FHREABAMHMEANAERABEERLE

e
The Enterprising University 23-28 February 2003 Scarman
House, University of Warwick Coventry

RE R

MRFHAM C Bt ERS
HEA B R &

o BB = #

A 3E  England
HEEAM 92 $2 23 8~2F2848
REBH92F5F14 18



H
—
il
\.

/
—
\rrrd
L.

R BE7:.C09200899
noB W W E R E
HE 4 ¢ 2

et
HiR% The Enterprising University 23-28 February 2003 Scarman House, University
of Warwick Coventry
THERA:
BIIPIERER
BiAg A\ EEE:
7
HEAE:
B BRIPERZE BBR BE
HBBER: BE
B
HEPE: RRRERE2H-BERREBHRA
HEHH: RRRNFE0 B 14 H
SEERIH: OO/ BIFEACEBIMR  CO/ BB SRR
M  ERSENEAT
WZERE: 2LEBritish Council FrREEHSE—(I ABRESHTH - AHTRE—FE
B SRR R BB RE » SRR AR KB AR
REREREESE - TREASOEERACSESRCENERT - |
R EE BRESE S A BB R B B B SRR R - KRR
BT R - SRS AETE RS - FIAARER (HAEE
EERE---) ZRETHTAE/AT) (Spin-off company ) * 7EE G BT B R
L BREFIRE S5 -

AXETRE LEEH RS

http:/freport.nat.gov.tw/cgi-bin/cat_modify 2003/5/19



= WO DN

The Enterprising University 23-28 February 2003 Scarman House,
University of Warwick Coventry B & € i e # %
BA- A%
FIEREREK

ARARERAACERBNER T ARRRKEFSAN  BAXVKRHABRF RS
P MIFREARBEAKEARLBY AR REFARFHNEEI L £HAR
BI¥M T & HEREHTWRE T ATEA BT - 36 o sbAE o R B 800k -
BRBIRFTOHHEEY > SHROVEAFSOFR

CTHBRERAB R/ ERHERE
e ERER (A6

© AL EH R RE

C BN R BUR R £ B

HERTFHBREM T KA TUHFE B T HAER¥EHALE £
RE ASLEIRTFORBEARY > BATHA 43% HLRMITERE > B A

REBHEFSHHMPEN > R TURLCEES AR RMSE  TEX

ZARBEABRIBRABRXEETAGERRE X P BEAYHY -

C ERAE R H

Bt XEA-BEBRFEAMBANAHRYALEIZ R o BABBH KT
BEREEAS OB ETZA -  EREEAHBZIARTAL > ANHAREEY
WatiRd AP EMTHFS ARG SEoBIREBNMERAR
ERFHoE > BHRERFAA > KRBBHE  IREBAFE AT WO L
B EAA c BBUERETE > KEHBEUE T AMYAR  £5F3
ARERGRE - FRE 1 TRAFERAKRE & ¥ RAosURZ H O E 45 -
BHTHBERHMERARRRUARLARMILE XM > BURRE— QR KREH
RERHEZRR  DIMBEFIRBOCERVEGREREH - UER S
7l > 1995 £ 2 RBURRM & TA5 KP RED 8y 60% 0 X RAEAE Th: &%
R TEARGERFEAST MBS > ARG M T EEZREBORARK
HEMFI -~ HBP LT - Bk 8L XKERSERZIMMBLER
%o mE - AEEMAEME-

