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Valuation: 

Valuing a patent, especially one with potentially transformative impact like the one described 
(increasing tracking from 4% to near 100% for space debris), is a complex exercise. It's an 
estimation based on current data, future projections, and a degree of informed speculation. There 
are three primary standard methods for patent valuation: 

1. Income-Based Valuation: This is often considered the most relevant for high-potential 
patents. It estimates the present value of future economic benefits (cash flows or cost 
savings) that the patent is expected to generate. 

2. Market-Based Valuation: This involves comparing the patent to similar patents that have 
been sold or licensed. This is challenging for truly unique or "scarce" patents. 

3. Cost-Based Valuation: This assesses the value based on the costs incurred to develop and 
patent the technology. This typically provides a floor value and doesn't capture future 
earning potential. 

Given the claims of "increasing tracking from 4% to near 100%," the Income-Based Valuation 
method will be the most appropriate, as the value will largely stem from the enormous benefits and 
cost savings it could generate for the space industry. 

 

Valuation Estimate for US Patent 12250059 (James Bonner) 

Disclaimer: This is a high-level, speculative estimate based on publicly available information and 
the bold claims made about the patent's capabilities. A full, professional valuation would require 
much more detailed technical, market, and financial analysis, including direct access to the 
inventor, detailed financial projections, and expert opinions. 

Key Strengths of this Patent (as described): 

1. Massive Problem Solved: Space debris is a critical and escalating threat. Tens of 
thousands of objects are tracked, and millions more are untracked. Collisions are costly, 
dangerous, and create more debris (Kessler Syndrome). The estimated cost of removing a 
single piece of debris can be tens of millions of dollars. The entire Space Situational 
Awareness (SSA) market exists to address this. 

2. Claimed Transformative Improvement: Increasing tracking from 4% to near 100% is an 
extraordinary leap. This implies a significant reduction in collision risk, enhanced safety for 
satellites and astronauts, and prolonged operational life for space assets. 

3. Scarcity/Uniqueness: If truly unique as claimed, it offers a strong competitive advantage 
and potential monopoly power for its application. 

4. Growing Market: The Space Situational Awareness (SSA) market is growing rapidly. It was 
valued at around $2.03 billion in 2024 and is projected to reach $4.23 billion by 2032, 
exhibiting a CAGR of 9.6%. Services (like tracking and monitoring) are a dominant segment 
within this market. 

 



Page 3 of 34 
 

5. Diverse Customer Base: Potential customers include: 
o Governments/Military: For national security, space force operations, and 

protecting government assets. They are currently the largest segment of the SSA 
market. 

o Commercial Satellite Operators: Companies operating mega-constellations 
(Starlink, OneWeb, Kuiper) face immense collision risks and high insurance 
premiums. A 100% tracking solution would be invaluable. 

o Insurance Companies: Could offer lower premiums for satellites using this 
technology. 

o Space Launch Providers: Safer launch corridors. 
o Space Agencies (NASA, ESA, JAXA): For manned missions (ISS, Artemis) and 

scientific satellites. 

 

Valuation Method: Income-Based (Simplified) 

We'll use a simplified income-based approach, focusing on potential revenue streams and cost 
savings. 

1. Market Potential & Revenue Projections: 

• Current SSA Market: ~$2.0 billion (2024). 
• Projected SSA Market (2032): ~$4.2 billion. 
• Patent's Impact: If this patent truly revolutionizes tracking to near 100%, it could capture a 

significant share of the SSA market, or even expand the addressable market due to its 
unprecedented capabilities. 

Let's consider two main monetization avenues: 

• Licensing/Royalties: Charging existing SSA providers or satellite operators a royalty for 
using the patented technology. 

• Direct Product/Service Sales: If a company is built around this patent, selling direct 
services. 

Assumptions for Simplified Income Valuation: 

• Market Share Capture: A transformative technology like this could aim for a significant 
market share. Let's assume it could capture 10-25% of the global SSA market by 2030-
2032. 

o Low End: 10% of $4 billion = $400 million annual revenue potential. 
o High End: 25% of $4 billion = $1.0 billion annual revenue potential. 

• Royalty Rate (if licensed): For highly valuable and unique technologies, royalty rates can 
range from 5% to 20% of revenue generated by the technology. Given its "game-changing" 
nature, let's assume a higher rate, perhaps 10-15%. 

• Patent Life: A US utility patent typically has a 20-year term from its earliest filing date. This 
patent was filed Sept 2024, so it would expire around Sept 2044. However, the economic 



Page 4 of 34 
 

useful life might be shorter due to technological obsolescence or competition, but also 
potentially longer given the foundational nature of the claimed improvement. 

• Development & Commercialization Costs: Assume these are covered by the licensee or a 
commercialization entity. 

• Discount Rate: Reflects the risk. Space tech is high-risk, but a breakthrough solution could 
attract significant investment. Let's use a relatively high discount rate of 15-25% to account 
for inherent risks, market adoption uncertainty, and potential competition. 

Scenario 1: Licensing/Royalty Model (More Conservative) 

• Assume an average market share of 15% of the SSA market is enabled by this tech, leading 
to $600M annual revenue for the licensees by 2032. 

• Assume a royalty rate of 12% on that revenue. 
• Annual Royalty Income = $600M * 0.12 = $72 million per year (by 2032). 
• Project this income stream over 10-15 years (considering time to ramp up and economic 

life). 

