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Application Description
Please fill out this form until January 31, 2025, to apply for the Tech4Regen acceleration program.
The earlier you apply, the higher the chances your application will be thoroughly reviewed by several experts and benefit from greater visibility.
We process your personal data in accordance with our privacy policy.
Please do not provide any confidential information through this form. Some of the information provided may be publicly disclosed to describe applicants or selected startups (e.g. the short company description requested below).
If you’re unsure whether to invest time in the application, you’re welcome to contact the program team at info@tech4regen.ch with a few questions and/or a short pitch deck to receive initial feedback on your startup’s eligibility. 
Applications will be reviewed by a panel of financial, industrial, and business experts from a range of organizations. Even if your startup is not selected, the process can still offer valuable exposure and help increase your visibility among these experts.
Not being selected does not reflect the quality or potential of your startup. We will select the teams we believe we can support most effectively and whose projects best align with the strategic challenges defined together with our partners.
To assess the maturity level of your particular technology, IP, market,  business model, impact, funding, and team, the form is structured around 7 main multiple choice questions that are freely adapted from the NASA Technology Readiness Levels (TRL) and the KTH Innovation Readiness Level™. These single answer questions are completed with additional questions to allow you to provide arguments on the maturity and potential of your project. Please read carefully these questions to understand what the evaluators are looking for.
Some additional guidelines:
· The form is detailed, so please provide short and clear answers. Applications will not be evaluated on the writing style; bullet points and key words are fine.
· We need to know why you believe that your solution holds great promises of commercial success and positive environmental impact, and what are the key challenges we may potentially help overcome in the next months.
· Please attach only your pitch deck with some pictures to illustrate your solution and business. Any additional documents are not considered during the evaluation.
· To avoid any loss of data, please do not access the application portal from multiple devices at the same time using a shared link. We recommend preparing your answers in a separate document before completing the online form in one session. All questions are reported here-below.




Terms and Conditions/Eligibility
Before submitting, ensure that your startup fills all the Program's eligibility criteria that can be found here.
Selected startups will receive the program's Terms & Conditions they must sign to validate their enrollment.


CONTACT DETAILS
First Name:  
Last Name:                
Role/Position within the Company :
Email :
Phone Number :
LinkedIn :
Profile Picture :

GENERAL INFORMATION ABOUT THE COMPANY
Company Name:                
Logo:
Date of Incorporation: 
Type of company: 
1. Ltd. / S.A. / A.G
2. LLC / Sàrl / GmbH
3. Association / Cooperative / Foundation 
4. Not incorporated yet
Website: 
Country:  
State:
City: 

Activity area
Single Select Answer 
Select the sector of the economy that is the most relevant to your activity or technology
☐ REGENERATIVE SOURCING (e.g. nature-based solutions and biodiversity, crop science, agritech, natural resources traceability, environmental remediation)
☐ CLEAN & CIRCULAR MANUFACTURING (e.g., Bio-based or upcycled materials, industrial processes for products reprocessing, recycling, repair,...)
☐ CONSTRUCTION & HEATING (e.g., sustainable materials, green buildings, district heating, smart cities, low-carbon infrastructure)
☐ IT & ENERGY SYSTEMS (e.g., decarbonizing electrical, industrial, and transport systems and services)

Industry(-ies) you serve
Multiple Select Answer 
Select only the industries where your innovation will have the more impact & customers
☐ Raw Materials & Natural Resources
☐ Food, Drugs & Cosmetics
☐ Green Materials & Chemicals
☐ Consumer Products
☐ Digital Services
☐ Energy
☐ Construction & Infrastructures
☐ Transportation

Company VISION
· Describe the problem you solve (the WHY) in 1 or 2 sentences. 
· Possibly bring out why the founders launched this venture and what is their personal motivation
· For selected startups, this short description will be disclosed publicly and used for the program communication (website, social media,...).
· Max. 250 characters

	












Company MISSION
· Describe your mission in 1 sentence (the HOW you solve the problem). Do not describe your product or solution in detail at this stage.
· For selected startups, this short description will be disclosed publicly and used for the program communication (website, social media,...).
· Max. 250 characters

	











PITCH DECK
Please attach your pitch deck (pdf file, 5 to 10 slides max.)
The pitch deck will not be evaluated, but it will help understand your startup and evaluate the important questions here below.
Do not disclose any confidential information.
Recommended content:
· Problem to solve and company’s Purpose (expected impact on planet and society)
· Vision (WHY) & Mission (HOW)
· Solution & USP (what makes your solution unique and innovative)
· Value Proposition (benefits for the customers, the users, the society and the planet)
· Key challenges addressed or to address in the execution plan
· Market and business model
· Projected financials P&L and impact in the next 3 to 5 years
· Timeline with key achievements and key milestones to achieve
· Role and profile of key team members (executive team) and key partners
· Funding status and fundraising plan



1. TECHNOLOGY / PRODUCT / SOLUTION 
1.1 What is your product readiness level?
Please select your level between 1 to 9 in the list below. If you hesitate between two options, please read carefully the descriptions below.
Note: 	Technology = Product/service/method/system/technology/solution etc. The “thing”, or tangible realization of the idea, that you want to develop.