B 1 KRS &% R BUR 2 R 69 18 4 B B



fut

~ERHGER

AREEHKBMFRAREN B RRES 2T » ARHLUAEL AR P

HABGRE Wi BRRHALHRR > AT RICEHREEERGS%

Mk EMAREORAH I TAHMLZAE - EERALHREIHM

GHFAEBRFTREEFRBLHARESL  RLHERUBLATREDH (

HAiHE) SEALEUWBER - B 1980 FR4e > & - S0 A M mz Y

—FEENERREY  SREERYREZHBOBERRT  5—F

@ A EAFERRAGBBRR BREALHATELEEL2AAENEE -

RERTHUALBEREEERAAAEAEAORA LMW - HFIR > AR

RATHARFES  FERPEZCHBERATERA R I BUEHE > TR

#T&£ 23 (spin off) RFEMHE P& - R E - LERHTIN -

LEZOGHET  REBFRABLBLARRRAALT BT E  MEERNZ
ARELHEDHEEARAR (R#EL®) HERE - EFEFEGBREL

c BT RS RAMHARUGHHRERS ¢
(DB E H ey B85 % 3%

DFEARLETRTREZ G
(3) 3 e B 265 A& 95 R 485k
(O #F R RRAR IR A P RA MR R
(B E LB R
(B)HEhutF A K EHRE °

MmERFARLGERRZEHREZS
D EREHARER
QBRIFERMEZAL
(3) 14 Bh > 8) Hoalg R Z R B A AT
DEFRENERZAHAL
G)RHEXANEARREAZRR -

MELEBFREHLRHBRT > ELEFE2 AKX AERERFRAHRE R
B EFERNEE - RERINCEHR  EHMBAREHZLATENIAREES
2R BEEHPALHCEEBMOHRARF > URAALELNETR
BEMATCREARNTFHEF BRI -

A—HE o EERTURBHNELESFH B L2 UGERBBE S AR HOE
FEAMRE A RO R > BB ELNAFLELM > MAEVEAT @A
g .
(DA ey 3R 8 7% m&%
() F AR ey st £ 2 9
G)REEAESHHE

Y RILE R TS RE P BT B

BIME AT 2 MARRN 1959 FH AR > RBBRE PHAERA BB E
MZ TR ERK  REEREREG  FPOTHARBOCERTMASD - #
TR I RGP 0 F AT LA R 2 E BB RN 2 7 B 3k



e MLBARAEHETHYEREPZIERAREEIMNESLAE ME
TREDEREHEE - B MBERFOETR -
(DEAFBAE
R E AN B ESOA BRSSP LS TR ER ERPEFTOER
KAECERHEANETRGER BRP I OCELBLHBA AL BB
¥2EAR - FRYCETUFHAEARETREH B EERBEBOKRE > Hldo X
WEBAEENERELLT LR -
DEFARPCEEROIHEBERRABHABRCESBMHAEF O ALBU TS
Bi¥ER T ol By -

REFRFSHMBBRRATIBRRY

(1) S8y 52 He &) £ 37 B 27 Bodle

(DAHERapAFTEHMEH -

(DEEAERRAHA » A BEAERRABLERE -
(DRLEHBBORPIBRBEBRIFHE Q-

DA ATEA S » BEARABRFEERBAEZLFER -
(B)FFEXHML > FALBMBIBEOBE  REARTROKHKE -

~ ARILATE N E

(DASRIITA NN TREESLTRZA

(2)%& & 4% (Spin-off) »
RNEHEAE TR B BATRIL—FHNE) 0 BRI GBI ERE B R
FHRB > S RBEBABZR -

HLAEENTLBE TRARLLESHE AR (ARRAM - HRER) THEHA
B3 8] 0 g A4 8] 7T K S8 & A M e 4T 4 2> 8) (Spin Of f Company ) ©

FTAE N AR R

(1) 4o 5% A7 8% Bilg A1
Bk EXBMRE  FREXRERAR REXTASHMN HHBEREL
BB EEE 55 -

(2)3816 & ¥ WAy
EHRBERBEERAG AR EAHATREBZFT AP #HUAMK
HAHEROBARBR S AL BETE -

NoREBEERE

(DEERBNRESYR  RRBETHMEELFFEAEHBL -
(DEMBEEGRY BEXTRAGCHBOEELBFR HAEHGBREN - F
PR A Y "H% ) (clusters) » ¥EPAEF A YT ERS -
B SraMoE—BMAR "EEHR %, (Industrial Cluster) » & X454 RBF]

B ENBTHE A EER -
DEEEREY  THRAFRBRARIA  HEAHESERE > A4~ HiF - &3
BAEBEAD EITSHEFAERFHIOELEBRAH -



G)EER A &S TR H M - Mt BREFTHELRKATK -
(G)FAEERERABERFES -
(D#FA#ZEE S RABTF

CREBF N HMEEEAEAXEY

(DRERES AL ARAPUEE  EEZRCOMHX -

(DMF BRIk HB T RAMERRRER -

(Do YERBTRAAGZHE LM B RO TIM AT R SRR EAR
B RB RN -

(DEERERINBREEHARRLE AL, AU RN BB REREFREAS
Rt -

(GIEMELE (RS MAAKAERY -



Bureom Clont
Tk 90%Y (8669423925 |

&Yﬁw( Lax . o 00_(—~§§3/?

léw_’/‘/SA'S/’— Frylec

mercia

institute of enterprise

Incentives that work: the
Enterprise Festival and the
Business Plan Competition

Professor Stephen Hagen
& Sandy Sparks

s emerprisefest com

Examples of awareness raising
activities

1. The Enterprise Festival
- EnterpriseFest

2. The Business Ideas Competition

-  Bizcom

www anarpriniesiosm

‘What is EnterpriseFest?

