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Technology CommercializationTechnology Commercialization

Source: Commercializing New Technologies, Vijay K. Jolly, 1998
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What Inhibits / AcceleratesWhat Inhibits / Accelerates

•• Barriers to commercializationBarriers to commercialization
–– Revolutionary new technology; not backwardsRevolutionary new technology; not backwards

compatiblecompatible

–– Mobilization gets ahead of processesMobilization gets ahead of processes

•• Accelerates commercializationAccelerates commercialization
–– Improves existing product or method, may beImproves existing product or method, may be

substitutesubstitute

–– Sold through existing channels withSold through existing channels with
support/servicesupport/service

–– Technology easy to characterizeTechnology easy to characterize

–– Targets Targets ““trivial applicationstrivial applications””
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NanoNano Examples Examples
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1998 1999 2000 2001 2002 2003 2004

WeWe’’ve Reached ve Reached NanoNano in ICs in ICs……

Total Intel R&DTotal Intel R&D

>30yrs and $B>30yrs and $B’’s Invested to Reach s Invested to Reach NanoNano-ICs-ICs

<100nm ICs Ship<100nm ICs Ship

WW Nanotech FundingWW Nanotech Funding

1970  …

Source: Intel
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……But WeBut We’’re Not Done Yetre Not Done Yet
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IC Nanotech ResearchIC Nanotech Research

••SiliconSilicon

BodyBody

••NanowireNanowire

••NanotubesNanotubes

Gate
Electrode

Gate
Electrode

SourceSource

DrainDrain

Tri-Gate ArchitectureTri-Gate Architecture

Source: Intel

CompoundCompound
SemiconductorSemiconductor

Carbon Carbon NanotubeNanotube

••Conducting orConducting or

Semi-conductSemi-conduct

••TransistorTransistor

••InterconnectInterconnect
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Commercialization & NanotechCommercialization & Nanotech

•• Commercialization takes timeCommercialization takes time

•• Skipping steps leads to failureSkipping steps leads to failure

•• Applications w/existing infrastructureApplications w/existing infrastructure

may be acceleratedmay be accelerated

““For a successful technology, reality mustFor a successful technology, reality must

take precedence over public relations, fortake precedence over public relations, for

nature cannot be fooled.nature cannot be fooled.””

- Richard Feynman- Richard Feynman
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Intel Capital ApproachIntel Capital Approach

•• Look InsideLook Inside

•• Team up with ExpertsTeam up with Experts

•• Think GloballyThink Globally

•• Use a Strategic LensUse a Strategic Lens
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ConclusionsConclusions

•• Expect Nanotech winnersExpect Nanotech winners
……will be few and far betweenwill be few and far between

•• Ambition and innovation aboundsAmbition and innovation abounds
……but isnbut isn’’t sufficientt sufficient

•• Entrepreneurs need clear focusEntrepreneurs need clear focus
……and partners to help you find commercial successand partners to help you find commercial success

•• Industry needs more coordinationIndustry needs more coordination
……to accelerate technology commercializationto accelerate technology commercialization
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Thank YouThank You


