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Background & Introduction
Larta tracks the progress of NIH-CAP participating companies for an 18-month period in two consecutive 9-month intervals, in addition to the baseline period (which spans the duration of the program). 
This report provides progress tracking results for the companies that participated in the CAP in 2005-06, for the second interval since the culmination of that year’s CAP, or April 1, 2007-December 31, 2007. This set of companies was also tracked for the baseline period of September 1, 2005-June 30, 2006 and first interval period of July 1, 2006-March 31, 2007 and the results have been previously submitted to NIH.
The Tracking Form

The second year of the CAP for NIH SBIR Phase II grantees was launched in July 2005. 129 companies enrolled in the program of which 107 companies completed the program in June 2006; 4 companies completed prior to the official program end date; and 18 companies did not complete the program; of these, 11 participated for a sufficient time period to be tracked.  Thus, at the end of the program, 122 companies were sent baseline tracking forms (107 that completed, 4 that completed early and 11 that participated for sufficient time). For the baseline interval, 2 companies were relieved from tracking, one of which did not complete the CAP, leaving 120 companies to be tracked. For the first interval, 119 out of these 120 companies were sent tracking forms as one company was subsequently relieved from tracking due to an acquisition. For the second or final interval, the remaining 10 companies that did not complete the program were relieved from tracking and another company was dissolved, leaving 108 to be tracked (see Appendix A for details). Some notable features of the tracking form (see Appendix B) are listed below:
· Tracking is focused on quantifiable end results, i.e., deals, revenue growth, increased equity investment, increased employment, M&A outcomes.

· In addition, the form defined a “deal activity pipeline”.  We hope that this attempt at quantifying complex and often circuitous commercialization efforts will provide some predictive capabilities in the future, somewhat analogous to sales pipeline forecasting.  

· Participants were asked to report separately their overall commercialization progress and their evaluation of the CAP impact.  Data on companies’ commercialization progress are, in principle, objective, and could be used in studies of SBIR program performance in general; their use in evaluating CAP itself is limited due to the lack of a control group of SBIR companies.
· Data on the CAP impact are indicative of CAP significance.  However, they are subjective estimates and cannot be relied upon for longer tracking periods. Note that companies were not asked to rate the CAP impact on a scale of 1 to 5, but to indicate if the CAP impact was 1) Major, 2) Valuable, 3) Minor or 4) None.
· Since this is the final tracking effort for the 2005-06 group of companies, where applicable, baseline results are compared with those of the first and second interval in order to analyze pre-CAP versus post-CAP results where the baseline data is indicative of pre-CAP results, and first and second interval data is indicative of post-CAP results. Aggregation of first and second interval data is conducted where appropriate to yield post-CAP data and analysis, and the number of companies by the tracking variables being measured are accounted for only once for post-CAP aggregation. Finally, where applicable, 2005-06 results are compared with 2004-05 results. 
Response Rate

On February 4, 2008, 108 of the 129 2005-06 NIH-CAP companies were sent the tracking form from Kay Etzler at NIH. 76 of the 108 companies responded to the tracking request (after several email reminders), an encouraging 70% response rate. The response rate for the baseline period was 63%, and for the first interval period was 71% so for the second interval, a response rate between 65% and 70% is more than satisfactory given that more time has elapsed since the culmination of the CAP. Company updates based on responses include:
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Paradigm Pharmaceuticals, LLC, R44HD042884 - No strategic partners or investors could be identified.  Consequently, Paradigm Pharmaceuticals LLC has been dissolved.
This report presents only a summary of the data.  Detailed source data can be found in a separate Excel file (Processed Tracking 2005-06 Second Interval Final.xls).  This report will first discuss the overall commercialization progress, and then separately evaluate direct CAP impact.
Commercialization Progress
The following charts describe the progress (with the commercialization of SBIR Phase II technologies) that the companies have made during the second interval since the culmination of the CAP.  Progress is determined by a positive change in the following categories:

· Activity in Partnerships and Financing Deals
· Growth in Revenue

· Growth in Equity Investment

· Growth in Employment

· Acquisitions

Activity in Partnerships and Financing Deals
The chart below outlines commercialization progress with respect to partnership and financing deals, and excludes the 32 companies that were non-responsive to the second interval tracking request. Note that “Progress” is defined as at least one event in at least one of the partnership and financing-related activities listed below:

· Contacts with Investors and Partners

· Meetings with Investors and Partners

· CDAs signed

· Negotiations with Investors and Partners

· Initial Proposals and Term Sheets

· Deals
Out of the 76 companies that responded to the second interval tracking request, an encouraging 61 companies or 80% of the responding companies indicate commercialization progress in the partnership and financing deals area. This, however, is a drop from 66 companies or 88% of the 75 responding companies to the baseline tracking request that indicated commercialization progress and from the 72 companies or 85% of the 85 responding companies to the first interval tracking request that indicated commercialization progress. Several factors may influence the number and rate of progressing companies including the partnership and financing environment, which continues to be competitive for early stage assets and company objectives w.r.t partnership and financing. See table and chart below for a breakdown of company objectives w.r.t partnerships and financing.  The data are interesting and indicate that companies are pursuing partnerships over financing, with a majority of companies leaning towards alliances and collaborations and only one company pursuing financing only. This is consistent with market and industry trends leaning towards strategic alliances with early stage companies, and venture and angel money becoming scarcer for startups. Furthermore, several of the CAP companies are not venture capital ready and see alliances as a more appropriate exit option with a greater potential for success. 
Partnership and Financing Activities Breakdown

[image: image5.png]Tracking Form Responses
(108 CAP Companies)

32,30%

O# of Responsive
Companies

m# of Non-Responsive
Companies

76,70%





[image: image2.png]2005-06 Partnership and Financing Activities Breakdown

(76 Responding Companies)
5, 7%

13,17%

20,26%

1,1%

37,49%

D% of companies seeking partnerships only @# of companies seekingfinancingonly  O# of companies seeking both
O# of companies seeking neither WA (no response to question)





[image: image6.png]CAP Company Progress
(76 Responding Companies)

15, 20%

o# of Companies with
progress

m# of Companies without
progress

61, 80%





The charts below indicate the number of companies engaged in multiple partnership and financing activities and the aggregate number of partnership and financing activities by category. Data on all three intervals have been provided to enable a comparison as well as a comparison of the intervals post-CAP (first and second) versus the baseline or pre-CAP period.
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Key observations:

· When comparing intervals, the number of companies that engaged in partnership and financing activities in the second interval is lower for all categories when compared to the first interval, and lower for all categories except CDAs signed and negotiations with investors and partners when compared to the baseline. The baseline period recorded the largest number of companies that were successful during the later stages of partnership and financing activities including the signing of initial proposals and terms sheets and closing of deals. On the other hand, the first interval recorded the most number of companies successful at the earlier stages of partnership and financing activities, including contacts with investors and partners, meetings with the same, CDAs signed and negotiations. The fall in companies by initial proposals and terms sheets and deals, is particularly significant when comparing the baseline and second interval. Evidently, a significant number of 2005-06 companies were pursuing partnership and financing activities prior to and during the CAP, shown in the intensity of number of companies during the baseline period. 

· When comparing intervals, the intensity of partnership and financing activities is greatest in the first interval. Note that Platypus Technologies reported 313 meetings with investors and partners or 51% of the 616 meetings with investors and partners during the first interval, and Incell Corporation reported 21 deals or 48% of the 44 deals recorded in the first interval.  These outliers must be considered when comparing intervals. Still, the number of deals in the first interval is greater than those in the other intervals indicating more successful outcomes for partnering efforts by companies during this period. However, second interval “deal” results are stable in that they are no lower than what was recorded in the baseline period. 
· Overall the intensity of partnership and deal related activities was greater in the intervals post CAP versus that in the baseline period or pre-CAP for all categories. 59 deals were closed post-CAP and 15 deals were closed pre-CAP. Note that for the 2004-05 companies, 65 deals were closed post-CAP versus 15 pre-CAP. The results for the 2 CAP years are similar with a larger number of deals taking place post-CAP. The results for both years also reflect the influence of the early stage deal and financing environment. 
· NOTE: For the second interval, several companies provided qualitative data in their response to the partnership and deal related activity question. In these cases, we conservatively recorded one activity for each qualitative response per company or an average when a range was provided. Details are provided in the processed data. This may have the effect of accounting for a lower number of activities for the second interval for this category than what may have actually taken place. 
Growth in Commercial Revenue
Note that the growth in revenue refers to the change in total company revenue rather than the revenue based on the CAP technology.  This approach was taken in anticipation of the reluctance of companies to provide detailed revenue data and also the challenges entailed in isolating revenue for the CAP related technology from total company revenue. 
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Key observations:

· 51 companies (67% of responding companies) have shown revenue growth.
· Only one company reported negative revenue growth.
· The highest revenue growth reported was $17 million by ABIOMED Inc followed by $12.2 million by Kumetrix Inc and $10.8 million by Clever Sys Inc. 
· 14 companies reported total revenue of between $1 million and $5 million. 4 companies reported revenues between $5 and $10 million. 3 companies reported revenues between $10 and $20 million. One company reported total revenues of over $20 million. Overall, total revenue figures are healthier in the second interval when compared to previous tracking periods. See table below for top ten companies with respect to total revenue as of December 31, 2007:
	Company
	Revenue

	ABIOMED Inc
	 $    52,000,000 

	Kumetrix Inc
	 $    12,644,222 

	Clever Sys Inc
	 $    12,000,000 

	Acme
	 $    10,000,000 

	Ichor Medical Systems, Inc.
	 $     9,600,000 

	ChanTest
	 $     8,000,000 

	Nanoprobes, Incorporated
	 $     7,000,000 

	21st Century Medicine
	 $     6,016,000 

	Praevium Research
	 $     3,000,000 

	The Virtual Reality Medical Center
	 $     3,000,000 


R&D grants and contracts remain the largest source of total revenue for 63% of companies as shown below. This trend was observed for all three intervals tracked; however, the percentage of companies with R&D grants and contracts as the largest source of revenue is the lowest for the second interval when compared to previous intervals (74% and 69% for the baseline and first intervals respectively) indicating a decline in dependence on non-commercial sources of funding over time. When comparing to the 2004-05 companies, by the end of the second interval, 55% of the companies indicated that R&D grants and contracts were the largest source of revenue, figures indicating an even lower dependence on non-commercial funding than the 2005-06 companies. 
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Growth in Equity Funding

The data refer to the growth in equity funding for the company as a whole. 10 companies or 34% indicated an increase in equity funding and from one or more sources of equity funding in the second interval.19 companies or 22% indicated an increase in equity funding in the first interval and 13 companies or 17% reported an increase in equity funding in the baseline period. The second interval records higher percentages than previous intervals, but a smaller number of companies. The tracking form for the second interval was revised to ensure that data in this category was provided by only those companies that were seeking equity investment, the breakdown of which is provided in the chart below. 
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The total amount of new funding by source of funding is shown below.
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Key observations:

· Strategic investments dominated the sources of funding, accounting for 93% of total funding in the second interval. Optimer Pharmaceuticals accounted for $33 million of the $38.2 million in strategic investments. Despite this outlier, strategic capital accounted for the largest source of equity and this outcome is consistent with market trends favoring alliances and licensing deals over early stage angel and venture capital investments, the paucity of which remains in the life sciences sector. This trend was also observed for the first interval, but venture capital accounted for the largest source of investment in the baseline period. Note, however, that an outlier, once again Optimer Pharmaceuticals influenced venture capital data in the baseline period. 
· Overall strategic investments dominated the sources of equity for the 2005-06 companies, followed by venture capital, angel capital and finally capital from friends and family. This scenario is quite different from that observed for the 2004-05 CAP companies. Overall angel funding ($17 million) accounted for the largest source of funding for the 2004-05 companies for their entire tracking period, followed by VC funding ($6 million), strategic investment ($4 million) and friends and family ($3 million). Note that IA, Inc/Threefold Sensors secured $2.6 million in strategic investment in the second interval which constitutes 65% of the total strategic investment received by the 2004-05 CAP companies. The shift towards strategic investments by early stage life science startups and higher success rate in this area does not come as a surprise given the current venture capital climate for early stage life science startups as well as large biotech and pharma’s recent initiatives and ramp up of alliance activities. 
· $41 million was raised by 14 CAP companies in the second interval compared with $60.8 million by 19 CAP companies in the first interval and $45.5 million by 13 companies in the baseline period. The total amount of equity is the lowest in the second interval and the highest in the first interval, which is consistent with the intensity of partnership and financing activities being the greatest in the first interval. 
· Also note that venture capital steadily declined from $22.3 million in the baseline period to $2.5 million in the first interval and then to $1.2 million in the second interval. Strategic investments stood at $18 million in the baseline period, rose to $51 million in the first interval, and then stabilized to reach $38.2 million in the second interval. The dependence on capital from friends and family also steadily declined over intervals. Angel capital was the highest during the first interval at $5.5 million, but fell sharply in the second interval to $0.6 million. 
· The bulk of funding went to Optimer Pharmaceuticals ($33 million from strategic investors), IA Threefold Sensors ($4 million from strategic investors) and Molecular LogiX ($1.3 million in venture funding). In fact, Molecular LogiX was the only company that raised venture capital during the second interval, once again indicting the competitive venture capital environment for early stage life science companies. 
· Overall, the 2005-06 CAP companies raised $147.4 million in equity investments, a significantly higher amount than the $30.1 million raised by the 2004-05 companies. Also, the post-CAP amount ($101.9 million) raised by the 2005-06 companies is far greater than the pre-CAP amount ($45.5 million). The difference in pre-CAP and post-CAP amounts for the 2005-06 companies is far more significant than that recorded for 2004-05. 
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Other Success Indicators
Employees

25 companies or 33% of the respondents indicated an increase in the number of employees in the second interval. 31 companies or 36% of the respondents indicated an increase in employees in the first interval and 26 companies or 35% in the baseline period. The percentage variation is not significant between the intervals. 
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Mergers & Acquisitions

1) Lynntech was acquired during the second interval period by Astin Partners. This acquisition was reported in previous tracking reports as Lynntech was also a participating company in the 2004-05 NIH-CAP.
2) Adherence Technologies was acquired by Vocollect.

CAP Impact
CAP Impact was rated by the companies as either 1) Major, 2) Valuable, 3) Minor or 4) No Impact. CAP impact was determined for the following activities that have been addressed earlier in the report. 
· Activity in Partnerships and Financing Deals

· Growth in Revenue

· Growth in Equity Investment

Note that the data here represent companies’ subjective assessments on the impact of CAP on specific commercialization outcomes.  Companies have separately outlined their feedback on the CAP, the results of which have been submitted to NIH. 
Activity in Partnerships and Financing Deals

Progress is defined as at least 1 activity in at least 1 of the partnership and financing deal categories. 
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Key observations:
· In the second interval, 4 companies (7%) attributed the CAP with major impact and 49 companies (80%) attributed the CAP with some impact compared with the first interval where 4 companies (6%) attributed the CAP with major impact and 55 companies (76%) attributed the CAP with some impact. For the baseline, 4 companies (6%) attributed the CAP with major impact and 53 companies (80%) attributed the CAP with some impact. Note that the number of progressing companies is the lowest in the second interval. The 4 progressing companies that have attributed the CAP with a major impact in this category are: customKYnetics, Inc, IA Threefold Sensors, SynZyme, and The Virtual Reality Medical Center. Pinnacle Technology, Inc. did not report progress in partnership and financing activities, but attributed CAP with major impact in this area. 

· 49 companies or 80% of the progressing companies attributed CAP with some impact, which is about the same rate as the baseline (80%) and first interval (76%). Overall 87% of the progressing companies attributed the CAP with some or major impact compared with 86% in the baseline and 82% in the first interval. This data is encouraging as more time has elapsed since the culmination of the CAP and CAP impact remains high despite a fall in the intensity of partnership and deal related activity in the second interval compared to the first interval. 
· NOTE: Some companies have provided a rating on CAP impact even if they are not seeking partnerships and financing and have not made progress in this area. The ratings from these companies have not been considered in CAP impact above. In addition, to accurately capture CAP impact, we have considered companies that have reported progress in this category, irrespective of whether they have indicated that they are seeking partnerships and/or financing. 
Comments from CAP participants regarding CAP impact on partnerships and financing deals are shown below. Note that these are comments from companies that attributed the CAP with major or some impact. 
“My technology is at an early stage, too early for most investors to be interested.  However, my NIH CAP experience was very valuable in helping me plan my current work so that I will be better able to address the issues of concern to investors in the future.”
“CAP provided excellent guidance in providing a succinct and clear business case that was presented to the 3 serious investors.”  
“The concept of a Strategic Alliance partnership and how that could be used to bring customKYnetics’ technologies to the marketplace was first introduced through the CAP program.  This concept has changed our approach to numerous products in development.  We believe that Strategic Alliance partnerships will improve the efficacy of customKYnetics’ commercial offerings as well as speed to market and access to potential customers.  The impact on the CAP to any future successes of customKYnetics cannot be overstated.”
“I met another participant at the Venture Forum in San Jose who was interested in our technology.  He purchased a system from us and we will install it at his facility in March 2008.”
“The CAP meetings oriented me to look at the world through investor’s eyes and enabled me to proceed forward with efforts to obtain investment.”

