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ASSUMPTION

The template for 2
nd

phase proposals will remain the 

same (or similar) as in H2020



PROPOSAL TEMPLATE



INTRODUCTION

Describe your innovation in no more than 200 words, avoiding jargon or 
technical language. 

Briefly explain, in no more than 200 words, how your innovation relates to the 
overall strategy of your company. 



IDEA AND SOLUTION: 

Innovation in detail

What are the objectives 

What are the challenges or problems
– business, technological or societal
(climate change, environment, gender
dimension, etc.) - that you seek to 
address by bringing your innovation to 
market. 



INNOVATION IN DETAIL 



OBJECTIVES



THE PROBLEM



INNOVATIVENESS

How is your innovation better or significantly 
different than other existing alternatives? 

"All the forces in the world are not so powerful
as an idea whose time has come." - Victor Hugo

Why is the timing right for your innovation? 



COMPARISON TO EXISTING ALTERNATIVES



TIMING: HYPE CYCLES

• Innovation Trigger: A potential technology breakthrough kicks things off. Early proof-of-concept
stories and media interest trigger significant publicity. Often no usable products exist and
commercial viability is unproven.

• Peak of Inflated Expectations: Early publicity produces a number of success stories — often
accompanied by scores of failures. Some companies take action; many do not.

• Trough of Disillusionment: Interest wanes as experiments and implementations fail to deliver.
Producers of the technology shake out or fail. Investments continue only if the surviving providers
improve their products to the satisfaction of early adopters.

• Slope of Enlightenment: More instances of how the technology can benefit the enterprise start to
crystallize and become more widely understood. Second- and third-generation products appear from
technology providers. More enterprises fund pilots; conservative companies remain cautious.

• Plateau of Productivity: Mainstream adoption starts to take off. Criteria for assessing provider
viability are more clearly defined. The technology's broad market applicability and relevance are
clearly paying off.



TIMING: HYPE CYCLES



Current stage of development) 
Technology Readiness Levels), 

Activities and results achieved 
so far. 

Next steps planned to take this 
innovation to the market? 

STAGE OF DEVELOPMENT:



CURRENT STAGE OF DEVELOPMENT 



ACTIVITIES AND RESULTS ACHIEVED SO FAR AND NEXT STEPS 



• Technological

• Practical 

• Economic

Product Development Process

Customer Development Process

FEASIBILITY 



The EIC Accelerator supports high-
risk, high-potential small and
medium-sized enterprises and
innovators to help them develop
and bring onto the market new
innovative products, services and
business models that could drive
economic growth.

BUSINESS RISKS (Excellence) 

vs

PROJECT RISKS (Implementation)

RISKS



High-risk/high-potential innovation ideas that have something that nobody else has. It

should be better and/or significantly different to any alternative. Game-changing ideas

or breakthrough innovations are particularly sought after. It’s high degree of novelty

comes with a high chance of either success or failure.

Realistic description of the current stage of development; at least TRL 6, or something

analogous for non-technological innovations and clear outline of steps planned to take

this innovation to market.

Highly innovative solution that goes beyond the state of the art in comparison with

existing or competing solutions, including on the basis of costs, ease of use and other

relevant features as well as issues related to climate change or the environment, the

gender dimension and any other benefits for society.

CRITERIA



Very good understanding of both risks and opportunities related to successful

market introduction of the innovation from both technical and commercial points of

view. Documentation on the technological, practical and economic feasibility of the

innovation. The 'feasibility' aspect is closely examined if you are invited to present

your proposal.

Objectives for the innovation proposal as well as the approach and activities to be

developed are consistent with the expected impact (i.e. commercialisation or

deployment resulting in company growth). Appropriate definition provided of

specifications for outcome of project and criteria for success.

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

CRITERIA



• 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



• 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



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



• Team
• Different roles and commitment 
• Achievements/experience (strategic, technical 

and commercial) in relation to your innovation
• Role of the company's owner(s) if not part of 

the team. 
• Shareholding and stock options of team 

members (including owners). 
• Strengths and weaknesses of the team
• Plans to acquire currently missing 

competencies 
• Incentives for team members 

TEAM AND CAPABILITIES



ROLES AND COMMITMENT

Team Member 
(Name and 
Surname)

Position Department Function/ key 
competencies

Commitment (from 1-100% 
where 100% is full time,  i.e. 
no other commitment 
outside of the company)

CEO ?

CTO

COO

CMO

Other?



ACHIEVEMENTS AND EXPERIENCE

Strategic (CEO)
Technical (CTO) 
Commercial (CMO)
...In relation to your innovation



STOCK OPTIONS OF TEAM MEMBERS

An employee stock ownership 
plan (ESOP) is an employee 
benefit plan that gives workers 
ownership interest in the 
company. Startups often use 
ESOPs as a corporate-finance 
strategy and to incentivize 
employees, align their interests 
with those of their shareholders 
and compete against large 
companies in attracting talent.



CREDIBLE AND REALISTIC ASSESMENT 

AMBITIOUS PLANS 

STRENGHTS WEAKNESSES

Technical know - how Lack of sales/ marketing skills

Long-term previous collaboration Limited contacts in Europe

Commitment Lack of hierarchy

…. ….

