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Moderator: Good morning. You're very welcome to today's webinar, Innovate UK Funding
Masterclass. Today isthe second in our Invest NI series of webinarson Innovate UK funding and
support for Northern Ireland businesses. My nameisLisa Braniff. | am Invest NI'sInnovation
Funding Advisory Service Manager and joining me on the call today is Dr Stephen McComb,
Knowledge Transfer Advisor in Innovate UK Business Connect, and Stephen will take usthrough
the main presentation of our funding masterclass. And, following the presentations, our Q& A
session will be hosted by Barbara Orr. Barbara isthe Ecosystem Senior Innovation and Growth
Specialist for Innovate UK business growth. So, as| said, today isthe second in our series of
webinars, so I'll start by just briefly recapping a few of the key messages from our first webinar,
which was an introduction to the Innovate UK funding and supports. If you have missed that
webinar, or if you want to revisit it, the full webinar isrecorded and is available on Invest NI's
website, and you can accessit through the QR, QR code displayed on the screen. I'll also inform
you about the Invest NI advisory supportsthat are available for businesses who want to apply to
Innovate UK funding supports and then Stephen will talk you through the grant-writing

master class, which appliesfor Innovate UK funding and is also applicableto other grant
applications.

And finally we'll conclude today's webinar with a Q& A session. So, throughout the webinar, you
have the option of writing your answersin the-, writing your questionsin the Q& A function. We'll
hopeto answer of many of those as possible at the end, particularly those that will have wide
applicability to all the attendees on the webinar. So, in our first webinar, Dr Vicky Kell, Invest NI's
Director of Innovation, introduced the importance of innovation and Invest NI'sinnovation
escalator. Innovation iscritical to enhance productivity and to enable businessesto grow and
succeed in export markets. We have a number of innovation supportsin Invest NI and they range
from supportsfor companies who are starting their innovation journey to those company-, all the
way through to companies who have been innovatorsfor along time and have very sophisticated,
sophisticated innovation and R& D functionswithin their businesses. For those companies starting
out, for-, and innovating for thefirst time, there'sinnovation advice. We have small-scale
innovation voucher s and we have support on the innovation process available through Innovate NI.
For companies who have increased their capacity for innovation, there's technical development and
supportsand incentivesin order to support your operational development. And for those
companies who have progressed along their innovation journey and have started to undertake
resear ch and development for adoption of, of knowledge and for applying new knowledgein order
to develop innovative productsthat are uniquely placed to succeed in the marketplace.
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In addition to the wide range of supportsthat Invest NI has on offer, thereisalso funding and
support from other opportunitiesand Invest NI worksin closely in partnership with Innovate UK
to ensurethat thereisvisibility and access of the Innovate UK supportsfor all businessesthat it's
applicabletoin Northern Ireland. So, we do thisin a, anumber of ways, through co-funding
partner ships, such aswith the Knowledge Transfer partnership, which is co-funded by Invest NI
and Innovate UK. We also support awar eness raising in webinar s such asthe oneyou'rejoining us
on today and ensur e that we ar e always signposting businesses to the support mechanism that best
suitstheir business need for a given development at a point in time. In our first webinar, Paul
Atkinson, the Regional Manager for Northern Ireland, introducing usto the funding and supports
that are available through the Innovate UK system. In our webinar today, the focuswill be on the
application processfor a grant application in order to securefunding. But thegrant isjust one
component of the Innovate UK funding system and to get that overview of all the other elements
that areavailable, I'd invite you to revisit the first webinar in our series. Before commencing
application for grant funding, it'svery important that you take the time to assessthe éigibility and
suitability of, of the competition for your business. So, each funding opportunity will set out specific
criteria around company size, competition scope and particular funding rulesand collabor ation
rulesthat may berequired for that competition.

Many competitionswill specify what isthe stage of development of the R& D that can be supported.
Some competitions will focuson R& D that isquite early stage and far from market. Other
competitions and supports can offer support for those later-stage R& D projects which are moving
forwar dsto commer cialisation. Many of the offerings will require match funding from the business.
Thismeans, for example, the funding could be offered at a, a support rate of 50% or 70%. The
business will have to show wher e the other funding will comefor in order to deliver the project asa
whole and to ensure that ther €'s sufficient cash flow for the company throughout the project
duration. As| say, many of the projectswill requireapartner in a collabor ative approach and it's
very important when meeting partnersthat theright partnership isbrought together to deliver the
best solution and to add valueto the project asawhole. Grant, as| say, isone mechanism and it's
the one we'refocussing on thismorning but there are other supportsavailable through, through
loan or equity and really it depends on what your business wantsto do to under stand which
support would bethe right approach for a given project or for a stage of development of the
business. And always keeping in mind that any project that you're applying for really needsto align
with wher e you want to go with your commer cialisation strategy and that the time frameslineup in
terms of the application process, the assessment process and the delivery of the project. Many of the
projectswill, will have to demonstrate that the innovation and R& D being supported through the
project will enhance current or new productsin away which issignificantly advancing what is
currently availablein the market by you or any of your competitors.

