer signals evasion

Creates anxiety instead of confidence
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AFTER:

Every hard question...already answered.

Technology Risk Procurement Risk

| 2,847 test fires. 8-hour continuous run at 300kW. TRL 7 validated by DoD. | $340M signed. OTA pathway. Active programs with Army and Navy.

Competition Risk Production Risk

\ 17 patents. 5+ year moat. Primes are partners, not competitors. COO scaled Lockheed 10x. Supply chain secured. Facility expansion in this
round.

Every risk identified. Every risk addressed.

The transformed slide answers every question she planned to ask. Technology risk? 2,847 test
fires, 8-hour continuous run, TRL 7 validated. Procurement risk? $340M already signed, OTA
pathway, active programs with Army and Navy. Competition risk? 17 patents, 5+ year moat,
primes are partners not competitors. Production risk? COO scaled Lockheed 10x, supply chain
secured, facility expansion in this round. She crosses out her list of concerns. They thought of

everything first.
Why this works:
e Every risk has a specific mitigation
e Mitigations reference concrete actions already taken
e Technical risks show engineering depth
e Business risks show operational sophistication
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3.1.10. Customer Slide

The customer slide must show who is buying and why they cannot wait.

Do not start with markets. Start with people. Name the commands, offices, missions, or
operators who feel the problem today.

If no one wakes up worried about the problem you solve, adoption will be slow regardless of
market size.

BEFORE:

PHOTON DYNAMICS CORPORATION

Target Market Segmentation

Governmen it Sector Commercial Sector
Department of Defense, Department of Homeland Security, Inteligence Community, Federal Law Enforcement Critical Infrastructure Protection, Industrial Security, Arport Security, Maritime Appications

nternational Markets Adjacent Markets
ATO Allies, Five Eyes Partners, FMS-Eigble Countries, Strategic Partners Space Systems, Aut

Sarah reaches slide ten. The original shows a TAM/SAM/SOM diagram with concentric circles.
$150B total addressable market, $45B serviceable addressable market, $2B serviceable
obtainable market. Below that, four market segments: "Government Sector," "Commercial
Sector," "International Markets," "Adjacent Markets." Each segment lists broad categories
without specifics. No actual customers are named. No missions are identified. She writes "who's
actually buying?" in the margin.

Why this fails:

Abstract market segments instead of actual customers
TAM/SAM/SOM says nothing about who will buy

No operational requirements or mission sets
"Government Sector" could mean anything
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AFTER:

Army. Navy. Allies. All buying now...

0O at

PRIMARY EXPANSION STRATEGIC
US Army SHORAD US Navy Shipboard NATO Allies

$890M 2 $520M DDG-51 $390M 5

They're not asking if it works. They're asking how fast we can deliver.

The transformed slide answers her question directly. US Army SHORAD: short-range air
defense, counter-UAS, $890M pipeline, two active programs. US Navy Shipboard: point
defense for destroyers, unlimited magazine for saturation attacks, $520M in LOIs, DDG-51
target platform. NATO Allies: five nations, FMS pathway established, $390M in LOIs. These
aren't projections. These are conversations already happening. She writes "demand exceeds
capacity" in her notes.

Why this works:
e Specific customer segments with named programs
e Each segment has pipeline value and status
e Mission descriptions show operational understanding
e Progression from primary to expansion to strategic shows GTM logic
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3.111. Market Slide

The market slide must show a large opportunity and a credible path to capture it.

TAM without entry strategy is decoration. A $100B market is irrelevant if you cannot explain how
you reach your first $10M.

Cost advantage, regulatory leverage, or procurement dynamics should drive your capture story.

BEFORE:

PHOTON DYNAMICS CORPORATION

Market Size and Growth Projections

The global directed energy weapons market is projected to experience significant growth over the forecast period, driven by increasing defense budgets, rising geopolitical tensions, and technological
advancements in laser and high-power microwave systems. Key market drivers include the proliferation of unmanned aerial systems (UAS), the need for frect es against
threats, and government initiatives to modernize military capabilities across multiple domains.

Segment 2024 2025 2026 2027 2028 CAGR
High Energy Lasers $4.28 $5.18 36.28 $7.58 $0.18 21.3%
High Power Microwave $1.88 $2.18 $2.58 $2.98 $3.48 17.2%
Particle Beam $0.38 $0.48 $0.58 $0.68 $0.78 23.5%
Supporting Systems 5248 $2.88 $3.38 $3.98 $4.68 17.7%
Total Market $8.78 $10.48 $1258 $14.98 $17.88 19.6%

Sarah clicks to slide eleven. The original shows a market growth table with five-year projections
across four segments. CAGR percentages appear alongside source citations from three
different market research firms. A dense paragraph explains market drivers. Nothing shows how
Photon Dynamics captures any of this market or why now matters.

Why this fails:
e Market description without capture strategy
e Third-party research doesn't validate this specific opportunity
e No timing catalyst or urgency driver
e Missing the "so what" for investors
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AFTER:

MARKET OPPORTUNITY

...because a $12.4B market is s12.48

opening... ==
$12.4B 1

Directed energy weapons market

v Drone swarm threat accelerating across all theaters
_ Allied Nations / FMS Cost asymmetry forcing procurement shift from missiles

DoD Directed Energy Roadmap mandates 300kW by 2027

26% CAGR through 2030. The shift to directed energy is happening.

The transformed slide shows the number that matters: $12.4B by 2030. The breakdown
matches the customers she just saw. Army/Ground: $5.8B. Navy/Maritime: $3.9B. Allied Nations:
$2.7B. The trajectory is steep: $3.1B today, $12.4B in five years, 26% CAGR. Then she sees why.
Drone swarms are accelerating across every theater. Cost asymmetry is forcing procurement
away from missiles. And the DoD Directed Energy Roadmap mandates 300 kW by 2027. That's
not a market forecast. That's a deadline.

Why this works:

Single market number is memorable ($12.4B)

Breakdown matches customer segments from previous slide
Growth trajectory shows acceleration

Market drivers explain why now

DoD mandate creates procurement forcing function
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3.1.12. Competition Slide

The competition slide must compare alternatives using metrics that matter.

Competitors exist. Pretending otherwise signals inexperience. Use side-by-side comparisons on
performance, cost, timeline, and weight.

Feature lists obscure differentiation. Measured comparison builds trust.

BEFORE:

PHOTON DYNAMICS CORPORATION

Competitive Feature Analysis

Capabllity Photon Dynamics Lockheed Martin Raytheon Northrop Grumman Boeing L3Harris

Fiber Laser Architecture
Thermal Management
Beam Quality

Power Scalabiity

SWaP Optimization
Manufacturing Readiness
DoD Relationships

Cost Structure

IP Portfolio

System Integration

Sarah reaches slide twelve. The original shows a feature matrix with ten rows and six columns.
Colored dots indicate capability levels: green for strong, yellow for moderate, red for weak.
Every company, including Photon Dynamics, has a mix of green, yellow, and red. No clear
winner emerges. She has to calculate the winner herself. She doesn't.

Why this fails:

Feature matrix obscures differentiation
Mix of colors suggests no clear leader
Viewer must calculate the winner
Missing the metrics that actually matter
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AFTER:

...and we're the only ones at weapon-class.

Photon Dynamics $340M signed

Lockheed Martin 12 sec Development

Raytheon 100 kW 5 sec Navy prototype

Northrop Grumman 100 kW 10 sec R&D phase

Boeing Lab demo

Same laser tech. Only we solved thermal.

The transformed slide requires no calculation. One row stands out. Photon Dynamics: 300 kW,
unlimited fire, zero cooldown, TRL 7, $340M signed. Lockheed: 150 kW, 12 seconds, 10-minute
cooldown, TRL 6, still in development. Raytheon: 100 kW, 15 seconds, 8-minute cooldown, TRL
6, Navy prototype. Northrop and Boeing trail further behind. One company is operational.
Everyone else is still developing. She highlights the Photon Dynamics row and moves on.

Why this works:

Metrics that matter: power, duration, cooldown, readiness, contracts
Clear visual hierarchy with Photon Dynamics highlighted
Competitors' actual numbers, not strawmen

TRL and contract status distinguish operational from developmental
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3.113. Go-To-Market Slide

The go-to-market slide must reflect how defense procurement actually works.

Show a phased approach: beachhead customer, expansion within the department, then allied or
commercial scaling.

Generic statements like “strategic partnerships” indicate unfamiliarity with real procurement
pathways.

BEFORE:

PHOTON DYNAMICS CORPORATION

Go-To-Market Strategy

« Pursue strategic partnerships with established defense prime contractors to accelerate market entry and leverage existing customer relationships
o ldentify potential partners with complementary capabilities
> Negotiate teaming agreements for major program pursuits

Explore joint venture opportunities for international markets

« Engage directly with Department of Defense program offices and requirements communities to shape future procurement opportunities
» Participate in industry days and technical interchange meetings
o Respond to RFIs and sources sought notices

o Build relationships with key decision-makers

« Leverage Other Transaction Authority (OTA) and rapid acquisition pathways to demonstrate capability and establish production credentials

> Submit proposals through DIU and service-specific OTA consortia

» Pursue SBIR/STTR Phase IIl opportunities

« Develop international market presence through Foreign Military Sales and Direct Commercial Sales channels
o Obtain required export licenses and approvals
o Establish relationships with foreign defense ministries

» Partner with in-country representatives

Sarah clicks to slide thirteen. The original shows bullet points of generic activities. "Pursue
strategic partnerships." "Engage with DoD program offices." "Leverage OTA pathways."
"Develop international market presence." Each bullet has sub-bullets listing more generic
activities. No specific customers. No specific timelines. No specific revenue targets. She writes
"do they know how defense procurement works?" in the margin.

Why this fails:

Generic activities instead of specific outcomes
No named customers or programs

No timeline or phasing

Does not demonstrate procurement expertise
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AFTER:

GO-TO-MARKET

Land Army. Expand Navy. Scale allies...

[ now |
2025 2026 2027+

Army Foundation Navy Expansion Allied Scale

NAT

$450M+

Prove with Army. Scale with Navy. Dominate with allies.

The transformed slide answers her concern. 2025: Army foundation. DE-MSHORAD delivery,
first 12 production units, $85M revenue target. 2026: Navy expansion. DDG-51 qualification, first
FMS contract, scale to 50 units per year, $210M target. 2027 and beyond: Allied scale. NATO
certification, five nations, 200+ units annually, $450M+. The phases have names, dates, unit
counts, and revenue. She erases her note. They know exactly how this works.

Why this works:

Three phases with specific years

Each phase has concrete milestones

Revenue targets create accountability

Named programs demonstrate procurement knowledge

Page 63 of 116



Strategic Communications for Space

3.1.14. Roadmap Slide
The roadmap slide must show specific milestones tied to time.
Quarters matter. Named events matter. Acceptance tests matter.

“Continue development” signals uncertainty. “Navy acceptance testing Q4 2025" signals
control.

