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    What are the 
opportunities & 

threats? 

What kinds of questions does TDMI
 answer? 

•  How big is the potential market for a given application? What are
 the trends and drivers?  

•  What are the market entry opportunities (e.g., partners that can
 help me get there) and threats (e.g., competitors, regulations) for
 a given application? W
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•  What are the potential applications for my product or product
 idea, or capability? 

•  Is my product or product idea viable for a given application, and if
 not, how might it become viable/competitive?  What are the
 strengths and weaknesses compared to other offerings? 



•  By considering technical parameters, 
complexities, or issues 

•  By assessing commercial opportunities 
and barriers  

•  By gathering real-world insight from 
industry experts 

•  By using a proven process and robust 
tool set 

TDMI will help you …  



How is TDMI executed?  

Capture 
findings 

Meet 

Qualify 

 Determine 
whether client 

is right and 
ready for 

TDMI 

Scope project 
and level of 
effort with 

client 

Engage client 

Plan 

Understand 
what the client 

asset is and 
what the client 
needs to know 

Develop 
search 

strategy 

Meet client 

Research 

Capture 
findings and 
check in with 

client 

Interview 
primary 
sources  

Search 
secondary 

sources 

Synthesize 
information 

Analyze 

Draw 
conclusions 
and prioritize 
opportunities 

Develop SWOT 
analysis 

Report 

Profile best 
opportunities 

and 
recommend 

actions 

Deliver findings 
to client 

Document 
findings 



     A service to search 
outside normal client 
channels to find solutions 
for a specific unmet 
technology-based need 

“technology scouting” 

Technology Scouting incorporates both  
Landscaping (divergent) and  

Targeted Scouting (convergent) research activities.  

Tech Scouting expands your search for 
solutions 
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!  By considering the unmet need and 
providing broad thinking about solving it 
based on fundamental solutions and real-world 
analogues 

!  By landscaping and assessing solution 
providers using refined and prioritized criteria 

!  By gathering real-world insight from 
industry experts to give the client confidence 
in the solutions  

!  By using a proven process that incorporates 
a robust tool set 

Tech Scouting does this …  



Identify  
Solution Spaces 

Select Target  
Spaces 

Understand  
the Problem 

Focus 
on Targets 

Best 
Solutions,  
relevant to 
Client need 

Share findings, iterate throughout with Client 

Client  
technology  

need 

Prequalify Deliver  
Solutions 

How is Tech Scouting executed?  



MAKE Partnership 

MAKE Partnership is
 offering 40% off
 consulting services and
 courses for all
 manufacturers!  
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Qualifying Organizations 
Alaskan Manufacturer with a DUNS number that
 has a NAICS Manufacturing Code  

"  31-33 General Manufacturing  

"  541711 or 541712 Research & Dev.  

"  423510 Metal Service Centers  

"  488991 Packing and Crating  

"  541330 Engineering Services  

"  541380 Testing Laboratories  

"  561910 Packaging and Labeling  

"  811310 Machinery & Equipment 
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For More Information: 

Contacts:  
Jim Bates 

jlbates@go-big.com 

PH 907.854.5790 

Hope Broecker 

hbroecker@swamc.org 

PH 907.562-7380  
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 Questions? 


