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Funding Request Outline 
Suggested by John Bennion of Sorenson Capital 

 
 

Develop a single well-organized document (no more than 10 pages), that covers the following points in a 

concise manner: 

 

 ̧A half page overview of the business opportunity, expressed in as simple and straightforward terms as 

possible. Based on what I read of your material and if I understood it correctly, your half page may look 

something like this: 

§ Do descendant trees on everybody identified as living in the 17th century, down as close to the 

present as possible, and link those trees to each other. 

§ Create some software to manage the creation of the descendant trees in a shared environment, and 

the conversion of those trees into ancestor trees. 

§ Get a large group of people to use the software to create the descendant trees.  

§ From the linked descendant trees, your company creates and sells ancestor trees to genealogy 

hobbyists for approximately $200 on average.  

If the above summary is not accurate, please revise, but keep it to less than one page. 

 ̧Current state of the software, including hard cash spent (not time invested) 

 ̧Additional features / capabilities needed to make the software fully functional. 

 ̧Once the software is created, how it will be used, and by whom, to create the ñdescendant treesò of 

mankind. Estimated hours of effort required to create the desired descendant trees, and how the descendant 

tree creators will be compensated / motivated.  

 ̧Resources (cost, personnel, man-hours, tools, etc.) and calendar time to complete the key projects, which 

seem to be: 

§ Finish software development 

§ Create the portfolio of descendant trees 

§ Link the descendant trees together to create an integrated tree 

 ̧Sales and marketing plan 

§ What products are sold 

§ At what prices 

§ To what end user types or groups. 

§ How you will contact potential users (distribution channels) 

§ At what rate you expect sales to grow (annual sales forecast, both in units and dollars) 

 ̧A page or two on competition, which I suppose in your case will be: 

§ Paid genealogists 

§ Ancestry.com and other major providers of genealogy products and services. 

Describe how they may react to your product, and how you plan to respond to their possible 

reactions.  

 

 ̧Discussions of market size should be limited to a half page, and should count only hard cash expenditures. 

Exclude all estimates of value of time spent, either by yourself or professional genealogists or hobbyists. 

Everyone knows that genealogy is a large hobby, but inflated value numbers hurt your credibility.  

 ̧Description of company you are seeking to create (e.g. ownership, staffing by function). If youôre not 

seeking to create a company, then what is your plan? Licensing?  

 ̧A 5 year financial forecast, by month for the first year, by quarter for the next two years, annually thereafter 

 ̧A staffing plan that matches the financial forecast (# of people in each department) 

 ̧Background and qualifications of yourself and any colleagues involved. 

 ̧Amount of money you seek to raise.  

 ̧How the money will be used, and over what time frame.  

 ̧What you are proposing to give in return for the money raised. (license? Equity in your company? é ?) 
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ProgenyLink.com Project 
Requires the blending of many concepts new to the genealogy industry 

 
 

Harvesting 
US Genealogical Data  
For a $3 Billion Profit 

Cost:  $70 million 
 
 

An opportunity to take complete control of the genealogy industry 
at a cost of only 5% of the current market capitalization

1
 

 
 

Resetting the "build or buy" decisions in genealogy research 
so that "buy" becomes the normal and sensible choice,  

rather than researchers deciding to do the work themselves 
 
 

This is the "iPhone" idea that revolutionizes the genealogy industry  
by giving people what they want before they realized they wanted it. 

(The iPhone product brought in $200 billion in revenue over the 6 years 2007-2012.) 
 
 

Quickly moving the world's genealogy main activity from  
(very expensive amateur "cottage industry") "Home Cooking"  

to (inexpensive professional industrialized) "Fast Food" 
 
 

Assembling a nation's genealogy should be only a little bit more difficult than 
assembling its telephone book, if done using industrial methods. 

Apply Henry Ford-style industrialization to reengineer and reorganize the genealogy industry 
for a 100 to 1000 times productivity improvement 

 
 

Basic valuation question: In an $84 billion annual worldwide market for genealogical research activity and 
data, what is the value of owning a complete version of all the finished, fully researched and interconnected 
basic genealogy for the United States, the most valuable market for genealogy data in the world? Is it only $3 
billion over 5 years?    

 
 

30-second project description: 
By applying new disruptive technology to US genealogical data, harvest $3 billion in net income by 
consolidating the already accumulated volunteer and nonprofit data preparation work done over the past two 
centuries. The major historical contributors include the LDS Church, the nearly one million family 
genealogical societies active over the same time period, plus the work done in recent decades by various 
for-profit organizations such as Ancestry.com, MyHeritage.com, etc. Then repeat the process for another $3 
billion net income from European data. This new data product should capture a notable portion of the $84 
billion annual worldwide market for genealogy information and experiences of various kinds.  
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A Narrow Focus on Finance Issues 
 

Background 
In this proposal I have included the outline and headings John Bennion of Sorenson Capital suggested after 
his earlier look at my project. That material is usually shown in boldface or italics type. I did this to make sure 
I responded directly to those headings and comments. 
 
$20 billion in free data preparation 
It is extremely important to get the major concepts correctly in mind before diving into all the underlying 
detailed ideas and procedures. The single most important factor is the fact that the LDS Church and other 
religious, governmental, private company, and family organizations have spent at least $20 billion collecting, 
storing, and preparing the data for use in genealogical research. What I am proposing is simply a harvesting 
process. Other organizations could have done this earlier, and I have put them on notice, but they have no 
incentives to do so, which leaves open a powerful opportunity for a commercial organization to do that work 
and reap the benefits, while also performing a valuable service to the genealogy industry and the world. 
 

Overview of the business opportunity 
Here is the summary from John Bennion's first reading of my idea:  
 

A half page overview of the business opportunity, expressed in as simple and straightforward 
terms as possible. Based on what I read of your material, and if I understood it correctly, your half 
page may look something like this: 
1. Do descendant trees on everybody identified as living in the 17th century, down as close to the 
present as possible, and link those trees to each other. [Nearly all this data is already published in 
book form and merely needs to be transcribed for computer use. Then a new, semi-automatic computer 
mechanism is used to verify names and relationships against existing public record image databases.]  
2. Create some software to manage the creation of the descendant trees in a shared environment, 
and the conversion of those trees into ancestor trees. [That software exists.] 
3. Get a large group of people to use the software to create the descendant trees. [The original 
group will need to be paid employees until members of the public can change their thinking from traditional 
methods to industrial cooperative methods.] 
4. From the linked descendant trees, your company creates and sells ancestor trees to genealogy 
hobbyists for approximately $200 [to $800] on average.  

 
This summary generally describes the most basic underlying process, but there are some important items at 
a higher level of abstraction which need further explanation to give the proper overall impression.

  
(See 

"
2
Adjusting the original summary" in "The Rest of The Story." 

 
The bigger picture 
The immediate goal of this project is to reorganize and capture important portions (only about 1% in current 
annual value) of the annual $84 billion genealogy industry by using a new procedure which is 100 to 1000 
times more efficient than current methods. This amounts to industrializing a terribly inefficient cottage 
industry, and that organizational change will allow the enormous increase in productivity. It also means that 
this new process cannot be done on a small scale, any more than someone today would want to set up a 
car-manufacturing company to make cars priced for ordinary people and plan to make only 10 cars a year. If 
those were Lamborghinis, and you could charge $1.1 million for each car, then it might make sense. 
Otherwise it defies the laws of economics to begin car manufacturing on a very small scale, and that is also 
true of efficient genealogy processes. (Toyota sold 433,644 Corollas in 2006.) If most people bought the 
separate parts to assemble their own cars (as most genealogists do their research), we might conclude that 
the car companies were doing a really terrible job of serving their potential clients with better efficiency and 
prices. 
 
In the long-term, it should be possible to capture 5% ($4 billion) or 10% ($8 billion) of the $84 billion, at least 
for a few years, based on a far-reaching consolidation and reorganization of much of this highly fragmented 
and highly inefficient industry. 
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This quick change planned for the genealogy industry is something like the gradual change that has taken 
place over past decades, as much of the nation's home cooking has been replaced by prepared meals, TV 
dinners, fast food and other "eat out" prepared food sources and restaurants, even as overall food prices 
have fallen as a percent of individual disposable income. McDonald's has been part of this overall movement. 
It started in 1954 and later added its Speedy Service assembly-line methods and its drive-in feature, and now 
has 34,000 restaurants worldwide which serve 69 million people every day. Many other franchises have 
followed their example. 
 
In the case of genealogy, the isolated "home cooking" or "cottage industry" approach to genealogy research 
is extremely inefficient, expensive, and impossible to complete. The industrialized "fast food" method of doing 
genealogy is far cheaper, while offering much higher quality and the clear opportunity to gather together all 
the data that exists. 
 
As another analogy, if the process is changed to use the new concepts, it could then be said that compiling 
the nation's basic genealogy data is only a little bit more difficult or complicated than compiling the nation's 
telephone books. This is a far cry from the current view of genealogy as an infinite task that is impossible to 
ever complete. 
See 

"3
Size of genealogy market" in "The Rest of The Story." 

See "
4
The even bigger picture concerning Utah" in "The Rest of The Story." 

 

Software 
 ̧Current state of the software, including hard cash spent (not time invested) 

About $300,000 in direct costs has been spent on needed software. A usable version of the software is 
running now that contains all the basic required features, but some of the current code has veered off a little 
from the original design, and needs to be brought back to that original design on a few basic points. There are 
samples of the code from several different stages, so it should not be too hard to reestablish. About two 
months of work for two people should be required to complete this revision. 
See "

5
More software development history, planning, and features" in "The Rest of The Story." 

 

 ̧Additional features / capabilities needed to make the software fully functional. 
Some of the planned extensions and advanced features were never coded, but many of them should be 
relatively easy to add once the core system is running reliably. It would probably require too much space to 
describe them here in any detail, but their main effect is to draw in other groups of people currently excluded 
from the existing large genealogy systems. For example, one such feature would allow third parties to place 
data on their own separate websites, to be delivered through the ProgenyLink website, including handling 
any billing activities. In some future cases, it may be useful to establish separate ProgenyLink websites for 
other languages and cultures, but still have that data delivered through a single portal. Some preparations 
need to be made for that possibility. 
 
One important and fairly basic feature which was never put into operation is the "screen scraper" 
browser-plugin programs needed to semi-automate the process of checking name records against existing 
indexed image databases. It is expected that function will be outsourced to specialists in screen scraper 
technology. An initial version is expected to cost about $2000, but its development will be ongoing. 
 

 ̧Once the software is created, how it will be used, and by whom, to create the 

ñdescendant treesò of mankind. Estimated hours of effort required to create the desired 
descendant trees, and how the descendant tree creators will be compensated / motivated.  

It is expected that the first users of the software will be company employees. Only after a sizeable database 
is available for examination and sale, so that important new concepts can be clearly demonstrated, will it 
make any sense to start moving the building of that database out into a wider group of people, probably 
adding them as some kind of contract employees or consignment publishers. 
 
My initial estimate is that it should cost about $1 per name to build this database, implying about a $10 per 
hour university student kind of wage. (It might be done offshore for as little as $1-$2 an hour, if that can be 
arranged.) It could turn out to cost more as we take care of the process of verifying the data against public 
records and making all the marriage connections so that all possible pedigrees will be available. A very large 
part of the job is simply the clerical task of converting the OCR-scanned text from thousands of books into the 
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new computer format. At that point searches can be made to locate corroborating public records. 
 