“During this period we continued the technical development of the device in parallel with some new projects, so progress was a little slower than anticipated.  Based largely on what we learned through contacts made with leading spectroscopy companies through the CAP, we have concluded that our best strategy for deploying our instrument is to manufacture and distribute a small number of instruments ourselves to demonstrate that there is sufficient scientific interest in our method to warrant their interest.  We are working on implementing that strategy and expect to pursue potential partnerships in the near future.”
“As we have indicated in a number of places above, we are close to striking a strategic partnership deal in 2008, and we feel the NIH CAP has prepared us to understand how to approach and negotiate such a deal, and to understand what our value proposition is in such a deal. Technically, this is outside the timeline of this report (ending in 2007), but since this is the last report, we wanted to mention this very significant fact.”
Growth in Revenue
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The above chart shows the impact that CAP had on the companies’ revenue growth. 
Key observations:

· 2 companies, Chemica Technologies and Pinnacle Technology, Inc. attributed the CAP with full CAP impact. 25 companies or 49% of the companies have attributed the CAP with impact on revenue growth. Many of the companies do not attribute the CAP with an impact on revenue growth, which is no different from the trend in the previous two tracking intervals. This compares with 62% in the baseline and 49% in the first interval. 
· Pinnacle Technologies found the CAP to have a full impact on its revenue growth stating, 
“We believe that 2008 will be our breakout year.  Fourth quarter sales were much higher than the rest of the year.”
Other comments include:
“While CEE continued to rely on grants for 2007 revenue, 2008 will be different because we will be launching 2 products then.  We anticipate that the principal revenue source will be from international sales.”
“We are working toward FDA approval for at least two (2) SBIR-funded projects and expect market entry within the next 12 months.”
“We still have the customers we acquired after the NIH-CAP program (partly due to the business strategy we gained from the CAP program).  Again, this has increased our opportunities to keep our cash flow consistent, which helps us continue the pursuit of commercializing the Phase II work. However, revenues have decreased mainly due to my customers’ decreases in sales.”
“Our product has a long lead time because FDA and CLIA regulations are involved.  Investment has not come in as fast as we projected and we have not been able to hire the engineering staff to translate the prototype into a manufacturable form, so it is too early to see effects on revenue unless you count the convertible loan as revenue.  In that case it had a valuable impact.”
“Nanoprobes sells a product line which is separate from the products and technology supported by the CAP SBIR grant. However, we have found that attending NIH CAP events, even to promote a separate technology, reinforces our existing business, generating interest and some sales of our other products. Revenues from sales of products and services have increased steadily since Nanoprobes has been in business and currently account for more than 50% of sales. However, over the entire operations of the company (since 1991) grants have provided slightly greater revenues.”
“The company continues to be on course for bringing to market its first product, and we are using the CAP course as part of our strategy for 2008. Our intent is to bring the product to market in 2008 (through a 510k regulatory pathway), and gain clinical experience as well as discuss with potential partners. Previously the feedback from potential partners was that we should contact them when we had gained 510k regulatory clearance. This we will do, using the lessons learned in the CAP.”
Growth in Equity Funding
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The above chart shows the impact that CAP had on the companies’ growth in equity investment. 

Key observations:

· 14 or 49% of the companies have attributed the CAP with impact on growth in equity investment. One company, Pinnacle Technology, Inc., attributed the CAP with full impact on equity investment even though the company did not record progress in this area. This compares with 63% in the first interval and 31% in the baseline period. While an improvement from the baseline, CAP impact has declined from the first interval or as more time has elapsed since the culmination of the CAP. 
Comments on growth in equity funding include:

“The CAP impact was the training we received to evaluate potential investment options in order to proceed to the commercialization phase of our project.”
“Although not our primary goal, equity investment arose as a possibility from a contact made during our CAP follow-up for a different technology with a different path to market and different strategic development requirements, and we explored the possibility and held preliminary discussions with an interested party.”
Summary
The 70% response rate in the second and final interval of the 2005-06 NIH-CAP is encouraging and provides some useful data on CAP company commercialization progress. As in previous intervals, the companies are actively pursuing various commercialization goals, including fund raising and strategic partnerships with some companies being successful at closing deals and others at raising equity financing. The companies are pursuing strategic partnerships and investment over equity financing as the latter continues to be scare and competitive for early stage life science startups. Large pharma and biotech are accelerating alliance initiatives and the early stage companies have been quick to jump on the bandwagon.  
61 companies or 80% of the companies indicated commercialization progress in the partnership and financing deals area. 15 deals were closed by the 2005-06 companies during the second interval and 59 deals were closed since the culmination of the CAP, trailing slightly the 65 deals closed by the 2004-05 companies post-CAP.  
R&D grants and contracts remain the largest source of total revenue for the CAP companies. This trend was observed for all three intervals tracked; however, the percentage of companies with R&D grants and contracts as the largest source of revenue is the lowest for the second interval when compared to previous intervals reflecting a decline in dependence on government funding. 

The 2005-06 CAP companies raised an aggregate of $147.4 million in equity investments, a significantly higher amount than the $30.1 million raised by the 2004-05 companies. Post-CAP figures for equity investment are far greater than pre-CAP amounts for the 2005-06 companies. Furthermore, the difference between pre-CAP and post-CAP equity investment is far greater for the 2005-06 companies than the 2004-05 companies.  

Strategic investments dominated the sources of equity for the 2005-06 companies, followed by venture capital, angel capital and finally capital from friends and family. This scenario is quite different from that observed for the 2004-05 CAP companies where angel funding accounted for the largest source of funding, followed by VC funding, strategic investment and friends and family. The favorable market environment for strategic alliances is reflected in the data captured once again. Venture capital steadily declined over the intervals, indicative of the growing paucity of venture capital for early stage life science startups.

CAP companies continue to attribute the CAP with more impact on partnership and deal activities (including equity investment) than on revenue. This is no different from any of the years and intervals analyzed in the past. Several of the companies expect deals to close and revenues to increase in the approaching quarters and years, and are well equipped with the tools provided by the CAP to approach and negotiate with investors and partners.  We believe that there are two areas, in particular, where we may seek to refine the data collection questions and the reporting itself:
a) Seeking to uncover greater detail by providing more probing questions on “commercialization progress”, in order to gain richer data in each of the categories and thus achieving greater understanding of variability between intervals;

b) Clarifying “impact” with examples, and enabling companies to respond about the increase in such factors as “competitiveness”, “understanding”, “market knowledge” and “process enhancements”, all of which may provide depth to the issue of impact.  This has been a continuing concern since the beginning of the tracking exercises, and our concern is born out by the qualitative comments received from companies. While the question itself (did the CAP have (major, some or none) impact) invites subjective measures, guidance on the various issues that carry “impact” would, we feel, be useful.

2005-06 Company Tracking Data by Categories over the Entire Tracking Period

	 
	 
	Baseline
	First Interval
	Second Interval
	Post-CAP

	Revenue Growth
	Number of Companies
	23
	55
	50
	68

	 
	Amount
	$28.7M
	$84.9M
	$79.7M
	$164.6M

	Equity Investment
	Number of Companies
	13
	19
	10
	24

	 
	Amount
	$45.5 
	$60.8 
	$41 
	$101.9 

	Employment Growth
	Number of Companies
	26
	31
	25
	45

	 
	Amount of Growth
	-8
	89
	55
	144

	Contacts with Investors and Partners
	Number of Companies
	65
	67
	59
	80

	
	Number of Contacts
	334
	441
	336
	777

	Meetings with Investors and Partners
	Number of Companies
	55
	58
	54
	74

	 
	Number of Meetings
	233
	616
	314
	930

	CDAs Signed
	Number of Companies
	42
	56
	45
	73

	 
	Number of CDAs
	141
	185
	166
	351

	Negotiations with Investors and Partners
	Number of Companies
	35
	43
	36
	63

	 
	Number of Negotiations
	60
	114
	104
	218

	Initial Proposals and Term Sheets
	Number of Companies
	41
	27
	21
	42

	 
	Number of Proposals and Term Sheets
	40
	59
	38
	97

	Deals
	Number of Companies
	37
	17
	12
	29

	 
	Number of Deals
	15
	44
	15
	59


*Post-CAP is the aggregate data of the first and second intervals where companies with activities in both intervals are only counted once.
APPENDIX A
2005-06 CAP companies relieved from tracking during the baseline and first interval:
	Company Name
	Notes

	Advanced Brain Monitoring, Inc.
	Only being tracked for 2004-05 participation as company withdrew from the 2005-06 program too early for progress tracking.

	Ciencia, Inc.
	Sal Fernandez, CEO and CAP leader, passed away.  Since Sal's CAP participation was solo and no one else was familiar with his CAP progress, the company is not able to provide the commercialization data we have requested on the tracking forms.  

	Panomics, Inc.

	Panomics was acquired by Genospectra and although the company still uses the ‘Panomics’ name, the new company has more than 50% VC investment and not qualify for a small organization. 


2005-06 CAP companies relieved from tracking during the second interval:
	Company Name
	Notes

	Paradigm Pharmaceuticals, LLC
	No strategic partners or investors could be identified.  Consequently, Paradigm Pharmaceuticals LLC has been dissolved.

	
	

	GeneGo Inc.
	Company did not complete CAP- relieved from further tracking

	SpectraGenetics
	Company did not complete CAP- relieved from further tracking

	Tissue Technologies LLC
	Company did not complete CAP- relieved from further tracking

	Goldfinch Diagnostics Inc.
	Company did not complete CAP- relieved from further tracking

	Frontier Scientific, Inc.
	Company did not complete CAP- relieved from further tracking

	X Ray Imaging
	Company did not complete CAP- relieved from further tracking

	Pharmacon
	Company did not complete CAP- relieved from further tracking

	Physiogenix
	Company did not complete CAP- relieved from further tracking

	Lucid Inc.
	Company did not complete CAP- relieved from further tracking


APPENDIX B
NIH-CAP 2005/2006

COMMERCIALIZATION PROGRESS TRACKING FORM- SECOND INTERVAL

April 1 2007- December 31 2007
PLEASE RETURN BY FEBRUARY 14, 2008 TO ketzler@larta.org
Company Name:

CAP SBIR Grant #:

Name of Individual Completing Form:

Position:

E-Mail:

Telephone:

Please fill in the COMPANY COMMERCIALIZATION PROGRESS TRACKING form below.  NIH is very interested in your commercialization progress and if the CAP program was helpful.  You have already been asked for your inputs about your commercialization progress from September 1, 2005 until June 30, 2006 to serve as a base.  We are now asking for information for the period April 1 2007 to December 31 2007. Again, we believe that such tracking can be beneficial to you as a management tool to periodically assess your company’s progress and growth.  

The tracking form is divided into four parts:  (1) partnerships and financing deals, (2) revenue (3) equity investment, (4) and other success indicators (employees, acquisitions). It’s difficult to measure the impact the CAP may have had on you progress, however, questions have been included to allow for your opinion to be expressed. As indicated in the questions below, please provide information and indicate CAP impact only for those activities that you are pursuing and are applicable to your commercialization process. 

1. PARTNERSHIPS AND FINANCING DEALS
a) Are you seeking partnerships? Yes ____     No _____
b) Are you seeking financing? Yes ____     No _____
c) Are you seeking both partnerships and financing deals? Yes ____     No _____
d) Please respond to this question only if you are seeking partnerships and/or financing. As it relates to your CAP-related technology, indicate your company’s progress with respect to partnerships and financing deals. State the number of partnership and deal-related activities in which your company has engaged between April 1 2007 and December 31 2007.  If you are pursuing both partnering and financing, add the numbers together.

	
	Number of Partnership and Deal Related Activities Your Company Has Engaged in Between  April 1 2007 and December 31 2007
	Describe Significant Outcomes



	Contacts with Investors and Partners

Count only contacts you had a meaningful conversation with about your mutual interests

	
	

	Meetings with Investors and Partners

Meetings can be face-to-face or by phone/web but should involve exploration of potential deals in some detail.

	
	

	Confidential Disclosure Agreements signed

CDA (NDA) agreements are generally a pre-requisite for any serious discussion with potential partners.  Investors generally do not sign CDAs.
	
	

	Negotiations with Investors and Partners

At this stage, all parties are interested in the deal and you are exploring various give and take.
	
	

	Initial Proposals and Term Sheets

These are non-binding proposals of key terms of the deal.
	
	

	Deals

Signed legal documents and money in the bank. Please indicate the dollar amount of each deal.



	
	



e) Please respond to this question only if you are seeking partnerships and/or financing. Indicate the impact of the CAP on your partnering and financing activities for the period April 1 2007 to December 31 2007.

____ Major Impact
____ Valuable Impact
_____Minor Impact
_____ No Impact


Comments:
2. REVENUE
Please report the results for the whole company and not just your CAP-related technology. Do not include SBIR grants or other government contracts (except when asked about R&D Grants/Contracts in c) below).

a) Please state the total company revenue in Q2, Q3, and Q4, 2007 
___________________ ($millions)

b) Please state the total company  revenue as of December 31 2007

___________________ ($millions)

c) Please indicate the largest source of revenue (Choose one)

R&D Grant/Contracts______ Products or Services_____ Licensing Fees & Royalties ______

d)   Please indicate the impact of the CAP on the change in company revenue for the period April 1 2007 to December 31 2007.

____ Major Impact
____ Valuable Impact
_____Minor Impact
_____ No Impact

Comments:

3. EQUITY INVESTMENT
a) Are you seeking equity investment? Yes ____     No _____
b) Please respond to this question only if you are seeking equity investment. State the total amount of equity investment received by the whole company INCLUDING your CAP-related technology in the time period April 1 2007 to December 31 2007.
	
	Amount of Equity Investment 

	Friends & Family
	

	Angels

High net worth individuals; always invest as individuals although may belong to angel organizations.


	

	VCs

Institutional investors
	

	Strategic Investors

Investors that are looking to achieve other goals in addition to financial returns.  Typically corporations seeking to fill or expand their product lines.
	


c) Please respond to this question only if you are seeking equity investment. Indicate the impact of the CAP on equity investment received for the period  April 1 2007 to December 31 2007.

____ Major Impact
____ Valuable Impact
_____Minor Impact
_____ No Impact

Comments:

4. OTHER SUCCESS INDICATORS (EMPLOYEES, ACQUISITIONS)

a) Have the number of employees in your company increased since April 1 2007? If yes, please specify the number of employees in April 1 2007, versus the current number of employees, and the titles/positions of the new employees.

	
	Employee Information

	Number of Employees as of April 1, 2007

	

	Current Number of Employees

	


b) Has your company been acquired?   Yes ____     No _____

If yes, NIH would like to continue tracking the progress of the SBIR-developed technology for the next 9 months , therefore please provide the following information. 
	
