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Why are SBIR and STTR Importantito N (@ SBIR&STTR

NCI’s primary resource for enabling
commercialization of high impact technologies that
can benefit patients, such as:

Small Molecules and Biologics
Cancer Diagnostics
Cancer Imaging

Electronic Health & Education Tools

~$750M annually at NIH
~$123M annually at NCI

ﬁ



SBIR & STTR: Three-Phase Progra (@ SBIR&STTR

e Proof-of-Concept

S Dire_ct to Phase |I e Commercialization stage
2 SRl e *Skip Phase | e Use of non-SBIR/STTR
6 months (SBIR)

fund
or 1 year (STTR) il I? Hnes

Phase | Phase Il Phase lll

Combined Phase | & Il

e Research & Developmé

e Commercialization plan
required

¢ $1.5 million over 2 years

* Venture-backed companies can now apply
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New Initiatives
e |-Corps™
« Bridge award
e |nvestor Forum
e Workshops




I-Corps @ NIH Pilot Program (@ SBIR&STT

10-week Entrepreneurial Immersion course to
reduce commercialization risk for Therapeutics,
Diagnostics and Devices

A pilot program that’'s a partnership between NSF
and NIH.

4 participating NIH Institutes
NCI, NHLBI, NINDS, NCATS
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Teaching Methodology (@ SBIR&STIR

I-Corps™ iIs based on a curriculum called
Lean LaunchPad

 Developed by Steve Blank as a graduate course at
Stanford

* Brings together customer development, agile
development, business model generation, and pivots

Steve Blank

eSerial entrepreneur

e21 years / 8 startups

*13 years @ Berkeley, Columbia,
Stanford, & UCSF




I-Corps @ NIH: Format " L © SBIR&STTR

Teams are “taught” and guided by a group of
experienced faculty (e.g., serial entrepreneurs, VCs)

Develop a viable business model around their
technology focusing on key questions like their value
proposition and revenue model.

Assess IP and regulatory risk before design and build

Define core customers and how purchase decisions
are made.
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I-Corps @ NIH: Format a (@ SBIR&STIR

Process: gather as much information and insight
as possible by conducting 100 interviews with
potential customers and partners.

Adjust business strategy based on direct
customer feedback.

Use of “Business Model Canvas” provides a
framework for analyzing information to determine
If there is a product/market fit.
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I-Corps Business Model Canv

(@ SBIR&STTR

Product-Market Fit ”

A

—

Who are our
Key Partners?

do our Value
Propositions
require?

customers’ problems
are we trying to
solve?

Key Resources wnl

What Key
Resources
(suppliers, etc.) do
our Value
Propositions
require?

Which customer
needs are we
satisfying?

What is the specific
product/service?

What are the features
that match customer
needs?

How will we Get,
Keep, and Grow
customers?

Channels @ s

Through which
Channels do our
Customer
Segments want to
be reached?

N
%
Key Partners é Key Activities Y u® | Customer v Customer e
Value Relationships Segments 2
5 3 Propositions 1 7
What Key Activities Which of our

For who are we
solving a problem
or fulfilling a need?

Who are the
customers?

Does the value
proposition match
their needs?

Is this a single-
sided or multi-sided
market?
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Cost Structure

Whatare the most important costs in our

business model?

@ Revenue Streams

What is the revenue model? What are the pricing
tactics? For what value are our customers willing

to pay?
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(© SBIR&STTR

\TONAL
l ANCER Pilot program offered to NIH SBIR Phase | awardees
MY October-December 2014
m o e 19 teams conducted 2, 128 customer discovery interviews
m) EZEE“.?LE?‘;“S??O?;% 82% found the program “very good” or “excellent”

82% would recommend I-Corps™ at NIH to other companies

National Center . pe . . . . . .
m)f;fdfm?n; Modified curriculum including life science domain experts

Translational Sciences

“We interviewed and talked to enough people to realize that what we thought we knew,
we didn’t know well enough.... [I-Corps] really helped us understand not only our product
but our customer, and how we’re going to channel that product to the customer and where
that customer is going to see value in the product.”

