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This booklet is based, with permission, on the University of Michi-
gan’s “Inventor’s Guide to Technology Transfer”, with adaptions 
for Aarhus University and Central Denmark Region. We are gra-
teful to the University of Michigan for their kind permission to use 

their excellent material.

>> Research is the core competence of 
a university, but to create societal impact 
from this research, technology transfer is 
of essential importance. The Business De-
velopment Team is ready to support and 
guide you when commercialising excel-
lent research.

Jeppe Dørup
Head of Innovation
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The Inventor’s Guide outlines the essential elements of 
technology transfer at Aarhus University (AU) and Central 

Denmark Region (CDR). 

This guide is provided to answer the most common ques-
tions we typically receive from our research community 
and provides a broad overview of the technology transfer 
process and services available for researchers. The guide 
is separated into four parts that can be read separate or 

as one. 

Technology transfer activities at Aarhus University is un-
dertaken by Enterprisse and Innovation, locatedin the 
university’s Enterprise and Innovation department. The 
team also supports inventors from Central Denmark Re-

gion including Aarhus University Hospital.
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Photo on front page: Lise Balsby, AU Communication
Guide printed in 2024 - Created by Enterprise and Innovation
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TECHNOLOGY 
TRANSFER 
OVERVIEW
What is technology transfer? 

Technology transfer refers to the 
process by which new inventions 
are commercialised and brought 
to market for the benefit of socie-
ty as a whole. This is done through 
formal licensing or sale of Intelle-
ctual Property Rights (IPR) of a te-
chnology to third parties under the 
guidance of business developers. 
At AU and CDR, the main type of 
IPR are patents, but E&I can also 
assist with other types of protecti-
on, eg. copyright for software.

What is a Business Developer? 

In the context of technology trans-
fer at Aarhus University and Cen-
tral Denmark Region, a business 
developer is an employee at E&I 
specialised in bringing technologi-
es from public institutions into so-

ciety. The business developer does 
this by several means, among 
other things:

•Assess the commercial potential 
of your invention 

•Create a commercialisation stra-
tegy for your invention 

•Secure Intellectual property rights 

•Locate suitable funding options

•Assist with pitch trianing

•Locate and secure missing com-
petences for a potential spin-out, 
as well as guidance on creating 
one 

•Locate licensees through market 
research and analysis 
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•Market your invention to potential 
licensees 

•Negotiate license agreements 

Who is performing technology 
transfer?

At Aarhus University and Cen-
tral Denmark Region, technology 
transfer is performed by the busi-
ness developers of Enterprise and 
Innovation. Previously this team 
was called TTO Business Develop-
ment, but since August 2023 the 
team was re-organized into the 
Enterprise and Innovation depart-
ment. Aarhus University still have a 
unit called TTO (Technology Trans-
fer Office). However, this unit is not 
involved with technology transfer 
activities, but rather with research 
collaboration agreements. Enter-
prise and Innovation is compo-
sed of business developers along 
with legal employees. The unit 
has experience in transferring te-
chnologies from a broad range of 
research fields, and is responsible 
for managing invention disclosu-
res from all departments as well as 
CDR Hospitals. You will find more 
information at Au.dk/tto.

Why would a researcher want 
to participate in the technology 

transfer process? 

The reasons are unique to each re-
searcher and may include: 

•Making a positive impact on so-
ciety 

•Feeling a sense of personal fulfil-
ment 

•Achieving recognition and finan-
cial rewards 

•Gaining new knowledge 

•Generating additional lab or de-
partmental funding 

•Attracting research sponsors 

•Creating educational opportuniti-
es for students

•Seeking a career path outside 
academia

In addition, researchers at public 
reasearch institutions have a legal 
obligation to inform Enterprise and 
Innovation about any new inventi-
ons he or she may have made.

How is technology transferred? 

The technology is typically trans-

 v  v



8 AARHUS UNIVERSITY

ferred through a license or sa-
les agreement in which AU/CDR 
grants rights for the use of the de-
fined technology to a commercial 
third party. The commercial party 
may be an established company 
or a new spin-out from AU or CDR. 
The agreement will include terms 
that require the commercial third 
party to meet certain performance 
obligations and to make financial 
payments to AU or CDR. The net 
revenue of these payments will be 
shared between the inventors and 
the institution. This provides sup-
port for further research, education, 
and participation in the techno-
logy transfer process. 

What is the Act on Inventions 

The Act on Inventions is a Danish 
law from 2009 with the purpose of 
“Ensuring that research results pro-
duced by means of public funds 
are utilised for the benefit of Da-
nish society through commercial 
exploitation”. Among other aspe-
cts, the act regulates the owners-
hip of any invention created by a 
researcher employed at a public 
research institution, and require 
that the responsible institution at-
tempts to commercialise any in-
ventions it gains ownership of.

Billede af mur

Photo: Rasmus Viggers, Commercialization and IP
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>> I have worked closely with Enterpise and In-
novation on the IP rights around several inventions, 
fundraising from InnoExplorer as well as the legal 
framework for industry collaborations and a total 
of three spin out companies raising more than 750 
million DKK. I have always experienced the staff as 
helpful, constructive and focused on getting the deal 
done in a win-win manner. Importantly, the business 
developers listens carefully and prioritizes the entre-
preneurial ambitions of the inventor team, providing 
support and coaching to scientists wanting to turn 
entrepreneurs.

Simon Glerup
•Associate Professor 
at the Department 
of Biomedicine

•Co-founder and CSO of 
Draupnir Bio

•Co-founder of 
Muna Therapeutics and 
Teitur Trophics
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THE PROCESS
How do I work with Enterprise 
and Innovation? 

We encourage you to contact  the 
busieness developers of Enterprise 
and Innovation during your early 
research activities to be aware of 
the options that will best leverage 
the commercial potential of your 
research. The business developers  
are trained to assist you with ques-
tions related to marketability, fun-
ding sources, commercial partners, 
patenting and other protection 
methods, spin-out considerations, 
internal policies, and much more. 
To a certain degree, you can deci-
de how much you want to involve 
yourself – although we encourage 
you to take an active role in the 
process. 

How long does the technology 
transfer process take? 

The process of protecting the te-
chnology and finding the right 
commercial partner is a project 
that may take months - or even 
years - to complete. The amount 
of time will depend on the devel-

opment stage, the market, compe-
ting technologies, the amount of 
work needed to make the techno-
logy ready for market, and the re-
sources and willingness of both 
you and the commercial partner. 

What are the typical steps in 
the process? 

The process of technology trans-
fer is summarised in the steps and 
diagram that follows. Note that 
these steps can vary in sequence 
and often occur simultaneously.
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INVENTION DISCLOSURE
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BUSINESS DEVELOPMENT & IP PROTECTION

MARKETING AND PARTNERING

EXISTING 
COMPANY

ESTABLISH
 SPIN-OUT

LICENSE OR SALE

DEVELOPMENT

REVENUE

REINVEST IN RESEARCH AND EDUCATION



12 AARHUS UNIVERSITY

1 RESEARCH 
Observations and experiments du-
ring research activities often lead 
to discoveries and inventions. An 
invention is any useful process, 
machine, composition of matter, or 
any new or useful improvement of 
the same. Often, multiple resear-
chers may have contributed to the 
invention. 

2 INITIAL CONTACT 
An early contact with a business 
developer at Enterprise and Inno-
vation to discuss your (potential) 
invention and to provide guidance 
with respect to the disclosure, as-
sessment, and protection proces-
ses described below. 

3 INVENTION DISCLOSURE 
The written notice of an invention to 
Enterprise and Innovation that be-
gins the formal technology transfer 
process. An invention disclosure 
remains a confidential document 
and should fully document your in-

vention so that the possibility for IP 
protection and commercialisation 
can be assessed. Enterprise and 
Innovation will provide you with an 
assigned business developer and, 
if necessary, a legal advisor. 