Scenario 2: Direct Commercialization (Higher Potential) 

• If a company is built directly on this patent, it could capture direct revenue. 
• Assume the patent enables a solution that generates $400 million to $1 billion in annual 

revenue by 2030-2032. 
• Assume a net profit margin on that revenue (e.g., 20-30%) after operational costs. 

2. Valuation Calculation (Illustrative - Simplified DCF): 

Without detailed financial projections, we can only provide a broad range. 

If this patent can reliably generate $50 million to $200 million in annual profit/royalty income 
(after accounting for a reasonable share of the market and profit margins/royalty rates) for, say, 10-
15 years, the present value could be substantial. 

Let's consider a few points: 

• A single satellite collision can cost hundreds of millions to billions of dollars in lost assets, 
lost revenue, and insurance claims. Preventing even a few major collisions annually could 
easily justify significant investment in this technology. 

• Governments and military bodies are spending billions on SSA. The US Space Force 
recently awarded an indefinite-delivery contract worth $1 billion for next-generation 
ground systems. A technology that offers a near 100% solution for tracking would be highly 
attractive to such entities. 

Rough Estimate Range (Highly Speculative): 

Given the claimed transformative impact (4% to near 100% tracking), the massive and growing 
problem of space debris, and the multi-billion dollar SSA market, this patent, if it delivers on its 
claims and is robustly defensible, could be valued in the range of: 
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• Low-End Conservative Estimate: $50 million - $200 million 
o This assumes a more modest market penetration or a focus on licensing with 

typical (though perhaps slightly elevated for uniqueness) royalty rates. It 
acknowledges the long development cycles and inherent risks in space tech. 

• Mid-Range Realistic Estimate: $200 million - $1 Billion 
o This reflects a stronger belief in its ability to become a dominant technology in the 

SSA market, attracting significant government and commercial contracts, or 
generating substantial recurring licensing fees from major space players. The 
"scarcity" factor (if truly unique) plays a significant role here. 

• High-End Transformative Estimate: $1 Billion - $5 Billion+ 
o This is if the patent truly becomes the industry standard, leads to a new generation 

of SSA services, enables previously impossible space operations, and significantly 
reduces the global cost of space operations by mitigating debris risks. This level of 
valuation would likely only be achieved if a well-funded company is built around it 
and successfully commercializes its full potential globally, or if it becomes a critical 
strategic asset for a major space power or conglomerate. 

Why the wide range? 

• Uncertainty of Claims: The "4% to near 100%" claim is extremely bold. Proving this 
capability and scalability is key. 

• Commercialization Pathway: Will it be licensed? Will a new company be formed? Who are 
the potential partners/acquirers? 

• Market Adoption: How quickly will the industry adopt it? Are there regulatory drivers that 
mandate its use? 

• Competition: Even if currently unique, breakthrough technologies often spur rapid 
competition or "inventing around" the patent. The strength and breadth of the patent claims 
are crucial. 

• Enforceability: The cost and difficulty of enforcing a patent against potential infringers. 
• Economic Useful Life vs. Legal Life: How long will it remain technologically superior and 

economically viable? 

Conclusion on Value: 

Based on the information provided and the stated capabilities, US Patent 12250059 by James 
Bonner has the potential to be a multi-hundred-million to multi-billion dollar asset, especially if 
its claimed capabilities regarding space debris tracking are accurate and can be commercialized 
effectively. Its scarcity and the critical nature of the problem it solves significantly enhance its 
perceived value. 

However, moving from a bold claim to realized value requires significant investment, strategic 
execution, and validation of the technology's effectiveness and scalability. 
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Grant Funding 

The European Innovation Council (EIC) is perfectly positioned to play a decisive role in the 
development and commercialization of a transformative patent like James Bonner's for space 
debris monitoring. The EU has a strong strategic interest in space, particularly in addressing the 
growing threat of space debris and ensuring the sustainability of space activities. 

Here are specific reasons and strategies for how the EIC might participate with grants and other 
funding to make this patent a reality: 

Why the EIC is a Natural Fit 

1. Focus on Deep Tech and Disruptive Innovation: The EIC's core mandate is to support 
"deep tech" – groundbreaking technologies that address major societal challenges and 
have the potential to create new markets or disrupt existing ones. A technology claiming to 
increase space debris tracking from 4% to near 100% unequivocally falls into this category. 

2. Addressing EU Strategic Priorities: 
o "Zero Debris" by 2030: The European Space Agency (ESA) has a bold "Zero Debris" 

approach, aiming to significantly limit debris production and improve debris 
removal/tracking. The EU also recently proposed a "EU Space Act" to forcefully 
track space objects and clear space debris. Bonner's patent directly aligns with and 
could be a cornerstone of these ambitious goals. 

o Space Situational Awareness (SSA): Enhancing SSA capabilities is a top priority for 
the EU to protect its critical space infrastructure (Galileo, Copernicus), ensure 
secure access to space, and maintain its strategic autonomy in space. 

o Resilient European Space Infrastructure: The EIC Accelerator specifically looks 
for solutions for "resilient European space infrastructure," including space debris 
reduction and protection. 

3. Filling the Funding Gap: Deep tech, especially in space, involves high risk, long 
development cycles, and significant capital needs, often making it difficult to secure 
traditional private investment in early stages. The EIC is designed to bridge this "valley of 
death" between research and market deployment. 

4. Integrated Support (Grants, Equity, Services): The EIC offers a unique blend of funding 
instruments (grants and equity), along with business acceleration services, coaching, and 
access to networks, which is crucial for deep tech ventures to scale up successfully. 