	Acquisition Information

	Name of the Acquiring Company 
	

	Change in Company Name as a Result of the Acquisition
	

	Change in Company Contact Information as a Result of the Acquisition
	

	Additional Details 
	


THANK YOU ONCE AGAIN FOR YOUR PARTICIPATION IN THE 2005/2006 CAP AND FOR YOUR FEEDBACK.  IT WAS A DELIGHT TO WORK WITH YOU AND WE WISH YOU THE BEST OF SUCCESS.
NIH-CAP 2005-06
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				(76 Responses out of 108 CAP Companies)		Are You Seeking Partnerships? 1=Yes 0=No		Are You Seeking Financing?1=Yes 0=No		Are You Seeking both Partnerships & Financing Deals? 1=Yes 0=No		Contacts with Investors and Partners		Describe Significant Outcomes		Meetings with Investors and Partners		Describe Significant Outcomes		CDAs signed		Describe Significant Outcomes		Negotiations with Investors and Partners		Describe Significant Outcomes		Initial Proposals and Term Sheets		Describe Significant Outcomes		Deals		Describe Significant Outcomes		Impact of CAP on Partnering and Financing
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Please state the total company revenue in Q2, Q3 and Q4, 2007		Please state the total company revenue as of December 31 2007		Growth in Revenue		Largest Source of Revenue
1 - R&D Grant/Contracts
2 - Product or Services
3 - Licensing Fees & Royalties		Impact of CAP on Change in Company Revenue 
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Are You Seeking Equity Investment? 1=Yes 0=No		Friends and Family		Angels		VCs		Strategic Investors		Impact of CAP on Change in Equity Investment 
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Number of employees as of April 1, 2007		Current Number of Employees		Change in Employees		Has your company been acquired? 1=yes 0=no		Name of Acquiring Company		Change in Company Name as result		Change in Company Contact Information		Additional Details

																																		Some		0								$   - 0		Some		0												Some		0

				Apo Life, Inc.		1		1		1		10		One meeting signed. One meeting planned. One contract (small)		8		0		15		0				N/A		0		0		0		0		3		0		$   15,000		$   15,000		$   - 0		1		1				1				None- no contacts for angel investors		None		None		1				4		3		-1		0

																																		No Impact		0								$   - 0		No Impact		0												No Impact		0

																																		Minor		0								$   - 0		Minor		0												Minor		0

																																		Major		0								$   - 0		Major		0												Major		0

				Conversion Energy		1		1		1		3		Proceed to next steps with all 3 contacts		3		Face-to-Face meetings with 2 investors.  Connecticut Innovation (CI) agreed to provide preseed funds and interested in equity investment		1		NDA in execution with CI														3		CAP provided excellent guidance in providing a succinct and clear business case that was presented to the 3 serious investors.		$   300,000		$   325,000		$   25,000		1		1		While CEE continued to rely on grants for 2007 revenue, 2008 will be different because we will be launching 2 products then.  We anticipate that the principal revenue source will be from international sales.		1								20%		3		The CAP impact was the training we received to evaluate potential investment options in order to proceed to the commercialization phase of our project.		6		6				0

				Optimer Pharmaceuticals		1		1		1		10				10				10				7				3				1		PIPE Financing ~$33 million		1				$   300,000		$   400,000		$   100,000		1		1				1								$   33,000,000		1				42		42		0		0

				IA Threefold Sensors								28		22 have reached the meeting stage, 6 were not a match at all.		22		One VC went to due diligence and then invested elsewhere.  7 VCs are in various stages of meetings at this time,  9 VCs said we were too early, or in the wrong geography, Discussions with 4 potential partners are ongoing, one potential partner decided not		3		Discussions continue toward possible relationship. 2 will sign if we proceed further.		2		In one case, this went on for a very long time, looked very promising and then suddenly interest was lost.  In the other it proceeded to next stage.		2		One led to a convertible note.  One partner is considering a proposal submitted by us in response to a request.		1		A convertible note for 2.6 M was obtained from the Michigan 21st Century Jobs Fund		4		The CAP meetings oriented me to look at the world through investor’s eyes and enabled me to proceed forward with efforts to obtain investment.		$   1,400,000		$   1,400,000		$   - 0						Our product has a long lead time because FDA and CLIA regulations are involved.  Investment has not come in as fast as we projected and we have not been able to hire the engineering staff to translate the prototype into a manufacturable form, so it is too		1								$   4,000,000		3				7		13		6		0

				Molecular LogiX		1		1		1		10		Due diligence on financing		5				4				1				1				0				2				$   400,000		$   1,500,000		$   1,100,000		2		1				1						$   1,250,000		$   800,000		3				5		5		0		0

				Pinnacle Technology, Inc.				0				0																								4		We are not looking for the partnerships as you are referring to above.  However, we are putting in place partnerships with companies have complementary products.  We have 3 such partnerships confirmed in 2007.		$   354,000		$   440,000		$   86,000		1		4		We believe that 2008 will be our breakout year.  Fourth quarter sales were much higher than the rest of the year.		1								$   375,000		4		The CAP guidance and work allowed us to put together the package to attract the $375,000 investment in Pinnacle to be used for marketing.  This should be the springboard we need to rapidly increase sales.		9		11		2		0

				Eagle Vision Pharmaceutical Corp.		1		1		1		2				2						already completed		2				2				1		1investment to further advance clinical development of product candidate		2		The deal was a follow-on with investors for which prior deal had been completed prior to CAP.  However, the CAP process improved the presentation and focus for the follow-on.		$   40,000		$   2,000		$   (38,000)		1		2				1		$   300,000		$   200,000		$   - 0		$   40,000		2								no change		0

				Sum		2		2		2		40				29				7				5				5				2				12				$   2,194,000		$   3,342,000				4		7				4		$   300,000		$   200,000		$   1,250,000		$   5,215,000		12				21		29		8		0

				Neuronautics Inc		1		1		1		25		Will be following up after completion of the efficacy studies		35		Will be following up after completion of the efficacy studies		10		Completion of the current studies		0				0				0				2				n/a		n/a				1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		2				3		3		0		0

				Ichor Medical Systems, Inc.						1		8		Contact with international investment groups, discussions with 3 major pharmaceutical companies, talks with a major law firm regarding work with the government, ongoing conversations with a local partner regarding co-development plans		4		Meetings with an Asian investment group and related parties; meetings regarding initiation of a Phase I clinical trial at Rockefeller University; discussions regarding the re-submission of a Phase I STTR with an existing partner; meetings to finalize the		6		CDAs with a major pharmaceutical company and several international and US research institutes and companies		3		Discussions regarding expectations for due diligence with an Asian investment group; Meetings to discuss expected terms with a local partner; Negotiations with the DoD to finalize a new contract		2		Term sheets and draft agreements distributed for approval for partnership with local company; DoD draft contract received for approval		1		DoD contract signed in July 2007 for $2.3M		2				$   1,275,000		$   9,600,000		$   8,325,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				20		20				0

				Nanoprobes, Incorporated		1		0				4		Introductory meetings or conversations.		3		Meetings or conversations with follow-up (exchanging information).		1		After negotiations lasting several months, a mutually acceptable NDA was arrived at.		1		Discussions and meetings continue. Our potential partner continues to show significant interest.										3		Although we have not advanced significantly through the items in the table since the previous tracking report, our progress towards a deal has been substantial and represents both extensive work on our part and a much more active interest from our potenti		$   400,000		$   7,000,000		$   6,600,000		1		2		Nanoprobes sells a product line which is separate from the products and technology supported by the CAP SBIR grant. However, we have found that attending NIH CAP events, even to promote a separate technology, reinforces our existing business, generating i		1		$   - 0		$   - 0		$   - 0		$   - 0		3		Although not our primary goal, equity investment arose as a possibility from a contact made during our CAP follow-up for a different technology with a different path to market and different strategic development requirements, and we explored the possibili		15		13		-2		0

				Praevium Research		1		1				2		A third contact in early 2008. Two of the three are progressing to more serious discussions.		1		There have been 2 additional meetings in 2008, and we believe a deal will be struck in a matter of weeks.		0		Again, we have signed two NDAs in early 2008.		0		None, in 2007, but we are in serious negotiations with one partner currently, and hope to strike a deal within weeks.		0		None, in 2007, but such term sheets have been exchanged in 2008.		0		We expect to complete a deal early in 2008.		3		As we have indicated in a number of places above, we are close to striking a strategic partnership deal in 2008, and we feel the NIH CAP has prepared us to understand how to approach and negotiate such a deal, and to understand what our value proposition		$   750,000		$   3,000,000		$   2,250,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				4		3		-1		0

				The Virtual Reality Medical Center						1		10		Signed NDAs with the potential partners and investors		10				6				1				0				0				4				$   2,500,000		$   3,000,000		$   500,000		1		3				1		$   - 0		$   - 0		$   - 0		$   - 0		3				47		35		-12		0

				Solohill		1		0		0		0				0				0				0				0				0				1				$   2,100,000		$   2,570,000		$   470,000		2		1				1		$   179,000		$   - 0		$   - 0		$   - 0		1				12		14		2		0

				Inframat Corporation		1		1		1		0				0				0				0				0				0				1				$   1,500,000		$   2,500,000		$   1,000,000		3		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1										0

				Gwathmey		1		1		1		1		MVM Life Science Partners		3		VC considering NuCom		1		NA		0		NA		0		NA		0		NA		3				$   1,400,000		$   1,800,000		$   400,000		1		1				0				$   - 0		$   - 0		$   - 0		3				7		6		-1		0

				BioTechPlex Corporation		1		1		1		13		Presented to VC’s at BIOCOM and received a good reception.  Discussed technologies with other companies and CF foundation.		2				6				0				0				0				1		BioTechPlex has packaged its technologies into a compelling business proposition with which it will seek early stage VC financing.  Biologics presently comprise a rapidly increasing proportion of the drug development pipeline, many of which, aerosol deliv				$   750,000		$   750,000		1						1		$   - 0		$   - 0		$   - 0		$   - 0		1				4		4				0

				Talking Lights LLC		1		1		1		6				2		Negotiating marketing deal		0				1				1				0				1				$   500,000		$   700,000		$   200,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				5		5		0		0

				Detroit R&D, Inc.		1		0		0		2		Signed for CosmoBio Co. and Wako Pure Chemical as non-exclusive distributors in Japan.		0				0				0				0				0				3				$   22,000		$   32,000		$   10,000		1		3						$   - 0		$   - 0		$   - 0		$   - 0						7		9		2		0

				FM Technologies		1		1		1		2		Contacts with IBA Group (Belgium) and IBA Molecular (Sterling, VA) outlined their interests in the FMT’s negative ion sources developed under the NIH SBIR support.		2		Meetings justified technical and business goals for the new enterprise that IBA Molecular is initiating to develop a low-cost compact superconducting cyclotron with ion source injector for manufacturing PET radiotracers. FMT’s role is to develop the entir		0		NDA with IBA was decided to sign later if we continue the work.		2		Negotiated kind and extent of the parties’ participation in the first “demonstration” phases of the work as well as in the following product manufacturing.		0		Proposal was decided to submit later as IBA has completed its market research and justified the major investors.		0				3				$   30,000		$   30,000		$   - 0		1		3				1		$   - 0		$   - 0		$   - 0		$   - 0						5		5				0

				BioAssessments, LLC								0				1		Discuss OEM manufacturing possibilities with company		1				0				0				0				3		My technology is at an early stage, too early for most investors to be interested.  However, my NIH CAP experience was very valuable in helping me plan my current work so that I will be better able to address the issues of concern to investors in the futu		$   - 0		$   - 0		$   - 0				1		N/A				$   - 0		$   - 0		$   - 0		$   - 0		2				2		10		8		0

				Calibrant Biosystems		1		1		1		3				3				3				0				0				0				3		No significant outcomes to report at this time, but good progress is being made		$   - 0		$   - 0		$   - 0		1		1				1				$   - 0		$   - 0		$   - 0		1				7		6		-1		0

				CCC Diagnostics LLC		1		1		1		0				0				0				0				0				0				1				$   - 0		$   - 0		$   - 0				1				1				$   - 0		$   - 0		$   - 0		1				9		10		1		0

				Communication Disorders Technology		1		1		1		3		No major outcomes, some continuing conversations…		0				4		None, NDAs were with persons who were interested in licensing or  sales agreements		1		Agreement tentatively reached with a European group for CDT  to develop a US version of a National Hearing Test		1		See M8		0				2		As noted in our previous report, we have not been able to mount an effective marketing campaign during this period. We have been devoting most of our effort to a new software system, SPATS (Speech Perception Assessment and Training System) under a Phase 2		$   - 0		$   - 0		$   - 0		1		2		The minor impact does not reflect badly on the CAP, but rather on the combination of the company’s continued practice of entering into new research projects in order to stay in existence, rather than devoting major efforts to marketing and advertising.  T		1		$   - 0		$   - 0		$   - 0		$   - 0		1		Only a very minor effort to attract equity investment during that period.		7		7		0		0								additional information on Second Interval  response not shown on chart

				Lohocla Research Company						1		6		lots of interest, but technology still underdeveloped.		4		Good advice and direction to find funding in the future.		3		Too early in development		0				0				0				2				$   - 0		$   - 0		$   - 0				1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				7		8		1		0

				SynZyme						1		2				2				1				1				1				0				4				$   - 0		$   - 0		$   - 0		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1								0		0

				Therapyx, Inc		0		0		0		2		Discussions on obtaining IP which impacts our CAP related technology.						2		CDA agreements signed for the additional business plan advice and exploration of contract organizations for the production of our product.										3		Partnered on grant proposals (2) Business plan critiqued by outside group. (1)		2				$   - 0		$   - 0		$   - 0		1		1								$   - 0		$   - 0		$   - 0		1				5		5		0		0

				GLSynthesis Inc.		1		1		1		6				5				5				2				0				0				3		Mentor input was very useful to refine presentation skills and materials and business plans.						$   - 0		2		1						$   - 0		$   - 0		$   - 0		$   - 0		1				17		16		-1		0

				Physical Sciences		1		0				2		Agreed to meet at PSI to show devices and discuss possible future business		2		Agreed to meet at PSI to show devices and discuss possible future business		0				0				0				0				2		We won a Phase I, Phase II Fast Track program award to complete a comprehensive animal study						$   - 0		1		1		We will be in a much stronger position after completion of the Fast Track program				$   - 0		$   - 0		$   - 0		$   - 0		1				160		165		5		0

				Lynntech						1		0				0				0				0				0				0				1								$   - 0		1		1				1						Lynntech was acquired in Feb 2007 by Astin partners				1				122		124		2		1		Astin Partners		no		none		New CEO, COO, CFO., President, Vice president and management still in place.

				ProThera Biologics		1		0		0		5		2 companies requested more information and personal meeting		3		2 site visits		3		Executed CDA and MTA		2		Investment deal negotiation and collaboration deal		2		Finalizing the proposals and legal documents		1		$500,000 investment deal pending.		3		The presentation and documents generated during the CAP were useful in the process of negotiation with the prospective companies.		N/A		N/A				1		1		N/A		0										1				4		6		2		0

				NovaRx Corporation		0		0		0																														do not disclose		do not disclose						1				0										1				24		38		14		0

				ABIOMED Inc		0		0		0																														$   35,000,000		$   52,000,000		$   17,000,000		2		1				0														270		270		0		0

				Kumetrix Inc						1		9		4 in depth conversation agreeing to stay in touch		4		Numerous conference calls with several entities.  Two face-to-face meetings where potential partnering was discussed		1		Sustained interaction with one potential partner.  Funding is being sought.		0				0				0				3				$   439,830		$   12,644,222		$   12,204,392		2		2				0														9		9		0		0

				Clever Sys Inc		1		1		1		1		Integrating with another technology and application will enable to expand our market share		1		Fix the agreement to work together		0		handshake agreement		1		Move the collaboration forward		0								3				$   1,200,000		$   12,000,000		$   10,800,000		2		3				0										1				6		7		1		0

				Acme		1		0								2		Temple University, Sheridan Healthcare		0				1				0				1		Scheduling 3 departments at Cleveland clinic and 3 at Abington		3				$   300,000		$   10,000,000		$   9,700,000		2		3				0														5		5				0

				ChanTest		0		0		0		1		Took on a minority partner																						2				$   6,000,000		$   8,000,000		$   2,000,000		2		2				0														55		72		17		0

				21st Century Medicine		1		0		0		14				8				7				4				2		Testing agreements, not term sheets		0		Not looking for money, so no deals, but several testing partners and potential strategic alliances found		3				$   4,062,000		$   6,016,000		$   1,954,000		1		3				0														16		18		2		0

				Artann Laboratories		1		0		1		16				6				7		NDAs signed with Dr. Ryabinets, Dr. Garra, group at the UCSF, CSIRO, Paramount, Alfa Wasselman and  Healthcare Investors, LLC		4				3		Three proposals/term sheets are in active discussion: ProUroCare Inc., Health Care Investors LLC, and SuperSonic Imagine.		1		Additional $35,000 retainer paid to Artann in lieu of prospective deal		3				$   1,487,000		$   1,889,000		$   402,000		1		3				0														10		10				0

				Intrinsic Bioprobes Inc		1		0		0		5		Signed two deals (TGEN & Amgen), Negotiating one other (Bruker)		5				4				4		Presently in negotiations with Bruker Daltonics		4				2		TGEN: $160,000, Amgen: $50,000/year + (anticipated) ~ $50,000/year; duration, up to 20-years.		3				$   1,400,000		$   1,600,000		$   200,000		2		3				0														8		9		1		0

				TechEn, Inc		1		1		1		2		Continuing preliminary interest																						3				$   1,500,000		$   1,500,000		$   - 0		2		3				1										3				12		12		0		0

				Maxwell Sensors		1		1		1		3		Setup a join-venture to manufacture a spin-out product of this technology																		1		Our technology equity was evaluated as $1.8M in the new joined venture company		1		As I remembered, no VC shown up in my presentation		$   800,000		$   1,200,000		$   400,000		1		1				0														12		12		0		0

				Guided Therapeutics Inc		1		1		1		4		$4.7 MM financing on Mar 1st 2007 for cancer diagnostics program		10		Power Point presentations, meetings and due diligence		5		CDA with potential manufacturing partner		2		Led to term sheet		1								2				$   951,000		$   1,070,800		$   119,800		1		2				1										2				20		19		-1		0

				Ionwerks, Inc		1		0		0		2				2		-after exploration of details, one project was found to be too technically difficult for required specifications		2		-Submitted proposal for project development in September, 2007		0		None		0		None		0		None		2				$   990,000		$   1,050,000		$   60,000		1		2				0														15		12		-3		0

				PortaScience		1		0				4		3 pending, 1 close to term sheet		4		1 licensing agreement being drafted		3				3		2 VC made oral proposals		0		PortaScience declined offers from VC, accepted licensing partner offer and licensing and supply agreement being drafted		0				3				$   400,000		$   1,000,000		$   600,000		2		3				0														15		16		1		0

