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Sustainability Planning Guide

The STCU provides services to help you ensure the eventual transition of your project team to sustainable, civilian activities.  This document is intended to serve as a guidebook for you and your team.

What is Sustainability?

Sustainability is developing stable sources of income for scientists and their research.  Sustainability can mean different things to different people.
a) For some, it is the ability to continue current scientific activities into the future.
b) For others, it means the ability to pursue meaningful scientific research, although not necessarily in the same discipline or field as before.
c) For still others, it means applying scientific training productively, even if no longer involved in pure research or development.
The common element to each of the three definitions is that sustainability implies continuity over time.  Something that is sustainable can continue next year, and the next, and the next.  The goal of STCU for each of our scientific teams is that they identify and follow their own best path towards sustainable – and peaceful – scientific activities.   

When is scientific activity sustainable?

‘Sustainability’ is not something that is achieved once and then owned forever, like a university degree.  Nor is the challenge of ‘sustainability’ limited to scientists in countries making the transition from socialism.  

As an example: BN attended one of the finest physics departments in the United States.  After receiving his doctorate in plasma physics, he began a post-doctoral fellowship at the Naval Research Laboratory.  Meanwhile, he continued to apply for tenure-track research positions in physics at major universities.  A second post-doctoral fellowship, at a large university, followed.  But he still could not find a position that offered job security beyond the next year.  And so, he reluctantly left physics.  He applied his general scientific training to a new field.  For nearly the past decade, he has worked in cutting-edge design and processing for a consortium of university, government and commercial laboratories that fabricate and produce micro-electro-mechanical systems (MEMS).

Researchers in many fields and in many countries face difficult choices:  when university or laboratory budgets are squeezed, when companies restrict research and development expenditures, when entire industries redirect their scientific energies to respond to advances in technology or changes in consumer demand, and when governments shift funding to align science policy with emerging political, national security, or environmental challenges.  Even in developed, stable economies, sustained scientific activity requires continued attention to sources of future funding.

This document is aimed at assisting you in planning for the financially sustainable future of your scientific team, and enabling you to make the most of the STCU’s services.  Perhaps even more importantly, this guide introduces tools that should help you weather not only this transition, but those in your future as well.

How will this guide help?

This guide is organized into three basic parts:

1. Getting started

2. Sample planning tools

3. Further resources

At the start of the STCU proposal development process, reading Section 1 and looking over the Sample Planning Tools in Section 2 will be most useful.  A strong work plan will include the completion of at least one, if not several, of these planning tools over the lifetime of the project.  Once a funding decision has been reached, and the work plan is being finalized, a much closer reading of the selected planning tool/s from Section 2 will be important.  During fulfillment of the work plan, Section 3 – Further Resources should be helpful.
However, the guide has been developed as a stand-alone resource.  Scientists at any point in the proposal cycle should feel welcome to use as little or as much of the material as they like.  For those developing plans outside the framework of an STCU project, some of the additional resources listed in Section 3 may prove beneficial.
Section 1



Getting Started

There exist a variety of tools to focus thinking about financial stability:  technology implementation plans, business plans, sustainability plans, and marketing analyses.  Yet before picking one or another of these, it makes sense to consider some general questions.

1. What scientific assets and skills might contribute to a stable financial future?

In developing plans for sustainability, it pays to think creatively at the start.   Thinking about specific scientific skills as separate, potentially marketable assets is one way to broaden the range of available options.  

For some scientists, their ability to write compelling grant proposals, to publish significant scientific papers and to deliver well-received conference reports is their greatest financial asset.  Their focus is the pure generation and dissemination of scientific knowledge.  The application of that knowledge to technical advancements may not be of interest to them, or may not even be possible.  For these scientists, sustainability requires that funding organizations – research foundations, universities, companies or the government – continue to provide financial support.   Steps to improve grant-writing capabilities, to increase international exposure, and to diversify sources of funding may all contribute to their increased financial stability.

For other scientists, the results of their research and development represent additional assets that can contribute to their financial security.  This is particularly true for researchers working in fields whose advances impact methods, processes, technologies and even the very products used in everyday life.  The European Union, the U.S., and western countries in general refer to such research results as exploitable or commercially viable.  Yet researchers, even in many applied fields, are not always in a position to exploit or commercialize their results themselves.  Intellectual property laws provide mechanisms for researchers to receive financial compensation when sharing their work with third parties through patents that are licensed for commercial use or commercial production.  For these scientists, sound sustainability planning should consider how and by whom their results may be exploited as well as how their results should be protected.

Scientists engaged in both theoretical and applied work may find that their prior experience or their research skills are assets others are willing to hire.  Some firms look to talented individuals or teams to solve specific technical problems that their own people have not managed to address.  Other companies routinely out-source research and development tasks.  Consulting, guest-teaching, and provision of expert testimony or advice also represent ways to capitalize on accumulated scientific experience.

Another way to expand the range of sustainable options is to consider expertise developed that is not specifically scientific:  managing projects to budget and work plan, leading teams of scientists, using particular types of software, building and operating scientific equipment, or working in particular technology areas.   Obviously, some of these skills or this expertise will be more valuable to others.  So, the next important point to consider is: 

2. What value do personal assets like expertise hold for others?

The best way to judge whether or not particular skills, experience or results may have value is to study the specific markets for those sorts of assets.  The market for scientific research and skills includes a wide variety of funding organizations, ranging from government agencies to commercial firms to not-for-profit research foundations to educational institutions.
Providing or receiving a research grant is not a ‘commercial’ transaction.  However, the concept of a ‘market’ – supply of and demand for a particular product – actually applies.  For example, an atmospheric scientist may determine that there is a very large pool of grants available for research that relates in some way to global warming, and a much smaller pool of grants available for atmospheric research that does not.  He may also discover that news media hire eminent researchers as part-time scientific advisors to support their coverage of major international environmental summits.  He concludes that in the ‘market’ for atmospheric expertise, the potential financial value of ‘global-warming’-related scientific work is higher, at present, than non-global-warming related work.  He decides that his ability to describe complex ideas in clear, simple terms – something his students have always valued – may be a valuable asset, if he wishes to compete for one of the scientific advisor slots.  Now, he can plan his efforts and target his research proposals accordingly.

The challenge when considering the ‘markets’ for skills is to be both creative and focused.  Looking at just traditional sources of funding – grants – would not have revealed the opportunity of working as a scientific advisor.  But focusing on a specific field – atmospheric science – certainly provided more insight than looking at funding for all types of fundamental science.   To balance breadth and focus, market research often proceeds as an iterative process.  For examples, please see the sample market research approach which begins on page 19 of this guide.
3. What value do scientific results have for others?

Investigating the market for various types of scientific expertise is not that dissimilar from looking for professional employment.  However, scientists who wish to set a price for the commercial or practical application of their project results face a more complex situation.  Because of the significance of proprietary information to competitiveness, a substantial body of law has emerged to structure intellectual property rights (IPR).  In order to protect their ownership stakes, scientists must work within the legal systems developed to protect commercially-significant knowledge.

Commercial firms, investors and venture capitalists may be willing to discuss the potential value of innovative processes or technological advances.  However, from the start, they will want to know who actually owns the results:  the lead institute, the authors of the study, a supporting institute, or some combination thereof?  Moreover, to preempt any possible disputes, they will frequently require, even prior to beginning discussions, signature of a non-disclosure agreement (NDA) approved by their lawyers.  In order to properly protect your technology that has not been issued as a patent you should insist on a mutual NDA that will protect you and the company from disclosure of sensitive or scientific information.  An NDA is the first step in protecting yourself and your technology from being exploited without your permission or without financial compensation to you.
The major categories of intellectual property defined under law include:

Know-How – unpatented technical information, assistance, training or expertise, including drawings, designs, specifications, blueprints or manuals.

Patent (utility patent) – government grant of the right to exploit and/or the right to exclude others from exploiting (making, using or selling) an invention.  The period of protection is generally twenty years.
Industrial Design (design patent) – patent for a novel, original and ornamental design for an article of manufacture.  To be ornamental, a design must present a pleasing and aesthetic appearance and must not be dictated solely by functional considerations.
Utility Model – a type of intellectual property protection more closely like a utility patent than a design patent.  The utility model must possess a definite, three-dimensional shape and must be functional, not aesthetic.  The utility model must possess novelty and an inventive step, but there is no examination by a patent office as to these requirements.  The period of protection is usually much less than for a utility patent, usually about three years.
Trade Secret – any formula, pattern, process, device or compilation of information which is used in ones business, which gives one a competitive advantage over others and which has been kept secret.
Trademark – any word, name, symbol, design or other device used with a product or service to identify and distinguish the product or service from other similar products or services to indicate source or origin.
Copyright – exclusive rights provided to authors of original works of authorship, including literary, dramatic, musical, artistic, and certain other intellectual works.
Determining Ownership of Intellectual Property Rights

The owner of the IPR is usually the scientists who developed the innovation or their employer – the Institute or company that provided laboratory space, materials, and salaries.  In the case of work funded by others, such as STCU, ISTC or CRDF, ownership of patents rights will be specified in the project agreement.  In the case of government-funded work, the government usually has built-in rights to the innovation based on existing laws.  In the case of work performed for a customer, the consulting contract should assign rights to any innovations or intellectual property created while performing the specified tasks.  In the case of commercial partnership, the partnership agreement should specify how rights to any inventions created through joint work will be shared or allocated.  In the case of university collaboration, the division of rights is often based on one’s creative contribution to the concept.  Together, the researchers and/or inventors usually decided how to allocate property rights.
4. What significance do Intellectual Property Rights (IPR) have for financial security?

Intellectual property rights alone do not transform results into revenues.  Rather, it is the license agreement or the contract to provide scientific services that determines financial value.  Both of these are legal mechanisms that regulate the utilization or exploitation of scientific results.

Results may be exploited through a wide variety of mechanisms.  Some, such as licensing, bring clear revenue to the scientists.  Others, such as free transfer to the broader community, may not.  The European Union observes that “exploitation really implies the application and use of a technology to reap the maximum benefit of the work done and the public or other funds invested.”  As the focus of this guide is on developing stable sources of income for scientists – that is, sustainability --, we focus here on commercial mechanisms:

Licensing

Patented IPR may be licensed to another organization, such as a company.  An exclusive license restricts the right to use the technology or innovation to just one organization.  A non-exclusive license allows multiple, even competing companies the right to incorporate the technology or innovation into their various product offerings.  In either case, those holding licenses may pay various fees to the owner of the intellectual property.
For a team of scientists with commercially relevant results, but little interest in production, marketing, or sales, licensing provides a mechanism to convert research results into revenue.  Key requirements include: clear ownership of the IPR; a sound business plan that includes appropriate production and pricing; a marketing search to identify companies that may wish to purchase licenses; and basic contract-writing expertise.  For global companies, a major criterion for licensing a patent is world-wide intellectual property protection.
Scientists who believe that companies may wish to license their innovations should consider IPR training an essential, early element of their sustainability planning.  At the same time, scientists should consider industry dynamics that affect the value of patents.  The biotechnology, pharmaceutical and chemical industries are highly IPR-intensive.  Companies retain their value based in part upon their patent and license portfolio, which gives them competitive advantage over their rivals in the business world.  Other industries such as telecommunications and information technology develop so rapidly that some innovations may be obsolete before the patent applications are processed.  Nonetheless, patents and know-how are important in these industries also.  In industries whose growth depends upon negotiated industry standards, companies often recognize self interest in the rapid proliferation of their technologies.  A good business plan will include market research to test the validity of assumptions about the potential interest for the innovation and the value of patenting.  Please see the Sample Business Proposal, which begins on page 56 of this guide, for more information about how to develop such a study.

Distributorship

Scientific organizations with production expertise and facilities may choose to exploit their technology themselves, but to rely on third parties to market and distribute their products.  Distribution arrangements may be exclusive (only one organization markets the product) or non-exclusive (different outlets, some competing, market the product).  Distributors may participate in the wholesale or retail trade, or both.  Generally, distributors will buy the product and then resell to their customers.  However, when shipping times and financial arrangements permit very swift transit from manufacturer to customer, distributors may order product on a just-in-time basis to reflect actual demand from their customers.

Profitable exploitation of one’s own technology generally requires that production adhere to commercially accepted standards and manufacturing processes.  To achieve acceptable levels of quality and efficiency, the scientific team may need to commit significant resources towards funding, production, and promotion.

By outsourcing the sales and marketing function, the manufacturer faces the tradeoffs of ceding responsibility.  The manufacturer may have little or no control over the mark-up the distributor adds, the price the customer ultimately pays, and interaction with the customers.  However, some arrangements enable the manufacturer to suggest appropriate retail prices and participate closely in provision of technical guidance and support.  The benefit of using distributors is to extend one’s own capabilities and swiftly expand the geographic reach and market presence of an organization.  At the same time, the manufacturer can focus on creating and improving innovative products and technologies.

Scientists who believe an external distribution network might complement their own in-house production capabilities should develop a rigorous business plan.  Few distributors invest in establishing or upgrading production capabilities for companies whose products they sell.  Responsibility for estimating production costs at various levels of output, identifying appropriate distributors, and negotiating mutually-beneficial arrangements will fall to the scientists.  Furthermore, even the most eager distributors depend, in large part, on the fit of the product to market needs.  The technical capabilities, features and documentation should reflect careful thought about positioning of the product in the market.  The sample Market Investigation on Best Practices, which begins on page 22, may be of particular interest.
Production and marketing of Scientific/Technical Products

Scientific organizations with production facilities and marketing expertise may choose to exploit their technology themselves.  They may engage in business-to-business transactions, supplying companies with the raw or partially-finished materials, tools or equipment required to complete their own production processes.  Or, they may sell products for consumer use.  They may market and distribute their products directly to end-users (retail) or sell to companies who in turn sell to end-users (wholesale).  By retaining responsibility for sales and marketing, a manufacturer increases the share of the final retail price that it receives.  However, the manufacturer also bears the cost and responsibility for getting that product to its customers.  Rather than focusing solely on innovation and production, the scientific organization will also need to develop a distribution strategy, pay a sales force, and advertise effectively.

Scientists who believe that they wish to both produce and distribute technical products must develop a thorough and rigorous business plan.  They must, of course, consider most of the issues discussed above, under licensing and distribution.  In addition, they must determine what geographic market they wish to target, and how they can establish an effective sales presence.  Finally, they need to consider what legal and business structure will best help them achieve their objectives.  Several of the sample documents in Section 2 will help to focus thinking, including both the Business Plan and Technology Implementation Plan.

Providing Scientific/Technical Services

Non-patented or otherwise legally unprotected IPR cannot be licensed.  However, technical capabilities and know-how frequently serve as the basis for providing contract engineering or research and development services.  Clients often engage individuals or companies to solve their technical challenges.  Some organizations – including both companies and government agencies – outsource their research and development activities.  Scientific and technical organizations may offer consulting services either as a side-line to their primary activities, or as their primary business.  Production firms may also offer consulting around their product or technology.

A wide variety of contractual forms exist to structure the provision of engineering and research and development services.  Some contracts set clear bounds on the task to be performed and set a fixed price for the services to be provided.  Should the work prove more complicated than estimated, the customer still pays the original agreed-upon fee.  Other contracts allow the fee to vary, depending on the amount of time and materials required.  Such contracts may include a minimum charge and/or a ceiling on the value of the contract.  Still other contracts create an overarching framework to handle a series of anticipated engagements.  These contracts do not specify specific problems or fees, though they frequently describe the type of expertise and pricing mechanism preferred.  Specific tasks are each handled with a separate work order that delineates the scope, the contractual obligations, and the resources required for that particular engagement.

Even in the case of non-patented IPR, many firms require non-disclosure agreements as a standard prelude to discussions.  Customers revealing their critical business challenges to a potential consultant need to ensure that their data and market information remain proprietary and confidential.  At the same time, experts providing research and development or engineering expertise often wish to ensure that their customers do not turn around and resell those solutions to others.  These sensitivities can come as a surprise to scientists whose primary focus up until now has been publishing and publicizing interesting scientific results.

Scientists who believe that companies may wish to engage their services may wish to consider IPR training, in order to understand how rights to innovations developed while doing work for others might be assigned.  They should, as well, plan to develop their skills at marketing their services, negotiating contracts, and developing follow-on work from initial engagements.  Initial activities might be organized as a Partnership Project within the framework of the STCU Partnership Program.  Eventually, the scientists may wish to form a separate business unit, either within or independent of their Institute, to provide services to clientele on a fee-for-service basis.  While clientele do not usually invest in the company providing their services, investment sources may be available for starting-up such a business.

5. How do the various mechanisms compare?

The following chart highlights the key differences among the mechanisms described for converting scientific results into commercial revenues.  Please note that this chart makes no reference to the form of the organization that is creating the intellectual property.  The scientists seeking to exploit their results may belong to a team, a laboratory, an established institute or enterprise, a university, a separate business unit within any of these, a newly-spun-off company, a joint-venture, or some other organization.  What is important here is to what extent the scientists themselves bear responsibility for exploiting their commercially-applicable results.

Table 1 - Commercial Mechanisms for Exploiting Scientific Results
	
	Create Intellectual Property (
	Produce marketable product OR
	Provide marketable service (
	Conduct sales and marketing.

	License IPR
	Patent required
	Not required.
	Not required.
	Not required.

	Produce & Sell through Distributor
	Patent likely required
	Required.
	Not required.
	Marketing expertise desirable.

	Produce & Market by self
	Patent likely required
	Required.
	Optional
	Required and essential.

	Provide Services
	Know-how may suffice.
	Not required.
	Required.
	Yes; separate sales force not required.


6. Does the type of product or technology matter?

One way to think about a product or technology is to consider the product development hierarchy:

Commodity (or Raw Material) ( Component ( Subsystem ( Integrated System

Commodity (or Raw Material) – A product or material that is undifferentiated by brand or source.  Commodities compete in the marketplace solely based upon price.  To increase profitability, producers of commodities must improve the efficiency and/or reduce the cost of production or distribution.  Some commodities may be differentiated, based on certain desirable characteristics, and made more valuable.
Component -- A somewhat differentiated device, that competes based on price and technical characteristics.  Sub-contractors integrate components into more complex subsystems or systems.

Subsystem -- A higher-value added assembly of several components.  Systems or subsystems may be made available off-the-shelf as OEM (Original Equipment Manufacturer) products or they may be developed as custom assemblies for a specific use and customer.