1. Interesting research results or initial technology idea identified
· Research results with potential benefits or useful applications identified
· Vague idea of a technology to be developed


2. Technology concept and/or application formulated
· A potential technology concept is defined and described.
· Practical applications can be defined/researched but are speculative, and no proof or detailed analysis that the technology will work.

3. Proof-of-concept of critical functions and/or characteristics in laboratory
· Tests in the laboratory environment (analytical and/or experimental) of important parameters/features/functions show that the technology concept could work and be feasible
· Laboratory environment = the environment where technology is typically developed, often not the same environment as where it will be used
· Active R&D is initiated to develop the technology further
· There is a first idea of end-user requirements/specifications and/or use cases


4. Technology validation in laboratory
· Basic components are integrated and shown to work together and produce desired results in the laboratory environment
· Test results give initial evidence indicating that the technology concept will work (i.e. initial validation)


5. Technology validation in relevant environment
· Basic components are integrated and tested in a more realistic form in a relevant environment
· Test results give evidence indicating that the technology will work (i.e. validation)
· Relevant environment = lab or other controlled environment that simulates the most important and most stressing aspects of the operational environment
· More defined end-user requirements/specifications and/or use cases based on feedback from users

6. Technology prototype demonstration in relevant environment
· Representative model or prototype of the technology has been shown to actually work in a relevant environment
· Representative model = a functional form of the technology, generally reduced in scale, near or at operational specification
· Prototype = the technology in a form that can be used to evaluate the technical and/or manufacturing feasibility or utility of the final product
· Shown to actually work (i.e. demonstration) = meet most of the important performance requirements (minimum viable product - MVP)


7. Technology prototype demonstration in operational environment
· Near-complete or complete technology has been shown to actually work in an operational environment
· Operational environment = environment that addresses all the operational requirements and specifications where the technology will be used by the end-users
· Complete end-user requirements/specifications and/or use cases in place
· Pre-industrial prototype: main industrialization aspects addressed by design (manufacturability, cost, reliability, maintainability, compliance with relevant regulations and standards, etc.)


8. Technology completed and demonstrated in actual operations
· Complete technology has been proven to work in actual operations by first users
· Complete technology = Complete - contains everything the user needs to use it; Functional - everything works the way it should for the user to solve their problem/need; Compatible - compatible with people, processes, goals, standards, infrastructure, systems, etc. at the user; Producible - possible to produce at a reasonable cost
· Proven to work = meet all performance requirements/specifications
· Actual operations = implemented by end-users on their own in their day-to-day operations

9. Technology completed and proven in actual operations over time
· Complete technology is scalable and proven to work in actual operations by several users over time
· Continuous development, improvement, optimization of technology and production is ongoing
· Industrial technology: technology produced from replicable and scalable industrial processes





1.2 Value Proposition (Benefits of your technology)
· Describe your product/solution/service in a few sentences
· Do not describe the technology, but rather the solution and the benefits it brings to customers and other stakeholders. Explain how your solution meets some unmet needs and solves some customer pains/problems. Explain how it will be used, not how it works.
· For selected startups, this short description will be disclosed publicly and used for the program communication (website, social media,...).
· Max. 1000 characters

	















1.3 Technology / Product / Solution description
· Briefly describe your technology and how it supports the above value proposition.
· Explain what makes it unique and better than others, what problem it solves and how.
· Mention your closest competitors or substitute solutions and highlight your competitive advantages.
· Be concise, no more than 1000 characters.
	
















2. INNOVATION & IP RIGHTS 
2.1 What is the current status of your intellectual property (IP) rights?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
Note: 	IPR = Intellectual Property Rights = Patents, trademarks, design rights, copyright, database rights, trade secrets, digital registrations (domain names, account names, etc.), company name, etc.
1. Hypothesizing on your possible IP Rights.
· Hypothesizing that results or ideas might contain some possible form of IPR
· Some ideas on possible IPR may exist, but are speculative
· No description and documentation of the possible IPR
· Limited knowledge or unclarity regarding relevant legal aspects (ownership, use-rights etc.) 
· Limited knowledge of uniqueness and the technical field, state-of-the art, publications etc.

