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The North Carolina innovation ecosystem 
consists of 
• businesses, 
• the university and community college 

systems, 
• public-private partnerships, 
• investors, 
• State agencies, and 
• military commands.

What is DEFTECH?
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The North Carolina Defense Technology Transition Office (DEFTECH) is 
a state-funded North Carolina Military Business Center entity.



DEFTECH serves DoD, federal agencies, and the innovation ecosystem by:

•Scouting the state for breakthrough technologies
•Coaching industry to identify defense applications
•Communicating federal technology needs
•Positioning businesses to meet requirements
•Representing North Carolina to federal customers
•Conducting emerging technology forums
•Serving as the North Carolina liaison to DoD and federal innovation offices.

Our main goal is to help innovative NC companies win SBIRs
(Small Business Innovation Research) contracts and grants.

What is DEFTECH?
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Why present your Technology or Innovation 
to the Federal Government?

1.For contracts
DOD budget for FY 2025 is $848.9 Billion 

2.For R&D money
Up to $1.5 Million
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Presenting your innovation to the DOD
Your innovation is your “baby” and you think of it and talk about it in your way.
That’s fantastic, BUT…

The people you would like to present your innovation to (the ones with the $$$)are 
• Very regimented
• Review 100’s if not 1000’s of innovations every year
• Probably as an additional duty

They want to see your information in very specific formats
• White papers
• Quad charts
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• A whitepaper is a persuasive, authoritative, in-depth report on 
a specific topic that presents a problem and provides a 
solution. 

• Companies create whitepapers to educate their audience 
about a particular issue or explain and promote a particular 
innovation or technology.

• The information in a white paper can be used in Quad 
Charts

White paper



This template is provided as a suggested format.

1. Company Information 
Provide the following information: Company Name, CAGE code, Company Size (large or small), and RFI number (if applicable).  Include a synopsis outlining the 
firm’s capabilities, facilities (location, square footage, etc), and experience.  

2. Background/Problem Statement
Provide a brief background and identify the problem and problem statement.  Please include all NSNs, Part Numbers, Nomenclature, Equipment List (if 
applicable), and Type (Manufacture, Repair or Overhaul, Reverse Engineering, Repair Development, Additive Manufacturing).  What current problem does this 
project address? 

3. Solution
What is the intent/objective of this effort? Provide a summary of the effort to include solution and value to the USAF.  Describe solution(s) company is 
proposing.  How is your company going to accomplish the task? Make a compelling case that the problem in question is significant enough it warrants a USAF 
investment.  What are the potential benefits? 

4. Deliverables
Provide intended deliverables (i.e. Test Plan, Test Results, Drawings, Tech Data Package, Specifications, Prototype, and First Article).  What will this effort 
entail? How will this effort address the needs outlined in the previous sections?  Please discuss the ownership of the Technical Data Package.  

USAF White Paper Template
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5. Rough Order of Magnitude (ROM) 
Provide estimated total cost for the effort.  If the proposed solution is divided into phases, please include the deliverables and cost of each 
phase or stage.  

6. Schedule
Provide a draft timeline of effort to include major activities/tasks and milestones.  When will items be delivered (i.e. TDP or First Article)? 
What is the anticipated completion of the effort?  

7. Conclusion
Synopsize the request, the benefits to the USAF, and the deliverable(s).

8. Disclaimer(s)
USE AND DISCLOSURE OF DATA – “This white paper includes data that shall not be disclosed outside the Government and shall not be
duplicated, used, or disclosed – in whole or in part – for any purpose other than to evaluate Return on Investment of effort”

USAF White Paper Template
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Through the Small Business Innovation Research (SBIR) 
and Small Business Technology Transfer (STTR) 
programs, 
the Government awards non-dilutive funding to develop 
your technology and chart a path toward 
commercialization

SBIRs and STTRs
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SBIR/STTR Phases 
• Phase I Feasibility Study Phase (up to 250K): 

– Awards range from $50K to $250K. Around 1000-1500 awards are granted 
annually. 

• Phase II Prototype Development Phase (up to 1.5M): 
– Awards range from $750K to $1.5M. Roughly 300-500 Phase IIs awards granted 

annually (typically) • ‘Direct to Phase 2s’ aka D2P2s: Direct to Phase II are topics 
where the government is looking to skip the Phase I process altogether. 