BEFORE:

PHOTON DYNAMICS CORPORATION

Development Roadmap

Phase Timeline  Key Activities Milestones
Phase 1: 2024- Continue system development and integration; conduct additional testing; refine thermal management  Complete CDR; achieve TRL 7; secure initial customer
Development 2025 subsystem; engage potential customers interest
Phase 2: 2025- Execute demonstration programs; validate performance in ops : pursue Successful field demonstration; production contract
Demonstration 2026 production contracts; expand team award; achieve TRL 8
Phase 3: Production  2026- Establish production capability; deliver initial units; provide training and support; pursue follow-on First unit delivery; production rate established;
2027 contracts interational sales initiated
Phase 4: Scale 2027+ Scale production; expand product line; pursue adjacent markets; consider strategic options Production rate increase; new product variants; market

leadership position

Sarah reaches slide fourteen. The original shows a four-phase roadmap table. Phase 1:
"Development" (2024-2025). Phase 2: "Demonstration" (2025-2026). Phase 3: "Production"
(2026-2027). Phase 4: "Scale" (2027+). Key activities are described in paragraphs. Milestones
are vague: "Complete CDR," "achieve TRL 7" "secure initial customer interest." She can't hold
anyone accountable to this.

Why this fails:
e Year ranges instead of specific quarters
e Vague milestones that cannot be verified
e No revenue or financial milestones
e Missing accountability checkpoints
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AFTER:

...field by '25, dominate by '27.

Q4 2024 Technology Validation

Series C Close & Production Start

Field Deployment & Navy Enti

Army field ey

Scale & International

We've hit every milestone so far. We'll hit the next ones too.

The transformed slide gives her specific dates. Q4 2024, already complete: 2,847 test fires, TRL
7 achieved, $340M contracts signed. Q1-Q2 2025: Series C close, manufacturing expansion,
first 6 production units. Q3-Q4 2025: Army field evaluation, Navy prototype contract, $85M
revenue. 2026: 50 units delivered, first FMS contract, Series D or IPO prep. Every quarter has a
milestone. Every milestone is verifiable. She can check back in six months and know exactly
whether they're on track.

Why this works:
e Specific quarters, not year ranges
e Q4 2024 shows track record of execution
e Each milestone is verifiable
e Financial milestones create accountability
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3.1.15. Ask Slide

The ask slide must specify what you need and what the investor gets. State the amount. Show
the allocation. Tie it to outcomes.

Vague asks signal poor planning. Specific asks signal operational discipline.

BEFORE:

PHOTON DYNAMICS CORPORATION

Investment Opportunity

Seeking Strategic Investment to Accelerate Growth

Photon Dynamics is seeking investment from strategic partners who can provide both capital and
operational value-add to accelerate our growth trajectory

Funding will be used to expand engineering team, scale manufacturing capabilities, and pursue key
customer opportunities

Investment structure flexible based on investor preferences and strategic alignment

Projected returns based on achievement of key technical and commercial milestones outlined in
business plan

.

Detailed financial projections and due diligence materials available upon execution of NDA

James Chen, CEO | jchen@photondynamics.com | (703) 555-0147

Sarah clicks to slide fifteen. The original reads "Seeking Strategic Investment to Accelerate
Growth." Bullet points explain that funding will be used for various purposes. Investment
structure is "flexible." Returns are "projected based on milestones." Detailed financials require an
NDA. She writes "how much?" in the margin, frustrated.

Why this fails:
e No specific dollar amount requested
e '"Flexible structure" suggests desperation
e Vague use of funds
e No return projection or timeline
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AFTER:

USE OF FUNDS

Manufacturing scale-up (50200 units/yr)

$75 M sec u res you r R&D and next-gen development
pOSition oo Sales, ops, and working capital

$75M 10-15x

Series C

$425M

PIPELINE BACKING THE RETURN

$340M $890M

The tech is proven. The market is ready. This is the scale round.

The transformed slide tells her exactly what she's buying. $75M at $425M post-money. The
allocation is specific: $34M for manufacturing scale-up (50 to 200 units per year), $22M for R&D
and next-gen, $19M for sales and working capital. The return math is clear: 10-15x based on
$1.8B pipeline and defense comps at 8-12x revenue. Pipeline breakdown: $340M signed,
$890M in US government LOIs, $520M in allied LOls. She doesn't need to build her own model.
They already showed her the math.

Why this works:

Specific dollar amount with specific valuation

Use of funds breaks down the allocation

Return projection based on comparable transactions
Pipeline shows where the return comes from
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3.1.16. Decision Slide

The final slide must present a binary decision with clear consequences.
Do not summarize. Summaries defer action.

Show exactly what happens if the audience says yes and what happens if they do nothing,
using the same metrics for both. End with a decision, not a conclusion.

BEFORE:

PHOTON DYNAMICS CORPORATION

Summary and Conclusions

Key Takeaways

« Photon Dynamics has developed differentiated technology that addresses critical capability gaps in the directed energy weapons market
« Our thermal management breakthrough enables sustained high-power operation that competitors cannot match

« Strong intellectual property portfolio protects our competitive advantage

« Experienced team with deep domain expertise and industry relationships

« Large and growing market with si tailwinds

« Clear path to production and commercialization

Investment Highlights

« Attractive entry valuation relative to market opportunity

« Multiple potential exit paths including strategic acquisition and IPO
« De-risked technology with demonstrated performance

« Strong government customer interest and engagement

Proposed Next Steps

1. Schedule follow-up meeting to discuss detailed financials
2. Arrange facility tour and technology demonstration

3. Execute NDA for access to data room

4. Introduce to technical advisors for diligence

Sarah reaches the final slide. The original reads "Summary and Conclusions." Bullet points recap
key takeaways. Investment highlights are listed. Proposed next steps include scheduling a
follow-up meeting, arranging a facility tour, executing an NDA, and introducing to technical
advisors. She closes the deck. She'll think about it later. She never does.

Why this fails:

Summary instead of decision

Recap of previous slides adds nothing
"Proposed next steps" is passive

No consequences for inaction
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AFTER:

300kW $340M 17 $1.8B

...before we own directed
energy.

Directed energy at scale. Join us.

Dr. David Reyes, CEO

invest@photondynamics.io

The transformed slide doesn't let her defer. Four numbers anchor the choice: 300 kW
continuous fire, $340M signed, 17 patents, $1.8B pipeline. The headline frames the stakes:
"...before we own directed energy." One email address. One decision. She either writes the
check or watches someone else do it. The deck doesn't end with a summary. It ends with a
question she has to answer. She opens her email and starts typing.

Why this works:

Four metrics summarize the entire case
Framing implies the window is closing
Contact information enables immediate action
No summary, no recap, just a decision point

Page 69 of 116



Strategic Communications for Space

3.1.17. Conclusion

Sarah started the evening ready to say no. Fourteen decks to review, and Photon Dynamics was
number eleven. The original deck gave her every excuse to move on: generic claims, buried
information, vague milestones, passive asks. The transformed deck removed those excuses.
Each slide answered a question before she asked it. Each number was specific and verifiable.
Each risk came paired with a mitigation already in place.

The pattern across all sixteen slides remains consistent. What changes is not the underlying
technology or the facts about the company. What changes is how those facts are organized,
emphasized, and presented based on what decision-makers need to evaluate.

The principles that emerge:

e Oneidea per slide. If you are explaining two things, you need two slides. Competing
concepts dilute attention and reduce retention.

e Numbers over adjectives. "300 kW sustained output" communicates capability.
"Powerful laser system" communicates nothing that can be evaluated.

e Visuals that work without you. Every slide will be forwarded to someone who was not
in the room. If it requires explanation to make sense, it will not survive that forwarding.

e Hierarchy that guides attention. The most important information receives the largest
visual treatment. Readers scan before they read. Structure determines what they notice.

e Proof over claims. "2,847 test fires" can be verified. "Extensively validated" cannot.
Decision-makers discount what they cannot check.

Photon Dynamics Deck Transformation Summary

“ e “

Cover Generic description with partner logos  "Only operational megawatt-class platform"
with 3 proof points

Context Capability gap analysis "40:1, $50K drone vs $2M intercept"

Problem List of failed programs "Every laser hits the same wall: thermal" with
competitor timeline

Solution 12 innovations listed "So we stopped trying to cool it"

How It Works 42-component architecture diagram 4 steps: Detect, Track, Engage, Neutralize

Technology 100-page appendix 6 specs with compliance badges and 17
patents

Proof Internal test results "2,847 test fires. $340M signed. TRL 7"

Team Generic credentials DARPA PM, Raytheon Chief Scientist,
Lockheed production

Risk Wall of risks, NDA required 4 risks with specific mitigations

Customer TAM/SAM/SOM circles Army SHORAD, Navy Shipboard, NATO Allies

with pipeline values
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““

Market Growth projections table $12.4B by 2030, 26% CAGR, 3 market drivers

Competition Feature matrix with colored dots Comparison table showing Photon Dynamics
operational, competitors developing

Go-To-Market Generic activities 2025 Army, 2026 Navy, 2027+ Allies with
revenue targets

Roadmap Year ranges with vague milestones Quarterly milestones from Q4 2024 through
2026

Ask "Seeking strategic investment" $75M for 10-15x return on $1.8B pipeline

Decision Summary slide "...before we own directed energy" with
contact

Every transformation follows the same underlying logic: replace abstraction with specificity,
replace complexity with clarity, replace claims with evidence. The technology did not change
between the before and after versions. The communication did.

This matters because decks are not read in isolation. They are reviewed quickly, often at the end
of long days, alongside competing materials from organizations that may have understood
these dynamics earlier. The difference between funding and rejection is rarely the quality of the
technology. It is whether the person reviewing the deck can explain its value to someone else.

(For the complete Photon Dynamics deck and a second case study, Eternal Orbit, an in-space
refueling company, see Appendix A.)
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3.2 The One-Pager

You step into an elevator at the Reagan National Airport Marriott during the Air Force
Association conference. A two-star general glances at your badge. "Photon Dynamics.
What do you do?" You have eleven floors to answer. Your pitch deck is in your laptop bag.
Your deck is useless here.

This is what one-pagers are for. The general will not schedule a meeting based on your verbal
summary. She will say "send me something" and hand you a business card. What you send
determines whether you get fifteen minutes on her calendar or silence.

Most teams fail by compressing their deck into a single page. They shrink fonts, eliminate white
space, and cram twelve concepts where four will fit. The result is unreadable and signals that
the company cannot prioritize.

A one-pager answers four questions only:

1. What problem do you solve?

2. How do you solve it?

3. Why should anyone believe you?
4. What do you want?

Everything else competes for attention without earning it.

The format favors density over narrative. Where a deck unfolds across sixteen slides, a
one-pager presents everything simultaneously. Readers scan rather than follow. Hierarchy
matters more than sequence. The general will look at your one-pager for twenty seconds while
walking to her next meeting. In that window, she decides whether to read further or drop it in her
hotel room trash.

We will build one-pagers for two fictitious companies.

e First, Photon Dynamics, our directed energy company from the deck section. The
challenge is establishing credibility in a domain littered with decades of overpromising
and uneven delivery.

e Then Eternal Orbit, which operates an in-space refueling network for commercial and
government satellites. The challenge is explaining why refueling in orbit makes economic
sense when the concept sounds exotic to most readers.

Each company faces a different entry point for skepticism. Photon Dynamics must prove the
technology works before anyone will consider the market. Eternal Orbit must prove the market
exists before anyone will consider the technology. The one-pager format forces each to resolve
that skepticism in seconds, not slides.

(Note: Full-page versions of both one-pagers are available via Dropbox links in Appendix B for
high-resolution download.)
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3.2.0. The Anatomy of a One-Pager

A one-pager is not a compressed pitch deck. It is a different document with different goals.
Where a deck persuades through narrative sequence, a one-pager persuades through
information architecture.