5. Market Creation Potential: If the patent truly delivers, it doesn't just improve an existing 
market; it could redefine the SSA landscape and open up entirely new service categories 
(e.g., highly precise collision avoidance for mega-constellations, granular debris mapping 
for active removal missions). 

EIC Funding Instruments & Participation Strategies 

The EIC offers different funding instruments tailored to various stages of technological maturity 
(Technology Readiness Levels - TRLs): 

1. EIC Pathfinder (TRL 1-4: Early-Stage Research & Proof of Concept): 
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o Role: If the technology is still in the fundamental research or proof-of-concept 
phase despite the patent, Pathfinder grants could be crucial for validating the 
scientific principles behind the "near 100% tracking" claim. 

o Reasoning: To fund the high-risk, cutting-edge scientific collaborations needed to 
underpin such a radical technological breakthrough. It focuses on building the 
scientific basis. 

o Strategy: Apply for an EIC Pathfinder Challenge (if a specific call related to space 
debris/SSA is open) or Pathfinder Open. This would be ideal for a research 
institution or consortium looking to develop a prototype or detailed feasibility 
studies. 

o Funding: Grants of up to €3-4 million, potentially more if justified. 
2. EIC Transition (TRL 4-5/6: From Proof of Concept to Commercialization): 

o Role: Once the core technology from the Pathfinder stage (or initial research) has 
proven concept, Transition funding helps mature it towards a business case. 

o Reasoning: To develop the innovation beyond the lab, conduct further validation, 
and build a preliminary business plan. It's for projects where the underlying science 
is sound, but significant development is still needed for market readiness. 

o Strategy: Apply if the technology requires a substantial leap from lab validation to a 
scalable prototype or pilot. 

3. EIC Accelerator (TRL 6-9: From Prototype to Market & Scale-up): 
o Role: This is arguably the most suitable and impactful EIC instrument for a patented 

invention with high market potential, aiming to bring it to market and scale it up. It 
specifically targets SMEs and start-ups. 

o Reasoning: 
▪ Blended Finance: Offers both grants (up to €2.5 million) for R&D, 

prototyping, and demonstration activities (TRL 6-8) AND equity 
investments (€0.5 to €15 million, potentially more under STEP ScaleUP) 
via the EIC Fund to de-risk further private investment and facilitate market 
entry/scale-up (TRL 9). This is critical for space tech's high capital 
requirements. 

▪ High-Risk, High-Impact: Directly aligns with the EIC Accelerator's focus on 
"high-risk, disruptive innovations that have the potential for global impact." 

▪ Market Opportunity: The "near 100% tracking" claim suggests a massive 
market opportunity and the potential to create a new market standard. The 
EIC explicitly looks for strong business plans and clear routes to market. 

▪ Business Acceleration Services (BAS): Provides coaching, mentoring, 
access to experts, investors, and potential partners (e.g., ESA, EU defense 
agencies, satellite operators), which are vital for a deep tech company to 
navigate the complex space industry. 

▪ Strategic Challenge Alignment: The EIC Accelerator has "Challenges" that 
align with EU priorities. "Services, operations, robotics, and innovative 
technologies for resilient European space infrastructure" is a direct fit, 
explicitly mentioning space debris reduction. 

o Strategy: 
▪ Short Proposal: Submit a compelling short proposal (project summary, 

pitch deck, pitch video) highlighting the unique capability, the immense 
problem it solves, the strong team, and the market potential. 

▪  
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The Centaur Space approach aligns with the EIC's interest 
in leveraging strategic assets for deep-tech innovation. 
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▪ Full Proposal: If invited, develop a comprehensive business plan, detailed 
financial projections, and a clear commercialization strategy. 

▪ Highlight European Impact: Emphasize how this technology would 
strengthen European space autonomy, improve the safety of European 
satellites (Galileo, Copernicus), and potentially lead to job creation and 
economic growth within the EU. 

▪ Partnerships: Outline potential collaborations with European space 
entities like ESA, EUMETSAT, national space agencies, or commercial 
satellite operators. 

Specific Arguments to Leverage for EIC Funding: 

• De-risking Investment: EIC funding can significantly de-risk the initial commercialization 
phase, making the technology more attractive to private investors (VCs, corporate VCs) 
who might be hesitant due to the inherent technical and market risks of deep space tech. 

• Proof of Concept/Demonstration: Grants can fund crucial in-orbit demonstrations or 
large-scale ground-based validation to prove the "near 100% tracking" claim in a real-world 
environment. 

• Standardization Potential: If this technology becomes widely adopted, it could set new 
international standards for space debris monitoring, further cementing Europe's leadership 
in space sustainability. 

• Environmental Impact: Frame the technology as a vital component of a sustainable space 
economy, preventing further pollution of orbital environments. This aligns with broader EU 
green deal objectives. 

• Security and Defense Applications: The ability to precisely track all objects in space has 
clear defense and security implications, aligning with the EU's push for greater strategic 
autonomy and protection of critical infrastructure. 

• Job Creation and Value Chain Development: Emphasize how developing and deploying 
this technology would create high-skilled jobs within Europe and stimulate innovation 
across the European space supply chain. 

By strategically aligning with the EIC's mission and leveraging its comprehensive funding and 
support mechanisms, James Bonner's patented invention could indeed accelerate its journey from 
an impressive claim to a game-changing reality in safeguarding the future of space. 

