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PSG Business Challenge 2011/2012
Project, Patent, Partner or Start-up?

How to create value from your research
Please complete and submit this form to: jan.meiling@wur.nl
Submission deadline: Friday December 16th
Note: This form is written in English, please feel free to choose either Dutch or English when filling in this form. 
The plenary sessions of the workshop will be done in either English or Dutch depending on the background of the selected participants.   
Name and contact details main applicant:
Name and contact details of the team member that serves as main applicant
· Name:





· Organization: PSG





· Department/business unit:



· Telephone:






· e-mail:



Name and contact details other team members:
Name and contact details of other team members (each team preferably consists of a minimum of three members)
· Name:





Name: 
· Organization: 




Organization: 
· Department/business unit: 



Department/business unit: 
· Telephone: 

 



Telephone:

· e-mail: 





e-mail:
Title:  




Working name or one line description of your idea / the (scientific) findings you want to create value from 

………………………………………………………………………………………………………………
Which category would best cover your ambitions /  What is your Valorisation or Business model ?
( Research project or program ( New projects/ Public Private Partnership / Grants)
( New Product / Service / Market
( Patent and licensing strategy

( Company formation
What’s your idea / venture about?
What is the underlying science/technology and how is this protected (patented)?

Can it be (commercially) offered as a unique knowledge position, a new product or as a new service?

Is it a new technology that would improve performance or reduce costs of an existing process?

Or is it a new model or new partnership that enables activities that could not be done before?

Don’t overkill on technical details, but explain clearly who you see as users / customers that would benefit from your position/product/service and what difference it would make to them? 
…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………………………
What is the size of your opportunity / How big is your market ?
Please provide a rough estimate of the opportunity / market for your knowledge position technology/product/service.

For example, if your idea is about a new product/service, how many customers (i.e. businesses or consumers) might want it, how much would they be willing to spend on it, and what percentage would be spent with your Venture? Don’t worry if you do not have all the numbers: that’s normal at this stage.
Or, if your idea is about attracting project funds based on your unique knowledge position, which funds and programs are relevant and what is therefore the size of your opportunity .  
Or, if your idea is about cost savings, how much time, money or resources would your technology/process save your customers?
…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………………………
Is your knowledge position /product/service unique?
Coming up with a unique knowledge position/product/service is often the key to industrial or societal implementation and possibly commercial success. Offering the same as your competitors will not give you the best scientific reputation, strategic position or  financial return. 
Describe here how your offering differs from other knowledge positions/products/services currently available (e.g., does it address an unfulfilled consumer or customer need?) or processes/technologies currently used by competitors (e.g., is it faster?).  

…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………………………
Why you?
Tell us why you think your team and your organization is the right entity to take this idea forward successfully. Think about skills, know-how, patents, assets, relationships, customer bases, etc. Would these give your venture an advantage over competitors?  Also think about what you’re missing to become successful or what are your weak points. Identifying and addressing your weaknesses gives you the chance to mitigate them. 
Which strategic partnership are necessary to reach your goals?
…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………………………
Availability 
If your Proposal is selected,  your team will be invited for the PSG Business Challenge. 
The related 2 day Workshop involving professional coaches and a jury of experts, will take place on 24 & 25 January 2012. 
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