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perceptions perceptions 80 per cent of the
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costs
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Certification Information, experience and
Reference materials services

Waste and recycling
Procurement processes
Process scalability
Standards

Legislation

Technical data

Partners

Service billing

Service
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Graphene stakeholde
Tax payer

Industry
Investor
Government
Standards
Academic
Barrier: VH=Very High, H=High, M=Medium, L=Low, VL=Very Low




ﬂ Intangibles
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support
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Prioritisation

Value criteria Time to
market

Date added Application
25-Jun-17 New product

Confidence table
Very high confidence =

View comments in cells as marked.
Score 5 =very high 4 = high
Confidence Development Confidence Development Confidence Sales cycle Confidenc Access to

time cost

adjust definitions below as required
5 We have strong external independent evidence
4 We have good external independent evidence
3 We have some external evidence
2 We have some internal evidence
1 We have no internal or external evidence

3 =medium 2 = low

CIR Strategy

1 =very low
length e route to
market

eg reliable market studies for specific applications

eg reliable market studies that are not application specific
eg we have found some external evidence

eg our own sales data or data from our team

Confidence Revenue

potential



MARKET SIZE/

CONFIDENCE
IN MARKET
KNOWLEDE
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V. Large Low V. High V. Low V. High V. High
V. Large V. Low V. High Low V. High V. High
Large Low V. High V. Low V. High V. High
Large Low V. High V. Low V. High V. High
V. Large V. Low V. High Low High V. High
Medium Low V. High V. Low V. High V. High
V. Large Low V. High Low High V. High
V. Large Low V. High Medium V. High V. High
V. Large Low V. High Low High High
V. Large V. Low Low Medium V. High V. High
Large Low High Low Medium V. High

Medium

Medium

Medium




Riskiness
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Opportunity evaluation
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BUU PI gh API)

2 BUU 11-15 years

® BUU Platform Users (through
API)

@ TDU 16-19 years (future)

© BUU University

® TDC Assessment Companies

© BUU Application Developers

®BUU MooCs

@T71DC Training Companies

O TDC Enterprise

® BUU Satellite TV

@ TDU Content providers /
publishers

O TDC Certified Triba Professionals

@ TDC Special Schools - K12
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