Resources 
 ̧Resources (cost, personnel, man-hours, tools, etc.) and calendar time to complete the 

key projects, which seem to be: 
 
Â Finish software development 
The minimum programming staff would probably be two people, or more if a more aggressive plan is 
accepted. The initial software is operational now, but should be adjusted in a few important places over a 
two-month period so that fewer adjustments in the future will be needed. I don't know current salary rates in 
Utah, but I will guess that $100,000 each will be required. Over a five-year period that would require $1 
million. 
 
Â Create the portfolio of descendant trees 
This process might be started with about 20 employees. A fairly low expectation of 5000 names per year per 
employee would mean that 100,000 high-quality names could be completed each year. If the rate can 
gradually be moved up to 20,000 per year per employee through improved procedures, that would mean 
about 400,000 high-quality names per year. If the employees are paid $20,000 a year we would approximate 
my $1 per name cost target. The beginning year's set of employees would thus cost about $400,000.  
 
If the process were spread out over five years, we would reach only 2 million names in that period. We would 
need to increase staffing by 10 times up to the 200 level to reach the minimum effective size of 20 million 
names in a 5-year period. That implies a $4 million cost over five years.  
 
What really needs to be done for maximum effectiveness and profit is to reach 1000 employees as soon as 
possible so that 70 million names can be completed within a 60-month time period or shorter. That would 
require expending the full $70 million in that time frame. 
 
Â Link the descendant trees together to create an integrated tree 
This would become an integral part of the basic process as soon as enough names were entered properly. It 
might mean that 1 million names would need to be entered before this process could start in earnest. It could 
only be finished when the entire 20 to 70 million names had been entered properly. 
 
See extra articles in "The Rest of The Story:" 
6
Advance study and planning 

7
Some possible variations for management of database creation people 

8
Database build options and financing 

9
Verifying assumptions using incremental implementation 

 

 ̧Sales and marketing plan 
Â What products are sold 
The products sold are the researched names which have been combined into multigenerational families 10 to 
15 generations deep. These names have been checked against all available online images, and references 
and links to those online images are included. 
 
Â At what prices 
The data would be sold on a graduated scale, with the graduated scale going opposite to the direction one 
might normally expect. Recent names would be more expensive than distant historical names. The first three 
generations might cost $20 a name, the next three generations might cost $10 a name, and the next four 
generations and onward might cost $6 per name. For example, the first 5 generations might cost about $800. 
This compares rather favorably with the usual cost of 10,000 hours of work required of the typical individual 
researcher to complete a five-generation pedigree in a lifetime, implying a commercial value of 8¢ an hour for 
that hobbyist research.  
 
Electronic records would be kept so that the data purchaser could know what he had purchased already and 
what data remained that was complete and available but unpurchased. 
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Â To what end-user types or groups. 
Professional genealogists and serious hobbyists would be the first target group, but because of the relatively 
low cost for the finished data product, I expect that the size of the market would grow greatly to include many 
people without significant genealogy experience. Right now there are about 2 million people who are 
subscribers to the Ancestry.com service. I believe there are about 7 million genealogists of various sorts 
making regular use of the LDS Church services. I hear estimates of active genealogy hobbyists being as high 
as 12 million. The MyHeritage company claims to have 18 million separate subscribers. With the requirement 
to develop research skills almost eliminated, the number of interested clients could easily reach 24 million. 
 
Â How you will contact potential users (distribution channels) 
The genealogy community is very active in examining new offerings and capabilities, always searching for 
new pools of names. Just a few public announcements on blogs and at the many genealogy conferences, 
which happen almost every week, would develop a rush of people checking it out. The best strategy would be 
to make sure they have something intriguing to examine when the public announcement is finally made and 
people are encouraged to take a look. The new electronic "word-of-mouth" on social media would also have 
a quick and powerful effect, for good or ill, so the first impression needs to be good. 
 
Ancestry.com and others have invested a great deal in general public advertising. A big part of those ad 
campaigns and programming, such as the "Who Do You Think You Are" series of celebrity genealogy-based 
shows, and the new "Genealogy Roadshow" series, are generic, and boost the public's interest in all 
genealogy activities and companies.   
 
Â At what rate you expect sales to grow (annual sales forecast, both in units and dollars) 
I expect the sales rate to grow exponentially with the size of the prepared database. We have this unusual 
situation where, if the entire 70 million names were prepared for the genealogical history of United States, the 
entire $3 billion value of this database could be collected in a single year. This puts a very high premium on 
finishing a large number of names very quickly. 

 
The value of the database is estimated in this way: 70 million names with a cumulative value of $40 for each 
name (each name is sold multiple times as part of many overlapping pedigrees) equals $2.8 billion, or roughly 
$3 billion. 
 
See "

10
Marketing to Mormons" in "The Rest of The Story." 

See "
11

Payments in advance and periodic payments" in "The Rest of The Story." 
 

 ̧A page or two on competition, which I suppose in your case will be: 
Â Paid genealogists  
Ideally, many professional genealogists would choose to join with us in our project. However, these would 
likely be those who are not currently well-established and well paid. Those who are well-established 
professional genealogists might become hysterical in their resistance to this new process, since their 
livelihood could be largely destroyed by this new mechanism which offers low prices and immediate delivery 
of high quality data. 
 
Â Ancestry.com and other major providers of genealogy products and services 
A similar kind of hysteria could arise at Ancestry.com and other similar providers, and desperate measures 
might follow. Eventually they would realize that we are basically going through their inventory of public record 
images ONCE and extracting most of the value rather than continually reusing their data in endless searches 
seeking one person at a time. Their current business model assumes that the process of genealogy research 
can never be finished, that there will always be immense amounts of duplication, and that they can continue 
to charge the same rates for access to their data essentially forever.  

 
Â Describe how they may react to your product, and how you plan to respond to their possible reactions.  
Nothing but bad things are likely to happen by stretching the database-building process out over several 
years. As soon as other businesses understand the power of this process, especially those with larger 
amounts of resources, there is likely to be very serious competition and even commercial sabotage, perhaps 
in the sense of competitors sewing fear, uncertainty, and doubt about our product. The two patents issued for 
the process might offer some protection from competition, but that is probably not something to rely on. A 
court battle could be expensive and troublesome. The patents might be of significant value against any 



9 
 

possible LDS Church intervention or competition, but they do not have the same commercial goals and 
interests to protect as established companies.    
 
At the beginning, part of our data source would be using subscriptions to Ancestry.com to verify the accuracy 
of data compiled from books and websites. This would actually add to their revenue for a time. But as soon as 
they realized that we were in the process of gradually eroding the long-term value of their image databases, 
they would probably take actions to cut off that access, even if we were technically within the allowed terms of 
use for professional subscribers. At that point, it is possible that the only way to proceed would be to purchase 
Ancestry.com, perhaps at a reduced price simply because the value of their indexed image databases had 
already been diminished in the eyes of the public. Other possibilities would be to cease using Ancestry.com 
and rely strictly on the LDS Church's growing image databases. It might be possible to purchase copies 
ourselves of such basic record sets as the various US censuses for verification purposes. The only way to be 
sure that none of these turbulent problems might arise would be simply to acquire a controlling interest of 
Ancestry in the first place. 
 

 ̧Discussions of market size should be limited to a half page, and should count only hard 

cash expenditures. Exclude all estimates of value of time spent, either by yourself or 
professional genealogists or hobbyists.  
According to the news media, the genealogy market study done by Global Industry Analysts apparently offers 
two separate statistics. One deals with the personal expenditures of genealogy hobbyists, and the other 
deals with receipts of genealogy companies. These are two very different ways to look at the market, and 
both are useful. 
http://blog.eogn.com/eastmans_online_genealogy/2013/09/more-than-80-million-professional-and-amateur-genealogists-around-the-w
orld.html 

 
1. The Global Industry Analysts survey of the genealogy industry concluded that 84 million people spent from 
$1000-$18,000 on genealogy-related purposes in 2011. From that very general perspective, that puts the 
minimum value of the industry at $84 billion, counting all cash spent in some way to further the hobbyist's 
interest in genealogy. Notice that the actual annual cash payments related to the industry are probably much 
larger than the $84 billion number. One would need to have a great deal more information to decide in 
advance just how much of that $84+ billion could be captured by a new genealogy business venture offering 
new kinds of online data.  
 
It should be useful to examine the economics of existing genealogy information companies. Ancestry.com's 
$500 million in revenues represents about 0.6% of the total market.  All other similar organizations total 
about $50 million or about 0.06%. Professional genealogists, with their approximately $500 million, represent 
another 0.6%. The LDS Church has no commercial component. In other words, all the easily identifiable 
groups taken together make up only about $1.05 billion or 1.26% of the total of the industry today. 
 
Looking at the tiny 1.26% portion of the total world's genealogy budget which is currently being captured by 
all the most observable genealogy companies and professional genealogists, one might conclude that those 
companies are doing a really terrible job of serving their clients. Perhaps their services are so incomplete or 
unreasonably priced that people will do almost anything to find other means of solving their research 
problems with 98.74% of their money. If those companies had a more complete and more reasonably priced 
set of information products, perhaps they would capture at least 5% or 10% of the total revenue, if not more. 
 
2. On the question of money received by firms offering genealogy services, apparently it is reported that $2.3 
billion was received by all genealogy companies in 2011, and it is projected that the number will be $4.3 
billion by the year 2018. ($1.05 billion of that money is estimated in more detail above.) That is a very different 
view of the industry than the number of people generally spending money to further their personal research.   
 
I want to reemphasize that the purpose of this project is to radically change the way effort and money are 
expended by genealogy hobbyists. It is not simply a plan to become the 10th or 20th entrant into an already 
crowded business niche based on traditional technology, perhaps merely capturing a small slice of business 
income from established companies. The goal is to create large new sources of income by offering a valuable 
new service.  
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However, even just capturing a substantial share of the current $2.3 billion annual payments to major 
genealogy businesses should make the project worthwhile. With a total cost of $70 million, spread over two or 
three years, which produced a return of only $200 million over a 5-year timeframe, the project should result in 
a respectable outcome. 
 
The 2012-2013 purchase of Ancestry.com by Permira appears to be based on the following computation: the 
typical company income in the range of $400-$500 million a year seems to include enough to amortize the 
original $1.6 billion purchase price, plus spin off a $40 million annual profit. Over a 30 year period that would 
be $1200 million dollars in total profit. When subjected to a 10% interest rate present value deflator, that 
becomes $377 million. So one might say that the $1.6 billion purchased a $377 million profit beyond an 
assumed 10% return if the money were invested elsewhere. We might also say that is a 23.5% return on 
capital. For the ProgenyLink project, that return should be at least $3 billion over five years from a $70 million 
investment. That represents a 42 times or 4200% return on capital. 
 
See extra articles in "The Rest of The Story:" 
12

Why has no one else done this before?  
13

A creative company's behavior 
14

Historical efficiency progress in the genealogy industry, plus future possibilities  
15

The psychology of potential clients  
16

Market size for a radically reengineered industry  
17

Sources for marketing data  
18

More detailed genealogy market behavior -- discussion  
19

More on "build or buy" economics  
20

Possible new services 
 

 ̧Description of company you are seeking to create (e.g. ownership, staffing by function). 

If youôre not seeking to create a company, then what is your plan? Licensing?  

