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Combined Air Operations Center (CAOC),
217
Combined Forces Air Component Commander
(CFACCQ), 216-217
Commercialization. See also Commercialization
process
authors’ perspective on, 59-75
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Commercialization cycle, timetable for phases of,
19-20
Commercialization issues, questions concerning,
120
Commercialization potential, 77
Commercialization process, 103
end point of, 95
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management of, 74-75
pace of, 40—41
“safe” approach to, 74
Communication(s)
among team members, 94—-95
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conditions of sale for, 214
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data sharing by, 211
incentives for, 176—177, 182
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Defeat, recognizing, 142—-143
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documenting, 141
Design model, 148
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Design process, steps in, 139-140
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Design technology, state-of-the-art, 148—149
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state-of-the-art, 153
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goal of, 137-140
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team focus on, 66
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Endgame objective, 78
realization of, 87—89
Endgames
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executing, 205
strategy of, 78
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focus of, 30
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role of, 29-33
success orientation of, 30
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“Excess perfection,” 95
Exclusive licenses, 84, 156—157
Exclusive rights, 121, 126, 128
to intellectual property, 132, 133
Existing technology
imaginative use of, 229
increasing profit margins on, 228
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importance of, 34—-41, 57, 70
in manufacturing, 149-150
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commercialization of, 1-2
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Innovation. See also Innovations
application of, 120
as an economic driver, xiii
first rule of, 121
improving, 214

INDEX 245

rules of, 34-36

versus product, 190
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Internet, data sharing over, 211-212
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Legal advisors, 180
Legal considerations, 125
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Market, knowing, 41
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Marketing issues, questions concerning, 120—121
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appropriate, 147

quality, 148, 153
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Microsoft Flight Simulator X, 90
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MIT Entrepreneurship Program, 42
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Modularity. See also Modularization

of design, 171

forms of, 171
Modularization
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of products, 170—171
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as a measure of success, 31

outside sources of, 97-99
Money needs, assessment of, 39—-40
Moore, Gordon, 7-8, 9

Networking, 100-101
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taking a chance on, 155-157
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Options, cost of, 184—185
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186
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Palevsky, Max, 23
Partners, cooperation with, 171-172
Partnership, liquidated, 82
Parts, interchangeability of, 171, 173
Passion, in inventors/innovators, 11
Patent coverage, 180—181
Patent infringement, 181
Patent protection, 148, 152
Patents, 12
licensing, 83—84
selling, 83
selling following technology development,
84-85
Paxton, Floyd, 10
Payoff, structuring, 109-110
Performance, factors in measuring, 194—196,
198
Performance arrangements, 196
Perseverance, of inventors/innovators, 13
Personality clashes, 39
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Plagiarism, 116
Planning, benefits of, 139
Plans
of action, 36
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updating, 41
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Portfolio
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development of, 62
mission statement in, 99
success percentages in, 70
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“Potential” buyers, malevolent, 192—193
Preliminary estimate, 142
Preplanned product improvement, 136, 234
Press releases, 194, 198
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Price margins, 123. See also Profit margins



248 INDEX

Price/pricing
fair, 195
optimal, 192
“Prime time,” determining, 37-38
Prior investors, 129
Problem solving, focus on, 151
Problem-solving attitude, 166
Process engineers, 153
Process reproducibility, 118
Product, versus innovation, 190. See also
Products
Product building, 145
Product configurations, testing, 138
Product demonstrations
candidates for, 157
extent of, 161-162
return for, 158—-159
strategic concessions in, 156—157
Product details, disclosing, 158
Product improvements
preplanned, 136
types of, 229
Product models, altering, 166
Product performance, enhancing, 184
Products
altering, 187—188
establishing a sale price for, 192
intuitive, 170
life cycles of, 195
mass-producing, 166, 172
modularization of, 170-171
operating for customers, 202-204
packaging of, 178, 181, 182
simple, 169
standardization of, 165, 172
upgrades of, 214
Professional behavior, 197, 198
Professional help, using, 204-205
Professional management, 88
Professional managers, 81-82
Profitability
of integrated systems, 215
system for measuring, 208
Profit margins
higher, 234
on existing technology, 228
Profits, determining, 208
Profit sharing, 130
Progress
evaluating, 94-95
pace of, 40-41
reviews of, 41
Progress meetings, 137
Project discipline, 40
Projections, caution concerning, 107-108