And | would say for process, there's always-, important to consider what value-added there will be
beyond the funding, whether it'struly the partnership that you can work with or, or allowing you
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to gain that credibility for futureinvestments. Always consider the grant application as part of your
overall business strategy rather than a stand-alone project. In Invest NI, we can support you to
navigate that funding system and assessthose critical criteriafor the calls. We do thisthrough a
number of avenues. Raising awar eness of the opportunitiesis one element. I'd invite you to visit the
business support finder in NI Business Info, which hasinformation on innovation supports from
funderswithin Northern Ireland and also UK national funder s such asInnovate UK. Innovate UK
also has a dedicated innovation funding service portal whereyou will see all the competitionsthat
are upcoming from Innovate UK. Within Invest NI, our innovation funding advisory service can
also help you to check if the project idea that you haveisa good fit for a particular fund, whether
that'sfor Invest NI funding or for other funderssuch aslnnovate UK, or other agencies. We can
give you advice on the application process and help you with partner searching if that's something
that isneeded for the competition and can add value to your business. When you hear from
Stephen, he will highlight the valuein having an independent set of eyesreview your draft
application.

That's something which we can support you with at Invest NI and we will also signpost you to other
specialist advisorsin Innovate UK Business Connect, Innovate UK Business Growth, or other
agenciesthat we work within the ecosystem to ensure we're offering a connected support service for
businesses. For those businesses who can meet the criteria to become an Invest NI customer, you
may be ableto also apply for our financial support for project defining and scoping through the
project definition programme. So, I'd inviteyou, if you areinterested in that support service, that
you can contact Invest NI at innovateandfundingadvice@investni.com. So, I'm shortly going to
hand over to Stephen McComb who will deliver the main presentation on grant funding. Before
that, we'd liketo get an idea of a little bit of the experience from the attendees on the webinar
today. So, there'sa poll that's appearing on your screen now and we would ask you to let us know
in terms of applicationsto Innovate UK funding, have you had at least one successful application?
Have you applied to Innovate UK but not yet been successful? Or are you considering making an
application to Innovate UK for thefirst time? So, if you'd like to vote, respond to the poll, that will
just give us an idea of thelevel of experience of the attendees on the call today, which will help in
the delivery of the presentation.

So, theresults of the poll are, arein and we have 35% of the audience have had at least one
successful application, which isfantastic. Just 15% have applied but have not yet been successful
and we can see that about half of the audience, 50%, are considering making an application. So,
that's perfect because thiswebinar isreally to target those companies who are considering an
application for thefirst time or those who want to improvetheir successrate of their applications.
So, I'm pleased to welcome now Stephen M cComb, who will-, who will take you through the main
funding master class, and I'll look forward to your questions at the end. So, I'll hand over to you,
Stephen, thank you.

Stephen McComb: Okay, thanks, Lisa. Welcome, everybody, to the, the session. I'm very grateful thereis
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50% here considering it-, an application but haven't tried that yet so that's, that's fantastic for usto
understand. And well done to those who have been successful so far already. Y ou should perhaps be
taking the session. And those who have not been successful just yet, hopefully, thiswill help you, kind of,
push you to realign alittle bit. As mentioned, my name's Steve McComb. | am a KTP advisor for
Innovate UK Business Connect, is my main role, but | also interact with a number of other parts of, of the
wider health ecosystem, technology ecosystem. Lots of different technologies, etc. So, hopefully, this
presentation is, sort of, based on dealing with lots of companies who are probably in your position of
trying to apply for something and trying to work through the, the various hoops and hurdles to make sure
you put a, a compelling case forward.

This-, the actual presentation itself has really been defined over quite a number of years so it, it keeps sort
of changing with the times and, sort of, what's been asked of yourself as an applicant. And, and you'll see,
sort of, the language will change over the years, the focus will change over the years. But athough at the,
the end of it, it isarace or a competition which you need to be fantastic at. Y ou need to, sort of, shine
more than other people. Quite often, people will, sort of, put an application in and fill in the word count.
And that's the wrong approach because you really have to be a very successful application and therefore
have to shine in that application. We are primarily looking against the Innovate UK funding today and, as
| say, I, | work for that organisation. However, the principles that you'll see are applicable to other
organisations and other funds, so even if you're considering, sort of, other funds beyond Innovate UK,
some of the principles well talk today are relevant to that and, and consider as you move forward that this
isgonna be, sort of, something that'll carry you into other places. The grant writing masterclass is broken
down into three general areas. The, the first around telling a good story. The second about what does it
feel like to be an assessor and, and the last part really around the, the tips and summary. You'll see at the
bottom | have this, sort of, assessor's prayer of, ‘'Send me agood one," and it is worthwhile just to-, or
initially just, sort of, thinking through, if you're gonna write an application, you've got to put your heart
and soul into that and for somebody on the other side of this receives a bunch of assessments and they
therefore have to work through and grade it in a manner that, sort of, says that these-, thisis successful,
thisis unsuccessful. But do, do be mindful that there are two parts to this process. Use the submitting, sort
of, information but there's also somebody considering is this a good one?

