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TECHNOLOGY AND BUSINESS INCUBATION
Application Form
A) COMPANY INFORMATION
1. Do you plan to develop and sell your solution or product(s) without running a business (as an innovator only) or as an entrepreneur? Tick your primary objective so that the evaluation of this application can be suitable for you. 
1) Innovation                               2) Innovation and start-up services

2. Name or proposed name of company ……
3. Is your company registered in accordance with the Eswatini Companies Act No. 8 of 2009?
                 1) Yes 

 
                2) No



4. Is your business at          1) operational i.e. producing goods or services and selling or          idea stage? 

B) TEAM INFORMATION
	B1. Names of Shareholders& Directors 
	Full Name
	Shareholder/

Director/


	Mobile Number
	Gender 

(M/F)
	15-24 Years 
	25-35 Years 
	36 and Above 
	Nationality

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	

	B2.  Email addresses of all shareholders and directors
	Full Name
	Email

	
	
	

	B3. Qualities of team/employees that will develop and deliver the solution and innovation
	Full Name
	Role(s) or expertise to be applied in the innovation/business process
	Duration of role in the company or relevant experience elsewhere 
	Description of any relevant academic achievement 
	Full-time or Part-time in developing the solution and innovation

	
	
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	


C) SOLUTION OR PRODUCT OR SERVICE & INNOVATION
	C1 - Describe the solution or product(s) or service(s) offered or proposed by your company?
Provide adequate description of formulation (non-proprietary), functions and where this belongs in the value chain of the relevant industry. 
	

	C2 – What process(es) and infrastructure or equipment will you use to distribute your solution or product(s) or service(s) to customers and/or end-users?
	

	C3 - What is the technology or product readiness level of the solution or product(s) or service(s)? Provide adequate information about the qualities that place your solution in the chosen level.
See note 2
	

	C4 - What real and significant problem(s) are you solving or aiming to solve with the solution or product(s) or service(s)? 
Provide adequate information about (i) the nature of the problem (ii) size and/or effect (iii) consequences or effects of not solving the problem.
	

	C5 – What ethical and regulatory requirements do you need to fulfill in order to develop the solution until it becomes certified or enters the market?
	

	C6 – In what sector/industry will the solution or product(s) or service(s) have the greatest impact?
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	C7 – Is your solution or product(s) or service(s) an innovation or likely to be? If yes, explain the nature of innovation. See Note 1 
	

	C8 – What form of intellectual property will be generated from this solution or product(s) or service(s)? See note 3 
	
[image: image13]1.  Patent                                    
[image: image14]2. Trademark 
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	C9- Does your solution or product(s) or service(s) solve the Coronavirus outbreak or improve adaptation of humankind?
	    

           Yes                                           No

	C10 - If yes, what difference (impact) will your solution make in the context of the COVID-19 pandemic?
	


D) FEASIBILITY & MARKET ATTRACTIVENESS/OPPORTUNITY 
	D1 - Describe characteristics of the consumers or businesses that will use (end-users) the solution or product(s) or service(s) and characteristics of those who will pay for it (customers). Provide adequate information about the consumers or businesses or both, how many they are, where they are located, estimated average or range of income levels (turnover for business), who they are buying direct and indirect competing solutions from, etc and sources of this information. 
	

	D2 – Describe all companies that produce or sell the same or related solution or product(s) or service(s) as a way of solving the same problem that you have identified. 
What is the advantage they have over you? 
	

	D3 – What are the revenue streams that you will apply to the solution or product(s) or service(s)?

What is the average selling price for the solution or product(s) or service(s)?
	

	D4 – What is likely to make your solution and business (if entrepreneur or aspiring to be one) more favorable to customers and end-users compared to your competitors? 
What is the advantage you have over your direct and indirect competitors?  
	

	D5 - How many customers or end-users have participated in your research or tested or adopted the solution or product(s) or service(s) and over what time period? 
	

	D6 - How many customers are paying for the solution or product(s) or service(s) and over what time period? 
	

	D7 - Do you have the necessary equipment, production facility or space and access to the relevant infrastructure and services to enable you develop the solution/product/service until it becomes certified and enters the market?

Describe what is available and any existing gaps.
	

	D8 – How much funds have you used in developing and selling your solution or product(s) or service(s)?

List the items and relevant amounts that make up the figure/amount that you mentioned above. 
	

	D9 – Is there a funding gap? If yes, list the items and relevant amounts to show what the figure/amount that you mentioned above will cater for. 
	