EnterpriseFest was launched in 2001 by the Mercia
Institute of Enterprise. EnterpriseFest is an
Entrepreneurial and Innovation Festival.

wern enmpnmfasieam




The principal aims of EnterpriseFest are:

+To encourage students and staff to think about setting
up their own business

+To introduce academic staff to Enterprise issues
+To promote working in SMEs in the West Midlands

-To increase the number of exploitable inventions
coming out of universities

+To develop mechanisms for licensing, patenting and
spinning-out

www smarprissfestoom

Who is EnterpriseFest for?

» Undergraduate & postgraduate
students

« University staff and researchers

+ Entrepreneurs themselves and the
business support community

www snmprsfesn com

What happens at EnterpriseFest?

+ Keynote speeches from entrepreneur
millionaires

.

Programme of seminars and workshops on
all aspects of setting up a business or
running Enterprise programmes at
Universities

Opportunities for confidential one-to-one
consuitations with business advisors

Exhibition of Enterprise opportunities

e amierprimfealcom

[§8)



What happens at EnterpriseFest

Opportunities for undergraduates to gain
accreditation (Warwick University skills
certificate)

.

Business Ideas Competition link

Gala Dinner with entrepreneurial keynote
speaker

. emiarprisefast com

Building on the success of
EnterpriseFest 2001
EnterpriseFest 2001 attracted over 300

students and 60 academic staff from the
Region’s universities.

We are keen to build on this success by
making EnterpriseFest even more popular
and effective in raising awareness of
Enterprise in the region’s universities.

www.camrpriselas com

EnterpriseFest 2002

EnterpriseFest with Anita Roddick as plenary speaker
as held at University of Warwick in June 2002

Successful wine tasting exercise

Birmingham University held another EnterpriseFest
during December 2002 specifically dealing with
Cluster Policies

» With a total of 420 attendees

e ameprisefusoom




EnterpriseFest 2003

+ EnterpriseFest 2003 will be taking place at:
Staffordshire University 22 March 2003
University of Warwick 17 & 18 June 2003
Coventry University in Autumn 2003

« There are another three planned per annum
for the next three years

www.nterprisciustoom

Benefits

Free delegate pack on how to start your own
business

Travel bursaries for students from outside the
University venue

Registration fee for students of £5.00 (on-line)
Registration fee of £75.00 for staff, which can
later be claimed back though AWM

Gala Dinner at Scarman House, Friday 21= June,
8pm

www cammpriseler.com

Help needed

Promotion of EnterpriseFest at respective
universities through one representative at each
institution - who may invoice Mercia for £150

Attendance at the event. Seminars on technology
transfer and selling services to business through
“Contact” may be of interest.

Networking opportunities at the Fest, especially
at Gala Dinner

www enwmnmfescom




What support is required from each
representative?

Main point of contact at each university

Liaison with students union, careers service & IT
services for distribution of promotional material
Event promotion through university publications
and websites

Make suggestions for case studies of successful
spin outs from Universities (c.g. Lord Stafford Award
Winners, t@steonline Wolverhampton)

wwe.smerpriseienLoom

Useful resources

« http://www.venturefestoxford.net
« http://www.efs.ac.uk
* http://www.ventures.warwick.ac.uk

www amerpriselesioom

EnterpriseFest
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The Enterprising University

Dr Jonathan Nicholls — Registrar

THE UNIVERSITY OF

- WARWICK S

The Enterprising University

10 Essential Steps to become an Enterprising University

a

Oo00og

Burton R Clark: Creating Entrepreneurial Universities

“Pathways of Transformation”

The strengthened steering core

The expanded developmental periphery
The diversified funding base

The stimulated academic heartland

The integrated entrepreneurial cuiture

 WARWICK
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The Enterprising University

10 Essential Steps to become an Enterprising University

Frank T Rhodes (former President of Cornell): The Creation of the
Future: the Role of the American University

“The American university remains an organisational enigma, whose
loosely coupled structure and collegially based organisation defy the
established canons of management. But the very flexibility of the
internal organisation of the American university has nurtured its
entrepreneurial spirit.”

Tadays umv'=r5|ty has no ac,knowledged centre. i
circle of disciplinary and professional strongholds jostling for
position, and surrounding a vacant centre. Among the neighbouring
fiefdoms, there is little meaningful contact.”

