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SBIR = Federal Seed Funding
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 Formed an idea but have no Business Plan = Too early

 Product already developed and being sold = Too late

 Federal need = Business Plan objectives = Just right
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Staged Investments

Stages: Discovery  – Design  – Develop  – Deliver  – Scale  – Expand  – Perform  – Unicorn  

Investment: $25K $100K $500K           $1M $10M $25M                $100M

Funding: Pre-Venture Seed     Start-Up      Early Stage (A)   Expansion (B)     Exit Strategy
Founders

Friends & Family

SBIR Phase I & II

Crowdfunding

Angel Investors

Venture and Corporate Capital

M&A, LBO, IPO

Business Loans

Sources:

Valuation (3X Revenue): $1M $5M         $15M     $30M      $50M        $150M

Presenter
Presentation Notes
Angel Investment Criteria:1.) Deal size: Angel investors, being individuals, tend to know the investment size with which they are comfortable.  The entrepreneur should not be surprised to find that most angels invest anywhere from $25,000 to $250,000, with a few occasionally beyond those levels.  Thus, “syndication of angels” is a common process for those entrepreneurs, needing to raise capital, beyond the individual range of most angels.�2.) Company stage: Some Angels will only invest in seed or startup companies, while others seek later stage ventures looking for expansion capital.  The entrepreneur and their professional advisor should look to find those angels whom are well suited to the stage of development of the venture.�3.) Industry: Angels tend to invest in businesses they either know or can readily understand.  Many angels, having previously been successful entrepreneurs, will tend to lean toward their prior industry experience.�A deal well-matched toward its prospective angel investors will have a higher probability of a successful closing.



Delivering Customer Value
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Presenter
Presentation Notes
Founded in 1897117 years of growthLargest chemical company in the U.S.Ranked 68th in the S&P Fortune 500$57 billion in annual revenue in 2013~ 53,000 employees worldwide6,000 products manufactured at 201 sitesin 36 countries across the globe



Corporate Venturing

 Identifies / analyzes new technologies and quantifies new market opportunities for Dow

 Serves as an innovation pipeline to supply Dow with a flow of new concepts for evaluation

 Seeks interaction with emerging technology sources, focusing on developing strategic 

relationships

 Staff includes technical, commercial, and financial analysts

 Uses Technology Scouting group to identify, interact with emerging technology-based 

opportunities



Technology Roadmap



Balanced Product Portfolio

*Market means customers, not geographies

New to 
Company

Adjacent

Present

End-Use Market*

Product
Technology

Present Adjacent New to
Company

1

2

3

4

1 2 3 4

Core Business –
Product Enhancements

Growth Business –
Product Launches

Emerging Opportunities –
Scouting Options
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5Projected 5-Year 
Revenue >$1B

Revenue = $50M to $999M

Revenue = <$50M



Thank you!

Questions?
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