Everything appears at once. There is no beginning, middle, or end. The reader does not follow a
story. They scan a surface. What they notice first, second, or not at all is determined entirely by
visual hierarchy.

The anatomy of a one-pager is therefore defined by priority, not sections. A strong one-pager
makes the central claim immediately legible, even if the reader does not read a single sentence.
The supporting evidence sits close to that claim and reinforces it without explanation. Context
fills in around the edges for readers who stay longer.

This mirrors how senior decision-makers actually consume information. They glance before they
read. They evaluate credibility before they process detail. They decide whether something is
worth further attention long before they understand how it works.

An effective one-pager uses spacing, scale, and contrast to signal importance. Related
information is grouped tightly. Unrelated ideas are separated clearly. If two elements compete
visually, one of them is unnecessary.

Nothing is included to be comprehensive. Everything is included because it earns its place.
When the anatomy is correct, a reader can understand what the company does, why it matters,
and whether it is real within seconds, even if the document is never read top to bottom.

The Essential Zones of a One-Pager

N N T

Header Identity and ask Communicate company, category, and funding
request in one glance

Context The constraint that Establish why the problem exists and why it persists
creates urgency
Metrics Bar Proof of capability and Answer practical questions with numbers, not
traction claims
Market + Opportunity size and Show the prize and why this approach wins
Differentiation competitive advantage
Proof Third-party validation Provide external evidence with names, dates, and
results
Team Execution credibility Connect credentials directly to the challenge at
hand
Pipeline + Timeline Traction and milestones ~ Demonstrate momentum and path to return
Call to Action The next step Give one specific thing the reader can do
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A one-pager is a lure, not a comprehensive brief. The goal is to land a meeting, not to close a
deal on paper. If the reader feels overwhelmed, they stop reading. If they stop reading, they
don't reach out.

This means restraint is structural, not stylistic. Every element competes for attention, and
attention is finite. A one-pager with twelve proof points is harder to process than one with five,
even if all twelve are valid. The question is not "what can we include?" but "what earns its
place?"

The best one-pagers leave the reader with a clear sense of what the company does, why it
matters, and whether it is credible, along with a single unanswered question interesting enough
to warrant a conversation. That question is the lure. If the document answers everything, there
iS No reason to meet.
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3.2.1. Photon Dynamics

The full one-pager is available for download in Appendix B, or directly here.
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Sarah opens the document already skeptical. Directed energy has a reputation for
overpromising, and she has seen enough "breakthrough" claims to approach the category with
caution.

Her eye lands first on the cost comparison at the top of the page. $50K drones versus $2M
missiles, reduced to $0.10 per shot. The numbers are large, unavoidable, and they reframe the
problem before any paragraph tries to explain it. She hasn't read a sentence yet, but she
understands the asymmetry.

Below that, a single row catches her attention: China 2021, Israel 2022, Turkey 2023, USA NOW.
It's a timeline of which nations have crossed 100kW capability. She processes the competitive
context in a glance, without needing to parse a block of text about the global landscape.

Her gaze moves to the center of the page, where two boxes sit side by side. On the left, a cycle
labeled "Everyone Else" that ends in cooldown. On the right, a cycle labeled "Photon Dynamics"
that feeds heat back into power. The visual contrast is immediate. She doesn't need to
understand the thermodynamics to see that one approach has a ceiling and the other doesn't.

The lower section is dense with proof. $340M in signed contracts. 2,847 test fires. TRL 7
validation. 17 patents. $1.8B pipeline. These are not projections or addressable markets. They
are operational records. A quote from the Naval Surface Warfare Center sits just below, offering
third-party validation without requiring her to take the company's word for it.

By the time Sarah reaches the ask at the bottom of the page, her posture has shifted. She is no
longer evaluating whether directed energy works. She is considering where it might be deployed
and whether the terms make sense. The one-pager has done its job.

Why it works:

e Cost comparison hits before any explanation. The reader understands the economic
case in seconds.

e Competitive timeline (China, Israel, Turkey, USA) creates urgency without stating it
explicitly.

e Side-by-side breakthrough comparison is visual, not verbal. The difference is legible
without technical knowledge.

e Proof metrics are records, not projections. $340M signed, 2,847 fires, TRL 7. These are
facts that can be verified.

e Third-party validation (Naval Surface Warfare Center) resolves credibility without the
company vouching for itself.

e The reader leaves with one unanswered question: where would | deploy this? That
question is worth a meeting.
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3.2.2. Eternal Orbit
The full one-pager is available for download in Appendix B, or directly here.
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Sarah opens this document with a different kind of skepticism. In-space refueling sounds like a
solution in search of a problem. She's not sure why it matters.

The first line answers that question directly. $2.8B in functional satellites discarded every year.
The hardware works. They just ran out of fuel. The framing is pointed: this is waste, not
opportunity. Waste is harder to dismiss.

Her eye moves to the cost row beneath the headline. 47 satellites retired per year, multiplied by
$400M in replacement costs, versus $30M to refuel. The math is simple enough to process
without a calculator. She understands the margin before she understands the technology.

On the left side of the page, a network diagram shows Earth surrounded by orbital depots,
servicer vehicles, and customer satellites. It's easy to mistake this for a concept illustration, but
the labeling makes clear that this infrastructure already exists. On the right, the process is
broken into four steps: dispatch, dock, transfer, repeat. Below that, two boxes compare
timelines. Competitors require 18 months or more per mission because they build from scratch.
Eternal Orbit delivers in six weeks because the fuel is already on-orbit.

A red-bordered callout pulls her attention. $1.2B in government refueling contracts closing in
2025. First-mover wins. The urgency is stated, not implied.

The bottom of the page is heavy with metrics. Network assets: 12,000 kg of propellant, 8
servicer vehicles, 3 orbital depots, 94% uptime. Commercial traction: $420M signed, 7 missions
complete, 100% success rate, $2.1B pipeline. Sarah is looking at an operating business with
paying customers, not a pitch for something that might work someday.

By the time she reaches the ask, the document has already answered the question she arrived
with. She no longer wonders why in-space refueling matters. She is thinking about whether the
valuation is reasonable.

Why it works:

e Opens with waste, not opportunity. $2.8B discarded annually reframes the problem as
irrational, making the solution feel inevitable.

e Simple math (47 x $400M vs $30M) communicates the margin without requiring a
financial model.

e Network diagram shows infrastructure that exists, not a concept. The reader sees an
operating business.

e Process comparison (18+ months vs 6 weeks) makes the structural advantage visible
without technical explanation.

e Urgency is explicit. $1.2B in contracts closing in 2025 gives the reader a reason to act
NOW.

e Metrics are operational, not aspirational. 7 missions complete, 100% success rate,
$420M signed.

e The reader leaves with one unanswered question: is the valuation reasonable? That
question is worth a meeting.
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3.2.3. Conclusion

One-pagers are reviewed without the presenter in the room. They are forwarded to colleagues,
opened between meetings, and scanned in contexts the creator will never see. When they fall,
the cause is rarely the quality of the information. More often, it is the hierarchy. Good content
gets buried. Evidence sits where the eye doesn't land. Value may be real, but it isn't legible
under time pressure.

The two examples in this section follow a similar logic. Photon Dynamics places operational
proof at the top of the visual hierarchy and saves the technical explanation for later. Eternal Orbit
opens with economic waste and shows an existing network before describing the market
opportunity. In both cases, credibility is resolved before the reader is asked to believe anything.
By the time the ask appears, skepticism has already softened.

What makes visual strategy effective is not the quality of the graphics or the polish of the layout.
It is the sequencing of attention. The document controls what the reader notices first, second,
and not at all. Decisions are shaped not only by what is shown, but by how quickly someone can
grasp why it matters.

Decks and one-pagers are static documents, but their effects are not. The next section shifts to
a different environment, one where communication is continuous, public, and cumulative, and
where impressions build over time rather than resolving in a single review.
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Section 4

Continuous Strategic Communication

Page 80 of 116



Strategic Communications for Space

Introduction

Decks and one-pagers are discrete transactions. You send them, they get read, and the
interaction ends. LinkedIn operates differently. It runs continuously. The people who received
your one-pager see your posts for months afterward. The general who took your card at AFA
watches what you publish before deciding whether to schedule that meeting.

Most space and defense professionals treat Linkedln as an afterthought. They post press
releases, reshare articles without commentary, and congratulate colleagues on promotions. This
does not constitute strategic communication. It is presence without purpose.

The platform matters because it shapes how your formal materials get received. A deck from a
company with no Linkedln presence arrives cold. A deck from a company whose posts have
appeared in someone's feed for six months arrives warm. The general already knows your
name. She has seen your perspective on contested logistics or orbital debris. She opens your
one-pager with context you did not have to provide.

4.0. The Difference Between Posting and Positioning

Posting is putting content on a platform. Positioning is shaping how an audience perceives your
organization over time. Most companies post. Few position themselves.

e Posting asks: "What do we have to announce?"
e Positioning asks: "What should our audience believe about us, and what content
makes that belief inevitable?"

The distinction matters because feeds are competitive environments. Your post competes with
every other post for attention. A company announcement that reads like a press release loses to
industry analysis that helps someone prepare for tomorrow's meeting.

Post Types and Their Strategic Functions

Capability Establishes what you can do After validated milestones, not

announcement promises

Contract win Signals market validation When you can name the customer or
category

Employee spotlight Shows caliber of team When credentials connect to
company capability

Industry analysis Demonstrates expertise When you have insight others lack

Threat framing Creates urgency for your solution When external events support your
positioning

Hiring post Attracts talent and signals growth When you can describe the work
specifically
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4.1. Before You Write Anything

Four questions determine whether a post is strategic:

1.  Who reads this? Name them specifically. Not "executives" but "CTOs at defense
primes who need board-ready talking points about supply chain risk."

2. What action do you want? Click the link? Share with their team? Comment with insider
knowledge? DM you for details? If you cannot name the action, the post likely lacks
strategic purpose.

3. Why should they care today? Not eventually. Today. What meeting are they walking
into where this matters?

4. How does this make them look? People share content that makes them appear
informed, strategic, or ahead of competition. If your post does not make the sharer look
good, it rarely spreads

What Triggers Engagement

Sharing Content gives them talking points for tomorrow's meeting. Makes them first to spot
a strategic risk. Numbers or facts their boss has not seen.

Commenting You ask about their specific pain points. Your insight contradicts conventional
wisdom. They have insider information that adds to yours.

DM They need more detail for an active decision. Your post relates to their program.
They want to explore partnership.

Remember, if the post does not compel a specific action, it is often content for its own sake.
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4.2. Ten Transformations

The following examples show how the same underlying information becomes strategic
communication. Each transformation applies the principles from earlier sections: lead with what
matters to the audience, quantify where possible, and give readers something they can use. We
will use the fictional companies from earlier sections: Photon Dynamics and Eternal Orbit.

4.2.0.The Employee Spotlight

Photon Dynamics

Employee spotlights are typically used to humanize the team. They emphasize education, prior
employers, and personal interests to signal culture and likability. In practice, these posts rarely
change how external audiences evaluate technical credibility. The information is true but
non-diagnostic. Credentials are listed without being connected to outcomes, and personal
details substitute for evidence of capability. The result is content that feels pleasant but
interchangeable, and that does little to strengthen confidence in the organization's technical
edge.

BEFORE
Meet Dr. Kevin Park, our Lead Thermal Engineer

When Kevin isn't working on our cooling systems, he's probably hiking with his two dogs or restoring his
1967 Mustang. A lifelong car enthusiast, Kevin has been working on engines since high school.

