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How to use this valorisation guideline? 

This guide is designed in a way that you can quickly look for specific information that you need. 
From the valorisation content map below you can go directly to the topic of relevance for 
you. General information about this topic is given in a concise way, while in some cases more 
detailed information is available in the orange frames. This enables you to read those parts that 
are of relevance for you, while other parts might be of your interest at a later moment in time. 
We anticipate that this approach enables your personal use of this guideline, facilitating you in 
turning your ideas and inventions into innovations. The orange frame below explains why an 
invention is not yet an innovation. 

Invention ≠ innovation 
 
An invention is about creating something new, 
while innovation introduces the concept of 
“use” of a new idea or method and causes 
change in behaviour or interactions, in other 
words generates impact on society.

Valorisation guideline content map 

You are invited to use this  
guide as much as possible 
whenever you need it. As this 
is a living document, we  
welcome your feedback to  
improve it. In addition, when 
you need more detailed  
information just contact us by 
phone, email or visit us in our 
office.

1/ Valorisation 
What, why and who?

2/ Elements for  
valorisation 

3/ Research 
collaborations

4/ Valorisation process 

4.1/ Disclosure

4.2/ Assessment

4.3/ Protection

4.4/ Licensing

4.5/ Development

4.6/ Revenues

2.1/ Licensing

2.2/ Intellectual property

2.3/ Brightlands MHC
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1/ Valorisation 
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1/ Valorisation  
What, why and who? 

This guideline outlines the essential elements of what the valorisation process at Maastricht 
University (UM) and Maastricht University Medical Centre (MUMC+) is and how it can 
support you. The procedure for valorisation is not carved in stone; instead it usually requires a 
customized approach which is provided by the valorisation team of the Brightlands Maastricht 
Health Campus (BLMHC). How you and your research benefit from collaboration with this 
team is described in this guideline. 

What is valorisation? 

Valorisation is about creating impact on society by utilising knowledge. But what does this 
mean?

 
This guideline focuses on the commercial aspects of valorisation including intellectual property, 
licensing and start-up’s. 

Why valorisation at a university? 

Traditionally, research arising from universities has a
major impact on society from an educational and
dissemination point-of-view, for example by
publications, educated students entering the workforce
and presentations at conferences. In the course of the
last decade it has become apparent that this research  
impacts people, planet and profit. The challenges that we  
face worldwide are demanding and scientists and engineers  
play a key role to provide novel perspectives and solutions. 
The importance of this fact is actually shown by the inclusion  
of valorisation as one of universities’ core tasks in the Netherlands.

On the one hand this includes the societal impact of your research 
by knowledge transfer to a wide audience – other than the  
academic peers in the field - via for example social media,  
newspapers, broadcasting by radio or television. 

The other perspective of valorisation involves an economic purpose, 
by making your knowledge available via products, services,  
processes and new business. This means that your research will  
actually be used by society, for example by patients, physicians, 
within a laboratory or by others.
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What is the vision of UM/MUMC+ on valorisation? 

Valorisation has been given a strong boost in the past years with a focus on creating value 
based on UM/MUMC+ knowledge. Several examples of successful UM/MUMC+ valorisation 
projects can be found here (only in Dutch). The legal regulation of the UM/MUMC+ regarding 
valorisation can be found here, while the practical implementation of this regulation is addres-
sed in this guideline. 
 
As of 2016, UM/MUMC+ decided to accommodate all valorisation and related business  
development activities in the field of Health and (Life) Sciences at BLMHC. As such, BLMHC 
is responsible for the entire process, from developing business cases based on your inventions 
through, if applicable, financing and guiding new businesses. Valorisation activities resulting 
from the so-called alfa-gamma sciences are performed via the Knowledge Transfer Office 
(KTO), which is highly connected with BLMHC. 

Why do you as a researcher want to be involved in valorisation?

Valorisation is regarded as a way of helping researchers at the university to make a  
contribution in providing solutions to society with a long term perspective in an economically 
sustainable manner. Solutions do not necessarily have to be completely new, also (incremental) 
improvements can have great impact. Do you know the worldwide and local societal  
challenges where your discipline can help? 
 
    Valorisation can support you in

Addressing worldwide and
local societal challenges

Bringing your research to use 
for people, planet and  

economy

 
 

Reducing your dependency
on declining government 

funding

 
 
 

Expanding your professional 
network

by external collaborations

http://www.vsnu.nl/valorisatie-in-beeld/maastricht-university.html
https://www.maastrichtuniversity.nl/nl/support/um-medewerkers/jij-en-je-werk/wet-en-regelgeving/kennisrechtenregeling-um-en-azm
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Who is your partner for valorisation?

