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WHAT IS THE SME INSTRUMENT FOR? 



WHAT IS THE SME INSTRUMENT 
 Accelerating the commercialisation of excellence 

 Commercialisation of ideas that will have a big impact 

 (Impact means jobs and turnover in EC) 

 Convince that you are going to fix a big problem and make loads of money, creating jobs in 
Europe as you go. 

  

FOR? 



 Pursuing interesting ideas – only lucrative ones 

 Fitting out a factory (particularly if you are a start-up) 

 “Me-too” products – you need to be “never seen before” 

 To find the next “Apple”  

 Parochial projects  

 People who like a “sure thing”. On the face of it  - chance of success 6-8% 

 (but it can be done!) 

in crayon. - don’t cross  out and write  European Commission 

NOT WHAT IS THE SME INSTRUMENT FOR? 



A BIT ABOUT THE ASSESSMENT PROCESS 
 4 assessors will look at your proposal  
(1 Technical, 1 investment, 1Business, + 1 more 
from one of these categories). 

 Each Score Individually 

 Highest and lowest dropped, average of middle 
two used (per sub-criterion)  

  Scores for each criterion calculated, and totaled 

Check if total above ranking threshold 

Ranking Score calculated  

Compared with all other ranked proposals and top 
ones funded until budget runs out. 

(Impact x 1.5!) 



A BIT ABOUT THE ASSESSMENT PROCESS 
 Answer the questions - it’s an exam not an interview 

 Score 5 everywhere you can – you will need it 

 Don’t try to show how clever you are, show how you will solve a big problem, 
and make loads of money, creating jobs in the process. 

 I get paid (not very well) to assess 4 Phase 2 proposals a day 

 You have only two hours of my time 

 You need to be obviously brilliant – not hint at it 

 Smack me in the face with your idea, and then provide evidence 

  

More 

V 



HOW DO I EVALUATE A PROPOSAL? 

 You write…… 



HOW DO I EVALUATE A PROPOSAL? 

 I assess…… 



HOW DO I EVALUATE A PROPOSAL? 

 I try to take a cue from Socrates. 

 Socratic method (ἔλεγχος elengkhos) 

 “argument of disproof or refutation; cross-examining, testing, 
scrutiny esp. for purposes of refutation" 

 Socrates generally applied his method of examination to 
concepts that seem to lack any concrete definition. 

 I try to do the same to assertions that have no concrete basis. 

 e.g. “we expect to obtain 5% market share by year 3”           
“the performance will be attractive to the market” 

If you do not provide compelling evidence, I 

will not believe you. 



THE INDIVIDUAL CRITERIA 

    



EXCELLENCE 

The Hook 

Start with a paragraph on the 
opportunity, your solution and how you 
will make loads of money  

Don’t spend too much time telling me you 
are really clever 

Try to convince me that the market thinks 
you have a brilliant idea, and that they 
will buy it from you 

Compare to the competition (both 
technical and commercial) 

TRL1 TRL2 TRL3 TRL4 TRL5 TRL6 TRL7 TRL8 TRL9 

Show clearly that you 

are TRL6 …... 

…. how you got there....... 

…. and the accelerating 

effect of the grant 

This is really important  

If you convince me this is a good opportunity here,  

I will spend the rest of my time trying to find evidence to support this 

opinion. 

 

If you convince me this is a bad opportunity here,    

I will spend the rest of my time trying to find evidence to support this 

opinion. 

C
o
nf

ir
m

a
ti
o
n 

B
ia

s 



EXCELLENCE - SUBCRITERIA 
The proposal indicates in a convincing way that there will be demand/market (willing to pay) for the innovation when the 
product/solution is introduced into the market 

The targeted users or user groups of the final product application and their needs are well described and the proposal provides a 
realistic description of why the identified groups will have an interest in using/buying the product/application compared to current 
solutions available. 

The proposal provides a realistic and relevant analysis of market conditions, total available market size and growth rate, competitors 
and competitive solutions and key stakeholders, clear opportunities for market introduction. 

 It is described in a realistic and relevant way how the innovation has the potential to boost the growth of the applying company 

The proposal demonstrates the alignment with the overall strategy of the participating SME(s) and the need for commercial and 
management experience, including understanding of the financial and organisational requirements for commercial exploitation as well 
as key third parties needed. 

The innovation /solution has a clear European dimension both with respect to commercialisation and with respect to competitor / 
competition evaluation 

The strategy plan for commercialisation is described in a realistic and relevant way, including approximate time to market/deployment. 
Activities to be further developed after phase 2, including additional dissemination measures, are well outlined. 