And, and that, sort of, human element in the back of your head as you're trying to present is useful, |
think, for everybody. Asyou then start to go through this, thisfirst section redly, first section, we're
really, sort of, asking you two parts. One is the element of an exam, so have you done all the things which
you have been asked? Have you filled in the right questions, etc? And, so that, sort of, concept is, is easy
for usto get our head around, the idea of an exam as a movement, compl eting-, where we're providing
what has been asked of it. But the other part of that is the concept of a story and the person who's gonna
assess your application has not heard of you. They don't know about you, they don't know if you're good
or if you're bad. They don't know if your, your technology isreally advanced or isvery basic. So, you,
you really have to, sort of, get thisidea of you need to convince the person, you need to bring a story as
well as answer the question. And bringing the two of these together is, is quite a, a good approach to try
and consider am | telling the story effectively? Can | tell it in adifferent way? Is there ways that | can
bring it-, amuch stronger case so that somebody reading it will really be quite excited about it? So, there
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are elements of this slide, you see, where we need to answer the question first of all. If they're asking you
about the business case and you're answering about the technology, you're not answering the question. If
you're telling them what you've built but actually the question is about the markets, it's the wrong
approach. So, really have that, sort of, piece of just, "What was the question I'm being asked?

Start re-reading it and start by re-reading it, or re-reading it and then re-read it and then re-read it, so that
idea of answering the questions. This next part then, just about high scoresin all questions, quite often we
see where an applicant is particularly excited about, sort of, telling me the business case round it but
whenever it comesto the project plan, it's very weak. Or they, they left out sections about the risk
management and, and immediately you, you're removing scores because they haven't answered what
you've asked them, or they've done a very weak response in sections but have-, but have been strong in
other sections. Y ou need to just go in high across all of it, so even if it's a bit that doesn't excite you, you
need to be having that ability to respond with high-, with high scores. And the story has to be convincing.
| will read lots of technology responses. | will read lots of, of applications. Therefore | need to be
convinced that your story is better than the last one | read, and you could go straight on so that it, sort of,
starts with the, the use case and then works its way through, how you're gonna change the world and then
deliversinto the, the finances that you're gonna fund your company and help you grow. So, that golden
thread from the start right the way through, not disjointed, and particularly we see that where two or three
people have written the same application. One person is responsible for section one, one person is
responsible for section three, and they don't line up, or the language they use is completely confusing.

Consistency through it all, cohesive, it joins together, and avoiding red flags, which we'll talk about in a
second, but that, concept of not doing things which you're scored downwards. So, Lisa mentioned this a
second ago, alignment to the competition scope. Y ou might be very excited, the fact that thisis £100,000
fund and you think, 'Oh, my company could do with £100,000," to-, but is this the right competition for
you or if it's not the right competition, should you be looking at other options? So, start from that position
of isthisthe right thing for me? If you find that you're trying to squeeze yourself into the scope, it's
probably one you wanna step away from, from and not waste your time. And, and there, thereis an
element of, of wasting your time if you fill in an application which is not relevant to the competition,
you're not gonna be scored highly and therefore you should be considering something else to, to develop
your business. So, consider that, 'Do |, as a business, line up with what they're asking me? Each
competition will be dightly different. Some will be about newer companies, some will be about different
types of technologies, some are about healthcare or Al or something else. Make sure you'rein, in the right
competition. Moving then beyond that, sort of, first impressions so, again, the story concept. | may have
read five or six applications before | get to yours.

| may have another bundle to go beyond that so that, sort of, sense of actually how do | get, get what is
being presented very quickly? And quite often if I'm feeding back to companies who are making an
application, there's, there's usually a, avery simple response, a, sort of, 'l don't get it. It's not clear to me
what you're offering. It's not clear to me what the, the details-, so that, sort of, sense of the short
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summary. Just | get what you're offering, it tells the story quickly. I can then look to the rest of the details
beyond that. There's some tips in there about the style of the presentation. If it's very long, long sentences,
so it's difficult to maintain your, sort of, focus right through it, so maybe shorter, sharper sentences, active
tense or all, sort of, part of that. Sell the project, be clear, concise and, and think of that, sort of, concept
of, of an elevator pitch. If you have somebody for a very short period of time, you need to convince them
what is the 30 words or 50 words that's gonna be-, something that's going to convince that person fully of
the elevator? So, bringing al that, sort of, style and, and story-telling element, again, is quite useful. So,
moving on then, aneed or achallenge. Again, sort of, if I, sort of, talk about, sort of, companies that I've,
I've dealt with who perhaps don't get this bit, isthey perhaps start with the technology, so they convince
me that-, they're trying to convince me that their new, new piece of software or new piece of engineering
kit is, is something which isreally worth investigating. I, sort of, missed the step before that, why they
need this technology.