	D10 – How have you raised funds in the past and how do you plan to close the funding gap in the future?
	

	D11 – What are the key risks in developing and selling the solution or product(s) or service(s)? 
How will you mitigate the risks?
	


E) ACTION PLAN AND MILESTONES
Note:    Based on your vision for the next 36 months (3 years) what milestones do you need to achieve in order to achieve the vision? It helps to state the vision first. You may use a separate excel spreadsheet for the table below.
	Phase 
	Pillar Product/R&D , business development and organizational strengthening, compliance and  legal requirements 
	Key Milestone Output/Quality/Quantity/Amount (What & how much should be achieved)
	Activities (What will be implemented to achieve the milestone)
	Start Date
	 End Date
	Duration (Days) 
	Place for activities (Where)
	Responsible Person (Who)
	Costs How much
	Source of funds

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	


F) FINANCES
F1) START-UP COST & FUNDING GAP / BUDGET
Complete the table below to show start-up costs and funding gap. Start-up costs are incurred at early stages when there is still no or little revenue and no profit. You may use a separate excel spreadsheet for the table below.
	Item
	Used Funds
Amount E
	Funding Gap for next three years (you may complete this column and the next one after completing P&L Projections in F2 and observed how much will not be covered by your sales income)
Amount E
	Potential sources of Funding

	Equipment 
	
	
	

	Furniture
	
	
	

	Other (specify)
	
	
	

	Total Capital Expenditure 
	
	
	

	
	
	
	

	Expenses (examples below)
	
	
	

	Input / material purchases
	
	
	

	Inventory
	
	
	

	Freight, duty & shipping
	
	
	

	Personnel wages, salaries, stipends, etc.
	
	
	

	Compliance e.g. permits, licenses, etc.
	
	
	

	Consultancy services & professional fees
	
	
	

	Rent
	
	
	

	Telecommunication
	
	
	

	Utilities
	
	
	

	Transport
	
	
	

	Marketing
	
	
	

	Insurance
	
	
	

	Stationery
	
	
	

	Printing
	
	
	

	Bank charges
	
	
	

	Interest on loan 
	
	
	

	Working capital reserve
	
	
	

	Total Expenses
	
	
	

	
	
	
	

	Start-up Cost (E)
	
	
	

	
	
	
	

	Used Funds by Source
	Amount E

(show how much money came from each source) 
	Terms &Conditions Attached to the Funds 

	Shareholders’ Investment
	
	

	Friends & Family 
	
	

	Grant 
	
	

	Loan
	
	


F2) PROJECTED PROFIT AND LOSS PROJECTIONS (INCOME & EXPENSE PROJECTIONS) FOR THE NEXT 3 FINANCIAL YEARS
Note – can this initiative really be a business or at least a feasible innovation process? A business or innovation process does not necessarily have to make profit at the early stages hence a fundraising plan helps to cover any losses that will be incurred until there are sufficient sales to cover all expenses. See note 4. You may use a separate excel spreadsheet for the table below.
	Item 
	Previous / Current Financial Year (state the year)
	Next Financial Year (state the year)
	Next Financial Year (state the year)

	Sales 
	
	
	

	Direct costs / cost of sales
	
	
	

	Gross Profit / Margin
	
	
	

	
	
	
	

	Operating Expenses
	
	
	

	Personnel wages, salaries, stipends, etc
	
	
	

	Compliance e.g. permits, licenses, etc
	
	
	

	Consultancy services & professional fees
	
	
	

	Rent
	
	
	

	Telecommunication
	
	
	

	Utilities
	
	
	

	Transport
	
	
	

	Marketing
	
	
	

	Insurance
	
	
	

	Stationery
	
	
	

	Printing
	
	
	

	Bank charges
	
	
	

	Operating Profit before interest, depreciation, taxes and armortisation
	
	
	

	Interest on loan
	
	
	

	Depreciation 
	
	
	

	Amortisation (if applicable)
	
	
	

	Profit before tax
	
	
	

	Tax
	
	
	

	Net profit 
	
	
	


E) UNDERSTANDING OF OBLIGATIONS APPLICANTS AND ADMITTED COMPANIES
	I/we certify that the information contained in this document is accurate and complete to the best of my knowledge. I/we understand that furnishing inaccurate or misleading information can result in denial of consideration for admission or dismissal from the Business Incubator. 
	
[image: image17] Yes                                                                                
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	I am / we are willing to disclose financial, personnel, compliance, legal, strategic and intellectual property rights to RSTP for assessment of progress and compliance.
	