Integrated System -- The end-product sold to the User or Customer.  An integrated system, like a sub-system, can be OEM (off-the-shelf, mass-market) or it can be a custom product.  The price of an end-product may be significantly higher than the varied costs of production.
As the following examples illustrate, the product cycle is a way of describing steps in a process. A commodity for one producer may be the finished, integrated system for another.  The various phases may also describe steps in the creation of an information product or the provision of a service.  No matter which production process being described, each phase of the cycle involves adding value.
Table 2 - Product Development Hierarchy

	
	Example 1
	Example 2
	Example 3
	Example 4
	Example 5

	Commodity / Raw Material
	Plastic, various metals
	Steel, rubber, leather, glass, silicon, LEDs
	Wood beams, plaster, glass, concrete, aluminum siding, insulation
	Computer displays, keyboards, transmitters, receivers, cables
	Company annual reports, media clippings, 

	Component
	Diodes, transistors, lasers, integrated circuits
	Sensors, brakes, tires, antenna, audio speakers, receiver, upholstered seats
	Windows, doors, sink, television, major home appliances, electrical wires, burglar alarm
	Satellite connection, GSM base Stations, T-1 lines and underwater cable
	Periodicals database, company-specific websites, survey instruments

	Sub-system
	Power supply, transformer, disc handling mechanism
	Engine, sound system, Automatic Braking System (ABS), climate control system
	Kitchen cabinetry & sink, home entertainment system; security system
	Physical network, Network Surveillance system, Billing System
	Focused literature & Internet search; research interviews, focus group sessions

	Integrated System
	DVD player
	Luxury stretch limousine 
	House
	Telecommunication system
	Completed market research study


Identifying where one’s own product or service fits in the product cycle matters for two reasons:

Profit margins often increase significantly as the result approaches the end point of “Integrated System.”  One way for a manufacturer to increase revenue is to identify what might be done to move up higher on the added-value chain.  Another is to move from one chain to another.  For example, a producer of very high definition monitors may realize that for the home entertainment market, displays are essentially a component.  Ultra-high definition cannot serve as a profitable differentiator so long as broadcasters continue to transmit low-definition signals.  But for the medical imaging market, a monitor with ultra-high definition forms a critical sub-system.  Differentiation on technical characteristics and quality, rather than price alone, allows for greater profits.
In many developed economies, the single largest source of private sector investment for technology commercialization from one company-to-another company is from a customer further in the product cycle to a supplier that is lower in the product cycle.  For example, a car manufacturer (OEM) may invest resources and transfer technology to a component or a subsystem supplier with which they have an established vendor relationship.

7. What significance does external investment have for financial security?

In simplest terms, investment is the application of money, time, experience, or access to the development of capabilities.  A government may invest resources in developing the scientific and technical capabilities of its brightest students, turning them into promising scientists.  An institute may invest resources in developing those young scientists – providing them with laboratory equipment, computers, and guidance from more experienced scientists.  A team of scientists may purchase new apparatus and expend their time and energies in an effort to develop a new method or process or material.  In each case, the investor provides resources for a finite period of time with the clear expectation of positive results, be they financial or social.  Should there be no results, the time, or money, or expertise would be better spent elsewhere.  

In the context of financial security, external investment can play a critical role in enabling scientists to exploit their results or innovations and to position their products or technologies in the marketplace in a way they could not achieve on their own.  An external investor may provide funds and, sometime more importantly, valuable expertise to transform a laboratory prototype into a market-ready product.  A strategic partner may provide assistance negotiating cultural and regulatory barriers and access to its existing customer base.

However, the infusion of investment from a partner should not be mistaken as revenue from that idea.  Investment itself is not a stable, sustainable flow of income.  Rather, investment is time-limited and directed:  investment is intended to create conditions that will enable a credible, consistent sales effort.  The purchasing of technology, product or idea by customers is what ultimately creates the stable, sustainable flow of income.  As discussed above, typical mechanisms for transforming technology results into revenue include selling the developed innovation for a licensing fee, developing a product that can then be marketed and sold by distributors, producing and selling that product or technology oneself, or providing scientific or technical services.

Far from being selfless, investors in new ventures or new technology innovations not only expect, but demand to see tangible, measurable financial rewards in the months and years following the commitment of their investment funds.  Further, they expect these rewards according to the business plan and schedule committed by the technology developer.  Under most circumstances, investment funding will cease should results fail to materialize by the mutually planned dates.  In fact, in western developed economies, investments flows will weaken even in the face of positive results, if the expected returns are not of the magnitude expected or if they are delayed, for whatever reason.  Should the technology not prove to be commercially applicable or viable, or should the product not find customers, the investors, while they cannot necessarily recapture the funds and time spent, will seek to cut their losses and disengage.  Should they lose significant amounts of capital, they will be very reluctant to commit funds to similar projects in the future.

Scientific organizations searching for a western partner or investor should understand that, in some ways, customers may be easier to satisfy than investors are.  Customers just want the technology or product.  Investors demand that the technology or product be sold to multiple customers, so that they make a significant profit on their original investment.  The primary motivation of all potential commercial partners is to make substantially more money as a result of the cooperation than was originally invested.  Success benefits both organizations:  The investor gains a profit and more funds to invest elsewhere.  The scientists have developed a sustainable stream of revenue through the profitable sale of their product on the marketplace to end users.  With their share of the profits, the scientists may dedicate funds to invest in their own futures – whether with the continued support of external investors, or on their own.

8. Where does external investment come from?

In developed western economies, individual entrepreneurial scientists may struggle to find financial backing.  To strike off alone, with no guaranteed income, takes a tremendous amount of courage and initiative.  However, they have, relative to scientists in less-developed economies, a wider variety of options.  Commercial and consumer banks offer credit on relatively generous terms.  Well-paid, stable employment provides the opportunity to start a small consulting firm or business during evening and weekend hours.  Stories abound of inventors who used their personal savings or a second mortgage on their house as seed capital.  Then, working from their garage or a basement, they went on to substantial commercial success.

A substantial advantage, of course, is the fact that developed economies offer a more stable regulatory and legal framework.  Landlords, courts, and tax authorities behave in fairly predictable ways.  Contracts, warrantees, and other legal agreements carry weight and are enforced.  Credit agencies, consumer reporting agencies, and securities commissions help to police against fraud and reduce risk to lenders, consumers, and shareholders respectively.

Nonetheless, most innovation goes on in within established companies and laboratories.  Corporations and universities maintain the expensive infrastructure required to conduct most cutting-edge research, as well as expertise in patent applications and licensing.  A common clause in employment contracts assigns ownership rights to all invention or innovation developing using an employer’s facilities or equipment to the employer.

For a larger team seeking to establish itself independently, or for an effort that will require substantial, expensive equipment, outside financial backing can be quite critical.  Here, too, developed economies offer a wide range of options.  Each, generally speaking, presumes that a group has already split off, established itself as a separate business entity and invested its own funds and energies in product development of their innovation.

Nurturing Innovation

City and regional authorities sponsor business development associations, create technology parks or business incubators, and offer tax incentives.  Bringing together small fledgling companies in one area helps to build a critical mass of innovation.  Individual firms benefit from increased access to others’ expertise and reduced overhead for office space and meeting facilities.  Potential customers, partners and employees alike may be more likely to notice a cluster of high-technology companies than they would any one small firm.  The authorities’ motivation is to create local jobs and a strong commercial tax base.
Seed Capital or Venture Capital

Commercial venture capital firms sift through a constant flow of business plans.  They place risky, expensive but potentially very lucrative financial bets on which bright ideas and new technologies will generate substantial long-term profits.  In addition to assessing the strength of the proposed products in the marketplace vis-à-vis the competition, they also look carefully at the strength of the management team.  They expect to see a company president who has already been through the entrepreneurial wringer.  Rarely will an inexperienced, unproven manager generate sufficient confidence to obtain outside financial backing.  Investors must be certain that the assembled management tem will follow the business plan and schedule developed by the start-up company.
Sacrosanct to the investor is the mantra ‘on schedule and on budget.’  Investors cannot just rely on an entrepreneurial scientist who believes he can lead a team a company to profitability.  Even with experienced management in place, investors are already taking considerable chances by investing in a new, risky and unproven technology.  For this reason, a scientific team hoping to attract external funding should consider strongly and honestly whether they have adequate expertise or whether they need to recruit a skilled manager with start-up expertise.
Commercial, external investment comes with very strong strings attached.  In exchange for an infusion of capital, scientists must provide regular progress reports that show the plan and schedule proposed are being met, account for financial expenditures on budget, and often cede decision-making authority to the investor.  Nonetheless, for the individual scientist or project manager who succeeds in attracting seed or venture capital, that support can make the difference between puttering along on small projects and creating a strong, viable, profitable firm that is able to succeed and sustain itself in the competitive marketplace.

9. Where does external investment come from in the countries with emerging economies?

Scientists in countries making the transition from socialism face more limited options.  Venture capital firms depend, in part, on volume, or multiple limited investments, to reduce their own financial risk.  They look at hundreds of business plans, pick the ten strongest, and count upon one to really succeed.  Those profits must be sufficient to convert the expended capital for the other nine failed ventures.  Even investors outside venture capital, whose only interest is in proven technologies or strong business sectors, often shy away from the risk of doing business in emerging or restructuring economies.  

Over time, financing mechanisms available elsewhere will become more readily available.  As foreign banks and local firms continue to develop and achieve continued profitability, small commercial loans should become more readily available.  Hopefully, the legal and regulatory environments will improve.  To the extent that scientists begin to think of themselves as playing a role in the business community, they may wish to join chambers of commerce and other associations that already push for more consistent rule of commercial law and stronger enforcement of intellectual property rights.  In the meantime, scientists may increase the likelihood of external investment by recognizing gaps in perceptions that emerge from the two realities.

Potential western investors from relatively small technical or scientific firms may very well have helped to found their company.  In order to gain financing themselves, they had to prepare rigorous business plans and present them to potential investors, over and over again.  They also assumed real financial risk – either of losing the backing of their investors, or of losing their own personal investment.  For this reason, potential investors will be looking very carefully at business plans that they see.  They will take very seriously commitments made, whether in terms of work plans, schedules or results.
Potential investors from larger firms may not have the same personal financial stake in a project’s success.  However, their reputation within their company will depend upon the performance of ventures or start-up companies that they have backed and supported.  For some, commitment to activity in emerging economies comes as a result of family ties, ancestral background, or long-standing personal interest.  Their colleagues may not necessarily share their enthusiasm.  Their management may also disbelieve their assessment of the risks involved.  For those working in conservative organizations, just gaining permission to begin a dialogue, much less commit funds, represents a considerable achievement.  Lawyers and managers within large, multinational firms often balk at assuming the risks of inconsistent tax assessment, uncertain intellectual property rights protection, and flexible contract enforcement.  For most companies, the legal infrastructure of an emerging economy represents a critical factor in their decision whether or not to invest.
Ultimately, external investment is likely to have a very human face.  Even in the largest company, a couple key individuals may push a project through to funding.  A skeptical lawyer or executive may be enough to block the commitment to invest.  It is for this reason that some of the questions in Section 2 focus not so much on the technical fit, but on the culture of the organization.  Determining whether a potential investor is comfortable working in this part of the world may actually be more important than any technology or commercial appeal.

10. How does investment from a strategic partner contribute to sustainability?

Organizations of all sizes and all types form partnerships.  Universities in different countries exchange students and professors, and jointly sponsor executive business training programs.  Not-for-profit organizations link together to bid on larger contracts to provide development assistance.  Research institutions frequently join forces to achieve specific aims, such as building and running an observatory in a remote location.  Commercial companies, as well, partner with universities and other companies.  In most cases, partnership suggests a relationship between equals:  two or more entities join forces, because together, both will benefit.

Strong, competitive organizations seek strategic partners for a variety of reasons:  A company active in one region may wish to expand its geographic reach.  Partnering with an established firm in the target area may be quicker and cheaper than setting up a brand new office.  A firm whose services or products focus on meeting the needs of customers in one industry may wish to expand its range of clients to another industry.  Finding a company that serves customers in that industry but that has no comparable or competing offering may be more efficient than trying to develop name recognition and a brand-new customer base.   An enterprise known for its production of products in one technology may realize that the marketplace demands a new technology, but that it does not have all the required expertise in-house.  Finding a partner with the required business and/or technical expertise may reduce the cost and risk of hiring a large number of new staff, particularly when the new technology may not prove successful or profitable.

Smaller firms may look for partners for other reasons:  A company founded around a few very good ideas may seek a partner experienced at developing ideas into strong products and profitable sales.  A firm that dominates its local market may seek additional products or services to offer its customer base, and simultaneously hope to gain access to the broader customer base of the new partner.  Employees from a large enterprise may wish to break away and establish their own small company, but recognize they lack all the varied business and sales skills required.

In general, a larger strategic partner may invest funds, expertise and/or training in order to strengthen the smaller partner.  Partnerships between equals frequently involve the establishment of a joint-venture.  Joint-ventures may be established, as well, when relatively small parts of the two organizations will be involved in their common efforts.  Alternatively, the larger strategic partner may take an ownership stake in the smaller organization.  There are commercial partnerships, however, in which no funds or personnel move; rather, the two organizations conclude a teaming agreement which specifies how each will benefit from any opportunities developed jointly.

Generally, should a joint venture be established, each partner contributes to the decision-making.  Frequently, votes or shares are allocated in proportion to the value of assets contributed.  These assets may be in the form of personnel, critical intellectual property rights, funds, or expertise.  Key project team members leave their home organizations to become officers of the new company.  The incorporation of the joint venture will specify how the value of the contributed assets will be reflected:  in shares of stock, or seats on an executive board, or through other mechanisms.

A scientific team considering a strategic partnership should identify what it hopes to achieve, and the criteria to be used in locating and selecting a partner.  The team should also attempt to identify what the potential partner might gain from the proposed arrangement.  This perspective will be important in marketing capabilities to potential partners, identifying the most appropriate structure, and negotiating the partnership terms.  The STCU Partnership Program offers a ready-made framework for cooperation without requiring establishment of a separate venture.  However, potential partners may prefer a stand-alone arrangement.  The materials in Section 2, Business Plan and Technology Implementation Plan will be most relevant.  

Most importantly, however, the scientists should plan to obtain an independent legal assessment of the proposed legal language establishing the partnership.  All partnerships are based on legal agreements that are binding on all parties involved.  It is these legal arrangements that allow funds and expertise to move where they are needed – something most scientists are keenly interested in from the very start.  However, in the longer-term, these legal arrangements may prove limiting or even burdensome for the scientific team.  The STCU Partnership Program offers a ready-made framework for cooperation without requiring establishment of a separate venture.  Some potential partners prefer a stand-alone arrangement.  In neither case, however, does STCU provide legal counsel or attempt to value the fairness of the proposed partnership agreement.  It is paramount for scientists to obtain legal representation of their own interests when considering any kind of partnership or investment from an external party.

11. Does the type of innovation matter?

In general, commercially-applicable innovations can be classed as follows: 

Revolutionary -- no analogous technology on the market

Breakthrough -- innovative approach / solution to a traditional problem

Evolutionary or Incremental Improvement -- advancement in the state-of-the-art (the best way things are currently done).  Examples include reducing the cost of production, increasing the sensitivity of an apparatus, achieving some efficiency, or otherwise improving competitive advantage.

Usually revolutionary technology requires start-up funding from external investment for the technology to be adequately developed for product profitability.  A revolutionary technology is unlikely to be a good candidate for a distributorship or a licensing arrangement since the market is ill-defined.  However, if the market for a technology is new or does not yet exist, and the business case is convincing, venture capital firms may be interested in investing resources.

Revolutionary technology posses the highest risk to an investor.  Because the technology is very early stage, there may not be an existing market -- one will have to be created.  The personal computer, so ubiquitous today, was at one time revolutionary:  no customer knew what a PC was, much less why they would want one on their desk or in their lap.  Likewise for the Internet: it was revolutionary to believe that companies or individuals would want the world to have easy access to their business or personal information.  Few initially imagined that e-mail messaging, both personal and business, would relegate the telephone to a different position.  Mobile phones, and particularly text messaging, dramatically changed consumer habits, and expectations, and ultimately, demand.

Each of these revolutionary technologies, while ultimately successful, required enormous investments and many years to succeed.  During the early stages, the investors in each of these technologies took enormous risks.  In the absence of defined standards or clear consumer demand, a variety of technical approaches battled to control the direction of the emerging market.  Investors who backed winning solutions were financially rewarded for taking those risks.  Backers of ideas that were superceded, or that did not appeal to intended customers, or that would have worked but for a limitation in the technology – these investors simply lost their financial stake.
Recognizing that the technology being proposed is revolutionary sets the direction for sustainability planning:  instead of exploring licensing arrangements, a scientific team must be developing a rigorous business case for skeptical investors.
In contrast, incremental improvements elicit little interest from investors looking for the next great revolutionary technology.  Instead, scientists should focus on strategic partnership, licensing or distributorship.  Here, the chances of attaining some revenue improve significantly when the improvement affects a product with a large, well-defined market.  While the scientific team must also present a sound business case, they should be demonstrating the quantifiable benefits of their improvement over existing methods or products.  They should also be carefully researching how their innovation affects the product cycle.  In some cases, their potential partner might be a customer of the product; in other cases, the producer.

Breakthrough technologies fall in between the two and can be developed either through licensing or through external investment.  The decision depends on the size of the markets and the investment levels required for development.  A technology applicable to a large, defined market and requiring little additional investment will likely interest potential licensees or distributors.  A technology with an immature market or that requires substantial investment may best be developed and marketed with the assistance of a strategic partner or even outside investor.
Studying industry dynamics and assessing the size and composition of the market may help to pin-point the type of innovation a scientist has developed.  A new, small but high growth, technology-driven market is likely to be fragmented among many small players, often start-up companies.  Well-established markets tend to be dominated by a smaller group of well-established companies.  Frequently, these are large firms and corporations.  The questions in Section 2 should provide more guidance.

12. Summary

In this first section, we discussed two broad classes of potentially marketable scientific and personal assets:  1) skills, expertise, and experience, and 2) commercially-applicable results, technologies and products.  We introduced the major types of intellectual property, and the concept of a non-disclosure agreement.  We discussed four major mechanisms for transforming scientific results into revenues: licensing, distributorships, production & marketing, and services.  Then, we briefly introduced the four phases of the product cycle, Commodity/Raw Material, Component, Subsystem, and Integrated System.

We then shifted to a discussion of external investment.  We described sources of external investment in developed economies, and then considered factors affecting investment decisions in emerging economies.  We discussed motivations for strategic partnership.  Finally, we considered how the type of innovation – revolutionary, breakthrough, or incremental improvement -- may affect the selection of the best mechanism to exploit results.

In the next section, a variety of sample planning tools should assist efforts to plan for a financially-stable future.  Hopefully, the discussion above will have helped suggest which document will be most useful.