Project management techniques, professional, 75
Promotion program, 195
Proof-of-concept evaluation, 74
Proposal mills, 56
Proprietary information, revealing, 39
Proprietary rights, protecting, 26, 180—181, 182
Protectionism, in inventors/innovators, 11-13
Prototypes
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building, 147
testing, 135, 138
well-developed, 84
Proven track records, 110-111
Public companies, 81
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Public relations professionals, using, 204—-205
Punitive compensation, 130

Quality control, 195
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benefits of, 221-222, 223
technology of, 218-219
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Referral system, 101-102
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Repeat customers, 187, 188, 227-228
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on customer needs, 168, 172
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Research and development (R&D), internal and
external, 102
Research and development laboratories, 73
Research and development programs, corporate,
56-57
Reserve box, 36
Results, investor pushing for, 20
Retention requirements, 196—197, 198
Return on investment, optimizing, 234
Revenue, collecting, 207-208
Reverse engineering, 148
Reverse osmosis technology, 191
Revolutionary ideas, 123
Rewards
for concept scouts, 101
for inventor/innovators, 114
for risk share, 111
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Radio-Over Internet Protocol Routed
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assessing, 68—70, 75, 177
relationship to rate of progress, 69
spreading, 60, 98—99

Risk capital, 108—109

Risk share, reward for, 111

Roberts, Sheldon, 9

Rock, Arthur, 8, 18, 22-23, 112
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Selling
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Sapp, Jeft, 218, 220
Sarnoff, David, 16
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225-226
SATCOM telephone, 226
SBIR/STTR proposals, 56—57. See also Small
Business Innovative Research (SBIR)
contracts; Small Business Technology
Transfer (STTR) contracts
companies that submit, 111
Schlacter, Martin K., 223
Scientific approach, steps in, 151
Screening form, questions for, 99—-100
Screening method, 105
Sculley, John, 32
Second-mover advantage, 35
Secrecy agreements, 33
Seller wish list, 130
Selling. See also Sales
to repeat customers, 227-228, 229
of value, 190-192, 197
versus marketing, 189—190, 197
Semiconductors, commercialization of, 22-23
Semiconductor technology, 8
Service, business generation via, 186—187
Service representatives, 188
training, 185-186
Severance conditions, 80
Shockley, William, 6-9
Shockley Semiconductor Laboratory, 7, 112
Showcase demonstrations
invitations to, 159-161
problems with, 160—161
Silicon-based semiconductor, development of, 8
Silicon Valley, 112
birth of, 6-9
development of, 22
investment groups in, 18
Skill, versus talent, 41-42
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Small Business Administration Office of
Technology Web site, 2
Small Business Innovative Research (SBIR)
contracts, 2-3, 111
Small Business Technology Transfer (STTR)
contracts, 2—3, 111
Smolin, Lee, 68—-69
Software designers, 168. See also Computer
software; Electronic software
Specifications, detailed, 171, 173
Speech recognition technology, demonstration of,
161
Spending, on designing and building, 146—147
Spending decisions, 95
Spin-off, 82
Spreadsheet, of first-pass estimates, 103
Standard designs, 172
advantages of, 169—170
Standardization, 172
Standardization organizations, 167
Stanford Entrepreneurship Program, 42
State-of-the-art design tools, 153
State-of-the-art design technology, 148—149
“Staying loose,” 34
Steinmetz, Charles, 27-29
Stock, payment in, 129
Stock options, 112
Strategic concessions, in product demonstration,
156-157
Strategic issues, 4
questions concerning, 116—117
Strategic plan, concept fit with, 116
“Strategic principle,” 194
Strategic risk, 69
Strategies
developing, 6071
executing, 71
reexamining, 235
successfully implementing, 71
Strategy decisions, in high-technology markets,
71
Streaming audio/video venture, 8788
Stubbornness, 104
in inventors/innovators, 13—17
Study estimate, 142
Success(es)
analyzing, 236
anticipating, 105
building on, 231-237
planning for various levels of, 109
publicizing, 204-205
Successful companies, growth of, 79
Successful people, investor identification of, 18
Success orientation, of entrepreneurs, 30
Superfund, 86
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Suppliers, cooperation with, 171-172
Supply chain management, 171-172, 173
System improvement, 149—-150