Measures to ensure "freedom to operate" (possibility of commercial exploitation) are realistic and there is a convincing strategy of 
knowledge protection, including current IPR filing status, IPR ownership and licensing issues. Regulatory and/or standard requirements 
are well addressed 

Overall perception including other pertinent factors (e.g. communication) not covered by the above questions (25% weight in the 
assessment) 



IMPACT 
All sections are equal, but some are more 
equal than others 

The Hook 

Start with a paragraph on the opportunity, 
your solution and how you will make loads 
of money (pretty much the same as in the 
last section) 

Show me that someone other than you and 
your mother thinks you have a good idea. 

Market information, market validation, 
market interest. 

Clearly demonstrate Freedom to Operate 

 

Hook 

• Horror 

• Heroics 

• Happily ever after 

Show 

• Show the opportunity 

• Show using graphics (tables, graphs ….) 

• Show that you know (not think….) 

Tell 

• Tell me the market cares 

• Tell me how you will make money 

• Tell me why you are better 

Show 

• Show me you aren’t making it all up 

• Show me independent references/evidence 

• Show me evidence of superiority 

 

Remember  

my assessment order? 



IMPACT - SUBCRITERIA 
The innovation aims new market opportunities addressing EU/global challenges 

The proposal provides a realistic description of the current stage of development (TRL 6 - see note 1- or similar for non-
technological innovations) and added value of its innovation as well as very good understanding of the competing solutions. 
Includes good comparison with state-of-the-art, known commercial solutions, including costs, environmental benefits, gender 
dimension- see note 2 -, ease-of-use and other features. 
Note1: Technology Readiness level (TRL) is a measure used to assess the maturity of evolving technologies. Please see part G of the 
General Annexes. 
Note 2: In relation to the project content, e.g. gender studies, clinical trials, etc. 

The objectives for the project as well as the approach and activities to be developed are consistent with the expected impact 
(commercialisation/ deployment). Specifications for the outcome of the project and criteria for success are well defined 

The expected performances of the innovation are convincing and have the potential to be relevant from a commercial point of 
view (Value for money). It is potentially better than alternatives 

The proposal reflects a very good understanding of both risks and opportunities related to a successful market introduction of 
the innovation, both from a technical, commercial point of view. 

Overall perception including other pertinent factors not covered by the above questions (25% weight in the assessment) 



IMPLEMENTATION 
 Show that you are the right team 

 Show that you have the right approach 

 Show you have the right facilities 

 Justify your subcontracts, and show you used 
value for money 

 Remember section 4.  

 Photographs and details of your facilities.  

 Give compelling CVs for significant actors in 
the project 



IMPLEMENTATION 
The proposal demonstrates that the project has the relevant resources (personnel, facilities, networks, etc.) to develop 
its activities in the most suitable conditions. If relevant, describes in a realistic way how key stakeholders / partners / 
subcontractors could be involved and why and how they were selected (subcontractors must be selected using best 
value-for-money principles). (Where relevant/) Participants in a consortium are complementary 

The team has relevant technical/scientific knowledge/management experience, and a very good understanding of 
the relevant market aspects for the particular innovation. If relevant the proposal includes a plan to acquire missing 
competences, namely through partnerships or subcontracting (subcontractors must be selected using best value-for-
money principles) 

Taking the project's ambition and objectives into account, the proposal includes a realistic time frame and a 
comprehensive implementation description 

The work package descriptions and major deliverables and milestones are realistic and relevant, including 
appropriateness of the allocation of tasks and resources, risk and innovation management 

Overall perception including other pertinent factors not covered by the above questions (25% weight in the 
assessment of this criterion) 

  



GIVE ME AN EASY JOB 

 Don’t make me decide if your proposal is excellent or not – Compel me 

 Evidence in Pictures + words 

 Don’t make it hard for me to see if you have addressed the criteria – Show me you have  

 Reflect the language of the sub criteria in your proposal 

 Don’t assume I know your acronyms/jargon – explain it 



COGNITIVE LOADING 
 Make my life easy  - yours won’t be the  
only proposal I read that day 

 Show me in pictures wherever possible 

 Make clear bold claims (and then back them up) 

 Don’t make me guess what you mean –  
I will guess you have either no idea or a bad idea 

 Reflect the language of the sub criteria in your 
proposal 

 4 Cs 

 Compelling Case made with Clarity & Confidence 

 Leave me with no decisions – I will be grateful! 



IN CONCLUSION 

 Tell me a story – and make it a   good one! 

 Have an excellent opportunity (not just very good – very good is not good enough!) 

 Have the best solution (so that customers will buy from you and not your competitors) 

 Show that you are the team to deliver 

 And do it clearly! 

 Use expert help  -  get an honest appraisal (in my case “brutally honest” I am told!) 

 Thank you for your time. 

excellent 
n 