WAK_/ICK“ 3 ‘f; b ‘

The Enterprising University

10 Essential Steps to become an Enterprising University

A Warwick View:

1. Don’t over-rate strategy
Cultivate opportunism and innovation

Be decisive, quick and nimble

H DN

Make the best appointments

 WARWICK



A Warwick View continued:

5. Balance independence at the periphery with strength
at the core

Reward and celebrate successes
Be ruthless with your (inevitable) failures

Cultivate a diversity of activities

‘o @ N oo

Spread the benefits and the culture

10.Enjoy the experience!

I



Approaches to
Entrepreneurship Education

Professor Michael Taylor
University of Birmingham

Professor Mike Teylor. University of Birminghant Scbool of Geography, Earth & Environmental Scionces, 5333

Entrept ship is a si engine of growth in the economy

- The foundation of manufacturing growth in the West
Midlands - Metal bashing and SMES

Entrepreneurship involves:
1. The identification of new business opportunities
2. The commercial exploitation of those ideas

QUESTION

Is entrepreneurship teachable - can it be learned? Is it an innate
capacity?

- Indeed, by detinition, can academics teach it

i

Professor Mike Taylor, University of Birminghmn, School of Geography, Earth & Environmental Sciences. 555

New emphasis on Entrepreneurship in government views on
d p and p the k g

economy

- Need to build Entrepreneurship capacities
- Modernise the Science base of UK business
- Create an enterprise culture

- Foster a new entrepreneurial spirit

Professor Mike Tayior, University of Birmsnghau, School of Geography, Earth & Envirosunental Scicuices.




Challenge for the universities to contribute to this
agenda through entrepreneurship education:

- Help build

P ship competences

F and d and acadi
entrepreneurship and spin-out

- Promote enterprise cuiture

- Encourage knowledge transfer

Profeasor Mike Taylor, Usiversity of Bimingham. Scbool of Geograpily. Earth & Environsuenial Seicnces. S22

What Entrepreneurship education might embrace

Ba: vel: Higher Level:

+ Marksting » Finance raising of Management
+ Understanding Accounts + Management Accounts

« Managing People * Market Research

« Knowing the Law + Product innovation

« Preparing Business Plans + Distribution & Networking

» Basic Calculation . Emrtpnmursh[p Theory

+ Basic Report Writing + Exporting & Importing

+ SME Research
* Managing Growth

Broad agreement in the literature of the need for a mix of theory and practice
»

Professor Mike Taylor, Usiversity of Birmingbam. School of Geography, Eanth & Envirommental Sciences. =2

Four distinct markets or constituencies for
Entrepreneurship Education

- Er i Schoot Ti

The Third Task Agenda ~ Capitalising on IP

Extending Undergraduate ‘Enterprise Literacy’ beyond
gineering Sci and i

Regional Economic Agenda

]
Profeasor Mike Taylor, Usiversity of Binmingham. Sclioo! of Geograply. Eanl & Enviromnental Sclences.  S3=e




Enhanced Business School Teaching

- Add Entrepreneurship to MBAs

- New Masters Degrees in Entrepreneurship

- Taking il and Entrepr ip T ing into
i Engineering and Med
Lo
Prolcssor Mike Taylor, Uni B luas . Earth & Sciences. s
The ‘Third Task’ Agenda
- Universities encouraging business spin-outs and the
i ing of i by and
researchers.
- Apotential new income stream.
- Needs supporting with at least basic level entrepreneurship
competences.
©
Professor Miks Taylor, University of Birminghans, School of Geography, Earth & Envi Sci S

Extending Undergraduate ‘Enterprise Literacy’

- Ars, | and Social Sci most
go into employ in large
government.

P or

- They atfect the business environment for
Entrepreneurship.

- Need to sensitise graduates to their impact on the

p ship

Professor Mike Taylor. Univenity of Bimainglam, Scluol of Geograplzy, Earth & Environcsestal Scisnces.




Enhancing the Regional Economic Agenda

- i failures b. P s lack the
business skills they need

Take entrepreneurship education into the community

« CPD

* Life-long learning

* E-learning

* Web-base enterprise discussion groups

Profesaor Mike Taylor, University of Binninghun. Sebool of Geography, Exrth & Envitompcntal Sciencer. =

Mercia Institute of Enterprise - education component

TEEE project about to begin

£750,000 for partner i tod
modules on enterprise and entrepreneurship

- Sharing the expertise

- Making the expertise i to the reg

Professor Mike Taylor, University of Biruinghain, Schoui of Geopraply, Eanls & Environnental Sciences. &%




Sandra Sperks

From: Ederyn Williams [Ederyn.Williams@warwick.ac.uk]
Sent: 26 February 2003 10:25

To: Sandra.Sparks@warwick.ac.uk

Cc: HAGEN_S@wmgmail.wmg.warwick.ac.uk
Subject: COAP

Dear Sandy,

The delegates at today's HEMP course seemed interested in this. They are welcome to use it as long as they
acknowledge Warwick copyright.