I have done the legal paperwork to establish a SubChapter C Corporation called ProgenyLink, LLC with 
offices in South Jordan, Utah, using as the company's official location the law firm offices of Ford and Huff, 
LC, 10542 South Jordan Gateway, Suite 300, South Jordan, UT 84095, Phone: (801) 407-8555. Richard 
Linford, an attorney there, is an officer of the Corporation, with myself as the only current owner of the 
Corporation. Two of my sons, Benjamin and Jonathan, are members of the board. Benjamin has degrees in 
mathematics and philosophy, and he also spent a year at MIT in an aeronautical engineering program. He 
completed a PhD in philosophy from Notre Dame, and is now a professor at Randolph Macon College in 
Virginia near Richmond. Jonathan is in his final year of a degree in computer science from BYU.  
 
This company is formally organized, but has taken no practical action. This could be a useful beginning point, 
but I realize there are many other possible ways to begin the project. One way or another, a small 
programming staff (a minimum of 2), a general administrative staff (a minimum of 2), and at least 20 
"database builders" need to be assembled and trained to start this project. Licensing of the patents and other 
technology to another company is another option. 
 
Two basic startup methods of possible interest: 
1. I might start with my ability to lay out the theory and the vision of what needs to be done, and then use the 
$70 million to acquire all other needed assets, including administrators. That should allow the project to be 
done almost as quickly as possible, and therefore almost as profitably as possible, with the least amount of 
difficulty from the actions and reactions of competitors.  It should bring in the first $3 billion of income, which 
should mean that all other long-term goals could then be accomplished using that acquired revenue. 
 
By the time we had completed the 70 million names, we would most certainly have made everyone 
completely familiar with the value of doing it that way, and we should also quickly collect the $3 billion which 
should make it possible to purchase whatever was left of Ancestry.com and other similar companies without 
requesting any more money from investors. 
 
It is very important to control the methods used by the company. "Only the paranoid survive." The technology 
must be used correctly as designed and outlined, or the project could easily veer off course and not reach its 
goal. 
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2. An organization such as Sorenson Capital might acquire a controlling interest in Ancestry.com, and 
perhaps a few other similar organizations. This would probably require an investment in the $1 billion-$2 
billion range. After the heart of the current genealogy industry is under new management, all of those "going 
concern" assets ï people, data, real estate, etc. ï would be gradually reprogrammed to use the new 
procedures and new business model to earn $3 billion on US data and $3 billion dollars on European data. 
Further expansion could proceed from there. 
 
This method would move the fastest of all and earn the largest profits possible, and should experience no 
legal or economic problems from existing organizations. One nice thing about this method is that the current 
profitable position of Ancestry.com could remain the same, while an even more profitable procedure and 
business model was gradually installed alongside it. For this option I might be in the position of licensing 
technology and offering related skills and consulting. 
 

 ̧A 5-year financial forecast, by month for the first year, by quarter for the next two years, 

annually thereafter. 
See attached table entitled "Financial Results -- Expense and Income -- by Month/Qtr/Year/Cum for 5 Years." 
See also attached chart entitled "Revenue and Cost by Month for 5 Years." 
 
On the sales side, the projection suggests that in month 20, with just over 6 million names in the database, 
sales can begin. The projection suggests sales beginning at $10 million a month and accelerating to $150 
million a month over 60 months. 
 
For a longer view of the project, see the two attached charts entitled "The Shape of Things to Come," showing 
the expected behavior of the project over 20 years or more. The most important parts of the graphs are the 
shapes of the various curves. The numbers shown on the graphs are subject to potential variation, but the 
general behavior should be similar to the shapes shown. 
 

 ̧A staffing plan that matches the financial forecast (# of people in each department) 
See attached table entitled "Staffing -- Data Entry and Technical/Administrative for 5 Years." 
 
To summarize the staffing projections, we start with 20 data entry and improvement technicians, two 
programmers and two general administrative/management people. That team is expanded to 1000 data entry 
people and 12 technical/admin people over 33 months. It would be ideal to expand that staff at an even faster 
rate, especially the data entry people. 
 
As a source of experienced staff, note that just one-half of the approximately 2,000 volunteers that help keep 
the FamilySearch system running would be enough to do the project I have outlined, perhaps after their 
original church commitments were fulfilled. Add to that group the perhaps 8,000 other volunteers that staff the 
various local libraries, the 20,000 service missionaries, the 150,000 Online Indexing participants, the 150,000 
other genealogy workers, and the other 12 million genealogy hobbyists in the US.  After being trained as 
employees, some of these people might elect to continue their work on a contract/consignment basis, 
allowing the number of workers to be increased without immediately increasing project salary expenses. 
 

 ̧Background and qualifications of yourself and any colleagues involved. 
My 1966 bachelor's degree from Brigham Young University included a major in political science, and a minor 
in mathematics, plus 50 hours of engineering topics. I have two law degrees from George Washington 
University in Washington DC -- a JD with a focus on government regulation of the economy, and an LLM in 
taxation. I worked for 12 different federal government agencies and two large commercial firms during my 
career. Several of those projects involved very large computer systems such as the Treasury disbursing 
system which disburses the entire federal budget, the State Department international visa control system, the 
American Airlines SABRE system related to US Airways, and the Verizon telephone system. There were 
about 200 programmers on the treasury system, about 300 programmers on the US Airways system, and 
about 900 programmers on the Verizon system. My last federal position as a foreign service officer took me to 
Saudi Arabia, Mexico City, and Moscow, Russia. 
 
I did some work on the Church-requested "4-generation program" while in college, and then later, after 20 
years in the computer industry, I tried doing some more research and discovered how hopelessly inefficient 
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the traditional methods of genealogy research really are. A few improvements have been made since then by 
the efforts of the LDS Church and Ancestry.com, but they are still far short of what is possible and desirable. 
Since retiring in the year 2000 I have spent most of my time on finding a better solution to the inefficiencies of 
the genealogy industry. Detailed resume attached. 
 

 ̧Amount of money you seek to raise.  

$70 million. Beginning with a smaller funding commitment could make it harder to achieve full success 
quickly.    
 

 ̧How the money will be used, and over what time frame.  

It would be used to establish a 70 million-name database within 2 to 5 years and begin sales of the data. The 
bulk of the sales could be concluded in the final three years. A 5-year initial project is anticipated, although the 
company should go on indefinitely. 
 

 ̧What you are proposing to give in return for the money raised. (license? Equity in your 

company? é ?) 
Needs more discussion to formulate possible options under different scenarios. I have very limited 
information about how Sorenson Capital prefers to do business, so I will not try to say too much about 
detailed arrangements at this point. However it is done, I intend for the funding entity to make a very generous 
profit while also offering a valuable service to the worldwide genealogy industry and community. 
See "

21
Potential company management issues" in "The Rest of The Story." 
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Alternate strategies 
1. Current industry strategy calls for endless, highly duplicated work going on essentially forever, with little 
or no further advancement towards completing all the basic genealogy of the US. 
 
2. In contrast, the logic of the new system is to greatly accelerate the high quality compilation and sale of 
all names, collecting most possible profits within about a 10-year time-frame. Instead of today's expected 
$0.55 billion gross/$0.10 billion net a year for 100 years, collect up to $3 billion gross/ $2.93 billion net 
over 5 years, or $6 billion gross/$5.5 billion net over about ten years.  That equals about 6 times the 
annual rate of gross earnings of Ancestry.com and up to 100 times the net earnings over the 10-year 

period.  

In summary, at a cost of 5% to 10% of the current 
investment in the genealogy industry as epitomized by 
Ancestry.com, the new approach should bring in 10 
times the net income each year over about a ten-year 
period. That is 100 times the profit over a 10-year 
period. 
 
The strategic choice is between a quick, vigorous and 
complete project, versus a slow and never-ending, 
uncompleted and uncompletable project. 

Years 

25 50 100 75 0 

$billions 
sales 

  
  

1 

Today's Industry, annual sales 
$0.55 billion gross,  
$0.10 billion net 

   

2 

3 

New Industry, annual sales 
$3.0 billion gross,  
$2.9 billion net 

The Shape of Things to Come 
Compressing and Harvesting the Revenue Stream of Ancestry.com 

 
Earn 10-100 times as much money each year over a 10-year period 
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Years 

5 10 20 15 0 

$billions 
sales 

10 

20 

30 

Cumulative income curves for two project conceptions: 
 

   Pay-per-view (top) 
vs 

      Subscription (bottom) 

Current subscription model: 
$0.5 billion gross income 

Proposed pay-per-view model: 
$3 billion gross income 

$0.05 billion (10%)  
net income 

$2.9 billion (95%)  
net income 

The Shape of Things to Come 
Compressing and Harvesting the Revenue Stream of Ancestry.com 

 

Earn 10-100 times as much money each year over a 10-year period 
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Two Financial tables -- Define columns 
  

1  Staffing -- Data Entry and Technical/Administrative for 5 Years  

Month Data 
People 

Names 
each 

Names 
added 

Names 
cum 

Data 
salary 

Salary 
tot  

Salary 
cum 

 Tech/ 
Admin 

Salary Tot 
salary 

CumTA 
sal 

Cum all 
salary 

1 20 500 10,000 10,000 1,667 33,333 33,333  4 8,333 33,333 33,333 66,667 

2 20 1,000 20,000 30,000 1,667 33,333 66,667  4 8,333 33,333 66,667 133,333 

 
 

Abbreviated 
Heading 

Full Heading 

Month Month (60 months covering 5 years) 

Data People Number of Data People Employed each month 

Names Each Names entered by Each employee each month 

Names Added Total Names Added by all employees for the month 

Names Cum Cumulative Names added project-to-date 

Data Salary Average Data Salary for each employee 

Salary tot Total Salary expenses for each month 

Salary Cum Cumulative Salary Expenses project-to-data for data people 

Tech/Admin Number of Technical/Administrative employees each month 

Salary Average Salary for each Technical/Administrative employee 

CumTA sal Cumulative salary of Tech/Admin employees project-to-date 

Cum all Salary Accumulate all salary expenses project-to-date for  data and Tech/Admin employees 

 
+++++++++++++++++++ 

 
 

2 Financial Results -- Expense and Income --  by Month/Qtr/Year/Cum for 5 Years 

Month Tot 
salary 

Qtr 
Expense 

Tot 
exp/year 

Cum 
Salary 

Tot 
Sales 

Cum 
income 

Net 
income 

Cum net 
income 

1 66,667   66,667 0 0 -66,667 -66,667 

2 66,667   133,333 0 0 -66,667 -133,333 

3 83,333 216,667  216,667 0 0 -83,333 -216,667 

 
 

Abbreviated 
Heading 

Full Heading 

Month Month (60 months covering 5 years) 

Tot salary Total salary expenses each month for  all employees 

Qtr Expense Total salary expenses each Quarter for  all employees 

Tot exp/year Total salary expenses each year for  all employees 

Cum Salary Accumulate all salary expenses project-to-date for  data and Tech/Admin 
employees 

Tot Sales Total Sales by month 

Cum income Cumulative sales income project-to-date 

Net income Net income -- total sales minus total expenses 

Cum net income Accumulated net income project-to-date 
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Growth in Names for Sale, and Their Increase in Market Value 
With Growth in Database Size 

 
One question which will certainly come up is "How will the value of the database grow as it begins and eventually reaches 
the full size of 70 million names?" For example, when the database reaches a size of 1 million names, will it have any 
substantial value, or will it need to reach its full size before it has a large value? This next table and associated graph 
shows the approximate expected value of the database at each stage from 1 million to 70 million names. Because of the 
network effects of overlapping pedigrees, the value of the database grows exponentially as its linear size increases. That 
exponential increase in value is reflected in the numbers in the table. If a database of 1 million names has a commercial 
value of at least $4 million, that seems quite encouraging, keeping in mind that as the database grows in size it becomes 
much more valuable with each increment. Even if $2 million was expended in compiling that first 1 million names, 
because of the extra costs of starting up the process (with $1 per name being more typical after that startup process), it 
still should be a commercially viable process.   
 