-Greg Jones, Principle Investigator at Clinacuity




Status of Technology and Future Pla (@ SBIR&STTR

Indicate your level of agreement with the following statements about the current status of your

technology and future plans.
Unsure Disagree

Totally disagree m Agree M Totally agree

| have adequately assessed my technology's readiness for commercialization.
| have identified a viable commercialization path for my technology.

| have developed a scalable business model.

| will apply for a phase Il SBIR award predicated on the phase | award | used...

Before

| will seek other non-federal funding or investment for my technology within...

I have defined a minimum viable prototype for my product.
| have identified and validated the market for a product based on my...

| have identified the key customer segments that | plan to target.

| have adequately assessed my technology's readiness for commercialization.
| have identified a viable commercialization path for my technology.

I have developed a scalable business model.

| will apply for a phase Il SBIR award predicated on the phase | award | used...

After

| will seek other non-federal funding or investment for my technology within...
| have defined a minimum viable prototype for my product.
| have identified and validated the market for a product based on my...

I have identified the key customer segments that | plan to target.




NCI SBIR Phase |IB Bridge A @ SBIR&STTR

Phase | ) Phase II \‘ NCI SBIR Phase IIB Bridge Award) Phase IlI

|

Provides up to S1M per year for up to 3 years

Open to any NIH-funded Phase Il awardees with projects
relevant to NCI mission

Accelerates commercialization by incentivizing partnerships
with third-party investors & strategic partners earlier in the
development process

Competitive preference and funding priority to applicants that
can raise substantial third-party funds (i.e., > 1:1 match)



Therapeutics Projects (@ SBIR&STIR

DISCOVERY PRE-CLINICAL PHASE | PHASE Il
Lpath Therapeutics, Inc. | ASONEP™ NCI Bridge Award ($3M)

(anti-sphingosine-1-phospate mAb)

(2009) | ReNAL CELL CARCINOMA A CEIE (AL

Altor BioScience’ Inc. ALT-801 NCI Bridge Award ($3M)
2009 (T-cell receptor/IL2 therapeutic fusion protein)
( ) p53(+) CANCERS VC + Angels ($8M)
Omniox, Inc. | OMX-4.80 Bridge Award ($3M)

(2012) (oxygen delivery protein)

GLIOBLASTOMA VC + Angels ($4M)
Bexion, Inc. | BXQ-350 Bridge Award ($3M)

(saposin C/dioleoyl-phosphatidylserine nanovesicle)

(2013) | Gli0BLASTOMA VC + Angels ($7M)




18 Bridge Awards

FY2009 - FY2014

$15,000,000 -

$10,000,000 -

$5,000,000 -

$0 -

NCI Total

Leverage

>2to1l

\~

(@@ SBIR&STTR

M = NCl award
M = Third-Party Investments

~ 40% Venture Capital
~ 35% Strategic Partners
~ 25% Angels & Individuals
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NCI SBIR Investor Forum @ SBIR&STITR

Exclusive opportunity for some of the
most promising NCI-funded companies to
showcase their technologies

http://sbir.cancer.gov/investorforum/

e Showcases top SBIR-funded companies
presented

o Convenes 200 life science investors &
leaders

| NCI SBIR |

;.

An exclusive event designed to connect the strongest and most promising

NCI SBIR-funded companies with life science investors and strategic partners. o PFEViOUS fOrumS C|OSEd dea|S CO"ECtiVE'V
valued at more than $300M

e Facilitates 150+ one-on-one meetings
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Workshop on Federal Resources to TN
Accelerate Commercialization | (© SBIR&STIR

Bringing together NCI SBIR/STTR
awardees to move funded technologies
from bench to bedside

http://sbir.cancer.gov/FRACWorkshop

May 7, 2013 at NCI Shady Grove

Speakers from FDA, CMS, USPTO, and White House
OSTP

Panels on other sources of federal funding, resources &
collaborative programs at NIH, and unique life science
Investment organizations

One-on-one meetings with program directors and
speakers 17
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