Kevin earned his PhD in Mechanical Engineering from MIT and joined Photon Dynamics in 2023 after 8
years at Lockheed Martin's Skunk Works division.

We're lucky to have him on the team!

AFTER

The engineer who solved thermal management for directed energy spent 8 years at Skunk Works. Now
e works for us.

Dr. Kevin Park left Lockheed's most classified division to join a 40-person startup. MIT PhD. Eight patents
in high-energy thermal systems. He figured out why every other laser weapon overheats in 8 seconds.

Ours fires for 12 minutes.
We are hiring two more thermal engineers who want to work at this level.

Apply: careers@photondynamics.com

#DirectedEnergy #DefenseJobs #LaserWeapons #AerospaceEngineering
Why it works:

The revision anchors the individual to a concrete technical problem and its resolution. The
engineer is introduced through the capability he enabled, not his résumeé. Prior experience is
framed as causal, not decorative. Time at Skunk Works, patent count, and startup choice are
positioned as inputs that explain a specific operational result. The firing-duration comparison
provides a clear benchmark that translates expertise into performance. The close converts
credibility into momentum. The spotlight no longer exists in isolation; it reinforces the company's
technical ceiling and selectively attracts talent capable of operating at that level.
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4.21. The Conference Appearance

Eternal Orbit

Eternal Orbit wants to signal credibility around in-space servicing without overselling vision or
repeating generic conference language. The objective is not to promote attendance, but to
reinforce that the company is already operating, already delivering, and already trusted by major
customers. The conference appearance is used as a vehicle to surface proof, not as the
message itself.

BEFORE

We're excited to announce that our CEO Dr. Maya Rodriguez will be speaking at the
Satellite Conference in Washington! Join us April 8th for insights on the future of in-space
servicing. Register at the link below.

AFTER
Dr. Maya Rodriguez speaks in Washington tomorrow. She will explain why Intelsat signed a
180M contract to refuel satellites they were planning to deorbit.

atellite Conference. April 8. Panel 2A.

Most sessions will discuss when in-space servicing becomes viable. Ours will cover the Q2
ission schedule.

Seven missions complete. 100% success rate. We are the only company with an operational
efueling network.

If you are attending, find Dr. Rodriguez after the panel or reach out directly:
rodriguez@eternalorbit.io

InSpaceServicing #SatelliteOperations #Spacelogistics #CommercialSpace
Why it works:

Most conference posts announce participation and describe topics. This revision treats the
appearance as secondary and leads with evidence instead. The post establishes market
validation immediately through the Intelsat contract and operational status, reframing the panel
as a discussion about execution rather than possibility. Specific details, mission count, success
rate, and network status anchor credibility under time pressure. The close offers a clear path to
engagement without promotional language, allowing the reader to act based on relevance
rather than hype.
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4.2.2. The Technology Capability Post

Photon Dynamics

Photon Dynamics wants to communicate technical superiority in a directed energy market
crowded with research programs and incremental progress. The goal is to move beyond
abstract performance language and demonstrate why its architecture matters operationally, to
buyers who care about sustained firing, cost per shot, and deployment timelines rather than
peak power specifications.

BEFORE

Our directed energy platform provides industry-leading power output and thermal management
for defense customers. Learn more about our capabilities at the link.

AFTER

Every other high-energy laser overheats in 12 seconds. That is not a design flaw. It is a physics
ceiling.

Photon Dynamics fires for 12 minutes. Continuous. No cooldown.

ThermoCycle does not fight thermodynamics. It uses waste heat to boost beam power. The
otter we run, the stronger the output.

Last month the Army tested our system against 847 incoming targets. Success rate: 94.2%.
Cost per shot: $0.10.

INDOPACOM deployment scheduled Q2.
Request a capabilities brief: sales@photondynamics.com

DirectedEnergy #MissileDefense #ArmyModernization #DefenseTech
Why it works:
The original post asserts leadership without grounding it in consequence. The revision begins
with a concrete operational failure in the market, the thermal ceiling, which immediately
establishes relevance. Capability is then framed as a response to that failure, not as an isolated
feature. Named test results, quantified outcomes, and deployment timelines convert

performance into evidence. The close offers a specific, low-friction next step tied directly to
operational evaluation, allowing interested readers to move from awareness to engagement.
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4.2.3. The Contract Win

Photon Dynamics

Photon Dynamics wants to communicate a contract win in a domain where announcements are
frequent but meaning is often obscured. Directed energy programs are commonly associated
with prolonged research phases, extended studies, and incremental funding that does not
translate into deployed capability. The objective is to distinguish this award from that pattern
and clarify what has actually changed as a result of the contract.

BEFORE

We are pleased to announce that the U.S. Army has selected Photon Dynamics for a
Phase Il contract to continue development of our directed energy defense system. This
milestone validates our technology approach and positions us for future opportunities.

AFTER
rmy RCCTO signed $85M for Photon Dynamics directed energy systems.
This is a production contract, not a study. Hardware for operational testing.

INDOPACOM trial scheduled Q2 2025. The Pacific Fleet will see what $1-per-shot missile
defense looks like in five months.

For context: the last three DE contracts in this category were research extensions. Ours is
ardware delivery.

Media inquiries: press@photondynamics.com

DirectedEnergy #ArmyModernization #MissileDefense #DefenseTech

Why it works:

Most contract announcements emphasize selection and validation while avoiding specifics. This
revision leads with the contracting authority and dollar value, immediately establishing scale. It
then clarifies the contract type, production rather than study, which reframes the award as
operational progress rather than continuation funding. The inclusion of a defined trial timeline
anchors credibility and reduces ambiguity. Comparative context differentiates the award from
recent peer contracts without naming competitors directly. The close enables follow-up while
maintaining a factual, non-promotional tone.
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4.2.4. The Mission Update
Eternal Orbit

Eternal Orbit wants to communicate operational progress in space servicing without falling into
celebratory or vague mission-update language. Routine success in this domain is rare, but
generic announcements fail to convey why a completed refueling mission actually matters
economically, technically, or strategically. The objective is to reframe mission completion as
evidence of scale, validation, and momentum rather than as a standalone event.

BEFORE

Exciting news! Our seventh refueling mission was completed successfully this week.
Thank you to our partners at SES for their continued trust. Stay tuned for more updates!

AFTER
Mission #7 complete. SES-14 now has 8 additional years of operational life.
Satellite replacement cost: $400M. Refueling cost: $28M.

SES confirmed the economics: "Eternal Orbit extended our revenue-generating capacity by
$320M for less than 10% of replacement cost. We have contracted three more missions."

Mission #8 launches in four weeks. By Q3 we will have refueled more GEO satellites than every
other provider combined.

Operator inquiries: services@eternalorbit.io
InSpaceServicing #SatelliteOperations #GEO #SpaceL ogistics
Why it works:

The original post treats mission completion as an internal milestone. The revision reframes it as
measurable output. It leads with concrete operational results, lifespan extension and cost
comparison, establishing immediacy and substance. Economic context converts technical
success into business relevance. Third-party validation from a named customer reinforces
credibility without embellishment. Forward-looking mission timelines place the result within a
scaling trajectory, signaling that this is not an isolated success but part of an expanding
operational cadence. The close routes interest to the appropriate stakeholder group without
promotional framing.
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4.2.5. The Geopolitical Analysis

Executive Post

The executive wants to participate in geopolitical discussions relevant to the space industry
without defaulting to link-sharing or abstract commentary. The goal is not to summarize news,
but to demonstrate judgment by translating macro-level developments into concrete
implications for spacecraft production, program risk, and acquisition planning. The audience
includes program managers, acquisition professionals, and industry leaders who influence
sourcing decisions.

BEFORE

Interesting article on China's investments in African rare earth mining. The geopolitical
implications are significant for the space industry supply chain.

AFTER

China locked up three more African rare earth deposits last quarter. This is a spacecraft
roduction issue, not an abstract supply chain story.

Every satellite requires neodymium for reaction wheels, dysprosium for radiation-hardened
lectronics, and yttrium for thermal coatings. Current U.S. inventory covers 18 months of
roduction at present rates.

fter that, you ask Beijing for permission to build your own satellites.

| spent 12 years in defense acquisition. In those rooms, supply chain concentration rarely gets
discussed because the meeting focuses on next quarter. Eighteen months feels distant until it
rrives.

Question for program managers: does your supplier documentation show rare earth sources, or
just Tier 1vendors?

SupplyChain #CriticalMinerals #Spacelndustry #DefenseAcquisition
Why it works:

The original post adds little beyond signal amplification. The revision contributes analysis. It
reframes geopolitical activity as a production constraint rather than a distant policy issue.
Specific materials and their roles in spacecraft systems make the dependency tangible.
Inventory timelines convert an abstract risk into an operational clock. The personal experience
grounds the analysis without asserting authority for its own sake. The closing question directs
attention to a decision most readers can immediately audit, prompting engagement rooted in
professional relevance rather than opinion.
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4.2.6. The Threat Framing

Executive Post

The executive wants to address emerging space security risks without resorting to alarmism or
vague warnings. The objective is to elevate attention around adversary behavior using verifiable
facts and historical grounding, while inviting informed discussion from professionals who
monitor orbital activity. The post is intended to signal judgment, situational awareness, and
credibility rather than provoke fear or speculation.

BEFORE

Concerning reports about adversary satellite capabilities. Our industry needs to take
space security seriously.

AFTER

Three Chinese satellites changed orbit last week without announcement. Two now shadow
U.S. GPS assets.

This is public tracking data. Anyone with a Space-Track subscription can verify it.

What concerns me is the lack of discussion in my network until I raised it. Adversary
epositioning has become normalized.

For context: when the Soviets moved a satellite near a U.S. asset in 1984, it made the front
age of the New York Times. Now it happens monthly and appears only in niche forums.

The threat environment changed. Our attention has not adjusted accordingly.

If you track orbital conjunctions professionally, | am interested in patterns you are observing.
DMs open.

SpaceSecurity #SpaceDomainAwareness #SatelliteTracking #NationalSecurity

Why it works:

The original post signals concern without substance. The revision leads with a specific,
time-bound event that can be independently verified, immediately anchoring credibility.
Clarifying that the data is public reduces perceptions of exaggeration or classified implication.
Historical comparison provides scale without dramatization, showing how normalization has
shifted attention rather than escalating rhetoric. The framing identifies a gap between threat
behavior and professional discourse, then closes by inviting engagement from those with
relevant expertise. The result is a post that informs, contextualizes, and prompts constructive
response rather than passive agreement.
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4.2.7. The Partnership Announcement
Eternal Orbit

Eternal Orbit wants to announce a partnership in a way that signals strategic intent rather than
shared enthusiasm. In space infrastructure, partnerships are common and often announced
without explaining why a specific partner was chosen or what changes operationally as a result.
The objective is to show how this agreement alters capability, deployment options, and
customer access, not simply that a collaboration exists.

BEFORE

We are thrilled to announce our partnership with SpaceX! Together we will explore
opportunities to enhance in-space servicing capabilities. This collaboration represents an
exciting step forward for both organizations.

AFTER

Eternal Orbit and SpaceX signed a dedicated launch agreement. Three Falcon 9 missions over
18 months. Depot and servicer deployment to GEO.

This triples our on-orbit propellant capacity by Q4 2026.