The valorisation team of BLMHC is responsible for managing inventions from the MUMC+,
the Faculty of Health Medicines and Life Sciences (FHML) and the Maastricht Sciences  
Program (MSP). Business developers from both BLMHC and KTO (alfa-gamma sciences) all 
work together in the valorisation team in order to optimally support the valorisation potential of 
UM/MUMC+ inventions. The valorisation team composed of professionals in business  
development, licensing and legal matters is experienced in transferring technologies and
knowledge across a broad array of fields.

Contact the valorisation team 
to discuss the commercial
potential of your invention

https://www.brightlands.com/brightlands-maastricht-health-campus/Contact
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2/ Elements for 
valorisation                           
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2/ Elements for valorisation 

In this guideline, valorisation refers to commercialisation of an invention via formal licensing 
of technology, knowledge or intellectual property to third parties. But what does this actually 
mean? How can this be done? What kind of expertise is needed to turn your invention into a 
valuable product? Who can help you with this? These aspects will be addressed below before 
the valorisation process is explained in the next chapters.

2.1/ What is licensing and how can it help me as a researcher?

 
2.2/ What is intellectual property?
 
Intellectual property (IP) is also known as “intangible property” and differs from “tangible  
property” such as land, a building or a computer. Intellectual property may be protected under 
the patent, trademark, trade secret, design and/or copyright laws. As such, it is a legal  
concept related to the creations of an individual’s mind and where certain exclusive rights to 
that concept are recognised.

Technology, knowledge or intellectual property is typically  
transferred through a license agreement in which the university 
grants its rights in the defined invention to a third party for a period 
of years, sometimes limited to a particular field of use and/or region 
of the world. The licensee (the third party licensing the technology) 
may be an established company or a new business start-up 
(spin-off). 

Licenses include terms that require the licensee to meet certain 
performance obligations and to make financial payments to the  
university. These payments are shared with the inventors and are
also distributed to the department/school/research center to  
provide support for further research, education and participation in 
the valorisation process as explained later in this guideline (section 
4.6).
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Why is protection of IP important? 

Protection of IP prevents competitors from copying the invention which is particularly 
important in the life sciences field where costs of development (research, regulatory  
approval) are extremely high and the route to market long. Obtaining IP protection is,  
therefore, a key criterion to develop and approve new products in the life sciences sector  
(including drugs, medical devices, etc.).  

As an example, the drug development timeline is schematically shown below. After  
approximately 15 years of research and development only one approved drug reaches the 
market while starting with at least 10.000 compounds. This funnel leading to one product  
requires an average investment of $1 billion.

 
Figure: schematic illustration of the research and development timeline for drugs

When this approved drug is protected by a patent, its owner has the right to exclude others 
from making, using, offering for sale, or selling the invention for a period of 20 years from the 
filing of the patent application. Assuming that the patent application is filed early in the  
development timeline, this warrants a period of approximately 5 years for market exclusivity to 
at least earn back the significant investments. Development timelines for medical devices or 
in-vitro diagnostics (IVD) may be shorter; however IP protection is considered important in all 
fields of the life sciences and sciences sectors. 
 

Why is protection of IP important for a university? 
 
A patent or any other form of IP protection is not a goal of
the valorisation process, but rather a means to get a
product on the market. Often the potential licensee (either
an existing company or a start-up) requires IP protection in
order to protect the significant investments needed to bring
the invention to the market as mentioned before.
Identifying an interested company or finding investors for a
start-up in the life sciences is more difficult when protection
of IP is not possible.

An important tool for  
succesful valorisation
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Licensing

Legal

Science

IP

2.3/ How is valorisation organised via BLMHC 

Business development is the core competence of BLMHC. All business developers in the 
valorisation team have worked in the life science or science sector and are familiar with the 
requirements to commercialise an invention including licensing and protecting IP. As such they 
can combine these elements to commercialise your invention by: 

· evaluating promising inventions generated at UM/MUMC+;
· marketing them to industry in order to find one or more companies interested in developing
  products based on the invention (either established companies or start-up);
· negotiating license agreements with the interested companies (potential licensees);
· maintaining long-term relationships and collaborations with the companies developing  
  products based on the licensed technology.

The business developer cannot do this alone as
protection of IP and legal agreements are
important means for successful valorisation and
require specific expertise. Legal officers of
UM/MUMC+ are involved in our valorisation
team, which means that UM/MUMC+ policies
are warranted when agreements are needed to
define the rights negotiated by the business
developer. BLMHC does not have in-house IP
attorneys, but uses a preferred external IP
company to protect potential IP rights and
manage the prosecution procedure. Last but not
least, you as a researcher are crucial in the
process because your knowledge and science of
the invention is the core of the valorisation
process. 

In general, the valorisation process organized by BLMHC is a team approach with a close
collaboration between the business developer, researcher, (external) patent attorney and legal
expert – all coordinated and led by the responsible business developer. 

How and when to start the valorisation process?

