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Organize your Project Statement Proposal in order to the following guidelines and use them as sections of text in your Project statement Proposal. 


Introduction: 
Introduce the research topic. 


Objectives: 
Clearly define the aims of the proposed project.



Significance: 
Explain the importance of the project for the proposed field. Indicate what effect you expect that this opportunity will have. 



Notes: The project statement of no more than six single-spaced pages (approx. 4,000 words, graphics and pictures are welcome, if necessary).

Attachments:    Questionnaire
		  Presentation





Please do not forget to attach  the attachments to this Project Statement Proposal
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		Questionnaire

		1.		Will all of the founders relocate to the location of acceleration program and work on this startup for the duration of the program? If not please explain:																300



		2.		How long have the founders been working together and have you ever worked together before?																100



		3.		How long have you been working on this company/idea?																100



		4.		What is the current state of product development?
 1. Discovery Phases (Forming up ideas and strategies to solve identified problem)
 2. Ideation Phase ( have identified solution and working through various options and alternatives)
 3. Experimentation &Analysis Phase ( have committed team, have identified a solution and are working through technological process, and policy challenges)
 4. Mature & Evolving (have committed team, ideas are ready for testing, piloting, refinement and introduction to a test market)
 5. Already have customers																500



		5.		What is different, new, or better about the way your product solves yours customers problems?																500



		6.		How do those potential customers address the problem today (e.g. competitors solution, they don´t, they work around it, etc.)?																300



		7.		How do you know your customers will want your product? 																300



		8.		How big is the market for your product and how do you know this?																350



		9.		Do you have any customers or revenue yet?																150



		10.		What is your business model (how do you plan to make money with this product)?																300



		11.		How do you plan to identify and acquire your customers? 																300



		12.		Have you already formed a company and if so when and what is the structure?																150



		13.		Who are the shareholders and how much equity does each have? If you have not yet formed do you have an agreed formula?																300



		14.		Have you taken any outside investment? If you how much and at what valuation?																300



		15.		Do you have any employees other than founders? (If so how many full time / part time?)																150



		16.		Have there been any technical contributions to your product by others (friends, family, university, other companies)?  And if so have any agreements or promises been made? 																300



		17.		Do you have any patents issued? Do you have any patents issued, pending, or in process related to this product / idea?																300



		18.		Are any of the founders on non-compete or intellectual property agreements with other companies that overlap with product/idea? 																300
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Team

Balance of Business and Tech Acumen

Motivation and Ability to Keep Team Motivated

Past Accomplishment

Previous Start-Up Experience

Coach-ability

Domain Expertise

Ability to Execute

Commitment to Program  



Market Understanding

Acuity of  Pain Point

Customer Knowledge / Problem Set

Problem Understanding

Ability to Articulate the Problem 

Market Trends

Competitive Pressures / Responses



Business Formation

Founders Agreement

IP Ownership /Licensing Assignment Completed







Market Opportunity

Nature and Size of the Problem

Total Adressable Market and Growth Rate  



Market Traction

Evidence of Customer Validation

Level of Customer Validation

Revenue Status

Quality of Revenue





Fundamentals of Business

Does Company Solve a Real Problem?

Product-Based Business

Sustainable and Scale-able Model

High-Margin Technology-Based Service

Invest-ability

Novelty

Developmental Stage of Technology

MVP* Status – Complete-able within Program Duration

Clear Differentiation of Solution

Scale-ability

Platform or Tuck-In



  







Presentation

* minimal viable product












