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Navy’s SBIR/STTR Program

Uses small business 
to develop innovative 
R&D that addresses 
Navy needs

Facilitate small high 
tech businesses to 
transition 
technologies into 
Navy/DoD programs

SBIR/STTR 
funded 

technologies 
are used on 

Navy platforms

SBIR …. It’s all about Phase III



Congress wants to increase Phase III awards and 
transitions into Acquisition Programs

92 SBIR Law, PL 102-564
Emphasized Commercialization (definition “to Government or 
commercial markets”)

FY 99 Defense Authorization Act (Sec.818)
Emphasized push for Acq. Offices to make Phase III awards and 
include SBIR in planning process 

Senate Report 106-50 (Sec 803)
Requested DOD develop plan to facilitate rapid transition of 
SBIR projects to Phase III & incorporation into DoD acquisition 
programs 

2000 SBIR Law, PL 106-554
Emphasized protection of Phase III data rights and push for 
more Phase III awards

FY 05 National Defense Authorization Act (Rep.108-491)
Requires USD (AT&L) to report by March 31, 2005 information 
on recent Phase III awards and actions



Education & Partnering are Key
Acquisition Office needs to understand and believe in SBIR 
and be part of planning and decision process

Small businesses need help understanding DoD and how 
to transition technology in the DoD environment

Primes are often part of “Tech Insertion” Critical Path, thus 
need to understand SBIR and plan for

Early partnerships 

Increase probability of success, 

Increase speed of tech insertion/transition and 

Reduce cost of total RDT&E 

Technology transition/insertion requires a lot of work and 
planning.  It must be coordinated!



Navy SBIR Program: Primes Initiative

Vision
Develop process, tools and relationships so that Primes 
are integral part of the DoD SBIR program

Process 
Build partnerships between small businesses, defense 
contractors, Navy acquisition offices, and SBIR 
management to enhance technology insertion by 
leveraging SBIR resources with larger acquisition 
programs, with focus on transition of SBIR technology to 
weapons platform 
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$1M
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Advanced Ceramics Research’s SBIR/STTR Experience



SBIR Phase I & II funds compared to Phase III funds Phase III 
funding from OSD DD-350 Reports
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• Phase III reporting not complete since contracting officers not always aware 
contract is Phase III

•Total DD 350 FY04 DOD Phase III funding was $456 M, Navy portion was 
$346 (76%) which came from 114 separate contracts to 81 individual firms
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Navy Transition Assistance Program (TAP)

Funded by Navy SBIR 
Program Office
Competitive 10-month 
program offered to all 
SBIR/STTR Phase II 
awardees
Provides business 
consultant and training 
aimed at understanding 
DOD transition process 
and developing 
strategic plan for that 
transition

Licensing, Equity, Financing

Identifying 
Partnering/Strategic Alliance

Increase speed of  
commercialization by:

Defining Defense Transition 
Strategy

Developing Business Skills
Protecting Intellectual 

Property

Facilitate DoD use of Navy-
funded SBIR technology

Objectives



TAP Concludes with Navy Opportunity Forum
2-4 May 2005 Reston VA

Not a conference where any who pays can have a booth
Only SBIR or STTR Phase II or III companies that have 
completed the Navy TAP present
Small Businesses present “Business Case” for transitioning the 
technology to a weapons application, not a technical brief
All SB’s develop abstract and narrative brief that is posted on 
the Virtual Acquisition website by 1 February 
Attendees review abstracts and narrative briefs and only attend 
if those address their technology needs list



Navy 05 Opportunity Forum VAS

www.dawnbreaker.com/vas/vas.php



Search for Phase I and II Navy SBIR awards at
www.navysbir.com













Use Ricks Site

SBIR GATEWAY BEST SOURCE FOR SEARCHING TOPICS 
www.zyn.com/sbir



Hurdles for Primes re SBIR Program
Money
How to fund Primes’ upfront due diligence
Getting buy-in up and down the Prime (business case)
Getting buy-in up and down the Navy
Ensuring Prime trade space management needs 
(schedules, requirements) are understood by SBIR firm 
Ensuring that SBIRs perceive risk: what is reasonable? 
how long will that take? (requires a communication plan 
between Prime and SBIR)
Ensuring SBIR access to the right members of the 
Prime/Navy Project Office team



