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Week 1: Due Diligence
❑ Connect with an SBTDC Technology 

Commercialization Counselor to schedule 
a confidential, one-on-one strategy 
discussion. 

If you have already been working with the SBTDC, 
reach out directly to your counselor. 

If you are new to the SBTDC, complete this 
form: sbtdc.org/erfc/

In the form, be sure to say that you are seeking 
assistance with SBIR/STTR. This will allow us to direct 
you to the appropriate counselor. 

Completing this form is the first step to plug into our 
unique and local ecosystem. Working with the SBTDC 
is confidential and no-cost. 



3

Week 1: Due Diligence

❑ Review the differences between Small 
Business Innovation Research (SBIR) and 
Small Business Technology Transfer (STTR). 

SBIR STTR

Subcontracting
Up to 
33% in Phase 1
50% in Phase II

40% Minimum with 
Small Business
30% Minimum with 
Research Institution

Principal 
Investigator 
(PI) 
Employment

> 50% with Small 
Business

Either with 
Research Institution 
or Small Business 
(Check Solicitation)

Program Size $3.53 Billion 
(as of FY 2020)

$485 Million 
(as of FY 2020) 

Majority VC 
Ownership

May be allowed by:
1. HHS (CDC, 

NIH)
2. DoD (DAR-PA, 

Air Force, Army, 
Navy) 

3. DoEd

Same as SBIR

Participating 
Agencies 11 Agencies

6 Agencies 
(including USDA, 
not mentioned on 
sbir.gov)

❑ Review the differences between 
SBIR/STTR grants and contracts.

Contract Agencies Grant Agencies

• DoD, NASA, DHS, 
DoT, EPA, DoEd, some 
HHS/NIH 

• Agency establishes 
plans, protocols, and 
requirements

• Highly focused topics
• Procurement 

mechanism
• More fiscal 

requirements
• Invoiced on progress
• Buying agreement 

between a buyer 
(agency) and seller 
(your business)

• NSF, DoE, USDA, NIST 
(DoC), NOAA (DoC), 
HHS/NIH 

• PI establishes approach, 
not the agency

• Less specific topics
• Assistance mechanism
• More flexibility
• Upfront payment
• Funds a public purpose 

and best research 
efforts

❑ Understand timelines for each solicitation. 
Each agency follows a unique schedule of 
solicitation release and proposal 
submission dates. 

See: sbir.gov/solicitations

http://sbir.gov/solicitations
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Week 1: Due Diligence

❑ Examine past award data on sbir.gov.
○ Go to “Reports,” and then “Award Data.”
○ This tool allows for searching by keyword, agency, year, 

state, etc. 

Have any of the awards been given to a 
company similar to yours?

YES NO

Consider applying for 
SBIR/STTR funding.

Try a different agency or 
go to step 1 in “Weeks 
2-3.” 

❑ Research solicitations on the agencies’ 
websites (ex: NSF, DoD, NIH, etc.)
1. Go to sbir.gov/agencies-landing to find a list of all 

participating agencies.
2. Click on each agency’s logo to be directed to their 

website. There you can find open solicitations. 
3. Do any of the solicitations match your work? 

YES NO

Consider applying for 
SBIR/STTR funding.

Try a different agency.

❏ Understand the outline and formatting 
requirements for your proposal.

If these instructions are not explicitly followed, your 
proposal will be deemed unresponsive.

❏ Set a deadline to submit your proposal 2-3 
days before the proposal due date.
○ This will allow time to fix any errors that may arise.
○ The agency website may be down on the submission 

date, so it is better to submit early.

❏ Register your business.