4 ASSESSMENT 
The assessment period allows 
Enterprise and Innovation a two 
month period to assess the paten-
tability and commercial potential 
of your invention. During the as-
sessment phase, you and your bu-
siness developer will conduct pa-
tent searches, analyse the market, 
and assess competitive technolo-
gies to determine the invention’s 
commercial potential. This evalu-
ation process, which may lead to 
a broadening or refinement of the 
invention, will guide our strategy 
on whether to focus on licensing to 
an existing company or creating a 
new spin-out.

10 STEPS TO 
COMMERCIALISATION
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5 BUSINESS DEVELOPMENT 

AND IP PROTECTION
The commercial aspects of the 
project are developed in several  
ways, eg. by refining the value pro-
postion, putting together a team, 
creating a business model, draft-
ing a funding plan, and doing mar-
ket research on current landscape 
of competitors. In addition, the pro-
cess to secure protection of the in-
tellectual property rights to the in-
vention is begun. This is carried out 
so that there is an asset to transfer 
to a third party. Patent protecti-
on begins with the filing of a pa-
tent application with one or more 
government patent offices. Once a 
patent application has been filed, 
it typically will require several years 
and a significant investment to ob-
tain an issued patent. 

6 MARKETING & PARTNERING 
With your active involvement, your 
business developer conducts mar-
ket research on the industry of in-
terest and identify candidate com-
panies that have the expertise, 
resources, and business networks 
to bring the technology to market. 
This may involve partnering with 
an existing company or creating a 
spin-out company. Your active in-
volvement is crucial for success.   

7a CREATE A SPIN-OUT
If creation of a new spin-out com-
pany has been chosen as the op-
timal commercialisation path, your 
business developer will support 
the founders in planning, creating, 
and funding the spin-out. Enterpri-
se and Innovation always recom-
mends the founders to consult their 
own legal and financial advisors 
when developing a business plan 
and establishing a spin-out com-
pany. 

7b EXISTING COMPANY 
If an existing company is selected 
as a potential commercial partner, 
your business developer will work 
with that company to negotiate 
the appropriate license or sales 
agreement to commercialise the 
technology. In some cases, there 
is also a need to conduct feasibi-
lity studies generating additional 
data, before the company can 
commit to an agreement.  

8a LICENSING 
A license agreement is a contract 
between AU/CDR and a third par-
ty in which the rights to a techno-
logy are licensed to the third party 
without transfer of ownership. The 
agreement regulates the rights 
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and obligations of the licensee, in-
cluding financial terms. An option 
agreement is sometimes used to 
enable a third party to evaluate 
the technology for a limited time 
prior to making a decision about 
licensing. 

8b SALE 
An assignment agreement is a 
contract between AU/CDR and 
a third party in which owners-
hip to the rights to a technology 
are transferred to the third party 
against financial compensation. 
AU/CDR will no longer have any 
control over the intellectual pro-
perty rights to the technology. An 
option agreement is sometimes 
used to enable a third party to eva-
luate the technology for a limited 
time prior to making a decision 
about buying the technology. 

9 DEVELOPMENT 
The licensee continues the ad-
vancement of the technology and 
makes investments to develop the 
product or service. This step may 
entail further research and de-
velopment, regulatory approvals, 
sales and marketing support, tra-
ining, and other activities. In ad-
dition, assistance from the resear-
cher(s) might be needed in this 

step to secure succesful commer-
cialisation.

10 REVENUE 
Net revenues received by AU are 
distributed with 1/3 to inventors, 
departments and the University. 
While revenue received by CDR 
are distributed with 1/3 to the in-
ventors and 2/3 to CDR – read 
more about the distribution of re-
venue at Au.dk/tto.
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Contact Enterprise and Innova-
tion at patent@au.dk or visit our 
webpage Au.dk/tto, when you 
believe you have a scientific or te-
chnical observation with potential 
commercial or research value.  

Complete and submit the inven-
tion disclosure in sufficient time to 
file a patent application before 
publicly disclosing your invention 
or publishing a manuscript – prefe-
rably before submitting the manu-
script for publication. 

Take an active role in the process – 
your knowledge and expertise are 
valuable assets to both your busi-
ness developer, but also a potenti-
al licensee. 

To avoid risking your patent rights 
and possibly hindering the oppor-
tunity to market your invention, 
contact Enterprisen and Innovati-
on before presentning your idea to 
people outside AU/CDR. Be aware 
that oral presentation of your in-
vention also count as a publication 
within the patenting system.

If a patent application has not 
yet been filed, we will give you a 
non-disclosure agreement for any 
external parties to sign before you 
describe your invention. 

On the invention disclosure, inclu-
de companies and contacts you 
believe might be interested in your 
invention or who may have alrea-
dy contacted you about it. Most 
licenses are executed with com-
mercial entities known by the in-
ventor(s), so your contacts can be 
extremely useful.  

Respond to the requests of Enter-
prise and Innovation and outside 
patent counsel. While some aspe-
cts of the patent and licensing pro-
cess will require significant partici-
pation on your part, we will strive to 
make efficient use of your valuable 
time. 

Keep Enterprise and Innovation in-
formed of upcoming publications 
or interactions with companies re-
lated to your technology. 

INVENTOR’S GUIDE 15

HOW CAN I HELP?
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Spin-out
STipe Therapeutics

Martin Roelsgaard Jakobsen

Founder of the spinout STipe Thera-
peutics in 2018 with his co-founder 
and company CEO Claus Elsborg 
Olesen

Today, Professor in infection and 
immunology at Department of Bio-
medicine at Aarhus University

How did the idea of becoming 
an entrepreneur arise?

I guess it started way back when 
I was part of a research group at 
Department of Biomedicine led by 
professor in Molecular virology, Sø-
ren Paludan. Our team discovered 
a new type of immune mechanism 
that could recognize virus infecti-
ons. When I became an associate 
professor in 2013, I had to form my 
own research field and wanted to 
go deeper into that mechanism. 
Over the following years, com-
bined with accumulating more 

scientific understanding, I figured 
out that our findings could have 
commercial potentials. However, I 
was not sure where to go with that 
idea at first.

How did you get started with 
your entrepreneurial journey?

I got in touch with Claus Elsborg 
Olesen, who worked as a Re-
search Business Manager at De-
partment of Biomedicine, and he 
helped develop and mature the 
idea. We also received some help 
from NOME (The Nordic mentor 
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network for entrepreneurship), 
and in collaboration with Enterpri-
se and Innovation, we eventually 
filed a patent application. Even-
tually, Claus and I decided to join 
forces and founded STipe Thera-
peutics in 2018 as a spinout from 
Aarhus University with the support 
of a PreSeed Grant from the Novo 
Nordisk Foundation. Later same 
year we became a part of a new 
initiative – the so called Creation 
House program at BioInnovation 
Institute. This entitled a convertible 
loan which made it possible for us 
to gear up the R&D program and 
start interacting with investors. In 
September 2019, we then raised 
20 million EUR in a Series A finan-
cing, with a syndicate of Danish 
and European venture capitals, 
and at that point, I went on a par-
tial leave from my research acti-
vities at the University to dedicate 
time to the company.

In general, there was a clear 
leap at Department of Biomedi-
cine around 2017/18, with the 
establishment of multiple spino-
uts (NMD-pharma, Draupnir Bio 
and STipe). This fueled a growing 
mindset on innovation and drug 
development in the field and at 
Aarhus University. In STipe Thera-
peutics, we really want to support 

this development and contribute 
to driving it forward. Therefore, we 
do take part in the community and 
are always ready to help people 
with advice and how to move an 
idea into biotech. I foresee that 
there is a huge potential within Life 
Science and drug development at 
Aarhus University, but in order to 
reach that potential, we need to 
strengthen the community, have 
strong local support and have the 
right facilities for it to grow. 