Yours

Ederyn

Ederyn Williams

Warwick Ventures, University of Warwick
Barclays Venture Centre

Sir William Lyons Road

Coventry CV4 7EZ

Tel 02476 323 313

Mobile 07989 578572

27/02/03
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Commercial Opportunities Appraisal Process (COAP)

What is COAP?

COAP is a system for managing commercial opportunities arising from research.
It is especially suitable for university technology transfer operations, as it is
based on experience at the University of Warwick, one of the UK’s leading
technology transfer operations.

How will COAP help me?
COAP has the following advantages for a technology transfer manager:

e It ensures that all commercial opportunities are systematically recorded, so
that opportunities are not lost if your staff move on

e It ensures that decisions to pursue or drop projects are made in an open,
consultative manner, which can be justified subsequently

e It includes the COAP Scoring System, so that each opportunity has a priority
score at all times. This allows you to accelerate or delay projects in a
systematic manner.

e It generates statistics, which help you to track your progress over time,
benchmark your performance against other universities, and report to your
Board.

e It allows you to estimate current and future workloads for your individual
exploitation managers and your team as a whole, which is invaluable for
smoothing the workload and for drawing up budgets

e It can be easily introduced into a busy technology transfer unit, as only a
limited training period is necessary

The two key documents to get started on COAP are the Initial Opportunities
Description (example follows) and the COAP Scoring Scheme (see later)

For more details: Contact Dr Ederyn Williams on 02476 323 313 or e-mail
ventures@warwick.ac.uk

Warwick Ventures, University of Warwick, Coventry CV4 7EZ Tel 02476 323 313 E-mail ventures@warwick.ac.uk
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An example of an Initial Opportunity Description

“PURE-BLUD”: CULTURED RED BLOOD CELLS

COAP Number: 00004 Academic: Prof Genius, Biology
Date: May 31st, 2000 Project Manager: EW
Background

Tissue engineering is now becoming well established, with artificial skin and cartilage now on the market.
Blood is in constant demand, but there is no well-established method of producing artificial blood which is
anywhere near as good as the real thing. Although supplies of blood from blood donors is in fairly
plentiful supply, there will always be significant health risks due to unidentified viruses: the recent
scandals with blood contaminated by AIDS and Hepatitis C viruses are likely to recur, as new viruses
emerge.

The Invention

Professor Genius and co-workers in the Human Biology Department have been researching for the last 10
years into methods of culturing human red blood cells. Funding has come from the MRC and Wellcome
Trust, so the IPR probably belongs to the University. They now have a technique that allows them to
produce cells in 1 litre vats within a week, and feel that this could be developed to produce artificial blood
for transfusions on a large scale. Prof. Genius states that since his red blood cells are bred from a pure
strain, they are guaranteed virus-free. They are also free of blood-group factors (O, A, B) and so can be
used for all patients. . )

The Market

According to Prof Genius, over 1 million units (litres) of blood are used in the UK per year. He reckons
that his “Pure-Blud”, as he calls it, will entirely replace blood from blood donors. He is not sure what
price it will sell for, but thinks at least £50 a litre, making a market of £50 million p.a. in the UK, and
perhaps £500 million worldwide. However, in the UK, donors currently give their blood free, so hospitals
don’t have any budget to pay for “Pure-Blud”. Like other medical inventions, there will be a requirement
for a prolonged clinical trials process, which could be very expensive and time consuming.

Next Steps and Grant Requested

Prof Genius is a leader in his field, well-funded by prestigious organisations, so this could be a
breakthrough. We believe that it can be patented, though we have not yet been able to undertake a patent
search. Our patent agents (Brainey & Misterius) have offered to undertake a search and report on
patentability for £1,000 plus VAT.

Since there is no established market, we will have to do significant work to get a sensible idea of the
market size. A consultancy firm, NuMarkets, have offered to undertake a market analysis for £4000 plus
VAT, reporting six weeks from commissioning.