○ All agencies require these three registrations:
1. Dun and Bradstreet (D&B)
2. System for Award Management (SAM)
3. Small Business Administration (SBA)’s Company 

Registration

○ Different agencies may have additional registrations 
required.
1. See agency website for more information.
2. The process can take several weeks, so the earlier 

you start, the better! 

https://www.sbir.gov/agencies-landing
https://www.dnb.com/
https://sam.gov/content/home
https://www.sba.gov/business-guide/launch-your-business/register-your-business
https://www.sba.gov/business-guide/launch-your-business/register-your-business
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Weeks 2-3: Working Up to the Proposal
❏ Contact program managers.

○ Note: For NSF and DoE, use the pre-application 
process instead of directly contacting program 
managers. (see page 6)

 
○ Contract agencies offer a specific window of time 

following pre-release of their solicitation.

○ Be prepared to briefly discuss your work and 
commercialization goals.

○ Draft appropriate questions.
1. Consider the agency as the customer of your 

proposal.
2. Ask questions to make sure that the R&D that 

you plan to carry out fits well with the mission 
of the agency.

○ It’s a good idea to submit a one-page overview of 
your research aims (aka “aims page”) or quad chart 
to the program manager prior to a call.
1. You can find a quad chart template in Appendix 

A.
2. This will give the program manager an 

understanding of the proposed R&D work 
prior to your call.

○ Go to sbir.gov/agency-contacts, or search for 
contacts on your agency of interest’s website.
1. Send emails or call the program managers.

○ Got everything you needed? 

YES NO

Proceed to the next step. Keep drafting and asking 
questions.

https://www.sbir.gov/agency-contacts
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Weeks 2-3: Working Up to the Proposal

❑ “Pre-Apply” for Phase 1 (if applicable).

○ Search for any “pre-application” requirements in your 
agency of interest before proposal submission.

1. For example, the National Science 
Foundation (NSF) requires that you submit 
a Project Pitch before being invited to apply 
for Phase 1

2. You will hear back approximately one 
month after pitch submission, so you will 
have to wait before moving on.

○ The Department of Energy (DoE) requires a letter of 
intent prior to Phase 1.

❑ Build your team.

○ Make sure that your team has expertise in each area 
of research and analysis that you will be proposing. 
Be sure to think critically about technical gaps.

○ Register each member on D&B, SAM, SBA Company 
Registration, etc (see page 4)

○ Collect and/or edit biographies for each member.

❑ Identify 3-4 objective reviewers.

These should be a mix of technical experts with 
backgrounds in the area of research that your 
proposal is focused on.
1. Who within your team can review?

2. Who outside your team can review?

3. Reach out to confirm their availability/interest in 
reviewing the proposal.

4. Give them a date when you will send the proposal 
to them so they can block time on their calendar.

5. Be sure that you send to them at least three to 
four weeks before the submission deadline to allow 
them enough time to review and you will have 
enough time to implement changes.

❑ Establish dates to complete sections of the 
proposal.

Prioritize! 
○ Which sections require the most time to complete? 

○ Which sections require less time?

○ Unsure? Seek guidance from a team member and/or 
advisor.

https://seedfund.nsf.gov/project-pitch/
https://science.osti.gov/sbir/Applicant-Resources/Letter-of-Intent
https://science.osti.gov/sbir/Applicant-Resources/Letter-of-Intent
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Weeks 4-5: Start Your Proposal
❑ Decide SBIR or STTR.

❑ Define roles for each team member.

Is anyone serving as a consultant or 
subcontractor? 

YES NO

They should prepare letters 
of commitment.

Move on to the next step.

CONSULTANT

○ An individual.
○ Subject matter expert.
○ Is not using 

organization’s facilities.
○ Usually bills by the hour.

SUBCONTRACTOR

○ An entity (business, 
institution, etc).

○ Provides goods and 
services to SBIR/STTR 
project.

Understand the difference between a consultant 
and a subcontractor as it pertains to SBIR/STTR.

SUBCONTRACTOR CONTRIBUTION LIMITS

SBIR STTR

○ Phase 1: up to 33%
○ Phase II: up to 50%

○ 40% min. with small business
○ 30% min with research 

institution

❑ Start getting letters of support.