Section 2


Sample Planning Tools

This section contains a variety of planning documents.  The following table provides some rough guidance as to where to begin:
	Type of Science:
	Fundamental Science
	Fundamental Science
	Applied Science (early stages, pre-prototype)
	Applied Science (prototype or demonstration trial results available)

	Type of Results:
	Non-Exploitable
	Exploitable
	Exploitable
	Exploitable

	Market Research Approaches
	(
	(
	(
	(

	Triage
	(
	(
	(
	(

	Initial Market Survey
	(
	(
	(
	(

	Focused Market Survey
	(
	(
	(
	(

	Market Investigation
	(
	(
	(
	(

	Best Practices
	
	
	(
	(

	Fundamental Research
	(
	(
	
	

	Vetting Strategic Partner
	(
	(
	(
	(

	Technology Implementation Plan
	(
	(
	(
	(

	Business Case
	
	
	
	(

	Business Mission
	
	(
	(
	(


1. Sample Market Research Approach

Generally speaking, market research is conducted for internal use only.  Results may be presented as a written report.  More frequently, the executive requesting a specific study will expect a PowerPoint presentation.  Sometimes staff or consultants will prepare an annotated briefing, adding notes to convey more information than generally fits on a slide, but with less effort than developing a full text report.  Market research results may be included in a business case or technology implementation plan, in order to support or buttress a proposed strategy.

Market research is a key tool used by decision-makers to determine how to allocate resources.  As business strategies are generally confidential, rarely will an organization disseminate market research concerning its own target market to a broader audience.  The exception, of course, is companies that make their living by conducting market research for other organizations.  These will frequently offer abstracts or sample research reports, to encourage purchase of the entire report.

Market research planned as part of an STCU-funded project should follow the same general guidelines as scientific research.  The proposal should detail objectives, methods, expected results, and timeframes.  Below, please find sample phases and questions.

Triage

In emergency medicine, ‘triage’ refers to the process of quickly assessing an individual’s condition and needs as he or she comes into the emergency room.  In the context of sustainability planning, ‘triage’ means determining, in general terms, where you are today, so you can figure out where you need to go and what you need to do next.  

Questions at the ‘triage’ level include:

1. What type of science?

General responses include: basic, applied, materials; focused on processes, diseases, etc.

2. What specific skills do you have to offer?

General responses include:  Solve equations and develop models.  Develop and populate databases.   Characterize and synthesize compounds.  Design, construct, test prototypes / apparatus / facilities.
3. In which technology areas?

General responses include:  Remote sensing; Fluid equations; Plant pathologies; Welding
4. What sort of results?

General responses include:  Exploitable, potentially exploitable, exploitation definitely not possible; laboratory prototype, novel crystal, refined process.
5. To the best of your current knowledge, who else in the world does what you do?

General responses include:  names of other scientists, groups within particular commercial, government or university laboratories, or companies.
During Triage the scientist takes the time to develop a thorough catalogue of skills that may offer more options for later exploration than simple one or two-word responses.
Initial Market Survey

Questions at this initial market survey level include:

1. What sorts of organizations employ people with your type of skills?
Answers should describe which types of government agencies, foreign government agencies, research and development labs, universities & institutes, international or inter-governmental organizations, commercial companies, not-for-profit research centers, etc.  Provide specific, named examples where possible.
2. What sorts of organizations fund work in your technology area?
Answers may include host or foreign governments, private philanthropic groups, foundations, non-proliferation programs, commercial companies, universities, international organizations, industry consortia, etc.  Provide specific, named examples where possible.

3. What sorts of organizations are interested in your type of results?

Answers should describe which types of other scientists, researchers, or doctors, standards-setting bodies, manufacturing or production firms, laboratories, universities, medical or veterinary hospitals, consulting firms, policy-makers, etc.
This initial survey may be brief.  But more detailed responses prove more useful.  For example, suppose that the technology area is modeling of space cultivation of vegetables.  Rather than saying simply “governments”, it would be more helpful to conduct some basic Internet research, and determine which governments currently fund space research.  We all know that Russia and the US do – but which parts of the European Union play a more active role? What about China, India, Brazil or Japan?   Rather than saying ‘commercial companies,’ determine what specific sorts of firms:  chemical companies? pharmaceutical manufacturers? carmakers?  The goal is to think broadly to start, and then to provide enough specific detail to enable the next phase of analysis.

Focused Market Survey

The next phase of studying the ‘market’ requires a more tailored approach.  The goal is to identify specific, potential partners and then, through research, determine how best to structure subsequent interaction with them.  Government bodies, academic institutions and commercial companies behave quite differently in areas such as procurement, hiring, and contracting.   International organizations may follow one set of rules, while multinational corporations follow another.  Different countries have their own regulations, systems, and ways of doing things.   Effective outreach to ‘potential partners’ requires understanding something of ‘who’ these potential partners are and how they generally operate.

So, at the very start of a focused market survey, answers to the following questions set the framework of the investigation:

1. What sector will you be studying?

Sample answers include: government, not-for-profit, commercial, academic.
2. What type of organization will you be focused on?

Sample answers include: large corporations, commercial laboratories, research foundations.
3. What aspect of their operations are you interested in? 
Sample answers include: research & development in nano-technology, sales to large chemical companies, providing grants to scientists from non-EU states.
4. Which activity interests you?

Sample answers include: how they hire consultants/contractors, how they procure licenses for technology, how they allocate grants.
5. Where should they be active?

Sample answers include: in Ukraine, in Central Asia, in North America.

The actual investigation consists of completing the following tasks:

6. Developing a list of organizations that appear to meet the criteria defined above.  
One starting point is to review the list of exhibitors to the major international trade show on nano-technology.  Another is to conduct a broad Internet search on the specific chemical or chemical process of interest, seeing which vendor or producer or institution names pop up.  Another would be to conduct an Internet search on grants, fellowships, and funding.  Completion of this step could be an initial deliverable in an STCU work plan.
7. Looking at each organization more closely.  
Reviewing the organization’s Website is usually the easiest place to start.  Additional information may be provided by a search of media publications, or by speaking to people who know their operations.

8. Using these assessments to pare list down to organizations of definite interest.

The Internet has made searching for information much easier.  However, establishing effective, sustained individual contact with strangers can prove both time-consuming and challenging.  Poor phone lines, limited language skills, and time differences all make such efforts even more difficult.  ‘Qualifying’ opportunities is a critical step for anyone engaged in a sales or sales-like effort.  Completion of this step could be an intermediate ‘deliverable’ for an STCU work plan.
9. Potentially, making contacts within that organization.

Generally, sending an email or fax, and then following within a day or so by phone is the most effective strategy.  The base of knowledge already gained should make such ‘cold calls’ easier. However, Western research collaborators or other contacts may also be willing to smooth initial introductions or, if the goal is very clear, perhaps even place the initial call themselves.
10. Summarizing the knowledge and insights gained.

This step may take the form of a drafting a report or presentation that describe clearly what is now know about the activity – hiring consultants, allocating grants – that was identified in step 4, above.   Insights gained about how the target organizations communicate or how they organize their activities may be very significant.  Completion of this step could be either an intermediate or a final deliverable for an STCU work plan.
11. Determining what steps should follow.

Now that the report has been prepared, the important part is to take action.  The next step may be to develop grant applications to three of the organizations.  Or, it may be to attend a tradeshow where it will be possible to see demonstrations of products currently on the market.  It would be useful to include the planned next steps in any deliverable to STCU.
Market Investigation

Individuals, companies and organizations conduct a wide variety of focused market investigations.  Some focus on the need or demand for a particular product, technology or service.  Others focus on customer preference for one or another existing product.  Still other research focuses on identifying specific features or characteristics that customers find useful.   Regardless of the specific focus, the intent is to influence a decision or allocation of resources.

For example, a company may recognize that their offering is but one of several competing approaches on the market.  The company commissions a study of its potential customers.  The market researcher contacts technology managers, and engages them in discussions about whether they plan to buy within the next year, how they rate their existing options, and why they expect to choose one product over another.  The researcher develops a report for the company that identifies features in its offering that customers particularly value, barriers to sales, and the most likely potential customers.  The company uses these results to develop its pricing strategy and allocate its sales efforts.
In this guide, it is impossible to list all the possible market-related questions that might pertain to a particular scientific project and team.  We provide, here, however, three examples:

Sample Market Investigation: Best Practices

1. Which product or technology are you investigating?
1.1. Which technical process or industry are you focused upon?

1.2. What problems/applications does this product or technology help to address?
2. For a given problem/application:

2.1. When local customers search for a solution, what options do they have?
2.2. Do customers in Japan, North America or Western Europe have a broader range of solutions to choose from?  If so, what are their choices?
3. For each problem or application:

3.1. Specify where in the product cycle your product or technology fits in.

3.2. Identify the products or technologies that compete with your target product or technology at an analogous point in the product cycle.

3.3. Identify, as well, products or technologies near the phase that you specified above. (These may be complementary to or may compete with your offering).
3.4. Note the existence of any companies known to be using your target technology or process.
4. Identify the manufacturers or vendors of these products or technologies.  For each, note:

4.1. Name, and, if appropriate, business division that produces & markets the product; 
4.2. Country/ies of operation;
4.3. Size and, if relevant, date of onset of operations;
4.4. Existing customers, to the extent publicly available.

4.5. Trends in their R&D or product development in support of (or away from) the technology in question.
5. Describe and characterize the industry, including the following:

5.1. Legal status, size, age and ownership structure of major manufacturers/vendors

5.2. Structure of interrelationships among sub-contractors contractors, & customers

5.3. Usual mechanism for sales of technology or products at relevant stage in product cycle: formal, competitive tenders? Long-established relationships? 
6. List the major features or factors that differentiate one product/technology from another.
7. Using this list:

7.1. Compare the performance and technical specifications of your product/technology to its commercially available competitors.
7.2. Develop and complete a table similar to the following:
Table 3 - Competitive Matrix

	Technical Specifications
	STCU product or technology
	Competing product or technology #1
	Competing product or technology #2
	Competing product or technology #3

	e.g. Accuracy
	
	
	
	

	e.g. Efficiency
	
	
	
	

	e.g. Quality
	
	
	
	

	Price/Cost
	
	
	
	

	Others (specify)
	
	
	
	


8. Is your technical result competitive in this marketplace?

8.1. If not, what steps would you need to take to ensure that it will be? 
8.2. Do you have other results that may find a niche in this market? 
9. At the end of your investigation, you should be able to complete the following sentence:
“Prior to the existence of [my result], people [identify who, or what companies], solved the problem of [identify what task or problem] by X.  However, [identify innovation] enables [who] to accomplish [what] in a [better (how?), stronger, faster, more inexpensive] manner.”
Sample Market Investigation:  Fundamental or Basic Research
1. Which technology or scientific field are you investigating?

1.1. Why might commercial or for-profit organizations be interested in results in this field?

1.2. What broad public policy or social policy concerns does this field or technology help to address?

2. Using the answers to those questions and the list below for ideas, target the most promising type of funding organization, and develop a list of candidate organizations.

Table 4 - Potential Funding Organizations

	Research and Development (R&D) laboratories of major multi-national corporations.  Many large western companies, recognizing that that their competitive viability depends upon their ability to expand scientific boundaries, commit significant resources to fundamental, as well as applied, research.  One way to identify these companies and their specific laboratories is to look to the institutional affiliation of scientists publishing in your field.

	Laboratories at leading research universities.  Western governments frequently designate a particular center or laboratory facility as a national resource and provide funding through that center.

	International scientific organizations or consortia (such as CERN)

	International or intergovernmental organizations (such as IAEA or WHO)

	Private philanthropic organization (often organized around particular concerns, e.g. sustainable development, environmental research, bio-habitat conservation, etc.)

	Publicly-funded organizations for the advancement of basic and applied science (e.g. National Research Foundation, National Academy of Sciences)

	Not-for-profit research consortia (often organized around particular fields or diseases, e.g. MEMS, Ulcerative Colitis, renewable energy)

	Nonproliferation programming / organizations

	Foreign governmental organization/program (such as the Unites States Department of Energy’s IPP program or 6th EU’s Framework Programme for Research and Technological Development)

	Institutions of higher education.  Many universities host visiting researchers, sometimes in exchange for opportunities provided to their students or graduate students to study abroad, sometimes simply to further academic collaboration and provide access to specialized laboratory equipment.  Some also use temporary teaching or research positions to fill gaps in their own staffing


3. For each candidate organization, use the Internet first, and then, as necessary, email and telephone contact, in order to determine the following information:
3.1. Program focus and priorities

3.2. Eligibility requirements

3.3. Possibility of conducting research work or lecturing abroad

3.4. Potential to offer your services as contract scientists/engineers, either in their labs or in your own

3.5. Proposal procedures and deadlines
3.6. Approval timelines
4. Develop a short-list of the most promising organizations, providing for each:
4.1. Organization name

4.2. Contact name of appropriate representative

4.3. Status of relationship between yourself and organization/representative

4.4. Deadlines for applications in current year

4.5. Description of steps, as best understood from representative, when formal procedures do not exist

5. Construct a strategy and schedule for pursuing the most promising of these grants or opportunities, identifying key deadlines, decision points, and required steps.
Sample Market Investigation: Vetting potential Strategic Partners 

Based on previous research results, select top five candidate companies.  Then, use annual reports, company websites, industry publications, exposure at conferences/tradeshows, as well as email, face-to-face, and telephone contacts, to develop a profile for each that includes the following points:

1. Size / Legal Status / Organizational Structure

1.1. How big are there?  How many different divisions might be involved?

1.2. Are they privately-held? Owned by shareholders? Controlled by government?

1.3. Which parts of the organization conduct research, manufacture the product, use the technology of interest, and sell the resulting product?

2. International Presence and Experience
2.1. Where is the home office located?  How many other production/research sites are there in the home country?

2.2. How are international operations organized – as separate companies? As subsidiaries? As branch offices?  As small representative offices that provide sales support only, with all production and services provided from the home country?

2.3. Are international operations largely restricted to countries that share a common language, (e.g. for an American company, sales primarily to UK, Ireland, Australia, South Africa)?

2.4. Are international operations largely focused on neighboring countries (e.g. Switzerland, Austria, Holland, Czech Republic & Hungary for a German firm)?

2.5. Does the company have any CIS experience?  What sort?  Sales through another distributor? A representative office? Direct investment?  Was the experience positive?  Did the company retract or reduce its local presence?

3. External Research Culture

3.1. Where is R&D done?  Wholly in the home office/home country? In corporate labs located in several different countries?  Partially outsourced to India or Russia?
3.2. Does the company participate actively in international standards-defining bodies? 
3.3. Is the manufacturer part of a consortium of vendors developing a common technology?
3.4. Does the company have any history of directly investing in overseas production facilities? Software development centers? Research centers?  If so, where?

4. Fiscal Health

4.1. Worldwide, is the company growing, diversifying, stable, or downsizing?
4.2. Has the company recently acquired or spun-off any subsidiaries or separate companies?

4.3. Despite trends elsewhere, in the CIS or East European marketplace, is the company growing, stable or downsizing?

4.4. Despite trends elsewhere, in the product or research division of interest, is the company adding or reducing staff?

5. For each candidate strategic partner, explain why your technological result and offering are compatible with their corporate culture and direction.

6. Completing the following table may help to summarize your findings:

Table 5 - Assessing Fit of potential Strategic Partners

	Cultural Fit
	Candidate #1
	Candidate #2
	Candidate #3

	Size
	
	
	

	Legal Status
	
	
	

	Structure
	
	
	

	International Presence
	
	
	

	International Experience
	
	
	

	External R&D Culture
	
	
	

	Overall Fiscal Health
	
	
	

	Health of Target Organization
	
	
	


2. Sample Technology Implementation Plan

Many professionals, when speaking about sustainability planning, immediately expect to see a Technology Implementation Plan (TIP).  The European Union has made development of a TIP a required part of all research and development projects funded through the Framework Programme.  The International Science and Technology Center in Moscow has also implemented mandatory TIPs for their projects.  The STCU strongly encourages researchers to include development of a TIP as a part of their proposed sustainability planning effort.
The function of a TIP is to frame discussion and consideration of the dissemination and use of project results.  Identifying commercial applications obviously carries greater potential for achieving financial sustainability.  However, the various sections of a technology implementation plan pertain equally to results from basic research, social actions or upstream R&D projects as well as to those from applied, near-market or demonstration projects.  Essentially, the TIP covers the intentions of all participating research organizations related to the potential knowledge generated under the project.  
To be of most value, a Technological Implementation Plan should be submitted at, or before, the end of the project.  It is suggested that, throughout the project duration and especially at mid-term, a draft version of the TIP. be regularly used and updated.  This practice is particularly useful when results are achieved before the contractual end of the project and/or when the researchers detect the need for additional partners.
From an STCU-perspective, researchers planning to complete a TIP as part of their work plan for an STCU regular project have a choice of formats.  The sample plan below has been simplified from that required by the European Union.  However, should the team wish to complete the fuller version, it can be found at http://www.cordis.lu/fp5/tip.htm.  In either case, STCU recommends including development of a draft TIP early in the project, and an updated version closer to project end.
How can a TIP assist the dissemination and use planning process?

The information gathered in the Technological Implementation Plan can be used to attract funding for further R&D or market development – be it from venture capitalists or banks, or under national or international programs.  This may apply to results where:
a) your team requires additional resources and expertise to use or disseminate your results fully;

b) part of the results might be transferred to other applications outside your team’s main markets (in the case of generic technologies).

The questions raised in the Technological Implementation Plan are also ideally suited to assist the drawing up of a co-operation agreement.  They include:

What are the results (knowledge including information) of your project?
What needs do the results address? What are the potential applications?

What stage have you reached in the development of the results and what resources do you need for further (market, environment or policy-related) development?

Are the results usable –commercially, socially or scientifically?

What are your dissemination and use intentions and potential routes?

What part does each of your partners take in the dissemination and use process (manufacturing, sales and marketing, further R&D, licensing, standards, etc.)?

Do you envisage dissemination and use and/or support from outside the project team?

What information is useful for attracting potential collaborators?

How is the TIP organized?
Part 1: Overview and description of your project and its results

One form per project








Publishable

1.1. Executive summary 

1.2. Overview of all results
1.3. Quantified data on the project

1.4. Assessment of project value
1.5. Expected project impact

Part 2: Description of each Result - Search for collaboration
One form per Result








Publishable

This section will be used to document your result(s) and to inform any appropriate audience.
2.1 Description of the result(s) 
2.2 Quantified data about the result
2.3 Further collaboration, dissemination and use of the result:  This section enables each partner – individually or as a group – to describe its needs for further collaboration in view of the dissemination and use of its results(s).

Part 3: Description of the intentions by each partner

One form per partner








Confidential

This section enables each partner – individually or as a group – to describe its use and dissemination intentions (including a timetable of its future activities).

3.1 Description of the use and the dissemination of result(s), partner by partner
3.2 Quantified data for each partner’s main result

What Extent of information should be provided?
If you do not intend to use or disseminate all of the results yourself (or not exclusively) or if you are looking for additional partners for further dissemination and use, it is in your interest to provide third parties with adequate information. This, of course, excludes information which must not be disclosed to safeguard intellectual or industrial property, confidentiality or legitimate commercial interests.
Examples for the extent of information to be provided
· For basic research, you should indicate how the project output(s) could lead to applied research.

· If your result offers potential for further economic, environmental or 'quality of life' benefits, this result should be detailed in view of benefiting other social projects.