What has been the biggest 
challenge in the process?

In general, we have experienced 
good support on our journey, both 
from the department, the universi-
ty and the innovation environment. 
Our project is difficult, and the fact 
that so many have supported it 
has definitely played a part in its 
success. It has been a challenge 
to create a project anchored in 
the university environment, which 
at the same time is able to grow 
without compromising on the aca-
demic aspect. To do so, everyone 
needs to understand in which dire-
ction you are going – we are trying 
to generate this synergy that bio-
tech can create. It has also been 
a big challenge to find the right 
competences.

 v  v



Historically, Aarhus University has 
not been the strongest player 
within biotech, but this develop-
ment is turning around, and that 
makes it much easier to attract 
great capacities to the environ-
ment in Aarhus.

What does a typical workweek 
look like for you in relation to 
combining your company with 
your research?

Until recently, I split my time bet-
ween STipe Therapeutics and my 
research activities and teaching 
obligations as an associate profes-
sor at Department of Biomedicine. 
I still have responsibility for my re-
search group where I try to keep 
the level of funding and publishing 
the same, so I do work a lot. I nor-
mally work within the regular wor-
king hours and then again at night 
and a bit during the weekends, 
which is then combined with qui-
te a lot of travelling. Thus, it is im-
portant to have a strong drive and 
outstanding support from once fa-
mily for this to work. But you have 
to remember that in biotech, the 
timeline is always against you, and 
you really need to work hard in or-
der to reach your goals. Luckily, we 
have a great team in STipe The-
rapeutics, who help and support 

each other – and the same holds 
true for my research team at the 
university.

To my benefit, it should also be 
mentioned that there are a lot 
of synergy between our activi-
ties in STipe Therapeutics and 
my research activities, and it is 
my experience that you get your 
knowledge tenfold back when 
you combine your research with 
entrepreneurship. You get the best 
of both worlds. My academic profi-
le has become much sharper, and 
I have become better at shaping 
my research with an eye for futu-
re commercial potential. So if you 
can find the balance, there are 
many advantages in the synergy 
between entrepreneurship and 
research, even though it is deman-
ding and not for everyone.

How do you use your academic 
competences from AU as an 
entrepreneur?

As a researcher, I come with a 
very specialized academic insight, 
which has been an advantage 
in the biotech community, where 
more people are often generalists. 
But in fact, it goes just as much the 
other way around. My research ac-
tivities benefits a great deal from 
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my entrepreneurial mindset. I do 
bring knowledge from biotech and 
the innovative community back to 
my research, where it supports our 
mindset to understand that here 
are the unmet needs for impro-
ving medical therapies and help 
patients. So the entrepreneurial 
experience of getting your hands 
dirty has really added a broader 
perspective to my research.

Where is the company today, 
and what are your dreams for 
the future?

Our dream is to develop a treat-
ment that helps cancer patients 
and saves lives. We are in the pre-
clinical settings but working hard to 
get to a stage where our drug can 
become ready for clinical testing – 
this goal is within the foreseeable 
future. Personally, I do not have the 
ambition of becoming a new Novo 
Nordisk. Right now, we focus on 
developing our drug, and then we 
see what comes next – you should 
always be open for opportunities 
within biotech. My aim is to show 
that we can be successful in de-
veloping something from a basic 
scientific discovery to something 
that can make a difference for pe-
ople and be of benefit to society.

What is your best advice for re-
searchers who are considering 
becoming entrepreneurs?

First of all, you need to consider 
why you are doing it – because you 
have to dedicate yourself 100% 
into the work. And you should not 
do it to become rich or famous. 
If you think you are going to run 
everything yourself, you shouldn’t 
do it either – you need to be aware 
that the skills you have obtained 
as an academic, do not necessa-
rily make a great CEO. So find the 
right team of experienced people 
that can help transform the idea 
into a company. However, if you 
want to make a change for other 
people, and you get energy from 
pushing things forward, then jump 
into it. It is hard work, and therefo-
re, it is important to be dedicated 
to the overall goal.

INVENTOR’S GUIDE 19
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INVENTION 
DISCLOSURE 
& ASSESSMENT 

What is an Invention Disclosure? 

An invention disclosure is a writ-
ten description of your invention 
or development that is provided to 
Enterprise and Innovation by you. 
The invention disclosure should 
list all funding and collaborating 
sources of support and include all 
the information necessary to be-
gin pursuing protection, marketing 
and commercialisation activities. 
This document will be treated as 
“university confidential”. Based on 
the invention disclosure, Enterpri-
se and Innovation may generate 
a non-confidential description of 
your invention in order to assist in 

marketing of the technology. Once 
potential partners have been 
identified, and confidentiality ag-
reements have been signed, more 
detailed exchanges of information 
can be made. 

Why should I submit an Inventi-
on Disclosure? 

When you disclose your inventi-
on to Enterprise and Innovation, it 
starts a process that could lead to 
the commercialisation of your te-
chnology. Commercialisation is a 
great way for your invention to be-
nefit society as a whole – your in-
vention can thus create an impact 

This section will outline the essential aspects of the invention disclosure 
and the subsequent assessment process. It will touch upon subjects such 
as what an invention disclosure is and why you should submit one. In ad-
dition to this, the section will describe the assessment process in detail. 
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on more than just the academic 
world. In addition to  this, a novel in-
vention can benefit you financially, 
with a share of the net revenue. 
Along with the opportunities outli-
ned, you are obligated by Danish 
law to disclose any inventions you 
make during your  employment at 
public research institutions.  

How do I know if my discovery is 
an invention? 

You are encouraged to submit an 
invention disclosure for all inven-
tions and developments that you 
feel may have significant value as 
the solution to a problem. If you are 
in doubt, contact Enterprise and 
Innovation to discuss the invention 
and strategies for commercialisati-
on. 

When should I complete an In-
vention Disclosure? 

You should complete an inventi-
on disclosure whenever you feel 
you have discovered something 
unique with possible commercial 
value. This should be done well 
before presenting the discovery 
through publications, poster sessi-
ons, conferences, press releases, or 
other communication. Once publi-
cly disclosed (i.e., published or 

presented in some form), an invent
ion may have restricted or minimal 
potential for patent protection. Be 
sure to inform Enterprise and Inno-
vation of any imminent or prior pre-
sentation, lecture, poster, abstract, 
website description, research pro-
posal, dissertation/ master’s thesis, 
publication, or other public presen-
tation that discloses any significant 
element of the invention. 

Should I disclose research tools?  

Yes, if your new tools would benefit 
other researchers and you are in-
terested in providing them to tho-
se researchers and to other third 
parties. Typically, research tools 
are materials such as antibodies, 
vectors, plasmids, cell lines, mice, 
and other materials used as “to-
ols” in the research process. Most 
research tools do not necessarily 
need to be protected by patents 
to be licensed to commercial third 
parties to generate revenue. If you 
have research tools that you beli-
eve to be valuable or wish to pro-
vide to others (including research 
collaborators), Enterprise and In-
novation will work with you to de-
velop the appropriate protection, 
licensing, and distribution strategy. 

 v  v
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How do I submit an Invention 
Disclosure? 

You can download a disclosure 
form and simple instructions from 
Au.dk/tto. New invention disclosu-
res are assigned to a member of 
Enterprise and Innovation’s busi-
ness developers shortly after they 
are received. If you have any ques-
tions, please contact us at patent@
au.dk. 

Who is considered an inventor 
for the purposes of technology 
transfer? 

To determine who is an inventor, 
only a person’s role in the con-
ception stage is considered. Each 
person who makes an original and 
substantive contribution to the in-
vention or essential elements of 
the invention will be considered 
an inventor. For more information 
on this, have a look at ”FAQ” on 
Au.dk/tto.
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ASSESSMENT OF AN
INVENTION DISCLOSURE
How does Enterprise and In-
novation assess Invention 
Disclosures? 