				DIApedia LLC		0		0		0		1		In November, 2007, DIApedia entered into an exclusive license agreement with Acor Orthopaedic, Inc., a national manufacturer of orthotics located in Cleveland, OH.																						1				$   5,000		$   960,000		$   955,000		1		1				0														7		3		-4		0

				Vical Inc		1		0		0		5				4				3																3				$   530,000		$   940,000		$   410,000		1		3				0														152		152		0		0

				Kinetic Muscles		1		1		1		1		We have signed a contract with a distribution partner.  We are growing this relationship and penetrating a nationwide market with the launch of the Hand Mentor Pro™.  This increased sales activity has sparked the interest of institutional investors.  We a		1		We have had face to face meetings with potential investors on a weekly basis (approximately).		6		We have signed NDAs with several research partners and investors.		3		Ongoing. Repeated conversations with three investment banks.				Ongoing. The term sheets came after this reporting period, but we currently are reviewing 3 investment offers.		0		Ongoing		3				$   600,000		$   800,000		$   200,000		1		2		In 2007, our revenue was still primarily from grants, but not by much.  Revenue from product sales was nearly equal to grant revenue.  In 2008, we expect sales revenue to be five times our grant revenue.  In comparison, our grant revenue was about five ti		1				$   230,000						2				7		9		2		0

				Biomedical Development Corp.		1		1		1		2		0		2		0		1		0		1		0		1		0		0		0		2				$   459,000		$   655,000		$   196,000		1		2				0																				0

				Premitec Inc		1		1		1		4				2		On going discussion		1				0				0				0				1				$   510,000		$   610,000		$   100,000		1		1				0														5		5		0		0

				Biostatistical Programming Associates								1		Wiley is publishing and distributing books under the grant.		1																				3				$   450,000		$   600,000		$   150,000		2		3				0														5		5		0		0

				HemoGenix		1		0				2		One did not pursue. The wanted something for nothing		3		Initially sounded good, but I eventually decided that we would be doing all the heavy lifting.		3				1		Negotiations ended when the company was not prepared to pay for our IP										3				$   500,000		$   600,000		$   100,000		2		1				0														3		5		2		0

				Maine Molecular Quality Controls		0		0		0																														$   416,000		$   528,000		$   112,000		2		1				0														7		7		0		0

				Azevan Pharmaceuticals Inc		1		0		0		3		CDAs executed; product development materials distributed and discussed		2		Exclusivity Agreement signed between Azevan and potential partner		3		Product development materials distributed and discussed		1		Exclusivity Agreement signed between Azevan and potential partner		1				1		$500,000 cash in bank;  ~$1.2 million in clinical development support		1				$   500,000		$   500,000		$   - 0		1		1				0														10		10				0

				Sci-Tech								2		Discussion of possible partnership		1		Discussion of technology and products		2				0				0				0				3				$   290,000		$   324,000		$   34,000		1		3				0														2		4		2		0

				Source Signal Imaging		0		0		0																														$   150,000		$   200,000		$   50,000		2		1				0														8		8		0		0

				Vesticon		0		1				30		30 plus contacts, presentations to Angle groups pending including Keiretsu, Alliance of Angles and Angel Oregon		15		150k in investment, trying to close on additional 700k this spring		3				1		We were nominated to be one of six presenters out of 50 at Angel Oregon and will present March 5.		3		We have two term sheets for convertible debt				Two signed deals from individual investors		2				$   180,000		$   180,000		$   - 0		1		1				1				$   100,000						2				11		13		2		0

				APD Life Sciences		1		0		0		7		Set up calls and information exchanges		43		General discussions, needs of final product, potential deal structures		3		1 dead, 1 very active and 1 in progress		1		Ongoing		1		Ongoing		0		0		3				$   60,000		$   150,000		$   90,000		1		2				0																				0

				Talaria Inc						1		1		One strategic partnership		1				1																1				$   120,000		$   150,000		$   30,000		1		1		We are still mostly dependent on SBIR and government contracts for maintaining profitability. Our Heater technology (presented two years ago) continues to be developed with our strategic partner but there is still no funding.																15		15		0		0

				Aerophase		1		1		1		4		Determine interest level and expectations		1		Assign roles in project and distribution of effort		1		NDA		1		Determine distribution of funds for project development										2				$   100,000		$   100,000		$   - 0		1		2				0														7		7				0

				SibTech Inc		1		0		0		5		one agreement		2				2				1				2				1		distributing deal		3				$   100,000		$   100,000		$   - 0		2		3				0														3		5		2		0

				Integrative BioInformatics		0		0		0																														$   42,000		$   47,000		$   5,000		1		2				0														2		2		0		0

				Chemica Technologies		1		0		0		8		6 of 8 companies went into face to face meetings		6		3 of 6 companies went to NDA stage		2		Further discussions are continuing into 2008		0				0				0				3		It is very helpful that we learned how to present our technologies to potential partners and investors. However, it is still hard to prepare an adequate Business Plan (targeted to investors).		$   30,000		$   30,000		$   - 0		1		4		Changing the focus from partner funding to investment has resulted in greater cash flow but decreased revenue.		0																				0

				BioDetection Instruments, LLC		1		0		0		5				3				10				2				1				0				2				$   10,000		$   10,000		$   - 0		1		1				0														3		4		1		0

				Engineering Arts								1		Forming LLC		32				0				27				3		Operating agreement		0		Expected March 2008		3		: I met another participant at the Venture Forum in San Jose who was interested in our technology.  He purchased a system from us and we will install it at his facility in March 2008.		$   10,000		$   10,000		$   - 0		2		1		Ongoing customers.												1				4		2		-2		0

				Alan Penn & Associates, Inc.		0		0		0																														$   - 0		$   - 0		$   - 0				1				1		$   300,000								3				3		4		1		0

				BCR Diagnostics						1		3				1		A licensing agreement is under discussion		3				1				0				0				2				$   - 0		$   - 0		$   - 0		1		1				0																				0

				Biomedical Acoustics Research Co.		1		1		1		3		Some interest but "too early"		2		Some interest but "too early"		2		some info exchanged, still exploring collaboration strategies		1		didn't work		0				0				2				$   - 0		$   - 0		$   - 0		1		1				0														4		5		1		0

				customKYnetics, Inc		1		0		0		1		Collaboration on new Phase I/II SBIR round.		1		Met with senior management at end of Phase I to present progress to date, discuss mutual interests, discuss and potential for Phase III partnership.		0				0				0				0				4		The concept of a Strategic Alliance partnership and how that could be used to bring customKYnetics’ technologies to the marketplace was first introduced through the CAP program.  This concept has changed our approach to numerous products in development.		$   - 0		$   - 0		$   - 0		1		1		We are working toward FDA approval for at least two (2) SBIR-funded projects and expect market entry within the next 12 months.		0														5		5				0

				IBET Inc		1		0				0				0				0				0				0				0				3		During this period we continued the technical development of the device in parallel with some new projects, so progress was a little slower than anticipated.  Based largely on what we learned through contacts made with leading spectroscopy companies throu		$   - 0		$   - 0		$   - 0		1						0														2		2				0

				Leo Lens		1		1		1		5		Continue to work with them		10		Expecting term sheet from a strategic partner		4				15		Preliminary due diligence completed		1		Hope to sign it by the end of April,2008						3				$   - 0		$   - 0		$   - 0				3						$   200,000		$   75,000						3				5		5		0		0

				Perinatronics Medical Systems, Inc.		1		1		1		2				2				1				1				0				0				3				$   - 0		$   - 0		$   - 0		1		1				0														6		3		-3		0

				QED Labs		0		0		0																														$   - 0		$   - 0		$   - 0				1				0																		0		0

				Synthasome		0		0		0																														$   - 0		$   - 0		$   - 0		1		1		The company continues to be on course for bringing to market its first product, and we are using the CAP course as part of our strategy for 2008. Our intent is to bring the product to market in 2008 (through a 510k regulatory pathway), and gain clinical e		0																		0		0

				Targeted Gene Delivery, Inc.		0		0		0																														$   - 0		$   - 0		$   - 0		1						0														5		6		1		0

				FEO Solutions, Inc.		1		0		0		1		Same local group with similar interests as discussed in last report. The discussions have paused as they have had to restructure their financing due to slow sales.		1		As above		1		As above		1		As above		0				0				3		Although we have not formed any major partnerships or acquired any significant funding, the CAP program has still been very helpful in helping us further define our business strategy so as to be able to continue the pursuit of commercializing the Phase II		revenues decreased slightly				$   - 0		2		1		we still have the customers we acquired after the NIH-CAP program (partly due to the business strategy we gained from the CAP program).  Again, this has increased our opportunities to keep our cash flow consistent, which helps us continue the pursuit of c		0																				0

				Phantoms by Design Inc.		1		1		1		13		Working with CoAPtus on Digital heart models		4		Exchanged heart data & heart models		0				1		Agreed to provide CoAptus with models in exchange for data.		0				0				3								$   - 0								0														3		1		-2		0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0

																																												$   - 0



fang:
21st Century Medicine stated 14+. Inserted 14 for tracking data; company was contacted for clarification, but no response was received.

fang:
Aerophase stated "less than a million". Inserted $100,000 for tracking data; company was contacted for clarification, but no response was received.

fang:
Aerophase stated "less than a million". Inserted $100,000 for tracking data; company was contacted for clarification, but no response was received.

fang:
Kinetic Muscles stated "too many to count". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Kinetic Muscles stated "too many to count". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer Pharmaceuticals stated ">10". Inserted 10 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer Pharmaceuticals stated "5-10". Inserted 7 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer stated "~$33 million by way of PIPE financing".

fang:
Talaria stated "numerous". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Talaria stated "numerous". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Vesticon stated "currently negotiating with several groups". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.



P&F

		(76 Responses out of 108 CAP Companies)		Are You Seeking Partnerships? 1=Yes 0=No		Are You Seeking Financing?1=Yes 0=No		Are You Seeking both Partnerships & Financing Deals? 1=Yes 0=No

		Apo Life, Inc.		1		1		1								Companies seeking partnerships		57

		Conversion Energy		1		1		1								Companies seeking financing		38

		Optimer Pharmaceuticals		1		1		1								Companies seeking both		37

		IA Threefold Sensors		0		0		0								Companies seeking only partnerships		20

		Molecular LogiX		1		1		1								Companies seeking only financing		1

		Pinnacle Technology, Inc.		0		0		0

		Eagle Vision Pharmaceutical Corp.		1		1		1

		Neuronautics Inc		1		1		1

		Ichor Medical Systems, Inc.		1		1		1

		Nanoprobes, Incorporated		1		0		0

		Praevium Research		1		1		1

		The Virtual Reality Medical Center		1		1		1

		Solohill		1		0		0

		Inframat Corporation		1		1		1

		Gwathmey		1		1		1

		BioTechPlex Corporation		1		1		1

		Talking Lights LLC		1		1		1

		Detroit R&D, Inc.		1		0		0

		FM Technologies		1		1		1

		BioAssessments, LLC		0		0		0

		Calibrant Biosystems		1		1		1

		CCC Diagnostics LLC		1		1		1

		Communication Disorders Technology		1		1		1

		Lohocla Research Company		1		1		1

		SynZyme		1		1		1

		Therapyx, Inc		0		0		0

		GLSynthesis Inc.		1		1		1

		Physical Sciences		1		0		0

		Lynntech		1		1		1

		ProThera Biologics		1		0		0

		NovaRx Corporation		0		0		0

		ABIOMED Inc		0		0		0

		Kumetrix Inc		1		1		1

		Clever Sys Inc		1		1		1

		Acme		1		0		0

		ChanTest		0		0		0

		21st Century Medicine		1		0		0

		Artann Laboratories		1		1		1

		Intrinsic Bioprobes Inc		1		0		0

		TechEn, Inc		1		1		1

		Maxwell Sensors		1		1		1

		Guided Therapeutics Inc		1		1		1

		Ionwerks, Inc		1		0		0

		PortaScience		1		0		0

		DIApedia LLC		0		0		0

		Vical Inc		1		0		0

		Kinetic Muscles		1		1		1

		Biomedical Development Corp.		1		1		1

		Premitec Inc		1		1		1

		Biostatistical Programming Associates		0		0		0

		HemoGenix		1		0		0

		Maine Molecular Quality Controls		0		0		0

		Azevan Pharmaceuticals Inc		1		0		0

		Sci-Tech		0		0		0

		Source Signal Imaging		0		0		0

		Vesticon		0		1		0

		APD Life Sciences		1		0		0

		Talaria Inc		1		1		1

		Aerophase		1		1		1

		SibTech Inc		1		0		0

		Integrative BioInformatics		0		0		0

		Chemica Technologies		1		0		0

		BioDetection Instruments, LLC		1		0		0

		Engineering Arts		0		0		0

		Alan Penn & Associates, Inc.		0		0		0

		BCR Diagnostics		1		1		1

		Biomedical Acoustics Research Co.		1		1		1

		customKYnetics, Inc		1		0		0

		IBET Inc		1		0		0

		Leo Lens		1		1		1

		Perinatronics Medical Systems, Inc.		1		1		1

		QED Labs		0		0		0

		Synthasome		0		0		0

		Targeted Gene Delivery, Inc.		0		0		0

		FEO Solutions, Inc.		1		0		0

		Phantoms by Design Inc.		1		1		1





Source

		PA		Company Name		1. Partnerships and Financing Deals																																		2. Revenue										3. Equity Investment														4. Employees						5. Acquisitions

				(76 Responses out of 108 CAP Companies)		Are You Seeking Partnerships? 1=Yes 0=No		Are You Seeking Financing?1=Yes 0=No		Are You Seeking both Partnerships & Financing Deals? 1=Yes 0=No		Contacts with Investors and Partners		Describe Significant Outcomes		Meetings with Investors and Partners		Describe Significant Outcomes		CDAs signed		Describe Significant Outcomes		Negotiations with Investors and Partners		Describe Significant Outcomes		Initial Proposals and Term Sheets		Describe Significant Outcomes		Deals		Describe Significant Outcomes		Impact of CAP on Partnering and Financing
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Please state the total company revenue in Q2, Q3 and Q4, 2007		Please state the total company revenue as of December 31 2007		Largest Source of Revenue
1 - R&D Grant/Contracts
2 - Product or Services
3 - Licensing Fees & Royalties		Impact of CAP on Change in Company Revenue 
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Are You Seeking Equity Investment? 1=Yes 0=No		Friends and Family		Angels		VCs		Strategic Investors		Impact of CAP on Change in Equity Investment 
1 - No Impact
2 - Minor Impact
3 - Valuable Impact
4 - Major Impact		CAP Impact Comments		Number of employees as of April 1, 2007		Current Number of Employees		Change in Employees		Has your company been acquired? 1=yes 0=no		Name of Acquiring Company		Change in Company Name as result		Change in Company Contact Information		Additional Details

				21st Century Medicine		1		0		0		14				8				7				4				2		Testing agreements, not term sheets		0		Not looking for money, so no deals, but several testing partners and potential strategic alliances found		3				$   4,062,000		$   6,016,000		1		3				0														16		18		2		0

				ABIOMED Inc		0		0		0																														$   35,000,000		$   52,000,000		2		1				0														270		270		0		0

				Acme		1		0								2		Temple University, Sheridan Healthcare		0				1				0				1		Scheduling 3 departments at Cleveland clinic and 3 at Abington		3				$   300,000		$   10,000,000		2		3				0														5		5				0

				Aerophase		1		1		1		4		Determine interest level and expectations		1		Assign roles in project and distribution of effort		1		NDA		1		Determine distribution of funds for project development										2				$   100,000		$   100,000		1		2				0														7		7				0

				Alan Penn & Associates, Inc.		0		0		0																														$   - 0		$   - 0				1				1		$   300,000								3				3		4		1		0

				APD Life Sciences		1		0		0		7		Set up calls and information exchanges		43		General discussions, needs of final product, potential deal structures		3		1 dead, 1 very active and 1 in progress		1		Ongoing		1		Ongoing		0		0		3				$   60,000		$   150,000		1		2				0																				0

				Apo Life, Inc.		1		1		1		10		One meeting signed. One meeting planned. One contract (small)		8		0		15		0				N/A		0		0		0		0		3		0		$   15,000		$   15,000		1		1				1				None- no contacts for angel investors		None		None		1				4		3		-1		0

				Artann Laboratories		1		0		1		16				6				7		NDAs signed with Dr. Ryabinets, Dr. Garra, group at the UCSF, CSIRO, Paramount, Alfa Wasselman and  Healthcare Investors, LLC		4				3		Three proposals/term sheets are in active discussion: ProUroCare Inc., Health Care Investors LLC, and SuperSonic Imagine.		1		Additional $35,000 retainer paid to Artann in lieu of prospective deal		3				$   1,487,000		$   1,889,000		1		3				0														10		10				0

