
e’ve all likely seen the major credit card advertisements 
saying what their card will buy, followed by a depiction 
of feelings or emotions that can’t be bought and to which 
the commercial refers as “priceless.” There are indeed things to which we cannot assign a value. 
At AMP, we think that one of them is our experience as both a consumer and provider of test-
ing and management services. AMP is unique in the market as the result of its ownership by the 
National Board for Respiratory Care, Inc. (NBRC), a not-for-profit certification agency, and has 
been undaunted in the pursuit of excellence in customer service due to this heritage.

Before there was an AMP, the NBRC contracted with external testing companies for measurement 
services and had a full-time staff providing management. The NBRC staff learned many things 
from its contacts with these large testing organizations, including some things to do and some 
things not to do. We experienced first-hand the lapses and shortcomings of testing companies in 
failing to meet our expectations. Work not performed on time, cost overruns exceeding our bud-
get, proctors who failed to show on the test date, test materials that were lost, scores that were 
incorrectly reported, problems at test sites, delayed reports on candidate cheating, and a lack of 
responsiveness to our concerns are merely a few examples among a litany of other difficulties. In 
addition to all these mistakes, there was an annual series of large price increases, putting pres-
sure on candidate examination fees.

As participants in managing the operation of the NBRC and being on the receiving end of test-
ing service errors and insensitivities, we quickly learned that we did not enjoy explaining these 
situations to examinees or to the NBRC’s volunteer board. It seemed that we were always in the 
apologizing mode and playing catch up. In addition, it also seemed that our testing agency part-
ners were never really the partners they claimed to be. When the NBRC wanted to try something 
new or had an idea for more effective service, invariably the testing companies balked. There 
was always some reason why our idea was not feasible, most of the time due to a lack of flex-
ibility in the testing company’s approach. Finally, the NBRC Board of Trustees became frustrated 
and approved a proposal from the staff to start our own testing company, including management 
of credentialing boards and professional associations as a related service.

As the credit card commercial says, the decision to form AMP turned out to be a “priceless” suc-
cess for the NBRC. Educated by the “school of hard knocks” through missteps of outside testing 
companies, the AMP staff learned to think ahead in anticipating things that can go wrong. We 
also learned what to do about these difficulties when they occur. Most importantly, however, we 
learned never to forget what testing company errors feel like to the client, those on the receiving end 
of complaints when mishaps develop. This is why AMP has always strived to provide “the best” 
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VIP Client Portals –

AMP is committed to staying current 
with advancing professional stan-
dards and annually attends, exhibits 
and presents at industry conferences. 
An additional bonus to attending 
these conferences is the opportunity 
to meet and share with our clients, 
other credentialing organizations and 
associations. Please visit with us at an 
upcoming event:

■

ATP Annual Conference
February 5-7, 2007, Palm Springs, CA

■

AMC Institute Annual Meeting
February 8-11, 2007, San Diego, CA

■

ABNS Assembly Meeting
March 2-3, 2007, Costa Mesa, CA

 W  ith AMP, our more than 100 busi-
ness partners are each treated as 

VIPs. Soon, with new technology devel-
oped by the AMP Technology Group, 
our customers will have unprecedented 
access to their program’s information 
through “VIP Client Portals,” entered by 
logging on to a special AMP website.

What’s so “special” about these new 
VIP Client Portals? Using the latest 
technology and state-of-the-art secu-
rity, these “mini-websites” will allow 
our clients to have real-time access to 
data regarding all aspects of the ser-
vices provided to them by AMP. This 
could be up-to-the-minute credentialing 
or licensure examination results, con-
vention registrations, test questions 
under review, board of directors meet-
ing minutes, bulletin board discussions 
between members or, in short, virtually 
anything maintained for the customer 
within any AMP database. Best of all, 
access to this information is absolutely 
secure. Information exchanged with 
visitors will be encrypted in both direc-
tions between the AMP server and the 
receiver. In addition, unlike Internet e-
mail, which travels through many pub-
lic accessible channels before it is deliv-
ered, communications in the VIP Client 
Portals will only be between AMP and 
the authorized individual. 