We approached four launch providers. SpaceX moved fastest because they understand that
efueling infrastructure expands their addressable market. Every satellite we extend is a satellite
that does not need a replacement launch.

By end of 2026: 36,000 kg of propellant on-orbit. 12 servicer vehicles. Coverage across GEQ,
EO, and cislunar.

artnership inquiries: partnerships@eternalorbit.io
CommercialSpace #Spacelaunch #inSpaceServicing #SpacelL.ogistics
Why it works:

The original announcement focuses on mutual excitement without clarifying consequence. The
revision explains what each party contributes and what becomes possible because of the
integration. Timeline anchors the partnership in execution rather than aspiration. Competitive
context demonstrates selectivity, positioning the agreement as an outcome of strategic
alignment rather than convenience. By linking expanded launch capacity to network scale, the
post reinforces a coherent technical and commercial logic. The close provides a clear channel
for follow-on engagement tied directly to partnership relevance, not publicity.
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4.2.8. The Hiring Post

Photon Dynamics

Photon Dynamics wants to hire experienced engineers in a highly specialized field where
generic recruiting language attracts large volumes of unqualified candidates and obscures the
realities of the work. The objective is not to maximize applicant count, but to filter for engineers
who understand failure modes, operational pressure, and the consequences of shipping
hardware into real-world environments.

BEFORE

We're hiring! Photon Dynamics is looking for talented engineers to join our growing team.
If you're passionate about directed energy and want to make a difference, check out our
careers page.

AFTER
We need two beam control engineers who have failed at least once.

hoton Dynamics ships hardware to the Army next quarter. The systems that work are built by
ngineers who already know what does not work.

Requirements: adaptive optics background, experience with closed-loop pointing systems, and
t least one project that taught you something expensive.

We are 40 people. You will present to the CEO your first week. Your work reaches INDOPACOM
y Q2.

pply directly: careers@photondynamics.com
DirectedEnergy #EngineeringJobs #DefenseTech #AerospaceJobs

Why it works:

The original post signals growth without conveying seriousness. The revision reframes hiring as
a mission-critical activity tied directly to near-term deployment. Opening with failure as a
qualification filters for experienced engineers while deterring résumé-driven applicants.
Operational timelines establish urgency and stakes without exaggeration. Specific technical
requirements replace vague enthusiasm, and organizational context clarifies impact and
visibility. The direct application path reinforces intent. The result is a hiring post that functions as
a credibility signal as much as a recruiting tool.
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4.2.9. The Industry Commentary

Executive Post

The executive wants to comment on broader industry conditions without defaulting to optimism
or generic market enthusiasm. In a capital-constrained environment, vague positivity signals
little insight. The objective is to demonstrate pattern recognition, differentiate signal from noise,
and invite informed discussion from founders and investors navigating similar conditions.

BEFORE

Great to see continued investment in the commercial space sector! The industry is
growing rapidly and we're excited to be part of it.

AFTER

Space investment hit $8.6 billion in 2024. Record number of deals. Most of the capital went to
ix companies.

Everyone else competed for the remainder.

Market concentration follows when customers identify who delivers. The companies raising
uccessfully right now have contracts. The companies struggling have stories. The ones with
ontracts close rounds in weeks. The ones explaining TAM projections are still in process

onths later.

Three patterns worth watching: defense customers moving budget to commercial providers,
rimes acquiring instead of competing, and Series A rounds requiring revenue rather than
ccepting milestones.

What changed in your fundraising conversations this year? Interested in what others are seeing.

Spacelnvestment #VentureCapital #Spacelndustry #CommercialSpace

Why it works:

The original post offers affirmation without analysis. The revision opens with concrete funding
data, immediately grounding the discussion. Concentration of capital reframes growth as
selectivity rather than abundance. The contrast between companies closing contracts and
those circulating narratives introduces a decision-relevant lens without moralizing. Identifying
observable patterns provides a framework readers can test against their own experience. The
closing question invites engagement from peers who are actively participating in the market,
positioning the post as a forum for shared intelligence rather than commentary for its own sake.
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4.3. Patterns Across the Transformations

Across these transformations, the same structural moves appear regardless of company,
audience, or topic.

e Open with the sharpest fact. The single piece of information most likely to stop
someone from scrolling. "Every other high-energy laser overheats in 12 seconds." "Army
RCCTO signed $85M." "Three Chinese satellites changed orbit last week."

e Establish credibility through specifics. Use "6.5 years at JPL" instead of "extensive
experience." Use "920 pounds of rare earth materials per F-35" instead of "significant
material requirements." Specifics tend to signal knowledge. Generalities often signal
guessing

e Address skepticism directly. If readers will doubt your claim, name the doubt and
answer it. "For context: the last three DE contracts in this category were research
extensions. Ours is hardware delivery."

e Give readers something to use. A quotable statistic. A question they can ask their
suppliers. A framework for understanding a situation. Content that helps someone do
their job tends to get shared.

e End with action. Contact email. Demonstration offer. Question that prompts response.
Strong posts make clear what happens next.

Summary of Transformation Patterns

Opening "We are pleased to announce..." Lead with the sharpest fact or number

Credibility Adjectives ("industry-leading") Specifics (customer names, contract
values, test results)

Skepticism Ignored Addressed directly with evidence

Utility Information only Something reader can use in their work

Close "Learn more at our website" Specific action with contact information

Taken together, these patterns explain why some posts change outcomes and others disappear
into the feed. The difference is not voice, frequency, or polish. It is whether the content helps a
reader make a decision under real constraints.

When communication is structured around facts that stop attention, specifics that establish
credibility, and actions that clarify next steps, it survives compression and forwarding. When it is
not, even technically accurate information loses relevance. These patterns hold because they
reflect how decisions are actually made, not how organizations prefer to describe themselves.
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4.4. What to Say When You Cannot Say Much

Classification and competitive sensitivity impose real limits on what can be shared publicly. In
space and defense, those limits are often interpreted as a reason to say nothing at all. Over time,
that silence has consequences. It allows competitors to define the narrative simply by being
more legible.

The constraint is not the inability to speak. It is the need to separate outcomes from
mechanisms.

Effective constrained communication focuses on effects rather than methods. It explains what
changes in the world because your technology exists, without explaining how the change is
achieved.

Translation Examples for Constrained Communication

What You Cannot Say What You Can Say

"Our radar achieves 0.1 meter resolution at 500km "Our radar sees objects smaller than a dinner plate
using X-band SAR processing" from ISS altitude"

"We have a $50M classified contract with NRO for "The intelligence community asked us to build
SIGINT" more. They ship from the factory in weeks."

"Our encryption uses post-quantum lattice-based "Our communications remain secure after quantum
cryptography" computers break current encryption”

"We achieved 99.7% hit rate in classified testing at "DoD validated our performance. INDOPACOM trial
White Sands" scheduled Q2."

The underlying rule is consistent. Communicate operational consequences without disclosing
technical implementation. Describe what your system enables rather than how it achieves it.
Reference validation and deployment without naming sensitive programs, architectures, or
parameters.

Done well, this approach creates a form of controlled ambiguity. Competitors can see that a
capability exists but cannot reverse-engineer it. Customers understand the relevance but still
need to engage directly to learn more. Internally, teams remain protected. Externally, momentum
is preserved.

Silence is rarely an effective security strategy. Precision is.
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4.5. Company Voice vs. Executive Voice

Organizations can communicate through company pages or through individual executives. Both
channels serve different purposes.

e When a post comes from a company page, readers tend to treat it as an official record.
It signals legitimacy, coordination, and permission. This is where announcements belong.
Contract wins, milestones, hiring notices. The expectation is accuracy and restraint.
Engagement is usually lower, but credibility is higher. People save these posts. They
reference them later. They rarely argue with them.

e Posts from executive accounts are read another way. Readers look for judgment rather
than permission. They pay attention to what is emphasized, what is questioned, and
what is left unsaid. These posts travel further because people respond to individuals, not
institutions. They also carry more risk. Personal voice cannot be fully controlled, and
inconsistency shows quickly.

In practice, the most effective organizations use both surfaces deliberately.

The company page typically establishes the facts. The executive account explains why those
facts matter.

A contract announcement might live on the company page. The CEO shares it with context
about why this customer moved now. The CTO comments separately on what technical
constraint was finally solved. Each post does different work, but together they shape how the
announcement is understood.

Channel Selection by Content Type

Contract win Company page Readers expect official confirmation and
coordinated messaging

Industry analysis Executive account Personal credibility and perspective matter
Hiring post Both Company page for establishes legitimacy,
executives leveraged for amplification
Conference appearance Company first, exec Allows executive to add personal perspective
shares
Threat framing Executive account Requires personal credibility and allows opinion
Partnership announcement = Company page Requires coordination with partner

communications

Consistency often matters more than volume. Readers calibrate credibility over time. An
executive who publishes thoughtful analysis once a week becomes predictable in a useful way.
Someone who posts daily without signal becomes easy to ignore.

The question is not where to post. It is what role each voice is meant to play, and whether
readers can tell the difference.
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4.6. Hashtag Strategy

On Linkedln, hashtags function as a discovery mechanism. They determine which audiences are
eligible to see a post rather than whether it spreads organically.

They connect content to people following specific topics. When selected carefully, they place
posts in front of readers who already operate in the relevant domain. When selected poorly, they
either fail to surface at all or reach audiences with no reason to engage.

Most readers never interact with hashtags directly. Their effect is indirect and algorithmic.

Hashtag Selection Principles:

» Use 3-5 hashtags per post. More than five often appears spammy and rarely improves
reach.

e Combine broad and narrow tags. One or two broad tags (#Spacelndustry,
#DefenseTech) for general discovery. Two or three specific tags (#DirectedEnergy,
#SpaceDomainAwareness) for targeted audiences.

o Check follower counts before using a tag. Tags with under 1,000 followers tend to
provide minimal discovery value. Tags with over 1 million followers tend to bury your
content in volume.

Recommended Hashtags by Category

Broad Tags Specific Tags

Defense technology #DefenseTech #NationalSecurity #DirectedEnergy #MissileDefense
#Hypersonics

Space commercial #Spacelndustry #ommercialSpace #SpaceManufacturing
#SatelliteConstellation

Space government #SpaceForce #NASA #SpaceDomainAwareness #USSF
#SpacePolicy

Hiring #Hiring #EngineeringJobs #AerospaceJobs #DefenseJobs
#SpaceCareers

Investment #VentureCapital #StartupFunding #Spacelnvestment #DeepTech
#DualUse

The goal is not maximum exposure, but rather, correct exposure. A post about directed energy
does not benefit from being shown to people browsing generic leadership content. Likewise, a
hiring post aimed at senior engineers should not compete with mass-market career advice.

As a rule of thumb, avoid hashtags that attract attention without context. Tags like #Motivation,
#Leadership, #Innovation, or #Success have large audiences but low signal. They pullin
engagement that rarely converts into relevance, credibility, or follow-up.

Hashtags should quietly do their job in the background. If readers notice them, they are
probably doing the wrong work.
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4.7. Conclusion

LinkedIn operates under different constraints than decks or one-pagers, but the underlying
principles remain consistent. Effective communication still depends on understanding who is
reading, what they care about, and how they make decisions. Claims still require evidence.
Observations still need to be usable. Each post still benefits from a clear sense of what it leads
to next.