What's wrong with the business today? What's wrong with the health service? What's wrong with banking
or somewhere that you're applying into? So, start backwards and you'll, you'll quite often see a, a question
around this concept of, of aneed or achallenge. What isit you're trying to solve in the world? Why does
your-, the world need your new technology or your new solution? Bring the evidence behind that, bring
the facts and figures, bring detail of how thiswill be impacted. Explain to them who-, what other
companies are in that area, why your product or solution will be different to what's already there, why
will it be a step change beyond that and, and define the unmet need. Thisis quite often missed by most
companies as, as, sort of, 'Oh, yeah, we'll, we'll, welll tell you about the story of our product.’ Well, we
need to step back dightly and actually define why do we need your product? What's the underlying case
behind that? Moving on then to your idea. So, how does your idea address that previous question about
the problem? So, we're not just trying to push the technology in for the sake of it, or a solution in there
that doesn't really need to be there. We're actually gonna say something is going change here as aresult of
my technology. How big a change isit going to be? How many people will be impacted by-, be impacted
by this change? How long will that last? What, sort of-, how does it fit within the market? Those are, sort
of, al important about how you, your solution is gonnafit into the future.

Isit going to be adlight improvement? Isit going to be incremental? And then do you have the, the
freedom to operate within that so on, another time. Have you just taken someone else's technology and
you're gonna apply it, or do you have the ability to, sort of, influence how thisis gonna grow and
develop? Isthe market ready? Very interesting, sort of, space. Sometimes a product can be too early and
you, you'll find, sort of, that, sort of, something which is really futuristic needs to have a number of steps
because it gets there so, considering that, sort of, how will the market adopt it and how will you get it
beyond your idea through to something deliverable? The team in resources and delivery, thisis quite a, a-,
it's one that's repeated across most, sort of, competitions but who, who is going to deliver this?Who is-,
what is the gathering people who will actually bring your technology or your solution to market? A few
companies get a bit obsessed about things around, sort of, ownership of companies. That's not what the
guestion's about. It's really got to be this, sort of, question about who's gonna deliver your, your project?
So, if you're buying in some time from an expert or consultants or, you know, advisors in there or wider,
sort of, roles, I'm not-, yes, and that together builds up a good team. That's a much more compelling
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answer than actually, 'lIt's me and my brother doing this." Y ou need to think about who are the teams.
What about the resources you need, what about the skills that you don't have? What are the things that,
sort of, are beyond, sort of, your current scattering of people that are going to be important to get it to
market, to commercialise it, to bring the plan beyond tomorrow? So, think about that there probably, and
just who, who is the owners of your business.

Think about the wider service delivery on it. Thinking about the market awareness side of it, again, how
will you make money from the idea? Where's the opportunity? What are the trends around this? Y ou see
the questions are on the slide. But thisis really just about questioning of, of we're gonnainvest a, alarge
amount of money from government into your idea. The expectation is you're gonna be able to
commercialise that and you're gonna make much, much more money than we were able to invest into it.
So, how are you aware of the size of the market, the scale of the market? Where will your product take,
take usin the future? What's your method of getting there? Who are you gonna sell to? So, whenever you
come in with very generic questions, for example, 'We will sell into the NHS;" that tells me you don't
understand your market because, 'Which part of the NHS? Who's your buyer? What does the buyer need?
If you're, sort of, giving very generic answers around, sort of, 'Y es (ph 24.06), then they will come and
buy it," that sort of tells me you don't understand your market. If you come in and say, 'Well, actually
we've built up relationships with these three people, they're telling us that they will buy thislevel at this
cost' or, 'Here's the distribution pathway' or 'Here's the framework that we'll sell into' that gives me a
Sense, as an assessor, to say you understand the market, you understand the path and (audio distorts
24.25) how to get there. And you understand that the likely, sort of, challenges around cost points or price
points. So, just that sense of market awareness is really quite important. Moving then, onto outcomes,
route to market etc. Again, linksinto the previous one. Y ou understand the market and you've now got,
sort of, aa number of waysto get there, so the two then tie together, one's more on the scale and the
other'smorein, in, sort of, "'What's your next steps? Or, 'How-, if you build this product over the next six
months what happens in month seven? What happens in month ten? How are you gonna get it to afully
fledged delivery? It, it will vary, depending on the conversations, how they ask these couple of questions
but there's usually something about the market scale and then the, the delivery and method (audio distorts
25.10). Theright kind of risk. A lot of people don't like to talk about risk because they'll say (ph 25.16),
'Oh yes, we've got this sorted and we, we know everything that's gonna happen.' That doesn't happen in
any project, there is always gonna be an element of risk. What the assessment is looking for is not an
absence of risk but isthat you've controlled, and managed and understood the risk. So, if you understand,
sort of, actually there's gonna be three points which might mean that we're not gonna make it to market
we wanna understand those risks. But we also want to understand (ph 25.40) what's the mitigation you're
gonna out behind that?

