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Abstract: One of the steps of New Product Development Process is launching a new product, service, or technology in the 

market. It is one of the most challenging tasks to an entrepreneur and an organisation. It needs so much of research on scrutinizing 

the market acceptance of the product that is going to be launched and their impact. It is a creative procedure extremely focused on 

functional plan consists of marketing, finance and production. It is very expensive stage that one can control the financial 

activities of the available resources that costs do not overrun. In this paper, the authors postulate the challenges of commercial 

process of a technology and find out critically acclaimed the success and failures of the process. 
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1. INTRODUCTION: 

Commercialisation process entails many activities in bringing new products or services to the market. It involves key functional 

areas of management such as marketing, distribution, production, customer support, sales and many to achieve profitable business 

of the new product or service. Basically the process journey start from a small business in case of normal products and 

laboratories in case of technological products, which can have scaled their production to certain level that allows them to reach a 

large market for the aim to become a commercially acclaimed firm. But the most challenging task faced by the firms is 

technology commercialisation because the success factor is less as compared to the products. It involves huge investment and has 

a look on return on investment in minimum target time. This is the activity, which is complimentary to the process of publishing 

research findings. Before discussing about commercialisation, lets’ have a look in to the statistics on failure cases of products and 

filed patents from India and around the globe. 

As per the available studies conducted by various academic institutions and organisations, it is observed that annually 

more than 30,000 new consumer products are launched, out of which 95% of them fail. It is very scary to find this but it is the 

bitter fact that 95% is the failure case in the consumer products segment. India is one of the fastest-growing economies in the 

world. The projected average GDP growth is 7.7% between 2021 and 2024. The interesting about is that most Indians filed for 

patents than MNCs as per the Union Economic Survey for 2021-22. The number of patents being filed in India for the year 2020-

21 is 58,502 compared with 45,444 in 2016-17. The increased rate seems to be 28.73 percent in 2020-21.Compared 2016-17 

number of patents with 39,400 in 2010-11, the growth rate was 15.34 percent. Overall, the number of patents being files is in 

upward direction with an increased rate of 13.39 percent (the difference between two rates). India attained 46th rank in 2021 on 

the Global Innovation Indexwhich shows a great increment in granting patents with a rate of 188.32 percent compared to 2016-

17.In spite of this growth still India is lag behind other developed countries because one of the factor is India spent only 0.7 

percent of its GDP on Research & Development. And the other problems identified which delays the progress of such as 

procedural delays and the complexity of filing patents have acted as deterrents, the report stated. The time taken to publish the 

patent as a first step in the process takes nearly eighteen months. This is also the main reason to delay in granting of patent and 

some reports recommends that bringing down the period from eighteen months to fourteen months, will make huge change in 

progress. The average time for final decision on acquiring patents in India is forty-two months in 2020. As compared to China (20 

months), Japan (15 Months), South Korea (15.8 Months) and US (20.08 months), India is still behind and recommended to 

bringing down of time period that will matched to the above countries will make huge progress. In this regard, the authors 

concentrate on the process and challenges of commercialisation in India perspective. 
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Table 1: Start-up Failure Rates in 2021-22 (Globally) 

Particulars Percentage 

New Start-ups Failure 90 

Venture-backed startups Failure 75 

Start-ups fail in the first year 20 

Start-ups fail in the second year 20 

Start-ups make it to their fifth year 50 

Startups make it to the 10-year mark 33 

Startups make it to the 15-year mark 30 

Start-ups reached to Break-even 30 

Startups actually turn a profit 40 

Startups  fail do so because of cash flow problems 82 

Startups  fail start out with too little money 79 

Startups do not have appropriate product and/or service prices 77 

Startups have overly optimistic sales estimates 73 

Information Industry failure rate 63 

Construction Industry failure rate 53 

Manufacturing Industry failure rate 51 

Mining Industry failure rate 49 

Financial Services Industry failure rate 42 

Source: Prepared by the author from various sources 

 

2. THE PROCESS OF COMMERCIALISATION 

2.1 Step 1: Research  

Any of the activity after generating idea requires research. These can made through observations and experiments, which may 

lead to new dimensions of the idea, discovery of new things and innovation that can be very significant to larger proportion of 

people for transforming prototype to commercial product. It is based on collecting past data, understanding literatures of the 

respective field and significant contribution made by the enthusiastic researchers. If the researcher found any new insights in the 

research, it must be disclose. 