The same chart could be continued so that it shows from zero names up to 1 million names, and the calculations would 
be mostly an extension downward of the calculations shown. I could construct that graph and include it if anyone wishes, 
but I don't think it would add very much to the understanding of the process. The numbers simply become smaller as the 
database size is decreased from 1,000,000 names to 0 names.  
 
There are three sections to the table, one showing the number of "potential customers" for each size of the database, and 
that number stays the same for the next two sections. The second section shows the number of names that the database 
will hold for each customer even if the different "surname group" sections of the database are not connected together 
through marriages, and the third section shows the number of names that the database will hold for each customer after 
the different "surname group" sections of the database have been connected together through marriages.  
 
For this graph I assume that each surname group averages about 5000 names in size, so that for a database with a 
million names, that would mean that about 200 of these surname groups have been entered. It is also assumed that 
about 2000 of those 5000 names are those who fall at the bottom of the surname group, meaning they probably died 
somewhere in the 1930 to 1950 date range, making them the logical people for a searcher to find as a way of locating the 
rest of that searcher's pedigree. 
 
Definitions 
"Potential customers" are defined as those people, those names, who are still living or who are only recently deceased, 
which provide a lower entry point into the rest of the genealogy database. In other words, a person examining the 
database would typically look for either his own name or the name of a parent or grandparent, and finding one of those 
names would then define the entry point by which one could learn about all the other names that are part of his complete 
pedigree. The number of "customers" used here is really less than the actual total. The "customers" in this chart is an 
estimate of those whose names are in the database, and it does not include the children and grandchildren of those 
people found the database. In other words, the number of children and grandchildren who are descended from that 
particular "customer" could greatly multiply the number of actual "potential customers." 
 
The first 10 names, which appear for every customer from the beginning, are there simply because of the way the data is 
located and entered into the database in descendant sequence from an ancient ancestor. The assumption is that about 
10 to 15 generations of data will be found and entered for each person, essentially guaranteeing that those 10 to 15 
ancestors can be found in almost every case, regardless of whether connections have been made through marriage to 
other surname groups. 
 
Those first 10 names are the most valuable and most highly salable names, since they are the names of the ancestors 
which hold the same surname as the customer. That number should be easy to double to 20 when we add in the wives of 
these 10 progenitors, so that it should be fairly easy to charge $200 for that set of names. It should not be too difficult to 
double that number again as we add in all the names along a person's mother's maiden name line, running the total bill 
up to $400. Notice that we are going back 10 generations in those cases. 
 
The next most valuable data would probably be all the possible ancestors back a full five generations which would cost 
$800 for that set. For two of the 32 surname lines that take you back five generations, they would already have been 
completed back 10 generations, and paid for, so those names would not be charged-for again. 
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One might guess that the further back in time we go, the less value each of those names has to a customer, while at the 
same time the number of those names increases dramatically. The cost for 10 generations of names should theoretically 
be 32 times the cost five generations, but the marketing process needs to lower the cost on those more remote names, 
while not letting those remote aspects of the database go too cheaply and be lost to some competing "screen scraper" 
operation. We could probably get full value on all the cases where we follow a person's surname back 10 generations, 
and perhaps complete the same thing for his mother, but the other lines drop in value. We need to make sure that we get 
back our cost, at least, on these names that are back further, so this may take a little bit of judicious juggling of pricing and 
availability. 
 
The table is probably off a little bit in its accuracy. For example, the number of full generations available at the lower 
database sizes will probably be less than is shown in the table, but I don't know how to predict those values any more 
accurately than I have done here. 
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Kent W. Huff  
1748 West 900 South 

Spanish Fork, Utah  84660 
(801) 798-8441, huffkw@juno.com 

 

Education 
BS Political Science (minor: Mathematics, plus engineering topics), Brigham Young University, Provo, UT. 1968  

JD (economic regulation) and LLM (taxation), George Washington University Law School, Washington, DC. 1975, 1977 

 

Work Experience  
Genealogy Registry/ProgenyLink, Spanish Fork, Utah (July 1999 to present) 

 The project was begun for the express purpose of exploring the re-engineering of the worldôs genealogy information 

systems.  Applying the Henry Ford principles of mass production and industrialization, including participant specialization and 

"industrial strength" cooperation, makes possible a 1000 times increase in overall productivity in the name assembly process. The 

design was completed and documented, and a prototype website is described and operating at www.ProgenyLink.com 

 I have performed website design and creation, and prototype design and testing for a new genealogy-related database 

system. Used PHP, MySQL, HTML, ASP, ACCESS and SQL Server databases, Visual FoxPro.   

 

Electronic Data Systems (EDS), at Verizon (was Bell Atlantic) customer site.  Arlington, VA  
(December 1, 1998 to July 1999)   

 Begun by Ross Perot to process Blue Cross health insurance, EDS is one of the largest computer services and consulting 

companies in the world.  

 As part of a staff of 900 programmers on the project, I was assigned to the development and testing of the Event Processing 

System, Verizonôs extremely complex COBOL/DB2-based pricing and billing system for local and long distance calls. The facility 

serves most of Americaôs East Coast homes and businesses. At least 200 million transactions are processed a day. 

 

The SABRE Group, US Airways, Metro Information Systems.  Crystal City (Arlington), Virginia  

(March 1998 to November 1998) 

 The SABRE Group, a subsidiary of American Airlines, provides online reservation service and other accounting and 

information services for most of the worldôs airlines. It operates several enormous computer centers. It has about 10,000 employees, 

3,000 of which are programmers.   
 I was the project technical lead on SAS/DB2/MVS portions of outsourcing contract, managed by The SABRE Group, 

migrating US Airways computer systems to SABRE computers, including all necessary Y2K remediation and exhaustive testing. My 

task included coordination with staffs and technical standards of four different mainframe installations around the country as 

components were moved through five cycles of modification and testing. Even with a late start, my sub-project met all milestone 

targets for planned cutover. 

 

U.S. Department of State, Washington, DC; Mexico City, Mexico; and Moscow, Russia;   

Embassy Information Systems Officer.  August 1990 - January 1998   
 The Department of State operates embassies and consulates in all countries recognized by the U.S. Government.   

 I participated in contract-related studies for a major mainframe upgrade project, with an expected contract value of over 

$200 million.  I also assisted in field studies of computer resources and needs.  

 I operated and upgraded worldwide computer systems at the largest (1,000 employee) embassies of the U.S. State 

Department.  Supervised five to nine employees. Installed $1 million in new PC and small mainframe computer hardware. Helped 

resolve computer and communications problems for visa processing for up to 4,000 applicants a day, as in Mexico City. Installed full 

text search system for embassy news intake of 900 translated pages daily, saving 40 man-hours processing each day, with better 

access to data. Held top secret security clearance. 

 

U.S. Treasury Department, Washington, DC. Computer Specialist.  1989 - 1990   
 The Financial Management Service is the accounts payable facility for the U.S. Government, just as the Internal Revenue 

Service is the accounts receivable facility.  

 As part of a staff of about 300, I was assigned to software quality assurance. I participated in design studies for a major 

upgrade to the disbursing system which produces 600 million payments a year while expending the entire federal budget of $2+ 

trillion. I participated in the release of the project description (RFP) and the evaluation of resulting proposals. A cost-plus contract 

was issued with target value of $40 million.   
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 U.S. Commerce Department, Census Bureau, Saudi Arabia. Project Leader. 1979 - 1989  
The U.S. Census Bureau was assigned to help the Saudi Arabian Government set up and operate a government statistics 

facility, and to train Saudis to eventually take it over. 

 As project lead, I designed and programmed an online import/export statistical system for the Saudi Arabian government, 

collecting and reporting data concerning oil exports and commodity imports, achieving major improvements in accuracy and 

timeliness of data. The system contained 15,000 data and program modules. Acted as system programmer for online CICS system. 

Served as user technical support on general training and computer performance questions. Instructor for CICS and VSAM. 

Participated in study and evaluation of IMS, DB2, IDMS database systems.  

 Assisted in the economic time-series analysis of data used to model the entire Saudi economy.   

 Designed and programmed important international product inventory and invoicing accounting systems for large 

petrochemical company in Saudi Arabia with $2 billion annual sales. The PC/LAN system installed was the first use of computers by 

this organization, and brought very large productivity and accuracy increases to central office staff of 250. CEO took direct interest. 

 

Association of American Railroads, Washington, DC.  Senior Analyst.  1977 - 1979  
 The Association operates the cooperative computer system that describes and continuously tracks the ownership, location, 

and loading of all railroad rolling stock in the United States, Canada, and Mexico. The U.S. government maintains a link with the 

AAR to ensure quick shipment of military and other assets in an emergency.  

 I assisted with leasing of new mainframe and peripherals, and lease termination for old equipment, with total equipment 

value over $10 million. 

 

U.S. Interstate Commerce Commission, Wash., DC, Transportation Attorney-Advisor, 1975 ï 1977 

 The ICC regulated all rail, highway, and intercoastal waterway freight carriers.  

  As an administrative law judge I processed new operating rights applications and related administrative appeals. I devised a 

graphical calculating device to assist in one major conceptual revision to regulations affecting trucking firms.   

 

U.S. Federal Trade Commission, Washington, DC, Analyst/Programmer, 1973 ï 1975 

 The FTC continually collects business statistics on all large U.S. corporations, and watches for illegal trade practices or 

anti-trust violations.  

 I assisted with conversion and upgrade of numerous second-generation finance and statistical survey computer applications 

to third generation computer systems. 

 

U.S. Justice Department, Washington, DC, Computer Specialist.  1971 ï 1973 

 The U.S. Bureau of Prisons operates the 28 federal prisons.    

 I performed detailed technical design and programming of the centralized accounting system for 28 federal prisons, with 

emphasis on complex interfaces with operating systems. Resolved troubling programming and communications matters as they 

arose.    

 

U.S. House of Representatives, Wash., DC, System Programmer and Operations Manager, 1969 ï 1971 

 The Clerk of the House handles all central administrative processing for the House ï payroll, banking, etc. 

 I installed and maintained accounting and voting systems for Congress, including their first electronic voting system. As 

operations manager, I managed a small staff and was also concerned with mainframe software installation and maintenance.   

 

U.S. Navy Department, Washington, DC, Programmer, 1968 - 1969  

 Design and testing of ship-related information systems ï individual ship configuration status, maintenance and upgrade 

scheduling, etc.  

  

Computer Languages and Systems 
About 30 computer languages, operating systems, and database systems for mainframes and PCs: 

 

Internet and PC-based: 

PHP, MySQL, HTML, Visual Interdev (Visual Basic Script--ASP), HTML, C++ (academic study) 

DBASE III & IV, FoxPro, Access, SQL Server, COBOL, SAS (Statistical Analysis System)  

DOS/Windows 3.1, Windows 95, Windows NT and NT Server, Novell NOS 

Macros for Lotus 1-2-3, Microsoft Excel, WordPerfect  

Full text search systems such as ZyIndex, Folio, Lotus Notes.  

Mainframes: 

MVS/JCL, TSO/SPF, COBOL, DB2, CICS, EASYTRIEVE, IBM Assembly Language, PL/1, FORTRAN, BASIC, SAS (Statistical 

Analysis System).  VSAM, IDMS, IMS.
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The Rest of the Story 
More overviews, articles, and endnotes 

 
 
 
 
Background 
The genealogy market today consists of amateur and professional genealogists who spend $2 billion directly 
with companies such as Ancestry.com, MyHeritage.com, and others. (By one estimate, individual 
genealogists spend an additional $82 billion a year on other aspects of genealogy work, such as classes, 
conferences, computers, software, and travel.) 
 