Tactical issues, 4-5
“Take-or-pay” agreement, 202—203
Talent, versus skill, 41-42
Target market, 173
knowledge of, 162
Target point, growing a company to, 80—82
Team members, communication among, 94-95
Team questions, categories of, 115
Team resources, 124—125
Team spirit, 105, 106
Teamwork, importance/value of, 3—4, 9
Technical details, investor disinterest in, 21
Technical issues, questions concerning, 117—-120
Technical standards
attention to, 172
paying attention to, 167
Technical support, 169, 200
easy and accessible, 185—186
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to, 95
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Technological innovation
areas of interest for, 62—68
categories of, 62, 63—66t
investing in, 60, 75
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by, 110—111. See also Entrepreneurship
programs
Technological trustee, 12—13, 72
Technologies. See also Technology forming
integrated systems from, 215-216
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Technologist-inventor relationship, 25, 26
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in development activities, 137, 138
development orientation of, 24—25
focus of, 24, 27
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operation, 25, 228
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perspective of, 59, 60
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role of, 23-29
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assessing, 71-73
building, 145
correct application of, 199-202
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designing, 145-149
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inspection program, 201-202, 206
investing in, 17-18
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managing, 74-75
marketing and selling, 189-198
monitoring, 207-212
pace of, 89
protecting, 152
quotas in, 196—197, 198
standardizing, 165-173
tracking, 199-206
Technology application, correct, 205-206
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Technology development, 73-74
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patent/license sale following, 84—85
proprietary rights in, 180
Technology Innovation Awards, 62, 63—66t
Technology packaging, 175-182
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Technology Review magazine, 66, 67t
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Television technology, invention of, 14—17
Teller, Edward, 10
Test facilities, 119-120
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Testing facilities, evaluation by, 73
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Thompson, Wade “Biggles,” 221
Time, for idea assessment, 124
Time-wasters, eliminating, xiv
Timing. See also “Prime time”
flawed, 89
importance of, 34-37
Tinkerers, versus inventors/innovators, 10
Tolling contract, 202—-203
Total equity, 129
Touhill, C. Joseph, xiii
Touhill, Greg, 223, 224
Touhill, Shuckrow and Associates, Inc., 85-87
Track records, proven, 110—111
Trade secrets
licensing, 83—84
selling, 83
Training
customer, 202, 206
technologist orientation toward, 26
“Traitorous Eight,” 7, 8, 9, 22
Transistors, development of, 6, 8
Trial-and-error methodologies, 10
Trust, in technology discovery, 72



UHF/VHF radios, 225
Undercapitalization, 86
United States. See Air entries; American entries;
Combined entries; Corps Support Command
(COSCOM); Federal agencies; U.S. Central
Command Air Forces (USCENTAF)
Unit operations, compartmentalizing, 149
“Universal” data translator, 216
Universities
entrepreneurship programs at, 42—44
innovation business marketing by, 110—111
University entrepreneurship centers, 45-55t
University laboratories, evaluation by, 73
Urbanski, Daniel, 220, 221
U.S. Central Command Air Forces
(USCENTAF), innovative communications
staff at, 225

Value, selling, 190-192
Venture capital investing, 98
Venture capitalists, 18, 21-23
relationship with angel investors, 98
role of, 22
Ventures, exiting, 80—82
Victory, recognizing, 142—143
Viewpoint, importance of, 5-33
Visitors, access to customer sites, 209-210, 212

“Walkaway” fee, 73, 129
Wall Street Journal Innovation Award Winners,
63-66t

INDEX 251

Weather widget, 90
Web sites, as marketing tools, 193—194,
198
“What if?” scenarios, 108
“Widgetizer,” 92
Widgets, 89-93
creation, distribution, and tracking of,
90-91
importance of, 90, 92
Widget syndication services, 91-92
Wiefels, Paul, 71
Windows Defender, 157
Winning investment strategies, formulas for,
61
Win/win resolution, 104
Wish lists
buyer and seller, 128—130, 133
using to reach agreement, 131
Witten Technologies, 62
Wozniak, Steve, 31
Wright brothers, 150-152
Written instructions, providing, 201

Xerox, 102
Xicor, 9

“Year of the Widget,” 90
Your Show of Shows, 6

Zero-defect conferencing system, 217
Zworykin, Vladimir, 16