Business developers and legal staff 
examine each invention disclosure 
to review the novelty of the inventi-
on, protectability and marketabili-
ty of potential products or services, 
potential legal concerns, along 
with the time and money required 
for further development. Further-
more, the growth potential of the 
relevant market, along with po-
tential competition from other pro-
ducts/technologies, is analysed. 
This assessment may also consider 
whether the IP can be the basis for 
a new spin-out. During the assess-
ment, your business developer will 
work closely with an external pa-
tent attorney to ensure an extensi-
ve search through existing patents. 

If the inventors believe that all 
IP should be licensed non-ex-
clusively to all potential users 
for the public good, will the AU/
CDR honour our request? 

Enterprise and Innovation will work 
with you to develop the appropri-
ate commercialisation strategy for 
the invention.  Some technologies 
lend themselves to non-exclusi-
ve licensing (licensing to multiple 
third parties), while others will only 
reach the commercial marketpla-
ce, and therefore the public, if they 
are licensed on an exclusive basis. 
We will try to accommodate in-
ventors’ commercialisation wishes, 
but the final decision will be made 
by the business developer from . 

Is an invention ever assigned to 
an Inventor? 

If the Enterprise and Innovation 
decides not to pursue patent pro-
tection and chooses not to active-
ly market the invention, AU/CDR 
may transfer ownership to the in-
ventor(s). If the inventor chooses to 
commercialise the invention, and 
this results in net income to the in-
ventor, the inventor shall pay a rea-
sonable remuneration to AU/CRD 
in return (Read more at au.dk/tto).



24 AARHUS UNIVERSITY

OWNERSHIP OF 
INTELLECTUAL 
PROPERTY
This section will outline the essential aspects of intellectual property and 
research considerations. It will touch upon subjects such as what a pa-
tent is, and the process of getting one. It is important to emphasise that 
this is an introduction - the patent process is very individual - you should 
always reach out to us if you specific questions.

What is “intellectual property”? 

Intellectual property is an inventi-
on or material that may be prote-
cted under the patent, trademark, 
copyright laws, or by contract. 

Who owns what I create?

As a general rule, AU/CDR owns 
inventions made by its employees 
while acting within the scope of 
their employment or using more 
than incidental AU/CDR resources. 
In some cases, the terms of co-fi-
nanced or commissioned research 
may impact ownership. When in 
doubt, it is best to reach out to En-

terprise and Innovation for advice 

What is AU’s and CDR’s policy 
on ownership of inventions? 

The policy at Aarhus University and 
Central Denmark Region follows 
the national legislation, which en-
tails that The Act on Inventions of 
2009 sets the policies for owners-
hip of inventions. As stated previ-
ously, co-financed or commissio-
ned research can alter the rules of 
ownership. 

Who owns the rights to discove-
ries made while I am consul-
ting? 
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The ownership of inventions made 
while consulting for an outside 
company depends on the terms 
of your consulting contract. It is im-
portant to clearly define the scope 
of work within consulting contracts 
to minimise any issues with ow-
nership of potential inventions. If 
you have questions, Enterprise and 
Innovation is available for advice. 

Should I list visiting scientists or 
scientists at other institutions/
companies on my invention 
disclosure? 

All persons that may have con-
tributed to the ideas leading to a 
discovery should be mentioned 
in your disclosure, even if they are 
not AU/CDR employees. Enterpri-
se and Innovation will determine 
the rights of such persons and in-
stitutions/companies. It is prudent 
to discuss with Enterprise and In-
novation all working relationships 
(preferably before they begin) to 
understand the implications for 
any subsequent inventions. 

Can a student contribute to an 
invention? 

Yes, some students work on inven-
tions at AU under a wide variety 
of circumstances. Enterprise and 

Innovation promotes student en-
trepreneurism, and students can 
be named as Inventors. Typically, a 
student will own his or her rights to 
an invention unless the invention 
was created by a student in a ca-
pacity as an AU/CDR employee, or 
where the student used more than 
incidental resources from the insti-
tution.



Spin-out
RadiSurf

Why did you choose to start Ra-
diSurf?

I have always had an urge to start 
and see things grow – I tried star-
ting a small company in eighth 
grade, which did not pan out well, 
but I kept the interest. When I was 
employed at Aarhus University, an 
opportunity to start a company 
based on our research presented 
itself. The project was ready to be 
commercialised, so I took the op-
portunity and founded RadiSurf to-
gether with my supervisors. It made 
sense to work in a company where 
I could use all the competences I 
had spent years learning.

What sets you apart from your 
competitors?

There are two main aspects that 
sets us apart from competitors – 
we have based our products on 
a unique technology and we are 
able to scale-up the production to 
an industrial scale, which is a key 
if you should commercialize new 
technology. 

The technology is unique because 
it is based on a completely new 
way of thinking interfaces bet-
ween different surface materials. 
Using polymer brushes, we are 
able to control the surface proper-
ties of various materials as well 
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as creating seamless assemblies 
between different material-types. 
We can connect materials such 
as metal and plastic, which has 
shown to be difficult using traditi-
onal adhesives in many cases. The 
assemblies that we can create are 
also very durable compared to tra-
ditional methods.

The technological advantage is 
important, but what really sets 
us apart is our ability to create 
scalable solutions for industry. We 
have only been able to develop 
our solution due to our excellent 
team, which consists of the leading 
experts within this field. Even more 
importantly, we have been able 
to keep on all team members that 
have joined us along the journey – 
this means that we are keeping the 
important knowledge internally in 
the company.

How was the transition from 
academia to industry?

When I took my PhD, the learning 
curve was steep – but it got 10 ti-
mes steeper when I founded the 
company. The main reason is that 
you cannot open a book and find 
the answer you are looking for. In 
RadiSurf we are working with a 
unique technology on a speciali-

zed market with a distinctive busi-
ness model. No one has done what 
we are doing, so there is nowhere 
to seek definite advice. When loo-
king towards traditional guidance 
for start-ups, which is most often 
based on IT-startups, it is very hard 
to relate it to what we are doing in 
RadiSurf – which makes traditional 
start-up guidance almost useless.

What have been the largest 
challenges?

We have met several challenges 
along the way. As mentioned be-
fore, the main challenge has been 
the lack of people who have tried 
the same. This relates to another 
big challenge, which has been to 
sort bad advice from good advice 
– this has been tough without a re-
levant reference frame.

Another large challenge we met 
early on was difficulties with sca-
ling-up. We found out that the te-
chnology we based the company 
on, was not suitable for industrial 
scale. It was a major setback, and 
a big part of the chemistry had to 
be re-developed from the ground 
up. 

A final – but constant – challenge 
has been the lack of money. A 
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major challenge in Denmark has 
been the lack of risk-taking inve-
stors willing to look further than IT- 
or medico projects.

What role has soft funding play-
ed in the development of the 
company?

The role of soft funding has been 
crucial for the development of Ra-
diSurf, especially in the beginning. 
Denmark is in a relatively good po-
sition compared to other countries 
when looking at the different op-
tions for soft funding. Although the 
funding budgets could be much 
larger, especially in regards of pro-
grams aimed towards start-ups. A 
major challenge – especially in the 
beginning – has been the amount 
of time needed to write the appli-
cations.

How was the collaboration with 
Enterprise and Innovation?

Enterprise and Innovation has a 
dual role – they are trying to sup-
port you, while still being a coun-
terpart, when negotiating terms for 
Enterprise and Innovation devel-
oped at the University. However, 
overall, Enterprise and Innovation 
has been very helpful – especial-
ly the long-term collaboration has 

been great. Every time we have 
needed adjustments to our agre-
ements etc., Enterprise and Inno-
vation have been ready with short 
notice and flexible on terms. We 
can use each other’s competen-
ces and network, and the benefi-
cial collaboration is mutual.

