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The sample size is small. Of the 300+ requests I sent out, I only received 21 responses. Some of those were empty, probably someone just hitting the submit button instead of backing up with the browser.

Answers to all questions were optional, so some only had 11 responses. Others would have 15 to 17 responses. The figures show the number of respondents.

(If you want to review the survey itself,


http://www.piqueroinc.com/doc/FormSurveyFY2004B.htm)
Survey Results
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Figure 1

Not a big surprise that DOD & NIH are the first place the respondents look. These two agencies tend to have the largest budgets.


The follow-up question [Figure 2] allowed for multiple responses, and paints a better picture. DARPA and the branches of DOD are also checked for possibilities. Almost all the other programs get scanned with a few exceptions.


DoEd, DTIC, NIMA, NOAA, and SBA aren’t on people’s radar screen. Part of this, of course, is the small sample. 


DTIC is an information clearing house for DoD, and doesn’t appear to make SBIR awards. One respondent did list DTIC later as a web site that they check for SBIR information.
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Figure 2

The SBA has partnership programs that involve local and state governments develop community businesses. They don’t appear to release SBIR solicitation per se.


DoEd (ED, Department of Education) is active in the SBIR program.

See http://www.ed.gov/programs/sbir/index.html 

NIMA has been rename NGA (National Geospatial Intelligence Agency) does participate in the SBIR program. It is actually part of DoD. This link is the home page, do a site search for SBIR.

http://www.nga.mil/portal/site/nga01/index.jsp?front_door=true 

NOAA is part of the Department of Commerce. The topics relate to Oceanic and Atmosphere.  http://www.ofa.noaa.gov/~amd/sbirs/sbir.html  

The survey allow for freeform entry of web sites or sources of information. Most frequently cited is “zyn.com”, but here are the comments.
Are there search engines or newsletters that you monitor?

· http://www.zyn.com/sbir/sbres/sbcss.htm
· Monitor the release of Solicitations on the Internet.

· DTIC , zyn.com

· Visit websites of the various agencies

· We monitor the following website, http://www.zyn.com/sbir/#agprog, which has information on opening and closing dates for all SBIR solicitations. 

· newsletters, and SBIR websites

· zyn.com , cos.com

· SBIRworld.com  


I hadn’t run into “cos.com” before, it stands for Community of Science and appears to let you register and search for researchers with similar profiles of interest.


I receive a biweekly newsletter, free, from Economic Development Office of Pacific Northwest National Laboratory (PNNL). The letter also has a number of links toward the bottom.


www.pnl.gov/edo/sbir.stm

The survey provided a general proposal outline and asked the same basic question twice.

Q4)  What section is the "hardest" to complete?

[Summary]

Project Summary

[Signify]

Significance & Benefit




Project Plan

[PPObjectives]

Technical Objectives

[PPschedule]


Project Schedule

[PPrelated]


Related Research





Personnel Descriptions

[PPcommercial]

Potential Commercial Applications




Similar Proposals & Awards

[Budget]

Budget
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Figure 3

The top 3 were; Significance, Commercialization and Objectives.


When you ask for the next toughest section [Figure 4] Budget rises to a prominent position.
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Figure 4

As I mentioned in earlier emails, part of my motivation to run the survey was to see what areas were difficult to write since that might be an area where consulting could provide a solution. 


When you combine the two questions [Figure 5], the top three still jump out. In many ways the three are related. The Significance and Commercialization are two different ways to ask “What problem does it solve?” Distinguishing between scientific significance and having a market for the solution is the core problem for a technology business.

If you are unsure of what you want to create (“pure research”) then describing the Project Objectives becomes a problem.

On the surface of it, discussing commercial potential with an outsider, just to get some alternatives, might be a useful step in proposal preparation. Your colleagues might be too close to the technology to see other applications. On the other hand, full blown marketing studies before you have research results are putting the cart before the horse.
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Figure 5


The write in comments are instructive. I’ve arranged them in order of the combined answers weighting.
Project Plan – Objectives (25%)
· The problem we have had with Technical Objectives is keeping the discussion of the technology concise so that the page limit is not compromised.

· Technical Objectives.  Although not much needed in terms of words, it is difficult to define objectives that are in line with the level of effort for a Phase I project.  The objectives need to be aggressive but achievable in Phase I. 

· PPObjectives: This is the longest and most complex.

· Not my field of expertise.
Significance and Benefit (25%)
· Because you have to put yourself in the ‘shoes’; of the end user to write this well.