What changes is the time horizon. LinkedIn functions as a continuous environment rather than a
discrete review moment. Positioning accumulates gradually. Over weeks and months, repeated
signals shape how later materials are interpreted. By the time a one-pager is skimmed or a

meeting is scheduled, impressions about credibility, judgment, and relevance may already exist.

In this context, absence carries its own effect. Silence does not suspend interpretation. It
creates space for others to define how a company, program, or individual is perceived. In
competitive fields, that space is rarely left empty for long.

Strategic communication on LinkedIn therefore serves a preparatory role. It influences how
decisions are framed before formal evaluation begins, reducing friction when higher-stakes
materials finally appear.

The sections so far have focused on audiences already engaged with space and defense:
technical validators, resource controllers, end users, and industry peers. The final section shifts
outward. It addresses the broader public that funds civil space programs, elects the officials
who oversee defense budgets, and supplies future engineers and operators. Communicating
with this audience requires a different form of translation, one that connects technical work to
broader relevance without sacrificing accuracy.

Page 97 of 116



Strategic Communications for Space

Section 5

Public Strategic Communications
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5.0. Making Space Accessible

The previous four sections addressed audiences who already care about space: technical
validators evaluating your physics, resource controllers deciding your budget, end users
adopting your capability, and industry peers following your LinkedIn. Section 5 addresses
everyone else.

Most people do not care about space. They care about their mortgage, their children's school,
and whether it will rain on Saturday. Space is something that happens to other people, funded
by taxes they would rather spend elsewhere. When you lose this audience, you risk losing the
political foundation that makes everything else possible.

The space industry talks to itself. Engineers explain capabilities to other engineers. Executives
brief other executives. Conference panels often feature the same speakers addressing the
same attendees year after year. Meanwhile, the public that funds NASA, elects the senators
who approve defense budgets, and produces the next generation of aerospace engineers
receives almost no communication designed for them.

This insularity has consequences. Public support for space funding has remained essentially flat
for decades while competing priorities multiply. The talent pipeline narrows as fewer students
pursue aerospace careers. Media coverage oscillates between breathless hype and dismissive
skepticism, with little substantive understanding in between.

Making space accessible requires translating expertise into relevance. The goal is to make
audiences feel informed, engaged, and capable of holding opinions about space policy.
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5.1. The Curse of Knowledge

Once you understand orbital mechanics, it becomes difficult to remember what it felt like not to.
This is the curse of knowledge. It affects experts in every field, not because they lack empathy,
but because familiarity erases friction.

You use terms like “LEO" and “GEQO" without noticing that, to most people, these are
unanchored sounds. You reference “delta-v budgets” and “Hohmann transfers"” as if they were
part of general education. They are not.

The problem operates quietly. When you say, "“our satellite operates in a sun-synchronous
orbit,” you believe you are being clear. To you, this is a basic description. To your audience, it is
opaque. They register “satellite” and “orbit,” then lose the rest.

What follows is predictable. You think you explained the system. They think they missed
something. Engagement often drops, not because the work lacks value, but because the
explanation assumed too much.

5.1.0. Signs you are suffering from the curse of knowledge

You use acronyms without expanding them. You reference concepts that depend on other
concepts to make sense. You cite numbers without context, such as altitude, resolution, or
power, without explaining what those numbers change in practice.

You describe technology by how it works rather than what it enables. You measure success in
technical units rather than human or operational outcomes.

A simple test: explain your work to a family member with no technical background. If they
cannot explain back what you do and why it matters, the curse is still active.

What You Say What You Mean What the Audience Hears

"Our system operates in Predictable lighting enables "It's a satellite”

sun-synchronous orbit" consistent imaging

""We achieved 30 cm Fine detail over wide areas “A small number with no

resolution” reference”

"Delta-v margins are tight”  The mission design leaves little “Something is constrained”
flexibility

“The constellation You see changes faster “There are many satellites”

improves revisit rate”

""We validated It works under real conditions "It passed some test”

performance in testing”
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5.2. What the Public Actually Wants to Know

Technical professionals often assume that audiences want technical information. In practice,
most audiences want answers to practical, human questions. They are not trying to evaluate
your design choices. They are trying to understand relevance.

This disconnect shows up consistently. Engineers focus on specifications. Audiences focus on
outcomes.

Technical Questions vs. Human Questions

What You Want to Explain What They Want to Know

Orbital parameters Can it see my house?

Propulsion efficiency How long does it take to get there?
Payload capacity What can it carry?

Mission duration How long does it last?

Resolution specifications What can it actually see?

Data downlink rates When do we get the pictures?
Launch vehicle selection How does it get up there?
Constellation architecture How many satellites are there?
Spacecraft bus design What does it look like?

Ground segment infrastructure Who controls it?

5.2.0. The three things the public wants to understand
1. Whatdoes it do? Not how it works, but what it accomplishes.
2. Why should I care? How does this affect safety, cost, access, or the future.
3. Isit worth the money? What do we get in return.

Public communication that fails usually skips one of these. Effective communication answers all
three quickly, before attention moves on.

Page 101 of 116



Strategic Communications for Space

5.3. The Translation Dictionary

Certain terms appear repeatedly in space communication. Within technical circles, they are
precise and efficient. Outside those circles, they slow comprehension.

Precision matters when speaking to engineers. Comprehension matters when speaking to
everyone else. Strategic communication requires knowing when to trade one for the other.

The goal is not simplification for its own sake. Instead, the goal is preserving meaning while
removing barriers. Plain-language equivalents work when they describe effects rather than
mechanisms, and when they anchor new ideas to something familiar.

Technical Terms and Their Plain-Language Equivalents

‘ Technical Term Plain Language Why It Works

Low Earth Orbit (LEO) "A few hundred miles up, where the Space  Anchors to something they know
Station flies"

Geostationary Orbit "So high it appears to hover over one spot  Describes the effect, not the

(GEO) on Earth" physics

Medium Earth Orbit "Between the Space Station and the really ~ Relative positioning they can

(MEO) high satellites" visualize

Delta-v "How much the spacecraft can changeits  Function over mechanism

Specific impulse

speed and direction"

"Fuel efficiency for rockets"

Analogy to cars

Payload "What the rocket carries" Simple and accurate

Bus "The main body of the satellite that holds Removes jargon entirely
everything together"

Transponder "The part that sends and receives signals"  Function-based description

Downlink "Sending data back to Earth" Direction-based clarity

Apogee/Perigee "The highest/lowest point in the orbit" Geometric simplicity

Inclination "The tilt of the orbit relative to the equator"  Visual description

Revisit rate "How often the satellite passes over the Practical implication

Constellation

Space domain
awareness

same spot"
"A group of satellites working together"

"Knowing what's happening in space"

Familiar word, accurate use

Direct translation

On-orbit servicing "Fixing or refueling satellites in space" Action-based description

Debris mitigation "Preventing space junk" Common vocabulary

Radiation hardening "Built to survive the harsh space Effect over method

environment"

The rule: if a term requires a second technical term to explain it, choose different words.

This rarely reduces credibility. It often increases it by ensuring the audience understands what
you are claiming, rather than guessing.
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5.4. Analogies That Work

Analogies are often the first point at which understanding either forms or fails. When a technical
concept is unfamiliar, people look for something recognizable to anchor it. Effective analogies
rely on everyday reference points rather than adjacent technical ideas, because familiarity
matters more than precision at this stage.

5.4.0. Distance and Scale

e LEO s about as far as driving from New York to Washington, D.C., except straight up.

e The Moon is far enough that driving there would be like circling Earth ten times.

e GEOs so high that if you called someone through a satellite, you would wait a full beat
before hearing them respond. That pause is real. The signal is traveling 44,000 miles
round trip.

e Mars at its closest is about 35 million miles away. At highway speed, that drive takes 100
years.

5.4.1. Speed
e Orbital velocity is fast enough to fly from New York to London in 11 minutes.
e Escape velocity is faster. New York to Los Angeles in under 6 minutes.
e The speed of light makes both look slow. Light circles the entire Earth seven times in one
second.

5.4.2. Size
e A CubeSat fits in your hand, about the size of a loaf of bread.
e A typical communications satellite is about the size of a school bus.
e The International Space Station spans a football field, end zone to end zone.
e Arocket fairing, the nose cone that protects satellites during launch, stands about as tall
as the Statue of Liberty.

5.4.3. Cost
e Launching one kilogram to orbit costs roughly $2,000. That is $4,000 to send your
laptop to space.
e A typical communications satellite costs about $300 million, roughly the price of a
professional sports stadium or about 100 private jets.
e NASA's entire annual budget is about half of one percent of federal spending, roughly
$25 per American per year.

5.4.4 Environment

e Space is silent. Sound cannot travel because there is nothing to carry it. There is no air to
breathe, no atmosphere to block radiation, and nothing between you and the Sun.

e Indirect sunlight, spacecraft surfaces reach 250°F, hotter than a kitchen oven. In
shadow, they plunge to negative 250°F, colder than anywhere on Earth.

e Without shielding, radiation in space delivers a lethal dose in hours.

The test for analogies: An effective analogy stands on its own. If it requires follow-up
clarification, technical footnotes, or repeated caveats to stay accurate, it has failed its purpose.
The goal is not perfect equivalence, but immediate understanding that survives first contact
with a non-technical reader.
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5.5 Explaining Orbits Without the Math

Orbits confuse people because they seem to defy gravity. Things fall down. How can satellites
stay up? The explanation requires no equations.

5.5.0 The basic concept

A satellite stays in orbit by falling around the Earth instead of falling into it. Think of throwing a
ball so hard it keeps missing the ground. The satellite moves sideways so fast that by the time it
falls toward Earth, the Earth has curved away beneath it. The satellite keeps falling, Earth keeps
curving, and the satellite traces a circle around the planet.

5.5.1 Why different orbits exist

The closer you are to Earth, the faster you have to go to avoid falling.

e The Space Station, a few hundred miles up, circles Earth every 90 minutes.

e GPS satellites, much higher up, take 12 hours to complete one orbit.

e Communications satellites, even higher, take exactly 24 hours, which means they stay
over the same spot on Earth as the planet rotates beneath them.

5.5.2 Why orbit choice matters

Low satellites see more detail but cover less area. High satellites see more area but less detail. A
weather satellite needs to see entire continents at once, so it flies high. A spy satellite needs to
see individual objects, so it flies low. Different jobs require different orbits.

5.5.3 Why changing orbits is hard

Once you are in orbit, changing to a different orbit requires fuel. The bigger the change, the
more fuel you need.

A satellite that runs out of fuel is stuck. It cannot dodge debris, move to a better position, or
extend its mission. When the tank is empty, the orbit is permanent.

Orbit Types at a Glance
OrbitType | How Highltis |_How FasttMoves | WhatIt's Good At | _Tradeoff |
Low Earth Afew hundred Very fast, circles Earth High detail, quick Covers less area
Orbit (LEO) miles up in about 90 minutes updates, close at once
observation
Medium Earth Several Slower, takes about 12  Navigation systems like Less detail than
Orbit (MEO) thousand hours per orbit GPS low orbits
miles up
Geostationary Very high, far  Matches Earth’s Continuous coverage of Lower resolution
Orbit (GEO) above Earth rotation, 24 hours per one region due to distance
orbit
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5.6 Explaining Propulsion Without the Physics

Rocket propulsion seems mysterious because everyday experience offers no equivalent. Cars
push against roads. Boats push against water. Rockets push against nothing visible. So how
does a rocket move in the vacuum of space?