2. Identified different forms of possible IP Rights that you have/create. Ownership is clarified, and you can use relevant IP Rights.
· Mapped different forms of IPR that exist or could come up during development 
· Specific ideas for IPR exist, but are not well described and defined
· Agreements related to IP are identified and ownership is clarified. Inventors/creators are clarified. Knowledge of applicable IP policies, potential restrictions in contracts, etc.

3. Description of possible key IP Rights in detail. Initial evaluation of potential to protect key IP Rights.
· Considered what forms of IPR are key/most important and could/should be protected 
· Sufficiently detailed description of possible IPR to evaluate possibility for protection
· Evaluation of protection possibilities via e.g. own searches of publications, state-of-the-art solutions etc. in the field
· Possibly initial searches or analysis by professional of relevant prior art or conflicting IPR

4. Confirmed that IP Rights protection is possible and for what. Decided why to protect certain IP Rights (business relevance).
· Confirmed possibilities for protection of key IPR through searches/analysis by a professional
· Analyzed (ideally with professional) the key IPR and what the priorities should be for what to protect to create value for the business/project
· Possibly filed first IPR application/registration in some less elaborate form, e.g. own filing of trademark, “provisional” patent application (i.e. not professionally drafted), etc.

5. Draft of IP Rights strategy to create business value is in place. Filed first formal application/registration of key IP Rights.
· Draft IPR strategy in place - first analysis and plan (preferably by professional) on how different
· IPR can be used to protect and be of value for the business
· First complete formal application/registration of key IPR filed in cooperation with professional
· Basic agreements in place to ascertain control of key IPR (e.g. assignments, ownership, etc.)

6. First complete IP Rights strategy in place considering different IP Rights. Positive response on filed application/registrations.
· Complete IPR strategy elaborated (validated by professional) that supports business strategy
· Identified possible complementary/additional IPR to protect
· Initial assessment of freedom-to-operate with the purpose to understand the IPR landscape in the field (who is active, what key IPR) and if you could be dependent on/stopped by other IPR
· Positive response on applications from authorities, and analysis of response performed
· If no positive response: analysis performed together with professional with good prospects

7. Filed formal applications/registrations of key IP Rights in relevant countries/regions according to IP Rights strategy.
· Entered into national/regional phase (CH, EU, US, etc.) with key IPR application/registration
· More complete assessment of freedom-to-operate and clear understanding of dependency on/restriction by other IPR

8. IP Rights strategy and management practices fully implemented. Filed formal applications/registrations of complementary IP Rights.
· IPR strategy is fully implemented. IPR is proactively used to support/protect business, IPR related agreements are professionally managed, process for securing new IPR in place
· Key IPR is granted in first country/region with relevant scope for business
· Filed complementary or additional IPR application(s)/registration(s)

9. Strong IP Rights support and protection for business. IP Rights protection granted and maintained in relevant countries.
· IPR strategy is proven to support and create value for business
· Key and complementary IPR is granted and maintained in several countries relevant for business
· Agreements in place to access all necessary external IPR



2.2 Do you work with universities or research institutes?
· Mention the institution(s) and lab(s)/center(s) you are (or have been) working with, and which one are based in Switzerland, if any. 
· Max. 500 characters

	






 

2.3 What is innovative about your technology and how can you protect it?
· Describe what is/are the innovation/s in your technology (do not disclose any information that is not protected yet),
· How many patents have been filed, if any?
· Who owns the IP (You or your company? A university or research institute? Other?)
· How do you plan to protect your Innovation (if not with patents)?
· Max. 500 characters
	











2.4 Have you carried out prior art and/or freedom-to-operate searches?
If yes, please indicate your confidence about the possibility:
· to protect your innovation
· to commercialize your solution without infringing existing IP Rights
· Max. 500 characters
	






3. CUSTOMERS 
3.1 What is your current customer traction?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
Note: 	Customers = in this context it is the Client or Purchaser, i.e. the person or entity who will pay for your products/services. End users or beneficiaries may be different from customers. Here, you should focus on customers' willingness to pay for your solution, whether it meets their own needs or those of other beneficiaries.

