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Exhibit Il - Technology Commercialization Framework Summary Table

Definitions, Customer Validation expectations, and technology readiness level (TRL) at each phase of the

Commercialization Framework:

Phase: Activity: Customer Validation: Corresponding
TRL:
Imagining ¢ |dentify a commercial need, and Clear articulation of a market opportunity | DOD: 1-3
develop a concept for how the need and general customer requirements,
. . . NASA: 1-4
can be addressed with a new product preferably with some direct customer
or technology; interaction. Attraction of early stage DOE: 1-3
e Generate initial feasibility data or resources necessary to establish APl O-1
“proof-of-principle” for the feasibility. '
opportunity.
Incubating ¢ Define customer requirements and Clear evidence of customer engagement DOD: 4-5
validate business model; in specifying new product and defining NASA: 5-6
e Engage customers and investors to market opportunity. Ideally includes ’
support development activities and customer investment, such as R&D DOE: 4-6
acquisition of resources to advance funding or product validation. API: 2-3
commercialization.
Demonstrating e Validate product in a customer/ Direct input from customers who are DOD: 5-7
commercial environment; using the product is critical at this phase.
. . - . . NASA: 7-8
e Achieve customer buy-in; Validation of the business model in the
e Refine business model including a form customer financial investment, such | DOE: 7
feasible operational model. as investing capital or product purchase. API: 3-4
Plans made to attract capital and other '
resources to support market entry.
Market Entry e Launch commercial product; Achievement of one or more full DOD: 8-9
e Secure one or more paying customers; | commercial transactions (paying NASA: 9
e Develop clear business, operational, customer, product in a commercial, non- ’
and financing plans; prototype form). Refined business plans, DOE: 8
e Product may require additional including plans for attraction of capital APl 5-6
refinements to optimize cost support and other resources. '
scale-up, or reach new customers.
Growth and e Demonstrate sales growth and Established customer base. Pricing and DOD: 9
Stability profitability; . . cost mode.zl va!ileates business profitability NASA: 9
e Execute comprehensive business plan. | and sustainability. Personnel, assets, and
other resources acquired and sustained. DOE: 9
API: 6-7

See Technology Commercialization Framework Guidelines/for full document.
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