We encourage you to contact BLMHC during your early research activities whenever you feel 
you have discovered something unique with possible commercial value. Do this well before  
publishing your invention through publication, poster sessions, conferences, press releases, or 
any other form of communication outside the UM/MUMC+. Once the essence of your 
invention is publicly disclosed i.e. published or presented to a non-UM/MUMC+ audience, the 
potential IP rights may be limited thereby hindering the commercialisation potential.
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3/ Research  
 collaborations 
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3/ Research collaborations - some considerations

Collaborative research is more and more the trend to
perform your academic research. While collaborations
enable innovation, without proper agreements it might also
kill the valorisation potential of your invention. This can
simply be prevented by making agreements that take
UM/MUMC+ rights and responsibilities, and therefore your
rights and responsibilities, into account on ownership of
results and intellectual property (IP) before starting your
research collaboration. Make sure that the legal experts
via BLMHC are involved in an early stage of drafting any
agreement with external partners. Before signing, they
review every agreement on compliance to UM/MUMC+
regulations including those related to valorisation.

Agreements that you may encounter are described in the orange frames below; contact the 
BLMHC office whenever you need one of these or in case of questions.

What is a non-disclosure agreement? 

A non-disclosure agreement (NDA) or confidentiality  
agreement (CDA) protects the confidentiality of an invention 
when talking to third parties. In most cases a general format 
is used and can be applied for many occasions for example to 
discuss potential collaborations but also during evaluation by 
potential licensees. In case of a mutual NDA, both parties need 
to respect confidentiality of the shared information of each 
other.

When is a Material/Data Transfer Agreement needed? 

Such an agreement describes the terms under which UM/
MUMC+ researchers and outside researchers may share mate-
rials or data, typically for research or evaluation purposes. Intel-
lectual property rights can be endangered if materials or large 
datasets are used without a proper Material/Data  
Transfer Agreement (MTA/DTA). If you wish to obtain materials 
or data from outside collaborators, an incoming MTA/DTA should 
be completed. When you want to send materials or data to an 
outside collaborator; an outgoing MTA/DTA is needed.

Foster the valorisation potential of 
your invention by defining rights 
and responsibilities before starting 
your research collaboration 
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What rights do partners have in a consortium to  
inventions associated with the research? 
 
The research agreement of a consortium should specify the 
IP rights of the partners in the collaboration. In general, the 
UM/MUMC+ policy applies the principle that when an UM/
MUMC+ employee is a (co-)inventor of the invention done  
during the project, the UM/MUMC+ is automatically  
(co-)owner of the IP. The commercial partners in a consortium 
often have certain rights to obtain a license to the IP arising 
from the research. Partners will not have contractual rights to 
discoveries that are clearly outside the scope of the research 
(and which do not use funds associated with the research 
agreement). Therefore, it is important to clearly define the 
scope of the work in a research/consortium agreement.

What about contract research? 
 
This involves applied research and consultancy sponsored by 
a third partner who pays the UM/MUMC+ for the performed 
activities and deliverables. In contract research, the results 
from the research or consultancy and possibly IP rights are
usually fully owned by the sponsor (i.e. the third party paying 
for it). This makes it even more important to clearly define the 
scope of the research in the agreement.

How to deal with secondary work? 
 
For secondary work you need to arrange approval via the  
management of your faculty or school. We advise you to  
make yourself familiar with the UM/MUMC+ policies, for that 
see the guideline regarding secondary work (click here).  
BLMHC is available to provide you with informal advice on how 
to arrange your secondary work activities in relation to the 
UM/MUMC+ intellectual property.

https://www.maastrichtuniversity.nl/nl/support/um-medewerkers/jij-en-je-werk/wet-en-regelgeving/nevenwerkzaamheden
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4/ Valorisation 
process
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4/ Valorisation process

In the previous chapters we have provided the elements and conditions for successful
valorisation. But what is actually done during this process? What kinds of decisions are
needed? Who is involved? Obviously, it all starts with your research ideas and inventions.
The valorisation process can subsequently be conceptualised as a continuous cycle with
various steps where ultimately licensed products in the marketplace help to fund your
future research and innovation. Note that these steps can vary in sequence and may occur
simultaneously as each business case is different. The following sections explain each step in
more detail.

 

Figure: cycle of innovation – the steps of the valorisation process at UM/MUMC+

4.1/  Disclosure of your invention 

The first step in the valorisation process is the disclosure of your invention to BLMHC which 
means internal disclosure. We strongly encourage you to contact BLMHC well before  
publishing or presenting the invention outside the UM/MUMC+. Once the essence of your 
invention is publicly disclosed this can limit the valorisation potential of your invention.

When should you contact BLMHC to discuss 
your invention? 

For all inventions and developments that you feel may solve
a significant problem and/or have significant value, contact
us well before publishing. If you are in doubt, do not
hesitate to contact us to discuss your invention.