1. Hypothesis of possible needs in the market
· Thinking (yourself) that a possible need/problem or opportunity might exist in a market
· No clear hypotheses on who customers are, what problems exist, etc. If hypotheses exist they are unclear, speculative, and there is no proof or analysis to support assumptions
· Limited or non-existing knowledge of the market and customers/users

2. Identified specific needs in the market
· Some market research is performed, typically derived from secondary sources
· Brief familiarity with the market, possible customers and their problems/needs, and alternatives
· There is a first reasonably clear description of the problem/need hypothesis

3. First market feedback established
· Received feedback from primary market research, i.e. direct contact with e.g. a few possible users/customers or people with industry/market knowledge (experts)
· A more developed understanding of possible customers and possible customer segments
· The problem/need hypothesis is clear and updated after customer/user/expert feedback

4. Problem/need confirmed by several customers or users (customer discovery interviews, testimonials)
· The problem/need and its importance is confirmed by multiple customers or users, e.g. through Customer Discovery process and interviews. Numbers depend on B2B/B2C and market structure (e.g. a dozen in B2B, maybe only 2-5 leading customers if market is concentrated; higher in B2C, e.g. 20 -100)
· Customer segmentation with initial basic customer profiles in place
· Identified who the user, paying customer, and decision maker is
· A product/service hypothesis with clear positioning against customer alternatives is defined based on customer/user feedback

5. Established interest and relations with customers (e.g. agreements or memorandum of understanding or letters of intent)
· Customers/users have expressed interest in the product/service and confirmed that it can solve customers’ problems/needs (i.e. initial problem-solution fit)
· Established relationships with potential target customers/users providing input
· Decided which target customers/segments to focus on first
· Defined first sales pitch and value proposition adapted to target customer/segment

6. Benefits confirmed by first customer testing
· Testing of product/service by customers/users has confirmed the customer value and benefits
· Updated sales pitch and value proposition based on customer/user feedback
· Defined first sales/user acquisition process and initiated structured sales activities
· Identified possible partners or key stakeholders relevant to reach customers/users

7. Customers in extended testing or first test sales. Small number of active users
· Customer agreements in place - first sales/test sales of early versions of product/service or customers/users engaged in product/service qualifications or extended testing
· Small number of active users of early versions of product/service
· Discussions initiated with partners to reach customers/users (when relevant)

8. First commercial sales and implemented sales process. Substantial number of active users
· Market ready product/service sold to customers at/near target market price
· Substantial number of active users of market ready product/service (initial customer traction)
· Sales/user acquisition process implemented with dedicated people and support systems (CRM system, etc.)
· Agreements in place with first partners to reach customers (when relevant)

9. Widespread sales that scale. Large number of active users with substantial growth
· Widespread product deployment, sales to several customers in a repeatable and scalable way (including through partners when relevant)
· Large and substantially growing number of active users (significant customer traction)
· Company focuses on business development, customer acquisition, growth of sales, efforts to build user/customer demand, etc.
  
3.2 What is the unmet need you are addressing and who is ready to pay for it?
· Describe who your customers are, their stakes/needs, and what makes you think they will pay for your products/solutions/services
· Maturity level of your Unique Selling Proposition (USP): to what extent do you know what you are going to sell to whom, and to what extent do the product's features, price, delivery, processes, etc. match customer expectations? – Don't describe your solution again, but rather what makes you believe that it is what customers want and prefer to competitors and substitutes.
· Max. 1000 characters
	






4. SUSTAINABLE BUSINESS MODEL 
4.1 What stage is your business model currently at?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
Note: 	Sustainable business model = Revenue ≥ Cost (over time) AND Positive contribution to the environment and society > Negative contribution to the environment and society (over time).

1. No or unclear hypothesis of possible business idea, market potential, and competition
· Non-existing or vague and unspecific description of the potential business idea, value proposition or business model
· Little insight into the market and its potential/size-hypothesizing on possible applications
· Little knowledge or insight into competition and alternative solutions

2. First hypothesis of possible business concept (in any format) and identified overall market potential and competition
· Described the proposed business concept and value proposition in some structured form
· Brief familiarity with market size, segments, and competitive landscape (listed some competitors/alternatives) – typically derived from secondary sources

3. Description of sustainable business model and target market(s), including competition
· Description of a proposed business model in place (e.g. in canvas format)
· Description of relevant factors in the business model causing positive and negative contributions to environment and society
· Defined target market(s) and estimates of market size (TAM, SAM)
· Defined competition and identified relevant input from competitive landscape on your business model (competitors’ positioning, business models, prices, etc.)