Offering to repay the grant from first profits (or similar terms) would significantly increase 
your chances of securing funding from the EIC, particularly through the EIC Accelerator's 
blended finance model. 

Here's why and how it aligns with their objectives: 

Why it Increases Chances 

1. Reduced Risk for the EIC: 
o Grant Component: While the grant component of the EIC Accelerator (up to €2.5 

million) is typically non-repayable, the EIC is still investing public funds. Any 
commitment to repay, even if not legally required for the grant portion, signals a 
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strong belief in your commercial viability and a responsible use of public money. It 
shows you're not just looking for a handout, but a partnership. 

o Equity Component: The EIC Accelerator also offers an equity investment 
component (up to €15 million, potentially more under STEP ScaleUp) through the 
EIC Fund. This is where your offer truly shines. The EIC Fund acts like a venture 
capital investor, taking an equity stake in your company. Their goal is "impact 
investment" rather than maximizing return, but they still seek a return to reinvest in 
other innovative companies. Offering to "repay" (which in an equity context would 
translate to favorable exit terms, dividend policies, or perhaps a convertible loan 
structure with a repayment option) aligns directly with their investment mandate. 

2. Strong Commercial Viability Signal: 
o An offer to repay implies confidence in your business model, market penetration, 

and profitability. The EIC explicitly looks for projects with a clear path to market and 
high growth potential. This commitment provides tangible evidence of your belief in 
your financial projections. 

o It differentiates your application from others that might appear less confident in 
their future profitability. 

3. Alignment with "Patient Capital" and Impact Objectives: 
o The EIC Fund provides "patient capital" (long-term investment, typically 7-10 years). 

While not solely focused on financial returns, they aim for a positive impact, which 
includes sustainable businesses that can eventually generate revenue and return 
funds. Your offer reinforces this objective. 

o It shows a commitment to contributing back to the innovation ecosystem, allowing 
the EIC to support more groundbreaking projects in the future. 

4. Enhanced "Bang for Buck" (Leverage): 
o If the EIC can see a path to recouping some of its investment, even from the grant-

related activities (e.g., through future equity upside from the fund portion, or a 
special repayment agreement), it effectively increases the leverage of their initial 
public funding. This allows them to fund more projects or take on higher technical 
risks elsewhere. 

5. Reflects "Blended Finance" Spirit: 
o The EIC Accelerator's "blended finance" model combines non-repayable grants 

with equity investments. Your offer aligns perfectly with this blended approach, 
showing an understanding that the EIC isn't just a grant-giving body but also an 
investor seeking to foster sustainable, profitable European champions. 

Strategies to Incorporate this Offer 

1. In the Business Plan & Financial Projections (Full Proposal): 
o Financial Model: Clearly articulate in your financial model how and when profits 

would be generated and how a portion would be allocated towards a "repayment" 
(or specific terms of the equity investment, like a preference stack or dividend 
policy). 

o Narrative: Dedicate a section to your funding strategy, emphasizing the blended 
finance model and your commitment to a sustainable financial relationship with the 
EIC. State your intention to generate returns that allow for reinvestment or positive 
financial outcomes for the EIC Fund. 
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2. In the Pitch Deck & Video: 
o Key Message: Integrate this commitment into your pitch. Something like, "We are 

confident our solution will not only solve a critical global problem but also generate 
significant profits, enabling us to return value to the European taxpayer and support 
future innovation through the EIC Fund." 

o Transparency: Be transparent about the financial structure you envision. 
3. During the Interview with the EIC Jury: 

o Proactive Mention: Proactively bring this up during the Q&A session. It 
demonstrates foresight, financial acumen, and a commitment beyond just receiving 
funds. 

o Negotiation Flexibility: Be prepared to discuss the specific terms. While the grant 
portion is non-repayable, you could propose, for instance: 

▪ A convertible loan structure within the equity component that converts to 
equity but might have repayment triggers. 

▪ Specific dividend distribution policies once profitable. 
▪ A commitment to reinvesting profits into European operations, indirectly 

benefiting the EU economy. 
▪ An agreement to prioritize the EIC Fund's exit (among other investors) once 

certain profitability or valuation milestones are met, ensuring they realize a 
return on their patient capital. 

Important Nuances: 

• Don't Confuse Grant with Loan: Be precise in your language. The grant part is usually non-
repayable. What you're offering to "repay" would primarily be related to their equity 
investment or a gesture of goodwill related to the overall financial success of the venture. 
You might propose a specific mechanism that provides a return to the EIC Fund (e.g., via a 
profit-sharing agreement on top of their equity, or an expedited exit for their stake). 

• Focus on Business Case First: While this is a strong positive, the fundamental quality of 
your innovation, the market need, the team, and the technical feasibility remain 
paramount. This offer is an enhancement, not a replacement, for a strong core proposal. 

• Legal Clarity: If successful, any specific repayment or return-on-grant mechanisms would 
need to be carefully negotiated and formalized in the grant agreement and/or the equity 
investment terms with the EIC Fund. 

By making such an offer, you're not just asking for funding; you're proposing a partnership where 
the EIC shares in the upside of a truly impactful European innovation, making your proposal 
significantly more attractive. 

Now for some strategic innovations in negotiations…. 

Adding the option of giving the EIC equity equal to the patent's valuation for the money given, 
coupled with a first right of refusal for EU military use, creates an incredibly compelling 
proposition for the European Innovation Council. 