In the spring of 2021 the com-
pany was sold – what does that 
mean for the future of the com-
pany?

The sale means everything. It 
makes it possible to scale up the 
company and reach a new le-
ague. The main benefit of the sale 
and the subsequent injection of 
capital is that we free up the re-
sources that was previously used 
to attract new funding and invest-
ments.

We can at the same time shift our 
main focus from Research and De-
velopment to production – more 
specifically we are moving from 
a 170 m2 office to a new 2000+ 
m2 location, as well as increasing 
the number of employees from 
11 to more than 25 during 2022. 
Furthermore, it makes it possible 
to expand our activities to the USA 
with the opening of a new locati-
on, also in 2022.
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Finally, our new international in-
vestors are bringing a comple-
tely new mindset. It is important 
to work fast – also if it means that 
we make more mistakes. Every 
time we make a mistake, we le-
arn something new. The benefit of 
working faster is the significantly 
reduced ready-to-market time – 
meaning that we can start crea-
ting revenue at an earlier stage. It 
is expensive in the short-term but 
beneficial in the long-term.

What are your best advices to 
other researchers with a dream 
of becoming an entrepreneur?

For one thing, you may not know a 
lot about running a company and 
you are going to make a lot of mis-
takes – but believe in your own abi-
lity to make decisions that moves 
you forward.

Another key thing is the importan-
ce of  speaking with your future 
customers early on –get an under-
standing of their needs and pain-
points as early as possible, even 
before creating your product. It is 
important to increase your mar-
ket-understanding while reducing 
uncertainty and guessing.
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PATENTS AND OTHER 
LEGAL PROTECTION
What is a patent? 

A patent gives the holder the right 
to exclude others from making, 
using, selling, offering to sell, and 
importing the patented inventi-
on. A patent does not necessarily 
provide the holder any affirmati-
ve right to practice a technology 
since it may fall under a broader 
patent owned by others. Instead, it 
provides the right to exclude others 
from practicing the invention.  

What type of subject matter 
can be patented? 

Patentable subject matter includes 
processes, machines, compositi-
ons of matter, and methods. There 
are four main criteria for patenting: 
The invention should be a techni-
cal solution to a technical problem; 
the invention should be novel; the 
invention should be an improve-
ment over any existing products; 
and finally, the invention needs to 
have a practical application. Your 
business developer will work with 

you and an external patent attor-
ney to ensure that these criteria are 
met. 

Can someone patent a 
naturally occurring substance? 

Generally, no. A natural substance 
that has never before been isola-
ted or known may be patentable in 
some instances, but only in its iso-
lated form (since the isolated form 
had never been known before). A 
variation of a naturally occurring 
substance may be patentable if 
an inventor is able to demonstrate 
modifications that offer substantial 
advantages in using the variant. 

What is the Danish Patent and 
Trademark Office? 

The Danish Patent and Trademark 
Office is an agency organised un-
der the Ministry of Industry, Busi-
ness and Financial Affairs that ad-
ministers patents on behalf of the 
government. The agency employs 
patent examiners skilled in all 
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technical fields to appraise patent 
applications. 

What is the definition of an in-
ventor on a patent, and who 
determines this? 

An inventor is a person who makes 
an original and substantive con-
tribution to the conception of the 
ideas in the patent claims of a pa-
tent application. An employer or 
person who only furnishes money 
to build, test, or practice an inven-
tion is not an inventor. Inventorship 
is a legal issue and may require an 
intricate legal determination by 
the patent attorney prosecuting 
the application. Have a look at 
”FAQ” on Au.dk/tto for more infor-
mation.

Who is responsible for 
patenting? 

Enterprise and Innovation contra-
cts with outside patent attorneys 
for patent prosecution and main-
tenance, thus assuring access to 
patent specialists in diverse te-
chnology areas. Inventors work 
with the patent attorneys in draft-
ing the patent applications and re-
sponses to patent offices in coun-
tries where the patent is pending. 

What is the patenting process? 

Patent applications are generally 
drafted by an outside patent at-
torney. The patent attorney will 
ask you to review an application 
before it is filed and will also ask 
you questions about inventorship 
of the application claims. When 
an application is filed, the patent 
attorney will ask the inventor(s) to 
sign an Inventor’s declaration and 
an Assignment under which the in-
ventor(s) assigns his or her rights in 
the patent to AU/CDR. This is part 
of normal patenting procedures, 
and signing the document does 
not mean that you relinquish the 
right to potentially receive remu-
neration. 

A search report is sent from the 
patent office 6-16 months from 
the first filing depending on the 
patenting strategy. The report lists 
all prior art documents found by 
the examiner and includes them 
as copies. More often than not, the 
examiner objects to the applicati-
on because either certain formali-
ties need to be cleared up, or the 
claims are not patentable over the 
“prior art” (anything that workers 
in the field have made or publicly 
disclosed in the past). The patent 
attorney files a written response 
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by amending the claims or points 
out why the examiner’s position is 
incorrect. This procedure is refer-
red to as patent prosecution, and 
it may take more than one corre-
spondence between the examiner 
and the patent attorney. During 
the prosecution process, input from 
the inventor(s) is often needed to 
confirm the patent attorney’s un-
derstanding of the technical aspe-
cts of the invention and/or prior art 
cited against the application. 

Your application is published 18 
months after the filing date. Your 
invention will then appear in data-
bases accessible to other people, 
and it will act as prior art against 
any future patent applications. 

Is there such a thing as an inter-
national patent? 

No, but an international agree-
ment known as the Patent Co-
operation Treaty (PCT) provides 
a streamlined filing procedure for 
most industrialised nations. A PCT 
application is generally filed one 
year after the priority application 
has been submitted. The PCT ap-
plication must later be filed in the 
national patent office of any coun-
try in which the applicant wishes to 
seek patent protection, generally 

within 30 months of the earliest 
claimed filing date. 

What is the timeline of the pa-
tenting process and resulting 
protection? 

The patenting process takes years, 
and especially inventors in the bio-
tech fields should plan on a long 
waiting period. Once a patent is is-
sued, it is enforceable for 20 years 
from the initial filing of the appli-
cation that resulted in the patent, 
assuming the patent office’s man-
dated maintenance fees are paid. 

Why does AU/CDR protect only 
some intellectual property th-
rough patenting? 

Patent protection is often a requi-
rement of a potential commercial 
partner (licensee) because it can 
protect the commercial partner’s 
often sizeable investment required 
to bring the technology to market. 
Due to the expense and the length 
of time required to obtain a patent, 
patent applications are not pos-
sible for all AU/CDR intellectual 
property. We carefully review the 
commercial potential for an inven-
tion before investing in the patent 
process. However, because the 
need for commencing a patent 
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filing usually precedes finding a 
licensee, we look for creative and 
cost-effective ways to seek early 
protection for as many promising 
inventions as possible.  

Who decides what gets prote-
cted?

The assigned business developer 
along with the external patent at-
torney consider relevant factors in 
making recommendations about 
filing patent applications. Based 
on this recommendation, the head 
of E&I ultimately makes the final 
decision whether to file a patent 
application or seek another form 
of protection. 

What does it cost to file for and 
obtain a patent? 

The cost of filing a patent can vary 
greatly depending on the number 
and complexity of the claims as 
well as the geographic coverage 
of the patent. To obtain an issu-
ed patent may require additional 
costs for patent prosecution. Also, 
once a patent is issued, certain 
government maintenance fees are 
required to keep the patent alive.

 

What if I created the invention 
with someone from another in-
stitution or company? 

If you created the invention under 
a co-financed or commissioned 
research agreement with a com-
pany, E&I would need to review 
that contract to determine owners-
hip, other associated rights, and 
appropriate next steps. Should the 
technology be jointly owned with 
another academic institution, the 
business developer will usually en-
ter into an “inter-institutional” agre-
ement that provides for one of the 
institutions to take the lead in pro-
tecting and licensing the invention, 
sharing of expenses associated 
with the patenting process, and 
allocating any licensing revenues. 
If the technology is jointly owned 
with a company, the business de-
veloper will work with the com-
pany to determine the appropriate 
patenting and licensing strategy.  

 v  v



Will AU/CDR initiate or conti-
nue patenting activity without 
an identified licensee? 