4. First calculations indicating economically viable business model. First assessment indicating environmental and social sustainability
· First version of simplified P&L projections for proposed business model (main costs, main revenue streams) indicates economic viability (based on own assumptions and guesstimates)
· Initial assessment of positive vs negative contribution indicates environmental and social sustainability, based on own assumptions and guesstimates

5. Key assumptions in sustainable business model tested on market
· Received feedback on revenue side of business model (e.g. revenue model, pricing, etc.) from a few potential customers or people with market knowledge (experts)
· Received feedback on cost side of business model (e.g. production, supply chain, etc.) from a few external partners/suppliers/experts
· Key measures to increase positive and decrease negative environmental and social contribution specified in business model
· Updated P&L projection based on market feedback indicates economic viability
· Target market description (target segment(s), TAM, SAM, SOM, and competitive analysis) updated based on market feedback

6. Full sustainable business model tested on customers, partners, suppliers (e.g. by test sales), calculations show economic viability
· Complete sustainable business model (cost side and revenue side), including key measures to increase positive and decrease negative environmental and social contribution, is tested in one/a few realistic business scenarios (test sale, pre-order, pilot, tender, etc.)
· Complete financial projections based on feedback from realistic business case show economic viability

7. Viability of sustainable business model (pricing, revenue model, etc.) validated by initial commercial sales
· First sales/revenue on commercial terms demonstrate willingness to pay from significant number of customers
· Complete financial projections validated by first sales/revenue and data
· Agreements in place with key suppliers, partners, channel partners etc. (aligned with your sustainability expectations) to execute your business model

8. Sales and metrics show that sustainable business model is viable
· Sales and other metrics from initial business operations (1-3 years) show sustainable business model holds and can meet internal and external expectations on profit, scalability, and environmental and social impact
· Sales channels and supply chain (aligned with your sustainability expectations) are in place and operational
· Business model is set but is fine-tuned to improve revenue/cost and leverage sustainability

9. Sustainable business model proven to meet internal and external expectations on profit, scalability and impact over time
· Sustainable business model is operational, and business meets or exceeds internal and external expectations on profit, growth, scalability, and environmental and social impact
· Credible systems and metrics in use to track economic, environmental and social performance
· Historic data on economic, environmental, and social performance proves viable business which is profitable and sustainable over time





4.2 What is your sales model?
Multiple Select Answer - Select only the model(s) that generate the most revenue
· B2C
· B2B
· B2G (or to NGOs)
· Other (please specify in 4.4)

4.3 What is your business model?
Multiple Select Answer - Select only the model(s) that generate the most revenue
· Sales of Goods
· Sales of Services
· Licensing or franchising 
· Digital Economy  
· Other (please specify in 4.4)

4.4 What is your target market?
· What are your primary market segments? (e.g. applications, industries, regions, channels, etc.)
· What is your Serviceable Obtainable Market?
· What strategic partnerships do you have or do need to have to access the market (key suppliers, operational partner, distributor, service integrator, ...) 
· Mention any customer and/or partner located in Switzerland
· Max. 1000 characters

	



















4.5 What is your annual turnover?
Select one answer:
1. No sales yet
2. <100K CHF
3. 100K to 500K CHF
4. 500K  to 2M CHF
5. >2M CHF
4.6 What is your expected annual turnover within 2 years from now?
Select one answer:
1. 0
2. <200K CHF
3. 200K to 2M CHF
4. 2M to 10M CHF
5. >10M CHF
5. IMPACT & SUSTAINABILITY 
5.1 What is your sustainability readiness level?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
1. None or very low awareness of how sustainability affects the planned business
· None or little knowledge of Agenda 2030 and sustainable development.
· None or little insight into the benefits of creating a sustainable business model.
· None or vague idea of how sustainability could be integrated to solve the problem that the proposed business and operations should address.

2. Some awareness of how sustainability affects the planned business
· Some insight into the benefits of creating a sustainable business model.
· A hypothesis is formulated about both positive and negative social and environmental impacts of the proposed product, business concept and activities for stakeholders (customers, users, society, nature, etc.)

3. A first description of value creation and the need for sustainability to be integrated into the business idea / business model
· The team's competences in sustainability as well as the company’s business approach are described.
· A draft of "Why" / mission that describes a direction/what the company wants to achieve in terms of sustainability.
· A draft sustainable business model and a sustainable offer (value proposition) are evaluated against the market and identified competitors’ offerings.
· A first customer verification of the hypothesis of both positive and negative social and environmental impact of the proposed product, business concept and activities for stakeholders (customers, users, society, nature, etc.) has been carried out.

4. Business concept with embedded sustainability hypothesis is tested/validated against potential customers/users
· A first stakeholder & supplier verification of the hypothesis of both positive and negative social and environmental impact of the proposed product, business concept and activities for stakeholders (customers, users, society, nature, etc) has been carried out in the proposed ecosystem.
· Storytelling, based on customer verification, about sustainability and Agenda 2030 are linked to the business concept and can be communicated to stakeholders.

