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Technology Commercialization 
(the office formerly known as “OTC”)



WHAT is “Technology Commercialization”?
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Tech transfer or technology commercialization is:

The process by which valuable research, skills, knowledge, and/or technology is 
delivered from research institutions into the corporate environment where it can 
be nurtured and developed into a commercial product or service with wider application 
and distribution.



WHY commercialize technology?
OUR MISSION
We facilitate the transfer of University research to develop new products 
and services that:
• Benefit the public good

• Foster economic growth

• Generate revenue to support the University's mission
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IP Ownership at the U
• Regents Policy states that the U is the sole owner of all IP rights in 

technology:
• Created by University employees in the course of their employment, or
• Created by individuals using substantial University resources

• Carve-out for student-created technology in fulfillment of a 
University course requirement
• Students typically own IP developed during a course-for-credit or outside of 

University activities

• Each situation is unique and Tech Comm can help with any 
questions
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Commercialization Process

Faculty and researchers

Technology 
Commercialization

Commercial partner 
(company or startup)

DEVELOP – Faculty, researchers, students and staff develop new IP 

PROTECT – File patent application or copyright asset

LICENSE – License IP to existing company or start a new company

PRODUCT – Company develops and sells products

INCOME – Company pays U royalty
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$17.4M



Tech Transfer Statistics
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What We Do:
• Identify new inventions
• Evaluate commercial potential and protectability
• Protect the intellectual property
• Identify and license IP to companies who can commercialize the 

technology via a product or service
• Or alternatively, facilitate the creation of a start-up company (with 

incubator support)
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Roles
Technology Portfolio Managers (TPMs)
• “Internally” focused 
• Work with researchers to identify, evaluate and 

protect IP

Technology Licensing Officers (TLOs)
• “Externally” focused
• Work with researchers and companies to 

commercialize IP

Venture Center
• Work with researchers and companies to create 

fundable startups
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Tech Commercialization – Core Activities
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ASSESS

Assess technology for patentability
and commercialization

Protect invention via patents, copyrights, 
and trademarks

PROTECT

LICENSE

License to commercial entity to develop into product or 
service - either existing or new company



Technology assessment
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Evaluating technology for commercial applications is different than 
evaluating a technology for a grant or publication.

Strength of 
invention

Commercial 
potential

ProtectabilityTechnology
assessment

• Problem solved?
• Technical advantage?
• Future research/funding?

• Unmet need?
• Market size?
• Time to market?
• Competition?
• Commercial interest?

• Patent eligible?
• Patent landscape?
• Publications?
• Other protections possibilities?



Technology protection
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Inventions
Designs

Plants

Photographs
Software

Databases

Patent Trademark

Copyright
Trade 
Secret

Brands
Trade names
Trade Dress

Secret inventions
Secret formulations
Secret Methods

®
©



Patent Filing Philosophy & Strategies
• Preserve options and minimize costs (aka “Why do today what I can 

put off until tomorrow”) with
• Provisional applications (12 mos.)
• PCT and regional office applications (30 mos.)

• Robust specification to support multiple claiming strategies

• Patents are a primary marketing tool – clarity in claims and written 
description are important for licensing and enforcement

• Probe researchers for commercially relevant embodiments and/or 
minimum viable product (MVP)
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Provisional Patent Applications
• Primarily used for first filings

• Reduces initial investment
• Imminent bar dates
• Low TRL inventions
• Buys time for reduction to practice, generation of data, 

development of claiming strategy, etc.
• Risk – ‘cover sheet’ provisionals can provide a false sense of 

security
• Can re-file provisional in some situations



Non-provisional Patent Applications
• Strategy commensurate with market opportunity and 

industry requirements
• Pharma vs. high tech
• Exclusivity or FTO for licensee?
• Licensee need for foreign protection

• Other considerations
• US often largest market and a favorable forum for 

damages
• Cost of foreign filings vs. value of robust US 

strategy/open continuations



Non-patented “Creative Works”
• Software
• Mobile apps
• Web applications
• Databases
• Questionnaires
• Curricula
• eBooks
• Simulations
• Images
• Designs

• DVDs
• Videos
• Websites
• Presentations
• Toys
• Apparel



Technology licensing
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LICENSE

Terms &

Conditions



Technology licensing
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Licensing 
Website

License.umn.edu

Industry 
Technical 

Conference

1:1 Company 
Outreach

Marketing 
Campaigns

Some marketing approaches to identify licensees:



Commercialization Process

Faculty and researchers

Technology 
Commercialization

Commercial partner 
(company or startup)

DEVELOP – Faculty, researchers, students and staff develop new IP 

PROTECT – File patent application or copyright asset

LICENSE – License IP to existing company or start a new company

PRODUCT – Company develops and sells products

INCOME – Company pays U royalty
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Step by Step



Venture Center: Startup Support

170+
STARTUPS
SINCE 2006

At the Venture Center, we take ideas and 
technology that stem from University of Minnesota 
research, prepare them for the market, and launch 
new businesses around them.

What We Do:
• Assess the commercial potential of ideas, identify 

funding   opportunities and establish new companies 
based on UMN inventions

• Run the Discovery Launchpad
• Work with external entrepreneurs, business advisors, 

and potential investors to find additional resources 
and support

• Manage Discovery Capital investment program
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Notable Recent Startups

Acquired by Microsoft

Acquired by Illuminate Education Acquired by Orashure

Acquired by Bio TechneWent public on NASDAQ



Startup Pipeline

research.umn.edu/units/techcomm/startups/startup-pipeline

http://research.umn.edu/units/techcomm/startups/startup-pipeline
http://research.umn.edu/units/techcomm/startups/startup-pipeline
http://research.umn.edu/units/techcomm/startups/startup-pipeline


Business Advisory Group



Intellectual Property Disclosure Form
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• Background - describe the work of others 
that has failed to solve the problem 

• Summary - describe the invention broadly 
and then again with more specificity; 
include figures, drawings, graphs

• Description - provide experimental or other 
details to show how to make and use the 
invention

• Commercial applications
• Funding sources (e.g. funded by Boston 

Scientific)
• Potential third-party rights 
• Public disclosures
• Contributors (inventors) 
• References
• Contacts



Questions?
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Vaughn Schmid | schm2230@umn.edu

280 McNamara Alumni Center
200 Oak St. SE

Minneapolis, MN 55455
612-624-0550 | research.umn.edu/techcomm

The University of Minnesota is an equal opportunity educator and employer.

mailto:schm2230@umn.edu
https://research.umn.edu/units/techcomm
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