[image: image19]Yes    


[image: image20]No                                                                                                              

	I/we understand that admission into the incubator does not automatically attract funding from RSTP and its partners because the criteria for applying for admission into the incubator is different from the criteria for applying for funding. 
	
[image: image21]Yes    
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	I/we understand that admission into the incubator will require me/us to register a company in terms of the Eswatini Companies Act No. 8 of 2009. 

RSTP provides company registration services. 
	
[image: image23]Yes    
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Name of Person Submitting: __     Initials or Signature: __        Date: __
Email the form to: applications@itbi.org.sz  

For Internal Use only


Reviewed              Is applicant recommended to pitch to the Selection Committee?        Yes        No
If no, comments - __
Date: __               Name of Business Incubation Representative: __ 
Initials or Signature: __ 
Notes 
1. What is innovation? 
Innovation is: -

(a) Essentially about doing “something” different in one or more of four ways: 
· Pioneering a new product or technique or significantly improving the quality of an existing one;
· Devising a new and viable business model;
· Creating a better or cheaper version of an existing product to satisfy an unserved market; and
· Devising a method that takes an existing product to new sets of customers.
(b) Generating revenue from customers who use that “something” and turning the customers into repeat customers.
2. What are technology or product readiness levels?  
Technology Readiness Levels (also used as Product or Service Readiness Levels in our context) are a type of measurement system which originated from the National Aeronautics and Space Administration in the US used to assess the maturity level of a particular technology or product or service (see diagram below).
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TRL 1, scientific research is beginning and those results are being translated into future 

research and development.

TRL 2, technology is very speculative, as there is little to no experimental proof of concept for 

the technology.

TRL 3, analytical and laboratory studies to test if the technology is viable e and ready to 

proceed further through the development process. A proof-of-concept model is constructed.

TRL 4, multiple component pieces are tested with one another.

TRL 6, technology has a fully functional prototype or representational model.

TRL 5, breadboard technology that must undergo more rigorous testing than technology that 

is only at TRL 4. Simulations should be run in environments that are as close to realistic as 

possible.

TRL 7, technology requires that the working model or prototype be demonstrated in a space 

environment.

TRL 9, once a technology has been "flight proven" during a successful mission, it can be 

called a TRL 9.

Example Spaceship 

Source

https://www.nasa.gov/directorates/heo/scan/engineering/technology/txt_accordion1.html

TRL 8, technology has been tested and "flight qualified" and it's ready for implementation into 

an already existing technology or technology system.


3. What is intellectual property (IP)?
According to the World Intellectual Property Organization, intellectual property can be any of the following:

· A patent protects inventive ideas or processes i.e. things that are new, useful and nonobvious, for example, designs, processes and newly engineered plant species or strains. 

· A trademark protects words, phrases, symbols, sounds, smells and color schemes. 

· A copyright protects the manner in which ideas are expressed and this covers literary works (such as novels, poems and plays), films, music, artistic works (e.g., drawings, paintings, photographs and sculptures), architectural design even programming code for software.
· A trade secret is any confidential business information (technical
 or commercial information
) which provides an enterprise a competitive edge and is unknown to others.  
4. Projected profit and loss statement (income & expense statement) for the next 3 financial years

Note – can this initiative really be a business? A business does not have to make profit at the early stages but there must be a plan to finance any losses that will be incurred until there are sufficient sales to cover all expenses. 

· The profit and loss or income forecast starts by giving the total value of projected sales revenue based on units that will be sold at the chosen price 

· From there the statement simply involves a series of subtractions

· Beginning with the cost of sales i.e. all the direct costs in bringing the product to market, for example, materials, stock / inventory and direct labour.
· What remains is the gross profit. The GP is the larger of the two profit 
values because the overhead (or indirect) costs have not yet been subtracted. 
· Subtracting operating expenses from the GP leaves an operating profit. 
· From operating profit you subtract the net cost of finance i.e. interest paid on long term debt less any interest received from the firm’s investments, depreciation and armotisation. The resulting value is profit before tax.
· The corporate / company tax is subtracted leaving the net profit for the year. 
· Net profit can then be divided between dividends to the shareholders and retention (retained profits) in the business to fund expansion or other investments e.g. purchase of fixed assets.
· Net profit can then be divided between dividends to the shareholders and retention (retained profits) in the business to fund expansion or other investments e.g. purchase of fixed assets
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� Information concerning manufacturing processes, pharmaceutical test data, designs and drawings of computer programs. 


� Includes distribution methods, list of suppliers and clients, and advertising strategies. 
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