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Commercialising a Bright Idea

1. Commercialisation 

• What is it?

• Why do it?

• Why does Australia need to do it better?

2. UniQuest

• How do we do it?

3. Insights should you want to commercialise

• How can you do it?
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Commercialisation – Why do it?





National Innovation System Review

GOVERNMENT ANNOUNCES REVIEW OF NATIONAL INNOVATION SYSTEM 

22 January 2008 - the Minister for Innovation, Industry, Science and Research, 
Senator Kim Carr, today announced a wide ranging review of Australia's national 
innovation system ...

... "Innovation is critical to Australia's national future. Our prosperity, our 
economic strength and our ability to compete in the global economy, all depend 
on valuing innovation, harnessing its potential and putting it to work for the 
benefit of all Australians," Senator Carr said ...

... "In particular, we need to find ways to increase innovation performance across 
the economy, to ensure that business has better access to new ideas and new 
technologies and to bridge the divide between industry and research" ...
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Commercialisation – Why does 

Australia need to do it better?



Australia's innovation challenge

• the shift from in-house R&D to open innovation markets

• the rise of globally networked operations and 'cyber-
infrastructure„

• user-generated & demand-driven innovation

• role of service industries

• shifting dynamics of global competition (India & China)

• urgency around emerging challenges (e.g. energy, water, 
climate change, ageing)

PLUS…



The 2% Challenge



• Black Box flight recorder

• Liquid(e) Air(e)

• Refrigeration

• Xerography photocopying

The 2% Challenge (cont.) 

http://images.google.com.au/imgres?imgurl=http://www.dsto.defence.gov.au/gallery/562/19827-00_tn.jpeg&imgrefurl=http://www.dsto.defence.gov.au/gallery/562/?cat=&scope=home&print=true&print=true&print=true&usg=__McZQYPr6HGIGhJERvmcp9yfiVZ4=&h=267&w=270&sz=27&hl=en&start=12&um=1&tbnid=eiBgLvyHGmb97M:&tbnh=112&tbnw=113&prev=/images?q=black+box+flight+recorder&hl=en&rlz=1T4GGLR_enAU240AU240&sa=N&um=1
http://images.google.com.au/imgres?imgurl=http://www.imexchange.com/pics/10-948-MQ.JPG&imgrefurl=http://www.imexchange.com/display_item.php?section=19&usg=__ZUZ-J4hzNUVDaiKw6uI2RAqzCAM=&h=2112&w=2816&sz=1259&hl=en&start=3&um=1&tbnid=ONe1S8mSq47ugM:&tbnh=113&tbnw=150&prev=/images?q=liquide+aire&hl=en&rlz=1T4GGLR_enAU240AU240&sa=G&um=1


UniQuest Pty Ltd

UQ‟s main commercialisation company



UniQuest‟s purpose:

To maximise the value of The University 

of Queensland‟s intellectual property (IP) 

for the benefit of the University

About UniQuest



UniQuest commercialisation process
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• 1,500 patents and patent applications

• $340m group revenues over the past five years

• 80 Staff

• Over 60 technology spinoffs and startups

• Australia‟s first commercial blockbuster drug - 2006

• Australia‟s largest ever Biotech IPO - 2007

• 300 – 400 Consultancy & Expert Opinions per year

• 400 International Aid projects in 46 countries

About UniQuest



Techcom Organisation – Hub & Spoke Model

Core Techcom Group

UQ Faculty MICDs

Health MICD

SCIENCE MICD

EAIT MICD

SBS MICD

NRAVS MICD
Arts MICD

UQ Institute MICDs

AIBN MICD

QBI MICD

JCU MICD

MMRI MICD

UQBS MICD

ARC Centre of Excellence MICDs

BEL MICD

CILR MICD

Astute Nano MICD

Partner University and Institute MICDs

UOW MICD
UOW MICDUOW MICD

Diamantina MICD

SBS 
Assocs

AIBN 
Associate

AIBN IP

ITEE Assoc

UTS MICD

UTS MICD

UTS MICD

UTAS MICD



UniQuest innovation discoveries
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Ideas and

Innovations

UQ

MMRI

JCU

UoW

UTS

UTas

UniQuest commercialisation process

Discovery 

register



Team

meetings

Project

list

Patent

committee

Non-

patent 

projects



Patent 

projects

Licence 

prospects



Management

review

Start-up 

prospects

Licences



Investors/

licensees

Start-ups

Ongoing

management

Royalty $

Exit $



UniQuest commercialisation process
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Recognition of value Commercialisation model 

and implementation



• Something tangible

• Process

• Service

• Is it “new to the world” 

or an incremental 

improvement?

• Scientific value is insufficient

• “Real world” application?

• Competitive advantage & IP?

• “Market need” i.e. would people 

willing to pay for it?

• Economically viable?

Recognition of commercial value

What is the product? Is it of value?