· Signify: Due to the lack of previous research, it is difficult to assume exactly what the outcomes will be.

· I know that my proposed research is cutting edge technology for the production of biodiesel because my process is more environmentally friendly than existing art.  Further, the proposed work offers the ‘key’ to taking a government lab development from benchwork to commercial application. After being turned down in 2003, I am concerned about our ability to sell the concepts in the 2004 app.

· Significance and Benefit.  It is the most important section, with a relatively little amount of words to give the reviewer reason to consider the proposal.

Project Plan – Commercialization (21%)
· It's hard to look across many markets and catch all the possibilities

· No matter how good the idea, it's hard to know who will buy into it and how much sales it will generate.  Have to guess for the most part.

· It is so speculative.  This is supposed to be high risk innovative research but this section wants a business plan for a completed project.

· PPCommercial: This is where the real decisions are made.
· It is difficult to predict commercial application for technology aimed at solving a unique military problem for DOD.
Budget

· Budget: Monetarily telling the future is never easy

· Learning how to properly categorize the costs of doing the proposed research

· Different agencies have different definitions of overhead and fringe benefits; it can be very confusing to figure out where to put costs.

Project Plan - Related

· PPRelated: I am more familiar with other commercial products than with academic research

Project Plan - Schedule

· Difficult to estimate research work time needed.

· Not up to me.

Project Summary

· Summary: This is the section the reviewer will read in order to decide to do a full review


I was hoping for some “war stories” so I also asked for comments about a particular agency’s requirements. I figured my universal proposal outline might not capture some awkward sections.

The write in comments didn’t yield the desired results.

Confusion or Agency Specific
· We have only done SBIR work for the DOD.

· I have only dealt with the USDA

· DoD and NASA - Potential Commercial Applications

· NIH - very big program; sometimes directions and RFP give conflicting info.

In addition to identifying tough sections, I also wanted to have the respondents identify skills that they might want to add to their team. In spite of the current media attention to outsourcing, small businesses often use service providers because they lack the facilities.


I created my list by thinking of the conferences I’ve attended and remembering the exhibitors.
These were the choices offered in the additional services question:
· Wouldn't need any help

· Biomedical Laboratory Services

· Business Management

· Chemical Laboratory Services

· Commercialization Strategy

· Engineering Design Services

· Government Accounting / Compliance

· Intellectual Property Assistance

· Manufacturing Process Design

· Marketing Strategy

· Production Planning

· Proposal / Project Management 

· Proposal Writing

· Software Development
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Figure 6   (assistance is listed alphabetic by variable name. Close to original but not quite.)

The respondents suggested two other source of outside expertise to add to my list:
· Prototyping

· Pilot Plant Facilities


Looking at the top three, but remember the small sample, Commercialization Assistance and Intellectual Property(IP) assistance seem to be a common need.

Consistent with a concern for the Budget section, four of the respondents identified Government Accounting & Compliance as being a potential need.

So, suppose I was a business that offered these services. The next classic marketing question is “How do my customer’s get information?” More to the point, where would they look for services if they needed to identify a provider?
These were the choices offered in the finding partners question:

· Business Development Center

· Down the hall ...

· Friend's Recommendation

· Small Business Administration

· SBIR Conferences 

· Technical Conferences

· Technical Journals

· Trade Journals

· Trade Shows

· Web Site Search
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Figure 7   (assistance is listed alphabetic by variable name. Close to original but not quite.)

The write ins for “other” expand Figure 7. Reading between the lines, many of the other choices would fall into the “word of mouth” or “friend” category.

· Personal Knowledge and Previous Relationships

· Networking (3 people added)

· Columbus Technology Council

· Ohio Department of Development

· Universities (2 people added)

· County Chamber of Commerce


A couple of survey notes. My address list came from the SBIR convention in Cleveland, Ohio. I’m not surprised that Columbus and Ohio Development popped up in the write in comments.


Likewise, SBIR Conferences as a likely place to look is influenced by my choice of address generation.

I don’t want to read too much into this because of the sample size. It doesn’t appear that web search engines are the method of choice for finding partner help. I’m not sure using the journal route (writing articles or taking out an advertisement) is of much help to a service provider.


The face to face contact provided by conferences and the recommendations of friends seems to be a likely path.

There was also a write in box for suggestions on finding help:

· We have previously partnered with firms that can supplement our deficiencies.

· We would like to be a mechanical design engineering resource for others.  We have done this for several companies in Central Ohio successfully.

· Since all of my SBIR activity to date has been related to agriculture, my support has come from the Ag College at OSU and the regional labs of USDA.