COAP Score:
Uniqueness 3 Readiness 3 Value 5 Profit Margin 4 Competition 5
Edge 3 Access 3 Conservatism 3 Commitment 4 Experience 1

Initial COAP Score 34x2 = 68%

Warwick Ventures, University of Warwick, Coventry CV4 7EZ Tel 02476 323 313 E-mail ventures@warwick.ac.uk
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The Warwick Commercial Opportunities Appraisal Process (COAP)
The COAP 10-Dimensional Rating Scale

A key part of COAP is the 10-dimensional rating scale, which is used as a standard method for
rating, and thus comparing Projects.

We do not claim that this scale is the only, or even the best way of scoring Projects. However, it

does clearly cover the major points of interest, and consistent usage will bring many benefits

including:

e Comparisons, for prioritisation, between one Project and another

» Comparisons of scores for an individual Project over time. A rising or falling score will suggest
a course of action

» Highlighting strengths and weaknesses

¢ Highlighting areas where additional work could improve the overall Project score

The 10-dimensions chosen are:

Uniqueness of the technology

Readiness of the technology for production
Value of the market

Anticipated profit margins

Intensity of competition in the market
Competitive edge of the product or service
Ease of access to the market

Customer conservatism

Commitment of the team

Commercial experience of the team

Srmommyow e

Each Project should be scored from 5 (excellent) to O (very poor) on each dimension

My thanks go to David Catton, of Sheffield University Enterprises Ltd, whose original idea was the
genesis of the COAP Scoring system.

SCORING GUIDELINES

The following guidelines give an indication of what characteristics lead to higher or lower scores.

In some cases you will need to use your judgement, as the descriptions will not correspond exactly to
the situation which you find. If a particular project has some aspects of a 2, and some aspects of a 4
on a particular scale, then just give a 3 and stop worrying! If you have no information at all, give a 2
(the Default Score).

Scores on each of the ten scales can be totalled and doubled, to give a score out of 100. This can be
useful in prioritising. Do not be surprised if quite promising projects get an initial score of less than
50%. This just indicates that there is a lot of work between the initial stage and, for example, the

level required in a well-rounded spin-off company which is able to raise venture capital and start
trading.

Warwick Ventures, University of Warwick, Coventry CV4 7EZ Tel 02476 323 313 E-mail ventures@warwick.ac.uk
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THE 10 COAP DIMENSIONS

A.  Uniqueness of the technology

Score of 5: for a family of patents, granted worldwide, which covers several interlinked aspects of the
technology

Score of 4: for a single patent, granted worldwide, which covered the fundamentals of the technology, or for
a very major suite of software which would take many man-years to duplicate

Score of 3: for a strong patent application, or for a significant suite of software

Score of 2: for smaller software suites, or extensive know-how

Score of 1: for an interesting research result which might be protectable

Score of 0: for a bare idea, with no evident uniqueness or protectability

B. Readiness of the technology

Score of 5: the technology is well proven and bug free, and a process for volume manufacture has already be
proven by manufacture of significant quantities (or is trivial, as for example, with software duplication)

Score of 4: the technology has successfully completed beta-testing (i.e. field testing with real customers) and
is thus relatively bug-free, and a small-scale manufacturing process has been demonstrated.

Score of 3: the technology works well in the laboratory, but has not yet been tested by customers.
Manufacture seems to be relatively straightforward in theory

Score of 2: the technology can be made to work sometimes in the laboratory, though this is still considerable
“black art” in doing it repeatedly. Not much thought has yet been given to larger scale manufacture.

Score of 1: closely related technologies have been made to work in this lab, and there seems to be no
theoretical reason why this one shouldn’t work too

Score of 0: the technology should work in theory, but hasn’t yet been tried

C. Value of the Market

Score of 5: the worldwide market for this product and its direct competitors is likely to be in excess of £20
million p.a

Score of 4: the worldwide market is likely to be £5-20 million p.a

Score of 3: the worldwide market is likely to be £3-5 million p.a

Score of 2: the worldwide market is likely to be £1-3 million p.a

Score of 1: the worldwide market is likely to be £250k to £1 million

Score of 0: the worldwide market is likely to be less than £250k p.a.

