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Market Opportunity 

 Describe succinctly what product or service you are planning to deliver based on your innovation. 

 Describe what customer needs will be addressed with your product or service. 

 Describe who your target customer is, providing generally-known examples may be helpful.  

 How does the target customer currently meet that need that you are addressing or convincingly describe 

how there is a significant problem that is not yet being addressed? 

 What is the business model you plan to adopt to generate revenue from your innovation? 

 How do you plan to “exit” the investment? 

 Is the target market domestic, international or both? 

 Describe the channels you would employ to reach the targeted customer.  

 What is the current size of the broad market you plan to enter and the “niche” market opportunity you 

are addressing?  

 What are the growth trends for the market and the key trends in the industry that you are planning to 

target?  

 What are the barriers to enter this market?  

 Describe the technology/development objectives and critical milestones that must be met to address the 

market opportunity.  

 

Plastic Pollution 

 What plastic pollution problem does your product or service address? 

 How do you measure reduction in plastic pollution? What are your metrics?  

 How do you measure the overall environmental impact of your product or solution? 

 If your product or service requires raw materials, are they sustainably sourced? 

 

Company/Team 

 Provide a short description of the origins of the company.  

 What type of corporate structure is in place? 

 What is the current capitalization?   

 What is the current employee count?  

 What is the revenue history for the past three years? 

 What are the sources of operating capital or revenue: product sales, consulting/services, license revenues, 

R&D grants/contracts and others?  

 Give a brief description of the experience and credentials of the personnel responsible for taking the 

innovation to market.  

 What specific experience does the team lack and how will this be addressed. 

 How does the background and experience of the team enhance the credibility of the company; have they 

previously taken similar products/services to market? 

 From what additional resources do you have commitment? (e.g., Board of Directors, Board of Advisors, 

Technical Advisors, Legal Counsel) Provide details on the names, affiliations and expertise of these 

resources.  
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Product/Technology and Competition/Competitive Advantage: 

 What are the critical needs (“pain points”) that your product or service is fulfilling for your customer?  

 What features of your technology will allow you to provide a compelling value proposition?  How have 

you validated the significance of these features?  

 What is your customer willing to pay for your product or service?  How have you validated this 

assumption? 

 What are your costs to produce the product or service? What are the assumptions that underlie your cost 

model(s)?  

 How does your technology/innovation allow your team to compete and win in the marketplace?  

 How does your product or service match up to that of the competition? 

 What do you anticipate the competitive landscape to look like when you get to market?  

 Describe the intellectual property landscape.  

 Do you have “freedom to operate?” 

 How do you plan to protect the intellectual property associated with your technology?  

 What other sources of intellectual property will you need to access in order to address the market 

opportunity described above?  

 

Finance and Revenue Model 

 Describe an appropriate staged finance plan given the market opportunity described above; enumerate 

the level of funding required for each stage along the path to commercialization. 

 How will you access the appropriate funds? Provide specific contacts, leads, previous relationships and 

agreements already in place. 

 What commitments do you have for follow-on funding? 

 Describe the revenue streams (licensing, product sales or other) associated with your commercialization 

plan.  What are the adoption rates? 

 When do you anticipate “first revenues” from each stream? 

 When do you expect to reach “break even”? 

 Provide annual pro-formas for the next five years.  

 What are the assumptions made when developing your models?  How have you validated these 

assumptions? 