2.2 Step 2: Disclosure 

In this process the researcher must disclose the facts regarding novelty of the innovation, funding, stages of development, 

involvement of any third party if any, public disclosure if any and details of the inventors. An approval can be made after detailed 

discussion among review committee. 

2.3 Step 3: Assessment/Initial Evaluation 

After the prior acceptance by review committee, an initial evaluation can takes place on the nature of innovation to analyse 

market and competitive advantage for searching of potentiality of commercialisation. In this, the team conducts a series of 

searches for conflicting patents or trademarks, if applicable. This process can guide the innovator as a strategy for the best 

protection of innovation. This confirms that either to get license for the innovation or to create a new product. This involves more 

activities such as patent search for originality of the invention, a detailed market report, identification of existing companies or 

products, funding details for technical development, licensing policy, and detailed assessment of commercial opportunity 

2.4 Step 4: Protection 

Protection is the utmost considered element in commercialisation process, it protect the rights of the innovator from misuse. It is a 

strategical move by registering the idea in any of the forms such as patents to protect invention; design rights to protect the form 

and shape of a unique design; trademarks to protect brand identity of a product or service; copyright to protect novel work of 

authorship including literary, dramatic, musical, and artistic works; and technical know-how to protect trade secrets. 

 

Table 2: Criteria of patentability in India 

 It should be novel.  

 It should have inventive step or it must be non-obvious. 

 It should be capable of Industrial application.  

 It should not attract the provisions of section 3 and 4 of the Patents Act 1970. 

Source: Taken from IP India  

Table 3: Requirements for filing patent 

What can be patented? What can’t be patented? 

Utility Patents 

 Process 

 Machine 

 Article of manufacture 

 Composition of matter 

 Improvement of any of the above 

 

Patentable Inventions must be 

 Novel 

 Nonobvious 

 Adequately described or enabled (for one of ordinary skill 

in the art to make and use the invention) 

 Claimed by the inventor in clear and definite terms 

 Laws of nature 

 Physical phenomena 

 Abstract ideas 

 Literary, dramatic, musical, and artistic works. These can be 

Copyright protected! 

 Inventions, which are not useful, offensive to public 

morality, or are already patented, are also not patentable. 

Source: Prepared by the researcher from various sources 
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2.5 Step 5: Detailed Evaluation and Marketing 

This is the stage where scrutinize the assessment process likely be required to further develop and quantify the opportunity. In this 

the innovator is having two opportunities i.e. either to create own company and licensing the innovation or getting a third party 

license. Out of the two opportunities, the former is the best it might create greatest opportunities. For the consideration the 

innovator can develop some qualities such as taking risks, measuring return on investment, potentiality to make multiple products 

with same technology, size of the target market, competitive advantage, growth factor, and expertise in managing business. The 

later opportunity of getting third party license may involve the identification of open sources or creative commons in developing 

network as a valuable source. External licensees would often refer to this as ‘de-risking’ the opportunity. The goal is to 

demonstrate the level of technology readiness, which gives enough confidence for a possible licensee to invest in the 

commercialisation of technology. 

2.6 Step 6: Licensing 

It is a formal contract between the innovator and other party. The innovator or owner grants permission to the third party to use 

that intellectual property for a specific period and a specified objective. In this regard, the consideration factors are to demonstrate 

the most appropriate identified licensee; the built of relation with the licensee; due diligence; commercialisation plan should be 

provided; organise clear statement of all resources in support of the opportunity; terms and condition should be discussed in clear; 

and clarity on the licensed intellectual property rights; etc. 

