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INDICATIVE PROPOSAL TEMPLATE



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



• Market assessment (inc. conditions 
and growth rate)

• Potential customers
• Unique Selling Points 
• Differentiators 

MARKET AND CUSTOMERS



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  

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



• 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



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 



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!