VIP Client Portals will also provide AMP 
business partners the ability to upload 
and download large amounts of infor-
mation to and from AMP. As many are 
aware, there can be significant size 
limitations on files attached to e-mails. 
Through the VIP Client Portals, size 
limitations will be insignificant. Large 
files such as examination questions, 
tests under review, statistical analyses, 
membership rosters, lengthy reports 
and other communications may be eas-
ily exchanged. Further, each AMP cus-
tomer can customize their VIP Client 
Portal to receive reports that are unique 
to them and not visible to anyone else. 

Each organization’s VIP Client Portal 
will be accessible only to those autho-
rized by the organization and the data 
shared will be kept completely segre-
gated from information owned by oth-
ers. Customers can identify key reports 
that they wish to receive through their 
VIP Client Portal, such as assessment 
center satisfaction reports, candidate 
examination appointments, key mem-
bership information, meeting schedules 
or test results based on a range of dates 
or other criteria selected by the client.  

As noted previously, users of VIP Cli-
ent Portals will be able to specify who 
within their organization has access. 
Individuals will receive a user iden-
tification code and password unique 
to them and will use this information 
to enter the VIP Client Portal. During 
their visit, “single sign on” technology 
will apply, allowing the user to move 
freely within the VIP Client Portal with-
out need for further credential veri-
fication. In the future, clients may be 
able to specify various levels of access 
to information among their authorized 
users. That is, there may be informa-
tion that the organization’s board and 
chief executive should be able to see, 
while others in the organization should 
not. Through various levels of “per-
mission”, access to sensitive material 
can be restricted to those who need to 
know, while still providing all access to 
more general information.

What’s the technology behind this new 
service? It all begins with the AMP 
website and the creation of “mini-web-
sites” for our business partners by the 
talented AMP Technology Group. The 
software used for the VIP Client Portals 
is Microsoft Share Point, while Micro-
soft Reporting Services is used for the 
customized reporting features. How 
complicated is this new software to 
use? It’s easy, as outlined in the fol-
lowing example using the VIP Client 
Portal designed for the National Board 

TheLate

We are delighted 
to announce that 
Wade Delk has 
joined the AMP 
Team as Director 
of Governmental 
Affairs. As man-
ager of AMP’s 
new Washing-
ton, DC, regional office, he will be 
putting more than 15 years of experi-
ence leading organizations and serv-
ing as an advocate for the certifica-
tion industry to work for AMP and 
our business partners. Mr. Delk most 
recently served as Executive Director 
of the National Organization for Com-
petency Assurance (NOCA) and the 
National Commission for Certifying 
Agencies (NCCA). ■
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Wade Delk
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AMP Is  Moving
The AMP Executive Office will be at 

our new location effective February 20, 2007:

Applied Measurement Professionals, Inc. 
18000 W. 105th Street 
Olathe, KS 66061.7543

913.895.4600  ■■  Fax 913.895.4650

for Respiratory Care, Inc. (NBRC). Just enter through a special 
AMP website:

Get a client-specific VIP Portal web screen:

Make a selection of a task to be performed:

The screen shots accompanying this article are samples of 
what can be done with a VIP Client Portal. Each AMP busi-
ness partner will have a custom menu and different require-
ments than are shown here. That is the beauty of the VIP 
Client Portal—it can be designed individually according to 
each client’s needs and specifications to provide information 
unique to the client’s program. VIP Client Portals are being 
tested now by the AMP Technology Group and will soon be 
available for interested AMP business partners. We will con-
tact our current clients when this service enhancement is fully 
operational. Prospective clients can contact the Marketing 
department to learn more. ■

test Technology from AMP

Courage, Conviction & 
Commitment—Hallmarks of AMP
Courage, Conviction & 
Commitment—Hallmarks of AMP
When AMP was founded almost 25 years ago, 
the naysayers were hard at work. It would 
be impossible, they said, for a non-profit organization, the 
National Board for Respiratory Care, Inc. (NBRC), to create 
and operate a successful in-house testing and management 
company. Fifteen years later, when AMP decided to develop 
the national network of AMP Assessment Centers, these folks 
were at it again. This time, they doubted our ability to mus-
ter the financial, human and technology resources needed to 
compete with the mega-corporations offering computer-based 
testing. More than 750,000 successfully tested candidates 
later, we know that these early prognosticators of doom and 
gloom were wrong again!