· If you have a laboratory prototype, you should give detailed information on the financial and human resources necessary for producing an industrial prototype, and the possible risks involved in further development (for example, scaling up).

· If you are at the pre-series stage, you may discuss the risks involved in scaling up the production.

· If you have a generic technology available, you should concentrate on possible additional applications outside the existing ones without forgetting to assess the real needs and risks involved.

How do I fill out the form?

In order to reduce the amount of paper, we have embedded explanation along the way.  Similar to an STCU full form, any instructions in italicized text should be deleted in the final version.  Expand boxes & tables as necessary.  However, where specified, keep to the suggested page or word limits (e.g. 200 words or less).
TECHNOLOGICAL IMPLEMENTATION PLAN

A Framework for the further development, dissemination and use of

the results of STCU projects (including also thematic networks and concerted actions)
[image: image4.png]



( 
Preliminary version at project mid-term 

( 
Final version before project end 

Part 1
Overview and description of your project and its results

	PROJECT NUMBER &TITLE:
	

	PROJECT MANAGER: 
	SURNAME, First name Patronymic or Middle Name, Scientific Rank

	FINANCING PARTIES:
	Country and/or Partner

	OPERATIVE START DATE:
	DD.MM.YYYY;  Duration <0> years

	PROJECT WEB SITE (if any)
	http://www...

	PARTICIPATING INSTITUTIONS:
	


1.1 Executive summary
 


	Please, synthesize (in 1 or 2 pages) the original objectives and final outcome of your project. 
	

	a) Original research objectives

	b) Expected deliverables (a deliverable is something produced during the execution of the contract: a document, guidelines, software code, product, samples, prototype, certified material, standard, etc.  A deliverable is usually conceived as a discrete entity to enable transition from one work phase and group to another or to be exchanged between partners.)

	c) Project’s actual outcome (in terms of technical achievements or if appropriate, described task by task)

	d) Broad intentions for the dissemination and use of the expected outputs (Assuming that knowledge has been protected through intellectual property regulation, dissemination is the divulging of that protected knowledge (other than through publication) with the intent of promoting scientific and technical progress.  Typical forms of dissemination and use include transferring technology, selling licenses to use it, providing consultancy and know-how; contributing to the drafting of standards, regulations and norms; leading educational initiatives; and participating in further collaborative research.)


1.2
Overview of all your main project results

Results can be any marketable or transferable product, process, service, standard, know-how, methodology, network experience, or result of clinical trial or software. Project results fall into three basic categories, depending on your intention for dissemination and use (you can have a set of results of different categories):

Category A:
Externally usable results. These are of commercial, social or scientific interest, but you do not intend to use them exclusively, or you do not have sufficient resources within your project team. It is of mutual interest to STCU and researchers to make information on such results available for dissemination and further use at an international level.

Category B:
Internally usable results. These are of commercial, social or scientific interest to all or some team members who will use or disseminate them exclusively themselves. The writing of the Technological Implementation Plan will therefore help the partners to clarify and detail their strategy.  The TIP may also enable the STCU to provide meaningful advice.

Category C:
Non-usable results. These might be of interest to other researchers in particular if the TIP helps to identify R&D routes that are unfruitful.

If your project has generated a number of different results, you should identify those which logically belong together as part of a larger product, process or service and which would therefore be exploited as a single result. Results that do not logically belong to or depend on each other should be treated separately. 

Examples
A project dealt with improving a production-control process using an innovative new sensor (Partner A) and adapting innovative new process control software (Partner B). The overall system was produced by Company C and tested at end-user sites of Companies D and E. Distinct dissemination and use routes could be:

1) Exploitation of overall project result (sensor, software and application know-how) by Partner C (e.g. production of pre-series, marketing, etc.).

2) Application of sensor to another market sector via further development by Partner A with additional, external partners X,Y.
3) Adaptation of software result to other applications and licensing to third parties by partner B.
	No.
	Self-descriptive title of the result

This should be as informative as possible. Describe what the result is (sensor, process, program, material, device, etc.), what it does (detection, preparation, conservation, etc.) and possibly include elements highlighting the difference from the state of the art (more efficient, resistant, inexpensive, etc.).
	Category 

A, B or C*

Specify the usability of results
	Partner(s) owning the result(s) 

Identify the members of the project team who are owners of this result (refer in particular to specific patents, copyrights, etc.) and indicate those involved in its dissemination and use. This may include external third parties already identified.

	1
	
	
	

	2
	
	
	

	3
	
	
	

	4
	
	
	

	5
	
	
	

	6
	
	
	

	7
	
	
	

	8
	
	
	

	9
	
	
	

	10
	
	
	


* A: results usable outside the consortium / B: results usable within the consortium / C: non usable results

1.3
Quantified Data on the dissemination and use of the project results

	Items about the dissemination and use of the project results (consolidated numbers)
	Currently achieved 
quantity
	Estimated future* quantity 

	Number of product innovations (commercial)
	
	

	Number of process innovations (commercial)
	
	

	Number of new services (commercial)
	
	

	Number of new services (public)
	
	

	Number of new methods (academic)
	
	

	Number of scientific breakthroughs
	
	

	Number of technical standards to which this project has contributed
	
	

	Number of national regulations/directives to which this project has contributed
	
	

	Number of international regulations to which this project has contributed
	
	

	Number of PhDs generated by the project
	
	

	Number of grantees/trainees including transnational exchange of personnel
	
	


“Future” means expectations within the next 3 years following the end of the project

1.4.

Comment on Socio-Economic Impact
1.4.1. Contribution to non-proliferation policies

	a.  Market transformation
(The extent to which the project has contributed to the economic development of Ukraine, Georgia, Uzbekistan, and/or Azerbaijan, solved national or international technical problems, converted industrial-technical potential from military to peaceful endeavors, and/or improved competitiveness.)


	b. Contribution to science & technology co-operation at international level.
(Development of critical mass in human and financial terms; combination of complementary expertise and resources available across international borders; integration of participating scientists into the international scientific community. )



	c. Development of long-term career opportunities (including use and development of skills) for scientists and engineers
(Creation of profitable enterprises, improved access to national and international markets, increased competitiveness and productivity, production of new knowledge, safeguarding or development of expertise, enhanced skills, identification of appropriate partners; acceleration of creation, transfer or uptake of exploitable results.)




1.4.2. Contribution to society
	a. Improving the quality of life in the community 
(Improving health care, food, nutrition, consumer and worker safety, education, working conditions, mobility, life expectancy, employment, net economic benefits)


	b. Contribution to policy design or implementation 

(Contribution to one or more national policies; Research and Technological Development (RTD) connected with standardization and regulation at national and/or international levels; improved regulatory and legislative environment)


	c. Supporting sustainable development, preserving and/or enhancing the environment:

(including prevention and treatment of emissions,  use/conservation of resources, and preservation of cultural heritage)


	d. Improving the efficiency and safety of energy production:

(including decreasing cost of traditional sources; supporting development of alternative, renewable sources of energy; increasing nuclear safety; mitigating consequences of nuclear-power reactor accidents)




I, project manager, confirm the published information contained in this part 1 of the TIP.  
Signature:
Name:

Date:
Organization:
Part 2
Description of each result

A separate part 2 should be completed for each result.  This may be done by the project manager or by the project-institution manager responsible for the result.  

These separate pages should be consolidated at the consortium level and transmitted to STCU by the project manager.
part 2 MAY be DISSEMINATED by STCU
2.1: Description of the result(s), one form per result

No. & TITLE OF RESULT (same as in table 1.2)

	No.
	Self-descriptive title of the result

	
	


CONTACT PERSON FOR THIS RESULT

	Name
	

	Position
	

	Organization
	

	Address
	

	Telephone
	

	Fax
	

	E-mail
	

	URL
	

	Specific Result URL
	


Each page serves as concise overview of the commercial, social or scientific aspects of the result.  The summary will describe the result, its dissemination and use potential, its key innovative features, its current status and use, and its expected benefits. The following aspects should be tackled in summary in this section:

· What are the potential applications for this result?

Depending on the nature and status of your results, there might be only one – clearly defined – application or several applications in different sectors.

Examples
A sensor developed for a special application might be used in a totally different environment if its performance and/or price were competitive. New mathematical algorithms used in a software tool for an expert system in the foundry industry might also be applied in the area of plastic molding. You, as a technology provider, should reflect on these possible applications and describe the potential use of your technology for these applications.
· Who are the end-users of this result?

For each application, there may be several user groups and market sectors. Try to present as many unique – but realistic – combinations of application/user/market-sector as possible so as to give a comprehensive view of the possible end users profile of your result.  Here, being specific provides far more value than a vague or general response.
· What are the main innovative features/benefits? (technical/commercial success factors)

Correlate novel features of your result with expected (commercial) benefits, keeping in mind the critical success factors (user needs, market demands, price, etc.) which apply to your result.  Characterize your innovation as revolutionary, breakthrough, or evolutionary.  Describe how investors would be able to make money on this innovation.
CHECKLIST FOR CRITICAL SUCCESS FACTORS

To find out about critical success factors you should try to see your result from the user (demand) side and ask yourself the following questions:

· Do you have a better solution than the existing state-of-the-art?
· How does your technology affect the price of the product/process?
· Does the product/process help save on environmental/energy resources?  If so, how?
· Is reliability improved / maintenance reduced?

· Analysis of the market or application sectors

Give a brief analysis of the sector by describing the needs, market size and application potential.  If you are at an early innovation stage and you do not have clear market figures available, then try to think about the needs of the users of your usable result: e.g. Why do some products or processes sell well in this market and others not? 
Consider whether there exist regulatory, legal or social constraints that could affect the dissemination and use of your result.  How long will it take to develop the technology?  What government approvals will be required before it can be freely bought, sold, or used?  What industry standards will need to be met?

Describe your strengths and weaknesses compared with other, competing technologies.  Describe the structure of the competition: several small companies? large, established corporations? government laboratories?  (Be specific and name the companies or organizations – there is always competition.)  How will you position your innovation to compete, particularly in order to displace another, entrenched product in the marketplace?  Give any other information that is relevant to successful dissemination and use of the result.

· Potential barriers

What are the potential barriers to overcome? Especially when your results have not yet reached the prototype phase and you are looking for additional partners, you should examine critically possible obstacles to further dissemination and use that could occur in prototyping, pre-series or production phases. The chances for successful market introduction or transfer of a new technology are raised if the technology supplier is aware of the numerous barriers for dissemination and use, and considers these problems by giving a realistic description of the potential advantages of his technology.

Example
For high-speed microelectronic devices, for instance, the GaAs-material was, is, and always will be the most innovative and promising material. However, except from some niche markets, silicon-based devices have always dominated the market. One of the main reasons is that the know-how of the complex and capital-intensive production processes cannot simply be applied to a new material. For the same reason, optical lithography is still used in the production process, despite what the experts thought ten years ago.

SUMMARY (200 words maximum)

	Provide an overview of the result which gives the reader an immediate impression of the nature of the result, its relevance and its potential.  Briefly describe the current status/applications of the result (if appropriate) with non confidential information on entities potentially involved.  Address the following points:
· What are the potential applications for this result?

· Who are the end-users of this result?

· What are the main innovative features/benefits? (technical/commercial success factors)

· Analysis of the market or application sectors

· Potential barriers




Please categorize the result using codes from Annex 1
	Subject descriptors codes


	
	
	
	
	


CURRENT STAGE OF DEVELOPMENT
	Please tick one category only

	Scientific and/or Technical knowledge (Basic research)
	· 

	Guidelines, methodologies, technical drawings
	· 

	Software code
	· 

	Experimental development stage (laboratory prototype)
	· 

	Prototype/demonstrator available for testing
	· 

	Results of demonstration trials available
	· 

	Other (please specify.):
	· 


DOCUMENTATION AND INFORMATION ON THE RESULT

This section is important if you want to use infrastructure set up by the STCU or the European Commission (e.g. CORDIS).  You may also provide promotional material (photographs, video clips, etc.) for publicity use and you might also make interested parties aware that there is more confidential information available (e.g. business plans, patent applications, technical drawings, etc.) that may be disclosed after a confidential disclosure agreement has been signed.
Examples include technical reports or drawings, patent files, test reports, results of market research, business plans, brochures, user manuals, user surveys, prototypes, samples, video clips and photographs. 

	Examples

	Documentation Type:

(technical reports, patent files, test reports, market research, business plans, etc.)
	Details:

(Title, reference number, general description, language of text)
	Status:

PU=Public
IN=Internal

	patent application
	PCT Application Number WO0645 from 01.04.2004
	IN

	process manual
	detailed technical manual (in English)
	IN

	article
	“Advanced semiconductor technologies for  above THZ high-frequency, broadband amplifiers”, Scientific American 12/2005, pp.1-10
	PU

	prototype
	laboratory prototype for demonstration
	PU

	……
	…..
	


	List main information and documentation, stating whether public or confidential. 

	Documentation Type:

(technical reports, patent files, test reports, market research, business plans, etc.)
	Details:

(Title, reference number, general description, language of text)
	Status:
PU=Public
IN=Internal

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


INTELLECTUAL PROPERTY RIGHTS

These are the rights applying to the result you are currently describing. The “current” column refers to the current actual period: which protection has been achieved so far. The “foreseen” one refers to the expected or intended protections foreseen within the next 3 years.

The “Knowledge/ Pre-existing know-how” column refers to determining to which knowledge this protection applies, whether a previously (to the project) detailed knowledge or a newly acquired one (during the project).

	Type of IPR
	KNOWLEDGE:

Tick a box and give the corresponding details
(reference numbers, etc) if appropriate
	Pre-existing know-how 

Tick a box and give the corresponding details(reference numbers, etc) if appropriate

	
	Current
	Foreseen
	Tick
	Details

	
	Tick
	# P 1)
	# I 2)
	Details
	Tick
	
	

	Patent applied for
	 FORMCHECKBOX 

	     
	     
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Patent granted
	 FORMCHECKBOX 

	     
	     
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Patent search carried out
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Registered design
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Trademark applications
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Copyrights
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Secret know-how
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     

	Other - please specify :
	 FORMCHECKBOX 

	
	     
	 FORMCHECKBOX 

	 FORMCHECKBOX 

	     


1) Number of Priority (national) applications/patents

2) Number of Internationally extended applications/patents 

MARKET APPLICATION SECTORS

Please describe the possible sectors for application using the NACE classification in Annex 2.
	Market application sectors
	
	
	
	
	


2.2.
Quantified data about the result 
Here, provide precise figures, whenever possible. The quantities asked for relate to the result just described in chapter 2.1. The question on “Visibility for the general public” aims at detecting those results which can be “seen”, “touched”, “used”, “experienced”, “understood” by the general public, or, once applied, can have an impact in the daily life.

Examples
· A project achieved a device based on a laser enabling the cleaning of building façades. It has a sufficiently high precision to reach small surfaces such as the details of sculpture on historical monument. Used on several historical sites, the result attracted attention from the general public.

· Another project developed a new envelope for drugs making ingestion and transit through the human digestion organs more efficient and less painful for the patient.

	Items (about the results)
	Actual current quantity a
	Estimated (or future) quantity b

	Time to application / market  (in months from the end of the research project)
	
	

	Number of (public or private) entities potentially involved in the implementation of the result :
	
	

	of these, how many are Small or Medium-sized Enterprises?
	
	

	of these, how many are entities in third countries?
	
	

	Targeted user audience: # of reachable people
	
	

	Number of peer-reviewed science and technology publications 
	
	

	Number of publications addressing general public (e.g. CD-ROMs, WEB sites)
	
	

	Number of publications addressing decision takers / public authorities / etc.
	
	

	Visibility for the general public
	Yes / No
	


a Actual current quantity = the number of items already achieved to date.

b Estimated quantity = estimation of the quantity of the corresponding item or the number of items that you foresee to achieve within the next 3 years.

2.3.
Further collaboration, dissemination and use of the result 
Collaborations SOUGHT
Please tick appropriate boxes) corresponding to your needs.
	R&D
	Further research or development
	· 
	FIN
	Financial support
	· 

	LIC
	License agreement
	· 
	VC
	Venture capital/spin-off funding
	· 

	MAN
	Manufacturing agreement
	· 
	PPP
	Private-public partnership
	· 

	MKT
	Marketing agreement/Franchising
	· 
	INFO
	Information exchange
	· 

	JV
	Joint venture
	· 
	CONS
	Available for consultancy
	· 

	
	
	
	Other
	(please specify)       __________________ 
	· 


POTENTIAL OFFERED FOR FURTHER DISSEMINATION AND USE
	Please, clearly describe your input, the value and interest of the applications and the dissemination and use opportunities that you can offer to your potential partner.  


	Describe the benefits of using the result as it is or the potential benefits when investing in further development of the result. Describe the terms and conditions for using the results.



PROFILE OF ADDITIONAL PARTNER(S) FOR FURTHER DISSEMINATION AND USE
	Please, clearly describe the profile and the expected input from the external partner(s). 



	If you are looking for additional partners and/or you want to have the dissemination and use carried out by third parties, describe in detail the necessary resources, skills and capabilities that these third parties should have to guarantee dissemination and use.  Answers to the following topics would be useful:

· Describe the skills necessary for the dissemination and use of the result

Describe the necessary steps to be taken in order to use or disseminate your result fully (e.g. building a prototype, market research, product testing, developing new features, adapting the product or process, technology dissemination) and identify the partner to do this – one of the consortium or a third party. If you are searching for additional partners, describe in detail the “ideal profile” of the partner. 

· Estimate the investments and costs involved
What are the skills required and the amount of labor? List the equipment, facilities and materials required to develop further the result or to use or disseminate it. This may be equipment that has to be purchased by the consortium, use of external testing services or access to equipment provided by potential collaborators. If the dissemination and use of the result will involve large investments (either in production, marketing or further development) please give a short indication how this is going to be financed (internally from one of the project partners or from a third party).

· Return on investment

If the use of results includes commercialization, compare the investments necessary for further market development, marketing and other costs with the projected total turnover summed over the project lifetime (usually 5-8 years). Compare the cost side with the revenue side. When does the return on investment begin and how high is it going to be at the end ? For any other use, give a cost/benefit analysis of the exploitation activity.

· What are the potential risks involved ?

Describe any technological risks involved in further R&D development or prototyping, or any market risks (e.g. minimum market share required for producing at a competitive price). Depending on the stage in development, focus more on technological risks, risks involved in market introduction or others.



I confirm the information contained in part 2 of this Technological Implementation Plan and I authorize its dissemination to assist this search for collaboration.

Signature:
Name:

Date:
Organization:
Part 3
Description of the intentions by each partner
Part 3 is completed by each partner who is essential for the dissemination and use of particular results (i.e. result owners and/or major project contributors and/or major dissemination and use contributors).  Each partner will detail its own use and dissemination intentions concerning the result(s) they are involved with. This description must be made result by result.