· Finding Partners:  It's not difficult. 

· Whatever means necessary
Partner / Help Would Cost About?

11 of the 21 respondents were kind enough to provide a guess at typical rates. In brief here’s the breakdown.
	Skill
	Leading Hourly Cost
	Expected Value

	Principal Investigator
	51-150 (2 brackets)
	84-139

	Research Assistant
	20-50
	39-78

	Consultant
	51-150 (2 brackets)
	69-117

	Small Business Partner
	51-100
	46-93

	Institutional (University) Partner
	20-50??? / No Data
	43-83

	Technician/Tradesman
	20—50
	24-56

	Project Manager
	51-100
	49-94



Table 1

The only real surprise here was the large “unknown” response for University costs. I didn’t send the request to many “edu” mail addresses. As a practical matter, I’d expect Institutional to look like a Consultant or PI.

Here are the detailed responses:
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Figure 8





Figure 9
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Figure 10





Figure 11
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Figure 12





Figure 13
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Figure 14

I didn’t make the survey too granular in the salary question. I thought that providing wide brackets could allow the respondents to answer but not expose their cost structure.

While the sample is small, it does provide a ball park. Both for reviewing proposals and for estimating.
Demographics
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10 of the respondents said they were more Product oriented. Only 5 said that Research was their overall interest.
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Most of the respondents were For Profit Small Businesses.

I asked what participation they have had in the SBIR process. The choices were:
· None, other than reading about it

· Written and submitted proposal(s)

· Part of a proposal team

· Phase I awardee

· Phase II awardee

· Worked as part of award execution effort

· Phase III efforts

· Reviewer
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Most had experience with the process.

I asked what role they have had (or would have) in the SBIR process. The choices were:

· Principal Investigator

· Researcher

· Program Administrator

· Small Business Owner

· Consultant

· Financial Partner

· Economic Development

· Service Provider

· Inventor
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I also asked what market they felt they served:
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In the case of markets, the “other” answer turned out to be “Worldwide” which two respondents brought to my attention as missing.

Finally, I gave the respondents an opportunity to give further comments. Here’s what I received:
· There are professionals for things like accounting, legal, market forecasting, drafting, etc.  The hardest part about using them is knowing which ones to trust, which ones are really expensive, which ones are easy to work with, etc.  Some “clearing house” of people that SBIR grantees have worked with would be very valuable.  There's kind of a missing link, between the people who need the services and the people who can provide the services.  

· Maybe it's just a website where people recommend their professionals of choice.  Something like the EBay “reputation” page would be great.

· Most of the survey does not apply to our company or is too confidential to include here.  It appears you are using this as a “telemarketing” tool.  If so, shame on you!

· Best wishes for the success of your study.

· I didn't complete the application for Dec 1 but I will complete one for April 1. I will answer your questions at that time if you are interested.  

· Permit multiple entries for some categories.  For example. Role.  Small business owner and Consultant.

About The Sample


My primary source for emails was the SBIR convention program. I specifically avoided "mil" and "gov" since my request might interfere with a procurement process.


As I went through the addresses it became clear that some company representatives all had the same address, probably an admin person, so I didn't send them a request.


I am a part time SCORE volunteer so I included a few SBDC & Development groups. Some but very few "edu" addresses, though if they were noted as a Phase 1 or 2 winner I usually sent them a request.


I was very pleased that close to 50% of the respondents were product oriented and that many were For Profit Small Business. Of those twelve Small Businesses, six said that the commercialization section was a challenge. 
List of Agencies

I translated the list of agency links on zyn.com into my selection list for agencies. As a result DTIC and SBA are listed, though I don’t find evidence that they solicit SBIR proposals.

Expected Value (Hourly)


I weighted the hourly bracket by the % of respondents. For example for the Technician; (20 x 7/8) + (50 x 1/8) = 23.75   and (50 x 7/8) + (100 x 1/8) = 56.25. This gave me an expected value range of $24-$56 for Technician/Tradesman.

Once again I would like to thank everyone that took the survey. 

The raw data is in a Lotus 1 2 3 spreadsheet. I’ve eliminated email addresses so the respondents, while numbered, are still anonymous. The spreadsheet is posted on my web site, as is, on the “e_Papers” page. Scroll down to the “Small Business” heading.

www.piqueroinc.com/doc/PiqueroHome-145.htm

I’ve also posted a copy of this document in the same section.

Your comments are always welcome.





Bob Rowen





Principal@piqueroinc.com   
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