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Anu Narasimhan
PhD
Anu Narasimhan, Professor-of-Practice at IIT Bombay’s Desai Sethi 
School of Entrepreneurship, works in technology transfer and startups. 
With 24 years in corporate strategy and marketing, she now leads 
startup programs, helping innovators grow. She mentors founders, 
women leaders, and brand managers while serving on global boards. An 
IIT Bombay and IIM Bangalore alumna with a doctorate from SMU, she 
has won top awards for her work. Passionate about problem-solving and 
ecosystem building, she helps connect research with industry to turn 
ideas into real-world solutions.

• Professor-of-Practice and Head of the Desai Sethi School of 
Entrepreneurship (DSSE) at IIT Bombay

• Ex-VP Marketing, Britannia Industries Ltd
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Premnath Venugopalan
PhD, RTTP, FSTEM
Dr. Premnath, Director of Venture Center and Head of NCL Innovations, is 
a leader in technology transfer, IP commercialization, and venture 
creation. He has shaped national policies and established award-
winning innovation management initiatives, fostering technology 
commercialization, startups, and deep-tech incubation across India 
through CSIR-NCL and Venture Center.

• Director, Venture Center, Pune
Affiliation
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Technology marketing 
and its role in Tech Transfer 

Premnath V
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TTO: Roles & Organization
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Skills & Orientation



What is being transacted
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Knowhow

A recipe!

Knowledge on how to do a certain task or carry out a certain process or 
make/produce something useful. 

Disclosed under an confidentiality 
agreement

Publicly
disclosed
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Patent

A right to exclude others from practicing the art disclosed in
the patent. 

Publicly
disclosed
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Knowhow and Patents

Knowhow 
+ Patents Only Patent Rights

Knowhow 
Without Patents None

Knowhow - Yes Knowhow - No
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How do they intersect?

Patent 1
“Free” prior art

Your knowhow

Patent 2

Trade 
secret Trade 

secret

Patent 3
Public 

Disclosure
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Knowhow (with presumed Freedom to Operate)

Right to exclude others from practicing the art (valid patent 
rights)  Source of sustainable, competitive advantage !

Research and technical support for validating, scale-up, 
valorizing knowhow/patent rights and commissioning.

What is being transacted?

Understanding the activities of a TTO: Session 8
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Why value proposition is 
important?

Inventors Industry

Language
• Different/ unique
• First
• Latest/ contemporary
• Features/ Beats others
• Peer recognition

Language
• Benefits to industry/end-user; 

rewards
• Benefits compared to 

alternatives
• Risks
• Costs
• Business impact
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Example: Process Innovations
in Pharma

Inventors Industry

Language
• Minimum number 

of steps
• Atom economy
• Continuous flow

Language
• Lower raw materials 

cost
• FTO

Ref: https://www.techex.in/matchmaker/08/

https://www.techex.in/matchmaker/08/
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What is being transacted?

Licensor

Customer: Licensee (s)

Customer: End-user 1 Customer: End-user 2

Alternative tech

Alternative products Alternative products
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Understanding and communicating 
value proposition 
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Customers
What they 

want 

Competitors
What do they not 

provide 

Company /
Startup

What you can 
provide 

Proposition : 
Why Buy Me ?

Branding : 
Who am I ?

Image Source : Internet
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Describes why a customer should 
buy the product 
Targets a well-defined customer 
segment 
Demonstrates superiority to 
competitive products 

Value Propositions can be 
Quantitative
Value Propositions can also be 
Qualitative

What are Value Propositions

Understanding the activities of a TTO: Session 8
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What are Value Propositions

Understanding the activities of a TTO: Session 8

FIND A PROBLEM
Jobs, Pains, 

Gains

Build 

Measure

Learn

FIND A SOLUTION
Idea, POC, 
Prototype

Build 

Measure

Learn

Technology Push

Solution Available 

Market Pull

Problem Discoverable
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Elements of Value

Understanding the activities of a TTO: Session 8

VALUE

Problem Solution

Target
Market

Value : 

worth, importance/relevance or usefulness

Value and Price :

Value (what you get) = worth of the social and 
economic benefits a customer pays (price; in 
monetary terms) for an offering
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Value Propositions: 
5 Key Components 

Understanding the activities of a TTO: Session 8

BUSINESS 103 | IIT BOMBAY

Experience 

User interface, Customer relationships

BUSINESS 103 | IIT BOMBAY

Service

Ordering, Delivery, Return, Check out

Access / Availability

Convenient to find

Price

Fair, Reasonable, Consistent

Product 

Performance, Quality, Features, Brand
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Elements of Value: B2C 

Understanding the activities of a TTO: Session 8
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Elements of Value: B2B 

Understanding the activities of a TTO: Session 8
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How do we create our value
proposition? 