				Azevan Pharmaceuticals Inc		1		0		0		3		CDAs executed; product development materials distributed and discussed		2		Exclusivity Agreement signed between Azevan and potential partner		3		Product development materials distributed and discussed		1		Exclusivity Agreement signed between Azevan and potential partner		1				1		$500,000 cash in bank;  ~$1.2 million in clinical development support		1				$   500,000		$   500,000		1		1				0														10		10				0

				BCR Diagnostics						1		3				1		A licensing agreement is under discussion		3				1				0				0				2				$   - 0		$   - 0		1		1				0																				0

				BioAssessments, LLC								0				1		Discuss OEM manufacturing possibilities with company		1				0				0				0				3		My technology is at an early stage, too early for most investors to be interested.  However, my NIH CAP experience was very valuable in helping me plan my current work so that I will be better able to address the issues of concern to investors in the futu		$   - 0		$   - 0				1		N/A				$   - 0		$   - 0		$   - 0		$   - 0		2				2		10		8		0

				BioDetection Instruments, LLC		1		0		0		5				3				10				2				1				0				2				$   10,000		$   10,000		1		1				0														3		4		1		0

				Biomedical Acoustics Research Co.		1		1		1		3		Some interest but "too early"		2		Some interest but "too early"		2		some info exchanged, still exploring collaboration strategies		1		didn't work		0				0				2				$   - 0		$   - 0		1		1				0														4		5		1		0

				Biomedical Development Corp.		1		1		1		2		0		2		0		1		0		1		0		1		0		0		0		2				$   459,000		$   655,000		1		2				0																				0

				Biostatistical Programming Associates								1		Wiley is publishing and distributing books under the grant.		1																				3				$   450,000		$   600,000		2		3				0														5		5		0		0

				BioTechPlex Corporation		1		1		1		13		Presented to VC’s at BIOCOM and received a good reception.  Discussed technologies with other companies and CF foundation.		2				6				0				0				0				1		BioTechPlex has packaged its technologies into a compelling business proposition with which it will seek early stage VC financing.  Biologics presently comprise a rapidly increasing proportion of the drug development pipeline, many of which, aerosol deliv				$   750,000		1						1		$   - 0		$   - 0		$   - 0		$   - 0		1				4		4				0

				Calibrant Biosystems		1		1		1		3				3				3				0				0				0				3		No significant outcomes to report at this time, but good progress is being made		$   - 0		$   - 0		1		1				1				$   - 0		$   - 0		$   - 0		1				7		6		-1		0

				CCC Diagnostics LLC		1		1		1		0				0				0				0				0				0				1				$   - 0		$   - 0				1				1				$   - 0		$   - 0		$   - 0		1				9		10		1		0

				ChanTest		0		0		0		1		Took on a minority partner																						2				$   6,000,000		$   8,000,000		2		2				0														55		72		17		0

				Chemica Technologies		1		0		0		8		6 of 8 companies went into face to face meetings		6		3 of 6 companies went to NDA stage		2		Further discussions are continuing into 2008		0				0				0				3		It is very helpful that we learned how to present our technologies to potential partners and investors. However, it is still hard to prepare an adequate Business Plan (targeted to investors).		$   30,000		$   30,000		1		4		Changing the focus from partner funding to investment has resulted in greater cash flow but decreased revenue.		0																				0

				Clever Sys Inc		1		1		1		1		Integrating with another technology and application will enable to expand our market share		1		Fix the agreement to work together		0		handshake agreement		1		Move the collaboration forward		0								3				$   1,200,000		$   12,000,000		2		3				0										1				6		7		1		0

				Communication Disorders Technology		1		1		1		3		No major outcomes, some continuing conversations…		0				4		None, NDAs were with persons who were interested in licensing or  sales agreements		1		Agreement tentatively reached with a European group for CDT  to develop a US version of a National Hearing Test		1		See M8		0				2		As noted in our previous report, we have not been able to mount an effective marketing campaign during this period. We have been devoting most of our effort to a new software system, SPATS (Speech Perception Assessment and Training System) under a Phase 2		$   - 0		$   - 0		1		2		The minor impact does not reflect badly on the CAP, but rather on the combination of the company’s continued practice of entering into new research projects in order to stay in existence, rather than devoting major efforts to marketing and advertising.  T		1		$   - 0		$   - 0		$   - 0		$   - 0		1		Only a very minor effort to attract equity investment during that period.		7		7		0		0								additional information on Second Interval  response not shown on chart

				Conversion Energy		1		1		1		3		Proceed to next steps with all 3 contacts		3		Face-to-Face meetings with 2 investors.  Connecticut Innovation (CI) agreed to provide preseed funds and interested in equity investment		1		NDA in execution with CI														3		CAP provided excellent guidance in providing a succinct and clear business case that was presented to the 3 serious investors.		$   300,000		$   325,000		1		1		While CEE continued to rely on grants for 2007 revenue, 2008 will be different because we will be launching 2 products then.  We anticipate that the principal revenue source will be from international sales.		1								20%		3		The CAP impact was the training we received to evaluate potential investment options in order to proceed to the commercialization phase of our project.		6		6				0

				customKYnetics, Inc		1		0		0		1		Collaboration on new Phase I/II SBIR round.		1		Met with senior management at end of Phase I to present progress to date, discuss mutual interests, discuss and potential for Phase III partnership.		0				0				0				0				4		The concept of a Strategic Alliance partnership and how that could be used to bring customKYnetics’ technologies to the marketplace was first introduced through the CAP program.  This concept has changed our approach to numerous products in development.		$   - 0		$   - 0		1		1		We are working toward FDA approval for at least two (2) SBIR-funded projects and expect market entry within the next 12 months.		0														5		5				0

				Detroit R&D, Inc.		1		0		0		2		Signed for CosmoBio Co. and Wako Pure Chemical as non-exclusive distributors in Japan.		0				0				0				0				0				3				$   22,000		$   32,000		1		3						$   - 0		$   - 0		$   - 0		$   - 0						7		9		2		0

				DIApedia LLC		0		0		0		1		In November, 2007, DIApedia entered into an exclusive license agreement with Acor Orthopaedic, Inc., a national manufacturer of orthotics located in Cleveland, OH.																						1				$   5,000		$   960,000		1		1				0														7		3		-4		0

				Eagle Vision Pharmaceutical Corp.		1		1		1		2				2						already completed		2				2				1		1investment to further advance clinical development of product candidate		2		The deal was a follow-on with investors for which prior deal had been completed prior to CAP.  However, the CAP process improved the presentation and focus for the follow-on.		$   40,000		$   2,000		1		2				1		$   300,000		$   200,000		$   - 0		$   40,000		2								no change		0

				Engineering Arts								1		Forming LLC		32				0				27				3		Operating agreement		0		Expected March 2008		3		: I met another participant at the Venture Forum in San Jose who was interested in our technology.  He purchased a system from us and we will install it at his facility in March 2008.		$   10,000		$   10,000		2		1		Ongoing customers.												1				4		2		-2		0

				FEO Solutions, Inc.		1		0		0		1		Same local group with similar interests as discussed in last report. The discussions have paused as they have had to restructure their financing due to slow sales.		1		As above		1		As above		1		As above		0				0				3		Although we have not formed any major partnerships or acquired any significant funding, the CAP program has still been very helpful in helping us further define our business strategy so as to be able to continue the pursuit of commercializing the Phase II		revenues decreased slightly				2		1		we still have the customers we acquired after the NIH-CAP program (partly due to the business strategy we gained from the CAP program).  Again, this has increased our opportunities to keep our cash flow consistent, which helps us continue the pursuit of c		0																				0

				FM Technologies		1		1		1		2		Contacts with IBA Group (Belgium) and IBA Molecular (Sterling, VA) outlined their interests in the FMT’s negative ion sources developed under the NIH SBIR support.		2		Meetings justified technical and business goals for the new enterprise that IBA Molecular is initiating to develop a low-cost compact superconducting cyclotron with ion source injector for manufacturing PET radiotracers. FMT’s role is to develop the entir		0		NDA with IBA was decided to sign later if we continue the work.		2		Negotiated kind and extent of the parties’ participation in the first “demonstration” phases of the work as well as in the following product manufacturing.		0		Proposal was decided to submit later as IBA has completed its market research and justified the major investors.		0				3				$   30,000		$   30,000		1		3				1		$   - 0		$   - 0		$   - 0		$   - 0						5		5				0

				GLSynthesis Inc.		1		1		1		6				5				5				2				0				0				3		Mentor input was very useful to refine presentation skills and materials and business plans.						2		1						$   - 0		$   - 0		$   - 0		$   - 0		1				17		16		-1		0

				Guided Therapeutics Inc		1		1		1		4		$4.7 MM financing on Mar 1st 2007 for cancer diagnostics program		10		Power Point presentations, meetings and due diligence		5		CDA with potential manufacturing partner		2		Led to term sheet		1								2				$   951,000		$   1,070,800		1		2				1										2				20		19		-1		0

				Gwathmey		1		1		1		1		MVM Life Science Partners		3		VC considering NuCom		1		NA		0		NA		0		NA		0		NA		3				$   1,400,000		$   1,800,000		1		1				0				$   - 0		$   - 0		$   - 0		3				7		6		-1		0

				HemoGenix		1		0				2		One did not pursue. The wanted something for nothing		3		Initially sounded good, but I eventually decided that we would be doing all the heavy lifting.		3				1		Negotiations ended when the company was not prepared to pay for our IP										3				$   500,000		$   600,000		2		1				0														3		5		2		0

				IA Threefold Sensors								28		22 have reached the meeting stage, 6 were not a match at all.		22		One VC went to due diligence and then invested elsewhere.  7 VCs are in various stages of meetings at this time,  9 VCs said we were too early, or in the wrong geography, Discussions with 4 potential partners are ongoing, one potential partner decided not		3		Discussions continue toward possible relationship. 2 will sign if we proceed further.		2		In one case, this went on for a very long time, looked very promising and then suddenly interest was lost.  In the other it proceeded to next stage.		2		One led to a convertible note.  One partner is considering a proposal submitted by us in response to a request.		1		A convertible note for 2.6 M was obtained from the Michigan 21st Century Jobs Fund		4		The CAP meetings oriented me to look at the world through investor’s eyes and enabled me to proceed forward with efforts to obtain investment.		$   1,400,000		$   1,400,000						Our product has a long lead time because FDA and CLIA regulations are involved.  Investment has not come in as fast as we projected and we have not been able to hire the engineering staff to translate the prototype into a manufacturable form, so it is too		1								$   4,000,000		3				7		13		6		0

				IBET Inc		1		0				0				0				0				0				0				0				3		During this period we continued the technical development of the device in parallel with some new projects, so progress was a little slower than anticipated.  Based largely on what we learned through contacts made with leading spectroscopy companies throu		$   - 0		$   - 0		1						0														2		2				0

				Ichor Medical Systems, Inc.						1		8		Contact with international investment groups, discussions with 3 major pharmaceutical companies, talks with a major law firm regarding work with the government, ongoing conversations with a local partner regarding co-development plans		4		Meetings with an Asian investment group and related parties; meetings regarding initiation of a Phase I clinical trial at Rockefeller University; discussions regarding the re-submission of a Phase I STTR with an existing partner; meetings to finalize the		6		CDAs with a major pharmaceutical company and several international and US research institutes and companies		3		Discussions regarding expectations for due diligence with an Asian investment group; Meetings to discuss expected terms with a local partner; Negotiations with the DoD to finalize a new contract		2		Term sheets and draft agreements distributed for approval for partnership with local company; DoD draft contract received for approval		1		DoD contract signed in July 2007 for $2.3M		2				$   1,275,000		$   9,600,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				20		20				0

				Inframat Corporation		1		1		1		0				0				0				0				0				0				1				$   1,500,000		$   2,500,000		3		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1										0

				Integrative BioInformatics		0		0		0																														$   42,000		$   47,000		1		2				0														2		2		0		0

				Intrinsic Bioprobes Inc		1		0		0		5		Signed two deals (TGEN & Amgen), Negotiating one other (Bruker)		5				4				4		Presently in negotiations with Bruker Daltonics		4				2		TGEN: $160,000, Amgen: $50,000/year + (anticipated) ~ $50,000/year; duration, up to 20-years.		3				$   1,400,000		$   1,600,000		2		3				0														8		9		1		0

				Ionwerks, Inc		1		0		0		2				2		-after exploration of details, one project was found to be too technically difficult for required specifications		2		-Submitted proposal for project development in September, 2007		0		None		0		None		0		None		2				$   990,000		$   1,050,000		1		2				0														15		12		-3		0

				Kinetic Muscles		1		1		1		1		We have signed a contract with a distribution partner.  We are growing this relationship and penetrating a nationwide market with the launch of the Hand Mentor Pro™.  This increased sales activity has sparked the interest of institutional investors.  We a		1		We have had face to face meetings with potential investors on a weekly basis (approximately).		6		We have signed NDAs with several research partners and investors.		3		Ongoing. Repeated conversations with three investment banks.				Ongoing. The term sheets came after this reporting period, but we currently are reviewing 3 investment offers.		0		Ongoing		3				$   600,000		$   800,000		1		2		In 2007, our revenue was still primarily from grants, but not by much.  Revenue from product sales was nearly equal to grant revenue.  In 2008, we expect sales revenue to be five times our grant revenue.  In comparison, our grant revenue was about five ti		1				$   230,000						2				7		9		2		0

				Kumetrix Inc						1		9		4 in depth conversation agreeing to stay in touch		4		Numerous conference calls with several entities.  Two face-to-face meetings where potential partnering was discussed		1		Sustained interaction with one potential partner.  Funding is being sought.		0				0				0				3				$   439,830		$   12,644,222		2		2				0														9		9		0		0

				Leo Lens		1		1		1		5		Continue to work with them		10		Expecting term sheet from a strategic partner		4				15		Preliminary due diligence completed		1		Hope to sign it by the end of April,2008						3				$   - 0		$   - 0				3						$   200,000		$   75,000						3				5		5		0		0

				Lohocla Research Company						1		6		lots of interest, but technology still underdeveloped.		4		Good advice and direction to find funding in the future.		3		Too early in development		0				0				0				2				$   - 0		$   - 0				1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				7		8		1		0

				Lynntech						1		0				0				0				0				0				0				1								1		1				1						Lynntech was acquired in Feb 2007 by Astin partners				1				122		124		2		1		Astin Partners		no		none		New CEO, COO, CFO., President, Vice president and management still in place.

				Maine Molecular Quality Controls		0		0		0																														$   416,000		$   528,000		2		1				0														7		7		0		0

				Maxwell Sensors		1		1		1		3		Setup a join-venture to manufacture a spin-out product of this technology																		1		Our technology equity was evaluated as $1.8M in the new joined venture company		1		As I remembered, no VC shown up in my presentation		$   800,000		$   1,200,000		1		1				0														12		12		0		0

				Molecular LogiX		1		1		1		10		Due diligence on financing		5				4				1				1				0				2				$   400,000		$   1,500,000		2		1				1						$   1,250,000		$   800,000		3				5		5		0		0

				Nanoprobes, Incorporated		1		0				4		Introductory meetings or conversations.		3		Meetings or conversations with follow-up (exchanging information).		1		After negotiations lasting several months, a mutually acceptable NDA was arrived at.		1		Discussions and meetings continue. Our potential partner continues to show significant interest.										3		Although we have not advanced significantly through the items in the table since the previous tracking report, our progress towards a deal has been substantial and represents both extensive work on our part and a much more active interest from our potenti		$   400,000		$   7,000,000		1		2		Nanoprobes sells a product line which is separate from the products and technology supported by the CAP SBIR grant. However, we have found that attending NIH CAP events, even to promote a separate technology, reinforces our existing business, generating i		1		$   - 0		$   - 0		$   - 0		$   - 0		3		Although not our primary goal, equity investment arose as a possibility from a contact made during our CAP follow-up for a different technology with a different path to market and different strategic development requirements, and we explored the possibili		15		13		-2		0

				Neuronautics Inc		1		1		1		25		Will be following up after completion of the efficacy studies		35		Will be following up after completion of the efficacy studies		10		Completion of the current studies		0				0				0				2				n/a		n/a		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		2				3		3		0		0

				NovaRx Corporation		0		0		0																														do not disclose		do not disclose				1				0										1				24		38		14		0

				Optimer Pharmaceuticals		1		1		1		10				10				10				7				3				1		PIPE Financing ~$33 million		1				$   300,000		$   400,000		1		1				1								$   33,000,000		1				42		42		0		0

				Perinatronics Medical Systems, Inc.		1		1		1		2				2				1				1				0				0				3				$   - 0		$   - 0		1		1				0														6		3		-3		0

				Phantoms by Design Inc.		1		1		1		13		Working with CoAPtus on Digital heart models		4		Exchanged heart data & heart models		0				1		Agreed to provide CoAptus with models in exchange for data.		0				0				3														0														3		1		-2		0

				Physical Sciences		1		0				2		Agreed to meet at PSI to show devices and discuss possible future business		2		Agreed to meet at PSI to show devices and discuss possible future business		0				0				0				0				2		We won a Phase I, Phase II Fast Track program award to complete a comprehensive animal study						1		1		We will be in a much stronger position after completion of the Fast Track program				$   - 0		$   - 0		$   - 0		$   - 0		1				160		165		5		0