D. Anticipated profit margins (if considering a license, score on the
anticipated royalty rate)
Score of 5: the gross profit margin per sale is likely to be over 70% (royalty >7%)
Score of 4: the gross profit margin per sale is likely to be over 50% (royalty >5%)
Score of 3: the gross profit margin per sale is likely to be over 30% (royalty >3%)
Score of 2: the gross profit margin per sale is likely to be over 20% (royalty >2%)
Score of 1: the gross profit margin per sale is likely to be over 15% (royalty >1%%)
Score of 0: the gross profit margin per sale is likely to be under 15% (royalty <1%%)

Warwick Ventures, University of Warwick, Coventry CV4 7EZ Tel 02476 323 313 E-mail ventures@warwick.ac.uk
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E. Intenmsity of Competition in the Market

Score of 5: this is a brand new market, and there are currently no actual or potential competitors

Score of 4: the market is relatively new, and the competitors are very small firms which have no current
technological or marketing lead. ’

Score of 3: the market is relatively new, and the competitors are still relatively small, though some may have
a small lead in some areas, or have access to significant venture funding.

Score of 2: the market is becoming established, and competitors have grown to medium size (£5m plus sales
p.a.) and gained a reputation as market leaders.

Score of 1: the market is well established, and the competitors are already substantial companies with the
ability to quickly adopt or duplicate new technologies.

Score of 0: the market is mature, and is dominated by a few multinational companies with major research
capabilities, marketing reach and financial muscle.

F. Competitive Edge of your product or service

Score of 5: the product/service is several times as good as the competition in one or more customer-critical
areas, and is not worse in any other areas.

Score of 4: the product or service is significantly better than the competition in at least one customer-critical
area, and is not worse in other areas.

Score of 3: the product or service is marginally better (e.g. 25% better in at least one customer-critical area),
and is not worse in other areas, or is significantly better is one area, but has minor disadvantages in other
less critical areas.

Score of 2: the product or service is marginally better (e.g. 25% better) compared to the competition in at least
one customer-critical area, but has disadvantages in other less critical areas

Score of 1: the product or service has advantages over the competition in one or more areas, but they do not
appear to be areas that are critical to the customer

Score of 0: the product or service has no evident advantages over the competition

G. Ease of access to the Market

Score of 5: the potential customers worldwide have already been listed (or can very easily be listed) and sales
contacts can be initiated as soon as the product is completed, or well-established worldwide distributors are
enthusiastic.

Score of 4: the potential customers or enthusistic distributors can be easily listed in some territories, and it
appears that with enough work, other territories can be brought up to the same level.

Score of 3: the potential customers and distributors can be described in general, and there are no evident
barriers to accessing them, though generating the lists would be significant work

Score of 2: it is still fairly unclear what the profile of the potential customers is, or the profile is clear but there
are some significant barriers (e.g regulatory approval) to reaching them.

Score of 1: some potential customers can be described, but there are substantial barriers (e.g. regulatory
approval) preventing short-term access to them

Score of 0: some potential customers can be described, but the barriers to reaching them are very substantial.
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H. Customer conservatism

Score of 5: the customer group is very innovative and experimental, buying new products or services just to
try them out

Score of 4: the customer group is fairly innovative, and are willing to try out new products and services Wthh
seem to have some advantages

Score of 3: the customer group is not especially innovative, but is willing to give a fair hearing to any product
or service which seems to offer clear advantages

Score of 2: the customer group is relatively conservative, preferring to stick to established methods unless
new ones offer a strong advantage

Score of 1: the customer group is very conservative, tending to prefer “tried and trusted” methods and resist
new ones for years even, though they offer strong advantages

Score of 0: regulatory, legal, moral or religious reasons lead to new methods being rejected irrespective of
their advantages

L Commitment of the team

Score of 5: the inventors and other members of the team are glad to leave their current jobs, invest their life
savings and mortgage their houses in order to see the commercial opportunity realised. .

Score of 4: the inventors and other members of the team are willing to take full-time leave of absence from
their current jobs, and invest meaningful sums (e.g. 25% or more of their annual salary).

Score of 3: the inventors and other members of the team are willing to take spend 50% or more of their time
on the commercial opportunity, on an agreed split with their current jobs, and to invest modest sums (over
£1,000).

- Score of 2: the inventors and other members of the team are willing to take spend a small portion of their time
(20% or less) on the commercial opportunity, but are not willing to make even a modest investment.

Score of 1: the inventors and other members of the team are willing to act a consultants, in addition to their
normal jobs, providing they are paid consultancy fees, but are not willing to make even a modest
investment.

Score of 0: the inventors and other members of the team believe that their job is now finished, and are
unwilling to spend any further time on the opportunity.

J.  Commercial experience of the team

Score of 5: the inventors and other members of the team have a previous, very successful, experience in the
commercial exploitation of a2 new technology.