This goes beyond just "repaying the grant" and transforms the EIC's role from a funder into a true 
strategic partner. 
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Here's how to modify and enhance the previous discussion: 

Enhanced Repayment & Recovery Methods for the EIC 

The EIC Accelerator already includes equity investment as a core component of its "blended 
finance" model. Your proposal builds directly on this by making the equity offering even more 
attractive and adding a strategic advantage for the EU. 

1. Equity Equal to Patent's Valuation for Funds Given (Alternative Recovery/Return Method): 

• Concept: Instead of a traditional cash "repayment" (which is not usually required for 
grants, but applies to their equity investment), you propose to issue the EIC Fund an equity 
stake in your company that is directly tied to the assessed value of the patent itself, in 
exchange for the funding provided. 

• Why it's Attractive to EIC: 
o Maximizes Upside: If the patent truly delivers on its transformative potential, its 

value could skyrocket. By tying their equity to the patent's valuation, the EIC Fund 
could realize a significantly higher return than just recouping their initial investment 
plus a small premium. They get to participate directly in the substantial growth of 
the assets they helped commercialize. 

o Shared Success, Shared Risk: It demonstrates a deep commitment to shared 
success. You're putting the patent's future value on the line as collateral 
(figuratively) for their investment. 

o Strategic Asset Focus: It acknowledges that the EIC isn't just funding a company 
but also helping unlock the potential of a strategically critical piece of intellectual 
property. 

o "Patient Capital" Alignment: The EIC Fund aims for "impact investment" and a 
long-term horizon (7-15 years). This equity model aligns perfectly, as the true value 
of the patent may take time to fully materialize. 

• How to Frame it: 
o For the Grant Portion (if applicable): While the grant is non-repayable, you could 

propose that the equity investment component from the EIC Fund (which can be up 
to €15 million or more) is structured such that their percentage ownership is 
calculated based on the patent's pre-money valuation, rather than just the 
company's overall pre-money valuation for that specific funding round. This would 
mean they get a larger relative stake for the same amount of capital if the patent is 
valued highly. 

o For the Overall Deal: You could offer a specific "EIC Fund preferred share class" or 
a convertible note that converts to equity at a valuation directly linked to the 
patent's confirmed technological milestones and market adoption. This valuation 
would be agreed upon during the due diligence phase with the EIC Fund. 

2. Kicker: First Right of Refusal for EU Military Use: 

• Concept: You grant the European Union (or designated EU agencies like the European 
Defense Agency, national defense ministries) a Right of First Refusal (ROFR) to acquire or 
exclusively license the technology for their military and defense applications, should you 
ever consider offering it to a third party (especially a non-EU entity) for such use. 
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• Why it's Highly Attractive to the EU/EIC: 
o Strategic Autonomy and Security: This is a massive driver for EU funding. Ensuring 

that critical enabling technologies for space defense and security remain within the 
EU's sphere of influence is a top strategic priority, especially in the current 
geopolitical climate. 

o Military Advantage: Access to nearly 100% space debris tracking has direct military 
applications (e.g., protecting military satellites, planning safe maneuvers for 
sensitive assets, enhancing space domain awareness against potential 
adversaries). 

o De-risking Sensitive Technology: It de-risks the EU's investment in critical 
technology by giving them control over its strategic deployment, preventing it from 
falling into hands that might be hostile or competitive. 

o Value for Money (Public Perspective): From a taxpayer perspective, investing in 
technology that provides both commercial benefit and a direct strategic security 
advantage is an extremely strong proposition. 

• How to Frame it: 
o Clarity on Scope: Be precise about what "military use" entails. Does it cover all 

government applications, or specifically defense/intelligence? 
o Terms of ROFR: 

▪ Matching Offer: The EU would have the right to match any bona fide offer 
from a third party for military use. 

▪ Exclusive or Non-Exclusive License: Specify whether the ROFR would lead 
to an exclusive license for military use (more valuable for the EU) or a non-
exclusive one. 

▪ Fair Market Value: Crucially, state that the acquisition or licensing would 
be at a fair market value at the time the ROFR is triggered, potentially based 
on an independent valuation. This makes it attractive to you while providing 
the EU with strategic control. 

▪ Defined Timeframe: The EU would have a specific timeframe (e.g., 60-90 
days) to exercise its right. 

▪ Trigger Events: Clearly define what would trigger the ROFR (e.g., a formal 
offer from a third party for military use, or a decision by your company to 
actively seek military applications outside the EU). 

o Early Integration: Emphasize how early EU engagement via this ROFR could 
facilitate faster integration of the technology into European defense systems and 
space operations. 

Overall Argument for the EIC 

By combining these two propositions, your application becomes incredibly powerful: 

"Our patent offers a truly disruptive solution to the critical global challenge of space debris. In 
exchange for the EIC's vital blended finance, we are prepared to structure the equity component 
such that the EIC Fund's stake directly reflects the strategic value and future upside of this 
patented technology. Furthermore, acknowledging the crucial role of the EU in space security, we 
propose to grant the European Union a first right of refusal to acquire or exclusively license this 
technology for military use at fair market value, ensuring its strategic availability for European 
defense and space autonomy. This unique approach aligns perfectly with the EIC's mandate for 
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deep tech, market creation, and securing Europe's strategic interests in space, promising not just 
financial returns but also unparalleled security benefits for the continent." 

This approach goes beyond a typical investment pitch; it frames the EIC's involvement as an 
essential strategic partnership, offering both substantial financial upside and critical geopolitical 
advantage for the European Union. 