These different parts may be transmitted to STCU either assembled at the consortium level, or individually by each partner to safeguard confidential matters if necessary (through any appropriate media).  Obviously, when all partners are implementing a single dissemination and use scheme all together, a single part 3 is needed.

part 3 will always be kept confidential by STCU
3.1: Description of the use and the dissemination of result(s), partner per partner

REQUIRED INFORMATION :

	CONTRACT NUMBER :
	

	PARTNER’s NAME :
	


	CONTACT PERSON(S):

	Name
	

	Position/Title
	

	Organization
	

	Address
	

	Telephone
	

	Fax
	

	E-mail
	


Number, TITLE AND BRIEF DESCRIPTION OF MAIN RESULT(S) 

Please use the same numeration and the same title used in section 1.2. The result(s) concerned here are those for which your organization is involved for the dissemination and use phase.

	1
	

	2
	

	3
	

	4
	

	5
	


FOR EACH MAIN RESULT: 

TIMETABLE OF THE USE AND DISSEMINATION ACTIVITIES WITHIN THE NEXT 3 YEARS AFTER THE END OF THE PROJECT

Please mention and describe the main activities (and possible partners) foreseen for the use or dissemination of the concerned result (e.g. testing, prototyping, scaling up, market analysis, value analysis, licensing, production of guidelines, web site development…). In the description of each activity, please mention its main milestones and the expected deliverables. Mention also, when relevant, the relation between the activity and the quantified data you are providing in section 1.5 and 2.2.

	Mention the use and dissemination related activities, the main associated partners, the related milestones and give an indicative timescale

	Activity
	Brief description of the activity, including main milestones and deliverables (and how it relates to data in sections 2.2 and 3.2).
	Timescale (months)

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


FORESEEN Collaborations with other entities

Please tick appropriate boxes corresponding to your most probable follow-up.

The appropriate dissemination and use strategy depends not only on the structure, financial/human resources and market access of the partners but also on the stage of development of the project and the need for co-operation with additional partners.

	R&D
	Further research or development
	· 
	FIN
	Financial support
	· 

	LIC
	License agreement
	· 
	VC
	Venture capital/spin-off funding
	· 

	MAN
	Manufacturing agreement
	· 
	PPP
	Private-public partnership
	· 

	MKT
	Marketing agreement/Franchising
	· 
	INFO
	Information exchange, training courses
	· 

	JV
	Joint venture
	· 
	CONS
	Available for consultancy
	· 

	
	
	
	Other
	(please specify) 
	· 


3.2: Interactions with Western scientific, technical, industrial and commercial communities 

Please describe your intentions to communicate with leading Western experts, potential customers and investors, as well as with your collaborator.  Consider the relationship between these activities and plans set forth in sections 2.2, 2.3 and 3.1
3.2.1 Participation in Conferences, Seminar Presentations and Workshops

	Event

(Name, sponsor, location)
	Date and/or Frequency (monthly,  X times / year)
	Form of Presentation (poster, published report, oral report, etc.) and Expected Results
	Participants

(Cu: Customer, I: Investor; Co: Competitor; SP: Strategic Partner; P: Project team)

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


	Describe the expected/actual results of your participation.  How does this activity support your plan for achieving financial sustainability?  Please note that presenting results or innovations, even in a very limited public forum, PRIOR to submitting a patent application will jeopardize any claim of intellectual property.




3.2.2 Interaction with Collaborator

	Type & Mode of Interaction

(email, face-to-face meeting, phone call, teleconference, laboratory visit, etc.)
	Date and/or Frequency (weekly, monthly)
	Expected/Actual Results of Interaction


	Participants

(C: Collaborator;

P: Project Team)

	
	
	
	

	
	
	
	

	
	
	
	


	Describe the expected/actual results of your interaction.  How does this activity support your plan for use and dissemination of your results?




3.2.3 Interaction with potential Customers, Investors, Competitors or Strategic Partners 

	Type and Mode of Interaction (phone call, email, face-to-face conversation, formal meeting, sales presentation, product or technology demonstration, etc.)
	Date and/or Frequency (weekly, monthly)
	Expected/Actual Results of Interaction
	Participants

(Cu: Customer, I: Investor; Co: Competitor; SP: Strategic Partner; P: Project team)

	
	
	
	

	
	
	
	

	
	
	
	


	Describe the expected/actual results of your interactions.  How do these activities support your plan for use and dissemination of your results?




3.3: Quantified data for each partner’s main result 

Provide precise figures, whenever possible. The quantities asked for here relate to the partner that has just described its dissemination and use intentions.
	Items
	Currently achieved quantity a
	Estimated future  quantity b

	Economic impacts (specify whether in $ or EURO)
	
	

	Number of licenses issued in CIS (specify country/ies where issued)
	
	

	Number of licenses issued in EU, US, or elsewhere (specify country/countries)
	
	

	Total value of licenses (specify whether in $ or EURO)
	
	

	Number of entrepreneurial actions (start-up company, joint ventures…)
	
	

	Number of direct jobs created c
	
	

	Number of direct jobs safeguarded c
	
	

	Number of direct jobs lost 
	
	


a The added value or the number of items already achieved to date.

b Estimated quantity = estimation of the quantity of the corresponding item or the number of items that you foresee to achieve in the future (i.e.  expectations within the next 3 years following the end of the project).

c “Direct jobs” means jobs within the partner involved. Research posts are to be excluded from the jobs calculation.
I confirm the information contained in part 3 of this Technological Implementation Plan and I certify that these are our exploitation intentions

Signature:
Name:

Date:
1
ACARIANS (parasitic mites)
2
ACCIDENTOLOGY

3
ACCOUNTING

4
ACOUSTICS

5
ADMINISTRATIVE SCIENCES, ADMINISTRATION

6
ADULT EDUCATION, PERMANENT EDUCATION

7
AERONAUTICS

8
AGEING

9
AGRICULTURAL CHEMISTRY

10
AGRICULTURAL ECONOMICS

11
AGRICULTURAL ENGINEERING/TECHNOLOGY

12
AGRICULTURAL MARKETING/TRADE

13
AGRICULTURAL PRODUCTION SYSTEMS

14
AGRICULTURAL SCIENCES, AGRICULTURE

15
AGRI-FOOD, AGRI-ENVIRONMENT

16
AGRONOMY

17
AIR TRAFFIC CONTROL OPERATIONS/PROCEDURES/SLOT ALLOCATION

18
AIR TRAFFIC MANAGEMENT/FLOW MANAGEMENT

19
AIR TRANSPORT TECHNOLOGY

20
AIRCRAFT

21
AIRPORT OPERATIONS/PROCEDURES

22
ALGAE

23
ALGEBRA

24
ALGEBRAIC TOPOLOGY

25
ALGORITHMS AND COMPLEXITY

26
ALLERGOLOGY

27
ALTERNATIVE PROPULSION SYSTEMS

28
ANALYTICAL CHEMISTRY

29
ANIMAL BANKS AND REPOSITORIES

30
ANIMAL BIOTECHNOLOGY

31
ANIMAL BREEDING/REPRODUCTION/NUTRITION

32
ANIMAL FEED, ANIMAL PRODUCTION

33
ANIMAL HEALTH, ANIMAL WELFARE

34
ANIMAL PARASITIC DISEASES

35
ANIMAL PHYSIOLOGY

36
ANIMAL PRODUCTS

37
ANTHROPOGENIC IMPACT ON ECOSYSTEMS

38
ANTHROPOLOGY

39
ANTIBIOTICS

40
ANTICANCER THERAPIES

41
ANTI-FRAUD

42
APPLIED MATHEMATICS

43
APPLIED PHYSICS

44
AQUACULTURE, AQUACULTURE TECHNOLOGY

45
ARCHIVISTICS/DOCUMENTATION/TECHNICAL DOCUMENTATION

46
ARCTIC ENVIRONMENT

47
ARTIFICIAL INTELLIGENCE

48
ARTS

49
ASSESSMENT AND MANAGEMENT OF LIVING RESOURCES

50
ASTRONOMY

51
ASTROPHYSICS/PLANETARY GEOLOGY

52
ATOMIC AND MOLECULAR PHYSICS

53
AUDIOVISUAL COMMUNICATION

54
AUTOMATION, ROBOTIC CONTROL SYSTEMS

55
BACTERIOLOGY

56
BANKING

57
BENCHMARKING TECHNIQUES

58
BIOASSAYS

59
BIOCATALYSTS

60
BIOCHEMICAL TECHNOLOGY

61
BIOCHEMISTRY, METABOLISM

62
BIOCOMPUTING, MEDICAL INFORMATICS, BIOMATHEMATICS, BIOMETRICS

63
BIODEGRADATION

64
BIODIVERSITY

65
BIOFERTILIZERS

66
BIOGAS PRODUCTION

67
BIOLOGICAL COLLECTIONS: MUSEA AND RELATED INFORMATION RESOURCES

68
BIOLOGICAL ENGINEERING

69
BIOLOGICAL MONITORING/RISK FACTORS AND ASSESSMENT

70
BIOLOGICAL SCIENCES, BIOLOGY

71
BIOMASS PROCESS INTEGRATION AND ENVIRONMENTAL IMPACTS

72
BIOMECHANICS, BIOMEDICAL ENGINEERING

73
BIOMEDICAL ETHICS

74
BIOMEDICAL SCIENCES

75
BIOMOLECULES, BIOPLASTICS, BIOPOLYMERS

76
BIOPHYSICS, MEDICAL PHYSICS

77
BIOREACTORS

78
BIOREMEDIATION

79
BIOSAFETY

80
BIOSENSORS

81
BIOTECHNOLOGY, BIOENGINEERING

82
BIOTRANSFORMATION

83
BOREAL FOREST

84
BRAIN DEVELOPMENT

85
BRAIN THEORY, BRAIN MAPPING

86
BROADBAND TECHNOLOGIES

87
BROADCASTING

88
BROKERAGE SERVICES

89
BUILDING CONSTRUCTION, SHELL SUSTAINABILITY

90
BUSINESS COMMUNICATION

91
BUSINESS ECONOMICS/STUDIES, ORGANISATION AND PROCESSES

92
CARBOCHEMISTRY, PETROCHEMISTRY, FUELS AND EXPLOSIVES TECHNOLOGY

93
CARBOHYDRATES AND OTHER MACROMOLECULES METABOLISM

94
CARBON DIOXIDE CAPTURE/STORAGE/DISPOSAL

95
CARDIOVASCULAR SYSTEM

96
CARE AND HEALTH SERVICES, HELP TO THE HANDICAPPED

97
CELL COMMUNICATION

98
CENTRAL AND EASTERN EUROPEAN COUNTRIES

99
CERAMIC MATERIALS AND POWDERS

100
CERTIFICATION

101
CHEMICAL METROLOGY

102
CHEMICAL TECHNOLOGY AND ENGINEERING

103
CHEMISTRY/HOMOGENEOUS AND HETEROGENEOUS CATALYSIS/THEORETICAL/NANOCHEMISTRY

104
CHRONOLOGY, DATATION TECHNOLOGY

105
CIVIL ENGINEERING (INCLUDING PAVEMENTS AND STRUCTURES)

106
CLINICAL GENETICS, BIOLOGY

107
CLINICAL PHYSICS, RADIOLOGY, TOMOGRAPHY, MEDICAL INSTRUMENTATION, MEDICAL IMAGING

108
CLINICAL RESEARCH, CLINICAL TRIALS, COMPUTERIZED CLINICAL SYSTEMS

109
COAL MINING TECHNOLOGIES

110
COASTAL MORPHOLOGICAL CHANGES AND COASTAL DEFENSE MECHANISMS

111
COASTAL ZONE ECOSYSTEMS AND MANAGEMENT

112
COATS AND SURFACE TREATMENT

113
COGNITIVE SCIENCE

114
COLLOIDS

115
COMBINATORIAL CHEMISTRY

116
COMBINED HEAT AND POWER SYSTEMS

117
COMBUSTION BASICS AND EFFICIENCY

118
COMMERCIAL AND INDUSTRIAL ECONOMICS

119
COMMON AGRICULTURAL POLICY

120
COMMUNICATION ENGINEERING/TECHNOLOGY

121
COMMUNICATION SCIENCES/HUMAN COMPUTER INTERACTIONS

122
COMMUNITY DEVELOPMENT, COMMUNITY STUDIES

123
COMPANY RE-ENGINEERING/ORGANIZATIONAL DEVELOPMENT

124
COMPOSITE MATERIALS

125
COMPUTATIONAL BIOLOGY

126
COMPUTATIONAL CHEMISTRY AND MODELING

127
COMPUTATIONAL MATHEMATICS/DISCRETE MATHEMATICS

128
COMPUTATIONAL PHYSICS

129
COMPUTER SCIENCE/ENGINEERING, NUMERICAL ANALYSIS, SYSTEMS, CONTROL

130
COMPUTER TECHNOLOGY/GRAPHICS, META COMPUTING

131
COMPUTER-BASED TRAINING

132
CONDENSED MATTER: ELECTRONIC, MAGNETIC AND SUPERCONDUCTIVE PROPERTIES

133
CONDENSED MATTER: MECHANICAL AND THERMAL PROPERTIES

134
CONDENSED MATTER: OPTICAL AND DIELECTRIC PROPERTIES

135
CONDENSED MATTER: SOFT MATTER AND POLYMER PHYSICS

136
CONSUMER SCIENCES, CONSUMERS' RIGHTS

137
CONTROL ENGINEERING

138
COOPERATIVE WORKING

139
CORROSION

140
COSMOLOGY

141
CRIMINOLOGY

142
CROP, CROP INPUTS/MANAGEMENT/YIELD ESTIMATION

143
CULTURAL HERITAGE: PRESERVATION AND RESTORATION/CULTURAL STUDIES

144
CULTURE COLLECTIONS: MICROBIAL, CELL, TISSUE, GERMPLASM

145
CURRICULUM STUDIES

146
CYBERNETICS

147
CYTOGENETICS

148
CYTOLOGY, CANCEROLOGY, ONCOLOGY

149
DATA PROTECTION, STORAGE TECHNOLOGY, CRYPTOGRAPHY

150
DATABASES, DATABASE MANAGEMENT, DATA MINING

151
DECENTRALIZED GENERATION OF ELECTRICITY/HEAT

152
DECISION SUPPORT TOOLS

153
DEEP WATER EXPLOITATION

154
DEMOGRAPHY

155
DESIGN, DESIGN ENGINEERING

156
DEVELOPMENT OF CLEAN FUELS FOR TRANSPORT

157
DEVELOPMENT POLICIES AND STUDIES

158
DEVELOPMENT TECHNOLOGY, ANIMAL GROWTH, ONTOLOGY, EMBRYOLOGY

159
DIAGNOSTICS, DIAGNOSIS

160
DIGITAL SYSTEMS, DIGITAL REPRESENTATION

161
DISABILITIES, HANDICAPS AND HANDICAPPED

162
DISEASES: RARE/CHRONIC/DEGENERATIVE, ETIOLOGIC FACTORS

163
DIVERSIFICATION IN AGRICULTURE/FORESTRY

164
DNA CHIP

165
DNA THERAPIES

166
DOWNSTREAM PROCESSING

167
"DRILLING TECHNOLOGY; DEEP DRILLING"