				Pinnacle Technology, Inc.				0				0																								4		We are not looking for the partnerships as you are referring to above.  However, we are putting in place partnerships with companies have complementary products.  We have 3 such partnerships confirmed in 2007.		$   354,000		$   440,000		1		4		We believe that 2008 will be our breakout year.  Fourth quarter sales were much higher than the rest of the year.		1								$   375,000		4		The CAP guidance and work allowed us to put together the package to attract the $375,000 investment in Pinnacle to be used for marketing.  This should be the springboard we need to rapidly increase sales.		9		11		2		0

				PortaScience		1		0				4		3 pending, 1 close to term sheet		4		1 licensing agreement being drafted		3				3		2 VC made oral proposals		0		PortaScience declined offers from VC, accepted licensing partner offer and licensing and supply agreement being drafted		0				3				$   400,000		$   1,000,000		2		3				0														15		16		1		0

				Praevium Research		1		1				2		A third contact in early 2008. Two of the three are progressing to more serious discussions.		1		There have been 2 additional meetings in 2008, and we believe a deal will be struck in a matter of weeks.		0		Again, we have signed two NDAs in early 2008.		0		None, in 2007, but we are in serious negotiations with one partner currently, and hope to strike a deal within weeks.		0		None, in 2007, but such term sheets have been exchanged in 2008.		0		We expect to complete a deal early in 2008.		3		As we have indicated in a number of places above, we are close to striking a strategic partnership deal in 2008, and we feel the NIH CAP has prepared us to understand how to approach and negotiate such a deal, and to understand what our value proposition		$   750,000		$   3,000,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				4		3		-1		0

				Premitec Inc		1		1		1		4				2		On going discussion		1				0				0				0				1				$   510,000		$   610,000		1		1				0														5		5		0		0

				ProThera Biologics		1		0		0		5		2 companies requested more information and personal meeting		3		2 site visits		3		Executed CDA and MTA		2		Investment deal negotiation and collaboration deal		2		Finalizing the proposals and legal documents		1		$500,000 investment deal pending.		3		The presentation and documents generated during the CAP were useful in the process of negotiation with the prospective companies.		N/A		N/A		1		1		N/A		0										1				4		6		2		0

				QED Labs		0		0		0																														$   - 0		$   - 0				1				0																		0		0

				Sci-Tech								2		Discussion of possible partnership		1		Discussion of technology and products		2				0				0				0				3				$   290,000		$   324,000		1		3				0														2		4		2		0

				SibTech Inc		1		0		0		5		one agreement		2				2				1				2				1		distributing deal		3				$   100,000		$   100,000		2		3				0														3		5		2		0

				Solohill		1		0		0		0				0				0				0				0				0				1				$   2,100,000		$   2,570,000		2		1				1		$   179,000		$   - 0		$   - 0		$   - 0		1				12		14		2		0

				Source Signal Imaging		0		0		0																														$   150,000		$   200,000		2		1				0														8		8		0		0

				Synthasome		0		0		0																														$   - 0		$   - 0		1		1		The company continues to be on course for bringing to market its first product, and we are using the CAP course as part of our strategy for 2008. Our intent is to bring the product to market in 2008 (through a 510k regulatory pathway), and gain clinical e		0																		0		0

				SynZyme						1		2				2				1				1				1				0				4				$   - 0		$   - 0		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1								0		0

				Talaria Inc						1		1		One strategic partnership		1				1																1				$   120,000		$   150,000		1		1		We are still mostly dependent on SBIR and government contracts for maintaining profitability. Our Heater technology (presented two years ago) continues to be developed with our strategic partner but there is still no funding.																15		15		0		0

				Talking Lights LLC		1		1		1		6				2		Negotiating marketing deal		0				1				1				0				1				$   500,000		$   700,000		1		1				1		$   - 0		$   - 0		$   - 0		$   - 0		1				5		5		0		0

				Targeted Gene Delivery, Inc.		0		0		0																														$   - 0		$   - 0		1						0														5		6		1		0

				TechEn, Inc		1		1		1		2		Continuing preliminary interest																						3				$   1,500,000		$   1,500,000		2		3				1										3				12		12		0		0

				The Virtual Reality Medical Center						1		10		Signed NDAs with the potential partners and investors		10				6				1				0				0				4				$   2,500,000		$   3,000,000		1		3				1		$   - 0		$   - 0		$   - 0		$   - 0		3				47		35		-12		0

				Therapyx, Inc		0		0		0		2		Discussions on obtaining IP which impacts our CAP related technology.						2		CDA agreements signed for the additional business plan advice and exploration of contract organizations for the production of our product.										3		Partnered on grant proposals (2) Business plan critiqued by outside group. (1)		2				$   - 0		$   - 0		1		1								$   - 0		$   - 0		$   - 0		1				5		5		0		0

				Vesticon		0		1				30		30 plus contacts, presentations to Angle groups pending including Keiretsu, Alliance of Angles and Angel Oregon		15		150k in investment, trying to close on additional 700k this spring		3				1		We were nominated to be one of six presenters out of 50 at Angel Oregon and will present March 5.		3		We have two term sheets for convertible debt				Two signed deals from individual investors		2				$   180,000		$   180,000		1		1				1				$   100,000						2				11		13		2		0

				Vical Inc		1		0		0		5				4				3																3				$   530,000		$   940,000		1		3				0														152		152		0		0

				Sum		49		29		36		336				314				166				104				38				15				165				$   72,877,830		$   152,528,022		87		119				28		$   979,000		$   605,000		$   1,250,000		$   38,215,000		64				1303		1350		47		1

				Average or %		1		0		1		5				5				3				2				1				0				2				$   1,087,729		$   2,243,059		1		2				0		$   48,950		$   24,200		$   54,348		$   1,469,808		2				20		20		1		0

				Stand Deviation		0		1		0		6				8				3				4				1				1				1				$   4,318,953		$   6,763,297		0		1				0		$   103,649		$   62,545		$   260,643		$   6,479,548		1				43		44		4		0

																																		No Impact		12								No Impact		42												No Impact		21

																																		Minor		17								Minor		12												Minor		6

																																		Some		33								Some		15												Some		9

																																		Major		5								Major		2												Major		1



fang:
21st Century Medicine stated 14+. Inserted 14 for tracking data; company was contacted for clarification, but no response was received.

fang:
Kinetic Muscles stated "too many to count". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer Pharmaceuticals stated ">10". Inserted 10 for tracking data; company was contacted for clarification, but no response was received.

fang:
Talaria stated "numerous". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Kinetic Muscles stated "too many to count". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Talaria stated "numerous". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer Pharmaceuticals stated "5-10". Inserted 7 for tracking data; company was contacted for clarification, but no response was received.

fang:
Vesticon stated "currently negotiating with several groups". Inserted 1 for tracking data; company was contacted for clarification, but no response was received.

fang:
Aerophase stated "less than a million". Inserted $100,000 for tracking data; company was contacted for clarification, but no response was received.

fang:
Aerophase stated "less than a million". Inserted $100,000 for tracking data; company was contacted for clarification, but no response was received.

fang:
Optimer stated "~$33 million by way of PIPE financing".

DELL:
Artann indicates that they are not seeking financing, but also indicates they are pursuing both partnerhships and financing. From comments that include interactions with Paramount, a VC firm, and for CAP tracking purposes we are assuming that Artann is pursuing financing.



Summary

		Level of CAP Participation		# of Companies		Average or %		Standard Deviation

		Contacts with Investors and Partners		336		5.1		6.2

		Meetings with Investors and Partners		314		5.1		8.3

		CDAs signed		166		2.8		3.1

		Negotiations with Investors and Partners		104		1.9		4.1

		Initial Proposals and Term Sheets		38		0.7		1.1

		Deals		15		0.3		0.6

		Impact of CAP on Partnering and Financing

		1 - No Impact		11		14.5%

		2 - Minor Impact		17		22.4%

		3 - Valuable Impact		33		43.4%

		4 - Major Impact		5		6.6%

		0 - NA		9		11.8%

		Please state the total company revenue in Q2, Q3 and Q4 2007		$   72,877,830		$   1,087,729		$   4,318,953

		Please state the total company revenue as of December 1, 2007		$   152,528,022		$   2,243,059		$   6,763,297

		Largest Source of Revenue

		1 - R&D Grant/Contracts		39		81.3%

		2 - Product or Services		9		18.8%

		3 - Licensing Fees & Royalties		0		0.0%

		0 - NA

		Impact of CAP on Change in Company Revenue

		1 - No Impact		41		53.9%

		2 - Minor Impact		12		15.8%

		3 - Valuable Impact		15		19.7%

		4 - Major Impact		2		2.6%

		0 - NA		5		6.6%

		Amount of Equity Investment

		Friends and Family		$   979,000		$   48,950		$   103,649

		Angels		$   605,000		$   24,200		$   62,545

		VCs		$   1,250,000		$   54,348		$   260,643

		Strategic Investors		$   38,215,000		$   1,469,808		$   6,479,548

		Impact of CAP on Change in Equity Investment

		1 - No Impact		21		27.6%

		2 - Minor Impact		6		7.9%

		3 - Valuable Impact		9		11.8%

		4 - Major Impact		1		1.3%

		0 - NA

		Number of employees as of April 1, 2007		1303		20		43

		Current Number of Employees		1350		20		44

		Has your company been acquired?

		Yes		2

		No		73





Charts

		

		1. TRACKING FORM RESPONSE RATE		#		%

		# of 2005-06 Companies Being Tracked

		# of 2005-06 Companies Relieved From Tracking

		# of 2005-06 Companies		108		100%

		# of Responsive Companies		76		70%

		# of Non-Responsive Companies		32		30%

		2. COMMERCIALIZATION PROGRESS

		Progress is defined as at least 1 activity in at least 1 of the

		partnership and financing deal categories.

		A. CAP Company Progress (All Companies)

		# of Companies non-responsive to tracking request		32

		# of Companies with progress		61

		# of Companies without progress		15

																						# of companies seeking partnerships		28

																						# of companies seeking financing		29

																						# of companies seeking both		37

																						# of companies seeking neither		13

														# of companies seeking partnerships only		20						N/A (no response to question)		5

														# of companies seeking financing only		1

														# of companies seeking both		37

														# of companies seeking neither		13

														N/A (no response to question)		5

		B. CAP Company Progress (Respondents)

		# of Companies with progress		61

		# of Companies without progress		15

		C. CAP Impact on Progress (All Companies)

		Progress is defined as at least 1 activity in at least 1 of the

		partnership and financing deal categories.

		Major Impact=Full Impact

		Valuable and Minor Impact=Some Impact

		No Impact=No Impact

		# of Companies non-responsive to tracking request		32

		# of Companies without progress		15

		# of Progressing Companies without CAP impact		7		12

		# of Progressing Companies with Major CAP impact		5		8

		# of Progressing Companies with Some CAP impact		49		50

																												Category		Pre-CAP		Post-CAP

																												Contacts with Investors & Partners		334		777

																												Meetings with Investors & Partners		233		930

																												CDAs signed		141		351

																												Negotiations with Investors & Partners		60		218

																												Initial Proposals & Term Sheets		40		97

		D. CAP Impact on Progress (Progressing Companies)																										Deals		15		59

		Major Impact		4

		Some Impact		49

		No Impact		7

		Not Responsive w.r.t Impact

		3. PARTNERSHIP AND FINANCING DEALS

		A. Partnership and Deal Related Activities by Category

		Number of Partnership and Deal Related Activities Your Company Has Engaged in Between July 1, 2005 and March 31, 2006		Average		Total		Standard Deviation		Number of Companies

		Contacts with Investors & Partners		5.1		336		6.2		59

		Meetings with Investors & Partners		5.1		314		8.3		54

		CDAs signed		2.8		166		3.1		45

		Negotiations with Investors & Partners		1.9		104		4.1		36

		Initial Proposals & Term Sheets		0.7		38		1.1		21

		Deals		0.3		15		0.6		12

		B. Number of Companies and the Number of Partnering and Financing Activities They Have Engaged In

		# of Events by Partnering and Financing Category		# of Companies-Contacts with Investors and Partners		# of Companies-Meetings		# of Companies-Signed CDAs		# of Companies-Negotiations		# of Companies- Initial Proposals and Term Sheets		# of Companies- Deals

		1		10		11		12		20		10		10

		2		13		14		6		7		6		1

		3		7		7		11		3		4		1

		4		5		6		4		3		1		0

		5		6		3		2		0		0		0

		6-10		11		8		9		1		0		0

		11-15		3		1		1		1		0		0

		16-20		1		0		0		0		0		0

		21 or more		3		4		0		1		0		0

		NA (no response to question)		10		15		16		20		22		24

		Non-Quantitative Data (numerous, many, dozens etc.)

		# of Contacts		# of Companies-Contacts with Investors and Partners

		1		10

		2		13

		3		7

		4		5

		5		6

		6-10		11

		11-15		3

		16-20		1

		21 or more		3

		NA (no response to question)		10

		# of Meetings		# of Companies-Meetings

		1		11		.

		2		14

		3		7

		4		6

		5		3

		6-10		8

		11-15		1

		16-20		0

		21 or more		4

		NA (no response to question)		15

		# of Signed CDAs		# of Companies-Signed CDAs

		1		12

		2		6

		3		11

		4		4

		5		2

		6-10		9

		11-15		1

		16-20		0

		21 or more		0

		NA (no response to question)		16

		# of Negotiations		# of Companies-Negotiation

		1		20

		2		7

		3		3

		4		3

		5		0

		6-10		1

		11-15		1

		16-20		0

		21 or more		1

		NA (no response to question)		20

		# of Initial Proposals and Term Sheets		# of Companies-Initial Proposals and Term Sheets

		1		10

		2		6

		3		4

		4		1

		5		0

		6-10		0

		11-15		0

		16-20		0

		21 or more		0

		NA (no response to question)		22

		# of Deals		# of Companies-Deals

		1		10

		2		1

		3		1

		4		0

		5		0

		6-10		0

		11-15		0

		16-20		0

		21 or more		0

		NA (no response to question)		24

		4. COMPANY REVENUE

		A. Revenue

		Cumulative Change in Company Revenue		Number of Companies

		Positive Revenue		50

		Negative Revenue		1

		NA (no response to question)		25

		B. CAP Impact on Revenue

		Major Impact=Full Impact

		Valuable and Minor Impact=Some Impact

		No Impact=No Impact

		# of Companies without CAP impact		23

		# of Companies with Full CAP impact		2

		# of Companies with Some CAP impact		24		14 valuable impact + 11 minor impact

		NA (no response to question)		1

		B. Total Revenue for First Interval

		Total Revenue		Number of Companies

		Negative		1		51

		$0 - $10,000		1

		$10,000 - $50,000		7

		$50,000 - $100,000		0

		$100,000 - $500,000		10

		$500,000 - $1M		11

		$1M to $5M		14

		$5M to $10M		4

		$10M to $20M		3

		above $20M		1

		NA (no response to question)		24

		C. Source of Revenue

		Largest Source of Revenue		Number of Companies

		R & D Grants/Contracts		32

		Products or Services		17

		Licensing Fees and Royalties		1

		NA (no response to question)		1

		5. EQUITY INVESTMENT																						Equity

																								2.5

		A. Source of Equity																				Tracking Form Category		2.7

		Tracking Form Category		Equity		# of Companies														Baseline		Friends and Family		22.3

		Friends and Family		$   979,000		4						Growth in Equity Investment										Angels		18

		Angels		$   605,000		4						# with Investment Growth		10								VCs		45.5

		VCs		$   1,250,000		1						# without Investment Growth		19								Strategic Investors		1.8

		Strategic Investors		$   38,215,000		5																Total		5.5

		Total		$   41,049,000		14														First Interval		Friends and Family		2.5

																						Angels		51

																						VCs		60.8

																						Strategic Investors		0.9

																						Total		0.6

																				Second Interval		Friends and Family		1.2

																						Angels		38.2

																						VCs		41

																						Strategic Investors

																						Total		2.5

																								1.8

																				Friends and Family		Baseline		0.9

																						First Interval		5.2

																						Second Interval		2.7

																						Total		5.5

																				Angels		Baseline		0.6

																						First Interval		8.8

																						Second Interval		22.3

																						Total		2.5

		B. CAP Impact on Equity Investment																		VCs		Baseline		1.2

																						First Interval		26

		Major Impact=Full Impact																				Second Interval		18

		Valuable and Minor Impact=Some Impact																				Total		51

		No Impact=No Impact																		Strategic Investors		Baseline		38.2

																						First Interval		107.2

		# of Companies without CAP impact		14										# of companies seeking equity				29				Second Interval

		# of Companies with Full CAP impact		1										# of companies not seeking equity				40				Total

		# of Companies with Some CAP impact		13		8 valuable impact + 5 minor impact								NA (no response to question)				7						147.2

