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Who is NineSigma?

What is the new paradigm?
How does this differ from government funding?
What are sample funding opportunities?

How do | learn more?



NineSigma is...

« A for-profit, privately-held company
* A solicitation “agency” for industrial R&D

« An Innovation sourcing company connecting
“Innovation seekers” with “solution providers”



How We Do “IT"

Innovation Seeker

@

- Nurture both sides of connection -

Draft “request” to y :
describe need /#neSigma%

R
Cross-boundary search ”‘maged Exchand
for potential partners K“;XTM) Proceg

Invite thousands of
participants in parallel

Provide results report

Standard templates and best practices
Real time search capability
Proactive push system
Non-confidential environment

Solution Provider

@ Open network of global
thought leaders

@ Target relevant
communities of practice

@ Creatively adapt unique
knowledge

@ Non-obvious, disruptive
ideas
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How Does It Work?

i

-

'__;ahgé R’F‘F"’f"Prc')ce:_

Receive RFP announcement — No cost to participate!

Review 2-3 page RFP
* Introduction
« Background
* RFP process/evaluation criteria

Respond with 3-page non-confidential Proposal Abstract:
« Technical approach
« Proposed budget/timeline
« Team experience

« Additional supplemental material (publications, marketing
material, CVs, etc.)

If selected, negotiate contract with sponsor company

REQUEST FOR PROPOSAL # 30365-5
Technol

ies to Enable Cordless Sensors for Automotive A|

NineSigma RFP # 30365-5

Point of Contact:

Kevin C. Stark, Ph.D. 216-285-4806

Proposal abstracts due: March 10, 2004

Subi
Elad

ctronically to:

Broied ducation/funding level
Joint and co-development is of interesl. Significant investment is anticipated for selected partners.

after an initial

may lead to a long-

apreement.

2 Introduction

NineSigma, representing General Motors
Corporation is seeking proposals (technical and
cost) for development of new cordless sensors
and sensor systems. Of particular interest are
sensors that do not need a power connection to
the vehicle and can broadeast their data
wirelessly. Possible powering mechanisms
include: piezo-generated power from vibration,
micro-power stored energy devices, power
scavenged from heat or other sources.

The objective is to identify technology partners
for jointico-development which may lead to a
longterm  supply  agreement.  Significant
investment is available for selected partners.

To enable cordless sensor/sensing systems, all
of the following responses are of interest:

* New sensors/sensing systems for
engine, transmission, body, and chassis
applications (Integrated Sensor
Technology)

* Power scavenging systems that take
advantage of heat and vibration inherent
within the wvehicle environment (Power
Source).

*  New wireless communications

gy for
(8ignal Transmission).

C Proposal Submission Process

An Abstract limited to no more than 3 pages is due by
March 10, 2004 The Abstract should briefly describe the
proposed technical approach; provide Information on
proposed program plan and deliverables, expacted budget,
and desciption of the proposal team and their related
experience. The Abstract should not contain any
confidential information. to download the
required Proposal Abstract template-

The offerors wilh highly responsive proposals will be

contacled for nex! steps which may include a full proposal.

The Abstract will be evaluated using the following criteria

= Overall scientific and technical merit of the proposed
approach

«  Ability to demonstrate feaslbility

«  Offeror's abllity to joint/co-deveiop

«  Experience in wireless communication prolocals for
aulomolive applications.

« Offeror's capabilities and related experience

Questions may be submitted to Dr Kevin C Stark at

NineSigma's client reserves the right to select for award, all,
some, or none of the proposals received in response lo this
announcement. NineSigma's client may aso only select
specific lasks within a proposal for award,

23825 Commerce Park Drive, Ste. A-1, Cleveland, OH 44122 - Phone: (216) 295-4800

+ Fax: (216) 295-4825

@ Copyrignt 2003 NineSigms, Inc

Sample RFP Document
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A New Paradigm

Usual Company Practices NineSigma Approach

4
3rd party challen
accepted compan

{
 Established 4

RFP process to
networks #

\ define need
« Published | ‘ ’/

information

THOUGHT

Massively parallel
approach

LEADERS

Find cross boundary N

\ connections

RESULTS: RESULTS:

* Limited perspectives * Fast Results » Unobvious Solutions

* No differentiation * Exclusive Access to Ideas ¢ IP Opportunities
Backward TERO




Why Connect to External Innovators?

|mprove your gene pool...

@

@

'y

Sourc

Globally there are more than
3 million peer level researchers.

No one company has more than 1% of the
global R&D capacity

Challenge what you know, leverage the R&D
Investments from others.

e: National Science Foundation, Science & Engineering Indicators — 2002; Total researchers in OECD countries

W OUWeEgoTiogetinepeoplewitnine
IdeasineRECHNIOIogy A|andneanIlity o,
executeliogetners

SANGALET EYSCEVURETOCIEr8AGamni el



Why We're Different

- Our People, Our Methods .