Foster the  
valorisation potential of 
your invention by  
talking to BLMHC  
before going outwards 
to the rest of the 
world.
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4.2/ Assessment

The evaluation process, which may lead to broadening or  
refinement of your invention, will guide our strategy on whether 
to focus on licensing to an existing company or creating a new 
business start-up. At different moments in the valorisation  
process the commercialisation potential of your invention will 
be re-evaluated and further assessed. The strategy is not car-
ved in stone and can change during the lifetime of the valori-
sation process based on new insights. Monitoring and supervi-
sing this dynamic process is the responsibility of the business 
developer that is assigned to your invention.

What is an Invention Disclosure Form (IDF)? 

The IDF is a written notice of your invention and marks the  
beginning of the formal valorisation process. The template 
will be provided to you by the business developer. This form 
contains various questions about your invention and requests 
information necessary to begin pursuing protection and  
commercialisation activities and should therefore be filled out 
as completely as possible. When you send the completed IDF 
to BLMHC, it will be treated as a confidential document.

What’s the difference between pre-disclosure and 
invention disclosure? 

When you contact the BLMHC valorisation team to discuss 
your invention, preferably at the earliest stage of you research 
process, a meeting with a business developer will follow. During 
this pre-disclosure phase you and the business developer will 
amongst others discuss the commercial viability of your inven-
tion. Be sure to inform the business developer of any imminent 
or prior presentation, lecture, poster, website description, press 
release, dissertation / master thesis, publication or any other 
form of external communication of the invention. Based on the 
initial assessment of the business developer, you will decide 
together on the valorisation strategy. This may include that the 
business developer asks you to fill out the invention disclosure 
form (IDF).
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How does BLMHC assess your invention? 

Together with you the business developers of the valorisation team will assess your invention. 
It usually starts with identifying the commercial opportunity of potential products or services 
by taking various aspects into account, like:

 
 
 
 

In addition, the novelty and patentability of the invention as well as competing technologies 
are aspects that will be assessed initially. Subsequently, the relationship to related intellectual 
property (IP), size and growth potential of the relevant market, amount of time and money 
required for further development, pre-existing rights associated with the IP and potential 
competition from other products/technologies will be elaborated in more detail during the 
process. This assessment also includes considerations whether the invention can be a basis for 
a new start-up. Information to be used may come from a variety of sources: internet, published 
literature, market reports, patent databases and general knowledge of companies participating 
in the given field of the invention.

How is the commercialisation strategy defined? 
 
The business developer of the BLMHC valorisation team will develop together with you the 
appropriate commercialisation strategy for the invention. This depends on whether a patent 
application can be filed, market prospects and business models. Some inventions lend  
themselves for non-exclusive licencing (licensing to multiple third parties), while others will 
only reach the commercial marketplace if they are licensed on an exclusive basis. We will try to 
accommodate inventors’ commercialisation wishes consistent with the objectives of  
co-inventors as well as obligations defined in agreements to collaborators, sponsors and other 
third parties.

1. The value proposition: what is a potential product or service of the invention and which 
problem does it solve?  
 
2. Possible customers: who wants to use the invention or who are the stakeholders? 

3. Stage of development: innovations in a very early development phase may need significant 
resources to reach a viable and valuable point with commercially useful claims in a patent  
application;

4. Market potential: identify potential licensees /partners for co-development;

5. Market size: whether appropriate for niche/small market or widely useful, and whether it 
has a high or low market value.
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4.3/ Protection

During your research activities, observations and experiments 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. In Chapter 2, the need to protect such an invention is
addressed, especially for the life sciences and sciences sector. Protection of intellectual 
property (IP) involves a long prosecution procedure including various strategies to be chosen 
and requires knowledge of the different rights and rules per country. As such it is a specific
expertise and for that BLMHC uses an external IP company. In most cases we deal with  
protection of IP by patents. We do not intend to give a comprehensive overview in this  
guideline on patent protection but rather provide some aspects that may be relevant for you as 
a UM/MUMC+ researcher in the process of valorisation. Additional information about the pa-
tenting process itself is given in the orange frames at the end of this section. When you need 
more detailed information, there are often workshops or short courses organised about IP.  
Also the European Patent Office’s Patent Teaching kit can provide more details about patents 
and its procedures (click here). 
 
 
 
 
 
 

What are criteria to initiate protection of an UM/MUMC+  
invention?

From a valorisation point of view the most important aspect to address is the commercial
opportunity of the invention as described before. If there is no commercial potential at all, it 
does not seem obvious to start a costly patent protection procedure (patent costs are provi-
ded in orange frame). When the initial assessment indicates that the invention is commercially 
attractive, the patentability of the invention is assessed. Patent law requires an invention to 
meet three criteria to be eligible for patent protection: 

 

 
Based on the IDF, the business developer will together with the researcher determine the  
patentability of the invention. When positive, the business developer will approach the  
(external) patent attorney to start writing a patent application, where the patent attorney will 
challenge point 1 to 3 regarding the invention to be claimed.

