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COMMERCIALIZATION

From IEEE-SFV Chapter sponsored
LaserLight Networks SBIR Commercialization Workshop
at Cal State Univ., Northridge, CA (conducted March 2009)

BUSINESS
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SBIR Technology

U Laser Communication T Free Space Optical Comm
Aircraft i Carrier
Intersatellite
Space i Ground
Airborne i Ground
Terrestrial

U 3 Distinct Terminals
Modulatable Retro-Reflector- no Laser

Dual Function Terminal i Combined Laser Radar +
Lasercomm, 1 Laser

AOrdinaryo Lasercomm Ter mi nal

U No Phase 3

Competition from NRL: developed better MRR

Spent > 8X SBIR contract, used internal resources &
external contractor
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Barriers vs. DoD Alignment Goals

Strategy
Align with Acquisition
© Program Technolog
Goal: TRL 6

@ Ph 2

Capital

No Phase 3 $$
Find External
Fund

Producibility

Goal: MRL 6
@Ph 2

Allilances

Partner
with Pri

Test& Evaluation
Goal: TRL 7 +
MRL7 @ Ph
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Strategy

Govot funds projects, not
SBIR Program = funding source for New Product
Development (NPD) for SBC

Govot neither | ends money
SBC in SBIR Program |

WACC =0% & Main Advantage

First devise strategy, then decide if SBIR funding fits
Position your new product: B-B vs. B-G Markets

Phase 3 contract exclusivity for DoD/NASA
Second Advantage