Over the past two centuries, the LDS Church and others have spent at least $20 billion collecting, storing, and 
preparing the existing data for use in genealogical research. 
 
The current paradigm for genealogy hobbyists is to begin with one person in the present time and work 
backward to create a family tree that branches upward, which I call pedigree-sequence or ascendancy 
research. This is an inefficient, hunt-and-peck endeavor that results in vast amounts of duplication when the 
pedigree chart is returned back to the data pool.  For example, if two first cousins both research their 
pedigrees back to 1700 AD and upload them back to Ancestry.com, the duplication is almost 100%. There 
are famous examples of Mormon pioneers whose names are duplicated 10,000 times in the data pool. 
 
Genealogists currently pay for a subscription to various sources of online data, in the hopes that they will find 
their own needle in the haystack. But what if they could be certain that they could go to ProgenyLink.com and 
find trustworthy data on their ancestor, accompanied by photographs, diaries, or other history? 
 
The industry uses digital means to provide raw data, but there has been no Henry Ford assembly-line type of 
transformation in linking the world's family tree together. 
 

Overview of the business opportunity 
 
I propose that we harvest the existing genealogy data and create a "clean" lineage-linked family tree in 
ProgenyLink, with a single database entry for each person. The database would emphasize US residents 
first, and then continue to Europe and the rest of the world. 
 
ProgenyLink would allow millions of people to help create this database in a shared environment, with peer 
review to ensure that the data is trustworthy. My existing software would provide the framework, with some 
enhancements required.  
  
The model is to create descendency trees rather than ascendancy trees. As a greatly simplified description of 
the process, we would first identify everyone who lived in the 1700s, and continue down to the present. These 
trees would be linked together so that duplication is avoided.  
 
At first, employees would input data to demonstrate the concept and create momentum. As the project 
progresses, genealogy hobbyists could "stake their claim" to parts of the descendent trees, provide the 
research and artifacts, and then receive royalties when others purchase family trees containing that 
information. 
 
ProgenyLink would create and sell family trees for $200-$800 for 5 generations, with the option to continue 
back 10-15 generations where the data exists, and would also broker access to lineage-linked photographs, 
diaries, ship logs, histories of an ancestor's community, etc. 
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Endnotes and Articles 
 
 
 
 
1
Establishing control of the genealogy industry 

Basically, there are two ways to establish control of the genealogy industry. 1) Simply buy a controlling 
interest in the most important companies such as Ancestry.com, MyHeritage.com, etc., at a cost in the range 
of $1-$2 billion. 2) Start up this project as I suggest, which will cost something in the range of $70 million 
dollars and will harvest the value from most of the data which is currently available in computer-readable and 
indexed format. This process would make use of the online sources of images of public documents with 
genealogical significance. As the process goes on, the accumulated value of prepared data would gradually 
decrease so that the online data holdings of Ancestry.com and others would gradually diminish in commercial 
value. As some of their raw data loses part of its value because we have assembled it into easily usable and 
salable form, they might continue to expand their data holdings so that data from new countries is available, 
for example. However, it is unlikely that they can continue that expansion at a sufficient rate to also continue 
their current levels of profitability with their current business model. In other words, the commercial value of 
their online data with continue to erode. They might take some desperate efforts to prevent that erosion in 
value, or they might simply choose to sell their holdings at a reduced price or suggest some creative merger 
option. At some point in the ProgenyLink.com project, there should be enough revenue to purchase the 
Ancestry.com company, if necessary, possibly at a greatly reduced price.  
 
If we assume that the current market value of the major genealogy data companies is $1.6 billion, and the 
cost to change the business model for the industry is $70 million, and thus gain control of the industry, that 
$70 million represents a mere 4.4% of the total capitalization value of those companies, which I will change to 
5% just for simplicity. 
 
 
2
Adjusting the original summary:  (Footnotes relating to John Bennion's summary of basic processes.) 

1) The necessary data is already mostly to be found in the nearly 1 million volumes formally published by 
families concerning their family history, normally starting with an ancient ancestor and coming forward in 
time. This means the largest single task is simply putting that extensive published research into the new 
computer format. A new, semi-automatic computer mechanism will also be used to verify and better document 

names and relationships by accessing existing public record image databases. The fact that most of this data is 
already prepared for direct use subtracts billions of dollars from the cost of building the final high quality 
database. What people think of as the more typical genealogy research activities should be the exception, 
only needed to fill in holes found in the mostly-completed database, and there are also new techniques for 
doing that gap-filling process much more efficiently.  
2) A version of the needed cooperation software is already running. 
3) The "large group of people" will need to be company employees to begin with, since this process is so 
counterintuitive to most US people that I assume they will resist even trying it until forced by changes in 
industry circumstances to take it seriously. After that change in the thinking of most of the genealogy industry 
finally takes place, then the process can become more dispersed and move more ahead quickly. (The correct 
method has historically been better understood and more used in Europe.) 
4) It is probably feasible to meet the originally suggested $200 price point, but I now think a figure of $800 
seems more appropriate considering that it replaces about 10,000 hours of original effort. (The consumer 
who is a rational economist will note that the old process would value their labors at about 8 cents an hour in 
contrast to the effectiveness of the new process.) There will likely be numerous adjustments to sales prices 
as experience is gained. 
 
 
3
Size of genealogy market  

Below are some of the online sources for size estimates of the genealogy industry: 
 
1. More Statistics on the Popularity of Genealogy 
http://blog.eogn.com/eastmans_online_genealogy/2012/09/more-statistics-on-the-popularity-of-genealogy.h
tml 
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This is a follow-up to the earlier article, "Genealogy is the Second-most Popular Topic on the Web?" 
at http://goo.gl/737Ui:  According to an article in Bloomberg Businessweek:  
 

Today, genealogy ranks second only to porn as the most searched topic online. According to 
a January 2012 report by market research firm Global Industry Analysts, an estimated 84 
million people around the world spend anywhere from $1,000 to $18,000 a year in search of 
their ancestors. Visitors to online genealogy sites are mostly white women, 55 and older, 
who browse the Internet from homeðor, says [Ancestry.com PR Director Sean] Pate, ñyour 
Aunt Betsy, whoôs got a real rabid appetite for digging into family roots.ò Itôs a demographic 
projected to grow 36 percent by 2020, three times as fast as any other group. 
"Ancestry.com's Genealogical Juggernaut" 
http://www.businessweek.com/articles/2012-09-20/ancestry-dot-coms-genealogical-jugger
naut 

 
Old news. This is from a January 2012 Global Industry Analysts report: 
http://www.strategyr.com/GOS.asp?code=GOS-144 
 which was reported on here in May 2013: 
http://blog.eogn.com/eastmans_online_genealogy/2013/05/genealogists-spend-a-lot-of-money.html 
 only 16 months after it was reported in the popular press: 
http://www.digitaljournal.com/pr/545827 
http://www.strategyr.com/GOS.asp?code=GOS-144 

 
2. More than 80 Million Professional and Amateur Genealogists around the World! 
http://blog.eogn.com/eastmans_online_genealogy/2013/09/more-than-80-million-professional-and-amateur-
genealogists-around-the-world.html 
 
3. Technology, Word of Mouth Help Genealogy Hit the Mainstream  
http://www.voanews.com/content/technology-and-word-of-mouth-help-genealogy-hit-mainstream/1757389.
html 
 

A market research firm, Global Industry Analysts, says there are more than 80 million professional 
and amateur genealogists around the world.  It projects the market for genealogy products and 
services will reach $4.3 billion by 2018, nearly double from last year [2012]. 

 
4. Build a Digital Family Tree With These 5 Tools 
http://mashable.com/2013/05/03/digital-family-tree/ 
 

People curious about family history spent a whopping $2.3 billion on genealogy products and 
services last year, according to a study by market research firm Global Industry Analysts. They took 
most of their work to sites like Ancestry.com, which charge between $22.95 and $34.59 per month for 
access to billions of pertinent records. One-on-one consultations set them back $2,000 to $5,000 per 
session, depending on the length and complexity of the project, a spokesperson told Mashable.  

 
5. Online Researchers Spur Growth of Genealogy Industry, According to a New Report by Global Industry 
Analysts, Inc. 
Read more: http://www.digitaljournal.com/pr/545827#ixzz2g8gcI4PP 
http://www.prweb.com/releases/genealogy_research/ancestors_archives/prweb9092131.htm 
 
6. Genealogy Spending Survey Results  
http://www.familytreemagazine.com/article/money-survey/ 
 
7. brightsolid is renamed to DC Thomson Family History 

In the announcement, the company also boasts of 18 million registered users across its family of 
online genealogy brands... 

http://blog.eogn.com/eastmans_online_genealogy/2013/10/brightsolid-is-renamed-to-dc-thomson-family-his
tory.html 
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4
The even bigger picture concerning Utah 

Just on general principles, the control of the critical commercial assets related to the genealogy industry 
really ought to reside among Utah citizens who naturally have a much better grasp of the reasons people do 
genealogy research and how it can help the society in general. They should be able to make a better profit 
while also accomplishing many other good things in society. The semi-charitable aspects of providing 
genealogy services ought to match the semi-charitable impulses of its clients, and that would actually 
enhance the resources available to the company, assuming it promises to do more with that money than 
simply fill its own bank accounts. We might remember that the LDS Church has already invested the 
commercial equivalent of at least $20 billion in assembling and processing the data we have today and which 
this project would harvest. That was all paid for by Church members, with a very large portion of them living in 
the western US. I am not suggesting that any of the income from this project should go to the institutional 
Church, but only that some of its members ought to be able to gain from related commercial activities here 
rather than have their payments for genealogy services be drained off to some remote and disinterested 
European company. 
 
 
5
More software development history, planning, and features 

Every basic feature needed has been running at one time or another during the 2.5-year last stage of 
development. The first stages of purely theoretical work began in 2000. The difficulty is that not all of the 
features are completely current and able to work together in a completely integrated fashion. Finding, 
readjusting, and reconnecting these different pieces would be the main activity of the two month restartup 
period. Also, during that period, significant time will need to be spent training the programming staff and the 
professional user/operator staff. There are numerous new concepts at the detail level, and the staff may have 
to spend some time unlearning traditional concepts which no longer apply before they can go on to fully 
embrace the newer concepts.  
 
Some important software features 
The software must obviously allow users the ability to enter and interrelate genealogical data, but the most 
important new features relate to various levels and kinds of cooperation. Some important general cooperation 
features are 1) clearly establishing ownership of private sections (surname groups) of the database by one 
person or entity while also allowing various levels of access by people associated with and authorized by the 
owning person or entity, who wish to view, expand, or modify that section of the database. 2) To avoid 
confusion and duplication and encourage maximum cooperation, users can see what all other users have 
done and are planning to do. The descendant format makes that notification very easy to do: For example, 
stated as a research goal, "The Descendants of Engelbert Hough of Dutchess County, New York" is a very 
fixed and easily identifiable set of people who can mostly be known in advance. At least they will all have the 
surname "Hough/Huff" or typical variations. This is a far cry from the totally unpredictable nature of the 
research goal of "The Ancestors of Kent W. Huff," who may have any of thousands of surnames and come 
from nearly anywhere in the world. 3) Another level of controlled cooperation happens between owners of 
sections of data (the surname groups) where marriage connections are made between surname groups. 3) 
Another critical feature is a name-numbering system such that the "owner/submitter" of any name can always 
be determined, and new owners and their data can be added at any time from any part of the world with only 
minimal coordination between associated websites and owners. 4) This distributed database design allows 
for nearly infinite expansion as new areas of the world are integrated. This design can eventually treat the 
entire Internet as a single distributed genealogy database, in the sense that hundreds or thousands of 
separate websites can be part of the larger project. 
 