		NA (no response to question)		1																				147.2

																						Total

																						Total

																										Total Equity Investment		2005-06		2004-05

																										Baseline		45.5		14.9

																										First Interval		60.8		7.5

																										Second Interval		41		7.7

																										Total		147.3		30.1						Pre-CAP		Post-CAP		Total

		6. Other Success Indicators (Employees)																										2005-06		2004-05				2005-06		45.5		101.8		147.3

																										Pre-CAP		45.5		14.9				2004-05		14.9		15.2		30.1

		Aggregate Change in employees		47																						Post-CAP		101.8		15.2

		Number of Companies with increase in employees		25																						Total		147.3		30.1

		Number of Companies with decrease in employees		13

		Number of Companies with no change in employees		28

		NA (no response to question)		10

		There were 2 acquisitions

		Total Equity Investment Baseline, 1st, and 2nd Intervals

		Total Baseline Investment		$   45,636,520

		Total 1st Interval Investment		$   60,702,902

		Total 2nd Interval Investment		$   41,049,000

		Program Total		$   147,388,422

		Baseline Investment

		Friends and Family		$   2,548,000

		Angels		$   2,740,000

		VCs		$   22,300,000

		Strategic Investors		$   18,048,520

		1st Interval Investment

		Friends and Family		$   1,759,500

		Angels		$   5,460,000

		VCs		$   2,450,000

		Strategic Investors		$   51,033,402

		2nd Interval Investment

		Friends and Family		$   979,000

		Angels		$   605,000

		VCs		$   1,250,000

		Strategic Investors		$   38,215,000



&CNumber of Partnership and Financing Activities by Category
(Pre-CAP vs. Post-CAP)



Charts

		



Tracking Form Responses 
(108 CAP Companies)



Comments

		



# of Companies-Contacts with Investors and Partners

# of Companies-Meetings

# of Companies-Signed CDAs

# of Companies-Negotiations

# of Companies- Initial Proposals and Term Sheets

# of Companies- Deals

Number of Events by Partnering and Financing Category

Number of Companies

Number of Companies and the Number of Partnering and Financing Activities They Have Engaged In



Impact

		



# of Companies-Contacts with Investors and Partners

Number of Contacts Per Company

Number of Companies

Contacts with Investors and Partners



		



# of Companies-Meetings

Number of Meetings per Company

Number of Companies

Meetings with Investors and Partners



		



# of Companies-Signed CDAs

Number of Signed CDAs per Company

Number of Companies

CDAs Signed



		



# of Companies-Negotiation

Number of Negotiations per Company

Number of Companies

Negotiations with Investors and Partners



		



# of Companies-Initial Proposals and Term Sheets

Number of Initial Proposals and Term Sheets Per company

Number of Companies

Initial Proposals and Term Sheets



		



Partnership and Deal Related Activities by Category



		



# of Companies-Deals

Number of Deals per company

Number of Companies



		



CAP Company Progress  
(108 or All Companies)



		



CAP Company Progress 
(76 Responding Companies)



		



CAP Impact on Progress 
(61 Progressing Companies)



		



CAP Impact on Progress 
(76 Responding Companies)



		



Growth in Revenue
(76 Responding Companies)



		



Sources of Revenue
(50 Responding Companies)



		



Number of Companies

Total Revenue 
(76 Responding Companies)



		



Source of Equity



		



CAP Impact on Equity Investment 
 (36 Companies that were Seeking Equity Investment)



		



Change in Employees 
(76 Responding Companies)



		



Total

Total Number of Events

Aggregate Number of Partnership and Financing Activities by Category



		



CAP Impact on Revenue                        
(51 Companies that Stated Revenue Growth)



		



Growth in Equity Investment
(29 Responding Companies)



		



Total Equity Investment for 2005-06 CAP Program



		



Baseline

First Interval

Second Interval

Total Equity Investment by Categories for 2005-06 CAP Companies



		



Number of Companies

Partnership and Financing Activity- Number of Companies



		65		67

		55		58

		42		56

		35		43

		41		27

		37		17



Baseline

First Interval

Second Interval

Number of Companies

Partnership and Financing Activity - Number of Companies
(All Intervals)



		334		441

		233		616

		141		185

		60		114

		40		59

		15		44



Baseline

First Interval

Second Interval

Number of Activities

Aggregate Number of Partnership and Financing Activities by Category
(All Intervals)



		



2005-06 Partnership and Financing Activities Breakdown
(76 Responding Companies)



		# of companies seeking equity

		# of companies not seeking equity

		NA (no response to question)



Number of Companies Seeking Equity
(76 Responding Companies)

38

50

3



		



Friends and Family

Angels

VCs

Strategic Investors

Total Equity Investment by Tracking Period for 2004-05 Companies



		



Pre-CAP

Post-CAP

Aggregate Number of Partnership and Financing Activities by Category




(Pre-CAP vs. Post-



		



Total Equity Investment by Source of Equity
(in $ millions)



		



Total Equity Investment by Tracking Interval
(in $ millions)



		



2005-06

2004-05

Total Equity Investment by Interval 2004-05 and 2005-06 Companies
(in $ millions)



		



2005-06

2004-05

Equity Investment (Pre-CAP vs. Post-CAP)
(in $ millions)



		



2005-06

2004-05

Equity Investment (Pre-CAP vs. Post-CAP)
(in $ millions)



		Tracking Form Comments

		Contact with Investors and Partners		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on Change in Equity Investment

		Aerophase		Determine interest level and expectations		2		2

		APD Life Sciences		Set up calls and information exchanges		3		2

		Apo Life, Inc.		One meeting signed. One meeting planned. One contract (small)		3		1		1

		Azevan Pharmaceuticals Inc		CDAs executed; product development materials distributed and discussed		1		1

		Biomedical Acoustics Research Co.		Some interest but "too early"		2		1

		Biostatistical Programming Associates		Wiley is publishing and distributing books under the grant.		3		3

		BioTechPlex Corporation		Presented to VC’s at BIOCOM and received a good reception.  Discussed technologies with other companies and CF foundation.		1				1

		ChanTest		Took on a minority partner		2		2

		Chemica Technologies		6 of 8 companies went into face to face meetings		3		4

		Clever Sys Inc		Integrating with another technology and application will enable to expand our market share		3		3		1

		Communication Disorders Technology		No major outcomes, some continuing conversations…		2		2		1

		Conversion Energy		Proceed to next steps with all 3 contacts		3		1		3

		customKYnetics, Inc		Collaboration on new Phase I/II SBIR round.		4		1

		Detroit R&D, Inc.		Signed for CosmoBio Co. and Wako Pure Chemical as non-exclusive distributors in Japan.		3		3

		DIApedia LLC		In November, 2007, DIApedia entered into an exclusive license agreement with Acor Orthopaedic, Inc., a national manufacturer of orthotics located in Cleveland, OH.		1		1

		Engineering Arts		Forming LLC		3		1		1

		FEO Solutions, Inc.		Same local group with similar interests as discussed in last report. The discussions have paused as they have had to restructure their financing due to slow sales.		3		1

		FM Technologies		Contacts with IBA Group (Belgium) and IBA Molecular (Sterling, VA) outlined their interests in the FMT’s negative ion sources developed under the NIH SBIR support.		3		3

		Guided Therapeutics Inc		$4.7 MM financing on Mar 1st 2007 for cancer diagnostics program		2		2		2

		Gwathmey		MVM Life Science Partners		3		1		3

		HemoGenix		One did not pursue. The wanted something for nothing		3		1

		IA Threefold Censors		22 have reached the meeting stage, 6 were not a match at all.		4				3

		Ichor Medical Systems, Inc.		Contact with international investment groups, discussions with 3 major pharmaceutical companies, talks with a major law firm regarding work with the government, ongoing conversations with a local partner regarding co-development plans		2		1		1

		Intrinsic Bioprobes Inc		Signed two deals (TGEN & Amgen), Negotiating one other (Bruker)		3		3

		Kinetic Muscles		We have signed a contract with a distribution partner.  We are growing this relationship and penetrating a nationwide market with the launch of the Hand Mentor Pro™.  This increased sales activity has sparked the interest of institutional investors.  We a		3		2		2

		Kumetrix Inc		4 in depth conversation agreeing to stay in touch		3		2

		Leo Lens		Continue to work with them		3		3		3

		Lohocla Research Company		lots of interest, but technology still underdeveloped.		2		1		1

		Maxwell Sensors		Setup a join-venture to manufacture a spin-out product of this technology		1		1

		Molecular LogiX		Due diligence on financing		2		1		3

		Nanoprobes, Incorporated		Introductory meetings or conversations.		3		2		3

		Neuronautics Inc		Will be following up after completion of the efficacy studies		2		1		2

		Phantoms by Design Inc.		Working with CoAPtus on Digital heart models		3

		Physical Sciences		Agreed to meet at PSI to show devices and discuss possible future business		2		1		1

		PortaScience		3 pending, 1 close to term sheet		3		3

		Praevium Research		A third contact in early 2008. Two of the three are progressing to more serious discussions.		3		1		1

		ProThera Biologics		2 companies requested more information and personal meeting		3		1		1

		Sci-Tech		Discussion of possible partnership		3		3

		SibTech Inc		one agreement		3		3

		Talaria Inc		One strategic partnership		1		1

		TechEn, Inc		Continuing preliminary interest		3		3		3

		The Virtual Reality Medical Center		Signed NDAs with the potential partners and investors		4		3		3

		Therapyx, Inc		Discussions on obtaining IP which impacts our CAP related technology.		2		1		1

		Vesticon		30 plus contacts, presentations to Angle groups pending including Keiretsu, Alliance of Angles and Angel Oregon		2		1		2

		Meetings with Investors and Partners		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		Acme		Temple University, Sheridan Healthcare		3		3

		Aerophase		Assign roles in project and distribution of effort		2		2

		APD Life Sciences		General discussions, needs of final product, potential deal structures		3		2

		Azevan Pharmaceuticals Inc		Exclusivity Agreement signed between Azevan and potential partner		1		1

		BCR Diagnostics		A licensing agreement is under discussion		2		1

		BioAssessments, LLC		Discuss OEM manufacturing possibilities with company		3		1		2

		Biomedical Acoustics Research Co.		Some interest but "too early"		2		1

		Chemica Technologies		3 of 6 companies went to NDA stage		3		4

		Clever Sys Inc		Fix the agreement to work together		3		3		1

		Conversion Energy		Face-to-Face meetings with 2 investors.  Connecticut Innovation (CI) agreed to provide preseed funds and interested in equity investment		3		1		3

		customKYnetics, Inc		Met with senior management at end of Phase I to present progress to date, discuss mutual interests, discuss and potential for Phase III partnership.		4		1

		FM Technologies		Meetings justified technical and business goals for the new enterprise that IBA Molecular is initiating to develop a low-cost compact superconducting cyclotron with ion source injector for manufacturing PET radiotracers. FMT’s role is to develop the entir		3		3

		Guided Therapeutics Inc		Power Point presentations, meetings and due diligence		2		2		2

		Gwathmey		VC considering NuCom		3		1		3

		HemoGenix		Initially sounded good, but I eventually decided that we would be doing all the heavy lifting.		3		1

		IA Threefold Censors		One VC went to due diligence and then invested elsewhere.  7 VCs are in various stages of meetings at this time,  9 VCs said we were too early, or in the wrong geography, Discussions with 4 potential partners are ongoing, one potential partner decided not		4				3

		Ichor Medical Systems, Inc.		Meetings with an Asian investment group and related parties; meetings regarding initiation of a Phase I clinical trial at Rockefeller University; discussions regarding the re-submission of a Phase I STTR with an existing partner; meetings to finalize the		2		1		1

		Ionwerks, Inc		-after exploration of details, one project was found to be too technically difficult for required specifications		2		2

		Kinetic Muscles		We have had face to face meetings with potential investors on a weekly basis (approximately).		3		2		2

		Kumetrix Inc		Numerous conference calls with several entities.  Two face-to-face meetings where potential partnering was discussed		3		2

		Leo Lens		Expecting term sheet from a strategic partner		3		3		3

		Lohocla Research Company		Good advice and direction to find funding in the future.		2		1		1

		Nanoprobes, Incorporated		Meetings or conversations with follow-up (exchanging information).		3		2		3

		Neuronautics Inc		Will be following up after completion of the efficacy studies		2		1		2

		Phantoms by Design Inc.		Exchanged heart data & heart models		3

		Physical Sciences		Agreed to meet at PSI to show devices and discuss possible future business		2		1		1

		PortaScience		1 licensing agreement being drafted		3		3

		Praevium Research		There have been 2 additional meetings in 2008, and we believe a deal will be struck in a matter of weeks.		3		1		1

		Premitec Inc		On going discussion		0		1

		ProThera Biologics		2 site visits		3		1		1

		Sci-Tech		Discussion of technology and products		3		3

		Talking Lights LLC		Negotiating marketing deal		1		1		1

		Vesticon		150k in investment, trying to close on additional 700k this spring		2		1		2

		CDAs Signed		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		Aerophase		NDA		2		2

		APD Life Sciences		1 dead, 1 very active and 1 in progress		3		2

		Artann Laboratories		NDAs signed with Dr. Ryabinets, Dr. Garra, group at the UCSF, CSIRO, Paramount, Alfa Wasselman and  Healthcare Investors, LLC		3		3

		Azevan Pharmaceuticals Inc		Product development materials distributed and discussed		1		1

		Biomedical Acoustics Research Co.		some info exchanged, still exploring collaboration strategies		2		1

		Chemica Technologies		Further discussions are continuing into 2008		3		4

		Clever Sys Inc		handshake agreement		3		3		1

		Communication Disorders Technology		None, NDAs were with persons who were interested in licensing or  sales agreements		2		2		1

		Conversion Energy		NDA in execution with CI		3		1		3

		Eagle Vision Pharmaceutical Corp.		already completed		2		2		2

		FM Technologies		NDA with IBA was decided to sign later if we continue the work.		3		3

		Guided Therapeutics Inc		CDA with potential manufacturing partner		2		2		2

		IA Threefold Censors		Discussions continue toward possible relationship. 2 will sign if we proceed further.		4				3

		Ichor Medical Systems, Inc.		CDAs with a major pharmaceutical company and several international and US research institutes and companies		2		1		1

		Ionwerks, Inc		-Submitted proposal for project development in September, 2007		2		2

		Kinetic Muscles		We have signed NDAs with several research partners and investors.		3		2		2

		Kumetrix Inc		Sustained interaction with one potential partner.  Funding is being sought.		3		2

		Lohocla Research Company		Too early in development		2		1		1

		Nanoprobes, Incorporated		After negotiations lasting several months, a mutually acceptable NDA was arrived at.		3		2		3

		Neuronautics Inc		Completion of the current studies		2		1		2

		Praevium Research		Again, we have signed two NDAs in early 2008.		3		1		1

		ProThera Biologics		Executed CDA and MTA		3		1		1

		Therapyx, Inc		CDA agreements signed for the additional business plan advice and exploration of contract organizations for the production of our product.		2		1		1

		Negotiations with Investors and Partners		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		Aerophase		Determine distribution of funds for project development		2		2

		APD Life Sciences		Ongoing		3		2

		Azevan Pharmaceuticals Inc		Exclusivity Agreement signed between Azevan and potential partner		1		1

		Biomedical Acoustics Research Co.		didn't work		2		1

		Clever Sys Inc		Move the collaboration forward		3		3		1

		Communication Disorders Technology		Agreement tentatively reached with a European group for CDT  to develop a US version of a National Hearing Test		2		2		1

		FM Technologies		Negotiated kind and extent of the parties’ participation in the first “demonstration” phases of the work as well as in the following product manufacturing.		3		3

		Guided Therapeutics Inc		Led to term sheet		2		2		2

		HemoGenix		Negotiations ended when the company was not prepared to pay for our IP		3		1

		IA Threefold Censors		In one case, this went on for a very long time, looked very promising and then suddenly interest was lost.  In the other it proceeded to next stage.		4				3

		Ichor Medical Systems, Inc.		Discussions regarding expectations for due diligence with an Asian investment group; Meetings to discuss expected terms with a local partner; Negotiations with the DoD to finalize a new contract		2		1		1

		Intrinsic Bioprobes Inc		Presently in negotiations with Bruker Daltonics		3		3

		Ionwerks, Inc		None		2		2

		Kinetic Muscles		Ongoing. Repeated conversations with three investment banks.		3		2		2

		Leo Lens		Preliminary due diligence completed		3		3		3

		Nanoprobes, Incorporated		Discussions and meetings continue. Our potential partner continues to show significant interest.		3		2		3

		Phantoms by Design Inc.		Agreed to provide CoAptus with models in exchange for data.		3

		PortaScience		2 VC made oral proposals		3		3

		Praevium Research		None, in 2007, but we are in serious negotiations with one partner currently, and hope to strike a deal within weeks.		3		1		1

		ProThera Biologics		Investment deal negotiation and collaboration deal		3		1		1

		Vesticon		We were nominated to be one of six presenters out of 50 at Angel Oregon and will present March 5.		2		1		2

		Initial Proposals and Term Sheets		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		21st Century Medicine		Testing agreements, not term sheets		3		3

		APD Life Sciences		Ongoing		3		2

		Artann Laboratories		Three proposals/term sheets are in active discussion: ProUroCare Inc., Health Care Investors LLC, and SuperSonic Imagine.		3		3

		Communication Disorders Technology		See M8		2		2		1

		Engineering Arts		Operating agreement		3		1		1

		FM Technologies		Proposal was decided to submit later as IBA has completed its market research and justified the major investors.		3		3

		IA Threefold Censors		One led to a convertible note.  One partner is considering a proposal submitted by us in response to a request.		4				3

		Ichor Medical Systems, Inc.		Term sheets and draft agreements distributed for approval for partnership with local company; DoD draft contract received for approval		2		1		1

		Kinetic Muscles		Ongoing. The term sheets came after this reporting period, but we currently are reviewing 3 investment offers.		3		2		2

		Leo Lens		Hope to sign it by the end of April,2008		3		3		3

		PortaScience		PortaScience declined offers from VC, accepted licensing partner offer and licensing and supply agreement being drafted		3		3

		Praevium Research		None, in 2007, but such term sheets have been exchanged in 2008.		3		1		1

		ProThera Biologics		Finalizing the proposals and legal documents		3		1		1

		Vesticon		We have two term sheets for convertible debt		2		1		2

		Deals		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		21st Century Medicine		Not looking for money, so no deals, but several testing partners and potential strategic alliances found		3		3

		Acme		Scheduling 3 departments at Cleveland clinic and 3 at Abington		3		3

		Artann Laboratories		Additional $35,000 retainer paid to Artann in lieu of prospective deal		3		3

		Azevan Pharmaceuticals Inc		$500,000 cash in bank;  ~$1.2 million in clinical development support		1		1

		Eagle Vision Pharmaceutical Corp.		1investment to further advance clinical development of product candidate		2		2		2

		Engineering Arts		Expected March 2008		3		1		1

		IA Threefold Censors		A convertible note for 2.6 M was obtained from the Michigan 21st Century Jobs Fund		4				3

		IA Threefold Sensors		The CAP meetings oriented me to look at the world through investor’s eyes and enabled me to proceed forward with efforts to obtain investment.