So, if, if your technology might not work but then there's a, atechnology two or aversion, different
version or there's a different approach, that's the way you write it up, as, 'Thisis perhaps not gonna work,
however we've got another option behind that.' So, that sort of sends out, "We understand the key risks,
we've got mitigation options in there. We're ahead of the game and, sort of, understand both the impact on
that, what mitigations are there and how they're gonna control it. So, awell-written plan will have that
sort of detail of just areasonable risk. You're looking to the assessor to say, 'That's reasonable, we-, you
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understand your market and you understand your product.’ So, you also see, sort of, various gquestions and
these, these come through in different types and natures. There will generally be questions about costs.
My recommendation to your-, yourself isjust to, sort of, be sensible about those in that you're not trying
to, to throw the largest costs at everything, you're tryna say, 'Well, if thisismy money | will look at your
three options, | will consider which one's gonna give me the best return for that small amount of money
and, therefore, choose option three as opposed to option two." So, you're trynalook at the costs, 'Isit
reasonable? And then put alittle bit of justification to say, 'l've considered options.' Y ou're then, sort of,
looking behind that to say, 'WEell, is there other ways of doing it that would perhaps be more value for
money? So, that sort of sense of, 'Thisis public money. I've made a reasonabl e case to consider what's
the options and I've got some consideration as to, 'Will this give me a, a, areasonable return to myself?"
Those are, sort of, some of the general, sort of, principles around costs. Y ou also see questions sometimes
around additionality, so would you do this project without this funding? Well, if you would do the project
without the funding why do we need government funding involved?

So, really you're trying to argue an additionality question to say, 'Well, the reason that we think this
money's gonna be important for usiswe, we think we can get to market faster. We can think we can get
the bigger market as aresult of this funding. We think that there's options beyond our current, sort of,
capabilities, that this will accelerate our route to market.' So, value for money comes into the, the, the first
part around, sort of, 'Isthisagood investment? So, we see a (ph 27.50) number of different things there,
some of them are about justifying the cost, some about additional, sort of, contributions from the
government and the funding innovation. And then you'll see, occasionally, questions coming through
around, sort of, net zero, public value etc. So, thismay also create jobs, it may also reduce carbon
emissions, it may create some sort of a, areduction in public services or improvement of public services.
So, what else can you, you build a story around, beyond just delivering a, an innovative product? So, that
was section one, you're gonna apply for agrant. Have you applied in the right way? Have you answered
the questions effectively? Have you told a story which is compelling, which puts you to the top of the
rankings? So, let's think about this slightly differently. So, I'm looking at it from the view of the assessor,
so there are people like myself, across the UK, who will get thisin, in some form of batch, they will be
asked to put a score against it and that score will determine whether you're funded or not. It'sas simple as
that, they will rank you against other people. So, let's think about that, and I've used a quote in the bottom
left around walking in somebody else's shoes. So, | want you to walk for afew momentsin the shoes of
an assessor, because if you can understand that then you're gonna write dlightly differently. So, I'm trying
to look at the negative side of it as an assessor, the red flags are things that will frustrate an assessor,
things that irritate assessorsis, is quite a, agood way to, sort of, consider the negative side of it. So,
they're, they're out of scope so they're not eligible, we talked about earlier on but why would you put an
application in if you're out of scope? It's just wasting your time, it's wasting assessors time, it will get
thrown out quite quickly.

Something that's a little bit, sort of, less black and white is this overly technical language, difficult
language, lots of acronyms thrown al over the place. Y ou might understand your acronyms, the assessor
might not, the assessor may confuse acronyms. So, it would be-, it's difficult language, it's complicated
language, it's technical language which doesn't tell the story, be very, very cautious. If you have some
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very technical things describe it in layman's language and then perhaps put in brackets, or somewhere (ph
30.04), the actual technical description of it. Some way convey something which is very technical to
someone who may or may not understand everything. Depending on the competition, they will have
different levels of technical insight about the area, so just aim for that, sort of, middle ground where
someone who is reading it may not understand all of the technicalities, you may just need to put some
bridge words in there to give them some, sort of, understanding about the area you're talking about.
Poorly articulated offers, so again where the language is all over the place, it's not well-structured, it-, it's
not telling the story clearly, it, it makes it difficult for the assessor. Unclear level of innovation, if I'm
reading this and I'm thinking, 'I've seen ten of those,' especially in areas around Al and sustainability,
probably 70%, 80% of our applications at the minute say that they are Al or that they're gonna solve
sustainability challenges. So, 'How does this separate from everything else that | have read? Why is this
special? Why do | think that thisis scoring higher on the levels of innovation than anybody else that I've,
I've read today? Lacks commercial focus, so fantastic technically, product-wise however it's not gonna
actually sell, 'l don't see how you're gonna sell that to anybody else." Conflicting statements and lack of
cohesion, we've, we've seen it in other parts of the presentation but just that sense of, 'It, it frustrates me, it
conflictswith things, I, I, | don't get it.'

