Illinois Small Business Development Center

Technology, Innovation and Entrepreneurship Specialty (TIES) 
Typical TIES Client: 
A business which brings forth an innovative product or process, most often as a result of research and development is a primary candidate for TIES services. The innovation typically involves intellectual property that contributes to a strong competitive advantage in the marketplace, and serves as a foundation for a high rate of growth. The innovation often addresses a complex, multidimensional problem.  Although TIES clients may come from a broad range of sectors, Illinois DCEO focuses on these five categories of competitive edge technologies: 
· Alternative Energy 
· Information Technology/Digital Media

· Food/Agriculture

· Bio/Life Sciences
· Advanced Manufacturing 

Some TIES Company Characteristics: 
Shown below are a few characteristics of companies that might be strong candidates for TIES services.  These characteristics are not meant to be exclusive but only examples of some traits of targeted TIES clients. 
· Early members of these companies are “team members” rather than employees. They expect the bulk of their financial compensation to come at the exit rather than in form of salary. 

· TIES companies face most of the same business issues as traditional companies but deal with a higher level of uncertainty, face higher stakes, and usually must operate at a quicker pace. 

· Companies are often pursing alternative forms of financing. Investors expect solid exit strategies which usually involve an acquisition by a large corporation. “Founders will buy back shares” is not an accepted exit strategy. 
· Companies may have innovations involving rapid incremental changes or breakthrough, game changing, disruptive innovations that launch rapidly growing startups and can redefine the trajectories of entire industries.
· Founders usually have a high level of expertise in a certain area (PhD, engineer, etc.) or have acquired intellectual property and/or have run a successful tech company in the past. 

· Companies may work towards a short term exit (longer in the case of many life sciences companies). This exit is usually an acquisition by a large corporation. 

High Potential Indicators: 
· Management team with complementary skills devoting full time effort 

· Collaborative support from University, research institute, or large corporation 

· Understand their market and customer needs 

· Large market opportunity, usually upwards of $1 billion 

· Platform technologies – have potential to be used in several applications and markets, and often create other opportunities in those markets 

· Willingness of founders to recruit contributors who are “smarter” than the founders
· Willingness to do everything it takes to commercialize the technology – primary focus is not to maintain equity and/or “be the boss” 

· Spinout of existing company (regional service provider-company looking to launch new product on a national or international scale) 

· Have “beta customers” (customers that are willing to contribute resources towards testing the product for development purposes)

Examples of TIES Companies: 

· Company that has fuel cells for auto industry and needs to reconfigure fuel cell for military use.  (They have revenue and management team in place.)

· Company with an app based technology that has working prototype but is pre-revenue.  (They have potential industry agreement for beta testing.)

· Company with a patent-pending innovation that will lower cost and increase productivity in grain logistics.  (They have working product, pre-term sheet, and management team in place.)

· Company with patented technology, working prototype, CEO with industry experience looking to raise capital for FDA approval.
· Manufacturer of machine parts for assembly line equipment that has developed an innovative process to reduce failure rates of parts, thereby reducing the frequency of assembly line stoppages.
Examples of Companies Not Targeted by TIES 
Technology service providers usually do not fit the profile of companies targeted by the TIES business advisors. 

Other examples of companies typically not targeted by TIES include: 

· Company with an inventions that are idea driven rather than market driven

· Company with an inventions that do not implicitly have strong legal/IP protection

· Company/inventor with limited market knowledge, and producing inventions for the sake of research and not commercialization
· Company/inventor that is un-coachable, unwilling to build a team around innovation or invention and does not have a viable revenue model.  
Illinois SBDC TIES Specialists Core Services 
Business Strategy
· Business strategy development and review
· Market research and analysis

· Commercialization assessment and strategies
· The TIES advisors provide the client with an overview of technology roadmapping and the processes for dealing with a market pull (customer demand satisfaction) or a technology push (customer demand creation). The roadmap ties together market drivers, product or service attributes, technologies required, and resources needed to form a one page visual business plan for commercialization. Business mapping or mind mapping is also used to collect and organize the content for the technology roadmaps.

· Commercialization planning using Roadmapping (based upon the Goldsmith Technology Commercialization Model) 

· Market Potential Analysis (Market Size, Industry, Target Customers, Competitors)

· Assessment of business issues (Legal, Transportation, Plant, Equipment, etc.)

· Start-up strategies

· New product development plans 

Technology Development

· Applied Research and Development (to solve a known industry problem)
· Proof of concept

· Prototype testing

· Initial deployment of new product or process to customer

· Cross product applications 
Alternative Financing

· Assistance in understanding and accessing R&D funding 

· Small Business Innovation Research (SBIR)

· Small Business Technology Transfer (STTR)

· Equity financing opportunities in the state of Illinois 

· Angel capital

· Venture capital

· Assistance preparing for equity financing through Angel and Venture Capitalists
· Post-capital raise assistance.

IP Guidance

	· General intellectual property guidance, including trademark, model agreements and  licensing agreement information;

	· General business law assistance, including choice of entity and contract negotiations;

	· Referrals to network of attorneys; 

	· Intellectual property strategies and options 




Management Team

	· Assess the founding team.

	· Identify gaps in current team.

	· Define roles and responsibilities of missing team members and plan how and when to bring those members aboard.

	· Assist founders in stepping up to fill the gaps on interim basis

	· Assist founders in filling gaps through networking and introductions.


SBIR/STTR/Other Federal R&D Assistance
	· General SBIR/STTR program information sessions;

	· Specific agency information including tips, templates, instructions, and information necessary for the client to write a successful proposal; 

	· Screening, technical, and commercialization reviews as well as submission assistance; 

	· Post award negotiation and reporting assistance.