Navy SBIR Office Future Efforts

Continually improve and refine TAP
Increase activity with Primes & non-traditional 
Primes
Document metrics across Primes

Topics, Phase I proposals & awards, Phase II 
awards, Phase I/II subcontracts, Phase  III 
awards

Document and market success stories
Establish contact lists across primes
Develop list of supplemental funding sources
Work with NAS and NDIA re disincentives



Next Steps for You

For Primes 
Review www.navysbir.com site Search Database to 
identify Phase I and II companies to team with
Attend Navy Opportunity Forum 5-7 June 2006 
Washington Hilton

For Small Business
Look for SBIR topics 

Go to www.zyn.com/sbir (every month)
Work with your Prime connection to jointly submit SBIR 
proposals



BACKUP SLIDES



Collaborate to Leverage Government’s R&D Investments
to Support Raytheon’s Technology Development Rqmts !

DARPA, 
$64.0, 6%

SOCOM, 
$13.5, 1%

Other, 
$17.5, 2%

OSD, 
$39.0, 4%

Air Force, 
$288.0, 

29%

MDA, 
$130.0, 

13%

Navy, 
$220.0, 

22%

Army, 
$228.0, 

23%
DoD SBIR
$1B FY’04

Integrated RMS
Technology Plan

Elements

SBIR Budget Growing

Focus

IRAD

CRAD

EMD/ SDD
CRADA VEs

SBIR

STTR

ManTech
Plus ups

M&PE

IDIQ

Eng Ind

DACPTitle III
Other

OPM TBD
ATSP3RTT

Total Gov’t SBIR
$2B FY’04

The Opportunity: SBIR & Others Peoples Money (OPM )
Provided by: Dr. John P Waszczak, Director Advanced Technology and SBIR/ STTR

Phone 520-545-9585 Raytheon Missile Systems RMS



SBIR/ STTR Process & Interfaces
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RMS’s SBIR/ STTR Model

RMS PMs work closely w/ Customer PMs
on program evolutionShare Capability & Technology Roadmaps,

Raytheon TDs w/ appropriate PEO TDs

Key benefits:  
* meaningful dialog at TD level
* better insight into customer reqmts
* support for program evolution

Required
Technologies

Develop
integrated

IRAD, CRAD,
SBIR, ManTech,
RTT & OPM plan

w/ Customer

P3I

New Program

Program Roadmap

~~~~~
~~~~~
~~~~~
~~~~~

~~~~~
~~~~~ ~~~~~

~~~~~

Gaps

RMS SBIR participation
• Project recommendations
• Ph 1 selection
• Ph 2 down select
• Ph 3 awards, RMS->SB

Strategic
technology

enablers
SBIR

Political
support &
plus ups

Evolving from reactive to proactive

~~~~~
~~~~~
~~~~~

RM

Airframe

WH

GNC

RM

JPW 3/9/05

Missile
system/
concept

STTR



RMS 2004 SBIR/ STTR Highlights

Leveraging $22M in new SBIR funded technology R&D
Supporting over 60 new small business SBIR awards

Seekers, algorithms, airframes, propulsion & lasers
Directly supporting small businesses as an IPT member, 
many under contract to them

Sponsored SBIR workshops/ forums w/ small businesses
Rad hardening workshop held 2Q ’04
Tucson Optics Cluster workshop held 3Q ‘04
Navy SBIR PM speaker at RMS Supplier Partnering Forum 3Q ’04

Three very successful Phase III programs continue
EKV adapter, Vanguard Composites, ~$1M 
Gun Hardened CAS, multiple programs, Versatron, ~$20M

Collaborating  w/ Raytheon Mentor Protégés to develop 
coordinated R&D plans & pursue SBIR/ STTRs



Benefits Available to RMS thru SBIR/ STTR

Solve problems
Risk reduction
Alternate solutions

Develop enabling technologies
Supplement to IRAD & Demo Budget

Strategic IP

Components
System P3I
New programs

Strengthened customer relationships

Vehicle to support RMS developments

SBIR Provides RMS a Tremendous Opportunity to
Leverage Significant Gov’t Technology Investments

Dev small business base

Small Business Collaboration to Achieve Customer Success