And then lastly just, now this has probably appeared more in the last year or two, obviously, the Chat-, it's
clearly ChatGPT-written. This, this starts to appear most in, sort of (ph 31.37), of the assessor's, sort of,
windowsisthat if thislooks and feels like it's been written by ChatGPT, I'm, I'm sort of looking for
where's your fingerprints of it (ph 31.45)? Or around it? Why isthis special and why isthisyours, as
opposed to written by a ChatGPT and is, is clearly not your background? So, we, we understand that there
are tools in the background which will help you to write a better application, remove grammar issues etc
we can talk about, but you need to put it in acontext, isthis needsto feel like you're application, it doesn't
need to feel like ChatGPT's application. So, be cautious in using some of those tools because it needs to
still feel like yours and your, your DNA is right the way through the application. Moving on then, to, to
top tips to delight an assessor. Do, sort of, keep in that mind is that, myself as an assessor and | know
many of my colleagues, we love to get a good application, we, we look forward to something which
excites them or interests them and actually tells something that they didn't know about, in, in an exciting
way. That is something we, we will delight in. So, highlight where the project fits for the cause, make it
easy for usto seethat. Make it easy to read on the first pass, | read through and | get it, that's, that's a
beautiful thing to an assessor (ph 32.51). Use other people to read the application as a critical friend, Lisa
mentioned this earlier on. So, isthat with Invest NI? Is that with colleagues? I's that with your aunty, your
aunty Flo who's done these things? Use people who are not part of the writing the assessment, outside the
application (ph 33.08), because they will not have had the mind that you have with how to write this
thing, so therefore they will-, they will be an external view person, saying, 'Well, what about this? Why
have you not included this? | don't understand that piece." Ground everything, every statement in
evidence. So, if you have said you-, this is gonna make 70% improvement, why isit 70% improvement?
Where's the detail behind that which is gonna convince us? Sell the project early on, use impact
statementsto nail it. And what we mean by that is thisis gonna make-, 'We're gonna sell this, sort of, asa
project which is gonna change the world in this type of area. And we think it's gonna make this level of
impact on the day-to-day working of people who use that.' So, that sort of sense of, 'Here's the project and
actually the impact on, on the people who will useit,’ is quite important.
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Within the assessor's side you will always have some sort of a, a scoring matrix, in pretty much every
competition they will give you some insight as to what that scoring matrix looks like. And what | have
doneisl, | went through quite a number of scoring matrixes and drew-, drawn out some of the, sort of,
key words that come through. So, there will be a much longer, sort of, statement about what is the need
and how that should be defined etc, but | just drew out a number of the words which were within that to
give you a sense of what a high score looks like and what an okay score looks like. Now, if you know that
the application, the success application isavery, very small percentage of the total, you need to be up in
the scoring nines and tens, you need to be aiming there from the-, the, the first word that's put on your
application form. If you're aiming for the okay and you, you know that the success rate is gonna be,
maybe, 80%, or 20%, or 30% or 10%, you need to be thinking more, 'Actualy, it's probably not
worthwhile me writing this unless | can get up to that top level score.’ So, let'slook at the words that are
across the scoring eights, nines and tens. |s the need compelling and motivational ? Is it a significant
innovation? Does it look realistic? Y ou can clearly see how it's gonna exploit it. They understand the
market drivers. Carefully considered the risks. And the impact is significant or compelling. If your
application is okay you're not gonna win this competition, you're not gonna get funded. So, somehow
you've gotta get yourself up to somebody reads this and says, "That's a compelling application, it's
significant impact. And my application has been based around that everything-, every text piecein thisis
gonnabein that nines and tens in the scoring.' Otherwise, what's the point of making your application?
So, therefore you need to start with the position of, 'l need to be able to convince at that level of nines and
tens right the way through the application.' Put a comment in the bottom left there about a-, an assessor's
view.

