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The problem

What is the problem or unmet market need?
Why is it important?
Are there any solutions currently available?
If there are solutions on the market, what are they? How are
these failing to solve the problem?
What evidence do you have that there is (1) a real problem or
(2) a real need for a solution?
e.g. written feedback or data from growers or
others in the industry
e.g. data on loss of revenue/crop yield, etc. due
to lack of a solution
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The problem

What is the problem or unmet market need?
Photo/graph that illustrates the

problem

Photo/graph that illustrates the
problem



Things you need to consider

The commercial opportunity

How big is the problem?
Who is affected? e.g. growers, manufacturers, retailers...

Market size: value, volume, key geographical regions e.g. UK, EU, USA
Total addressable market (how big is the market you could

realistically sell t0?)
What would be gained by achieving a satisfactory solution?
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The commercial opportunity

- Data source
Initial Target Target market reference
Market

Production
(tonnes)

Area (ha)

Farm gate value

Total addressable
market

2 explanations of assumptions made in calculations

Scalable to:

» Other crops

» Other markets/geographies
» Other uses



Work to date

No more than 1-2 slides, summarising:
Proof of principle/concept data
Current status, key hurdles, and objectives
Collaborators/industry contacts
Prior and current funding
Details of any background, current or potential
IP and its protection, and some idea of
freedom to operate (e.g. are there already
patents covering any aspect of your
technology?)
IP position and freedom to operate is also key for overoll
business plan and route to market!
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Work to date

Preliminary data
40
35
30
25

20
15
: I
0

Control Test 1 Test 2 Test 3

a

Current TRL X

Pictures, figures or timeline that
illustrate the work



The solution

What does your technology offer?

What are the applications of your technology?

What are the advantages over the competition?

Why is it unique and for whom?

Who, exactly, is your customer?

What are the key benefits to customers - why will they buy it?

Have you worked with farmers and growers in the Lincam network
to understand their needs?
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The solution

What does your technology offer?

What are the applications of your technology?

What are the advantages over the competition?

Why is it unique and for whom?

Who, exactly, is your customer?

What are the key benefits to customers - why will they buy it?
Have you worked with farmers and growers in the Lincam
network to understand their needs?

TRLX > TRL X

Images/diagrams/figures to support and
explain proposed tech or process



Things you need to consider

Competition summary

- What other solutions are currently available?

- Who are the key players / your competitors in the space?
- Why is your product different?

- Where is your competitive edge?

- NB. Only a summary of the major competition needs to be included in
the pitch slides; further, detailed comparisons should go in the pre-read.
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emple laeut Competition summary

Company/Product Featurel Feature2 Feature3 Feature4 Feature5 Feature6  Feature?7/

Key points of difference:



Things you need to consider

Objectives

- What are your next step(s) towards commercialisation?

- What are your objectives for the Ceres project?

- What is the endpoint of the project and why this is valuable?
- What resources do you need for the Ceres project?

. How much funding are you requesting?

::: Ceres
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Objectives

Aim: <<insert aim of project here>>

Obijective 1
Objective 2
Obijective 3
Objective 4

£XXX, XXX (no FEC) TRLX > TRL X
Lincam Ceres Agri-Tech Project/PoC funding requested



Things you need to consider

Route to market

. How will you get your technology to market?
. Licencing your technology?
. Forming a spin-out company?
. How long will the process take?
. Are there any barriers to customer adoption of your technology?
. If so how will you overcome these?

::: Ceres
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Route to market

. EELORN

2022-2024 2024 2026 2026-2027

> TRL3 TRL6 >




Business proposition

Specific Addressable Market (SAM): the portion of the Total
Addressable Market you will initially target

When will your technology be ready for the market?

Summary of your financial model - things to think about include:

How much will it cost you to make your product or
deliver your service?

How much can you charge for it?
What profit will you obtain?

What will be the return on investment over both the short and Iong
term?