@ NineSigma developed a unique networking system including
@ a “Request” process
@ Proactive PhD level Program Managers, NINE
@ Open solver networks
@ Internet Tools

@ NineSigma broadens networks across traditional boundaries with solution providers
In industry, academia, government and other innovative sources worldwide

@ Breadth of capability is as broad as client’s needs along the entire product
development life cycle

@ Intellectual property, exclusivity, confidentiality and other business arrangements are
negotiated by the collaborative partners

@ Results describe a landscape of options

@ Results are non-obvious and significantly impact business success N IN z :
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NineSigma Programs

= Market new products or
services
* Dut-licensing

* Material or finished
component suppliers

* [n-licensing

* Government procurement

» Technology validation
» Expert Finder

NINE,
* Complementary research : == L3 :

* Development partners Lf -

* Technology acquisition a . e

solicitation



Why NineSigma?

. Confidentiality

Protect confidentiality of client need
Client’s IP requirements specified up front

Client requests can be issued anonymously
Distribution lists vetted and managed

Competitors can be excluded from the process

® 9 %9 % S 9

Third-party screen of responses submitted



NineSigma Database

_Whois in our database? - Globalreachl oo
Large companies Business incubators
Medium-size companies Venture Capital
Small companies Academic-global
Start-ups National Academy of Engineering
Government Labs Research organizations
Technology Transfer Entrepreneurs
Licensing executives Military
Consultants

NIN2
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Broad

Network

@ NineSigma'’s Solution Provider Community

100%-

80%-

60%:-

40%-

20%-

0%

65%

Industry Academic Non Profit  International

O Percentage of Responses from Different Types of Organizations

NIN2
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What is different in the solicitation processes?

- NineSigma’s experience with over- 100 projectslyedrs: =

Government (BAA/SBIR) Industry/NineSigma Process

Funding amount/project duration well Budget may not identified or set aside in
defined advance

Multiple organizations may be funded Y, projects result in a funded partner

Intellectual Property rules are well defined Intellectual Property is negotiable

Contract and grant guidelines well defined Contract-based engagement with a focus on
by each agency results

Limited support for commercialization Path to commercialization or manufacturing
funding may be more aggressive

Limited ability to interact with respondents No fairness of opportunity/conflict of interest
during solicitation process Issues

Identity of agency and point of contact Company may be anonymous during the
known solicitation period of RFP

NIN2
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Timeline Differences

- What should you expect

Government funding  NineSigma process

Solicitation period: 2-3 months 3-4 weeks
Evaluation period:
Typical 2-6 months 2-3 months
Range 2-6 months 1 week to 6 months
Negotiation for contract:
Typical 1-3 months 2-4 months
Range Upto 1 year Upto 1 year

Very short front-end for NineSigma RFPs, but only a short statement of interest required

NIN2

Il n n o v a t e



Who Are Our Cllents’>

. Global Leaders ™

PG

KOHLER.

@ p[]N) PRODUé’Tgé
DELPHI

Ao ~gyAza __

Abbott Laboratories

JEHNSON

CONTRELS



Strateglc Relationship Agreement

P&G and NlneS|gma
g Slgned February 28, 2003

“Renowned as one of the world’s most innovative companies, P&G is now
applying those skills to the innovation process itself. Implementing its
leading edge “Connect and Develop” strategy, P&G has announced a goal
of accessing 50% of its new ideas, technologies, and products from
external sources. A key element in the open innovation strategy Is the
effective utilization of the Internet to match technical needs with the right
Innovators around the world who have technology solutions and “ready-to-
go” products that P&G can utilize.”



International Alllances

CSIRO

JRI: 3,000 person consulting firm
NS Agent/PM in Japan

Samjong: KPMG Korea Affiliate
Ready-Product, $3$ ideas

BNCR: Global Sourcing
2nd argest ISO 9000 certifier

in China

India: Partner discussion underway

Australia;: CSIRO

Il n n o v a t e



http://www.jri.co.jp/english/index.html
http://greetingindia.tripod.com/vitalstats.html

Case Studies -1

Tier-One Automotive Supplier (Fortune 100) — Scientific Research Finder
Objective: The company was looking for new techniques for bulk manufacture of nano-scale particle size thermoelectric materials.

Results: More than 30 solution providers responded including a number of organizations who had both nanomanufacturing

experience and thermoelectric experience. Two solution providers brought to the client were included as partners in their proposal to
the EU for grant funding.

“This has already been a success because of the connection to [this solution provider] alone”
- project owner

Consumer Products Company (Fortune 100) — Process Improvement

Objective: The company was seeking proposals for materials and/or processing methods which would provide
improved physical properties for blow-molded packages.

Results: In the 2 years since the RFP was launched, the company contracted with a university and is developing the

technology for use in the company’s manufacturing process. If successful, it is estimated that the new method will save
tens of millions of dollars in manufacturing costs.

