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• Market assessment (inc. conditions 
and growth rate)

• Potential customers
• Unique Selling Points 
• Differentiators 

MARKET AND CUSTOMERS



TAM: Total Available Market
Focus on: Total market / size
Example: Total Agricultural Robotics Market

SAM: Serviceable Addressable Market
Focus on: Your own technology/ services
Example: Total market for spraying robots (Segment of total 
agricultural robotics market)

SOM: Serviceable Obtainable Market
Focus on: Which realistic market share can be obtained by myself 
considering: competition, trends, expected demand/forecast, 
countries, my sales/distribution channels and other market 
influences?)
Example: My realistic goal to sell spraying robots to farmers.

MARKET ASSESSMENT: TAM SAM SOM



MARKET SIZE

MARKET SEGMENTATION

POTENTIAL CUSTOMERS



“A unique selling proposition or point (USP) refers to the unique benefit exhibited by a
company, service, product or brand that enables it to stand out from competitors. The
unique selling proposition must be a feature that highlights product benefits that are
meaningful to consumers.

UNIQUE SELLING POINTS AND DIFFERENTIATORS



• Strategy for commercialization

• Regulatory approvals/compliance needed 

• Time to market/deployment

• Revenue model

COMMERCIALIZATION STRATEGY 



COMMERCIALIZATION STRATEGY 



A revenue model is a framework for generating revenues. It identifies which revenue source to pursue, 
what value to offer, how to price the value, and who pays for the value.

REVENUE MODEL



REVENUE MODEL – THE CASE FOR HARDWARE STARTUPS

HARDWARE AS A SERVICE HARDWARE-ENABLED SERVICES CONSUMABLES

Sale or lease of a device that 
only works when a recurring 
fee is paid

Same as previous, but service is 
optional

One-time sale of 
hardware, continual sale 
of consumables

Meraki (acquired by Cisco)
“IT guy in a box”

Meural
Digital art frame

Kindle
Amazon earning from content



• Key partners required to develop and commercialise your innovation, 
• What their roles/competences are 
• To what extent they are already committed and incentivized

EXTERNAL STRATEGIC PARTNERS



From relevant organizations
Custom (explain their interest in the letter)
Singed by decision makers
Scanned copy in Annex 3 

LETTERS OF INTENT



• Specify your Intellectual Property Rights in relation to your innovation. 

• What are the key assumptions 

• What measures are needed to ensure freedom to operate (e.g. IP, etc.)? 

INTELLECTUAL PROPERTY 



• How you intend to scale up 
your innovation, including 
the potential to develop new 
markets 

• What the impact of the 
innovation on the growth of 
the company will be. 

SCALE UP POTENTIAL



SCALE UP POTENTIAL - NEW MARKETS



IMPACT ON GROWTH OF THE COMPANY



KPIs for the expected outcomes and the related success criteria for the innovation 
(i.e. the technological, practical, economic, market)

Current values and the target values at specified dates (breakeven point, etc.). 

KEY PERFORMANCE INDICATORS



• Societal, 
• Economic, 
• Environmental 
• Climate impacts 
be if your innovation if successfully commercialised? 

BROADER IMPACT



GOOD FOR BUSINESS = GOOD FOR ENVIRONMENT

GREEN DEAL



Convincing specification of the potential to create new markets or create market disruption
together with a convincing specification of the substantial demand (including willingness to
pay) for the innovation. The total market size envisaged.

Convincing description of targeted users or customers of the innovation, how their needs

have been addressed, why the users or customers identified will want to use or buy the

product, service or business model, including comparison with what is currently available,

if anything at all.

Realistic and relevant analysis of market conditions and growth-rate, competitors and

competitive offerings, key stakeholders, clear identification of opportunities for market

introduction, market creation or disruption (e.g. via new value-chains).

CRITERIA



A realistic and relevant description of how the innovation has the potential to scale-up the

applicant company. This should be underpinned by a convincing business plan with a clear

timeline and complemented, where possible, by a track-record that includes financial data.

The ‘potential to scale-up’ aspect and associated financial needs are closely examined if

you are invited to present your proposal

Alignment of proposal with overall strategy of applicant SME and commitment of the

team behind them. Demonstration of need for commercial and management experience,

including understanding of the financial and organisational requirements for commercial

exploitation as well as key third parties needed.

Realistic and relevant strategic plan for commercialisation, including approximate time-to-

market or deployment. Activities to be undertaken after the project. The 'commercial 

strategy' aspect is closely examined if you are invited to present your proposal.

CRITERIA



The European/global dimension of innovation with respect to both commercialisation and

assessment of competitors and competitive offerings.

Evidence of or realistic measures to ensure 'freedom to operate' (i.e., possibility of

commercial exploitation), convincing knowledge-protection strategy, including current IPR

filing status, IPR ownership and licensing issues. Regulatory and/or standards

requirements addressed.

Taken as whole, to what extent the ‘Impact’ elements are coherent and plausible.

CRITERIA



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu



Thank you!

Teşekkür ederim!