Often E&I accepts the risk of filing 
a patent application before a li-
censee has been identified. After 
the rights of AU/CDR have been 
licensed to a licensee, the licen-
see generally pays the patenting 
expenses. At times we must decli-
ne further patent prosecution after 
a reasonable period (often a year 
or two) of attempting to identify a 
licensee (or if it is determined that 
we cannot obtain reasonable pa-
tent coverage). 

What is a copyright, and how is 
it useful? 

Copyright is a form of protection 
provided to the authors of “original 
works of authorship.” This includes 
literary, dramatic, musical, artistic, 
and certain other intellectual works 
as well as computer software. This 
protection is available to both 
published and unpublished works. 
Copyright protection is automati-
cally secured when a work is fixed 
into a tangible medium such as a 
book, software code, video, etc.
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RESEARCH 
CONSIDERATIONS
Will I be able to publish the re-
sults of my research and still 
protect the commercial value 
of my intellectual property? 

Yes, but since patent rights are af-
fected by these activities, it is best 
to submit an invention disclosure 
(see page 18) well before commu-
nicating or disclosing your inven-
tion to people outside AU/CDR. 
Once publicly disclosed (publis-
hed or presented in any written or 
oral form), an invention will have 
restricted or no potential for pa-
tent protection in most territories 
around the world. Be sure to inform 
E&I of any upcoming or historic 
disclosure to the public domain 
including presentations, publicati-
ons, posters, abstracts, exams, the-
sis, or research proposal submissi-
on. 

May I use material or intellec-
tual property from others in my 
research? 

Yes, if you have the consent of the 
owner. It is important to carefully 
document the date and conditions 
of use so that we can determine 
if it influences the ownership and 
rights of your subsequent research 
results. If you wish to obtain mate-
rials from outside collaborators, a 
Material Transfer Agreement (MTA) 
should be completed. E&I legal 
staff can help you with this matter. 

 v  v



Will I be able to share materials, 
research tools, or intellectual 
property with others to further 
their research? 

Yes, but please contact E&I legal 
staff as it is important to document 
items that are to be shared with 
others and the conditions of use. 
If you wish to send materials to an 
outside collaborator, a Material 
Transfer Agreement (MTA) should 
be completed for this purpose. It 
may also be necessary to have a 
Confidentiality Agreement com-
pleted to protect your research 
results or intellectual property. E&I 
legal staff can help you with this 
matter. 

What rights do an external re-
search sponsor have to any 
discoveries associated with my 
research? 

The Agreement made between 
the parties should specify the In-
tellectual Property (IP) rights of the 
external party. AU/CDR general-
ly retains ownership of the patent 
rights and other intellectual pro-
perty resulting from co-financed 
or commissioned research. How-
ever, the external party may have 
the right to obtain a license for the 
defined and expected outcomes 

of the research. Often, collaborati-
on agreements allow the external 
party a limited time to negotiate a 
license for any patent or intellectu-
al property rights developed as the 
result of the research. Even so, the 
external party generally will not 
have contractual rights to discove-
ries that are clearly outside of the 
scope of the research. Therefore, 
it is important to define the scope 
of work within a research agree-
ment. If you have questions about 
co-financed or commissioned re-
search, please contact E&I.
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COMMERCIALISATION 
OF TECHNOLOGY
This section will outline the essential aspects of commercialisation and 
describe the process. It will touch upon subjects, such as how E&I can 
help you, what commercialisation strategies to consider, and the diffe-
rent types of agreements you need to be familiar with.

What are the typical steps in a 
commercialisation process?  

Commercialisation is understood 
as the process by which new in-
ventions are commercialised and 
brought to market for the benefit of 
society as a whole. At AU/CDR, in-
ventions are usually at a very early 
stage - this entails, that E&I does 
not have the ressourcers to bring 
novel inventions directly to market. 
Instead, the main task of E&I is to 
find an external partner, who can 
continue development and bri-
uing the final product to market.

A patent application is often filed 
before any marketing of the inven-
tion takes place, but in some cases 
the market need is investigated to-
gether with the inventors to valida-
te any market assumptions before 
a patent application is filed. After 

the market need has been asses-
sed a period of maturing or vali-
dation of the invention will often 
take place prior to or simultane-
ously with any marketing. Once a 
licensee has been located through 
market research and analysis, or a 
spin-out has been founded, E&I 
negotiates an agreement for the 
use of the invention and subse-
quently monitors the agreement 
on behalf of the University or the 
Central Denmark Region. 

What is the right strategy: 
Existing company or spin-out 
company? 

The commercialisation path can 
generally go in two directions. The 
first option is to create a spin-out 
company, while the second option 
would be to either license or sell 
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the technology to an existing com-
pany. A spin-out is a new start-up 
company that licenses the techno-
logy from AU/CDR and is founded 
with the sole purpose of commer-
cialising the acquired technology. 
A spin-out most often requires a 
large degree of involvement from  
the researcher(s). This means that 
a researcher wanting to spin out 
needs to be motivated, spend 
time, and learn new skills beside 
their academic knowledge – such 
as business management, marke-
ting and an understanding for le-
gal and regulatory considerations.  

The other option is to license or 
sell the technology to an existing 
company. When aiming to license 
or sell the technology the resear-
cher will usually be less involved 
in the process – primarily supply-
ing guidance or consulting to the 
licensee. Your business developer 
will try to accommodate your wis-
hes and aspirations when deciding 
whether to spin out or to license/ 
sell. 

During the last five years there has 
been a trend of focusing on spin-
out companies instead of existing 
companies. Existing companies  
are to a large degree focusing on 
partnerships with new spin-outs in-

stead of license agreements. 

What is my role during com-
mercialisation? 

Your role can vary greatly de-
pending on the chosen strategy: 
spin-out versus existing company. 
If a spin-out is chosen your role 
will more than often be very sig-
nificant. If, on the other hand, a 
licensing strategy is chosen, your 
role can be a lot more flexible de-
pending on your wishes and in-
terest. Your assistance in locating 
possible licensees would be more 
than appreciated, and some form 
of guidance or consulting would 
often be needed once the license 
is effective. 

Need for Proof of Concept? 

Sometimes a need for Proof of 
Concept (PoC) will arise before the 
technology can been commercia-
lised. There are two primary stra-
tegies. A short-term strategy is to 
continue developing the techno-
logy using traditional university re-
search funding. 

The long-term strategy is to apply 
for university innovation funding 
such as the Innoexplorer Grant. 
This grant is focused on bringing 
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research projects closer the mar-
ket, and the end goal is to establish 
a spin out company that can conti-
nue the development process. You 
can find guidance regarding inno-
vation funding on our website tto.
au.dk. 

What happens after commer-
cialisation? 

Most licensees continue to de-
velop an invention to enhance 
the technology, reduce risk, pro-
ve reliability, and satisfy the mar-
ket requirements for adoption by 
customers. This can involve ad-
ditional testing, prototyping for 
manufacturability, durability and 
integrity, and further development 
to improve performance and other 
characteristics. Documentation for 
training, installation and marketing 
is often created during this phase. 
Benchmarking tests are often re-
quired to demonstrate the product 
advantages and to position the 
product in the market. The tasks 
will often be the same regardless 
of the technology is licensed by a 
spin-out or an existing company. 

What revenues are generated 
for AU/CDR if commercialisa-
tion is successful? If unsucces-
sful? 