 
6
Advance study and planning 

It could be helpful to accumulate more information to help with project planning if a survey were done of the 
available data to be harvested. For example, although there are said to be nearly 1 million published 
genealogy books in the world, the LDS Church's Salt Lake City Family History Library probably has only 
about 100,000 books, and perhaps only 60,000 of those are in digitized form. If it took one half hour to study 
each book and determine the size and value of its contents, it would take about 30,000 hours or about 15 
man-years to quickly examine the digitized books held in Salt Lake City. At $10 an hour, that might cost 
$300,000. Obviously, that will be part of the planning process once the project gets going.  A 1% sample, or 
about 600 books, might be done over a two-month period at a cost of about $3000 as a minimum level 
survey, if that seemed helpful. Whether it makes sense to delay starting the full project until some such 
survey is done is questionable. 
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7
Some possible variations for management of database creation people 

1. Volunteers. Assume large segments of the world's genealogy enthusiasts decide to use the procedure 
spontaneously because they believe it is the best way and want to use it. It is self-organizing because people 
simply select their own surname or one of the other surnames closely associated with their family. They do 
this work as a pure volunteer and offer their work to the world for free. They simply pay for the use of the 
online software and data storage. Those subscriptions would be the main source of income, although there 
might be some commissions on the sale of data. 

 
The company owns nothing, although it can support sales by those users who desire to sell their data to help 
pay for their time. 
 
The problems and barriers: Only a handful of people have shown any inclination to study and understand the 
process. Each participant needs the efforts of 1024 other participants, working on the proper set of 1024 
surnames, before that one person can receive all the data needed for their desired 10-generation pedigree. 
Few people are willing to take a chance that all of the needed people will get themselves involved, and they 
have no desire to contact and encourage any of those potential workers to cooperate in that way. 
 
The company could only earn minimal amounts of money, hardly enough to make it worth the trouble. The 
company could not accumulate the means to undertake any public service efforts such as capturing more of 
the world's public genealogical records. 
 
2. Consignment. Assume genealogy enthusiasts are willing to do the work on their own and submit it on 
consignment to the website where their data is sold and they receive royalties, with a portion of each sale 
going to the system operator. 
 
This has most of the same problems as option one above: very few people are willing to take the time to study 
the new process and are unwilling to actively cooperate in this intensive new way. 
 
The company has a small and low quality database which would bring in few sales. Ownership of the data lies 
mostly with the users. 
 
3. Piecework. Assume database builders are paid periodically by the total historical names entered, and are 
not closely supervised, but at least are instructed on which books and names are to be done first. 
 
In this scenario, the company owns the data outright and sells it. 
 
4. Employees. This is the fully paid, fully supervised version. The company owns the data and sells it. 
Eventually, the world will come to understand the process and its advantages. At that point options two and 
three might work for part of the process. This could greatly expand the workforce to speed up the overall 
process, while keeping down the mandatory monthly salary totals. 
 
This process keeps maximum control over the database-building process, the sales process, and the 
resulting revenue. It appears that without having control over employees, the process will never get started 
correctly. 
 
 
8
Database build options and financing   

The sub-topic under "Resources" on pp. 3-4 called Create the portfolio of descendant trees includes some 
low-level startup scenarios. These are likely to provide interesting data about the new process, but are less 
likely to be successful as a commercial effort, simply because the mathematics of a serious nationwide 
database, which grows more valuable exponentially as it grows in size, argues that the finished database 
needs to be full-sized to achieve its maximum value and maximum commercial success. 
 
One fairly good way to begin this project would be to create a high-quality database of about 20 million people 
out of the 70 million people who died in the United States before 1930, at a cost of about $20 million, and then 
demonstrate that new database and sell the high-quality data, one name at a time, or by generation, to 
hobbyists at a very reasonable price. 
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It would be even better to complete the full 70 million names using commercial backing and then sell them for 
about $3 billion in all. From that point onward, independent contract workers submitting data on consignment 
might supplement some of the hired staff to continue on to process European data in the same way to earn 
another $3 billion. (Actually, foreign workers might be employed to do this work at lower-than-US wage rates.)  
 
Nearly all of the necessary data has already been researched and published in the 100,000 books available 
through the LDS Church's Family History Library. There are up to 800,000 other books of a similar nature 
available in the world. The main process then is to take these completed descendent-sequence genealogies, 
enter them into a new computer format, and link them together through marriages, thus providing all possible 
pedigrees. The other processes include semi-automatically checking all these names against online public 
records to verify them to the extent possible, and then to do whatever research might be necessary to fill in 
the holes to complete the project. 
 
The data would be sold on a graduated scale, with the graduated scale going opposite to the direction one 
might normally expect. Recent names would be more expensive than distant historical names. The first three 
generations might cost $20 a name, the next three generations might cost $10 a name, and the next four 
generations and onward might cost $6 per name. For example, the first 5 generations might cost about $800. 
This compares rather favorably with the usual cost of 10,000 hours of work, possible valued at $200,000, 
required of the typical individual researcher to complete a five-generation pedigree themselves, or perhaps a 
minimum of about $19,200 (assuming $150 per name for 128 names) it might cost to have the work done by 
professional genealogists.  
 
Normally, the most ancient names are the most expensive because of the extra effort required to find and 
document them. However, the sharing of many of those names by thousands of descendants who have those 
people as common ancestors means that the names can be sold many times over, making it possible to sell 
them more cheaply each time they are sold.  
 
 
9
Verifying assumptions using incremental implementation 

If it seems useful, the data conversion, database building, and data selling processes could be started on a 
small scale to completely verify all assumptions before expanding to full-scale operations. A project as small 
as $20,000 could verify such basic things as the general availability of the necessary data in a published 
format as I have claimed here. Up to 20,000 names could be assembled. A larger amount, perhaps $100,000, 
could demonstrate how the various descendent structures can be linked together to produce all possible 
pedigrees. Up to 100,000 names could be assembled. At the $1 million level, all aspects of the larger project 
could be in place and observed operating, including programmers and software features, the staff and 
process of database construction, etc. Up to 1 million names could be assembled. At that database size, 
there could be some people who would find it interesting to examine and who might even be willing to pay us 
something for portions of the data, allowing us to verify the workability of the sales-related software. The 
database will become exponentially more valuable to the public as it grows in linear size, simply because the 
breadth and depth of available interconnected pedigrees expands exponentially. 
 
The major difficulty in starting on a very small and tentative level is that it may be difficult to assemble the 
needed talent to get the process working at the highest levels of quality and efficiency. The best people may 
tend to keep their distance from what could be a tentative, short-term experiment as opposed to a project 
which is obviously long-term in nature. There will be a significant learning curve for new programmers, 
administrators, and database-builder staff, so paying expensive short-term rates for professional computer 
and administrative talent, much of which could be wasted money because of the learning time requirements, 
is an area of inefficiency to be avoided if possible. 
 
 
10

Marketing to Mormons 
Mormons appear to be among the most motivated genealogists in our country, especially among the 
non-professional genealogists, so it is important to consider what their reactions and feelings might be to this 
new project. 
 
As a little thought experiment, and a worse-case-scenario, what would happen if the only clients we had for 
this project were Mormons?  Could the project be successful or at least break even? 
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We start out assuming that the total cost will be about $70 million to assemble the 70 million names for the 
inhabitants of United States who died before 1930. There are about 300,000 Church members who are active 
in one way or another in genealogy activities. If we imagine that 150,000 of them were willing to pay $200 for 
five generations of ancestor names, that would produce $30,000,000. If that same group is willing to pay the 
$800 price tag, which is perfectly justifiable considering the time saved, that would produce $120 million. At 
the $800 price tag, the project could be a complete success.  At the $200 price tag and $30 million in 
revenue, the project could only be considered a success if the database building process was stopped at 
about the 30 million name level so that it at least breaks even. 
 
There are very good reasons to hope that the Mormons would be interested in a very active participation in 
our project.  If we estimate that there are 150,000 church members involved in current genealogy activities, 
and they each spend 1000 hours a year doing their work, that means there are 150 million hours of work 
spent each year.  If that work were rated at $20 an hour, that comes out to be $3 billion in volunteer activity 
every year. Surely there are many people who really enjoy doing genealogy work, and would do it no matter 
what, but there is also probably a large number of those people who would be happy to have their church 
religious responsibility finished in the genealogy area.  If they could do a really nice job of their responsibility 
for $800, and through that mechanism free up 10,000 hours of their time to do other things, whether it was 
paid work or spending time with their families or going on missions, I suspect there would be a large number 
who would choose that route. 
 
Notice that over a five-year period, their total aggregated work effort amounts to a commercial value of about 
$15 billion.  If they each put in $800 for 5-generations of data, spread over 5 years, that would be $160 a 
year. To get a monthly rate, $160 a year divided into 12 monthly payments would be only $13.33 a month. So 
the question becomes how many people would be willing to pay in the equivalent of $13 a month for five 
years or 10 years to be completely freed of their church responsibilities to do genealogy work, and receive 
high quality data from that small periodic payment? 
 
To summarize, the project should easily be able to bring in $120 million from only Mormons, based on the 
concept of five years of payments of $14 a month. If that were a marketing program directed at Mormons (and 
perhaps the rest of the nation), the project could be quite successful. 
 
We are talking about spending as little as $15 a month to free up most of someone's spare time for five or 10 
years.  That seems like quite a nice "laborsaving" device which many people would like to have. The huge 
amount of time which the Church requests of their people in doing genealogy work, and the very low output of 
that work, offers a great opportunity to offer a much more cost-effective solution. 
 
The point of these calculations is to show that it is really very easy to be successful, or at least to not lose any 
money.  Hopefully, the overwhelming demand for genealogical data, indicated by the $84 billion annual 
inputs to genealogy activities, means that even if the project does not reach the overwhelming success which 
I anticipate, it at least will not involve any loss of money, and should at least involve a respectable doubling of 
the money which is invested ($70 million * 2 = $140 million). 
 
 
11

Payments in advance and periodic payments 
Many professional genealogy research companies request a retainer in advance, perhaps in the range of 
$500-$2000. In other cases they will accept a monthly payment of $100 to keep the research going along for 
one person's pedigree. Something like this might be offered to our clients.  For example, if people were 
paying $50 a month for a total of five years, that would be $3000 which would be enough to purchase about 
300 names.  Translated into generations, that would be about 7.5 generations, which is far more than the 
five generations which dedicated genealogists can accomplish in one lifetime. In many cases, these people 
would be receiving names regularly as they were discovered by our researchers, so that each client would 
gradually receive up to 7.5 generations of names.  The same process could continue indefinitely. Or, if they 
were willing to put in $100 a month, as many people do, it could be greatly accelerated.  The $6,000 
accumulated over five years should pay for 600 names, which is about 8.5 generations.  Doubling the input 
again to $200 a month would yield $12,000 over five years which should pay for a full 10 generations (2048 
names).   
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Why has no one else done this before? 

Why are existing organizations uninterested in doing this project? There appear to be several reasons 
conspiring together to stop them from moving forward.  
 
