	
	
	D2.5 Tender Documents



[image: ]
[image: ]D2.5 Tender Documents



[image: ]




Tender Document 6 (TD6):
End of phase (1, 2, 3) report



[bookmark: _Toc1369947062][bookmark: _Toc230252928]TENDER DOCUMENT 6 (TD6): END OF PHASE (1, 2, 3) REPORT
· This report is NOT part of the tender for PCP Phase 1. 
· This report only to be filled in and signed by selected contractors at the end of PCP Phase 1 (2 and 3). Please do not modify the template. 
· This report will be treated as confidential (except for the ABSTRACT PCP END OF PHASE REPORT, at the end of this TD6, which is not included in the maximum number of pages). 
· The maximum number of pages of the end of phase report is thirty (30) pages (including images and annexes). The answers must be in Century Gothic, 11pt, single line spacing. 
· Pages that exceed the prescribed number of pages will not be taken into consideration.
[bookmark: _Toc978764453][bookmark: _Toc230204187][bookmark: _Toc230204939][bookmark: _Toc230252929]1. Tenderer details
	DETAILS

	Registered Organisation Name
	

	Registered Address
	

	Postcode
	

	Town / City
	

	Country
	

	Telephone Number
	

	Email Address
	

	Report Author
	

	Delivery Date
	

	Project Reference
	

	Total Contract Cost (in Euro)
	

	End Date
	

	Subcontractors
	


[bookmark: _Int_v5EfXxbK]List of names and location of personnel that carried out the R&D activities. 
	NAME
	ROLE
	LOCATION
	SUBCONTRACTOR
(YES/NO)

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


 
Please note that any changes to this team had to be duly notified in writing to the SHIELD PCP PBG for their approval. 
[bookmark: _Toc1830049094][bookmark: _Toc230204188][bookmark: _Toc230204940][bookmark: _Toc230252930]2. Technical report
Write a report that successively addresses the following numbered topics: 
A. Provide a short description of the innovative solution (in its current form). 
Does the solution meet user needs in terms of functionality and claimed performance thanks to innovation? 
B. What were your aims and objectives at the beginning of this phase? 
C. Please provide a short factual summary of the most significant outcomes of your work and relate these to the original objectives. How do the outputs address the requirements of this PCP (see section 3.6 of the Call for Tenders – TD1)?
D. Describe any changes to the original plan in the tender. What was the reason for these changes?  Please include any circumstances that aided or impeded the progress of the project and the actions taken to overcome them. 
E. Describe the innovative aspects of the work, including any new findings or techniques. In which ways and to which extent does the solution go beyond what existing solutions can achieve? Indicate if your innovative solution is (a) a totally new product / service / process / method; (b) an improvement to an existing product / service / process / method; (c) a new combination of existing products / services / processes / methods and (d) a new use for existing products / services / processes / methods). 
F. Describe where the R&D and other operational activities have been performed. 
G. Please describe what your organization has gained from this project. What new business opportunities have been created? Did the PCP enable you to work with procurers/end-users that you were not working with beforehand? What is the current commercialization success of the solution? Do you expect that participating in the PCP will shorten the time-to-market for your innovation? Do you expect your organization to grow as a result of this project (i.e., personnel growth; turnover growth; growth in market share)? 
H. How mature is the innovative solution in terms of its readiness to be widely commercialized?  How large is the potential market for your solution? Is it a growing / steady / declining market? When can commercialization start (now / in 1 / in 3 / in 5 / in more than 5 years)? Is competition patchy (no major players) / established (but no comparable offering) / fierce? Describe the potential for exploiting the work. Please identify any new intellectual property which has been filed or for which filing is anticipated. 
I. Which future steps do you plan to take to further grow your business? (e.g. attracting additional investors to grow your business, mergers / acquisitions / joint ventures / spin-offs / IPO, setting up sales / distribution channels / marketing activities, expanding to other countries etc.)? 
J. Please insert additional information that may be pertinent. This may be in the form of text, pictures, diagrams, data, graphs that support the work. 
K. [bookmark: _Int_H7Mac3ap]Describe the challenges you encountered. What are the remaining bottlenecks to commercialize your solution (e.g. certification, legislation, etc.)? What type(s) of assistance do you need to address those bottlenecks and grow your business / commercialize your solution more widely? (e.g. EU regulation on x, finding investors, IPR help etc.)? How important was the procurement for your business (would/could you have done it on your own?)? 
[bookmark: _Toc1633154748][bookmark: _Toc230204189][bookmark: _Toc230204941][bookmark: _Toc230252931]3. Financial report
Please provide complete and clear information about the allocation of the budget paid with consideration to the R&D service contract minimum requirement. Use the table below. Add explanation if required.
	CATEGORY
	UNIT PRICE
	QUANTITY
	TOTAL PRICE (€)

	Personnel incl. hourly rates
	Price per hour
	Number of hours per phase
	

	Personnel incl. hourly rates (junior)
	Price per hour
	Number of hours per phase
	

	Personnel incl. hourly rates (medior)
	Price per hour
	Number of hours per phase
	

	Personnel incl. hourly rates (senior)
	Price per hour
	Number of hours per phase
	

	Materials
	Price per unit of material[footnoteRef:1] [1:  It will depend on the particular material that the tenderer is offering. Tenderers can add a table in this specific field.] 

	Number of units of material per phase
	

	Facilities
	Price of using the tenderers facilities for the purposes of SHIELD PCP per hour[footnoteRef:2] [2:  Simple example would be the tenderers facilities´ renting invoice divided by the number of monthly working hours and then the number of units would be the number of hours allocated to SHIELD PCP. ] 

	Number of hours per phase allocated to SHIELD PCP
	

	Overhead costs[footnoteRef:3] [3:  Tenderers can provide a brief description of what is included as overhead cost, considering that they refer to indirect, fixed expenses a business incurs to operate, such as rent, utilities, salaries, and insurance.] 

	Price per unit of item
	Number of units of item per phase
	

	Travel and accommodation
	Price per planned trip
	Number of trips planned
	

	Other costs (please specify)
	Price per unit of item
	Number of units of material per phase
	

	Total price with exclusive development (IPR owned by PBG) (Excl. VAT) 

	
	
	

	Total price with shared IPR (owned by tenderers[footnoteRef:4]) (Excl. VAT)  [4:  The financial compensation valuing the benefits and risks of the allocation of ownership of the IPRs to the contractor (i.e. IPRs generated by the contractor during the PCP), by giving an absolute value for the price reduction between the price offered in the tender compared to the exclusive development price (i.e. the price that would have been quoted where IPR ownership was to be transferred to the procurers). The offer must indicate how this is translated into each of the Phases (by showing two prices in the offer for each Phase).  ] 

	
	
	

	Total price with shared IPR (owned by tenderers) (Incl. VAT) 
(give VAT rate)  
	
	
	



[bookmark: _Toc512922543][bookmark: _Toc230204190][bookmark: _Toc230204942][bookmark: _Toc230252932]4. Abstract PCP End of Phase Report
For publication purposes.Please, write your response in the space provided here.
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