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Large companies, SMEs, University
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Key value add of intermediariesKey value add of intermediaries
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Confidentiality

Expertise
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LicensingLicensing
NeedsNeeds

Patent managementPatent management
•• Patent enforcement in core marketsPatent enforcement in core markets

(Internal only)(Internal only)
•• Patent enforcement in nonPatent enforcement in non--core (core (ThinkfireThinkfire))
•• Patent protection “picket fence” Patent protection “picket fence” 

(LCOS, displays)(LCOS, displays)

Technology acquisitionTechnology acquisition
•• To solve individual technical To solve individual technical 

problems (NineSigma, problems (NineSigma, InnocentiveInnocentive, , 
InnoengineerInnoengineer))

•• To fill product performance gaps To fill product performance gaps 
(e.g., formaldehyde free fiberglass (e.g., formaldehyde free fiberglass 
binders)binders)

•• To fill product pipelineTo fill product pipeline
(e.g., home medical diagnostic & (e.g., home medical diagnostic & 
treatment)treatment)

•• To add strategic investmentsTo add strategic investments
(e.g., chronic wound care)(e.g., chronic wound care)

Technology licensingTechnology licensing
•• Core technology to core Core technology to core 

applicationsapplications
•• Too strategic to outsource Too strategic to outsource 
•• Expand reach (Dupont / Expand reach (Dupont / GlattGlatt))

•• Core technology to nonCore technology to non--core core 
applicationsapplications

•• Market access (blowMarket access (blow--molding)molding)
•• NonNon--core technologiescore technologies

•• Commercialization service Commercialization service 
(Biosensor)(Biosensor)

Key needs of large organizationsKey needs of large organizations
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LicensingLicensing
NeedsNeeds

Patent managementPatent management
•• Selling patents as alternative to fundraising Selling patents as alternative to fundraising 

(e.g., VDSL)(e.g., VDSL)
•• Selling patents in business disposalSelling patents in business disposal

(Capital Value Partners)(Capital Value Partners)

Technology acquisitionTechnology acquisition
•• Acquiring technology that will be Acquiring technology that will be 

game changing for the companygame changing for the company
•• e.g., Bayer / Chromadexe.g., Bayer / Chromadex
•• e.g., P&G / Coriume.g., P&G / Corium

•• To fill product performance gapsTo fill product performance gaps
•• e.g., software functionalitye.g., software functionality

Technology licensingTechnology licensing
•• Finding large company Finding large company 

development / distribution development / distribution 
partnerpartner

•• e.g., Mycopesticidee.g., Mycopesticide
•• e.g., Ear checke.g., Ear check

•• Strategic alliances & crossStrategic alliances & cross--
licensing to other licensing to other SMEsSMEs

Key needs of SMEsKey needs of SMEs

Key University/Research Institute 
needs
Key University/Research Institute 
needs

New company spin-out formation
E.g., IP2IPO

License to small public companies
E.g., UTEK

Partner with medium / large companies
Usually done internally
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Electronics / Electronics / telecommstelecomms
•• Patent rightsPatent rights

•• Significant pool of distressed Significant pool of distressed 
companiescompanies

•• Intellectual Ventures activityIntellectual Ventures activity
•• Standards licensingStandards licensing

Key Market DifferencesKey Market Differences

Consumer productsConsumer products
•• Technology acquisition to fill Technology acquisition to fill 

product pipelinesproduct pipelines
•• Completed products with   Completed products with   

existing revenuesexisting revenues
•• Significant component Significant component 

technologies (e.g., technologies (e.g., 
micropumpsmicropumps))

Life SciencesLife Sciences
•• Specific skills in drug Specific skills in drug 

developmentdevelopment
•• Active market in drug delivery & Active market in drug delivery & 

diagnostic devicesdiagnostic devices
•• Platform technologiesPlatform technologies

Material sciencesMaterial sciences
•• Continued core process licensingContinued core process licensing
•• Upstream technologies (e.g., Upstream technologies (e.g., 

coatings, adhesives)coatings, adhesives)

Strategic Outsourcing ViewStrategic Outsourcing View

Licensing 
core technology 
to core markets
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Acquiring
Patents or 

technologies
to drive growth

Licensing
non-core technology

Licensing
core technology

to non-core markets

Intermediary
targets
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Key value add of intermediariesKey value add of intermediaries
Connectivity

Deep reach into corporate technical staffs
Access to key gatekeepers (tech transfer & tech acquisition)
Relationships with venture capital and SMEs
Cross-industry, cross-geography

Confidentiality
Opportunity screening and initial discussions
Protect client name and application

Expertise
Evaluation and communication methods
Market and buy-side knowledge
Business formation and commercialization skills

External perspective
Unbiased evaluation and critical thinking
Networked to cross-domain technical expertise
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