○ Number of letters needed depends on the agency.

○ Letters can come from:
1. Key opinion leaders.
2. Potential or actual investors.
3. Strategic partners.
4. Future customers or end-users.
5. Collaborators.

○ Letters should demonstrate at least one of the 
following: 

1. Technology feasibility.
2. Interest in investing in the future.
3. Interest in collaboration.
4. Interest in using your technology. 

❑ Start drafting the proposal.

Remember to prioritize!
○ Which sections require the most time to complete? 

Start with those sections.
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Weeks 6-7: Continue Your Proposal
❏ Continue writing your proposal.

❏ Start working on your budget.

○ Remember: Guidelines for SBIR are different 
than those for STTR. 

○ Make sure you understand: 
1. Direct vs. Indirect Costs
2. Allowable vs. Non-Allowable Costs

○ Include a budget narrative and justification.

❏ Work on bio-sketches for each team 
member.

❏ Make sure you receive letters of 
commitment and letters of support.

These letters are very important for your 
application!
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Weeks 8-9: Commercialization Plan and “Pre-Review”

○ Are you submitting a Phase II proposal? 
❏ Put together a commercialization plan.

○ Are you submitting a Phase 1 proposal? 

YES NO

Prepare a short 
commercialization 
plan/commercialization 
strategy section (if needed). 

Follow instructions for 
Phase II or skip this step. 

○ You could first fill out a business model canvas 
(see Appendix B). This could serve as an 
“outline” for your commercialization 
plan/strategy.

○ “Translate” what you wrote in your business 
model canvas to full sentences for your 
commercialization plan.

○ Requirements (content and page limit) could 
vary by agency.

YES NO

Prepare a more 
comprehensive 
commercialization plan 
(check agency’s requirements 
for page limit, if applicable)

Follow instructions for 
Phase I (see left) or skip 
this step. 

○ Update your business model canvas (BMC), if 
needed.

○ Requirements (content and page limit) vary by 
agency. 

❑ After you complete your commercialization 
plan:

○ Send a preliminary draft of your proposal to 3-4 
objective reviewers (identified in week 2).
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Weeks 10-12: Wrap-Up
❏ Review and finalize your proposal.

○ Send a more polished proposal draft to 3-4 
objective reviewers (identified in week 2).

○ Make any necessary changes.

❏ Start uploading all the necessary 
documents at least 3 days before the 
deadline.

Make sure each document is uploaded to the right 
section.

❏ Celebrate! 

Congratulations on submitting your SBIR/STTR 
proposal! 
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Additional Resources and Support

One NC Program, TABA, and Other Support

1. One North Carolina Small Business 
Program

Please Note: Program funding is limited and changes on an 
annual basis, so there may not always be a guarantee of 
funding availability.

○ Incentive Program
Provides funding to reimburse for paid expenses 
associated with proposal preparation. See 
solicitation for specific eligibility criteria.

○ Match Program
Matches Phase 1 funding up to a certain amount. 
See current solicitation for specific eligibility 
criteria. 

2. Technical and Business Assistance Program 
(TABA)

This is a great opportunity to receive additional 
commercialization funding from an SBIR/STTR. Keep in 
mind that you must request this additional funding at time 
of proposal submission.

TABA FUNDING
Agency Phase 1 

Amount
Phase II 
Amount

DHS $6,500 $50,000

NIST (Dept of 
Commerce)

$6,500 $50,000

DoD (varies by 
agency 
component)

Up to $6,500 Up to $50,000

DoE $6,500 $50,000

DoT $6,500 $13,000

Dept. of 
Education $6,500 $50,000

EPA $6,500 $10,000

HHS/NIH $6,500 $50,000

NASA $6,500 $50,000

NSF N/A $50,000

USDA $6,500 $50,000

https://www.commerce.nc.gov/grants-incentives/technology-funds/one-north-carolina-small-business-program
https://www.commerce.nc.gov/grants-incentives/technology-funds/one-north-carolina-small-business-program
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Additional Resources and Support

❏ Find out if your SBIR/STTR agency has any 
commercialization support programs.