		IBET Inc		During this period we continued the technical development of the device in parallel with some new projects, so progress was a little slower than anticipated.  Based largely on what we learned through contacts made with leading spectroscopy companies throu		3

		Ichor Medical Systems, Inc.		DoD contract signed in July 2007 for $2.3M		2		1		1

		Intrinsic Bioprobes Inc		TGEN: $160,000, Amgen: $50,000/year + (anticipated) ~ $50,000/year; duration, up to 20-years.		3		3

		Kinetic Muscles		Ongoing		3		2		2

		Maxwell Sensors		Our technology equity was evaluated as $1.8M in the new joined venture company		1		1

		Nanoprobes, Incorporated		Although we have not advanced significantly through the items in the table since the previous tracking report, our progress towards a deal has been substantial and represents both extensive work on our part and a much more active interest from our potenti		3		2		3

		Optimer Pharmaceuticals		PIPE Financing ~$33 million		1		1		1

		Pinnacle Technology, Inc.		We are not looking for the partnerships as you are referring to above.  However, we are putting in place partnerships with companies have complementary products.  We have 3 such partnerships confirmed in 2007.		4		4		4

		Praevium Research		We expect to complete a deal early in 2008.		3		1		1

		Praevium Research		As we have indicated in a number of places above, we are close to striking a strategic partnership deal in 2008, and we feel the NIH CAP has prepared us to understand how to approach and negotiate such a deal, and to understand what our value proposition		3		1		1

		ProThera Biologics		$500,000 investment deal pending.		3		1		1

		ProThera Biologics		The presentation and documents generated during the CAP were useful in the process of negotiation with the prospective companies.		3		1		1

		SibTech Inc		distributing deal		3		3

		Therapyx, Inc		Partnered on grant proposals (2) Business plan critiqued by outside group. (1)		2		1		1

		Vesticon		Two signed deals from individual investors		2		1		2

		CAP Impact on Partnering and Financing		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		BioAssessments, LLC		My technology is at an early stage, too early for most investors to be interested.  However, my NIH CAP experience was very valuable in helping me plan my current work so that I will be better able to address the issues of concern to investors in the futu		3		1		2

		BioTechPlex Corporation		BioTechPlex has packaged its technologies into a compelling business proposition with which it will seek early stage VC financing.  Biologics presently comprise a rapidly increasing proportion of the drug development pipeline, many of which, aerosol deliv		1				1

		Calibrant Biosystems		No significant outcomes to report at this time, but good progress is being made		3		1		1

		Chemica Technologies		It is very helpful that we learned how to present our technologies to potential partners and investors. However, it is still hard to prepare an adequate Business Plan (targeted to investors).		3		4

		Communication Disorders Technology		As noted in our previous report, we have not been able to mount an effective marketing campaign during this period. We have been devoting most of our effort to a new software system, SPATS (Speech Perception Assessment and Training System) under a Phase 2		2		2		1

		Conversion Energy		CAP provided excellent guidance in providing a succinct and clear business case that was presented to the 3 serious investors.		3		1		3

		customKYnetics, Inc		The concept of a Strategic Alliance partnership and how that could be used to bring customKYnetics’ technologies to the marketplace was first introduced through the CAP program.  This concept has changed our approach to numerous products in development.		4		1

		Eagle Vision Pharmaceutical Corp.		The deal was a follow-on with investors for which prior deal had been completed prior to CAP.  However, the CAP process improved the presentation and focus for the follow-on.		2		2		2

		Engineering Arts		: I met another participant at the Venture Forum in San Jose who was interested in our technology.  He purchased a system from us and we will install it at his facility in March 2008.		3		1		1

		FEO Solutions, Inc.		Although we have not formed any major partnerships or acquired any significant funding, the CAP program has still been very helpful in helping us further define our business strategy so as to be able to continue the pursuit of commercializing the Phase II		3		1

		GLSynthesis Inc.		Mentor input was very useful to refine presentation skills and materials and business plans.		3		1		1

		IA Threefold Censors		The CAP meetings oriented me to look at the world through investor’s eyes and enabled me to proceed forward with efforts to obtain investment.		4				3

		IBET Inc		During this period we continued the technical development of the device in parallel with some new projects, so progress was a little slower than anticipated.  Based largely on what we learned through contacts made with leading spectroscopy companies throu		3

		Maxwell Sensors		As I remembered, no VC shown up in my presentation		1		1

		Nanoprobes, Incorporated		Although we have not advanced significantly through the items in the table since the previous tracking report, our progress towards a deal has been substantial and represents both extensive work on our part and a much more active interest from our potenti		3		2		3

		Physical Sciences		We won a Phase I, Phase II Fast Track program award to complete a comprehensive animal study		2		1		1

		Pinnacle Technology, Inc.		We are not looking for the partnerships as you are referring to above.  However, we are putting in place partnerships with companies have complementary products.  We have 3 such partnerships confirmed in 2007.		4		4		4

		Praevium Research		As we have indicated in a number of places above, we are close to striking a strategic partnership deal in 2008, and we feel the NIH CAP has prepared us to understand how to approach and negotiate such a deal, and to understand what our value proposition		3		1		1

		ProThera Biologics		The presentation and documents generated during the CAP were useful in the process of negotiation with the prospective companies.		3		1		1

		CAP Impact on Company Revenue Growth		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		Chemica Technologies		Changing the focus from partner funding to investment has resulted in greater cash flow but decreased revenue.		3		4

		Communication Disorders Technology		The minor impact does not reflect badly on the CAP, but rather on the combination of the company’s continued practice of entering into new research projects in order to stay in existence, rather than devoting major efforts to marketing and advertising.  T		2		2		1

		Conversion Energy		While CEE continued to rely on grants for 2007 revenue, 2008 will be different because we will be launching 2 products then.  We anticipate that the principal revenue source will be from international sales.		3		1		3

		customKYnetics, Inc		We are working toward FDA approval for at least two (2) SBIR-funded projects and expect market entry within the next 12 months.		4		1

		Engineering Arts		Ongoing customers.		3		1		1

		FEO Solutions, Inc.		we still have the customers we acquired after the NIH-CAP program (partly due to the business strategy we gained from the CAP program).  Again, this has increased our opportunities to keep our cash flow consistent, which helps us continue the pursuit of c		3		1

		IA Threefold Censors		Our product has a long lead time because FDA and CLIA regulations are involved.  Investment has not come in as fast as we projected and we have not been able to hire the engineering staff to translate the prototype into a manufacturable form, so it is too		4				3

		Kinetic Muscles		In 2007, our revenue was still primarily from grants, but not by much.  Revenue from product sales was nearly equal to grant revenue.  In 2008, we expect sales revenue to be five times our grant revenue.  In comparison, our grant revenue was about five ti		3		2		2

		Nanoprobes, Incorporated		Nanoprobes sells a product line which is separate from the products and technology supported by the CAP SBIR grant. However, we have found that attending NIH CAP events, even to promote a separate technology, reinforces our existing business, generating i		3		2		3

		Physical Sciences		We will be in a much stronger position after completion of the Fast Track program		2		1		1

		Pinnacle Technology, Inc.		We believe that 2008 will be our breakout year.  Fourth quarter sales were much higher than the rest of the year.		4		4		4

		Synthasome		The company continues to be on course for bringing to market its first product, and we are using the CAP course as part of our strategy for 2008. Our intent is to bring the product to market in 2008 (through a 510k regulatory pathway), and gain clinical e				0

		Talaria Inc		We are still mostly dependent on SBIR and government contracts for maintaining profitability. Our Heater technology (presented two years ago) continues to be developed with our strategic partner but there is still no funding.		1		1

		CAP Impact on Equity Investment		Comments		Impact of CAP on Partnering and Financing		Impact of CAP on Change in Company Revenue		Impact of CAP on 
Change in Equity Investment

		Communication Disorders Technology		Only a very minor effort to attract equity investment during that period.		2		2		1

		Conversion Energy		The CAP impact was the training we received to evaluate potential investment options in order to proceed to the commercialization phase of our project.		3		1		3

		Nanoprobes, Incorporated		Although not our primary goal, equity investment arose as a possibility from a contact made during our CAP follow-up for a different technology with a different path to market and different strategic development requirements, and we explored the possibili		3		2		3

		Pinnacle Technology, Inc.		The CAP guidance and work allowed us to put together the package to attract the $375,000 investment in Pinnacle to be used for marketing.  This should be the springboard we need to rapidly increase sales.		4		4		4





		Impact of CAP on 
Partnering and Financing				Impact of CAP on 
Change in Company Revenue				Impact of CAP on 
Change in Equity Investment

		Major Impact (5 companies)				Major Impact (2 companies)				Major Impact (1 company)

		customKYnetics, Inc				Chemica Technologies				Pinnacle Technology, Inc.

		IA Threefold Censors				Pinnacle Technology, Inc.

		Pinnacle Technology, Inc.								Some Impact (15 companies)

		SynZyme				Some Impact (27 companies)				Alan Penn & Associates, Inc.

		The Virtual Reality Medical Center				21st Century Medicine				BioAssessments, LLC

						Acme				Conversion Energy

		Some Impact (50 companies)				Aerophase				Eagle Vision Pharmaceutical Corp.

		21st Century Medicine				APD Life Sciences				Guided Therapeutics Inc

		Acme				Artann Laboratories				Gwathmey

		Aerophase				Biomedical Development Corp.				IA Threefold Censors

		APD Life Sciences				Biostatistical Programming Associates				Kinetic Muscles

		Apo Life, Inc.				ChanTest				Leo Lens

		Artann Laboratories				Clever Sys Inc				Molecular LogiX

		BCR Diagnostics				Communication Disorders Technology				Nanoprobes, Incorporated

		BioAssessments, LLC				Detroit R&D, Inc.				Neuronautics Inc

		BioDetection Instruments, LLC				Eagle Vision Pharmaceutical Corp.				TechEn, Inc

		Biomedical Acoustics Research Co.				FM Technologies				The Virtual Reality Medical Center

		Biomedical Development Corp.				Guided Therapeutics Inc				Vesticon

		Biostatistical Programming Associates				Integrative BioInformatics

		Calibrant Biosystems				Intrinsic Bioprobes Inc				No Impact (21 companies)

		ChanTest				Ionwerks, Inc				Apo Life, Inc.

		Chemica Technologies				Kinetic Muscles				BioTechPlex Corporation

		Clever Sys Inc				Kumetrix Inc				Calibrant Biosystems

		Communication Disorders Technology				Leo Lens				CCC Diagnostics LLC

		Conversion Energy				Nanoprobes, Incorporated				Clever Sys Inc

		Detroit R&D, Inc.				PortaScience				Communication Disorders Technology

		Eagle Vision Pharmaceutical Corp.				Sci-Tech				Engineering Arts

		Engineering Arts				SibTech Inc				GLSynthesis Inc.

		FEO Solutions, Inc.				TechEn, Inc				Ichor Medical Systems, Inc.

		FM Technologies				The Virtual Reality Medical Center				Inframat Corporation

		GLSynthesis Inc.				Vical Inc				Lohocla Research Company

		Guided Therapeutics Inc								Lynntech

		Gwathmey				No Impact (42 companies)				NovaRx Corporation

		HemoGenix				ABIOMED Inc				Optimer Pharmaceuticals

		IBET Inc				Alan Penn & Associates, Inc.				Physical Sciences

		Ichor Medical Systems, Inc.				Apo Life, Inc.				Praevium Research

		Intrinsic Bioprobes Inc				Azevan Pharmecueticals Inc				ProThera Biologics

		Ionwerks, Inc				BCR Diagnostics				Solohill

		Kinetic Muscles				BioAssessments, LLC				SynZyme

		Kumetrix Inc				BioDetection Instruments, LLC				Talking Lights LLC

		Leo Lens				Biomedical Acoustics Research Co.				Therapyx, Inc

		Lohocla Research Company				Calibrant Biosystems

		Molecular LogiX				CCC Diagnostics LLC				Blanks (39 companies)

		Nanoprobes, Incorporated				Conversion Energy				21st Century Medicine

		Neuronautics Inc				customKYnetics, Inc				ABIOMED Inc

		Perinatronics Medical Systems, Inc.				DIApedia LLC				Acme

		Phantoms by Design Inc.				Engineering Arts				Aerophase

		Physical Sciences				FEO Solutions, Inc.				APD Life Sciences

		PortaScience				GLSynthesis Inc.				Artann Laboratories

		Praevium Research				Gwathmey				Azevan Pharmecueticals Inc

		ProThera Biologics				HemoGenix				BCR Diagnostics

		Sci-Tech				Ichor Medical Systems, Inc.				BioDetection Instruments, LLC

		SibTech Inc				Inframat Corporation				Biomedical Acoustics Research Co.

		TechEn, Inc				Lohocla Research Company				Biomedical Development Corp.

		Therapyx, Inc				Lynntech				Biostatistical Programming Associates

		Vesticon				Maine Molecular Quality Controls				ChanTest

		Vical Inc				Maxwell Sensors				Chemica Technologies

						Molecular LogiX				customKYnetics, Inc

		No Impact (12 companies)				Neuronautics Inc				Detroit R&D, Inc.

		Azevan Pharmecueticals Inc				NovaRx Corporation				DIApedia LLC

		BioTechPlex Corporation				Optimer Pharmaceuticals				FEO Solutions, Inc.

		CCC Diagnostics LLC				Perinatronics Medical Systems, Inc.				FM Technologies

		DIApedia LLC				Physical Sciences				HemoGenix

		Inframat Corporation				Praevium Research				IBET Inc

		Lynntech				Premitec Inc				Integrative BioInformatics

		Maxwell Sensors				ProThera Biologics				Intrinsic Bioprobes Inc

		Optimer Pharmaceuticals				QED Labs				Ionwerks, Inc

		Premitec Inc				Solohill				Kumetrix Inc

		Solohill				Source Signal Imaging				Maine Molecular Quality Controls

		Talaria Inc				Synthasome				Maxwell Sensors

		Talking Lights LLC				SynZyme				Perinatronics Medical Systems, Inc.

						Talaria Inc				Phantoms by Design Inc.

		Blanks (9 companies)				Talking Lights LLC				PortaScience

		ABIOMED Inc				Therapyx, Inc				Premitec Inc

		Alan Penn & Associates, Inc.				Vesticon				QED Labs

		Integrative BioInformatics								Sci-Tech

		Maine Molecular Quality Controls				Blanks (5 companies)				SibTech Inc

		NovaRx Corporation				BioTechPlex Corporation				Source Signal Imaging

		QED Labs				IA Threefold Censors				Synthasome

		Source Signal Imaging				IBET Inc				Talaria Inc

		Synthasome				Phantoms by Design Inc.				Targeted Gene Delivery, Inc.

		Targeted Gene Delivery, Inc.				Targeted Gene Delivery, Inc.				Vical Inc