Foster the valorisation potential of your invention by protecting 
the intellectual property in the right way.

1. Novelty: the invention must be evidently different from previous available 
ideas, invention or products (known as “prior art”). This does not mean that 
every aspect of an invention needs to be new. For example, new uses of 
known processes, machines, composition of matter and materials are paten-
table. Incremental improvements on previous processes may also be conside-
red in this category. 
2. Non-obviousness (or inventive step): the invention cannot be obvious to 
a person of “ordinary skill” in the field. Non-obviousness usually is demonstra-
ted by showing that using the invention yields surprising, unexpected results. 
3. Usefulness: for an invention to be patentable, It must have some utility or 
application, or be an improvement over existing products and/or technolo-
gies.

http://www.epo.org/learning-events/materials/kit.html
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Who owns the patent? 

Ownership depends on the employment status of the creators of the invention, so UM/
MUMC+ owns inventions made by its employees. In case of a collaboration with external  
partners, take into account: 

· The source of funding used to produce the invention
· Employment status of the creators at the time the intellectual property was made
· The terms of any agreement related to the creation of the intellectual property

Ownership, including potential co-owners, is determined together with BLMHC when writing 
the patent application. The contract relevant for the invention will usually determine ownership 
and other rights. When the invention is jointly owned with another academic institution, the
business developer will usually enter into an Inter-Institutional Agreement (IIA). This provides 
for one of the institutes to take the lead in protecting and licensing the invention, sharing 
of expenses associated with the patenting process, and allocating licensing revenues. If the 
invention is jointly owned with another company, the business developer will work with the 
company to determine the appropriate patenting and licensing strategy. 

Who will be inventor? 

An inventor is defined by law as someone who conceives of an original, useful and non-obvious 
idea. In principle, every person who contributes to the claims of the invention is an inventor. As 
such, multiple inventors can be assigned in case of a joint invention. A person who contributed 
only labour and/or the supervision of routine techniques, but who did not contribute to the 
concept of one of the embodiments of the claimed invention is not considered an inventor. 
This is always a difficult discussion as authorship and inventorship have different criteria and 
are not equivalent. In case of doubt discuss this with the assigned business developer.

Who is responsible for the protection procedure of UM/MUMC+ 
inventions? 

When after the initial assessment of the business developer it is decided to protect the  
invention by a patent, BLMHC will involve its preferred external IP company. So the business 
developer of BLMHC will initiate this process. During a first meeting the (external) patent  
attorney, researcher(s) and business developer will define the invention in patent law terms 
with the goal to formulate a first (set of) patent claim(s). Afterwards the patent attorney may 
approach the researcher(s) for input during the writing of the patent application. In addition, 
the researcher(s) will be asked to review the final patent application. Always keep the business 
developer informed, as the patent claims are important for the commercialisation strategy. 
The patent attorney will then file the patent application. Prosecution of the patent procedure 
during the lifetime of the patent is managed and performed by the patent attorney, for which 
input of the researcher may be requested for example in case of search reports or other office 
actions.
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Who will pay for the patent costs?

The UM/MUMC+ has an IP fund to pay for the patenting costs of UM/MUMC+ inventions. 
Due to the significant costs and the length of time required to obtain a patent (see orange 
frames below), we carefully review the commercial potential for an invention together with the 
researcher before investing in the patent process. Of course we look for early protections for 
as many promising inventions as possible. When relevant for the valorisation of your invention, 
the IP fund will pay the patenting costs so you do not have to bear these costs from your own 
research budget. In that case, BLMHC will take care of this process.

What is a patent? 
 
A patent gives the owner(s) the right to exclude others from
making, selling, using, offering to sell and importing the
patented invention. A patent does not necessarily provide the
owner(s) any affirmative right to practice the invention since it
may fall under a broader patent owned by others. Instead, it
provides the right to exclude others from practicing the
invention. Patent claims are the legal definition of an inventor’s
protectable invention.

What is the process of patent protection? 
 
The process of protecting an invention by a patent has various
strategies, includes many steps and takes time to  
complete. We usually apply the strategy mentioned below in 
order to have sufficient time to find an interested licensee for 
the invention. The orange frames below give more detailed 
information about the steps in the patenting process that UM/
MUMC+ usually follows.