Value case study: Triple P 

Discovery
Systematic approach to improving parenting skills 

developed over many years

To effect change leading to social outcomes, need to put 
in place a system that is able to reach all parents at an 
appropriate level at an appropriate time

Value
Grounded in evidence (43 efficacy trials) 

Consistency and persistence has built brand value

Driven by focused, passionate, persuasive researcher

http://www1.triplep.net/


Market

For Every family

Commercialisation

Investment from research grants and training fees

Licensed as a system (brand, training & work books)

Licenses across the world and program in 15+ 

translations

Consistently evolving to meet market e.g. Lifestyle, 

Mixed Family & Post-Natural Disaster Triple P



Market case study:

Hydrogen storage 

system using novel 

magnesium alloy

Benefits:

• Low-cost, scalable casting process

Potential competitor: 

• High pressure hydrogen gas cylinders



Potential Applications and Market Growth 

Forecasts
Passenger cars

Mobile phones

Forklifts

Defence

Backup and 
remote 
power

House power

Laptops

Auxiliary power

Commercial power

2005 market size = US$375m 

2010 market size = US$2.4bn

Hydrogen fuel cell

US$10m US$300m

US$5m US$50m

US$3m US$75m

US$200m US$1.1bn

US$2m US$75m

US$10m US$300m



Back-up / Remote 
- Industrial and 

Commercial
Micro / Portable

Transport – Utility 
and Passenger

Defense and  
Military

Fuels – Industrial, 
Merchant, 
Consumer

Industry segmentation 

and potential target markets



Examples of UniQuest licenses

MRI technology used in 60% 

of worlds MRI machines from 1997 

(licensed to GE & Siemens)

Licence of HPV vaccine for 
cervical cancer to 
CSL/Merck for Gardisal

Licence of Triple P copyright, now 
utilised in more than 15 countries

http://www1.triplep.net/


QRxPharma in 2007 raised A$50M with an initial market 

capitalisation of A$150M – still the largest Australian 

Biotech IPO 



Insights should you want to commercialise



What is a commercial opportunity? 

• A business or technology gap, that an individual 

or a company realises, that exists between the 

current situation and the envisioned future in 

order to capture competitive advantage, respond 

to a threat, solve a problem or ameliorate a 

difficulty

• If an employee, needs to be aligned with 

business strategy and competencies of employer



The commercial path ahead

Stage of new product development

3,000 raw ideas

300 ideas submitted

125 small projects

9 early stage developments

4 major developments

1.7 launches

1 success

Source: Stevens and Burley

Plotting the rocket of radical 

innovation, 2003

L
o

g
1

0
 o

f 
id

e
a

s
 s

u
c

c
e

e
d

in
g

 

to
 n

e
x

t 
s

ta
g

e



Common methods for ideas generation



Typical 7-Stage-Gate NPD process

Idea generation

Idea reshaping & exploration

Preliminary analysis (small project)

Detailed analysis & early multifunctional 

project development

Major multifunctional project development

Commercial launch

Commercial success

Stage 1

Stage 2

Stage 3

Stage 4

Stage 5

Stage 6

Stage 7













Gate

Fuzzy 

front 

end

Product

development



Champion the 

innovation culture 

and process

Encourage risk 

taking & creativity, 

not box ticking  

Encourage ideas 

and the process

Apply increasing 

business rigour as 

project matures 

thru stages



What “Investors” look for
• People

- Passion & commitment;  Experience;  Synergy

• Value Proposition

- Clearly solves well defined problem; Sustainable competitive advantage

• Intellectual Property

- Compelling technology;  Ability to protect;  Differentiated skill set

• Market

- Create barriers to entry;  Growing & large;  Competitive awareness

• Growth

- Rapid growth & scalability;  Clear strategy;  Global vision

• Business Model

- Sales cycle & pipeline;  Sustainable margins;  Path to +ve cashflow

• Exit for financial investors

- Clear path;  Creation of significant ROI;  Value creation



Commercialisation resources

UQEnterprize
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Mechanisms of Commercialisation

Technology Licence and Start-Up Company



Mechanisms of Technology Commercialisation

1. Technology licence

2. Technology sale

3. Start-up company



Licence terms

• Field of Use 

• Territory

• Exclusivity

• Term

• Performance

• Patent costs

• Confidentiality

• Publications

• Indemnity

• Limited liability

UniQuest  licenses IP to the „commercialising 

company‟ in return for licence fees, royalties 

and milestone payments



Why license?

• Low risk

• Licensee funds development

• Passive income

• May be more suitable for the IP – eg. copyright

• The technology by itself may not make a viable 

business

• Extract “rent” on the technology in different fields 

or locations



Why a start-up company?

• Greater control over commercialisation

• Potential for greater value capture

• Vehicle for capital gain rather than income

• Technology may be the basis for a range 
products or services

• Ongoing inventor involvement in IP development

• Availability of early stage funding
• Angel investors

• Venture capital

• Govt grants



Why not a start-up?

• High risk
- Science / technology

- Market

- Management

- Financial / funding

• Experienced management hard to find

• Labour-intensive

• Corporate governance

• Exit unlikely

• Financial payoff only at exit


