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Good morning and welcome to the 2004 Federal Partners in Technology Transfer conference.

My name is Jeet Hothi. 

I am especially pleased that FPTT’s first conference outside the National Capital region is here in Halifax, Nova Scotia, known enviously by those of us who work in landlocked Ottawa as Canada’s Ocean Paradise.

I am the manager of the technology transfer activities of Communications Research Centre Canada or, as it is better known, CRC. That’s actually my day job. 

Like many of you, I also have another professional interest, one that is as challenging as it is rewarding. 

As chair of FPTT’s National Committee, I am an active participant in one of the most strategically important networks in Canada.  

This is the network that links FPTT’s 16 federal science-based departments and agencies to a host of universities, research institutes and private sector businesses involved in technological innovation.

In many ways, the relationships that we build within our science and technology community—including those forged over the new few days—are critical to the future success of our efforts to identify new and marketable technologies and to get them into the hands of those who can exploit them.

That’s what FPTT conferences and workshops are all about—building relationships, person to person, sector to sector, network to network. 

Since 1998, FPTT’s annual conferences have covered a wide range of issues involving each stage of technology transfer. 

· From gathering best practices of collaborative research and development, to managing intellectual property. 

· From developing technology transfer skills, to mastering techniques to promote and maximize commercialization

. 

Each issue represents a critical piece of a puzzle that must find its perfect fit before the true benefits of innovation begin to emerge.

The creation of new knowledge and novel ideas is the fundamental pillar of an innovative economy. 

But it takes a second, equally important, pillar for an innovative economy to thrive. Namely, the transformation of those discoveries and inventions into new products and processes tailored for the marketplace.

Failure to complete this cycle of commercialization leads to an innovation gap that interrupts the flow needed to build the kind of infrastructure that eliminates waste and duplication, improves existing practices and inspires new and productive ways of thinking. 

One of our country’s many strengths is its ability to generate and produce impressive amounts of scientific output. In fact in 2002-2003, a total of $2.2 billion worth of research was performed in federal labs in support of a broad spectrum of responsibilities, including regulation, public health, environmental stewardship and social and economic development. 

Unfortunately, where we often fall short is in transporting our marketable creations, with efficiency and speed, into the commercial realm.

The federal budget of March 23 recognized this shortcoming and has singled out the commercialization of publicly supported research as a pressing priority. 

Indeed, the budget sets aside $25 million over the next five years so science-based departments and agencies can improve their commercialization activities. 

There is a further $50 million for university-based research over five years to fund a number of granting councils, universities and research hospitals.

And $5 million a year set aside for IRAP, to strengthen its support for regional innovation and commercialization strategies. 

Over the years, the research and development community has learned to make the best of limited resources. 

Today, it is even more important to target any new resources carefully.

There is a lot being done on several fronts.

For example, a grassroots working group representing more than 30 government departments and agencies—including FPTT’s Executive Office and many of its members—is working hard to develop recommendations to fill gaps in the government's commercialization agenda.

These gaps were identified by industry during the Innovation Strategy consultations. 

Briefly, industry highlighted several needs, including:

· More effective communication and links between industry and publicly funded R&D, including a closer alignment between research efforts, industrial needs and commercialization opportunities.

· A more strategic, market-based approach to knowledge-driven and technology-related investment, including technology roadmaps to help industry identify the enabling technologies and skills needed to meet future market demands.

· New or revamped financial mechanisms to facilitate the commercialization of new knowledge and technologies, including instruments to reduce the risks of early-stage seed financing. 

· Skills development to bring globally competitive technologies to market. 

· Greater use of demonstration projects and early-adoption initiatives to facilitate the movement from prototype development to commercialization. 

· Better linkages between domestic interests and the global market. 

As each of us knows, technology transfer calls upon not only adequate investment but also unique sets of skills that differ from stage to stage and from case to case.

From experience, my colleagues at CRC and I can add that technology transfer also requires a lot of patience, a bit of daring and often more than a dash of luck.

Remember the worldwide slump in the telecommunications sector in 2000? 

The Centre’s annual R&D budget is about  $40 million—less-than 2 per cent of Canada’s total federal laboratory spending.  Two years after the IT bubble burst, CRC earned $4 million in licensing revenues—one-quarter of the total revenue earned by all federal labs. 

How did we do it? 

We used every ingredient of good tech transfer that we could find, including the experiences of other practitioners of the trade—most of them, incidentally, FPTT members or affiliates 

Along the way, we carefully noted the factors that led to our success. These practices include: financial incentives to reward innovative researchers; aggressive management and defence of our IP rights; cross-licensing for a number of our patented inventions; and the occasional use of outside technology brokers to market our IP.

We also identified several gaps in the process that we feel inhibit effective technology transfer and commercialization, at least from our own perspective. 

But these gaps can be bridged and crossed. Some of the measures we feel would work include:

· Rewarding the performance of individual researchers for knowledge utilization and its impact, rather than on knowledge creation alone

.

· Developing appropriate IP marketing expertise within public labs to exploit IP more fully

· Support for further analysis and feasibility studies of early-stage, high-risk technologies to determine commercial promise.

· Increased access to better training in commercialization skills

· Resources for federal labs to develop in-house expertise to monitor and enforce IP rights.

· Greater input of federal labs at the decision-making level.

 I offer these observations as food for thought, something that we can always count on at any event organized by FPTT.

Regardless of our own particular experiences, there is no doubt that there is increasing need in Canada to accelerate technological innovation. 

That’s why the theme of this year’s FPTT conference is so important. Matching and Marketing your Intellectual Property are critical components of successful commercialization. 

Over the next two days, we will learn from experts, and from each other, how to tailor technology marketing strategies to our specific needs. We will find out what private sector companies look for and how to provide them with it. We will learn the tools and tricks and techniques that will lead us to new technologies and to potential licensees. 

What better place is there to start than with an expert who can lead us to the money?

Our keynote speaker has long been fascinated with a curious phenomenon in Canada. 

Few dispute the fact that Canadians have little problem creating high tech companies. Our challenge is to keep those companies Canadian. Too often, successful ventures born and nurtured in this country are sold in the early stages of success to foreign buyers who integrate them into their worldwide operations.

Denzil Doyle has tracked this disturbing trend of years from a series of particularly illuminating vantage points.

Mr. Doyle is presently chairman of Capital Alliance Ventures, an Ontario labour-sponsored venture capital fund that invests primarily in private technology companies in Ontario.

He came to that position with high credentials. The former president of the consulting firm Doyletech Corporation, our speaker is also the chairman of International Datacasting Corporation, a publicly traded data transmission manufacturer. 

Before that, he was past president of the Canadian operations of Digital Equipment Corporation, a U.S. based multi-national technology company. 

You could say that Mr. Doyle knows his way around any number of corridors. A technology specialist, he is much in demand as a highly respected advisor to several provincial governments as well as to federal government. 

A prolific writer and commentator, he also has a way around a provocative thought. 

In what promises to be the perfect launch of what I hope you will find a productive and stimulating conference, would you please welcome FPTT’s keynote speaker,  Denzil Doyle. 

And again, welcome to you all.