5. Sustainability is set in the business model and is tested/validated against potential customers/users
· Relevant areas of sustainability are defined and prioritized according to level of impact.
· Business opportunities and risks with sustainability work are defined.
· Objectives, possible metrics (internal & external) and actions for sustainability work are developed and integrated into the business plans (strategy, action plan, map, roadmap)
· A first draft of the economic, social and ecological outputs/outcomes are stated and tested against potential customers and partners.

6. Sustainability is rooted in the entire team and is ingrained into the entire business
· Objectives, possible metrics (internal & external) and actions for sustainability work are validated in the business plans (strategy, action plan, map, roadmap)
· Validated insights into the consequences for customers/users of the benefits and the values.
· Validated insights into the possible negative consequences for customers / users of the offer. Sustainability-related KPIs relevant to customer value (reducing risks / increasing
· positive effects) that the offer creates are set into action

7. Monitoring, reporting and communication on sustainability outcomes and impact are implemented
· There is transparent communication regarding sustainability information that might be of value to customers in making purchase decisions.
· For relevant companies - a baseline measurement for impact is determined to communicate impact monitoring and communicate impact created
· A list of requirements for suppliers’ ex. Code of conduct is documented and validated.
· A routine for reporting sustainability work is integrated into the business' follow-up activities.
· Business “sanity check” is updated and done - both for costs/revenues related to sustainability work – to check that positive contribution is bigger than negative impact.

8. The business model and operations are fine-tuned based on monitoring and evaluation using sustainability metrics in order to prepare for scaling/growth
· Operational planning is done to integrate relevant standards for the long-term development and credibility of the business (e.g. ISO 14001, 9001, 26000 or other standards)
· Sales and other metrics show the business model is viable and sustainable e.g. in relation to customer acquisition costs.
· There is transparent communication regarding sustainability impact information (positive and negative) that might be of value for stakeholders in their relation to the business model (e.g. environmental impact, social impact)

9. The sustainability strategy contributes to competitiveness and revenue growth and makes a proven contribution to relevant parts of the UN’s sustainable development goals
· The company’s sustainability work has both clear and measurable benefits. The positive effects outweigh the negative ones.
· The system effects (outputs and outcomes) of the sustainability work are clearly defined and can be communicated.
· The business has embraced sustainability opportunities and risks in the overall business and are a part of the company culture.
· The company's suppliers and partners are selected from a sustainability perspective.





5.2 Which planetary boundaries are you tackling?
Multiple choice answer - select only the 1 or 2 items on which your solution could have a significant impact.
☐Climate change
☐Ozone layer depletion
☐Air pollution
☐Biodiversity loss
☐Land conversion
☐Freshwater withdrawals
☐Nitrogen & phosphorus loading
☐Chemical pollution
☐Ocean acidification

5.3 What is the expected impact within 2-5 years from now?
· What is the effective impact your company or your customers will achieve by deploying your technology within 2 to 5 years?
· Please describe the main impact you aim for, and how you will measure it.
· Provide some targets if you have any quantifiable objectives (e.g. tons of toxic chemicals / wastes / pollutions eliminated from existing processes or removed from the environment, tons of CO2 emissions prevented, natural resources regenerated, etc.)
· Max. 1000 characters
	
















5.4 What leadership do you bring/develop to achieve this impact?
· Does your solution optimize a current model (e.g., by reducing negative impacts of existing processes) or introduce a disruptive model (e.g., by preventing the use of critical materials, restoring nature, reverse climate change, etc.)
· Does the initiative articulate a pathway for systemic change rather than isolated improvements?
· Is the team actively building partnerships, alliances, or networks to amplify its influence and reach?
· Has the project led to the adoption of new standards, models, or behaviors among peers or within its industry or ecosystem?
· Max. 1000 characters
	






















6. FUNDING 
6.1 What is your current funding situation?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
Note: 	
· Consider last funding obtained and secured already
· Some startups combine several rounds in one, so refer to the funding purpose in the answers rather than the name of the series A-B-C

1. Only grants or prizes (or self-financing) to verify potential/feasibility of the idea
· Little or no clear view of initial activities and funding needs
· Little insight into different funding options and funding types.