An assessor will take alonger time to review a, abad application, and the reason we say that is that
whenever everything is presented clearly and concisely it, it just flows right the way through from start to
finish. If an assessor's |ooking at something-, looking at something that is not flowing well, it's digointed,
they're having to look for the detail etc, it generally takes them alonger time because they're tryna justify
how it doesn't fully meet the various requirements. So, just consider that as you make your application,
you need to be in with that great side of things, in the nines and tens, you need to be convincing right the
way through and it needsto flow. So, other part | mentioned about sort of around just (ph 36.46) standing
out from the crowd. | mentioned about Al and sustainability being a, a high, sort of, dominant trend at the
moment in many applications, and what, what again I'm just, sort of, pushing out to you to make sure you
draw out why you're standing out from the crowd. Be creative, solve the problems very compellingly and,
and give the assessor this sort of sense that, actually, they're reading something that they think in five
yearstime will be a significant business and significant growth, and they'll be excited they have had a
small part in assessing that on the way through. So, that sort of concept of, "We're not the same as
everybody else,’ the assessor is excited that he or she has read that and to be part of that small journey. So,
summary and moving towards the end, | think there's questions afterward, but the summary of some
things just to draw out alittle bit further. Do you fit with the scope? Have you agreed, sort of, key points
with partners? Are you clear and concise? Isthere a clearer way you can write it? Can you rephrase those
things? Can you take out a few words that take away from the story? Have you been consistent and had a
golden thread right the way through the application? Have you convinced? Have you considered
reasonable risks for the level of innovation that you're putting forward? Can you quantify and justify any
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statements you've put in there? Have you considered everything like an assessor? Have you refined it
until it read well, and then re-refine it and then remove anything that's not adding to the story?

And then, sort of, the last part, around allowing enough time. And what we mean by that isthisis never
an eleventh hour application, generaly it won't work. So, have that thought of there will be a number of,
of phases of application build (ph 38.29) and refinements, and therefore leaving it to the last minute just
won't work. Again, asmall point, avery basic diagram around, sort of, the numbers of applications on the
days before, days and hours before there, sort of, final date. And you'll see at about midnight the day
before, when applications start to ramp up, and then there's the last couple of hours where everybody's
trynafill in their application, just before the, the deadline, at 11 o'clock or 12 o'clock, whenever,
whenever is published. I've also put thislittle heart, so, so it's just broken just after that, and what | mean
by that is that quite often, as assessors and people involved in this system, we get phone calls saying, 'Oh,
my computer crashed three minutes before the application, | can't get into the system, something else has
happened, we've lost such and such. Is there anything we can do? And generally the answer is no. Just
keep that in mind, do not allow anything to stand in the way of you putting your application in, if you
have put al that effort into it. So, move it back three hours, four hours, the day before, why take the risk
of leaving to the last minute and then something goes down? It will lead to heart break and, and | can't do
anything about it and my colleagues can't do anything about it, they are reasonable fixed on hard
deadlines. Regardless who'sfault it is or if you have a, avery sad story about how you couldn't submit it
because of X, it doesn't really matter. Keep that, sort of, sense of, 'Actually, there'sa hard deadline, | don't
need to wait till 11:59 or 10:59 for the application, | could put it in the day before,’ build that into your
thinking.

Then beyond this, |-, I've sort of went through a number of different things. There are good application
guides available, you can scan through them, sort of, get other tips and hints etc, they will, will hopefully
complement what I've said but they may draw out afew points differently and, and | do recommend
those. And I'm coming to the close of my points, and | think | hand back to Barbara, who's gonna lead
some questions?

Moderator: Thank you very much, Stephen. That, that wasreally infor mative and hopefully
everyone got something out of that for, for looking at how they can submit an Innovate UK grant
application and these other applicationsthat we have. We have some questions that have come
through, | just had oneto start off with, Stephen (ph 40.59), what ar e some of the common pitfalls
that you seein grant applications that come your way?

Stephen McComb: | think the, the one that | keep repeating, probably, isthat | don't get it. So, just that
sense of they haven't communicated, sort of, what the-, their story of the business. So, they may (ph
41.17) be burying their head if they think they know what they have they might even convince themselves
that it's really compelling, but whenever | look at the application | just don't get it. And so that, that would
be, sort of, one of my most common ones and then probably slightly beyond that was just, sort of, then
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the, the evidence case behind it. So, if | do get it but actually reinforcing sort of the-, those facts and
figures thereto, sort of, build that case, probably need to (ph 41.39).

Moderator: Okay. We, we have another question here, "We, we are currently part of a New
Innovatorsnnovate UK grant (ph 41.48), concluding in Mar ch next year, focused on developing
our product'sfoundation technology. Would | be eligible to apply for the upcoming Launchpad
grant project, staringin May, to fund the pilot study specifically for validating this project?

