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Building an SBIR program for  
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NIDA’s SBIR Program Positioning  

     $25.3m in total funding 
    Statutory authority: To 

conduct and support research 
…. with respect to the 
prevention of drug abuse and 
the treatment of drug abuser 

    Limited market opportunities 
for small business ($3.1bn –
substance use treatment and 
diagnosis; $47.7bn – cancer; 
$11bn - antidepressant ) 

    Limited number of quality 
applications 

    Absence of dedicated FTEs, 
SBIR/STTR grants managed by 
many POs 

Source: http://officeofbudget.od.nih.gov/spending_hist.html 

http://officeofbudget.od.nih.gov/spending_hist.html�
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NIDA SBIR Team 

1. Elena Koustova, DBNBR 
2.  Augusto Diana, DESPR 
3.  Kristopher Bough, DPMC 
4.  Scott Chen, OEA 
5.  Quandra Scudder, CTN 
6.  Will Aklin, DCNBR 
7.  Cecelia McNamara 

Spitznas, DCNBR 
8.  Dale Weiss, NIDA 

International Program 
9.   Brian H. O'Laughlin, 

NIDA R&D Contracts 
Management Branch, 
Office of Acquisitions 
 



 Findings and recommendations of National 
Research Council to improve the operations of 
an already effective SBIR Program at NIH  (An 
Assessment of the Small Business Innovation Research Program at the National 
Institutes of Health, National Research Council, ISBN: 0-309-10952-3, (2009)) 

 Low relative scores  
 Modest management and leadership 

engagement 
 Limited commercial review 
 Burden on staff/Staff reluctance to 

engage 
 Lack of assessment 
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Envisioning Early Strategy 
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Address Modest Management/Senior 
Leadership Engagement 

 SBIR Webpage on NIDA 
website created  

  Allocated time for regular 
presentations at the NIDA 

Senior Staff Meetings 
  “Tea with NIDA Director” 

celebratory ceremony for 
the winners of the best SBIR 

contract topics contest 
established 

  Separate and transparent 
funding meetings instituted 
by the Senior Leadership 

 NIDA SBIR Idea Board  
is established  

 Visibility of the program 
raised 
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Improve relative scores and  
number of applications 

 Promote the program 
through meetings (Yellow 
T-shirt Campaign) 

 Listserves (LinkedIn 
ThomsonBanker- iBridge) 

 Assist SBCs with 
alternative path 
development (LAE) 

 Scout 
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Scouting and Outreach 

 17 databases 
searched in Science 

and Business 
Reading Room in 
Adams Building of 

the Library of 
Congress 

 NAICS of all 
potential SBCs which 
can conduct research 

in NIDA’s area of 
interest determined 
  Outreach lists 

created 
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Results of implementing  
new SBIR Contract practices 
 

“Products for at-home 
Deactivation of 
Psychoactive 

Prescription Medicines” 



Majority of NIDA SBIR grant 
applications not discussed  

 NIDA grants with one due 
date reviewed by 14 study 
sections  

 Applicants complain about 
the lack of appropriate 
expertise in study sections 

 SBIR/STTR Study Sections: 
 ZRG1 MOSS-K 11 SPECIAL 

EMPHASIS PANEL Small 
Business: Oral, Dental and 
Craniofacial Sciences (NIDCR)  

 MOSS-Q and –S Muscle, 
Orthopedic and Skeletal 
Biology (NIAMS) 

 OTC-H, -R, -T Cancer DD, 
Diagnostics, Radiation Therapy 
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Working on decreasing  
the burden on staff 

For small IC, 
how to find the 

balance? 
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Educating Staff on 
Commercialization Issues  
 Commercialization Assessment Index (CAI) 
 Market Opportunity Analysis (MOA) 
 Strategic Technology Evaluation Program 

(STEP) Model 



 
Evaluating internal ideas for 

SBIR RFPs and RFAs 

Rating Scale 
1. Market size: How many people would purchase 

the product developed in response to your 
contract concept? Who are the customers? 

2. Urgency: How badly do people need this right 
now? 

3. Uniqueness: How unique is this versus what’s 
available? And what is available? 

4. Speed to Market: How quickly can it be created 
and sold? 

5. Cost of Value Delivery: What would it take for 
a small business to create and deliver the value 
you envisioned in your contract concept? 

6. Pricing Potential: What’s the highest price 
people would be willing to pay?  

7. Cost of Customer Acquisition: How easy is it 
to acquire a new customer? 

8. Up-Front Investment: How much is needed to 
invest before having an offer ready?  

9. Up-Sell Potential: What related offers could the 
company, which executes your contract concept, 
present to purchasing customers? 

10. Evergreen Potential: Once the value you 
envisioned in your contract concept is created, 
how much work does the small business have to 
put into it to continue selling? 

 

Final Score 
 Rate each of the 10 factors on a 

scale of 0 to 10, where 0 is 
extremely unattractive  and 10 
is extremely attractive. When in 
doubt, be conservative in your 
estimate.  

 Add up your score. If it is 50 or 
below, move on to another ideas 
– there are better places to 
invest your energy and 
recourses. If 75 and above – 
you have a very promising idea, 
anything between 50 an 75 has 
a potential. 
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NIDA SBIR/STTR Issues and 
Challenges 

 Staff engagement (finding balance?)  
 Peer review (establishing special 

emphasis panel for niche ICs?) 

 Limited number of quality grant 
applications 
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