5.6.0 The basic concept

A rocket works by throwing material out the back at high speed. The faster and heavier the
material ejected backward, the faster the rocket moves forward. Picture yourself standing on a
skateboard, hurling bowling balls behind you. Each throw shoves you forward. A rocket does this
thousands of times per second with superheated gas instead of bowling balls.

5.6.1Why rockets need so much fuel

To reach orbit, spacecraft must hit 177000 miles per hour. That requires ejecting enormous
amounts of material at enormous speed. That material is fuel. Here is the cruel math: most of
what you see on a rocket is fuel to lift the rest of the fuel. A rocket leaving Earth is 90%
propellant by mass. The actual payload, the satellite or capsule, is a tiny fraction riding on top of
a controlled explosion.

5.6.2. Why different engines exist
Chemical rockets are sprinters. Violent thrust, deafening roar, burns out in minutes. You need
that kind of force to punch through Earth's atmosphere and escape gravity's grip.

lon engines are marathon runners. The thrust is so gentle you could hold it back with your pinky
finger. But ion engines sip fuel instead of gulping it. They can accelerate continuously for
months, even years. Deep space probes use them because the destination is far, time is
plentiful, and every gram of fuel saved means more science equipment on board.

The trade-off never changes: brute force now, or patience and efficiency over time.

5.6.3. Why refueling matters

A $300 million satellite becomes space junk the moment its fuel runs out. Nothing is broken. The
cameras still work. The solar panels still generate power. But it cannot adjust its position, dodge
debris, or maintain its orbit. Dead satellite walking.

Refueling in space changes everything. A satellite designed for 15 years could operate for 50.
Missions we cannot attempt today become routine. The limitation was never the hardware. It
was always the gas tank.

Propulsion Types at a Glance

Engine Type How Strong | How Long It Best Used For
the Pushls Can Push

Chemical Throws large amounts of hot  Extremely Minutes Launching from Earth,

rocket gas backward very fast strong escaping gravity

lon engine Throws tiny amounts of Very weak Months to Deep space missions,
charged particles backward years long-distance travel

Coldgas/ Releases stored gas Very gentle Short bursts  Adjusting position, avoiding

small over years debris, maintaining orbit

thrusters
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5.7. Explaining Satellites Without the Engineering

People know satellites exist but rarely understand what they actually do or how they differ from
each other.

5.7.0. What satellites actually do
Your weather forecast, your GPS directions, the live soccer game from another continent. All of
it passes through satellites.

Satellites do three things. They watch Earth, giving us weather maps, crop monitoring, and
images of anything from hurricanes to parking lots. They relay signals, bouncing GPS
coordinates, phone calls, and television across oceans and continents. They watch space,
tracking asteroids, studying the Sun, and peering at galaxies billions of light years away.

5.71Why we heed so many

A satellite designed to spot hurricanes cannot guide your car to the airport. A satellite hovering
over North America cannot see Asia. You cannot build one satellite that does everything, any
more than you can build one vehicle that is a truck, a sports car, and a submarine.

So we specialize. Weather satellites. GPS satellites. Spy satellites. Television satellites. Science
satellites. Each one optimized for a single job in a specific location.

5.7.2 What they look like

Most satellites look like shiny boxes with wings. The box holds the computers, radios, cameras,
or sensors. The wings are solar panels that turn sunlight into electricity.

Size varies wildly. Some satellites are smaller than a shoebox. Others are the size of a school
bus. The International Space Station, technically a satellite, stretches wider than a football field
and weighs nearly a million pounds.

5.7.3 How long they last
A satellite's death is slow. First it runs out of fuel, or radiation fries its electronics, or a component
simply wears out. Then it drifts.

Most satellites operate for 5 to 15 years. After that, they become debris, circling Earth as
expensive junk. Some fall back and burn up in months. Others, in higher orbits, will drift for
thousands of years. There are dead satellites from the 1960s still up there.

Satellite Types at a Glance

What they do What that means in practice Examples you already use

Observe Earth  They collect images and Weather forecasts, hurricane tracking, crop
measurements of the planet monitoring, maps
below

Relay signals They pass information across long = GPS directions, satellite TV, phone calls across
distances where cables cannot oceans, live sports broadcasts

reach
Observe space They point outward to study Solar monitoring, asteroid tracking,
objects beyond Earth deep-space astronomy
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5.8. The "So What" Test

Every piece of public communication should survive the "So What" test. State your fact, then
ask "So what?" The answer to that question is what you should actually communicate.

5.8.0. Satellite Resolution (Example 1)

Statement: "Our satellite achieves 30cm resolution.”

So what? We can see objects the size of a laptop from space.

So what? We can count cars in a parking lot, identify crop diseases before farmers
notice them, and track illegal fishing boats anywhere in the ocean.

Use this message: Our satellite can spot illegal fishing boats anywhere in the ocean.

5.8.1. Launch Cadence (Example 2)

Statement: "We achieved 50 launches this year."

So what? We launch about once a week.

So what? We can replace any satellite that fails within days rather than years.

So what? Our network stays reliable even when individual satellites break.

Use this message: If any satellite in our network fails, we can replace it within a week.

5.8.2. Propulsion Efficiency (Example 3)

Statement: "Our engine achieves 3,000 seconds of specific impulse."

So what? [t is ten times more fuel-efficient than traditional rockets.

So what? Spacecraft can travel much farther on the same amount of fuel.

So what? We can reach Mars in weeks instead of months, or keep satellites operating
for decades instead of years.

Use this message: Our engine could cut Mars travel time from nine months to six
weeks.

The "So What" test forces you to connect technical achievements to human outcomes. Keep
asking until you reach something your audience cares about.
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5.9. Storytelling for Space

Facts explain how systems work. Stories explain why those systems matter. In public
communication, technical accuracy is necessary but rarely sufficient. Narrative structure helps
audiences retain information long enough to act on it, especially when the subject is abstract,
remote, or unfamiliar.

5.9.0. The elements of effective space stories

e Effective space stories begin with a human reference point rather than a technical
object. The audience connects more easily to the farmer whose crops depend on
satellite data than to the satellite itself, to the engineer waiting years for mission results
rather than to the launch vehicle, and to the decision-maker interpreting incomplete
information rather than to the sensor that produced it.

e A story also requires a problem that introduces uncertainty. This can take many forms: a
wildfire detected too late, a spacecraft anomaly, an unexpected orbital maneuver, or a
mission delayed by weather or hardware constraints. The problem creates tension by
establishing that the outcome is not yet known.

e Stakes give that tension meaning. They clarify what is lost if the system fails and who
benefits if it succeeds. In space-related contexts, stakes often involve safety, economic
impact, national security, or long-term scientific return.

e Finally, effective stories provide resolution. Sometimes this means success, sometimes
failure, and sometimes partial answers that reveal new constraints. What matters is that
the audience understands how the situation changed and why that change matters
beyond the technical domain.

5.9.1. Historical examples

e During the Apollo era, NASA consistently framed missions around people and outcomes
rather than hardware alone. Astronauts became the focal point, mission risk was openly
acknowledged, and success or failure carried clear national and human consequences.
The engineering supported the narrative rather than replacing it.

e More recently, SpaceX landing attempts have followed a similar structure. Viewers are
not watching grid fins or thrust vectors in isolation. They are watching uncertainty unfold
in real time. The technical achievement matters because it resolves a visible question:
will the vehicle land or not?

5.9.2. Structure your communications as stories

e Last year, a wildfire threatened 10,000 homes. Satellite imagery detected it before
anyone on the ground knew. Firefighters reached the scene while the fire was still small.
The homes were saved.

e In 2019, a Chinese satellite maneuvered close to a U.S. satellite. Was it a threat? A
coincidence? Without space domain awareness, analysts could not determine intent.
That uncertainty creates strategic risk.

e A farmer in lowa noticed his yields dropping but could not identify the cause. Satellite
data revealed a drainage problem invisible from the ground. He fixed it. His yields
recovered. That is what space does for people who never think about space.

These stories work because space systems appear only where they affect outcomes people
already care about. The technology remains essential, but it is never the protagonist.
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5.10. What to Avoid

Certain communication patterns fail reliably, regardless of audience or intent. They persist not
because they work, but because they are convenient for the speaker. Recognizing them early
prevents misunderstanding before it sets in.

5.10.0. Common Communication Failures

e Acronym avalanches collapse meaning rather than convey it. A sentence like “The LEO
SSA constellation provides C2 for SPACECOM's SDA mission” may be accurate, but to
anyone outside the organization it communicates almost nothing. The listener hears
structure without substance and moves on.

e Assumed knowledge appears in phrases like “as you know" or “as is well understood.”
In most cases, the audience does not know. If they did, explanation would not be
necessary. Assumption creates silence rather than engagement because people stop
asking questions once they feel behind.

e Passive voice removes agency and blurs responsibility. “It was determined that mission
parameters should be adjusted” hides who made the decision and why. Without actors,
there is no narrative and without narrative, there is no understanding.

o Hedged language weakens credibility. Statements such as “it may be possible that this
capability could potentially provide benefits” signal uncertainty without explaining its
source. Audiences are comfortable with limits and trade-offs. They are less comfortable
with vagueness that appears unexamined.

¢ Numbers without context do not inform. Saying a satellite weighs 2,500 kilograms
invites an immediate question: compared to what? Without a reference point, precision
becomes noise rather than clarity.

e Condescension, even when unintentional, breaks trust. Phrases like “to explain this
simply for non-technical audiences” frame the problem as a deficit in the listener rather
than a responsibility of the speaker. Most audiences are capable of understanding
complex ideas when they are presented carefully.

¢ Inflated language invites skepticism. Overstated claims trigger doubt, even when the
underlying capability is real. Measured descriptions tend to hold attention longer than
dramatic ones.

e False precision implies certainty that does not exist. “Operational in approximately 847
days" sounds exact but obscures the reality of schedules, risk, and dependency. "About
two and a half years” is often both more honest and more intelligible.

The underlying error in all these cases involves prioritizing your comfort over their
comprehension. You use acronyms because they are faster for you. You assume knowledge
because explaining feels tedious. You hedge because commitment feels risky. Every shortcut
costs your audience understanding.
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5.11 Building a Public Constituency

Public communication does more than increase awareness. It shapes who shows up when
decisions are made. Programs often survive budget cycles not because they are technically
sound, but because enough people understand what would be lost if they disappeared. Over
time, communication determines whether space is seen as discretionary spending or shared
infrastructure.

A constituency does not need to understand orbital mechanics. It needs to understand
relevance. Once that connection exists, political durability often follows.

5.11.0. Why constituencies matter

When Congress considers reducing space funding, opposition only materializes if someone
outside the industry cares. If the only voices raised belong to contractors and agency
employees, cuts often proceed quietly. When a broader public understands why space systems
affect security, safety, and daily life, those same cuts become harder to justify.

This dynamic is already visible. SpaceX landing videos reached millions of people with no
professional connection to aerospace. They watched because the event was legible, uncertain,
and consequential. Those viewers are not engineers, but they vote. They talk. They notice when
programs are threatened. That attention changes the cost of defunding space in ways white
papers rarely achieve.

5.11.1.How to build a constituency

e Useinclusive language. "We" and "our" make audiences stakeholders. "Our satellites
protect our troops." "We're going back to the Moon."

e Show direct benefits. GPS started as a military system. Now it is in every phone. Show
people how space technology affects their daily lives through weather forecasts,
disaster response, internet connectivity, and crop monitoring.

e Create emotional investment. Human spaceflight builds constituencies that robotic
missions cannot match. People care about astronauts. They follow missions. They
remember names. Humanize your programs wherever possible.

e Provide ongoing narrative. One-time announcements create momentary attention.
Continuous communication creates ongoing engagement. Give your audience reasons
to follow your work over time.