Filing & priority date 
 
The formal process starts by filing the patent application to 
the European Patent Office (EPO) by the patent attorney. This 
filing should be done prior to any public disclosure and should 
have detailed information of your invention. The date at which 
the patent application is filed is called the priority date. This 
date is essential to the entire patent granting process, as the 
patent examiner can cite all publications prior to the priority
date as so-called “prior art” making the invention “not novel”. 
After this so-called priority date the researcher can publish the 
results that are protected by the patent application, in case of 
doubt contact the business developer.
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Priority year 

During the first year after filing the patent application, it is  
possible to add new data to strengthen the claims. When  
additional data related to the invention is generated during this 
first year, contact the business developer before publishing 
these. In addition, based on the search report of the EPO  
received during the first year, it might be necessary to adapt 
the claims in this priority year.

Continuation as ”PCT” 

Dependent on the search report and the valorisation strategy 
one year after the initial filing date, the patent application is 
continued as an international patent application via the Patent 
Cooperation Treaty (PCT). A PCT is not an international patent 
application as such, but provides a streamlined filing procedure 
for most industrialized nations. Within 30 months of the  
earliest claimed filing date the PCT application must be filed in 
the national Patent Office of any country in which the appli-
cant wishes to seek patent protection. This delays the need 
to file costly foreign applications and in this period we can 
strengthen the business case for licensing.

Publication of patent application

Patent applications are normally published 18 months after 
they are filed. We therefore keep the patent claims and details 
of the application confidential during this period. Discuss with 
the business developer the timing of your publication, as often 
this can be done directly after the priority date.

National phase

A choice needs to be made in which countries the patent 
application will be continued 30 months after filing the patent 
application. As of that moment patent costs rise  
significantly because of translations and national patent  
prosecution. Dependent on the commercial potential, BLMHC 
will decide whether to proceed or end the patent procedure at 
this point in the procedure.
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Granting 

The time between the initial filing of the patent application and 
the issuance of the patent is the “patent pending” period.  
Dependent on the discussions with the examiners in the  
different countries a patent can be granted. However, this may 
take 4 to 7 years from the initial filing date. Until the patent 
is granted, office actions from the Patent Office need to be 
replied by the patent attorney.

Timeframe of patent 

Once a patent is granted, it is enforceable for 20 years from 
the initial filing date of the application that resulted in the pa-
tent, assuming that maintenance fees are paid in the countries 
of interest.

What does it cost to file, obtain and maintain a patent? 

Filing a patent application may cost approximately 10.000  
Euros. To continue with a PCT filing one year later costs  
approximately 5.000 Euros. The national phase 30 months 
after the initial filing will cost approximately 5.000 Euros per 
country. Dependent on the office actions per country, the 
costs may accumulate further. When a patent is granted in a 
country, certain maintenance fees are required to keep the 
patent alive. It is difficult to state the costs at the end of the 
lifetime of a patent, as this depends on the protection 
strategy, i.e. in how many countries the patent is active. But 
the total costs at the end of the patent lifetime can easily 
equal or even exceed 200.000 Euros.

Figure: timeline of the patent process (left time in years, right the subsequent steps)
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4.4/ Marketing to a licensee

A market analysis is conducted after your invention disclosure to gather information and assess 
the overall value. When licensing to an existing company is the chosen valorisation strategy,
approaching licensees is part of the marketing step in the valorisation process. Going outward!

How will your invention be marketed?

The business developer uses various sources and strategies to identify potential licensees. 

We also examine other complementary technologies or products to assist our efforts. Based 
on the market research and the input of the researcher, the business developer will make a 
one-pager describing the invention to be used as a marketing tool. To communicate the  
inventions we use our website, make direct contacts and if possible visit conferences and 
industry events.

How long will it take to find a possible licensee? 

It can take months or even several years to locate a potential licensee, depending on the  
attractiveness of the invention, the stage of development of the invention but also on the size 
of the market. As a rule of thumb, the valorisation team of BLMHC strives to have an  
interested licensee before entering the national phase of the patent procedure (30 months 
after the filing date). As of the national phase, the patent prosecution costs increase  
significantly. In general, by this time a licensing deal with a company should be under  
negotiation or a start-up has to be founded by then. 

What can you do to facilitate this marketing process?

Your active involvement can dramatically improve the chances of matching an invention to an 
outside company. Studies have shown that 70% of licensees were known to the  
researchers. So your research relationships are often valuable in identifying potential licensees. 
Once interested companies are identified, the researcher is often the best person to  
describe the details of the invention and its technical advantages. The most successful valo-
risation results are obtained when the researcher and business developer work together as a 
team to market and promote the invention.

The marketing may be done through existing relationships of the 
inventors or other researchers, the business developer’s network of
BLMHC or at business oriented events.

Another approach is to identify potential licensees through the 
market research done by the business developer.
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4.4.1/ Start-up company 

A start-up is a new business entity formed to commercialise one or more related inventions. 
Forming a start-up business is another commercialisation approach, besides licensing the  
intellectual (IP) to an established company.

When to consider a start-up company?