Ceres

COMNECTED AGRI-TECH

| ‘




Business proposition

Spin-out/Licensee Economic
« Bullets around how income will be generated » Details on how grower will gain economic
value

Environmental
e Detail of environmental benefit

Academic institute/other stakeholder
« Bullets around how income will be generated Social
* Detail of social benefit




Impact

Detail how you crop-related agri-tech will delivers impact in the UK or globally with concurrent economic
and environmental and / or social impacts:

Economic - for example by

« Reduced costs Social - for example by

« Reduced labour costs Contributing to livelihood improvements

. Increased yields Creating value jobs

. Valorisation of waste Contributing to social inclusion and diversity

Enabling the wider supplychain
Environmental - for example by Securing foreign direct investment

Reducing resource consumption Promoting suitable access to technology
Reduce the use of synthetic chemicals including digital connectivity
Minimizing ecological footprint Enable public investments in infrastructure
Fostering ecosystem conservation Supporting rural communities
Biodiversity expansion
Promote long term soil and crop health ,~

CEIres
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Impact

Economic benefits : :
e.g. spin-out | Metric_____| Region of interest
Area XXX ha

Economic benefits to growers % of UK production

« Detail of impact e.g. cost savings, yield increases
Value

Environmental Area (ha)

« Detail of impact e.g. reduced water use, reduced

i rrent costs of X
waste, reduced pollution Current co

% saving £
Social
« Detail of impact e.g. safer working conditions



Things you need to consider

Project team

. Brief (2-3 lines) description of each project team member
. Current position e.g. “Professor of X at University of Y~

- What are their key strengths? What expertise will they bring to
the Ceres project?

. e.g. specialist technical expertise, commercial experience,
knowledge of the industry...

Iz EIresS
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Example layout PrOjeCt teClm

Key Key Key
expertise/experience expertise/experience expertise/experience



Things you need to consider

Summary

. Brief recap of the pitch: 1-2 sentences on each of the following key
sections...

- The problem

. The opportunity

- Your solution

- What the Ceres project will deliver

. Benefits - within supply chain, to consumer, farmer,
grower, etc.

. Long-term benefits - to society or the environment

COMNECTED AGRI-TECH
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Summary

Problem:
Opportunity:
Solution:

Grower benefits:

Economic, environmental and social impacts:



References

Superscript references by number throughout the deck and list the links and full
ref here.

1. e.g. Citation and link to academic journal article
2. e.g. Link to data source

3. e.g. Title and link to industry report

4.

5.

6.



Pre-read slides:
points to consider




Pre-read table of contents

Information on these must be included in the pre-read:
Full project costings
Project funding milestones, with costs and SMART deliverables for each milestone
Detailed work plan

Risk assessment: key technical / financial / commercial / management risks & how you will
mitigate these

Include any further details that you want to give; most pre-read sections address the
following:

Supporting Market data: overview, key markets, detailed comparison of the competition

Aims of the project

Further detail on any relevant underpinning science

More detailed biographies of the project team

Any further information relevant to the business case

Forward plans post funding

Value for Ceres translational investment Ce res

CONMNECTED AGRI-TECH

Letters of support (if appropriate / applicable)
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Gantt chart

Year1 Year 2
Work package Deliverable J ) S M Milestone
1.1 Deliverable objective with some detail about work to be

conducted 1. Must be SMART milestone e.g.

WP1 title tech will deliver X% or Xg will be
manufactured
M1

WP2 title 2. SMART Milestone 2

WP3 title




Milestones

WP1 Milestone 1 (Month X): £XX,XXX
« SMART measure of success e.qg. product can increase harvest efficiency by X percent

WP2 Milestone 2 (Month X): £XX,XXX
« SMART measure of success e.qg. yield is increased by at least 5%

WP3 Milestone 3 (Month X): £XX,XXX
. SMART measure of success e.g. final licensing plan complete with data package



Example layout

Project costings

Staff 1 time: e.g. Pl, 10% FTE no FEC

Staff 2 time: e.g. PDRA, 50% FTE, no FEC

Staff 3 time: e.g. Technician, 60% FTE, no FEC

Lab consumables (e.g. glasshouse costs, lab consumbles, prototype materials)