¢ Invite participation. Citizen science projects, student competitions, naming contests,
and educational partnerships all create investment. When people contribute to a
mission, they often become its advocates.
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5.12. Communicating Risk and Failure

Space is difficult. Systems fail. Rockets explode. Missions lose contact. How those failures are
communicated often shapes public understanding more than the failures themselves.

Most audiences already assume spaceflight is risky. What they are evaluating is not whether
something went wrong, but whether the organization understands what happened and is being
forthright about it.

5.12.0.Principles for failure communication

e Acknowledge quickly. Silence tends to breed speculation. If something went wrong,
say so immediately, even before you understand the cause.

e Explain honestly. "We don't know yet what happened" is acceptable. Evasion is not.
The public generally tolerates failure better than deception.

e Provide context. Is this failure unusual or expected? Did safety systems work as
designed? What does this mean for future missions?

e Show learning. What will you do differently? How does this failure make future missions
safer? Failure that produces improvement is acceptable. Repeated identical failures are
not.

5.12.1.Contrasting examples

SpaceX demonstrated effective failure communication during early Falcon 9 landing attempts.
Every explosion was public. Every failure was analyzed openly. The message was clear: they
were attempting something difficult, they expected failures, and they learned from each one.
Public response was positive because the communication was honest.

NASA's response to Challenger and Columbia provides contrast. In both cases, initial
communication was defensive and incomplete. The eventual investigations revealed
organizational cultures that had suppressed safety concerns. The communication failures
compounded the mission failures.

Your audience is more likely to forgive technical failures than being misled about them.
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5.12.2. Conclusion

Making space accessible depends on translation rather than simplification. The same capability
that engineers describe through orbital mechanics or propulsion efficiency typically needs to be
described to public audiences in terms of what it does and why it matters. The underlying work
does not change. The language does.

This translation serves practical purposes. Public understanding helps sustain the political
support that space programs rely on over long timelines. Clear communication influences
whether future engineers see space as a field worth entering. Accessible explanations also
shape how media coverage develops, reducing the tendency toward exaggerated claims on
one end and reflexive skepticism on the other.

Earlier space programs understood this dynamic. The statements associated with Apollo
avoided technical detail, but they were precise about purpose. They conveyed what had been
achieved and why it was significant without requiring specialized knowledge. The engineering
effort remained complex. The communication made the outcome intelligible.

That balance between technical rigor and broad accessibility remains relevant. The space
industry has largely preserved the first. The second has received less attention. Both continue
to matter. Programs that can maintain technical excellence while making their work
understandable beyond expert circles tend to operate with greater resilience over time.
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Conclusion

This guide was written to address a pattern that repeats across space and defense programs.
Technically capable systems often fail to survive contact with decision-making environments
that do not speak their language. Funding is lost, adoption stalls, and superior technology is
overtaken by alternatives that are easier to explain and easier to defend. This happens not only
with investors and procurement officials, but with the broader constituencies that shape
legitimacy, policy, and long-term support.

What follows is not a recap for reference, but a consolidation of how these dynamics show up
across the lifecycle of a program.

Section 1: Understanding Strategic Communications

Communication transfers information. Strategic communication transfers information with intent
to influence decisions. One explains what a system does. The other determines whether anyone
actsonit.

When writing, remember:

e Programs with functional technology are often cancelled when decision-makers cannot
explain their value to others

e Three audiences typically shape survival: technical validators need confidence it works,
resource controllers need clarity on why it matters, and end users need to see how it
helps them

e Programs that communicate effectively to only one audience tend to lose support from
the others

Section 2: Applying Strategic Communications

Technical description explains what something is. Strategic translation adds what it enables,
why it matters, how much it costs, and how it compares to alternatives.

When writing, remember:
e The same technology often requires different translation because audiences make
decisions using different criteria
e The underlying facts stay the same, but framing changes based on who is deciding

e Funding and adoption often stall because translation fails, not because the technology
does

Section 3: Visual Strategic Communications

Visual materials are reviewed quickly and often without explanation. Decision-makers tend to
infer program maturity from structure, clarity, and restraint.

When designing, remember:
e Cluttered decks often suggest unclear thinking. Disciplined decks tend to signal control.

e Slides and one-pagers are frequently forwarded, photographed, and skimmed outside
the room
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e Visuals that require explanation to make sense rarely survive being forwarded
Section 4: Continuous Strategic Communication

Posting distributes content in the moment. Positioning shapes how an organization is perceived
over time.

When posting, remember:

e Platforms like LinkedIn influence how formal materials are interpreted later

e By the time a one-pager is reviewed, impressions often already exist

e Silence rarely preserves neutrality. It tends to leave space for others to shape the
narrative.

Section 5: Public Strategic Communications

Technical communication explains how something works. Public communication explains why it
matters. Programs operate within political, institutional, and cultural environments, not only
briefing rooms.

When translating for public audiences, remember:

e Deep expertise can obscure how unfamiliar space and defense concepts are to
non-experts

e Public audiences tend to assess value before mechanics

e Public understanding can create legitimacy, patience, and protection during periods of
budget pressure

The Through Line

Across this paper, the same situation appears in different forms. Decisions about space and
defense programs are rarely made on technical merit alone. They are made under time pressure,
with limited attention, and with an expectation that choices can be explained to others.
Programs tend to move forward when their value is easy to articulate under those conditions.
They often slow down or stop when it is not.

The formats vary, but the experience is consistent. Decks are reviewed quickly, often without
discussion. One-pagers are skimmed between meetings and forwarded without explanation.
Ongoing communication influences how materials are interpreted before they are ever read
closely. Public understanding affects what leaders are willing to defend when scrutiny increases.
In each case, the work needs to make sense to people who did not build it.

This is where many capable programs struggle. The engineering may be solid. The intent may
be serious. But decisions typically depend on people outside the technical team. Those people
need to justify choices to superiors, committees, partners, or the public. When communication
does not anticipate that need, confidence can erode. By the time explanations arrive,
momentum is often already lost.

Strategic communication does not remove complexity. It helps complexity travel. It allows
technical work to move through funding reviews, procurement processes, regulatory
conversations, and adoption decisions without breaking down. When that support is missing,
friction tends to accumulate and progress often slows. When it is present, progress becomes
easier to sustain.

Page 114 of 116



Strategic Communications for Space

This paper does not claim to offer a final model. It reflects an attempt to make visible dynamics
that already influence outcomes in space and defense, often quietly and often too late. Seeing
those dynamics earlier creates more room to act on them deliberately rather than reacting after
decisions have been made.

Long before space became an industry, a few short statements showed how complex technical
moments could be understood well beyond the systems that produced them.

"Houston, we have a problem."
"That's one small step for man, one giant leap for mankind."
"The Eagle has landed."

They did not explain how the systems worked. They made clear why the moment mattered.

About Sirotin Intelligence

Sirotin Intelligence is the largest, fastest-growing private space intelligence community on
LinkedIn, with over 1,000 members across space and defense. Through Sirotin Ventures, we
provide award-winning, Al-augmented strategic communications for organizations navigating
the challenges outlined in this guide.

If your program needs help translating technical capability into funding, adoption, or public
support, contact us directly.

Getintouch

Email: angelica@sirotinventures.com
Web: www.sirotinintelligence.com
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Appendices

Downloading the documents below is encouraged for high resolution
documentation.

Appendix A:
1. Photon Dynamics Pitch Deck

Complete before and after versions of all sixteen slides referenced in Section 3.1.

BEFORE SLIDES:

hat- Fa|Is pdf?rlkey mb6n1v505kaIfmrg530|3a280&st xpkudxmz&dl 0

AFTER SLIDES:

7zthnux ts8bryirv ztu =42 =

2. Eternal Orbit Pitch Deck
https://www.dropbox.com/scl/fi/co2wfuoQifd7i3o3daml4/Eternal-Orbit-Pitch-Deck.pdf?rikey=7
hwhilclulclgav8mi82Ixpbg9&st=dvs/Ipku&di=0

Appendix B: One-Pagers
Full-page versions of the Photon Dynamics and Eternal Orbit one-pagers referenced in Section
3.2.

Photon Dynamics:

https://www.dropbox.com/scl/fi/knxriexw48oc04ei3wucfm/Photon-Dynamics-Investment-Tease
L.pdf?rikey=4gnzk1fzdgx9w7Imhu98opmo4d&st=j6mObwijr&di=0

Eternal Orbit:

https://www.dropbox.com/scl/fi/lcw0sxyu2fbslkwgbmxg6m/Eternal-Orbit-Investment-Teaser.p
df?rikey=orbxijt7r63liok7vwqg3sfqfg&st=irr7ewmy&dI=0
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https://www.dropbox.com/scl/fi/9j9b2nv5k17cm8qmvkujp/Photon-Dynamics-BEFORE-Slides-What-Fails.pdf?rlkey=mb6n1v50skalfmrp53oi3a28o&st=xpkudxmz&dl=0
https://www.dropbox.com/scl/fi/9j9b2nv5k17cm8qmvkujp/Photon-Dynamics-BEFORE-Slides-What-Fails.pdf?rlkey=mb6n1v50skalfmrp53oi3a28o&st=xpkudxmz&dl=0
https://www.dropbox.com/scl/fi/j0n874inln77yiurfy4r1/Photon-Dynamics-Pitch-Deck.pdf?rlkey=q7zthnuxqts8bryirvsztu5di&st=4239p5e5&dl=0
https://www.dropbox.com/scl/fi/j0n874inln77yiurfy4r1/Photon-Dynamics-Pitch-Deck.pdf?rlkey=q7zthnuxqts8bryirvsztu5di&st=4239p5e5&dl=0
https://www.dropbox.com/scl/fi/co2wfuo0ifd7i3o3daml4/Eternal-Orbit-Pitch-Deck.pdf?rlkey=7hwh1c1u1c1qgv8mj82lxpbg9&st=dvs71pku&dl=0
https://www.dropbox.com/scl/fi/co2wfuo0ifd7i3o3daml4/Eternal-Orbit-Pitch-Deck.pdf?rlkey=7hwh1c1u1c1qgv8mj82lxpbg9&st=dvs71pku&dl=0
https://www.dropbox.com/scl/fi/knxrl6xw48oo4ei3wucfm/Photon-Dynamics-Investment-Teaser.pdf?rlkey=4gnzk1fzdqx9w71mhu98opmo4&st=j6m0bwjr&dl=0
https://www.dropbox.com/scl/fi/knxrl6xw48oo4ei3wucfm/Photon-Dynamics-Investment-Teaser.pdf?rlkey=4gnzk1fzdqx9w71mhu98opmo4&st=j6m0bwjr&dl=0
https://www.dropbox.com/scl/fi/cw0sxyu2fbslkwg6mxq6m/Eternal-Orbit-Investment-Teaser.pdf?rlkey=orbxijt7r63liok7vwg3sfqfg&st=irr7ewmy&dl=0
https://www.dropbox.com/scl/fi/cw0sxyu2fbslkwg6mxq6m/Eternal-Orbit-Investment-Teaser.pdf?rlkey=orbxijt7r63liok7vwg3sfqfg&st=irr7ewmy&dl=0

