Commercialization Plan		[Insert Company Name]

Phase II Commercialization Plan Template 
Green text is instructional only; remove prior to submission.
The Phase II commercialization plan must not exceed ten pages in length, using a minimum of size 12 font. 
The following subsections and sub bullets are recommended for inclusion, but you may adjust section titles and content to suit your unique application.

Project Name: 
Market Opportunity
1. Value Proposition
· Set the stage for your business case by identifying market pull (the need) for your product/service. 
· Using specific demographics and/or characteristics for companies included in your initial/beachhead market, define your target customer(s). Provide generally known examples of companies in this initial/beachhead market. 
· Describe the critical needs that your product, process, and/or service will fulfill for them. Include a discussion on how they currently meet these needs and what they pay to meet them.
· Describe succinctly what product, process, and/or service you are planning to deliver based on your innovation and how it will provide the solution to the critical needs of your target customer(s) defined above. 
· Describe the features, advantages and benefits of your product, process, and/or service. If possible, provide an indication of how your solution is better than status quo and conventional options. Describe how your solution represents an improvement that customers value, resulting in the adoption of your product, process, and/or service. Describe the customer discovery that has been done to date to validate, referencing specific conversations and customer interactions and/or including letters of support, as appropriate. 
· Indicate what your customer(s) is/are willing to pay for your product, process, and/or service and how you validated this assumption.

2. Target Market(s)
· Estimate the market sizes of your initial and long-term markets in terms of number of customers and revenues. Are these markets domestic, international, or both? Provide your time-phased plan to address long-term markets.
· Provide anticipated growth in terms of CAGR%.
· Describe market barriers and/or drivers that may inhibit or enhance your market entry and describe how you plan to overcome/leverage them.

3. Business Model
· Define your business model: integrated manufacture and sale, technology licensing, joint venture, strategic partnership, or other.
· Explain why this model makes sense for the market opportunity described.
· Describe your go to market approach to reach the targeted customers – (development of) direct marketing and sales and fulfillment channels, strategic partnerships, distributor relationships, or other.

4. Additional Potential Benefits 
Describe additional potential societal, educational, or scientific benefits beyond commercial considerations that will generate goodwill for your company or the product or service. Any potential benefits should be included here and explained in sufficient detail to convey the significance of the effort.
· Identify specific groups in the commercial sector that will benefit from your work.
· Identify specific groups in the Federal government that will benefit from your work.
· Identify the product, process and/or service that will result from your work.
· Discuss the significance of the market and the relationship of your work to the market. 
· Discuss the specific anticipated technical, economic, and/or social benefits to the public should your project be successful.  

Company/Team
1. Company Overview
· Provide a short description of the origins (university spin-out, start-up, other) and history (year founded, milestones to date, etc.) of the company
· Confirm your corporate structure (LLC, S-Corp, C-Corp, or other) and state of incorporation
· confirm your current employee headcount and a table showing headcount projections for the next five years. Include the role/responsibility in the table.
· Tabularize your company’s revenue over each of the past three years broken out by product sales, consulting/services, license revenues, research and development grants/contracts, and other. This table should speak to your company as a whole.
· Provide an estimate of your company’s short-term assets (e.g. cash, receivables, etc.) and long-term assets (e.g. plant, machinery, etc.) and discuss their sufficiency for funding the execution of your commercialization plan
· Outline key partnerships and external resources that you have secured to contribute to your Phase II project

2. Team Overview
· Describe the commercialization experience of the key personnel responsible for commercializing your innovation and establish how that experience supports the execution of the commercialization plan
· Describe management team gaps and how those gaps will be addressed during the Phase II effort and beyond (e.g. addition of executive employees, board of advisors, board of directors, retained counsel, consultants, or other). Provide details on names, affiliations and expertise of these resources.
· Describe the major non-technical risks the team faces relative to successful execution of the commercialization plan and how the team plans to mitigate those risks
Competition and IP
1. Competition
· Based on the customers’ critical needs described in Section 1, elaborate on the various ways customers are getting those needs met today (technology-driven or otherwise, or unfulfilled).
· Identify the companies delivering those solutions and indicate where those product, process, and/or services are backed by competing IP rights
· Provide a competitive comparison of your product, process, and/or service versus these substitutes. Summarize those findings in a competitive analysis table
· Describe the competitive advantage of your product, process, and/or service versus these substitutes in terms of the needs that customers are seeking to meet (e.g. clarify how you will compete) providing quantitative estimates of customer benefits (e.g. additional revenue generation, cost savings, other efficiencies or benefits)

2. Intellectual Property
· Describe IP rights you have secured for your technology to date and if any procedures are underway to expand or enhance the protection provided by those rights
· Describe other IP you will need to secure rights to in order to make, use or sell a product that addresses the market opportunity described in Section 1
· Whether implemented commercially or not, describe the competitive IP that is closest to yours and most threatening to your “freedom to operate.” Explain how you believe you are different enough to be able to secure your “freedom to operate.”
Development Roadmap and Techno-Economic Analysis
1. Development Roadmap
Describe your development roadmap, including the timing, level of funding required and potential source for the funding for each milestone
· Using a table or graphic, describe a milestone-driven plan to address the market opportunity described in Section 1 from proof of concept through market launch (e.g., proof of concept, prototype, minimally viable product, first product sale, version 1.0 market launch, growth/scale, or other significant technical or commercial milestones.). 
· In addition to the table, provide an explicit, detailed description of the research and development approach and work to be performed.  
· Describe the major cost drivers to complete each major technical milestone - personnel, lab space, machinery, computer HW, SW, etc. 
· Describe the major costs to implement your go to market strategy and technical milestones. Provide any assumptions made and/or validation. 
· Relative to your company assets described in Section 2, describe how you will address funding shortfalls (other product/service/license revenue, grants, additional founder capital, profits from other product lines, venture funding, or other). Provide any assumptions made and/or validation.
· These discussions should align with the estimates and timing included in the cash flow pro forma financial worksheet upload accompanying this application.

2. Techno-Economic Analysis
Describe any techno-economic analysis (TEA) completed to date and future plans to improve
· Describe TEA modeling to show trade-offs between product design, bill of materials cost, and performance. 
· Describe efforts to validate assumptions in TEA.
· Describe sensitivity analysis to identify major cost drivers and identify cost-reduction strategies.
· Discuss longer-term plans to improve TEA/capabilities for the company.









**This page is instructional and must be deleted prior to submission.**
Helpful Commercialization Plan Tips:
· Reviewers include DOE Program Office staff and business generalists; avoid technical jargon that only people specialized in the field would understand (have someone unrelated read it)
· The Commercialization Plan is your business case, not just a collection of information; provide validation of assumptions
· This is a living document that sets the stage; it will change and change frequently as you move toward commercialization
· Write for the reviewer – narrative prose NOT Q&A
Tips for building your cash flow pro forma
The pro forma helps DOE assess:
3. The financial feasibility of your project
4. Your ability to meet milestones and deliverables
5. The sustainability of your funding plan
You must prepare a five-year cash flow projection that accounts for:
· Initial investment (equipment, personnel, setup costs)
· Operating expenses (salaries, overhead, materials)
· Revenue streams (product sales, licensing, subscriptions, etc.)
· Funding sources (DOE award, other grants, loans, equity)
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