○ For example, HHS/NIH has:
1. Innovation Corps (I-Corps) Program
2. Concept to Clinic Commercializing 

Innovation (C3i) Program
3. Commercial Readiness Program (CRP)
4. Regulatory and Business Development 

Consultations
5. Partnering and Investment Opportunities
6. Learn more about the above programs.

○ NSF also has: 
1. The I-Corps Program (see here)
2. For Phase 1 awardees (see here)

● SBIR/STTR Phase 1 Workshop
● Beat-the-Odds Boot Camp
● Commercialization Assistance 

Program (CAP)

❏ Any more questions on SBIR/STTR? Please 
see below for helpful resources.

You are welcome to reach out to the SBTDC Technology 
Commercialization team at any time for proposal reviews 
and answers to any SBIR/STTR-related questions.

Visit sbtdc.org/services/programs/tech/team to 
contact a counselor near you.

❏ Helpful Resources:
○ SBIR.gov

1. General information page for SBIR/STTR
2. Tutorials on participating agencies, proposal 

preparations, accounting, etc can be found 
at sbir.gov/tutorials

3. Frequently Asked Questions

❏ Sources Used:
○ SBIR.gov
○ SBIR.gov: Phase I Commercialization Plan
○ Components of a Winning SBIR/STTR Proposal, 

Life Sciences
○ Components of a Winning SBIR/STTR Proposal, 

Physical Sciences
○ SBA: Leveraging America’s Seed Fund
○ SBIR Land: Letters of Support

https://seed.nih.gov/support-for-small-businesses/commercialization-enhancement-programs
https://new.nsf.gov/funding/initiatives/i-corps
https://seedfund.nsf.gov/resources/awardees/phase-1/
http://www.sbtdc.org/services/programs/tech/team
https://www.sbir.gov
https://www.sbir.gov/tutorials
https://www.sbir.gov/faqs/general-questions
https://www.sbir.gov
https://www.sbir.gov/tutorials/preparing-proposal/tutorial-6
https://static1.squarespace.com/static/5473be1fe4b0b8bad2ffd0f2/t/60f860102a86e44a1cea62f6/1626890257143/Winning+proposals+-+life+sciences.pdf
https://static1.squarespace.com/static/5473be1fe4b0b8bad2ffd0f2/t/60f860102a86e44a1cea62f6/1626890257143/Winning+proposals+-+life+sciences.pdf
https://static1.squarespace.com/static/5473be1fe4b0b8bad2ffd0f2/t/60f85ff5ae6a2d324b755048/1626890230314/Winning+proposals+-+physical+sciences.pdf
https://static1.squarespace.com/static/5473be1fe4b0b8bad2ffd0f2/t/60f85ff5ae6a2d324b755048/1626890230314/Winning+proposals+-+physical+sciences.pdf
https://www.sbir.gov/sites/default/files/SBA_SBIR_Overview_March2020.pdf
https://sbirland.com/2021/09/08/letters-of-support/


TECHNOLOGY DEVELOPMENT
Technology/Research Overview:

Intellectual Property Protection: 

Stage of Development:

Value Proposition:

.

COMPANY INTRODUCTION
Mission:

Founded: 

Number of Employees: 

Facility Description:

Product Sales:

RESEARCH NEED OPPORTUNITY
Need/Problem:

Target Customer:

Market Opportunity:

Company: State: Name: Email: Phone:

Appendix A: Quad Chart
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Appendix B: Business Model Canvas
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Technology Commercialization Team

Justin Dues
Business Counselor

Kevin Nicusanti
Equity Funding Specialist

Connor Steenbock
Business Counselor

Ramya Vijapurapu
Business Counselor