• Phase III Sole Source Production Contract: 
– This phase does not have a fixed award amount meaning contractors essentially 

create your own contract vehicle and can sell to any agency as a sole source 
provider of your offering. Dozens are awarded each year

• https://www.sbir.gov/topics

SBIRs 
Federal funding of innovation

https://www.sbir.gov/topics


How it works



How to apply

https://www.sbir.gov/topics

Do you have an idea for a specific technology solution?
Explore opportunities for funding to take your idea from concept to commercialization.

https://www.sbir.gov/topics


SBIR Agencies
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Purpose

The purpose of a Quad Chart  
• Provide a standardized format
• That addresses specific information
• Enabling evaluators to make quick decisions 

regarding
• Need
• Technology
• Possibility of successful implementation



SCOUT CARD:
Capability Name

Name of Company
POC: name/phone/email

Company Logo

Problem

Technology name, picture, and brief description:
• Provide a concise overview of the evaluated technology. 

What problem do you solve?
• Identifying the specific problem or challenge faced by the Warfighter 

(military personnel or units). 

Solution Specifics

How do you solve the problem?
• Details of how the technology proposed in the quad chart addresses the 

identified problem. 

Why you?  What makes you different from the competition? 
• Unique Selling Proposition (USP)

Performance

End-user payoff/expected operational value/new capability: 
• Expected outcomes or benefits that end-users, typically the Warfighter, 

would gain from employing the proposed technology. 

Dual-Use (Commercial / Military) applications for the technology 
solution:
• Technology’s potential applications beyond the military domain in both 

commercial and military contexts.

Impact and Technical Approach
Technology Readiness Level (TRL): The TRL scale ranges from 1-9

Manufacturing Readiness Level (MRL): The MRL scale ranges from 1-10

What is the Impact of your Solution?
• The potential impact of the proposed technology on addressing the identified 

problem.

What is the Technical Approach?
• Methodology employed in developing the technology.
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1. Problem:

Technology name, picture, and brief description: This section of the DEFTECH TIDE Tech 
Scouting Quad Chart provides a concise overview of the evaluated technology. It includes 
the 
• name of the technology, 
• a representative picture, 
• and a brief description that highlights its key features and functionalities.

What problem do you solve?
• Identify the specific problem or challenge. 
• Which SBIR topic or transformation issue does it address.
• How it addresses the issue. 
• Define the gap or need that the technology aims to fill. 



2. Solution Specifics:

How do you solve the problem? How does your proposed technology addresses the 
identified problem. 
• Describe the specific 

• capabilities, 
• features, or
• functionalities that make the technology a viable solution. 

• Highlight the technology's unique selling points or advantages 
• Any key components, algorithms, methodologies, or approaches

What makes you different from the competition? 
• Unique Selling Proposition (USP)

• A USP communicates the key factors that separate your product from the competition. 
• It communicates your brand's values and differentiates what your company offers. 



3. Impact and Technical Approach:

Technology Readiness Level (TRL): The TRL scale ranges from 1 to 9, with 1 indicating basic principles observed 
and 9 representing a fully operational technology deployed and proven in its intended environment. The TRL 
assigned to the technology indicates the level of technological development and readiness for deployment. It 
helps evaluate the feasibility and potential risks of implementing the technology within the desired context.

Manufacturing Readiness Level (MRL): The MRL scale ranges from 1-10, with 1 indicating basic manufacturing 
implications being identified and 10  representing full rate production being in place.

What is the Impact of your Solution? The impact could include improvements in efficiency, effectiveness, cost 
reduction, enhanced capabilities, reduced risks, or any other positive outcomes that can be attributed to the 
technology. 

Technical Approach: What is the technical approach or methodology employed in developing the technology. It 
overviews the key steps, processes, or methodologies used to design, build, and refine the solution. The 
technical approach may involve specific engineering principles, scientific methods, research and development 
practices, software development methodologies, or other relevant approaches used to create and advance the 
technology. This section highlights the technical expertise and innovation behind the solution. 





4. Performance:

End-user payoff/expected operational value/new capability: What are the expected 
outcomes or benefits for end-users. Outline the potential to provide a significant and 
measurable advantage or new capability. This could include increased operational 
effectiveness, improved situational awareness, enhanced decision-making capabilities, 
reduced workload, increased speed. (Faster, Lighter, more Capable)

Dual-Use (Commercial / Military) applications for the technology solution: Describe how 
the technology can be employed by both commercial and military users. Describe the 
technology's potential for broader adoption, scalability, and commercialization. 
• how the technology can be re-purposed, 
• modified, or 
• integrated into existing commercial systems or processes



Example



Next Steps

1. Join our next Friday Coffee Call and our 
innovation ecosystem

2. Book a meeting to discuss your technology and 
situation

3. Determine where your technology fits within the 
needs of the Government

4. Find a SBIR or STTR opportunity

5. Submit your proposal
May qualify for proposal cost reimbursement from NC Commerce

https://www.sbir.gov/topics

https://www.sbir.gov/topics


Contact

TJ Gilroy

910-489-3047

gilroyt@ncmbc
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