168
DRUG ABUSE, ADDICTION

169
DRUG DISCOVERY, PROFILING, TARGETING

170
DRYLAND AND ARID ZONE ECOSYSTEMS

171
EARTH OBSERVATION APPLICATIONS AND POLICY

172
EARTH OBSERVATION TECHNOLOGY AND INFORMATION EXTRACTION

173
EARTH SCIENCE, EARTH OBSERVATION/STRATIGRAPHY/SEDIMENTARY PROCESSES

174
EARTH SCIENCES FOR CLIMATE RESEARCH

175
ECOLOGY, ECOSYSTEMS, ECOLOGICAL EVOLUTION/DYNAMICS

176
ECONOMIC AND ENVIRONMENT IMPACTS

177
ECONOMIC AND SOCIAL SCIENCES

178
ECONOMICS IN AGRICULTURE/FORESTRY/RURAL DEVELOPMENT

179
ECONOMICS OF DEVELOPMENT/GROWTH/INNOVATION

180
ECONOMICS, ECONOMIC PLANNING

181
ECOSYSTEM RESEARCH AND CONSERVATION

182
ECOTOXICOLOGY

183
EDUCATION AND TRAINING, LIFELONG LEARNING, REMOTE LEARNING

184
EDUCATIONAL MULTIMEDIA

185
EDUCATIONAL SCIENCES

186
ELECTRICAL ENGINEERING/TECHNOLOGY

187
ELECTROMAGNETISM

188
ELECTRONIC COMMERCE, ELECTRONIC PAYMENT, ELECTRONIC SIGNATURE

189
ELECTRONIC DATA INTERCHANGE

190
ELECTRONIC HEALTH RECORDS 

191
ELECTRONIC PUBLISHING, AUTHORING TOOLS

192
ELECTRONICS, ELECTRONIC ENGINEERING

193
EMERGENCY MANAGEMENT

194
EMISSION

195
EMPLOYMENT STUDIES

196
ENDOCRINOLOGY, SECRETING SYSTEMS, DIABETOLOGY

197
ENERGY AND CLIMATE CHANGE

198
ENERGY CONVERSION PROCESSES OR CYCLES/CONVERSION FROM COAL

199
ENERGY MANAGEMENT SYSTEM

200
ENERGY MARKET ANALYSIS

201
ENERGY PRODUCTION FROM BIOMASS / WASTE

202
ENERGY RESEARCH/RESEARCH & TECHNOLOGICAL DEVELOPMENT POLICY

203
ENERGY, RENEWABLE ENERGIES, ELECTRICITY STORAGE

204
ENGINEERING, CONCURRENT ENGINEERING

205
ENTOMOLOGY, PLANT PARASITOLOGY

206
ENTREPRENEURSHIP, SPIN OFFS, NEW TECHNOLOGY BASED BUSINESS

207
ENVIRONMENT, ENVIRONMENTAL SCIENCE

208
ENVIRONMENTAL ECONOMICS/NATURAL RESOURCES ECONOMICS

209
ENVIRONMENTAL HEALTH

210
ENVIRONMENTAL IMPACTS/INTERACTIONS

211
ENVIRONMENTAL INDICATORS/MONITORING/RISK ASSESSMENT

212
ENVIRONMENTAL LAW/TREATIES/POLICY

213
ENVIRONMENTAL TECHNOLOGY/ENGINEERING, POLLUTION CONTROL

214
EPIDEMIOLOGY

215
ERGONOMICS

216
EROSION

217
EUROPEAN INTEGRATION

218
EUROPEAN LAW

219
EUROPEAN STUDIES

220
EVALUATION

221
EXPLOITATION OF RESEARCH RESULTS

222
EXTENSIFICATION

223
EXTERNALITIES

224
FARMHOUSE CONSTRUCTION

225
FARMING SYSTEMS

226
FERMENTATION

227
FINANCIAL SCIENCE, FINANCE

228
FINE CHEMICALS, DYES AND INKS

229
FISH/FISHERIES

230
FISHING METHODOLOGIES/SELECTIVITY

231
FOOD AND DRINK TECHNOLOGY

232
FOOD CHEMISTRY, FOOD INGREDIENTS

233
FOOD MICROBIOLOGY

234
FOOD PROCESSING/PACKAGING

235
FOOD QUALITY MANAGEMENT/POLICY/LABELING
236
FOOD TOXICOLOGY

237
FOREST ECOSYSTEMS

238
FOREST GENETICS

239
FOREST PHYSIOLOGY AND PATHOLOGY

240
FOREST POLICY, FOREST MANAGEMENT

241
FOREST PROTECTION

242
FOREST SCIENCES

243
FORMAL SAFETY AND ENVIRONMENTAL ASSESSMENT

244
FREIGHT TRANSPORT

245
FUEL CELLS

246
FUELS: ALTERNATIVE FUELS IN TRANSPORTS

247
FUNCTIONAL FOODS

248
FUNGI

249
FUTURE AND EMERGING TECHNOLOGIES

250
GAS CONVERSION

251
GAS TURBINES FOR ENERGY CONVERSION

252
GASES, FLUID DYNAMICS, PLASMAS/ELECTRIC DISCHARGES

253
GASTROENTEROLOGY
254
GENDER ISSUES, GENDER STUDIES

255
GENE THERAPY

256
GENERAL PATHOLOGY, PATHOLOGICAL ANATOMY

257
GENETIC COMPARATIVE ANALYSIS

258
GENETIC ENGINEERING

259
GENETIC MAPPING, GENE SEQUENCE

260
GENETIC RESISTANCE

261
GENETIC SELECTION

262
GENETICALLY MODIFIED ORGANISMS

263
GENETICS

264
GENOMES, GENOMICS

265
GEOGRAPHIC INFORMATION SYSTEMS

266
GEOGRAPHY

267
GEOLOGICAL ENGINEERING/GEOTECHNICS

268
GEOMETRY/TOPOLOGY

269
GEOPHYSICS, PHYSICAL OCEANOGRAPHY, METEOROLOGY, GEOCHEMISTRY, TECTONICS

270
GERONTOLOGY AND GERIATRICS

271
GLOBAL CHANGE: BIOGEOCHEMICAL AND HYDROLOGICAL CYCLES

272
GLOBAL CHANGE: CLIMATE CHANGE

273
GLOBAL CHANGE: HUMAN HEALTH

274
GLOBAL CHANGE: LAND COVER AND DEGRADATION

275
GLOBAL CHANGE: OZONE AND ATMOSPHERIC COMPOSITION

276
GLOBAL CYCLES OF ENERGY AND MATTER

277
GREEN TECHNOLOGIES/CHEMICALS

278
GRID CONNECTION

279
HAZARDS: INDUSTRIAL 

280
HAZARDS: NATURAL

281
HEALTH AND POPULATION, HEALTH EDUCATION

282
HEALTH FINANCING / ECONOMICS

283
HEALTH RISK EVALUATION

284
HEALTH SCIENCES/POLICIES/LAW

285
HEALTH SERVICE MANAGEMENT

286
HEALTH SYSTEMS RESEARCH

287
HEALTH, HEALTH PHYSICS

288
HETEROGENEOUS CATALYSIS

289
HIGH CONTAINMENT, HIGH CONTAINMENT FACILITIES

290
HIGH FREQUENCY TECHNOLOGY, MICROWAVES

291
HIGH-THROUGHPUT SCREENING

292
HISTOLOGY, CYTOCHEMISTRY, HISTOCHEMISTRY, TISSUE CULTURE

293
HISTORY

294
HISTORY AND PHILOSOPHY OF SCIENCE AND MEDICINE

295
HOME SYSTEMS

296
HORMONES

297
HORTICULTURE, ORNAMENTAL PLANTS

298
HUMAN FACTORS IN TRANSPORT

299
HUMAN GENETICS

300
HUMAN RIGHTS

301
HUMAN SCIENCES, HUMANITIES

302
HVAC SYSTEMS AND MANAGEMENT

303
HYBRID AND ELECTRIC VEHICLES

304
HYDROBIOLOGY, MARINE BIOLOGY, AQUATIC ECOLOGY, LIMNOLOGY
305
HYDROCARBONS EXPLORATION AND PRODUCTION

306
HYDROELECTRICITY/SMALL HYDRO/HYDROPOWER

307
HYDROGEN

308
HYDROGEOLOGY, GEOGRAPHICAL AND GEOLOGICAL ENGINEERING

309
IDENTIFICATION SYSTEMS

310
IMAGING, IMAGE PROCESSING

311
IMMUNOLOGY, IMMUNOTHERAPY, IMMUNOASSAYS

312
IN VITRO TESTING/TRIAL METHODS

313
INDUSTRIAL ENGINEERING

314
INDUSTRIAL POLICY/RELATIONS

315
INDUSTRIAL PSYCHOLOGY/SOCIOLOGY

316
INDUSTRIAL TECHNOLOGY/ECONOMICS

317
INFECTIONS

318
INFORMATICS

319
INFORMATICS LAW

320
INFORMATION MANAGEMENT

321
INFORMATION TECHNOLOGY/SCIENCE

322
INFRASTRUCTURE MANAGEMENT

323
INLAND NAVIGATION

324
INNOVATION ASSISTANCE

325
INNOVATION FINANCE

326
INNOVATION MONITORING

327
INNOVATION POLICY/STUDIES

328
INNOVATION TRAINING

329
INORGANIC CHEMISTRY

330
INSECTS

331
INSTRUMENTATION TECHNOLOGY

332
INTANGIBLE INVESTMENTS

333
INTEGRATED ENVIRONMENTAL ASSESSMENT

334
INTEGRATED GLOBAL SAFETY

335
INTEGRATION OF RENEWABLE ENERGY SYSTEMS

336
INTELLECTUAL PROPERTY

337
INTELLIGENT AGENTS

338
INTELLIGENT VEHICLES AND WATERBORNE TRANSPORT SYSTEMS

339
INTERMODAL TRANSPORT

340
INTERNATIONAL COMMERCE/ECONOMICS

341
INTERNATIONAL TREATIES / MULTILATERAL AGREEMENTS

342
INTERNET TECHNOLOGIES

343
INVERTEBRATES

344
JOURNALISM

345
KNOWLEDGE ENGINEERING

346
LABOR MARKET STUDIES/ECONOMICS

347
LAND USE PLANNING/LANDSCAPE/LANDSCAPE ARCHITECTURE

348
LANGUAGE SCIENCES/ENGINEERING/TECHNOLOGY, LINGUISTICS

349
LARGE SCALE GENERATION OF ELECTRICITY/HEAT

350
LASER TECHNOLOGY

351
LAW: INTERNATIONAL / PRIVATE / PUBLIC

352
LEARNING MECHANISMS

353
LIBRARY SCIENCE/SYSTEMS

354
LIFE CYCLE MANAGEMENT

355
LIPIDS, STEROIDS, MEMBRANES

356
LIQUID BIOFUELS

357
LOGISTICS

358
LOW INPUT PRODUCTION

359
MACROECONOMICS (INCL. MONETARY ECONOMICS)

360
MACROMOLECULAR CHEMISTRY/NEW MATERIAL/SUPRAMOLECULAR STRUCTURES

361
MACRO SOCIOLOGY
362
MAINTENANCE MANAGEMENT

363
MANAGEMENT OF ENTERPRISES

364
MANAGEMENT OF URBAN AREAS

365
MANAGEMENT STUDIES

366
MARINE ECOSYSTEMS

367
MARINE SCIENCES/MARITIME STUDIES

368
MARINE: INSTRUMENTATION AND UNDERWATER TECHNOLOGY

369
MARINE: OCEANOGRAPHY (PHYSICAL AND OPERATIONAL)

370
MARITIME SAFETY

371
MARKET ANALYSIS/ECONOMICS/QUANTITATIVE METHODS

372
MARKET STUDY, MARKETING

373
MATERIALS TECHNOLOGY/ENGINEERING

374
MATHEMATICAL ANALYSIS/PARTIAL DIFFERENTIAL EQUATIONS

375
MATHEMATICAL LOGIC: SET THEORY, COMBINATORICS/SEMANTICS

376
MATHEMATICAL PHYSICS

377
MATHEMATICS

378
MECHANICAL ENGINEERING, HYDRAULICS, VIBRATION AND ACOUSTIC ENGINEERING

379
MEDIA STUDIES/LAW/MASS COMMUNICATIONS

380
MEDICAL ANTHROPOLOGY

381
MEDICAL SCIENCES/RESEARCH

382
MEDICAL TECHNOLOGY

383
MEDICINAL CHEMISTRY

384
MEDICINE (HUMAN AND VERTEBRATES)

385
MEMBRANE TECHNOLOGY

386
MENTAL STRESS

387
METABOLIC REGULATION AND SIGNAL TRANSDUCTION

388
METAL TECHNOLOGY AND METAL PRODUCTS

389
METALLURGY

390
METROLOGY, PHYSICAL INSTRUMENTATION

391
MICROBIAL BIOTECHNOLOGY, MICROBIAL MODELING
392
MICROBIAL SYSTEMATICS/DIVERSITY

393
MICROBIOLOGY

394
MICROECONOMICS (THEORETICAL AND APPLIED)

395
MICROELECTRONICS

396
MICROENGINEERING, MICROMACHINING

397
MICROSYSTEMS

398
MINING

399
MOBILE COMMUNICATIONS

400
MODELLING/MODELLING TOOLS, 3-D MODELLING

401
MOLECULAR BIOLOGY

402
MOLECULAR BIOPHYSICS

403
MOLECULAR DESIGN, DE NOVO DESIGN

404
MOLECULAR EVOLUTION

405
MOLECULAR GENETICS

406
MOLECULAR MARKERS AND RECOGNITION

407
MONOCLONAL ANTIBODIES

408
MOTHER AND CHILD HEALTH

409
MOTORS AND PROPULSION SYSTEMS

410
MOUNTAIN AND HIGHLAND ECOSYSTEMS

411
MULTIMEDIA

412
MULTISENSORY TECHNOLOGY, MULTI-SENSING

413
MUSEUM SCIENCE

414
MYCOLOGY

415
NANOBIOTECHNOLOGY

416
NANOFABRICATION, NANOTECHNOLOGY

417
NARROW BAND TECHNOLOGIES

418
NATURAL GAS

419
NATURAL HISTORY OF DISEASES

420
NATURAL OILS, FATS AND WAXES

421
NATURAL RESOURCES EXPLORATION

422
NATURAL SCIENCES

423
NEMATODES
424
NETWORK TECHNOLOGY, NETWORK SECURITY

425
NETWORKED ORGANIZATIONS 

426
NEUROBIOLOGY, NEUROCHEMISTRY, NEUROLOGY, NEUROPSYCHOLOGY, NEUROPHYSIOLOGY

427
NEUROINFORMATICS

428
NEUTRON PHYSICS

429
NEW MEANS OF TRANSPORT

430
NITROGEN FIXATION

431
NOISE AND VIBRATIONS

432
NON-COMMUNICABLE DISEASES

433
NON-LINEAR DYNAMICS AND CHAOS THEORY

434
NON-METALLIC MINERAL TECHNOLOGY

435
NUCLEAR CHEMISTRY

436
NUCLEAR ENGINEERING AND TECHNOLOGY

437
NUCLEAR MEDICINE, RADIOBIOLOGY

438
NUCLEAR PHYSICS

439
NUCLEIC ACID METABOLISM

440
NUCLEIC ACIDS, POLYNUCLEOTIDE, PROTEIN SYNTHESIS

441
NUMBER THEORY, FIELD THEORY, ALGEBRAIC GEOMETRY, GROUP THEORY

442
NUTRITION

443
OBSERVATION SYSTEMS / CAPACITY / DATASETS / INDICATORS

444
OCCUPATIONAL HEALTH, INDUSTRIAL MEDICINE

445
OCEAN / ENERGY

446
ODONTOLOGY, STOMATOLOGY

447
OFFSHORE TECHNOLOGY, SOIL MECHANICS, HYDRAULIC ENGINEERING

448
ON-LINE INFORMATION SERVICES, ON-LINE DEMOCRATY, ON-LINE BUSINESS 

449
OPERATIONS RESEARCH, ACTUARIAL MATHEMATICS

450
OPTICAL MATERIALS

451
OPTICS

452
OPTRONICS

453
ORGANIC CHEMISTRY

454
ORGANIC FARMING

455
ORGANIC WASTE

456
ORGANOMETALLIC CHEMISTRY

457
ORPHAN DRUGS

458
OTHER RENEWABLE ENERGY OPTIONS

459
OTORHINOLARYNGOLOGY, AUDIOLOGY, AUDITIVE SYSTEM AND SPEECH

460
PALEOCLIMATOLOGY

461
PALEONTOLOGY/PALEOECOLOGY

462
PAPER TECHNOLOGY, RECYCLING

463
PARASITOLOGY (HUMAN AND ANIMAL)

464
PARTICLE PHYSICS/FIELDS THEORY

465
PASSENGER TRANSPORT

466
PATENTS, COPYRIGHTS, TRADEMARKS

467
PATHOLOGY

468
PATHOPHYSIOLOGY

469
PERIPHERALS TECHNOLOGIES (MASS DATA STORAGE, DISPLAY TECHNOLOGIES)

470
PERI-URBAN AGRICULTURE

471
PESTICIDES, BIOPESTICIDES

472
PETROCHEMISTRY, PETROLEUM ENGINEERING

473
PETROLOGY, MINERALOGY, GEOCHEMISTRY

474
PHARMACEUTICALS AND RELATED TECHNOLOGIES

475
PHARMACOLOGICAL SCIENCES, PHARMACOGNOSY, TOXICOLOGY

476
PHOTONIC NETWORKS

477
PHOTOVOLTAIC SYSTEMS, CELLS AND MODULES MANUFACTURING, TECHNOLOGY DEVELOPMENT

478
PHYSICAL CHEMISTRY/SOFT MATTER

479
PHYSICAL GEOGRAPHY, CARTOGRAPHY, CLIMATOLOGY

480
PHYSICAL MEDICINE, KINESITHERAPY, REVALIDATION, REHABILITATION

481
PHYSICAL SCIENCES

482
PHYSICAL STRESS

483
PHYSICS OF FLUIDS

484
PHYSIOLOGICAL DISORDERS

485
PHYSIOLOGY

486
PHYTOREMEDIATION

487
PHYTOTECHNOLOGY, PHYTOPATHOLOGY, CROP PROTECTION

488
PIPELINE TECHNOLOGY

489
PLANT AND ASSOCIATED MICROORGANISM BIOTECHNOLOGY

490
PLANT BIOCHEMISTRY

491
PLANT BIOLOGY

492
PLANT GENETICS/SELECTION/BREEDING

493
PLANT HEALTH/PROTECTION

494
PLANT INPUTS/NUTRITION/PRODUCTION

495
PLANT PHYSIOLOGY

496
PLANT PRODUCTS

497
POLITICAL SCIENCES/THEORY/ECONOMY/COMPARATIVE POLITICS

498
POLYMER TECHNOLOGY, BIOPOLYMERS

499
POPULATION GENETICS

500
PORT MANAGEMENT

501
POSITIONING AND GUIDANCE SYSTEMS 

502
POST HARVEST TREATMENT - FOOD

503
POST HARVEST TREATMENT - NON-FOOD

504
PRECISION ENGINEERING

505
PRION DISEASES

506
PROBABILITY THEORY

507
PROCESS EFFICIENCY

508
PROCESS ENGINEERING

509
PRODUCTION TECHNOLOGY

510
PROGRAMMING/INFORMATION SYSTEMS

511
PROJECT ENGINEERING

512
PROTEINS, ENZYMOLOGY, PROTEIN ENGINEERING

513
PROTEOMES, PROTEOMICS

514
PSYCHIATRY, MEDICAL PSYCHOLOGY, PSYCHOSOMATICS

515
PSYCHOLOGICAL SCIENCES, PSYCHOLOGY

516
PUBLIC ADMINISTRATION

517
PUBLIC HEALTH

518
PUBLIC PERCEPTION, PUBLIC RELATIONS

519
PUBLIC POLICY STUDIES

520
PUBLISHING

521
PULP TECHNOLOGY

522
QUALITY, QUALITY CONTROL, TRACEABILITY

523
QUANTUM INFORMATION PHYSICS

524
QUANTUM MECHANICS

525
QUANTUM TECHNOLOGY

526
R&D POLICY AND PROGRAMME EVALUATION AND IMPACT ASSESSMENT

527
RADIODIAGNOSTICS, RADATION BIOLOGY

528
RADIOECOLOGY

529
RAILWAY TRANSPORT TECHNOLOGY

530
REACTION MECHANISMS AND DYNAMICS

531
REACTOR SAFETY

532
REFERENCE MATERIALS/METHODS

533
REFRIGERATION AND COOLING

534
REGIONAL ECONOMICS/STUDIES/DEVELOPMENT

535
REHABILITATION SYSTEMS 

536
REMOTE SENSING

537
REPRODUCTIVE HEALTH

538
REPRODUCTIVE MECHANISMS

539
RESEARCH METHODOLOGY IN SCIENCE

540
RESEARCH NETWORKING

541
RESEARCH POLICY

542
RESERVOIR CHARACTERIZATION AND MONITORING

543
RESIDUES

544
RESPIRATORY SYSTEM

545
RE-STRUCTURING OF PUBLIC ADMINISTRATIONS

546
ROAD SAFETY

547
ROAD TRANSPORT TECHNOLOGY

548
RESEARCH & TECHNOLOGICAL DEVELOPMENT SYSTEMS AND POLICIES AND THEIR INTERACTION WITH OTHER RELATED POLICIES

549
RURAL DEVELOPMENT, RURAL SOCIOLOGY AND SOCIO-ECONOMICS

550
SAFETY TECHNOLOGY

551
SAMPLE BANKS

552
SATELLITE (TECHNOLOGY, SYSTEMS, POSITIONING, COMMUNICATION)

553
SCIENCE AND TECHNOLOGY INDICATORS

554
SCIENCE POLICY

555
SCIENCE, TECHNOLOGY AND THE MEDIA

556
SEA FOOD

557
SEARCH AND RESCUE

558
SECURITY SYSTEMS

559
SEMICONDUCTOR PHYSICS AND TECHNOLOGIES 

560
SENSORY SCIENCE, SENSORS, INSTRUMENTATION

561
SEROLOGY AND TRANSPLANTATION

562
SET ASIDE

563
SIGNAL PROCESSING

564
SILVICULTURE, FORESTRY, FOREST TECHNOLOGY

565
SIMULATION, SIMULATION ENGINEERING

566
SIMULATOR TRAINING

567
SKELETON, MUSCLE SYSTEM, RHEUMATOLOGY, LOCOMOTION

568
SMART CARDS

569
SOCIAL ECONOMICS

570
SOCIAL LAW

571
SOCIAL MEDICINE

572
SOCIAL SHAPING OF TECHNOLOGY

573
SOCIETAL BEHAVIOR
574
SOCIO-ECONOMIC ASPECTS OF ENVIRONMENTAL CHANGE

575
SOCIO-ECONOMIC RESEARCH

576
SOCIO-ECONOMICAL IMPACTS IN AGRICULTURE/FORESTRY/RURAL DEVELOPMENT

577
SOCIO-ECONOMICS

578
SOCIOLOGY

579
SOFTWARE ENGINEERING, MIDDLEWARE, GROUPWARE

580
SOIL SCIENCE, AGRICULTURAL HYDROLOGY, WATER PROCESSES

581
SOLAR CONCENTRATING TECHNOLOGIES AND APPLICATIONS

582
SOLID STATE PHYSICS

583
SOUND ENGINEERING/TECHNOLOGY

584
SPACE TECHNOLOGY

585
SPATIAL INTEGRATION IN BUILT ENVIRONMENT

586
SPEECH COMMUNICATION

587
SPEECH PROCESSING/TECHNOLOGY

588
STANDARDIZATION, STANDARDIZATION OF NEW TECHNOLOGIES

589
STATISTICAL PHYSICS

590
STATISTICS

591
STRUCTURAL BIOLOGY/DETERMINATION/FUNCTION

592
SUPERCONDUCTORS

593
SURFACE CHEMISTRY

594
SURFACE PHYSICS

595
SURVEILLANCE

596
SURVEYING

597
SYNTHESIS AND NEW MOLECULES

598
SYSTEMS ANALYSIS AND MODELS DEVELOPMENT

599
SYSTEMS DESIGN/THEORY

600
SYSTEMS ENGINEERING

601
SYSTEMS, CONTROL, MODELING, AND NEURAL NETWORKS

602
TECHNOLOGICAL SCIENCES

603
TECHNOLOGY ACCEPTABILITY

604
TECHNOLOGY ASSESSMENT AND FORESIGHT

605
TECHNOLOGY EVALUATION/MANAGEMENT

606
TECHNOLOGY POLICY

607
TECHNOLOGY TRANSFER

608
TECHNOLOGY WATCH/VALIDATION

609
TELECOMMUNICATION ENGINEERING/TECHNOLOGY

610
TELESERVICES, TELE-WORKING, TELE-PAYMENT, TELE-MEDICINE

611
TESTING, CONFORMANCE TESTING

612
TEXTILES TECHNOLOGY

613
THERAPEUTIC SUBSTANCES

614
THERMAL ENGINEERING, APPLIED THERMODYNAMICS

615
THERMODYNAMICS

616
TIMBER ENGINEERING

617
TISSUE BANKS/ENGINEERING

618
TOTAL QUALITY MANAGEMENT

619
TOWN AND COUNTRY PLANNING

620
TOXICITY AND TOXINOLOGY

621
TRACTION/PROPULSION SYSTEMS

622
TRAFFIC CONTROL SYSTEMS

623
TRAFFIC ENGINEERING/INFRASTRUCTURE/MANAGEMENT SYSTEMS

624
TRANSACTION SYSTEMS

625
TRANSGENE EXPRESSION

626
TRANSGENIC CROP PLANT

627
TRANSSHIPMENT SYSTEMS

628
TRANSPORT DEMAND MANAGEMENT

629
TRANSPORT ECONOMICS

630
TRANSPORT INFORMATION SYSTEMS, FLEET MANAGEMENT

631
TRANSPORT INFRASTRUCTURE/MANAGEMENT SERVICES

632
TRANSPORT MODELING/SCENARIOS

633
TRANSPORT OF GAS AND LIQUID FUELS

634
TRANSPORT POLICY/LAW

635
TRANSPORT SAFETY/SECURITY

636
TRANSPORT TECHNOLOGY/ENGINEERING

637
TRANSPORT TELEMATICS

638
TRANSPORT, TRANSMISSION AND DISTRIBUTION OF ELECTRICITY

639
TROPICAL AGRICULTURE

640
TROPICAL ECOSYSTEMS

641
TROPICAL FORESTRY

642
TROPICAL MEDICINE

643
URBAN DEVELOPMENT/ECONOMICS

644
URBAN FORESTRY

645
URBAN GOVERNANCE AND DECISION MAKING

646
URBAN QUALITY OF LIFE

647
URBAN SOCIOLOGY

648
URBAN TRANSPORT

649
URBAN: SUSTAINABLE CITIES AND RATIONAL RESOURCE MANAGEMENT

650
URBAN: TECHNOLOGIES FOR THE BUILT ENVIRONMENT

651
UROLOGY, NEPHROLOGY

652
USER CENTERED DESIGN, USABILITY

653
USER MODELING
654
VACCINES

655
VACUUM/HIGH VACUUM TECHNOLOGY

656
VEHICLE TECHNOLOGY

657
VENTURE CAPITAL

658
VESSEL TRAFFIC MANAGEMENT

659
VETERINARY MEDICINE

660
VIRTUAL ORGANIZATIONS
661
VIRTUAL REALITY

662
VIRUS, VIROLOGY

663
VULCANOLOGY/SEISMOLOGY

664
WASTE BIOTREATMENT

665