Understanding the activities of a TTO: Session 8

Gain Creators

Products & 
Services

Pain Relievers

Gains

Pains

Customer
Jobs
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Courtesy: Sundara Nagarajan, IndusAge
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Courtesy: Sundara Nagarajan, IndusAge

Customer Jobs Outcomes

Gains

Pains

Gain Creators

Pain Relievers

Products & Services
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Exercise: Value Proposition
Use the Value Proposition Canvas to illustrate value 

proposition of a 1 litre milk pouch (as product) that gets 
delivered in your house.
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Exercise: 
Value Proposition Name:

3. Customer offering/ product 7. Gain creators (Features) 8. Gains 1. Customer segment

4. Alternatives/ competing 
products

6. Pain reliever (Features) 5. Pains 2. Desired customer 
outcomes
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Exercise: Comparison Name:

Alternatives 

Benefits 
(Gains/ Pains) 
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Customers
What they 

want 

Competitors
What do they 

not provide 

Company /
Startup

What you can 
provide 

How do we create our value 
proposition?
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Value Proposition: A reference

What is it : The world’s largest search 
engine that allows

Who is it for : Internet users

Why is it valuable : To find relevant information quickly 
and easily 



@ Technology Transfer in Practice | Copyright, Venture Center, 2025

32

Examples of Functional Benefits
• Saves money, saves time, saves effort
• Sensory appeal 
• Provides information, connects, organizes

Examples of Emotional Benefits
• Design, Aesthetics, User Experience
• Provides sense of belongingness, community
• Badge Value, Status 

From Features to Benefits 

Understanding the activities of a TTO: Session 8
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Building a Tech Product

Functional Product 
Technical Service 
Price
Access or Availability
Customer Experience

Core 
Benefit

Emotional Needs

Brand

Benefits

Styling

Each 
of Use

Packaging

Quality

After Sales

Installation

Delivery

Credit

Tangible
Product

Augmented
Product

Value or Worth

Functional Needs

Is not only about the Tech
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Examples: Communicating value 
proposition for IP
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Inventor says:
New drug for migraine
Plant based, natural
Can be formulated as a nasal spray
Low cost of production

Example: Medication for 
Migraines
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Potential licensee (pharma company) says:
• Efficacy compared to alternatives?

• -- Use case 1: Prevention, precautionary
• -- Use case 2: Mitigation of pain

• Safety?
• Side effects?
• Contraindications?
• FTO?
• Patent protection, strength and life?
• Potential financial upside
• Investment, cost, risks
• Current market preferences/ trends & perceived gaps 

• -- Currently in vogue: CGRP antagonist; Reduce vasodilation

Example: Medication for 
Migraines
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Technology Briefs
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Generating leads and progressing 
along the sales funnel 
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Sales Funnel
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Target Customers
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Customer Segmentation 
- Examples
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Information / Insight based 
Sales Funnel
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Examples: Finding and progressing 
leads for marketing KH/IP 
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Tech Marketing in Practice

Spray and pray Targeted marketing

Websites, portals, online 
dBs
Social media

Mailing lists

Advertisements

Decision makers in 
identified companies
Referrals from industry 
experts
Industry specific tech 
showcases
Articles in industry 
magazines
Trade shows, industry 
conferences, meetings with 
companies (esp. by inventor)

Lesson: Reputation, 
track record, trust  

matters

Lesson: Networks, 
understanding industry 

needs matter
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Some approaches:

• Inventor’s networks; Connects made by inventors via conferences
• Known players in the field (existing industry players; those filing IP; those who have talked 

about interest areas publicly)
• Leverage personal networks of senior professionals in the relevant industries; “Can you 

suggest who I can talk to in order to understand who may be interested”
• Industry specific technology showcases
• Concept selling to Founders/ Board Members

Understanding the activities of a TTO: Session 8

Targeted Marketing
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Example: Technology 
Showcase

https://www.techex.in/matchmaker/06/
https://www.techex.in/matchmaker/06/online-

showcase-for-personal-care/

Methodology:

• Focused, industry-specific technology showcases
• Explained in simple language minus jargon
• Curated cohort of technologies; Curated by industry experts
• Highlights points that industry experts say are important 
• Directly talk about value proposition
• Invite industry professionals through networks of industry experts

https://www.youtube.com/watch?v=G9oQ3hl0394

https://www.techex.in/matchmaker/06/
https://www.techex.in/matchmaker/06/online-showcase-for-personal-care/
https://www.youtube.com/watch?v=G9oQ3hl0394
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Example: Technology 
Showcase

Technology 
Provider

Technology 
Seeker

Curation (Advise 
from domain 

experts)

Tech showcase
Result: EoIs

Lead 
Management 

Agreement

Pre-showcase 
activity

Post-showcase 
activity
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Methodology:

• Study target technology for:
-- Who has interest in end-product?
-- Who uses same raw materials? Who may wish to vertically 

integrate?
-- Who has equipment/ capabilities that is needed?
-- Who has M&S investments in related end markets?
-- Who is investing in related themes?

• Contacts of inventors
• Pitching whole portfolio to Venture Studios

Understanding the activities of a TTO: Session 8

Example: BIRAC ETA 
experience



@ Technology Transfer in Practice | Copyright, Venture Center, 2025

49Understanding the activities of a TTO: Session 8

Number of technology licensing 
transactions / term sheets 
negotiated

51

Termsheets to be converted into 
licensing agreements

27

Example: Tech Marketing Funnel
Technology transfer activities: Cumulative



Contact Us

https://www.techtransfer.online/

ttonline@venturecenter.co.in

https://www.low-carbon-innovation.org/

https://www.venturecenter.co.in/
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