Stephen McComb: | think, sort of, for today, sort of, we're tryna keep it reasonably generic in terms of,
sort of, thisis a, a general application. Anything very specific about that you will see, sort of, on the, the
grant application form, there will be a, an email linked into Innovation, the IFS system and thisisif you
have further queries. So, if you think there's a question mark around dligibility, I, I do recommend you,
you send them a note. My, sort of, response from companies who have done that is that they are quite
quick to respond, they're very clear and, and there's been a very positive feedback. So, rather than me, sort
of, confusing the, the applicants (audio distorts 42.41)-,

Moderator: Yep.

Stephen McComb: But my gut feeling is probably send a quick email and they will get a quick response
to say, 'Yes, that's (ph 42.47) reasonable or there's an issue in there.'

Moderator: No, there-, there's, there'sactually a Q& A session tomorrow at 1 o'clock. So, to the
person who asked the question, if they want to register for that it'son at 1 o'clock tomorrow. We
can-, wecan put alink in, in the chat to, to (audio distorts 43.05) if they wanna register for that,
and there'sclinicsthat'll berunning on Friday in Belfast and in Derry. So, if you-, if you want to
speak to-, speak to a member of the team directly you can aswell at that. Just, just another
guestion is, "Can | get my application reviewed beforel submit? And how do | do that?

Stephen McComb: Is that one for Lisa?

LisaBraniff: (Talking over each other 43.26), so-,

Moderator: (Talking over each other 43.26)-,

LisaBraniff: Yeah, so, Invest NI, along with colleagues in Innovate UK Business Growth, can offer a, a
application review service. So, we can do thisin the best way if you're able to share a draft application
well ahead of the deadline. So, an order of what, what we will do when we look at your application is
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assess the answers you've given against the criteria for the competition, in the same way that an assessor
will be doing after you have submitted. And in that way we can highlight areas where maybe you need to
strengthen your response, areas where maybe the story isn't clear or you haven't evidenced what-, the
claims that you've made in relation to the technology or the market. So, we can, | suppose, highlight those
areas where there's potentially weaknesses in the application to give you an opportunity to then strengthen
it before you submit to the competition. As Stephen has, has highlighted, when you submit to the
competition that isfinal and it must be done by the deadline. But in, in the application review processit's
amore iterative (ph 44.34) process where you can share a draft, get feedback, try to strengthen it. And
you'll have &, if there's time permitting, you'll get some, | suppose, final words of advice before you
submit to the competition, at which point no further amendments can be made for an Innovate UK
funding competition in particul ar.

Moderator: Great, thank you. I'm just gonna check to seeif they've got some mor e questions here,
just give me a wee second. Another question that 1've been asked is, 'l believe that you cannot
submit the same idea mor e than twice, could you elabor ate, please?'

Stephen McComb: I'm just tryna cautiously elaborate, there's, there's-, | think that is the rules around that.
| would say from my experiences, so there's, there's alittle bit of space there for adjusting your ideas as
well. So (ph 45.24) , if an ideawas rejected and clearly doesn't meed a market need etc, so then you need
to, sort of, pose questions, so is, isit the same idea again or should | have gone and developed a further
idea? Or we should have looked at other markets (ph 45.36) ? Or should | read , sort of, stepped back to
the drawing board and considered, 'I s this the right approach to things? So, | think the rules are around
the, the submission twice etc, however | would also sort of question why would you be submitting the
ideatwiceif it's-, was failed the first time? Y ou've obviously not understood something along the way or
you need to really go back to the drawing board of considering, 'Should a new idea be brought forward?
So, | think there's rules and then there's al so taking feedback from a competition.

Moderator: Okay. And then another question is, ‘Do | need to have worked with a partner if I'm
collaborating with them on an application, before | apply?'

Stephen McComb: I'll give &, sort of, general-, so obviously | don't know the details of that one but what |
would say isthat, from arisk point of view, from an assessor looking at someone where there's been an
existing partnership beforehand and they've guilt up arelationship etc, you get a sort of sense as an
assessor, 'Well, actually thisis a, arelationship that's gonnalead to something bigger and better.' So, |
would say probably the best case would be that you have worked with that, that collaborator, that partner,
you've built up trust in each other, you know your strengths and weaknesses, that's quite a compelling
story. If you haven't done that then, sort of, the-, that would being a little bit of extra, sort of, question
marks in the back of the assessor's head. So again, how are you gonna mitigate that risk of, sort of, the,
the relationship breaking down? So, I, | would say find ways to work together, find ways to minimise,
sort of, that risk side of it and make it ook like thisis gonna be areally successful partnership. I, I think
that, sort of, sense of building with friends and connections etc in a, acompelling way is, is quite a, anice
way of writing an application.
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Moderator: Okay, that'sgreat. |-, I'm not seeing any other questions coming through here at the
moment so I'd like to thank you so much, Stephen McComb, to Lisa Braniff for, for hosting this
even thismorning. Thank you.

Lisa Braniff: Thanks very much, Barbara.
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