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Measuring SBIR Infusion Success 
 

• Technology is directly picked up by a flight project, mission or 
instrument – This is the ultimate prize, but not the only one.  

• Technology is targeted for further specific development, under an 
advanced technology program which a flight project, mission or 
instrument supports. 

• Technology significantly benefits direction of overall portfolio (is 
used in the “trade space”). 

• Small business either (a) sells their technology to a larger company, 
or (b) is bought out by a larger company, which in turn 
incorporates the technology into one of their product lines and/or 
uses it on a flight program. 
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(1/3) What’s Working in Technology Infusion  
and Commercialization 

 
• Focusing on technologies that have clear economic and/or risk 

reduction impact. 
– e. g. Significant savings in design time/effort, mass, volume, 

power, integration costs, etc. 
• Emphasizing technical areas where other funding sources are lacking. 
• Publicizing SBIR solicitation at relevant technical conferences. Includes 

technical/engineering staff and project/mission people encouraging 
their small business contacts to propose.  

• Publicizing SBIR successes, so that program and project managers can 
see concrete examples of the benefits.  
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(2/3) What’s Working in Technology Infusion  
and Commercialization 

 
• Technical Monitors or COTRs who: 

– Make your company aware of agency technology requirements (and 
changes to these requirements) and effectively "champion" the 
technology to agency programs and projects. 

– Communicate consistently with your company and help it stay on 
track towards agency applications. 

– Successful infusion often requires specialized knowledge of how the 
relevant technology dovetails with specific mission needs. 

– Encourage your company to take a proactive role in finding post 
Phase II funding and customers (see next page). 
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(3/3) What’s Working in Technology Infusion  
and Commercialization  

 
• Your company has realistically assessed prospective agency 

applications, including specific projects, instruments or advanced 
technology programs - and confirmed these interests via direct 
communication and contacts (not just via reading documents or 
websites).  

 
• Your company has a realistic, well thought out, clearly defined 

plan – preferably in writing - and mechanism to proceed beyond 
Phase II, either via internal funding, non-SBIR government agency 
funds, angel investments, venture capital, other private capital 
(such as a prime’s IR&D), teaming with a larger organization, or a 
combination.  
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Infusion Funding and Commercialization Funding 

• If a particular technology has only government applications, that is fine….if other 
technologies your company is developing do have commercial applications.  

– Broad overall customer/product base needed for long term company success.  
• Angel investors, private investment or early VC funding that supports 

commercialization can often be same funding that supports DoD product 
development.  

– DoD wants to buy products, not technology, to insert into DoD acquisition process.  
– VCs fund product development, but not R&D. VCs consider it the government’s 

responsibility to fund R&D. 
– For NASA, this is more difficult to dovetail, since NASA niche needs are often not the 

same as company commercial needs.  
• NASA needs are more likely to be met if they can be engineered to overlap 

significantly with commercial or DoD needs – good business strategy for your 
company. Also allows leverage of DoD transition funds.  

– But if a NASA need is truly unique, often the only realistic option is for NASA to fund 
post Phase II.  
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Summary: Some Phase II Strategies that  
Increase the Odds of Follow-on Work 

• Good Technical Monitors and Subtopic Managers are among the most 
valuable resources. They provide technical/programmatic credibility and also 
connections with program and project personnel.  

• Good Technology Infusion Managers (TIMs) provide overall programmatic 
infusion framework, help plan and implement infusion strategies, help 
identify applications and funding sources, report successes, keep prospective 
users informed of relevant available and developing technologies, and keep 
SBIR advocates motivated.  

• SBIR technologies that are well integrated with larger technology 
development programs.  

• Line and program management that are well informed about your company’s 
SBIR successes and how their work directly benefits the agency.  

• Companies that are proactive in pursuing agency applications, post Phase II 
funding, and connections with primes, as well as commercial applications.  
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Some Examples of Successful Extension of  
NASA Applications  

to Commercial Applications 

8 



National Aeronautics and Space Administration 
 

National Aeronautics and Space Administration 
Jet Propulsion Laboratory 
California Institute of Technology 
Pasadena, California 
 
www.nasa.gov 

9 From the NASA SBIR public website - Success Story Gateway,  http://sbir.nasa.gov/SBIR/success.htm   



National Aeronautics and Space Administration 
 

National Aeronautics and Space Administration 
Jet Propulsion Laboratory 
California Institute of Technology 
Pasadena, California 
 
www.nasa.gov 

10 
From the NASA SBIR public website - Success Story Gateway,  http://sbir.nasa.gov/SBIR/success.htm   



National Aeronautics and Space Administration 
 

National Aeronautics and Space Administration 
Jet Propulsion Laboratory 
California Institute of Technology 
Pasadena, California 
 
www.nasa.gov 

11 
From the NASA SBIR public website - Success Story Gateway,  http://sbir.nasa.gov/SBIR/success.htm   


	Infusion and Commercialization: �Some SBIR Best Practices 
	Measuring SBIR Infusion Success�
	(1/3) What’s Working in Technology Infusion �and Commercialization�
	(2/3) What’s Working in Technology Infusion �and Commercialization�
	(3/3) What’s Working in Technology Infusion �and Commercialization �
	Infusion Funding and Commercialization Funding
	Summary: Some Phase II Strategies that �Increase the Odds of Follow-on Work
	Some Examples of Successful Extension of �NASA Applications �to Commercial Applications
	Slide Number 9
	Slide Number 10
	Slide Number 11