The preceding are but two examples of what AMP President 
Gary A. Smith refers to as the Hallmarks of AMP: Courage, 
Conviction and Commitment. Throughout the rapid growth 
and success of the company, these three qualities stand out in 
the defining moments of AMP’s history. The first AMP Board 
of Directors, first staff members and the owner, the NBRC, 
established that they indeed had the courage required to start 
a new venture and stay the course. They also had the per-
sonal conviction that the results of starting AMP would benefit 
the NBRC and its future business partners by adding a high 
quality, responsive alternative to existing testing and manage-
ment options. These first members of the AMP Team made an 
unwavering commitment to excellence, delivering what has 
become known as AMP Quality service, now provided to more 
than 100 satisfied organizations and with nationwide com-
puter-based testing at more than 165 locations.

The courage, conviction and commitment of the founders of 
AMP are alive and well today. The talented AMP Team of 2006 
is proud of its heritage and is working hard to exceed expec-
tations of our business partners. As Mr. Smith has stated, 
AMP’s objectives are to “provide the highest quality services 
and products possible, provide a personal touch, and deliver 
the product on time and within budget.” With nearly 25 years 
of success behind us, no one should doubt that AMP has the 
Courage, Conviction and Commitment required to do so!  ■
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service in the industry to our business partners. We have never 
made a mistake that we enjoyed making and don’t plan to start 
anytime soon!

AMP now has almost 25 years of experience at being the test-
ing and management company for over 100 satisfied business 
partners, in addition to the NBRC. We have established nation-
wide computer-based testing capability and operate a national 
network of more than 165 AMP Assessment Centers. After all 
this growth, success and time, AMP still has one priceless qual-
ity that no other organization can claim—our experience as a 
recipient of measurement services. This past experience makes 
the AMP staff more attentive to the details, more cost conscious 
and more sensitive to the importance of our jobs than you will 
find with typical testing and management companies. We real-
ize that “high stakes testing” is far more than just a term used 
to describe occupational certification examinations. It means 
that someone’s career is on the line when they are taking their 
examination and the importance of that testing experience 
being satisfactory cannot be overstated. Perhaps this is why the 
AMP Candidate Support Center staff is so effective in relating 
to examination candidates and helping resolve difficulties. We 
understand the candidate’s frustrations and the importance of 
the examination process to the individual. Candidates are never 
simply numbers for AMP, and testing agency errors affecting 
them are still unacceptable to us.

At the board and committee levels, you’ll find the AMP Team 
more attentive to the things that make meetings go well. Is the 
meeting room adequately sized? Is the coffee ready? Are the 
lighting and air conditioning appropriate? Our staff is trained 

to notice these details without being told and to do something 
about any problem they observe. Our management services 
business partners will tell you that AMP runs the best meetings
anywhere. In addition, we understand that boards expect cre-
ativity from themselves, as well as from their testing and man-
agement companies. The AMP staff realizes that each organiza-
tion is different and that each occupation we serve has its own 
distinct personality. This makes us more flexible than most in 
the industry and keeps us thinking about what the client needs, 
not what is easiest for AMP. 

Today’s AMP staff also remembers the primary reason AMP 
was formed. Over 25 years ago, the NBRC’s testing agency at 
the time said “no” to a request from the NBRC Board to com-
puterize the organization’s question banks. While use of com-
puters in examination development was a relatively new thing at 
the time, the board was not pleased with this response and set 
out on its own. They formed AMP to provide the creativity and 
responsiveness that the NBRC desired, as well as to control the 
costs of testing. Today’s AMP staff continues to recognize that 
our business partners expect no less.

As AMP has grown and the numbers of our business partners 
have steadily increased, the NBRC has received numerous offers 
to sell AMP. Such overtures have never been seriously consid-
ered. Even though the financial rewards might be significant, 
the NBRC just has never found a way to put a value on what 
owning its own testing and management company providing the 
best services possible is actually worth. It is truly a priceless 
commodity. As AMP business partners, our clients 
also realize the benefits of AMP’s history and its 
ownership by the NBRC. We treat all of our busi-
ness partners just like owners of the 
company. They have AMP experience 
on their side—priceless!   ■

www.goAM P.com
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For more information, please contact AMP’s Marketing department.

913.541.0400 • Fax: 913.541.0156 • E-mail: sales@goAMP.com

APPLIED MEASUREMENT PROFESSIONALS, INC.

8310 Nieman Road
Lenexa, KS 66214.1579