Score of 4: the inventors and other members of the team have a previous, not very successfil, experience in the
commercial exploitation of a new technology, and feel that they have learnt to do it better this time.

Score of 3: the inventors and other members of the team have worked for commercial companies in a
management role, though this role was relatively narrow (e.g. managing a research team, rather than
general management).

Score of 2: the inventors and other members of the team have worked for commercial companies, though not
in 2 management role, and have maintained good contacts with various commercial companies since
joining the University.

Score of 1: the inventors and other members of the team have not worked for commercial companies but have
had regular contacts with a number of commercial companies through, for example, joint or sponsored
research projects

Score of 0: the inventors and other members of the team have not worked for commercial companies and their
University research has almost all been publicly funded.
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Business Ideas Competition
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‘What is bizcom?

* Aims and objectives
* Who can enter?
* What are the bencfits?
* Stages of bizcom
* Whatdo I win?
* Rules & regulations
* Judges

= Confidentiality

* Future
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How does it fit
Mercia Institute of Enterprise

+ UKSEC

*  EnterpriscFest

*  Skills Certificate

+  EFS - Enterprise Fellowship Scheme

*+  Curriculum Development
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‘What is bizcom?

Aims:
10 encourage students to think in terms of setting up their own business

1o promote and develop & positive climate for small business in the West
Midlands.

Objectives:

promote eneprencurship & develop next generation of entreprencurs
enable people to strt own business

explore enreprencurial dream

learn about venture formation

designed 10 be locally managed and owned by each University/Coliege.

e biazompetiion.com

Who can enter bizcom

any registered student

full-time or part-time

individual or team

one of the participating institutions

iversities:

Iniversy

Aston Hurper Adams
Birmingham Newman
Central England Worcester
Coventry
Kecle
Staffordshire
Warwick
Wolverhampton

www.bizcompeiiton.som s

)

What are the benefits? \9\%0 d

High level of feedback

Chance 1o leam more sbout the processes of business
Prestigious platform for successful launch of your business idea
Access 10 networks & valuable contacts

Greater understanding of the investment process

Generation of a more realistic & markeuble idea

Financial benefit

W bzcompetition com 6




Stages of bizcom

Stage |

Create the executive summary of your business idea (max 1200 words)
Submit your entry 10 the University representative

Winner selected for each University fCollege

Winner will reccive University Busincss Award (UBA) £1000.00
Mercia Business Merit centificates

Request Grom onlinc web form a “starting your business” pack

List of winners posicd on the websiie

wwrw.bizcomperiion.com 7

. ) .
Stages of bizcom  yzeo™}

Stape 13 B

Winners from cach University/College submit morc detailed Business Idea
“Plans" (max 4500 words)

Short list of finalists selected by regional panel of adjudicators

Presentation to the panel of judges (b)
- 15minute prescatation

- 5 minute questions & answers
Judges to provide feedback & advice

Final sclection

Winner receives £4000 plus in-kind support®
Mercia Top Business Award (MTBA)

and Lord Stafford Student Award

Runner-up receives £1500 plus in-kind support
s st b v o basiass wla it FARRLTECOPELiION. cOM

What do I win?

Stage ]
£1,000
University Business Award - UBA

Stage Il

Winner £4,000

Mercia Top Business Award - MTBA
Runner-up £1,500

Stage 1
Support

wwwsacompetnion.com 9




Rules & regulations  7com?

# =

Tegistered student - fuil-time or pari-time — participating institution - <,
individual or 1eam

idea needs to be innovative

no existing funding (‘ground-bait’) to date.

financially viable

between Stage | & Stge U the team members can change

submission can include pictures / graphics

Submission by post or electronic

prize money must be used for a business purposc related to your idea.

www. bzconpetinon.com 1

Judges

Panel

University! College panel
each University/College sclccs a judging panel
at Jeast 3 members, and a maximum of § members

MIE regional panel

The judging panel will consist of:
a business representative

venture capitalist

entreprencur

University staff member

banker and/or lawyer

chaired by the Director of MIE.

Www bizsampet ion. com -

Confidentiality

Confidentialiey
judges agree to treat entries as confidential

Jjudges 10 sign iality of discl befc d

copyright - the content is owned by the individual or team applicants, not
MIE or University/ College

IPR - falls under cach individual University/College rules and regulations
posted or submitied online.

Winncr's citation will contain jointly worded text 1o proteet confidentiality of
idea.

W bizcomperiion.com 2




Future

+ Open to all staff
* Different categories

glenss bini

Useful resources: continued
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