2. Description of initial plan, activities and resources needed. Defined funding need and funding sources for initial milestones
· Initial activities and costs to verify potential/feasibility of ideas are described (e.g. 1-6 months)
· There is a basic plan with funding options for the initial milestones (e.g. 1-6 months)

3. Funding to develop the idea/concept secured (pre-seed round)
· Secured sufficient funding for initial verification/feasibility activities (e.g. 1-6 months)

4. Business plan, fundraising strategy and pitch available to raise funds to develop the technology/prototype and market research
· Elaborated plan to verify commercial potential of the idea is in place (e.g. 3-12 months, incl.  hypotheses to verify, goals, activities, timeline, funding need)
· Initial P&L budget & cash flow for coming 12 months in spreadsheet format
· Awareness of different funding types (own, soft, equity, customer, etc.) and typical pros/cons
· Insight into requirements and consequences of external funding (in particular equity funding)
· Identified relevant funding sources
· Pitch for funding (e.g. investor pitch format) elaborated and tested on relevant audience

5. Funding to completely develop the technology/prototype and market research secured (seed round)
· Secured sufficient funding to implement substantial part of the verification plan
· Basic accounting systems and documentation in place for financial follow-up

6. Updated business plan, fundraising strategy and improved pitch available to raise funds to develop ready-to-market solution/product. Term sheet level discussions with one or several external funding sources that show clear interest 
· 3-5 year P&L budget and cash flow for business/project in spreadsheet format that clarifies near and medium-term funding need
· Decided on funding strategy and funding sources to reach a viable business model - based on pros/cons of the different strategies on business model, control, and ownership
· Pitch for funding is complete, tried, and tested, and a business plan (or equivalent) with financial projections, milestone plan etc. is in place
· Discussions with potential external funding sources around a defined offer (how much money, for what, conditions, valuation, etc.)
· Financial monitoring and forecasting system ready to be implemented
· Correctly established legal entity with ownership structure suitable for the planned funding source (not fragmented or significant parts held by inactive/non-contributing persons)
· All key legal, IPR, financial, and operational documentation and agreements collected and available for external review (due diligence)

7. Funding to develop ready-to-market solution/product secured (series A round)
· Secured funding for at least 12-24 month runway according to current business plan/operational plan – the money is on the bank account or predictable recurring revenue
· Fully implemented financial monitoring and bookkeeping system for continuous control of current financial status, and good forecast/foresight of future funding needs

8. Funding to launch operations (production, sales, distribution, etc.) secured (e.g., series B round, pre-orders, loans)

9. Funding to scale-up and internationalize the business secured (e.g. series B/C round)


6.2 Have you already benefited from startup support programs?
· Please specify the main programs/grants/awards/organizations who supported you and the amounts in CHF.
· Max. 500 characters
	














6.3 Total funds already raised to date
· Consider all funds you already obtained from grants, loans, family offices, VCs, etc.
· Please enter numerals only, without letters or special characters.
· Format: rounded number in kCHF without comma, e.g. “11250” for financing of CHF 11.25Mio. or "173" for 172'700.- CHF.
· Currency: please convert in Swiss francs (CHF)
	



6.5 How much funds do you plan to raise within the next 12 months?
· Enter "0" if you don't plan to raise funds for the next 12 months.
· Please enter numerals only, without letters or special characters.
· Format: rounded number in kCHF without comma, e.g. “11250” for financing of CHF 11.25Mio. or "173" for 172'700.- CHF.
· Currency: please convert in Swiss francs (CHF)
	





7. TEAM 
7.1 What is your current internal organization status?
Select a level between 1 to 9 in the drop-down list below.
If you hesitate between two options, please read carefully the descriptions below.
1. Lack of necessary competencies/resources to verify idea. Little insight into team needs (typically an individual)
· Typically, an individual missing necessary competencies in key areas such as industrialization, business, etc.
· Little insight into needed/necessary competencies and other needed resources (e.g. partners, service providers etc.) to verify and develop the idea

2. Limited competencies in place to start verifying the idea. First idea of additional necessary competencies or resources
· Limited competencies and/or capacity present - typically 1-2 persons
· First idea of which additional persons/competencies that could be needed to verify/develop idea
· First idea of overall goal for the project

3. Some of necessary competencies in place to verify/develop the idea. Defined needed competencies (and plan for finding them)
· One or several individuals that possess some, but not all, of necessary competencies and capacity to start verifying the idea
· Needs and gaps in competencies, capacity, and team diversity are identified
· Initial plan is defined for how to find needed prioritized competencies (near-term, <1 year)

4. A champion is present with clear idea of direction (startup/other way). Several needed competencies in place, initiated plan to complement
· Team (or individual) has a clear idea of how to take the idea to market (startup, IP deal, etc.)
· At least one champion (driver and committed to take the idea forward) is present
· Several, but not all, necessary competencies are present, typically multiple individuals
· A plan is in place and initiated to find necessary additional competencies and capacity (described e.g. in a requirement profile), keeping in mind team diversity
· The team has started discussions on roles, commitment, ownership, etc. going forward