Travel costs (X people x X days: flight, accommodation, hire car, fuel, transfers, subsistence)
Subcontractor costs e.g. for field trials, consultants

Other costs

EXXX
EXXX
EXXX
£XXX

£EXXX
£XXX
EXXX



Assumptions:

« Sales start in Year X
« Initial target markets: e.g. Lincam and UK

« Secondary target market: e.g. Europe or USA

* Income from sales of
* Product X (X per ha)
» Service charge (approx. X times/year)

Income for University from:
* e.g. Up front licence fee
* e.g. On-going royalty payments based on net sales

Return on Investment

Net present value (NPV, X%) of royalty income for University X = £XXXX until Year 20XX

Year

2023

2024

2025

2026

2027

2028

2029

2030

2031

2032

2034

Total market size for product X

Lincam (ha)

0

0

0

0

0

0

0

0

0

0

UK (ha)

0

0

0

0

0

0

0

0

0

0

Europe (ha)

0|

0

0

US (ha)

Total market

0

0

0

ool |o o

Price per product X unit

£X

Total Sales

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

Sales from Product X

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

No of product units sold

100

1,000

5,000

10,000

20,000

50,000

100,000

200,000

400,000

Accumulated market share

X%

X%

X%

X%

X%

X%

X%

X%

X%

Annualfilter sales

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

Royalty (alter value as
appropriate)

XXX

£0

£0

£0

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

EXXXX

NPV

EXXXX

rNPV

EXXXX




Risk assessment

Risk Score] 0-25 | 26-50 | 51-75 | 76-100 -
EVALUATION OF RISK
Risk No. | Risk Category Risk Description Treatment Mitigation & Control Actions Impact Probabili Control Risk Risk Risk
ty Score | Owner | Status
e.a. Technoloav does not deliver e.g. Preliminary work indicates that proposed
1 TECHNICAL 9. 9y MITIGATE |method should be successful and frequent 3 3 2 18 Uni X Low
results sought . )
review of results will steer method used
e.a. Impact from loss of ke e.g. There is similar expertise in the
6 MANAGEMENT [©:9: 'MP y MITIGATE |department to cover work in case of absence 3 3 2 18 Uni X Low
project team members .
or staff member leaving.
8 FINANCIAL €9 ErOJect costs are higher than MITIGATE €9 Departmental prOJect manager will be 3 2 3 18 Uni X Low
anticipated used to manage project costs
e.g. Competitor releases e.g. Identify solution that minimises time of
equivalent product before the development to release to market. CDAs in Low/Medi
9 COMMERCIAL |solution is ready for marketand | MITIGATE |place with any suppliers. Develop marketing 4 4 3 48 Uni X um
gains market share - reducing plan to capture market share to maintain
value potential. competitive advantage.




Trusted Research

The key activities to which funded entities need to be committed are:
* To confirm their cyber security readiness of their systems holding research material funded by Agritech

* To ensure that any exports out of the UK (this includes electronic communications, reports, lectures as
well as export of goods or taking abroad laptops containing research material) comply with export
control requirements

* To consider for all licences and assignments, which arise in the context of a research collaboration or
tech transfer, whether a voluntary notification should be made under the National Security and
Investment Control Act 2021. This is a voluntary system but is key to assuring government that national
research security is taken seriously at institutional level. For example an important marker would be a
partner from a country subject to arms embargo.

» ATAS requirements need to be observed https://www.gov.uk/guidance/academic-technology-approval-
scheme



https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme
https://www.gov.uk/guidance/academic-technology-approval-scheme

Summary




In summary... address the predictable

Have a plan - it might not be right, but have one at least

The right team is vital - if you don’t have it yet, show you plan to
Be credible: the team, the pitch, the science, the plan

Don’t make unsupported statements - the pre read is important!
Know your market and your ‘product’ in depth

Have a specific goal: take the time to plan your project and think
about what you want to deliver

Be clear and focused
Don’t wing it - you will be found out!
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