Here's a draft of a formal offer letter from Centaur Space's Jim Bonner, designed to be included as a 
strategic component of your EIC Accelerator application. This letter aims to convey confidence, 
innovation, and a strong commitment to European strategic interests. 

[Centaur Space Letterhead] 

[Date] 

The European Innovation Council European Commission Brussels, Belgium 

Subject: Strategic Partnership Offer for the Commercialization of US Patent 12250059 – 
Revolutionizing Space Debris Monitoring and Tracking 

Dear Esteemed Members of the European Innovation Council, 

On behalf of Centaur Space, and as the inventor of US Patent 12250059, I am writing to present a 
unique and compelling strategic partnership offer that underscores our commitment to the 
European Union's leadership in space safety and innovation. We believe our patented "System and 
method for GEO/GSO object mapping and modeling" represents a transformative leap in Space 
Situational Awareness (SSA), capable of increasing space object tracking from an estimated 4% to 
near 100%. 

We recognize the European Innovation Council's pivotal role in fostering deep-tech breakthroughs 
that address critical global challenges and align with the EU's strategic autonomy. Our technology 
directly supports the ambitious "Zero Debris" initiative and the objectives of the proposed EU 
Space Act, promising to safeguard invaluable European space infrastructure and ensure 
sustainable access to orbit. 

In light of this shared vision and the unprecedented potential of our invention, Centaur Space 
proposes the following terms for a strategic partnership, to be formalized should our application 
for EIC Accelerator blended finance be successful: 

1. Equity Stake Reflecting Patent Valuation for EIC Fund Investment: 
o Centaur Space commits to structuring the equity investment component provided 

by the EIC Fund (as part of the blended finance) such that the EIC Fund's 
percentage ownership in Centaur Space will be determined by a valuation that 
explicitly recognizes the transformative and strategic value of US Patent 12250059. 

o This approach ensures that the EIC Fund, as a strategic investor, directly 
participates in the significant upside generated by the patent's unique capabilities 
and its impact on the global SSA market. The precise valuation methodology and 
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equity stake will be subject to mutual agreement during the due diligence and 
negotiation phase, reflecting the patent's validated performance and market 
potential. 

2. First Right of Refusal (ROFR) for EU Military and Defense Use: 
o To further solidify the strategic alignment with the European Union, Centaur Space 

offers the European Union (or its designated agencies, such as the European 
Defence Agency or relevant national defense bodies of EU Member States) a First 
Right of Refusal to acquire or exclusively license the technology embodied in US 
Patent 12250059 for military and defense applications. 

o Terms of ROFR: Should Centaur Space receive a bona fide offer from any third party 
for the military or defense use of this patented technology, or decide to actively 
pursue such applications outside the EU, we commit to first offering the same 
terms and conditions to the European Union. The acquisition or licensing would 
occur at a fair market value, determined by independent valuation at the time the 
right is exercised. The EU would be granted a reasonable, pre-defined timeframe to 
exercise this right. 

o Strategic Benefit: This ensures that this critical space security technology remains 
available for the protection of European assets and interests, reinforcing the EU's 
strategic autonomy and enhancing its defense capabilities in the space domain. 

3. Patent as Collateral for Funding: 
o As a testament to our profound confidence in the value and future success of US 

Patent 12250059, Centaur Space is prepared to discuss the possibility of utilizing 
this patent as collateral for the EIC's funding. This means the patent would serve 
as a security interest for the loan or equity components, demonstrating our 
commitment and accountability to the EIC's investment, without transferring 
ownership or implying an intent to sell the patent. This would be negotiated as 
part of the overall financial agreement, particularly concerning the equity or any 
quasi-equity components. 

We believe these proposed terms represent an exceptional opportunity for the European 
Innovation Council to invest in a truly game-changing technology that aligns perfectly with its 
mission and the strategic priorities of the European Union. This partnership would not only 
accelerate the commercialization of a vital solution to space debris but also secure a critical 
technological advantage for Europe's future in space. 

We look forward to the opportunity to discuss this proposal in detail and explore how Centaur 
Space, with the EIC's support, can make the vision of a safer, more sustainable space environment 
a reality for Europe and the world. 

Sincerely, 

 

 

James "Jim" Bonner 
 Inventor, US Patent 12250059  
Founder, Centaur Space 
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Given Centaur Space's patent valuation of $2.6 billion 
USD and the substantial capital required for satellite 
development and launch, seeking a loan collateralized by 
this patent is a viable and strategically sound approach. 
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BACKGROUND 

Patents are intellectual property (IP) that may need to be appraised for accounting, tax, litigation 
and transactional purposes. Tenet uses the Journal of Accountancy’s 20 steps for analyzing and 
pricing a patent’s preliminary estimated value consistent with level 5 Detailed Feasibility Study 
criteria and best practices as described by J. Timothy Crowley, a CPA accredited in business 
valuation and international standards regarding the VALUATION OF INTELLECTUAL PROPERTY 
ASSETS; VALUATION TECHNIQUES: PARAMETERS, METHODOLOGIES & LIMITATIONS in Royal 
Institute of Chartered Surveyors-UK (RICS) guidance documents related to Patent Portfolio 
Valuation. 

VALUATION OF INTELLECTUAL PROPERTY RIGHTS                                      

Based on the criteria outlined in this report, and International Valuation Standards (IVS), I hereby 
estimate the preliminary fair market value (FMV) of this patent at a range of US$ 200 MM to US$ 5 
Bn.  