5. Initial founding team with main needed competencies and capacity. Team agrees on ownership, roles, goals, and visions
· An initial founding team working together and all spending significant time. The founding team jointly having main needed competencies and capacity to start building this startup
· Aligned team with clarified roles, shared goals and visions, and clear commitment (e.g. time spent)
· The team has agreed on their respective shares (signed agreement). Ownership is balanced and incentivizing, and reflects historical and future commitment and contribution
· Activities to get additional competencies and capacity in progress, keeping in mind team diversity
· Initial systems/processes/tools in place to share knowledge and information within the team

6. Complementary, diverse, and committed founding team with all necessary competencies and capacity to start building a business
· Complementary and diverse founding team in place, capable of starting to build a business
· All key competencies and capacity necessary for the near term are present, incl. a clear CEO
· Committed team where everyone feels responsibility and accountability
· Started recruitment of advisors and/or board members, keeping in mind board diversity
· Awareness of risks to team performance (conflicts, burn-out/mental health, politics, etc.)

7. Well-functioning team and culture in place. Growth plan for expanding team and building organization over time
· Well-functioning team with clear roles
· Goals, vision, purpose, and culture are clearly articulated and documented to support team and organizational development
· Plan in place for how to build necessary organization and grow the team over longer term (~2 yrs)
· Processes/systems and plan for continuous learning and staff development implemented
· Board and advisors operational and supporting business and organizational development

8. Professional organization in place (board, CEO, management, staff)
· There is a clear leadership and management team with relevant professional experience
· Competent and diverse board, and relevant advisors in place and professionally used
· HR policies/processes/responsible in place to assure good HR practices and team diversity
· Necessary recruitments according to longer term plan are ongoing to ascertain relevant competencies, capacity, and diversity in the organization
· All levels of the organization are properly trained and motivated

9. High performing, well-structured organization at all levels that is maintained, develops, and performs over time
· The organization is high performing and well-functioning (cooperation, social environment, etc.)
· All levels of the organization actively engaged in continuous learning and development
· Organizational culture, structure, processes etc. are continuously improved and developed
· Incentives/rewards are aligned to motivate the whole organization to reach goals and perform well
· The management team is maintained, developed and performs over time
7.2 How many team members?
· All paid and unpaid team members of the working team (do not count advisors, academia, consultants, supporters, ...)
· Enter numerals only, without letters or special characters.
	



7.3 How many paid FTE?
· FTE = Full Time Equivalent, e.g. 2.5 = 250% paid working time (split into 3 or more employees)
· Include contractors (not suppliers) if they have a regular mandate for more than 30% / month for 6+ months
· Include limited-duration contracts lasting more than 6 months (e.g. interns, contractors, ...)
· Enter numerals only, rounded numbers, without letters or special characters.
	



7.4 Any specific profiles / competences you are looking for to complete the team?
· Max. 250 characters
	






8. MOTIVATION 
8.1 Why do you want to join the Tech4Regen program?
· Please let us know your expectations and what would be most important if you and your company were to join the program
· Max. 500 characters
	









8.2 What are the goals you plan to achieve in the next months and how can the program help you?
· max. 3 concrete and realistic goals, e.g. business model/market validation, POC, pilot site, strategic partnerships, industrialization and/or manufacturing, fundraising, hirings, branding/marketing, sales, international business development, etc.
· Please use clear numbering to distinguish between the objectives
· Max. 500 characters
	










8.3 Are you able to commit at least one team member to be present at all the program activities?
· Most activities require direct involvement from the company's founders or managers
· The program includes 100+ hours of activities (mentoring and coaching sessions, workshops, events, roadshows, etc.) spread over a 8-month period (average of 2 days/month). 
· Several activities will require a physical presence at EPFL or a partner's location (workshops, pitching and public events, projects, …)
· In addition, some preparatory work is required to fully benefit from the activities and mentoring (refining the business model, sales material, pitch deck, impact assessment, etc.)
YES / NO / Not sure yet



8.4 Anything you would like to add about your application?
· Max. 500 characters
	













How did you hear about the Tech4Regen acceleration program?
Multiple Select Answer Text Box
· Social Media
· Traditional Media
· Newsletter
· Personal e-mail
· Recommendation from a friend
· Recommendation from an alumni of the program
· Recommendation from a partner of the program
· Conference
· Search engine
· Other

Anything you would suggest to improve this form or the application process? 
· Max. 500 characters
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