Even though the major genealogy organizations have spent hundreds of millions of dollars on research and 
development costs for software and databases, it apparently never occurred to any of them that there was 
another way to do genealogy processes besides the traditional methods used by the "cottage industry" of 
hobbyist and professional genealogists. Viewing the genealogy activity as an industry, and applying standard 
industrial methods, just never entered anyone's head. If they ever did hear of another procedure from outside 
the industry, perhaps directly or indirectly from me, as I have tried in various ways to alert managers to the 
possibilities, they have simply said "it was not invented here" and dismissed it. 
 
A related reason might be simply the inertia of having chosen one particular way to do things, and being 
highly resistant to changing those methods after investing many millions of dollars. For the LDS Church, for 
example, it would be an embarrassment to the technical people to admit that they chose poorly the methods 
to be used at the beginning, and now they would be embarrassed to make major changes which show that 
their first choices were very suboptimal. 
 
A very powerful reason why Ancestry.com (and other genealogy professionals) are not likely to make any of 
these changes is simply that it would destroy their current business model which they hope will continue on 
indefinitely to produce current levels of income. Using their current research model, it is impossible for an 
individual acting alone to ever complete more than five generations of their pedigree, and that can only be 
done after perhaps 10,000 hours of effort. Add to that the fact that there is massive duplication by researchers 
looking for what turns out to be common ancestors found following different paths. And then add the fact that 
most of the work these various people do is lost or misplaced fairly quickly, so that work done once is not 
available to others in the future. Since most work is done to such a low accuracy level and low quality level, 
many people place little value on the work of others. This massive inefficiency and duplication ensures that 
their business model can continue indefinitely, they imagine. They have been aware of other alternatives, 
since I have spoken with them myself in the distant past, as in about 2000. My subsequent efforts to speak 
with them were ignored. 
 
Since many of the employees at the LDS Church who do genealogy work either came from Ancestry.com or 
other similar companies, or may plan to leave the Church at some point to work there, there is a powerful 
economic pressure to maintain the current highly inefficient methods, which happen to be highly profitable to 
professional genealogists whether working alone or with these database companies. 
 
The LDS Church has little reason to seek after economic efficiencies since it cares little about earning or 
saving money in its role as a religious organization. If its members are engaged in huge and endless research 
processes which can never be completed, it apparently sees no reason to be alarmed since it is expected that 
all its processes will go on forever and never be completed. So as long as the Church is not actually shrinking 
in active membership, it apparently counts its efforts as successful. 
 
 
13

A creative company's behavior 
In my opinion, a creative company ought to be looking at the vast difference between the overall market size 
and the microscopic portion which any one company now controls, and look for ways to increase their market 
share. In the case of Ancestry.com, they are heavily invested in and committed to a particular business 
model, and are likely to be extremely resistant to any change in their business model. But that model is really 
quite fragile, even though they expect it to go on for many decades or even indefinitely. A change in 
technology, as I am proposing, or a change in the interests of the genealogy hobbyists of the world could 
make dramatic changes to their company's fortunes. It was interesting to listen to some television financial 
analysts remarking how boring the whole idea of a genealogy website seemed to them. Simply because 
genealogy is often linked to such unpopular and metaphysical topics as religion and patriotism seems like a 
good enough reason for many of today's self-styled elites to scorn it in today's "politically correct" world. 
 
 
14

Historical efficiency progress in the genealogy industry, plus future possibilities 
The long-term historical improvements in the availability of genealogical data can be summarized: 
1. Getting the world's vital records on microfilm or otherwise imaged ï a 1000 times industry efficiency 
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increase. No one has to travel anymore. The data can come to the researcher at a local library. 
2. Getting those records digitized and online ï a 100 times industry efficiency increase. Nearly all research 
can now be done at home on a computer. 
3. Industrializing the final name assembly process ï a 100 to 1000 industry efficiency increase. Industrial 
strength cooperation is now possible.  
 
Status of genealogical records: 
1. About 60 billion genealogically significant records exist in the world, identifying about 6 billion unique 
individuals. 
2. About 10 billion of those records have been captured and put online. 
3. About 1 billion unique names can be extracted and documented from those 10 billion records. 
 
I am guessing that about 50 million unique names have been extracted, documented, and placed into families 
(in an online format where they are easily accessible and can be studied and further documented). That is 
about 5% of the names for which records are currently available online, and about 0.8% of the names for 
which there are records somewhere in the world. 
 
Those 50 million (currently very low quality) names may be as far as the current procedures and computer 
systems can reasonably take the final name assembly process because of the extreme inefficiency and 
confusion of the current methods. A mechanism which can go the next step and allow that process to become 
another 100 to 1000 times more efficient can finish the job. Whoever does that can quickly reap the benefits 
of all the prior investments in data assembly and preparation.  
 
The commercial equivalent of at least $20 billion has been spent on those earlier data preparation steps. 
Because of market demand, about $3-$6 billion can be earned by providing this final step in the long-term 
harvesting process. That calculation of the profit potential only covers the 70 million early residents of United 
States (up to 1930) plus 70 million early residents of Europe. There is an additional profit potential for the 
other 850 million names for which we have online records. If the return proved to be linear, that would mean 
a 5.6 times larger return, which would put the total at about $16-$32 billion. More likely, the 850 million 
remaining names would have a higher cost to process and lower market value than the first 150 million 
names, but should still be well worth pursuing. 
 
That potential $16-$32 billion profit only covers the 1 billion names now ready for final processing. Those are 
certainly the 1 billion most valuable names in the history of the world, since they represent the ancestors of 
people living in the United States and Europe who actually care about their ancestors and have the money to 
support the necessary records preparation and research. The same profit potential might exist for the 
remaining 5 billion names which have yet to be brought to the current level of preparation of the first billion 
names. If that were true, that means the total profit potential would be six times larger still or $108 billion-$216 
billion for the entire project.  
 
The numbers mentioned above might seem ridiculously large, but the estimated annual expenditure on 
genealogy-related activities is already at $84 billion, which might strike many people as a ridiculously large 
number itself. If a single company could capture from one to three years of that level of expenditure, spread 
over perhaps 10-15 years, meaning capturing only about 10% to 20% of the annual expenditures, then the 
$108 billion figure shouldn't sound like such a ridiculous number. 
 
After collecting the profit for the first 150 million names or the first 1 billion names, it might then be possible to 
determine whether the company should press on to finish the job by itself, or whether it would be wiser to 
continue to let others bear the brunt of the original data preparation costs as in the past, and only then pass 
those newly prepared names through its name-assembly processes. A mixed solution might mean that the 
company spends perhaps $2 billion to finish the digital capture of all remaining world vital records, so that 
they cannot be lost, and then makes use of (harvests) the output of the current free Online Indexing process 
as it becomes available. 
 
Nearly 1 billion names have been researched and published in nearly 1 million printed books. Hopefully, we 
will find that those published names are closely aligned with the 1 billion unique names to be found in the 10 
billion online public genealogical records. That would allow verifying accuracy and adding extra information to 
those 1 billion names.  
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Moving beyond that original 1 billion unique names found in both printed books and online source records will 
probably mean needing to use processes which require more time and effort than simply copying names from 
a published book, reformatting them for online use, and doing some verification of the data. However, the 
new processes are still 100 to 1000 times more productive than current methods, and it could easily prove to 
make good business sense to press on much further without the almost "too easy" availability of published 
books containing and interrelating those names. There could be a few extra difficulties because most of these 
records will be in some other language besides English. However, it should present no big problem to hire 
local native speakers to do this process for us. Their wage rates are typically lower than in the United States, 
so we might want to use a large number of these offshore people in our processes, even for English language 
records. 
 
 
15

The psychology of potential clients 
As is so often the case, the psychology of the potential clients is the most important factor in this project. One 
might think that when presented with the possibility of being immensely more productive through "industrial 
strength" cooperation, people would flock to that new opportunity. However, I have proven through my own 
efforts that it will not happen spontaneously. Most of the researchers are almost completely emotionally and 
practically dependent on organizations such as the LDS Church or Ancestry.com to invent systems to help 
them, and those organizations have no incentives to adopt these more efficient industrial principles. Only a 
significant commercial intervention can start this industrialization process and eventually lead the customers 
and other users away from the old techniques to the new methods, drawing them there through the far better 
quality and pricing of the new information product. 
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Market size for a radically reengineered industry 
In calculating market size, I hope Sorenson Capital will not be too quick to dismiss "time spent" by 
researchers as a legitimate quantity in estimating potential future market value for this particular industry. The 
whole purpose of the new genealogy company (or almost any genealogy company) is to save genealogy 
researchers time and money. In general, everyone knows that "time is money." If someone has the option to 
choose between spending 10,000 hours of their lives to do their desired research for a five-generation 
pedigree, with that skilled clerical time being worth perhaps $200,000 at commercial rates, or paying $800 to 
get the same result, their "time spent" becomes a very real parameter in their financial calculation. We don't 
seem to have any data on this potential choice-making process, presumably because no one has ever had 
the opportunity to make the choice before.  
 
With the new system in place, people can get the basic clerical connecting of records done for them very 
inexpensively. Today that process is very expensive, demanding, time-consuming, and often boring. With 
those first clerical name-connecting steps complete, they can then spend their limited personal time doing the 
much more interesting tasks of actually getting acquainted with these people, their times and culture, etc.  
 
The amount of time which genealogists spend on their hobby or profession is useful even if it is only used to 
give us an idea of the intensity of the public's interest in genealogy products. But those hundreds of millions of 
hours spent by hobbyists should also present a challenge to a genealogy company to provide a service which 
will convince people to spend their money instead of their time on certain activities. 
 
For example, if we assumed that there were only 4 million serious genealogists who each spent 500 hours a 
year on their hobby or part-time job, that would be 2 billion hours each year. At $20 an hour, that might have 
a commercial value of $40 billion. If some of that time spent "building" their personal genealogy product could 
be converted into a "buy" decision for prepared data, then a new genealogy company responding to that 
client decision might do very well.  
 
That is one way to describe what we now have in the genealogy industry: almost everyone who confronts the 
"build or buy" decision concerning completed family histories, decides to "build" it themselves because the 
"buy" options are extremely limited and extremely expensive. 
 
Perhaps in the financing business practices of Sorenson Capital, organizations are only considered which 
are relatively mature, and all relevant factors and influences have already been converted into financial 
terms. That gets rid of most of the uncertainty and risk. Perhaps, because of a mature company's past 
successful activities in changing the market, all the customers have already made enormous changes in the 
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use of their time and their purchasing patterns -- their own personal "build or buy" decisions -- so that later 
financial analysts can mostly ignore that complex ancient history and look only at the current financial 
numbers. In the case of the genealogy industry, most of those radical changes for customers have not taken 
place yet, and that is the greatest source of risk and opportunity in this new venture. However, as with Steve 
Jobs at Apple, Inc., and his world-changing iPhone product, anticipating the future needs and reactions of 
consumers is the key to abundant success.     
 
Even normal accounting practices often include such factors as "goodwill" or "going concern" concepts which 
are intangible assets which may often be nothing more than an attempt to quantify the public's attitudes about 
a company, perhaps including how much the public has come to trust and rely on this company and its 
products and services, etc.  Almost everyone theoretically has a "build or buy" option in almost every 
purchasing choice, and for a successful company, its customers have all decided it is much better to "buy" 
than to try to "build" its products. I believe it makes perfect sense to try to find a way to value these so-called 
potential "intangible assets" in the genealogy industry. 
 