WASTE MANAGEMENT/RECYCLING

666
WATER RESOURCE MANAGEMENT/ENGINEERING

667
WATER TRANSPORT TECHNOLOGY, SHIPBUILDING

668
WATER: FRESH WATER ECOSYSTEMS

669
WATER: HYDROLOGY

670
WATER: MONITORING / QUALITY / TREATMENT

671
WATER: RATIONAL AND EFFICIENT USE

672
WATERBORNE TRANSPORT

673
WAVE/TIDAL ENERGY

674
WEEDS

675
WELFARE STUDIES

676
WETLAND ECOSYSTEMS

677
WIND ENERGY MANUFACTURING/TECHNOLOGIES

678
WIND TURBINE ENVIRONMENTAL IMPACT

679
WIRELESS SYSTEMS, RADIO TECHNOLOGY

680
WOMEN'S STUDIES

681
WOOD ENGINEERED PRODUCTS, PARTICLE AND FIBER BOARDS

682
WOOD PROCESSING BY MECHANICAL MEANS

683
WORLD TRADE ORGANIZATION
	Division
	Description

	Section A
	Agriculture, hunting and forestry

	01
	Agriculture, hunting and related service activities

	02
	Forestry, logging and related service activities

	Section B
	Fishing

	05
	Fishing, operation of fish hatcheries and fish farms; service activities incidental to fishing

	Section C
	Mining and quarrying

	10
	Mining of coal and lignite; extraction of peat

	11
	Extraction of crude petroleum and natural gas; service activities incidental to oil and gas

extraction, excluding surveying

	12
	Mining of uranium and thorium ores

	13
	Mining of metal ores

	14
	Other mining and quarrying

	Section D
	Manufacturing

	15
	Manufacture of food products and beverages

	16
	Manufacture of tobacco products

	17
	Manufacture of textiles

	18
	Manufacture of wearing apparel; dressing and dyeing of fur

	19
	Tanning and dressing of leather; manufacture of luggage, handbags, saddlery, harness and footwear

	20
	Manufacture of wood and of products of wood and cork, except furniture; manufacture of articles of straw and plaiting materials

	21
	Manufacture of pulp, paper and paper products

	22
	Publishing, printing and reproduction of recorded media

	23
	Manufacture of coke, refined petroleum products and nuclear fuel

	24
	Manufacture of chemicals and chemical products

	25
	Manufacture of rubber and plastic products

	26
	Manufacture of other non-metallic mineral products

	27
	Manufacture of basic metals

	28
	Manufacture of fabricated metal products, except machinery and equipment

	29
	Manufacture of machinery and equipment n.e.c.

	30
	Manufacture of office machinery and computers

	31
	Manufacture of electrical machinery and apparatus n.e.c.

	32
	Manufacture of radio, television and communication equipment and apparatus

	33
	Manufacture of medical, precision and optical instruments, watches and clocks

	34
	Manufacture of motor vehicles, trailers and semi-trailers

	35
	Manufacture of other transport equipment

	35.1
	Building and repairing of ships and boats

	35.2
	Manufacture of railway and tramway locomotives and rolling stock

	35.3
	Manufacture of aircraft and spacecraft

	a
	Manufacture of helicopter

	b
	Manufacture of aeroplanes for the transport of goods or passengers, for use by the defence forces, for sports or other purposes

	c1
	Manufacture of parts and accessories of the aircraft of this class

	d2
	Others


	Division
	Description

	d2
	Others

	36
	Manufacture of furniture; manufacturing n.e.c.

	37
	Recycling

	Section E
	Electricity, gas and water supply

	40
	Electricity, gas, steam and hot water supply

	41
	Collection, purification and distribution of water

	Section F
	Construction

	45
	Construction

	Section G
	Wholesale and retail trade; repair of motor vehicles, motorcycles and personal and household goods

	50
	Sale, maintenance and repair of motor vehicles and motorcycles; retail sale of automotive fuel

	51
	Wholesale trade and commission trade, except of motor vehicles and motorcycles

	52
	Retail trade, except of motor vehicles and motorcycles; repair of personal and household goods

	Section H
	Hotels and restaurants

	55
	Hotels and restaurants

	Section I
	Transport, storage and communication

	60
	Land transport; transport via pipelines

	61
	Water transport

	61.1
	Sea and coastal water transport

	e
	Transport of passenger or freight over water

	f
	Operation of excursion, cruse or sightseeing boats

	g
	Operation of ferries, water taxis, etc.

	62
	Air transport

	h
	Transport of passenger or freight by airlines

	63
	Supporting and auxiliary transport activities; activities of travel agencies

	63.1
	Cargo handling and storage

	63.2
	Other supporting transport activities

	i
	Operation of terminal facilities such as harbours and piers, waterway locks etc.

	j
	Airport and air-traffic control activities

	63.3
	Activities of travel agencies and tour operators; tourist assistance activities n.e.c.

	63.4
	Activities of other transport agencies

	k
	Forwarding of freight

	64
	Post and telecommunications

	Section J
	Financial intermediation

	65
	Financial intermediation, except insurance and pension funding

	66
	Insurance and pension funding, except compulsory social security

	67
	Activities auxiliary to financial intermediation

	Section K
	Real estate, renting and business activities

	70
	Real estate activities


	Division
	Description

	71
	Renting of machinery and equipment without operator and of personal and households goods

	72
	Computer and related activities

	73
	Research and development

	l
	Research and experimental development on natural sciences and engineering

	m
	Research and experimental development on social sciences and humanities 

	74
	Other business activities

	Section L
	Public administration and defence; compulsory social security

	75
	Public administration and defence; compulsory social security

	Section M
	Education

	80
	Education

	Section N
	Health and social work

	85
	Health and social work

	Section O
	Other community, social and personal service activities

	90
	Sewage and refuse disposal, sanitation and similar activities

	91
	Activities of membership organisations n.e.c.

	92
	Recreational, cultural and sporting activities

	93
	Other service activities

	Section P
	Private households with employed persons

	95
	Private households with employed persons

	Section Q
	Extra-territorial organisations and bodies

	99
	Extra-territorial organisations and bodies


3. Sample Business Plan
A business plan reflects the same issues and ideas that appeared already in the sample Market Research and Technology Implementation Plans.  The difference is that the business proposal is intended for one audience, and one audience only:  potential investors.  
Market research is generally developed for an internal audience – the scientific team, the management of the start-up company, the product development staff who will be prioritizing particular features, or the sales people who will be targeting particular customers.  However, to the extent that market research convincingly supports the assumptions of the business case, results may be shared with the external audience of potential investors.

A technology implementation plan is developed for a combination of audiences.  Parts I and II are intended to be publishable.  They should contain no proprietary or commercially sensitive material.  Part III, however, is intended solely for use by the researchers, both to organize their own planning efforts and, as appropriate, to keep STCU informed of their progress.  
The business proposal captures the ideas presented across the multiple pages of Technology Implementation Plan, and focuses them into a document of just 3-5 pages.  If the TIP described six separate scientific results, and discussed how each might be developed, the corresponding business case might present just one, the most commercially-viable.  If the TIP explored applications in three different industries, the business case will likely address just one industry.  

The goal of this document is to convince investors that:

a) the proposed products will compete successfully in the marketplace vis-à-vis the competition,

b) the assembled management team will lead the firm successfully to profitability,

c) substantial profits will be achieved within the given timeframe and budget.

Making a strong case in just three to five pages requires that scientists understand clearly their market, their strengths and weaknesses, and the expectations of potential investors.  STCU strongly encourage scientists to seek further assistance as they begin to refine their business proposal.

BUSINESS PROPOSAL

<Enter a very brief description of the business idea>

[image: image5.png]


 

<Enter the name of organization/institution>

<Enter location (full mailing address) and contact information (phone, fax, e-mail)>

<Enter, if applicable, STCU Project Number and Project Title>
	Contact:

<Enter name and surname of the contact person>

<Enter position of contact person>

<Enter mailing address, if different from above>

<Enter telephone, fax, e-mail>


<Enter the date>

Title of Product/Service

Principal Business Goals

What are your goals?

Business Concept
Summarize the basic business idea:
What are the key issues and needs that you are addressing?

Why your product/service is necessary?

What specific needs will your product/service satisfy? 

What problems will it solve?

Team

Who are your key personnel? 

What kind of business experience and technical expertise do they have?

What will their respective roles be?

What necessary skills do they lack and how will these gaps be remedied?
In the event that no company has yet been established, who are the future founders and what will their ownership stake be?

Products/Services Description

What type of product/service are you offering?

What are the specific characteristics/features of your product/service?

What is the value of your product/service to customers?

What is the current stage of development for the venture (i.e. prototype, experimental prototype, pilot plant, start-up, initial operations, expansion, rapid growth, stable operations, etc.)?

Why does your product/service offer a new opportunity for investors?

Competitive Advantages

Who are your competitors? (Be sure to consider overseas competitors!)
What are the key strengths and weaknesses of your competitors?
Who are the most threatening competitors?

Do you have any special advantages (consider such things as unique features) that are difficult to copy?

How do the products/services of your competitors differ from yours?

Intellectual Property Rights

What is unique about your products/services?

What IPR rights do you have? (i.e. patents,  know-how, copyrights, etc.)

What international IPR protection do you have?

Pricing

How do you plan to calculate prices for your product/service?

How will you price your product/service? (e.g.  low, medium or high price range?)

What changes might affect your competitiveness and profit? (consider market demand, technology, regulations)
How does your pricing strategy compare with that of your competitors?
Market Analysis


What is the target market of your products/services? 

How large is it?

How competitive is the market?

What is the demand for your product/service?

Who are your customers?

On what basis do customers make their purchasing decisions? (e.g. price, quality, service, political pressures, etc.)
Is the primary target market stable, growing, or decreasing? 

Marketing Plan

How do you plan to advertise and promote your product/service?

Will you need to displace a strong, heavily advertised product?  If so, how will you do it?

Will you need to create a market, and/or develop market demand for your product?  If so, how will you do it?

By what means, other than advertising, will you encourage customers to purchase your product/service? (e.g. channel sales through another company, distributorship, discounted prices for universities and students, etc)
Are there any other ways that you expect consumers to become aware of your product/service?

Production Plan

Where will the product/service be made?

What facilities do you have?  

What type of inputs will you use to make your product/service?

Do you rely on other industries to supply you with parts and/or raw materials?

What capacity and quality levels can you achieve?

What is the readiness of the product for sales?

What are the main obstacles for sales?

Financial Information

Please provide a forecast of profitability (for at least first 3 years), and cash flow (for at least first 3 years).

Provide a break-even analysis, showing projected fixed and variable expenses, and projected revenues.
How much money (fixed assets/working capital) do you need to start the business?
How do intend to raise the necessary funds for financing the business?
If you take a personal or commercial loan, what is your anticipated repayment schedule?

What are the financial risks associated with your proposed financing strategy?

Risks

What are the major risks to your business plan?

What is your contingency plan, in the event that the most likely risk occurs?

What market threats could be obstacles to the success of your business?

How will your business survive, in the event that these threats become real, or if projected demand fails to materialize, or if production costs prove higher than expected?

4. Sample Business Mission Profile

Institution

	Title
	

	Address
	

	Scientific Directions
	

	Director
	(name, patronymic or middle name, surname)

	Tel.:
	(including country code)

	Fax:
	

	E-mail:
	


Technology
	Short title
	(for registration)

	Extended Title
	(for displaying)

	Technology Opportunities
	(marketable results like prototype, database, material, component, technical capability, manufacturing process, etc. )

	Technical Efficiency Improvement
	(acceleration, quality improvement, impart unique characteristics, simplification – compared to international prototypes)

	IP Protection
	(national or international patents, know-how, etc.)

	Business Opportunities
	(targeted industry sector, expected forms of cooperation)

	Pictures
	(title of picture for displaying, the picture to be attached as a separate file)

	Additional materials for displaying 
	(brochures, samples, mockups, etc. listed)

	Permission for publication
	(reference, attachment)

	Principal Contact
	(for follow up concerning this technology)

	Position
	

	Tel.:
	(including country code)

	Fax:
	

	E-mail:
	


Executive Summary
(Limit to one page, but include concise description of technology, funding summary, and marketing summary.  To the extent possible, provide profile of desired Western contacts)

Section 3



Further Resources

As time goes one, we hope to provide additional information in this section.  For the time being, here are initial answers to some common questions:
1. How do I learn more about protecting my intellectual property rights?

Centre of Intellectual Property and Technology Transfer, NASU, www.nas.gov.ua/ciptt

(Ukrainian) State Department of Intellectual Property, http://www.sdip.gov.ua
[Guide to Intellectual Property Rights, will be forthcoming from STCU]

Community Help Desk on Intellectual Property Rights.  Advice by patent lawyers on IPR issues relating to results from EC-funded projects; assistance to search a network of patent databases (multi-lingual access to 25 million technical documents.) Services are entirely free of charge to project contractors funded by the European Union.  They will be requested to provide their contract number (cross-checked within CORDIS) and the name of the Project Officer (so that a feedback from the service provider to the Commission can be organized). “Future contractors” or organizations intending to submit proposals are also entitled to access the service for information only. Further information and access to this service at : http://www.cordis.lu/ipr-helpdesk/home.html

2. How do I locate information about potential investors, customers or the market?
The Internet is by far the single most powerful tool at your disposal.  Should you have difficulties obtaining reliable access to the Internet, the Internet Access and Training Program (IATP) in Ukraine has graciously invited STCU scientists to use its facilities.
Funded by the U.S. Department of State and administered by IREX, the goal of IATP is to promote and support democracy, public-private sector partnerships, and civil society by linking the communities of Eurasia to the global information infrastructure.  IATP provides a unique opportunity for alumni of US government exchange and training programs and other target audiences, including STCU scientists, to receive free and open Internet access helping to foster continued information sharing, network building, communication, and collaboration with their American and Eurasian counterparts.