Licenses can include licensing fees, 
milestone fees, royalties, equity or 
a combination of these. Licensing 
fees are usually on an annual ba-
sis, while milestones fees are ba-
sed on significant improvements in 
the state of the invention, such as 
the first sale or the beginning of a 
clinical trial. Royalties on the even-
tual sales of the licensed products 
can also generate revenues, alt-
hough this can take years to occur. 
Equity, if included in a license, can 
also yield returns, but only if a suc-
cessful equity liquidation event 
(public equity offering or a sale of 
the company) occurs. In addition 
it must be mentioned that most li-
censes do not yield substantial re-
venues – however, the rewards of 
an invention reaching the market 
are often more significant than the 
financial considerations alone. At 
E&I we determine the terms and 
financial rates for licenses using a 
range of different methods inclu-
dig benchamarking towards simil-
ar agreements, analysing expec-
ted revenue and direct negotiation 
with the licensee.
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CREATING A SPIN-OUT
What is a spin-out and why 
choose to create one?  

A spin-out is a new business enti-
ty formed to commercialise one or 
more related intellectual properti-
es. Forming a spin-out is an alter-
native to licensing the invention 
to an existing company. There are 
two major benefits by creating a 
spin-out. In almost all cases the in-
ventor(s) will be the founder(s) of 
the spin-out, which means that the 
people working on the final pro-
duct will be both very dedicated 
and motivated. In addition to this 
the attention and focus of a spin-
out company can in some instan-
ces beat the broader competen-
ces of an established company. 

How does E&I help me? 

If a new spin-out is chosen as the 
preferred commercialisation path, 
E&I assists you and the other foun-
ders in meeting investors, consul-
tants, and entrepreneurs to help 
you in founding the company. 
In addition to this we can assist 
you with putting together a team, 

doing market analysis, locating 
funding options, and more. 

Where to access funding? 

A great way to fund the transition 
from research project to commer-
cial project is the Innoexplorer 
Grant – a grant offered by Innova-
tion Fund Denmark. The grant can 
be up to 1.5 mio DKK and should 
be spend to de-risk the project, 
this could be done by hiring exter-
nal consultants to assist with areas 
where you are lacking knowled-
ge; paying the salary of yourself 
or team members; or generate 
new data to support your scien-
tific claims. For more information 
on the grant and the conditions for 
applying, please visit Au.dk/tto or 
Innovationsfonden.dk. In addition 
to this, BioInnovation Institute and 
The Novo Nordisk Foundation are 
two other places where you can 
apply for funding for your project. 
International seed investors is yet 
another opportunity. Your business 
developer can help you choose 
the most appropriate funding op-
portunity or locate additional fun-
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ding opportunities. 

How to gain access to the te-
chnology? 

When the spin-out is established 
E&I will negotiate with a represen-
tative of the company to grant a 
license to technology. It is wise for 
inventors to have agreements re-
garding their roles with the start-up 
reviewed by their own counsel to 
ensure that all personal ramifica-
tions – including taxation and lia-
bilities – are clearly understood. In 
adittion, an option agreement can 
be signed before the final license. 
This gives the licensee a period 
(usually 6-12 months) to assess the 
market need before signing a full 
license. 

What do I gain from creating a 
spin-out?  

A spin-out is a great way to create 
an impact on the society around 
you and at the same time it can be 
financially beneficial for you per-
sonally.  

Who decides whether to form a 
spin-out?  

The choice to establish a new 
company for commercialising in-

tellectual property is based on a 
joint discussion between E&I and 
the inventors, with E&I making the 
final decision. 

How do I create a team?

Great scientific discoveries will 
always be the foundation for a 
successful spin-out, but a versati-
le team with broad competences 
is also neccesary. A spin-out team 
could need access to competen-
ces such as business development, 
regulatory affairs, toxicology, certi-
fication, clinical trial design or le-
gal assistance. This can be achie-
ved by employing team members 
with the needed skills, but consul-
tancies are also a viable way to go 
- especially in the beginning when 
funds are scarce and the need for 
specialised competences is limi-
ted. Consultancy services can be 
funded using innovation grants 
such as the Innoexplorer Grant 
from Innovation Fund Denmark.
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Spin-out
VPCIR biosciences

What is the story behind VPCIR?

Researchers from Aarhus University 
as well as University of Hong Kong 
have been studying DNA-modify-
ing enzymes for a long time. From 
this research, an invention was 
conceived in 2018. It was based 
on the discovery, that inside each 
type of bacteria a certain kind of 
DNA-modifying enzyme is present. 
The specific enzymes acts as fin-
gerprints, so by determining the 
enzyme pattern it is possible to de-
termine the type of bacteria – no 
one had thought about this before. 

The next step in the process was to 
develop a kit, so others could use 
the technique outside of the Uni-
versity. To do this, a license deal 
was entered into with the Univer-
sities, and money was raised from 
Innovation Fund Denmark, The 
Novo Nordisk Foundation, private 
Business Angels as well as Vækst-
fonden. The first product based on 
this invention will be launched du-
ring 2022.

Jan Mousing

CEO of VPCIR biosciences

Responsible for commercia-
lisation at VPCIR biosciences

 v  v
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What sets you apart from com-
petitors?

There are several benefits of using 
VPCIR’s technology compared to 
conventional testing. It requires no 
large equipment, which makes it 
cheap and easy to use, while still 
being both fast and sensitive. It 
can be used to trace bacteria such 
as Listeria, Salmonella or E. coli at 
least as fast as PCR. When using 
the product, the customers get a 
small glass plate, which can hold 
36 samples at once. At the mo-
ment, lab equipment is needed to 
analyze the samples, but at a la-
ter development stage, we expect 
that it will be possible to analyze 
the samples using only a mobile 
phone.

Are there any other use cases 
for the invention?

During the Corona pandemic, we 
have experienced delivery issues 
with some of the ingredients ne-
eded for production. Even if we did 
receive the ingredients, the quality 
varied greatly between deliveries. 
It made us realize that we had the 
capacity to produce some of the 
enzymes in-house at a lower cost 
and higher quality. We ended up 
making large quantities of enzy-

mes, and thought that we might as 
well sell them. These enzymes are 
the first commercially available 
product from VPCIR biosciences.
During the development pro-
cess for our original product, we 
discovered that our solution has 
potential for use cases outside the 
food area – at a later stage we are 
expecting to use the same basic 
technology to diagnose HIV or Tu-
berculosis.

What have been the largest chal-
lenges?

Money is always a big challenge. 
A constant worry is how to source 
funds for the next phase. At this 
moment, we are actively seeking 
investors who can help us scale 
up the company and reach to the 
next level. We are at a stage whe-
re we are ready to expand – we just 
need the investment. Another ma-
jor challenge has been corona – as 
mentioned, we have experienced 
many delivery issues and sub-pri-
me quality of ingredients.

What role has soft funding play-
ed in the development?

You will have a hard time as an 
entrepreneur with a universi-
ty-based spin out if you cannot 



INVENTOR’S GUIDE 45

LICENSING TO AN 
EXISTING COMPANY
How does E&I market my inven-
tion? 

If licensing to an existing company 
is deemed the optimal way to go, 
your business developer will start to 
market the technology, using diffe-
rent sources and strategies to iden-
tify potential licensees. Sometimes 

existing relationships of the inven-
tors, E&I, and other researchers are 
useful in marketing an invention 
– at other times potential license-
es will be found using extensive 
market research. In addition to this, 
we use our website, leverage con-
ferences and industry events, and 
make direct contacts to potential 
companies. 

attract non-dilutive-funding. The 
non-dilutive funding is a proof that 
someone has looked at your pro-
ject, and deemed it worthy of an 
investment – it is a quality stamp, 
you can use to attract larger invest-
ments at a later stage.

How was the collaboration with 
E&I?

The collaboration with E&I has 
been excellent. They have been 
very helpful all the way through, 
and we keep helping each other 
whenever possible. They have 
been great when negotiating 
terms on different license deals.