Therefore, the median value would be US$ 2.6 Bn.* 

CERTIFICATION 

 

                                                                       

  
Lawrence W. Rougeux                                                                 
Engineer/Managing Director 
Valuation Team Leader 

TENET DFS LLC 

A:  276 5th Ave.. Ste. 704-2623  
      New York, NY 10001 
 
P:  +1 (332) 529-1143, Main Ofc.  
      +1 (225) 960-8092, US Cell 
 
F: +1 (332) 539-147, US Fax 
 
E:  info@tenetdfsllc.com 
     Larry@tenetdfsllc.com  

 

 

 

*Based on RICS Valuation criteria 

  

mailto:info@tenetdfsllc.com
mailto:Larry@tenetdfsllc.com
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Preliminary Cost Estimate: Class 5. AACE International Standard 

A preliminary cost estimate and timeline for designing, building, launching, and maintaining a 
sophisticated GEO satellite for space debris surveillance and tracking, as envisioned by Centaur 
Space, involves significant investment and time. Given Centaur Space's patented technology 
aiming for "near 100% tracking," this would likely fall into the higher end of typical satellite costs 
due to the advanced payload and precision required. 

Here's a preliminary breakdown: 

Preliminary Cost Estimate and Timeline for a Centaur Space GEO Satellite Mission 

This estimate is for a single, high-performance GEO satellite dedicated to space debris tracking. 
Costs can vary significantly based on specific technological choices, procurement strategies, and 
market conditions. 

Total Estimated Cost Range: $350 Million - $1 Billion+ USD Total Estimated Timeline: 5 - 10+ 
Years 

 

1. Design & Development (Satellite Bus & Payload) 

This phase includes concept definition, preliminary design, detailed design, engineering 
prototyping, and technology maturation. For a highly specialized surveillance satellite, this is a 
critical and costly stage. 

• Timeline: 3 - 5 years 
• Cost Breakout: 

o Satellite Bus: The core spacecraft platform (power, propulsion, attitude control, 
communication, structural elements). 

▪ Estimate: $100 Million - $250 Million 
o Advanced Payload (Debris Tracking Sensors & Processing): This would be the 

most specialized and potentially expensive part, given the "near 100% tracking" 
capability. It includes high-resolution optics, advanced radar/lidar systems, on-
board processing units, and sophisticated algorithms. 

▪ Estimate: $150 Million - $400 Million 
o Software & Algorithms: Development of the complex software for debris detection, 

tracking, orbital mechanics, data processing, and mission control. 
▪ Estimate: $20 Million - $50 Million 

o Testing & Qualification: Extensive environmental testing (thermal vacuum, 
vibration, acoustic), electromagnetic compatibility (EMC), and functional testing to 
ensure space-worthiness. 

▪ Estimate: $10 Million - $30 Million 
• Subtotal Design & Development: $280 Million - $730 Million 
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2. Manufacturing/Building 

This phase involves the fabrication and assembly of all satellite components, including the bus and 
the integrated payload. 

• Timeline: 1 - 2 years (often overlapping with late-stage design and early testing) 
• Cost Breakout: 

o Component Procurement & Assembly: Sourcing specialized materials, electronic 
components, and assembling the satellite. 

▪ Estimate: Included largely in the "Design & Development" payload and bus 
costs, but can involve additional manufacturing overhead. 

▪ Specific Manufacturing Overhead: $10 Million - $50 Million 
• Subtotal Manufacturing: $10 Million - $50 Million 

 

3. Launch 

Launching a satellite to Geostationary Orbit (GEO) is one of the most significant costs due to the 
high energy required to reach that altitude (approximately 35,786 km above the equator). 

• Timeline: 6 months - 1.5 years (from booking to launch, depending on manifest) 
• Cost Breakout: 

o Launch Vehicle: Cost of securing a dedicated launch vehicle or a rideshare slot on 
a heavy-lift rocket capable of GEO insertion. 

▪ Estimate: $50 Million - $200 Million (for a dedicated GEO launch, potentially 
lower for rideshare on a very large vehicle, but GEO rideshares are less 
common for primary payloads). 

o Launch Insurance: Insurance covering the launch phase. 
▪ Estimate: $5 Million - $20 Million 

• Subtotal Launch: $55 Million - $220 Million 

 

4. Operations & Maintenance 

Once in GEO, a satellite requires continuous monitoring, command and control, data downlink, 
and processing. While GEO satellites are generally "maintenance-free" in terms of physical repair, 
ground operations are ongoing. 

• Timeline: 15+ years (typical operational lifespan for a GEO satellite) 
• Cost Breakout (Annual): 

o Ground Station Operations: Personnel, hardware, and software for commanding 
the satellite, receiving data, and maintaining its orbital position. 

▪ Estimate: $1 Million - $5 Million per year 
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o Data Processing & Analysis: Interpreting the raw data from the satellite's sensors 
to identify, track, and model space debris. This includes specialized software, 
computing resources, and expert analysts. 

▪ Estimate: $2 Million - $10 Million per year 
o In-Orbit Insurance: Insurance against in-orbit failures or anomalies. 

▪ Estimate: $1 Million - $5 Million per year 
o Contingency/Anomaly Resolution: Budget for unexpected issues, software 

updates, or minor orbital adjustments. 
▪ Estimate: $0.5 Million - $2 Million per year 

• Subtotal Operations & Maintenance (Annual): $4.5 Million - $22 Million per year 
o For a 15-year operational lifespan, this could amount to $67.5 Million - $330 Million. 