STRENGTHS, WEAKNESSES AND MISSING COMPETENCIES



FINANCIAL INCENTIVES

INCENTIVES

• Salaries
• Stock options
• Bonus (based on targets)
• Other?

• Flexible working hours
• Training/ travelling 
• Team-building activities 
• Company car
• Working environment
• Working for a purpose
• Other?

NON-FINANCIAL INCENTIVES



FINANCIAL NEEDS

• Estimation of  the total financial resources
• Required timing of financial needs to develop your 

innovation and to reach the break-even point 

• Simplified financial information on revenues, expenditures, cash flow 
and balance sheet; 

• Company up-to-date financial data relating to cash and debt; 
• Summary information about company financial history; 
• Company ownership and capital structure (Blended applicants only); 
• Information about current financing round. 

FINANCIAL TABLES



PROJECT RISKS



APPROACH

• Overall structure
• Approach 
• Timing of work packages and 

activities 
(Based on the objectives and 
strategy)



SUMMARY TABLE

Work Package 
(number and 
title) 

Start 
month 

End 
month 

Deliverable 
(number 
and title) 

Milestone 
(description 
and date) –
if applicable 

Person 
months

Indicative 
budget

Grant 
or 
Equity

• Including TRL 9 / market deployment activities covered by EU investment in equity 
up to break-even point 

• Not more than 5 Work Packages 
• Only essential deliverables (ideally one per Work Package)



WORK PACKAGES

Work Package Number

Work Package Title

Start Month End Month

Person Months

Budget

Indicate if requesting financing by grant or 
equity investment 

WP description (You should provide enough detail to justify the proposed resources and also 
quantified information so that progress can be monitored, including by the Commission): 

Description of tasks: 

List of deliverables:

Number Deliverable name Type Dissemination Level Delivery date



DELIVERABLES

Deliverables are outputs (e.g. information, special report, a technical diagram brochure, list, 
a software milestone or other building block of the project) that must be produced at a given 
moment during the action. 

R: Document, report (excluding the periodic and final reports) 
DEM: Demonstrator, pilot, prototype, plan designs 
DEC: Websites, patents filing, press & media actions, videos, etc.
OTHER: Software, technical diagram, etc.

PU - Public, fully open, e.g. web 
CO - Confidential, restricted under conditions set out in Model Grant Agreement
CI - Classified, information as referred to in Commission Decision 2001/844/EC. 

TYPE

DISSEMINATION LEVEL



MILESTONES

Milestones are control points to help chart your progress. Milestones may correspond to 
the completion of a key deliverable. They may also correspond to other inputs, allowing 
the next phase to begin, to decide on further steps or to take corrective measures. 

Together with 
deliverables they 

help the EC to 
assess whether a 

project is on 
schedule

Identify sufficient 
milestones to enable 

progress to be 
monitored at high level 

in all areas of the 
project at regular 

intervals and explain 
your choice

There should be a 
milestone when a 
particular stage is 

complete, or a target 
has been reached.

There should be 
milestones in each 
year of the project, 

so that annual 
reviews can be 

effective



ANNEXES

Annex 1 - Security and Ethics
Annex2 - CVs
Annex 3 - Others
Annex 4 - Financial and corporate information Excel file (provided as 
.pdf and .xls/.xlsx/.ods)
Annex 5 - Pitch-deck (provided in .pdf)



PITCH DECK

Total duration 10 mins:

Company Purpose
Problem & Solution
Value Proposition
Market Opportunity & Risks 
Competition 
Business Model 
Commercialisation & Marketing 
Strategy 
Financial Projections Team
Conclusion 

In Second stage of the evaluation, the 

pitch document cannot be changed 

anymore 

One slide for each heading 



CRITERIA

Evidence that the applicant company cannot leverage sufficient investments from the 

market, particularly for applicant companies requesting blended finance support. Evidence 

that the applicant company is deemed 'non- bankable' by the market, in view of the 

activities to be developed. The 'leveraging of investments' and 'bankability' aspects are 

closely examined if you are invited to present your proposal.  

Technical/business experience of the team, including management capacity to lead a 

growing team. If relevant, the proposal includes a plan to acquire missing competences, 

namely through partnerships and/or subcontracting* and explains why and how they are 

selected (subcontractors* must be selected using 'best value-for-money' principles). The 

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



CRITERIA

Availability of resources required (personnel, facilities, networks, etc.) to develop 

project activities in the most suitable conditions. Where relevant, realistic description of 

how key stakeholders / partners / subcontractors* could be involved (subcontractors* 

must be selected using 'best value-for-money' principles). Where relevant, the 

estimated budget and the procedure planned for selecting the subcontractors* are 

appropriate. 

Taken as whole, to what extent the above ‘Implementation’ elements are coherent and 

plausible.

Realistic timeframe and comprehensive description of implementation (work-

packages, major deliverables and milestones, risk management) taking the company's 

or applicant's innovation ambitions and objectives into account.



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!