“Without NineSigma we would not have identified this academic resource whose
unique solution approach has not surfaced elsewhere” - project owner



Case Studies - 2

Household Products Company — Manufacturing Capability

Objective: A manufacturer of well-known household products sought the ability to increase oxygen transmission in transparent

o -’,r = =3 polyethylene (PE) food bags. The new capability would help food stay fresh longer with minimal impact on cost.
ﬁqﬂ . Results: The proposals received provided valuable learnings on the technology landscape. Out of 10 highly qualified responses,

; ; the company was able to find a solution provider who met their stringent technology requirements and had a business model that

" g would provide for the transfer of the manufacturing capability to the client.
y “Our NineSigma Program Manager was great!” - project owner
Aerospace Company (Fortune 100) — Expertise Finder
1 I . -l._:.‘ Objective: A leading aerospace company wanted to determine the economic value of travel time and was looking for
o= expertise to develop models and metrics to evaluate various transportation techniques.
Y ¥ o Results: NineSigma helped identify experts (including a Nobel Prize winner) in the area of transportation economics that
=== L were able to provide new perspectives on the client’s very specific need. The client is working with the high caliber solution
..,:.... = 3 ; providers to determine a cost-efficient model that they can incorporate into their product development process.



Case Studies - 3

Consumer Products Company (Fortune 100) - Packaging Fix

Objective: A client in Western Europe had an immediate problem with a package at the point of sale. The RFP had to be
developed quickly with a focus on the technology and not the product or specific package.
Results: NineSigma identified a number of qualified solution providers, one of which was a consultant located near the client,

and rapidly presented results to the client to address the urgent situation.

“We were able to identify the experts in the field...and set up a collaborative working relationship
with them quickly” - project owner

Global Automotive Manufacturer (Fortune 100) — Technology Finder

Objective: The company was seeking proposals for the development of a robust hitch angle sensor to measure the
angle between an automotive vehicle and a trailer.

Results: NineSigma brought back more than 10 qualified responses from solution providers around the world offering a
wide range of technical approaches. Many of the solutions proposed directly challenged the views of the research team.

“We could not have found these technical approaches with our internal innovation
scouting group” - project owner



Action Plan

- Pricing.

® %2 9 9

Pay-for-performance model
Discovery Fee to initiate project — $12,500
Transaction Fee — payable upon signing of contract with solution provider
Transaction Fee based on value of contract:
@ 40% for contract value up to $50,000
@ 7.5% of contract value for next $950,000
@ 5.0% of contract value exceeding $1,000,000
Price = Discovery Fee per project + (contract signing rate) x Transaction Fee

NIN2
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How Do | Learn More?

‘NineSigma Innovation Newslettet

ma Innovation Newsletter for February 18,2004 - Message {(HTML) 101 x|

¥ Nine

J Fle Edit Wiew Insert Format Tools Actions Help |
JﬁJﬁep\y | €S Reply to Al |§§Fﬂrﬂard |§ ‘ 4 ||:5 x ‘ * - w8 @ .

|ﬂ You Forwarded this message on 2/2472004 1:38 PM, Click here to find all related messages. |

From: hineSigma Innovation Mewsletter Sent: Wed 2/18/2004 4:49 PM
To: Kewin C. Stark
o

Subject:  MineSigma Innovation Mewsletter For February 18,2004

NINZXZ Innovation Newsletter

Connecting technology seekers with solution providers around the globe.

February 18, 2004

Dear Colleague,

This inaugural issue of Innovation MNewsletter is being sent exclusively to the NineSigma network. It will
be distributed each week and will include new Request for Proposals (RFPs) and a complete listing of
all open RFPs. Please feel free to imvite colleagues to join NineSigma's network by forwarding this ermail
using your ernail browser or clicking the "forward” link at the bottom of the page. In an effort to better
serve our network members, we are interested in receiving your feedback on this new format. Please

send your comments to stoessnen@ninesigma.com.

Click here to subscribe to receive future updates.

The following Reguests for Proposals (RFPs) are now available from MineSigma. Please click on the
opportunities below to view the full information on the technology or need being sought.

Table of Contents \’ -New RFP

Automotive Heat Pump Biocconcentration - J Biotexicity - J

Consumer Preferences- % Cordless Sensors for Autamotive Applications - % High Temperature Elestionics

Hitch Angle Sensor- J Hon-Caffeine Stimulants - " PerfectFlow’ Fluid Dispenser - ‘\’
Products for Garment Care ‘Ready to Go' Product/Businesses for Fabric Care Receptor Binding Librany
Touchless Obstacle Detection  Treatment of Nicotine Addiction - ‘\’ Wetting Agents for Plastics - ',

New Request for Proposals {(RFPs)

Bioconcentration - MineSigma, representing a Fortune 100 products pany, is seeking
proposals (technical and cost) for developing a simple laboratory assay, potentially in vitro, using
aguatic arganisms for assessing the bioconcentration potential of certain ingredients of consurmer
products. Mare. ..

™
Biotaxicity - MineSigma, representing a Fortune 100 products pany, is seeking
proposals (technical and cost) for developing an aquatic chronic toxicity test for predaceous
invertebrates (e.g., stonefly). Priority will be placed on those proposals that identify species easily
Il n n o v a t e

propagated in the laboratory. The testing period should not be longer than currently available chronic
tests for freshwater vertebrates (< 30 days). More...




Sign-up!

technology
resource

global reach

regqister.ntm
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www.ninesigma.com

Contact: Charles J. Brez
216-295-4805
brez@ninesigma.com
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