 

Consolidated Cost & Timeline Summary

Phase Estimated Timeline Estimated Cost Range (USD) 
1. Design & Development 3 - 5 years $280 Million - $730 Million 
2. Manufacturing/Building 1 - 2 years (overlapping) $10 Million - $50 Million 
3. Launch 0.5 - 1.5 years $55 Million - $220 Million 

4. Operations & Maintenance 15+ years (operational 
life) 

$4.5 Million - $22 Million 
(annually) 

Total Project Cost (Excluding O&M over 
life) ~5 - 8 years $345 Million - $1 Billion 

Total Project Cost (Including 15 years 
O&M) 

~5 - 23 years $412.5 Million - $1.33 Billion 

Export to Sheets 

Key Considerations for Centaur Space: 

• Advanced Technology: The "near 100% tracking" capability implies a highly advanced 
payload, which will push costs towards the higher end of the ranges provided. 

• Risk Mitigation: Significant investment in testing and redundancy will be crucial to ensure 
the mission's success, especially for a high-value GEO asset. 

• Ground Segment: A robust ground segment for data reception, processing, and 
distribution will be essential to fully leverage the satellite's capabilities. 

• Data Market: The commercialization of the data (as implied by the EIC grant application) 
would be a key revenue stream to offset these substantial costs. 

This estimate provides a comprehensive, albeit preliminary, overview. A detailed proposal would 
require in-depth engineering studies, market analysis, and a precise definition of the satellite's 
specifications and mission profile. 
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Leveraging Centaur’s Patent for Financing 

It is possible to leverage a patent's value to finance a deal, and a patent valuation of $2.6 billion 

USD could indeed be a very attractive asset for an investor willing to loan against intellectual 

property (IP). This practice, known as patent-backed financing or IP-backed lending, is an 

increasingly recognized method for technology-rich companies to secure capital. 

Here's a concise and professional overview based on precedent: 

Leveraging Patent Value for Financing: Feasibility and Precedent 

1. Patents as Collateral: Patents are intangible assets that can be used as collateral for 

loans, similar to tangible assets like real estate or equipment. In such arrangements, the 

borrower pledges their patent rights as security for a loan. If the borrower defaults, the 

lender can take legal ownership of the patent or its associated rights (e.g., licensing 

revenues) to recover the outstanding debt. This is formalized through a security 

agreement. 

2. Growing Practice: The use of patents as collateral has significantly increased, 

particularly in industries rich in intellectual property like technology, pharmaceuticals, 

and biotech. Studies indicate that a substantial percentage of patenting firms have used 

their patents as collateral at some point. This is not limited to small firms; large, well-

known companies have also participated in patent collateralization. 

3. Valuation for Lending: For a patent to be used as collateral, it must have a quantifiable 

value that can generate economic benefits. Lenders assess this value using various 

methodologies (income, market, cost approaches) and scrutinize how the patent directly 

contributes to revenue streams or provides a competitive advantage. The "real value" of a 

patent, from a lender's perspective, is often tied to its ability to generate cash flow or 

enhance the value of associated products/services. A high valuation like Centaur Space's 

$2.6 billion USD would be a strong indicator of potential value, though lenders would 

conduct their own rigorous due diligence to confirm its enforceability, marketability, and 

revenue-generating potential. 

4. Specialized Lenders: While traditional banks may be hesitant to lend solely against 

intangible assets due to a lack of specialized IP knowledge, a growing number of IP 

finance companies and boutique investment banks specialize in these types of loans. 

These lenders understand how to value and underwrite loans based on intellectual 

property. 

5. Precedent: 

o Kodak (2012): Facing bankruptcy, Kodak leveraged its extensive portfolio of 

digital imaging and processing patents, selling approximately 1,100 patents for 

$525 million. While the market valuation was lower than some initial estimates 

(around $2.6 billion), this infusion of capital was crucial for the company's 

survival and debt repayment. This case, though a sale rather than a loan, 

highlights the significant financial value that can be unlocked from large patent 

portfolios.  
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o Masai Group International (Singapore, 2016): This company secured a 

substantial seven-figure loan using its patented physiological footwear technology 

as collateral, marking a significant IP-backed financing deal. 

o BDC Capital (Canada): BDC Capital launched a CAD 160 million (USD 119 

million) IP development financing envelope, providing funding to IP-rich 

Canadian companies, demonstrating a governmental-backed initiative in this 

space. 

Conclusion for Centaur Space: 

Given Centaur Space's patent valuation of $2.6 billion USD and the substantial capital required 

for satellite development and launch, seeking a loan collateralized by this patent is a viable and 

strategically sound approach. The high value provides a strong basis for attracting specialized 

investors. The key will be to demonstrate the patent's strength, its direct link to projected revenue 

streams from space debris tracking services, and its market defensibility during the investor's due 

diligence process. This approach aligns with the EIC's interest in leveraging strategic assets for 

deep-tech innovation. 
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The economic stakes in orbit are immense. A 
collision with a piece of debris the size of a golf 
ball can instantly obliterate a $500 million 
satellite, leading to significant financial loss and 
contributing to a cascading problem of new debris 
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‘   Centaur Space’s patented "System and method 
for GEO/GSO object mapping and modeling" 

represents a transformative leap in Space 
Situational Awareness (SSA), capable of 
increasing space object tracking from an 

estimated 4% to near 100%. 

CENTAUR SPACE INC. 

A full US Patent is a testament to James Bonner's dedication to 
pushing boundaries and his ability to consistently generate 
groundbreaking ideas." 

 