This path can be explored by the business developer together with the researcher, taking into 
account the following factors: 

1. Development risk; often large companies in established industries are unwilling to take the 
risk on unproven technology
2. Development costs versus investment return – can the investors in the start-up obtain their 
needed rates of return
3. Potential for multiple products or services from the same technology – few companies  
survive on one product alone
4. Sufficient large competitive advantage and target market
5. Potential revenues sufficient to sustain and grow a company 

What is the role of BLMHC in the start-up?

If a new business start-up is chosen as the preferred  
commercialisation path, then BLMHC will organise this, in  
close collaboration with the researcher, by identifying  
entrepreneurs and investors to lead and fund the start-up. In 
addition, when the company is founded, BLMHC can offer 
the start-up business development support (e.g. writing the 
business plan, attract new investments, etc.), legal expertise, 
as well as communication and HR support.

What about revenues from a start-up?

When a start-up is founded, the initial equity distribution to 
the inventor, the UM/MUMC+ and its holding is defined in 
the Knowledge Rights Regulation (click here). In addition, a 
license is required by the start-up for use of the IP of the UM/
MUMC+, which will be negotiated and arranged by the  
business developer.

https://www.maastrichtuniversity.nl/nl/support/um-medewerkers/jij-en-je-werk/wet-en-regelgeving/kennisrechtenregeling-um-en-azm
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4.4.2/ Licensing

A license is a permission granted by the owner of intellectual property (IP) that allows another 
party to act under all or some of the owner’s rights, usually under a written license agreement. 
A license agreement can be used for an established company, but will also be made in case of 
a start-up company. 

What is defined in a license agreement?

License agreements describe the rights and responsibilities  
related to the use and exploitation of IP owned by UM/
MUMC+. In general, UM/MUMC+ license agreements  
stipulate that the licensee must diligently seek to bring the 
UM/MUMC+ intellectual property into commercial use for the 
public good and provide a reasonable return to UM/MUMC+. 
A license agreement is negotiated by the business developer 
of BLMHC.

What can you expect to gain if your invention is 
licensed?

Most researchers enjoy the satisfaction of knowing their 
inventions are being deployed for the benefit of the general 
public. New and enhanced relationships with businesses
are other outcomes that can augment one’s research and 
teaching. In some cases additional research collaborations 
may result from a license. When the licensee is successful in 
commercialising the invention, a license will allow you to share 
in financial returns as will be explained later (section 4.6).

Can there be more than one licensee?

An invention can be licensed to multiple licensees, either 
non-exclusively to several companies or exclusively to several 
companies, each for a unique field-of-use (application) or  
geography. This will be part of the commercialisation strategy 
to be defined based on the assessment made for the 
invention.
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4.5/ Development & Commercialisation

When your invention is licensed to a company or a start-up, often significant development 
needs to be done before a product is ready for market launch. Many steps are involved in 
developing an invention to a market product, as illustrated by the technology readiness levels 
(TRL) developed by NASA (see figure below). A definition of these levels can be found here.
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Figure: Technology Readiness Levels (TRL) of NASA

How long does it take before your invention is  
commercially available?
 
In most cases, inventions from universities have a technical 
readiness level of TRL1 or TRL2, and sometimes TRL3, so an 
early stage of development. This means that when licensed 
at this level, the company needs to invest in development and 
commercialisation to mature the invention to a level that  
enables market launch (up to TRL 9). Dependent on its TRL 
when licensed, it might take 5 to 10 years or even longer  
before your invention reaches the life sciences market.

https://en.wikipedia.org/wiki/Technology_readiness_level
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What activities occur during development and  
commercialisation?

Development and commercialisation focusses on improving 
the invention, reducing risk, prove reliability and satisfy the 
market requirements for adoption by costumers. This can 
involve additional testing, choosing a proper platform,  
prototyping, further development to improve performance and 
other characteristics. Obtaining regulatory approval, marketing 
and documentation for training are often also part of  
development and commercialisation. Benchmarking tests may 
be required to demonstrate the product/service advantages 
and to position the product in the market.

What if the licensee is not successful?

Licenses typically include performance milestones that, if 
unmet, can result in termination. This allows for subsequent 
licensing to another business. However, time delays and other 
considerations may hinder this re-licensing.

4.6/  Revenues 

When your invention is successfully commercialised and revenues are generated from the 
licensed products, the UM/MUMC+ has a policy how to divide these revenues to the  
inventor(s) and the university. This is described in the Knowledge Rights Regulation (click 
here). Part of this regulation is addressed below, but you are referred to this regulation for 
more information.

What kind of revenues is generated if commercialisation is
successful?