2.7 Step 7: Business Plan 

A business plan should be prepared and furnished with the following details such as, should provide the details of products and 

services; market research; market information; technical development plan; analysis of competitors; strategy on sales and 

marketing; operations; logistics; business management plan; employee roles and responsibilities; and financial plan. 

2.8 Step 8: Commercialization 

After a license agreement, the licensee should continuefurther advancements of the innovation and makes other business 

investments to develop the product or service. This may include further development, securing regulatory approvals, sales and 

marketing support, training, and other activities.Commercialization is not only dependent on own actions but may consider timing 

and market situation. It requires seamless cooperation between functional areas such as sales, marketing, production, procurement 

and finance and this cannot wait until the research project is in its final stage.It enables customers to obtain a wider choice of 

products and allows companies to generate more revenue, increase efficiency, and reduce costs. It is a critical process since it 

entails making strategic and tactical decisions. 

 

3. CHALLENGES AND OPPORTUNITIES OFTECHNOLOGY COMMERCIALISATION 

3.1 Strengthening the commercialization process 

 Transparency in process; 

 Duration to acquire rights and stage of process must not time consuming; 

 Commercialize two to three times the number of new products and processes, as do their competitors of comparable size. 

 Incorporate two to three times as many technologies. 

 Bringing products to market in less than half the time 

 Compete in twice as many product and geographic markets. 

3.2 Business environment challenges 

 Available or adequate business infrastructure should be in surplus mode 

 High market potential  

 Sufficient business partners 

 Adequate systematic model, time and materials for getting equity funds 

 Sufficient know-how creep up the planning and management of a commercialization process 

 Effective pre-planning activities,  

 Better utilization of resources, 

 Internal training of key staff 

3.3 Strong organizational structure 

 More focus on business needs and issues.  

 The hierarchy must fit with company’s purpose, objectives, and goals.  

 Develop on core values that are already working. 

 Employee force must be leverage terms of talent. 

 Construct ownership and accountability at all levels of the organization.  

 Build open boundaries so that employees can flourish.  

 Build trust among all stakeholders. 

 Found a strong competitive framework to meet your goals. 

 Focus on enterprise resources and budget to avoid financial losses 

 Strengthen communication among different departments. 

 Execute efficient long-term plans for developing new products or services, building new suppliers channels and so on. 

 Develop brand reputation. 

3.4 Efficiency in project management 

 Project team strongly believe the actual status is R&D. 

 Decisions that taken should be fully transparent for a project team, therefore understandable, and consequently often 

implemented. 

 Define the goals early and keep them adaptable 

 Understand the scope of the project 

 Better, communicate with stakeholders 
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 Reinvest revenues 

 Learn to manage project risks 

 Use a work breakdown structure 

3.5 Effective cooperation with non-governmental sectors 

 Optimize production in a sustainable way. 

 Engage with and benefit from markets. 

 Live in growing, well-governed communities. 

 Effective Job Training 

 Non-profit conglomerates 

 Profit socially responsible business 

 Social development 

 Sustainable community development 

 Sustainable development 

 Sustainable consumption 

3.6 Failure to collaborate with stakeholders and conflicting political behaviours 

 Purposely refining useful contacts with a broad range of people occupying a variety of positions 

 Developing a network of people within or outside of the organization which can help to attain organizational goals 

 Seeking the ideas and concerns of those within own network for mutual benefit 

 Building and nurturing working relationships with people that may have a direct impact on work 

 

4. Conclusion 

The fundamental of any country’s economic growth depends on technological inventions. In order to generate revenues for 

companies and value for society, these innovations need to transfer to the market successfully. Newly developed technologies 

need to integrate into products that sell. In this paper, we majorly focused on the process, challenges and opportunities at the time 

of technology commercialisation. When it comes to commercialisation, the company may focus on multiple variables such as 

marketing, finance, operations, distribution channels, production technology, stakeholders, collaborations, partnerships, 

government policies, filing process, etc. 
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