Initially launched in 1995, IATP has expanded operations in its second stage into 10 countries of Eurasia including Ukraine, Belarus, Moldova, Armenia, Azerbaijan, Georgia, Kazakhstan, Kyrgyzstan, Turkmenistan, and Uzbekistan. IATP seeks to empower end-users by providing opportunities for them to publish information on the World Wide Web, develop Internet-based resources, obtain useful on-line information, and create sustainable non-commercial Internet networks. Offering an array of services, IATP helps to increase local capacity of individuals and institutions to creatively use Internet applications as educational and professional tools. 

In Ukraine IATP has opened 25 centers in 25 oblasts.  All of the centers provide open Internet access and free computer and Internet trainings and workshops.  IATP also supports non-commercial Internet initiatives through open small grants competitions.  Detailed and up-to-date information about the project can be found at the web site http://iatp.org.ua
For more information about IATP and its centers in Ukraine, please contact:

Kraig Rice - IATP Regional Program Manager for Western Eurasia, rice@iatp.org.ua, tel. (044) 537 0604;

Laura Oppenheimer – IATP Deputy Regional Program Manager for Western Eurasia, oppenheimer@iatp.org.ua, tel. (044) 537 0604

Maria Makovska - IATP Ukraine Country Coordinator maria@iatp.org.ua, tel. (044) 537 0604

Olena Chupryna – IATP Ukraine Program Associate chupryna@iatp.org.ua, tel. (044) 537 0604

Yulia Vorobkevych – IATP Ukraine Alumni Coordinator yv@iatp.org.ua, tel. (044) 537 0604

Dmitriy Ryabichenko – IATP Ukraine Training Coordinator dr@iatp.org.ua, tel. (044) 537 0604 

Bohdan Mykytsey - IATP Ukraine Partnership Coordinator MVbogdan@iatp.org.ua, tel. (044) 537 0604

Network of IATP centers in Ukraine:

	1. Kyiv

National Parliamentary Library

Borychiv Uzviz 13

IATP Representative: Dmitriy Zheleznyak, dz@iatp.org.ua, tel. (044) 416 7912

IATP Trainer: Serhiy Repkov, repkov@iatp.org.ua 

	2. Kharkiv

Kharkiv Politechnic University (KPU)

21 Frunze St.
Computer Center of KPU

IATP Representative: Victor Schetynyn, vvv@iatp.org.ua, tel. (0527) 400 500

IATP Trainer: Vadym Cherevyk, vc@iatp.org.ua

	3. Lviv

Institute of Political Technologies 

8 Rynok Square

IATP Representative: Boryslav Potiatynyk, boryslav@iatp.org.ua;

IATP Trainer: Iryna Kozak, ikozak@iatp.org.ua
tel. (0322) 720 647, 722 861
	4. Uzhhorod

State Archive of Zakarpatsky region

14a Minajska St.
Tel. (03122) 205 31
IATP Representative: Kateryna Popadyuk, popadyuk@iatp.org.ua
IATP Trainer: Andriy Tovt-Korshynskiy, atk@iatp.org.ua

	5. Vinnytsya

Vinnytsya Regional Scientific Library

73 Soborna St.
IATP Representative: Oksana Bondar, bondar@iatp.org.ua; tel. (0432) 352 394
IATP Trainer: Dmytro Semenets, ds@iatp.org.ua
	6. Kirovohrad

Kirovohrad Regional Scientific Library

24 Karl Marks St.

IATP Representative: Andriy Vorony, voronoy@iatp.org.ua, tel. (0522) 24 65 54
IATP Trainer: Olexander Shleenkov, shleyen@iatp.org.ua

	7. Donetsk

Donetsk Regional Scientific Library

84 Artema St.
IATP Representative: Svitlana Boitsova, svetlana@iatp.org.ua; tel. (062) 335 42 81

IATP Trainer: Oleh Pavlikhin, op@iatp.org.ua

	8. Dnipropetrovsk

Dnipropetrovsk Regional Scientific Library

10 Savchenka St.
IATP Representative: Yuriy Seliverstov, ys@iatp.org.ua, tel. т. (0562) 36 19 07

IATP Trainer: Illya Shvets, shvets@iatp.org.ua


	9. Odesa

Odesa M. Horkiy Scientific Library 

13 Pastera St.
IATP Representative: Valentyna Berezhna, vb@iatp.org.ua, 

IATP Trainer: Evhen Grybkov, eg@iatp.org.ua

tel. (048) 714 41 01
	10. Khmelnytsky

Khmelnytsky Regional Library for Youth

33 Soborna St., tel. (0382) 70 27 40

IATP Representative: Oksana Khromova, khromova@iatp.org.ua


	11. Sumy

Sumy Oblast Scientific Library

10 Heroiv Stalingradu St.
IATP Site Administrator: Oleh Honcharenko, helgo@iatp.org.ua
IATP Trainer: Andriy Piven, piven@iatp.org.ua

	12. Chernihiv

City Centralized Library System

22 Kyrponosa St.
IATP Representative: Yuriy Usovych, yusovich@iatp.org.ua
IATP Trainer: Ludmyla Sushko, lsushko@iatp.org.ua, tel. (0462) 175 043



	13. Poltava

Poltava Regional Scientific Medical Library

133 Pushkina St.
IATP Representative: Hanna Kiyaschenko, kiyasch@iatp.org.ua, tel. (05322) 750-21

	14. Zaporizhzhya

Zaporizhzhya Oblast Scientific Library

142 Lenina St.
IATP Representative: Oleksiy Nescheret, anesch@iatp.org.ua
IATP Trainer: Victor Ostrovsky, ostr@iatp.org.ua


	15. Chernivtsi

Palace of Arts “Youth of Bukovyna”

5 Chervonoarmiyska St.
IATP Representative: Ivan Bodnaryuk, ivanbodn@iatp.org.ua, tel. (0372) 55 08 08


	16. Mykolaiv

Mykolaiv Regional Scientific Pedagogical Library, 31 Admiralska St.
IATP Representative: Anton Sverkunov, asverk@iatp.org.ua 

IATP Trainer: Olexander Troschenko, ot@iatp.org.ua
Tel. (0512) 35 51 66

	17. Luhansk

Luhansk Regional Library for Youth

4 Shevchenko St.
IATP Representative: Natalia Stelmakh, nstelmakh@iatp.org.ua, tel. (0642) 58 98 91

IATP Trainer: Mykhailo Tsymbalenko, mt@aitp.org.ua

	18. Ternopil

Ternopil Library for Children

17 Kopernika St.
IATP Representative: Maria Rostotska, rost@iatp.org.ua
IATP Trainer: Andriy Bakushevych, abaku@iatp.org.ua
Tel. (0352) 43 50 50/43 50 39

	19. Zhytomyr

Regional Center of Children Creativity

10 Maidan Rad

IATP Representative: Anatoliy Kovtonyuk, akovt@iatp.org.ua, tel. (0412) 42 06 41

IATP Trainer: Ihor Cherboksarov, icheb@iatp.org.ua
	20. Rivne

Rivne Regional Library for Youth

18 Kyivska St.
IATP Representative: Vasyl Ghorodnyy, vasyl@iatp.org.ua, tel. (0362) 23 02 98



	21. Lutsk

Lutsk Regional Library for Youth

prospekt Voli 2

IATP Representative: Lidiya Kutsevych, kuliiv@iatp.org.ua, tel. (0332) 22 72 65

IATP Trainer: Ihor Sychov, is@iatp.org.ua
	22. Sevastopоl

Crimea Centralized Library System for Children

Lenina St. 26

IATP Representative: Olena Betina, betina@iatp.org.ua


	23. Cherkasy

Cherkasy Regional Library for Children

24 Kirova St.
IATP Representative/Trainer: Yuriy Myrgorod,

myrgorod@iatp.org.ua
	24. Kryvyj Rih

Kryvyj Rih City Library for Adults

27a Haharin Prospect

IATP Representative/Trainer: Oleksandr Tkachenko,

tkachenko@iatp.org.ua

	25. Ivano-Frankivsk

Center of Children Creativity

37 Sichovykh Striltsiv St.
IATP Representative/Trainer: Bohdan Futerko,

bf@iatp.org.ua
	


3. The Internet is huge.  Can you direct me to specific Internet sites that will be useful?

Sources of General Market Information

Knowledge Express Data Base, available for free through STCU offices.
www.tekes.fi/partner/eng/index.htm, Free database for partner search and technology requests:  

Profound – market research information from different sources and different areas.  The site offers more than 20 million articles, reports, news, and research reports).

MindBranch – market research reports from different sources and different business sectors.

MarketResearch.com – market research reports from different sources and different business sectors. 

ECNext Knowledge Center – market research reports from different sources and different business sectors

AllNetResearch – Market research reports on IT and Internet applications.

Northern Light – Search service.  Registration as a user of the database Special Collection gives access to a huge number of articles and reports (1-4 USD per article or report)

Dialog1 – a very good example of a well-organized commercial market information database.

Freedonia
Finn-Medi Research Ltd.
Some multi-science sources

	PATENTS 

	Patents, trademarks


	NERAC
	Search service question/answer


	PubSCIENCE
	Database of Scientific and Technical Publishers and Journal Literature 


	BUBL
	A wide technology and science database


	DRIS
	Directory of Research Information System. Database on research registers of different countries.


	EELS
	Engineering Electronic Library - Lund University, Sweden.


	ERGO
	pilot catalogue – information about R&D projects in different countries


	Galaxy
	Engineering and Technology


	Google 
	Technology Directory


	ITAS
	Institute for Technology Assessment and Systems Analysis (ITAS), Forschungszentrum Karlsruhe Technik und Umwelt.


	LUMME
	Research in Helsinki University.


	NTIS
	National Technical Information Service, USA, Free access


	TechExpo
	Technology information desk with cataloques on different areas of technology, associations, companies, magazines, conferences, www-links... 


	TenLinks 

	Ultimate Technology Directory  


	Think Tanks
	The webportal of information and thinking on XXIst Century Europe   - Europe 2020


	TUHTI ja JULK
	Research database and publications Helsinki University


	Virtuaalikirjasto,

	Finnish Virtual Library  


	Virtual Library
	WWW Virtual Library for Engineering


	Yahoo
	Science: Engineering


	ScienceDaily
	  



	


Information about Competitors

CorporateInformation –company information source, free of charge
Datamonitor
Sources of Market information about different business sectors

Some sources of market information on different business sectors are collected in the table below. Most of the commercial sources of information offer ready made reports but also tailor-made market research according to the needs of the customer. The cost of the services of commercial providers of information is often quite high.  At the same time, commercial providers have experts in the different business areas with the expertise to gather the material needed to develop sound analyses.
Most of the market research companies offer a free on charge registration and access to the catalogues of research reports and executive summaries of those reports. 

	Business Sector
	 

	 


	Telecommunication 

	Commercial sources
Analysys 
ARC
Baskerville 
Cahners In-StatGroup 
Datamonitor 
Dittberner

 HYPERLINK "http://www1.eshaman.com/production/home/home.jsp" e Shaman 
Frost&Sullivan 
Gartner Group


 HYPERLINK "http://www.globind.com/" GIA Global Industry Analysts
Insight Reports
Ovum
Prodata
Schema
SRI International

 HYPERLINK "http://www.stratecast.com/" Stratecast
	Spesific info
IEEE: Technology
Mobile Lifestreams
Value added, non-voice data services in mobile networks - SMS, WAP
Pioneer Consulting: Optical/wireless broad band networking
Traffica: Pricing
Winlab: Wireless 
VTT linkkisivu

		Analysys
Baskerville
Cahners In-Stat Group
Datamonitor
e Shaman
Frost&Sullivan
Gartner Group
Ovum
	Stanford resources: 

Traffica: Pricing 

VTT linkkisivu

	Semiconductor industry
Computers
– Softwaret
– Services



	Cahners In-Stat Group
Datamonitor
e Shaman
Frost&Sullivan
Gartner Group
Ovum 

	IEEE: Technology
Prismark:Semiconductors Stanford recources: 
Strategies Unlimited: Opto-electronics & Semiconductors


	Internet 

	
ARC
Baskerville
Cahners In-Stat Group
Datamonitor
eShaman
Frost&Sullivan
Gartner Group
Gartner Group
GIA Global Industry Analysts
Ovum
Stratecast
	IEEE: Technology
Traffica: Pricing 
BUBL Computing

 HYPERLINK "http://www.vtt.fi/inf/inflinks/index.htm" 
VTT linkkisivu 


	Biotechnology 
Pharmacy 
 - Medicine
 - Equipment
 - diagnostics
   etc 

	
BioMedNet
Datamonitor
Dialog – Biotech
Dialog - Pharma
DMD - Drug & Market Development
Espicom Business Intelligence
Frost&Sullivan
GIA Global Industry Analysts
IMS Health
INNOMARKET
PJB publications
SRI Consulting
SRI International
	Clinica reports: kilpailijatieto
Scrip reports: kilpailijatieto 
Biology Library   
Biotech Meetings Cato Research - Biotech Clinical Chemistry

 HYPERLINK "http://www.fda.gov/" FDA

 HYPERLINK "http://directory.google.com/Top/Science/Biology/Biotechnology/" Google Biotech Google Food 
MEDLINE / Cancerlit tietokannat

 HYPERLINK "http://www.clearinghouse.net/cgi-bin/chadmin/viewcat/Science___Mathematics?" \t "_new" 
The Argus Clearinghouse: Virtual Library Bioscience 
VTT linkkisivu

 HYPERLINK "http://www.yahoo.com/text/Science/Engineering/Agricultural_Engineering/" \t "_new" 
Yahoo: Agricultural Engineering Agronet


 HYPERLINK "http://honeybee.helsinki.fi/mmha" Maatalouskirjasto 
Suomen bioteollisuus


 HYPERLINK "http://helix.helsinki.fi/infokeskus/kirjasto/" Viikin tiedekirjasto

	Chemical industry

	GIA Global Industry Analysts
SRI Consulting
	VTT linkkisivu

	Electronic products

	Business Communications Co., Inc. (BCC)


 HYPERLINK "http://www.datamonitor.com/default.asp" Datamonitor
Frost&Sullivan
Gartner Group
GIA Global Industry Analysts


 HYPERLINK "http://www.sri.com/" SRI International 

	SDI: Analysis methods
Stanford recources: 
Strategies Unlimited: 
Prismark:
IEEE: Technology 
Space technology
Google Automation


 HYPERLINK "http://directory.google.com/Top/Science/Technology/Electronics/" Google Electronics 
The Argus Clearinghouse Virtual Library Aerospace Virtual Library Engineering  
VTT linkkisivu

 HYPERLINK "http://www.yahoo.com/text/Science/Engineering" \t "_new" 
Yahoo:  Engineering

	Industrial Production and services
	Datamonitor
Frost&Sullivan
GIA Global Industry Analysts
SRI International
	VTT linkkisivu

	Production control 

	Frost&Sullivan
GIA Global Industry Analysts
SRI International
	SDI: Analyyttiset menetelmät: 
VTT linkkisivu

	Contruction

	
Datamonitor
	
Rakennusliitto linkkisivu
Rakennusteollisuuden keskusliitto
VTT linkkisivu

	Forest Industry
	
GIA Global Industry Analysts
Jaakko Pöyry
	  


	Energy 

	
Business Communications Co., Inc. (BCC)
Datamonitor
Frost&Sullivan
GIA Global Industry Analysts
Jaakko Pöyry
	
AGORES
DOE Bibliographic Database
EnergyFiles 
(valitse: Energy Portal Search)
Energysearch - (EPRI)
Google Energy 
VTT linkkisivu
Yahoo: Science: Engineering  (Nuclear, Petroleum etc)


	Environment 

	Frost&Sullivan
GIA Global Industry Analysts
SDI strategic directions international
SRI International
	EU:n ympäristöasiat
Google Environment
LIPASTO

 HYPERLINK "http://www.vtt.fi/inf/inflinks/index.htm" VTT linkkisivu
Yahoo: Environment
Ympäristötekniikan virtuaalikirjasto 


	Transport and traffic

	
Datamonitor


 HYPERLINK "http://www1.frost.com/prod/portal.nsf/frmServicesPage?ReadForm" Frost&Sullivan

 HYPERLINK "http://www.sri.com/" 
SRI International
	
LIPASTO

 HYPERLINK "http://www.sae.org/" \t "_new" 
SAE 


	Financial services
	Datamonitor
Frost&Sullivan
	  


	Consumer goods

	
Datamonitor

 HYPERLINK "http://www.infores.com/public/global/aboutiri/default.htm" 
IRI information Resources 

	  


	Other production
	
Datamonitor


 HYPERLINK "http://www1.frost.com/prod/portal.nsf/frmServicesPage?ReadForm" Frost&Sullivan


 HYPERLINK "http://www.globind.com/" GIA Global Industry Analysts
	  



	


4. How do I arrange face-to-face meetings with potential customers or investors?
Matchmaking programs, available through STCU and the commercial sections of some foreign embassies 

Business / Commercial missions, organized through STCU and various foreign embassies

Chambers of Commerce, located in capital cities and organized by a variety of countries

Travel Grants, administered by STCU, CRDF and other organizations. 
5. How do I publicize non-proprietary project results?
Community Research & Development Information Service (CORDIS)  promotes participation in European research and the dissemination and use of research results. Through the service you can promote the results of research to potential investors and collaborators. You can also find out about people working in similar areas of interest to your own. There is a service for finding partners and promoting you as a potential partner. The information service is available on-line on the World Wide Web (at http://www.cordis.lu). There are also regular printed publications. 

Technology Marketplace is CORDIS’ virtual marketplace that offers a direct access to latest research results and support for innovators to better connect people with technology: http://www.cordis.lu/marketplace

6. How do I structure work for a foreign customer or develop joint product?
Consider the Partnership program, available through STCU.
7. Does Ukraine have any local venture capital firms?
AVentures is a private technology-focused venture capital firm with  10 years  of successful experience. Over this period, AVentures has acquired deep expertise and superior knowledge of technology-related industries in Ukraine, has make 4 successful venture capital investments, and has realized one successful exit from its portfolio company.
SCIENCE & TECHNOLOGY CENTER IN UKRAINE











1 Includes: major assemblies such as fuselages, wings, doors, control surfaces, landing gear, fuel tanks, nacelles, airscrews, helicopter rotors and propelled rotor blades, motors and engines of a kind typically found on aircraft, parts of turbojets and turbopropellers


2 This includes: manufacture of gliders, hang-gliders, manufacture of dirigibles and balloons, manufacture of spacecraft and spacecraft launch vehicles, satellites, planetary probes, orbital stations, shuttles, manufacture of aircraft launching gear, deck arresters, etc. However 35.3 should exclude:manufacture of parachutes, military ballistic missiles, ignition parts and other electrical parts for internal combustion engines, instruments used on aircraft, and air navigation systems.
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