License agreements often include requirements for payments in the form of upfront fees, 
milestone payments during development & commercialisation and royalties. Since most 
inventions from the university are early phase developments (TRL1-3), a company takes a risk 
to invest significantly in the development. This means in general that most licenses do not 
have very high upfront payments or milestone payments and rather modest royalty rates. The 
more mature a technology is at the moment of licensing, the better the negotiation position for 
these fees. Dependent on the success of the product, royalties on the eventual sales of the 
licensed products can generate revenues, although this can take years to occur as explained 
before. Equity, in case of a start-up company, can yield revenues, but only if a successful  
equity liquidation event occurs (such as public offering or sale of the company). Not every 
product becomes a blockbuster; however, the rewards of your invention being of use to the 
society are often as significant as the financial considerations alone.

https://www.maastrichtuniversity.nl/nl/support/um-medewerkers/jij-en-je-werk/wet-en-regelgeving/kennisrechtenregeling-um-en-azm
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How are license revenues distributed?

All monetary proceeds from commercialisation of university-owned inventions are the property 
of UM/MUMC+. BLMHC and the university will collect and distribute license revenues to
inventor(s) and UM/MUMC+ in accordance with the procedures. The costs of obtaining and 
maintaining IP protection for each invention (e.g. a patent) will be deducted and the remainder 
will be the net proceedings. Distribution of these net proceedings from licensing IP occurs in 
equal parts (1/3) among the inventor(s), the research group of the inventor(s) and the
university (IP fund).

How are the inventors revenues distributed, what does it mean
for you?

In case of multiple UM/MUMC+ inventors, the 1/3 part of the net proceedings from licensing 
IP is divided equally among all inventors unless all inventors agree in writing to another jointly
supported distribution formula. This gross income is paid in the same way as salary by the  
payroll administration of UM/MUMC+. In case you are no longer an UM/MUMC+ employee, 
you will receive this as gross income and you need to settle the tax implications yourself.

What is meant by the cycle of innovation?

Since 1/3 of the revenues generated from licensing IP is shared with the research group of the
inventors (department/school), this return is reinvested in research and education. The 1/3 
that is distributed to the university is invested in the IP protection fund to warrant  
commercialisation of future innovations. This fosters the creation of next generations of  
research, researchers and entrepreneurs.

Figure: cycle of innovation – the steps of the valorisation process at UM/MUMC+

UM/MUMC+ inventions that are transferred to commercial products brings new products and
therapies to the public and creates economic development and new jobs through start-up
companies. In addition, the relationships that result from the valorisation activities may lead to 
new collaborations and research projects.



5/ Summary
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To summarise: what to do to translate your invention into practice? 

Valorisation can help you to translate your research inventions into use for people, planet and
economy, but also to generate new funding opportunities for your research (group). Various
disciplines are needed to bring your invention to the public. At BLMHC a team of experts is 
available to define and execute the commercialisation strategy together with you as a researcher.

You can reach the valorisation team via the BLMHC office or the appropriate business developer
(click here) when you believe you have a scientific or technical invention with potential  
commercial or research value. This will initiate the valorisation process. At various moments in 
this process, your input is highly valued and appreciated.

For you as researcher, it is important to take the following aspects into account in order to  
increase the changes of successful valorisation and maximize the impact of your invention: 

Contact BLMHC well before publishing
Do not publicly disclose your invention by for example submitting a paper to a journal, presenting 
on a conference, publish a clinical trial protocol, or holding any discussions with people outside 
the UM/MUMC+. This prevents risking patent rights and increases the opportunity to market 
your invention. Together with the business developer, the right moment for public exposure of 
your invention can be determined. 

Your input during the process
• If relevant, you will be asked to fill out the Invention Disclosure Form (IDF).
• You can help the valorisation process by sharing your contacts with companies

relevant for your invention with the business developer. Studies have shown that
over 70% of all licenses are executed with commercial entities known by the
inventor – so your contacts are extremely useful.

• Respond to requests of the business developer and the (external) patent attorney.
We will strive to make efficient use of your valuable time; however, some aspects
of the patenting and licencing process will require participation on your part. For
example:
• In case of submitting a patent application, you will be involved in drafting

the claims and review the final version.
• During patent prosecution, you will be approached by the patent attorney

when responding to office actions and search reports.
• We will also ask for your contribution when (non-confidential) information

is needed to share with potential licensees.
· Keep BLMHC informed

Please inform us about significant technology development, upcoming publications and
interaction with companies related to your invention.

· Questions or uncertainties during the process?
Always contact your business developer or the BLMHC office.

Secondary work
Be aware that starting other activities during your employeeship at the UM/MUMC+  
may result in a conflict of interest. Always consult the guideline regarding secondary work
(“nevenwerkzaamheden”) if you consider this, as it provides you with the policy of the  
UM/MUMC+ that you have to take into account.

https://www.brightlands.com/brightlands-maastricht-health-campus/Contact
https://www.maastrichtuniversity.nl/nl/support/um-medewerkers/jij-en-je-werk/wet-en-regelgeving/nevenwerkzaamheden
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