What are your best advices to 
other researchers with a dream 
of becoming an entrepreneur?

The best ideas often originate from 
senior researchers, but it is very sel-
dom that they are ready to leave 
the academic career, they have 
a spent a lifetime building. This is 
why it is important to have expe-
rienced individuals on the team, 
who has a commercial mindset, 
and is willing to take on risk. Ano-
ther advice is to be open-minded 
– the final product will often be 
vastly different from the basic idea. 
It is important to keep an eye open 
for the opportunities that present 
themselves during the develop-
ment process.
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How are most licensees found? 

Many licensees are already known 
to the inventors - that is why your 
research and consulting relati-
onships can be very important 
for successful commercialisation. 
Licensees are also identified th-
rough existing relationships of the 
E&I staff, since our licensees often 
license more than one technology 
from the University. We attempt 
to broaden these relationships 
through contacts obtained from 
market research, industry events 
and the cultivation of existing li-
censing relationships.  

One of the largest industry events 
is organised by the Danish Univer-
sities in collaboration - this is the 
annual Nordic Innovation Fair. The 
event offers a platform for inven-
tors, companies and investors to 
meet each other and plan part-
nerships and investments. 

How can I assist in marketing 
my invention? 

Your active involvement can dra-
matically improve the chances of 
matching an invention to an outsi-
de company. Your research and 

consulting relationships are often 
helpful in both identifying potenti-
al licensees and specific people of 
interest within companies. 

Once interested companies are 
identified, the inventor is the best 
person to describe the details of 
the invention and its technical 
advantages. The most successful 
technology transfer results are ob-
tained when the inventor and the 
business developer work together 
as a team to market and sell the 
technology.  

How long does it take to find a 
potential licensee? 

It can take months and sometimes 
years to locate a potential licen-
see, depending on the attractive-
ness of the invention, its stage of 
development, competing techno-
logies, and the size and intensity 
of the market. Most inventions from 
public research institutions tend 
to be in the early stage of the de-
velopment cycle and thus require 
substantial commercialisation in-
vestments, sometimes making it 
difficult to attract a licensee.
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LICENSE AND 
ASSIGNMENT AGREEMENTS
What is a license? 

A license is a permission that the 
owner or controller of intellectual 
property grants to another party, 
usually under a license agreement. 

What is a license agreement? 

License agreements describe the 
rights and responsibilities related 
to the use and exploitation of in-
tellectual property developed at 
the University or Central Denmark 
Region. University license agre-
ements usually stipulate that the 
licensee should diligently seek 
to bring the intellectual property 
into commercial use for the public 
good and provide a reasonable 
return to the University.  

What is an assignment agree-
ment? 

In many ways an assignment ag-
reement functions in the same 
way as a license agreement. The 
main difference is that under a li-

cense agreement the University or 
Central Denmark Region will retain 
ownership of the technology, while 
under an assignment agreement 
the ownership will be assigned to 
the buyer. 

How is a company chosen to be 
a licensee? 

A licensee is chosen based on its 
ability to commercialise the te-
chnology for the benefit of the 
public. Sometimes an established 
company with experience in si-
milar technologies and markets is 
the best choice. In other cases, the 
focus and intensity of a spin-out is 
a better option. It is rare to have 
multiple potential licensees bid-
ding on an invention. 

What can I expect to gain if my 
IP is licensed? 

According to Danish law, a share of 
any financial return from a license 
is provided to the inventor(s). In ad-
dition to this, most inventors enjoy 
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the satisfaction of knowing that 
their inventions are being deplo-
yed for the benefit of the public. 
New and enhanced relationships 
with businesses is another out-
come that can augment one’s 
teaching, research and consulting. 
In some cases, additional sponso-
red research may result from the 
license. 

What is the relationship bet-
ween an inventor and a licen-
see, and how much of my time 
will it require? 

Many licensees require the acti-
ve assistance of the inventor to 
facilitate their commercialisation 
efforts, at least in the early stages 
of development. This can range 
from infrequent, informal contacts 
to a more formal consulting relati-
onship. Working with a new spin-
out will require substantially more 
time, depending on your role in or 
with the company and your con-
tinuing role within the University. 
Your participation with a spin-out 
must be approved by your Head of 
Department. 

What other types of agree-
ments and considerations ap-
ply to technology transfer? 

• Non-Disclosure Agreements 
(NDA’s) or Confidential Disclosure 
Agreements (CDA’s) are often 
used to protect the confidentiality 
of an invention during evaluation 
by potential licensees. NDA’s or 
CDA’s can also be used, if inclusion 
of confidential material is required 
for a thesis defense or any other 
closed-environment presentation 
with external representatives. The 
E&I legals will be able to draft the-
se agreements for you, if needed.  

• Material Transfer Agreements 
(MTA’s), used for incoming and out-
going materials, are administered 
by E&I. These agreements describe 
the terms under which AU/CDR re-
searchers and outside researchers 
may share materials, typically for 
research or evaluation purposes. 
Intellectual property rights can be 
endangered if materials are used 
without a proper MTA. 

• Option Agreements, or option 
clauses within research agree-
ments, describe the conditions 
under which AU/CDR preserves 
the opportunity for a third party to 
negotiate a license for intellectual 
property. Option clauses are often 
provided in a co-financed or com-
missioned research agreement to 
corporate sponsors. Option Agree-
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ments are most often entered into 
with third parties wishing to evalu-
ate the technology, prior to ente-
ring into a full license agreement. 

• Co-financed or commissioned 
research agreements describe the 
terms under which sponsors provi-
de research support to the Univer-
sity.

How are license revenues distri-
buted? 

E&I is responsible for managing 
the expenses and revenues associ-
ated with technology agreements. 
According to Aarhus University re-
muneration policy, revenues from 
license fees, royalties and equity 
– minus any unreimbursed paten-
ting and file expenses – are shared 
between the University, the depart-
ment and the inventor(s), with one-
third for each.  The remuneration 
policy for Central Denmark Region 
uses the same rules for calculation, 
with the only difference being the 
way the revenue is shared – one-
third for the inventor(s) and two-
thirds for the institution. 

What are the tax implications of 
any revenues I receive from the 
University? 

License revenues are typically 
taxed as general income, but you 
should reach out to an external 
advisor for more specific advice. 
For free and unbiased guidance 
on this and other relevant topics 
when starting a company you can 
reach out to STARTVÆKST - a free 
offer for soon-to-be founders of 
start-ups. 

How are inventor revenues di-
stributed if there are multiple in-
ventors and/or multiple inventi-
ons in a license? 

While there may be some vari-
ation in the procedure, typically 
when a license agreement results 
in net income, the revenue will be 
distributed according to the contri-
bution of each inventor. The contri-
bution of each inventor has been 
determined during the assessment 
period, and this will typically be 
used to calculate the share for 
each inventor (eg. three inventors 
could share the revenue 40-40-20, 
if two inventors have contributed 
more than the third). 
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Investor Investment

The Largest Investments 
in Spinouts from 

Aarhus University*

€ 60 million
2021

€ 75 million
2023

€ 30 million
2019

€ 20 million
2019

Novo Holdings
Sofinnova Partners
Droia Ventures
LSP Dementia Fund
And more

Novo Holdings
Lundbeckfonden 
Emerge
Roche Venture
Inkef Capital

Novo Seeds
Gilde Healthcare
Inkef Capital
HT Gründerfonds

Novo Seeds
Arix Bioscience
Sunstone Capital
Wellington Partners

Company
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€ 15 million
2020

€ 13+ million
2021

€ 5,5 million
2023

€ 4,5+ million
2021

€ 5 million
2023

Nordic Alpha Partners
Vækstfonden

KCK Ltd

Smedvig
Herfo
Canica Invest
And more

Novo Seeds
EIR
Vækstfonden
And more

Investor InvestmentCompany

Novo Seeds
Bioqube Ventures