One problem that might be associated with business analysts getting involved in the genealogy industry is 
that most ambitious professional people cannot imagine taking time out of their lives to work on something 
like genealogy, especially with the extremely time-consuming and low productivity methods in use today. So 
it may come as a shock that people in the Western World spend at least $84 billion a year on pursuing an 
interest in genealogy topics, since most professionals would not typically spend a dime or a minute on the 
topic under current conditions. However, at the same time, that very inability to spend the time to gain some 
personal expertise in genealogy research is a good reason why this new approach to "fast food" genealogy 
research should be appealing to those busy professional people who would never otherwise get involved. 
They have very little extra time but might have substantial amounts of money, so that paying $10,000 for a 
complete 10 generation pedigree, with links to all the verifying information, photos, and stories might seem 
like a very small transaction and well worth it for the information that would give them and their families about 
their ancestors. I think that those professionals are a demographic which could greatly benefit from this new 
service, and are well-equipped to pay the greatly reduced costs of these new methods. 
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Sources for marketing data 
I seriously considered spending $1450 for a market study report from Global Information, Inc., on "Genealogy 
Products and Services." However, after examining the outline of the report which was provided online, it 
appears that there is very little of the detailed statistical data that I would find useful in estimating how 
spending patterns would change with the new system in place. The business newspapers have mentioned 
the two numbers which help to give the scale of the market by mentioning that there are 84 million people in 
the world who spend at least $1000 each year on genealogy research, and that about $2 billion is received 
each year by the major genealogy companies such as Ancestry.com. Those two items in the national 
business news may be all the data that report contains which would be of use here. 
 
A 2009 online survey entitled "Genealogy Spending Survey" offers some support to the above GII report. 
However the 2009 survey has unknown levels of participation and used purely self-selecting, and therefore 
unscientific sampling. http://www.familytreemagazine.com/ArticlePrint/money-survey 
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More detailed genealogy market behavior -- discussion 
It is not too hard to find or estimate what the major genealogy companies receive in gross receipts each year, 
but it is apparently rather difficult to find out where people are spending that $84 billion allocated to genealogy 
activities each year. I don't know of some good detailed statistical studies of genealogy spending, so I'm 
going to make a few observations and estimates myself. 
 
Information processing equipment and services 
The Intel Corporation was one of multiple companies investing perhaps $60 million into the Ancestry.com 
project at one point. That would tend to indicate that Intel believes that a large part of the money which is 
spent in the genealogy industry is to pay for new computing equipment and services and Internet 
connections. I have noticed that some of the equipment and service providers regularly appear at the larger 
genealogy conferences, often in the role of sponsors -- Microsoft, Google, telephone and cable companies, 
etc. The ProgenyLink project would lessen the need for these kinds of individual technology expenditures, 
since the "prepackaged fast food genealogy data" is easily available without any special equipment, 
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programs, or Internet connections. A few minutes at a library computer would do the job for making a 
purchase. 
 
Conferences and classes 
Attending genealogy conferences with like-minded people is one important activity to learn of the latest news, 
tricks, and products. People also go there to increase their knowledge through conference classes. 
 
My suggested changes to the industry should greatly lower the demand for genealogy training. One of the 
great inefficiencies of our current system is that each individual researcher needs to eventually learn 
everything that needs to be known about every record set in every location in every language that covers 
every one of their ancestors and their records. Since in many cases they have no idea who their ancestors 
are to begin with, they often must take time out to attend a new set of classes every time they wish to make 
one more step backwards in time to ancestral homes in England, Germany, Italy, etc. Having to know 
everything about the public records of all their ancestors means that it can take years to learn enough to 
make each of the jumps backward in time. This may be an interesting activity, but is the ultimate in 
non-specializing. Rather than have specialists who understand these things prepare thousands or millions of 
names from those different sources and connect them together, every individual researcher must go through 
the exact same learning process that the specialists might use. 
 
Travel 
Travel is another category of spending, where people are visiting the ancestral homelands of some of their 
progenitors. Some people even take cruises that do this sort of thing. 
 

5th Unlock the Past Cruise ï British Isles Discovery 
http://blog.eogn.com/eastmans_online_genealogy/travel/ 

 
The new service I am suggesting could replace a large 
amount of travel spending. If someone could use any 
computer connected to the Internet to order their genealogy 
data sent to them, there would be a great deal less need for 
the older crowd to buy new computer equipment and Internet 
connections to support them in their searches. I expect that 
many of these older people would be happy to have another 
solution. I recall one neighbor of mine spending about $1500 
on a new computer, printer, monitor, Internet connections, 
etc., in order to do a relatively small amount of genealogy 
research work and data recording. She is definitely not a 
wealthy person, so that was a very large expenditure from 
her viewpoint. With a different industry system in place she 
could simply visit the local genealogy library and order the 
data instead of investing in equipment to pursue the data 
herself. This is a specific example of an individual's "make or 
buy" choice, and in her case, the only option she thought she 
had was to build the data herself, and it was very expensive. 
 
As an alternate possibility, having this extra information 
available could actually increase travel expenses since more 
people would know more about where to visit the homes of 

their ancestors. This might argue that one sidelight of the business I propose would be to include a travel 
service, making it an integrated shop. 
 
Travel equipment 
It would be interesting to know if numerous cars or other transport methods are purchased and maintained 
which might not otherwise be needed by older people who need to be able to get to genealogy libraries, 
genealogy conferences, etc.  That could be a factor, and a lesser need for cars could increase the amount of 
money which would be available to spend on a more thorough and full-featured genealogy procedure, 
system, and database like ProgenyLink. 
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More on "build or buy" economics 
If most people found it economically sensible to build their own cars, we would quickly conclude that the 
automobile companies were doing a really terrible job of meeting the needs of their potential clients. That is 
the same situation in genealogy, although few seem to recognize it. Spending $200,000 in time and effort for 
what can be purchased for $800 or even $200, if done efficiently, would strike most people as a bad 
economic choice, a terrible misallocation of resources.  
 
Of course, no one has ever given them the option, so we essentially have no data on how they would choose. 
There may be a few people who would take the long, laborious, expensive $200,000 route, simply because 
they love the process itself. However, I expect most people would choose the cheap, expeditious route. In the 
case of the LDS Church, its members have been given a solemn (and very time-consuming, sometimes even 
painful) duty to seek out their ancestors for temple purposes. Some do it willingly, but many feel an 
unpleasant pressure to do this very difficult task. They would gladly solve it quickly and cheaply if they could, 
and get on to other things. 
 
Outside the Church, people also mostly just want the answers and are not looking for an opportunity to get 
lost in dusty records for many years of their lives. In most cases, if they simply seek to know their family, they 
would be happy to learn the answers quickly. If they seek to prove their lineage so that, for example, they can 
become a member of the Daughters of the American Revolution or Daughters of the Utah Pioneers or 
Daughters of the Confederacy or other such organizations, they again are focused on getting the answers 
quickly, not making a major change in their plans for life and how they spend their time. 
 
 
20

Possible new services 
Travel. With a large database showing how thousands of living people are related to many of their ancestors, 
it would be easy enough to calculate and suggest semi-specialized tours where those living clients could visit 
places of likely interest, in an efficient way, perhaps while learning about their ancestry for the first time. In 
other words, everyone could experience their own "Who Do You Think You Are" show.     
 
Medicine and genetics. With ten to fifteen generations of family history in the database linked to historical 
public records, possibly with extra medical histories supplied by the living, a very valuable genetics research 
mechanism could made available for specific family genetic research, plus more general genetic research.    
 
DNA-based genealogy research. The current links between the DNA sequencing services and a really 
thorough historical genealogy database appear to be very weak. The actual country-specific DNA sampling 
data available for matching with a researcher's DNA sequence to indicate the best place to look for public 
records is very incomplete. Having a huge underlying high quality worldwide genealogy database would 
greatly amplify the value of the DNA data becoming available.   
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Potential company management issues 
Regardless of whatever may be decided on the issue of who owns what levels of legal ownership and control 
of a future company, I want to offer some opinions and preferences which I hope will have some effect on how 
the company is managed. 
 
Technical control 
1. It is my concern that without tight technical control of the database software and how the database itself is 
built, there will be a significant risk of confusion, extra costs, and even failure. The old ways of doing things 
are so entrenched in practice and in people's minds, that almost any other genealogy professional chosen to 
work on the project is going to have attitudes and preferences which would be both wrong and destructive to 
this project. I believe that sort of thing must be prevented at all cost, especially at the beginning. I expect they 
will all need training and monitoring. Obviously, if my opinions on that point are overridden, I cannot be held 
accountable for the results. 
 
A semi-charitable operation? 
2. I assume this business will be operated much like any other private company, and that the financial return 
to the original financing organization should be quite generous. However, there is also a charitable or 
public-service aspect which I believe should not be ignored. The basis on which this company will operate is 
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that perhaps $20 billion in volunteer and hobbyist work has prepared the data for this harvesting operation. If 
the company is not mindful and respectful of that vast preceding and enabling volunteer effort, then the 
company is probably going to have some public relations problems. Ideally, the company will stay in 
operation for many years beyond the original five-year period, and will continue to be profitable while also 
being seen as performing a valuable public service. If the public sees this company as performing that great 
public service, then they will be a great deal more generous and cheerful in their purchase of its products, 
seeing that as a way to contribute to the solving of genealogy problems worldwide. 
 
For example, one of the great unsolved problems for genealogists is how to collect together the 50 billion 
genealogically significant records which exist in the world which have yet to be captured in computer image 
form. Current plans to capture that data under the direction of the LDS Church could take from 300 years to 
600 years. Obviously, the risk is very high that over such a long period, very large amounts of that data will be 
lost through deterioration, fire, political instability, etc.  If the revenue levels are as great as I hope, then it 
would be feasible to spend perhaps $2 billion or $3 billion to fund the quick capture of all that genealogical 
data, perhaps in as short a period as 10 years. 
 
That worldwide imaging effort also means, not incidentally, that the company will then have the data available 
to continue its profitable processes for many decades. Ideally, the vast amounts of volunteer labor which 
have brought us to where we are in 2013 will continue on at the same or higher levels, extending the 
genealogy data harvest for the company far into the future. Besides record capture, there might be other 
things that the company could do to maintain the goodwill and labor of Church members, especially since 
their labor could be worth up to $3 billion a year in expanded revenue for many years. 
 
 
 
 
 
 
 
 

__________________ 
 

See www.ProgenyLink.com for several documents providing more details about the project. 
 
As one might guess, describing all aspects of the complete business opportunity and all the software and processing steps involved 
would take at least a book-length work to describe. Most of that written material already exists, but I will not attempt to insert it all here. If 
this concept seems worth pursuing, I can supply whatever other more detailed information might be requested. 
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Insert Here: 
 
 

Global Industry Analysts 
58-page report on  

Genealogy Products and Services 
 

 

 

Insert here to verify various (free) business news reports on its general contents. Cost: $1450. 

 

 

 

 

From the outline, it appears to be about 95% business news itself, with only 3 numerical tables, 

presumably giving only general and overall data about the industry.  

 

http://www.strategyr.com/GOS.asp?code=GOS-144 

 

 

 

I made an effort to purchase a copy online, but after running into several strange computer glitches 

concerning registration and login, difficulties in trying to see an outline, spelling errors on their website, etc., I 

decided I would first ask if you really wanted and needed a copy. Maybe you know something about this 

company that would help us decide whether to purchase the report online. Perhaps there are other ways to 

locate the same data.  

 

Their sales people claim in general to be willing to work with us on locating the data needed for the level of 

detailed analysis we might need to establish just how much of the $84 billion can be diverted to our new data 

offering.   

 

See article 2 "Size of genealogy market" in endnotes -- "The Rest of the Story" for some of the numerous 

public references to the available data.
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