




Byotrol managed an introduction to Solvay which 
paved the way to a partnership. 

Byotrol applied for a patent for the polymer they 
identified, but then discovered that it was already 
owned by Solvay. Prior to the innovation project, 
Byotrol wanted to license its technology to large 
multinational firms. However, they were not able 
to do this because of the constraints of possible 
regulation. As a result, finding an alternative 
became a very important activity that also put 
them under significant time pressure, as Byotrol 
did not want their potential clients to lose interest. 

Throughout the development process, the 
company's strategy was to find an alternative 
composition for their product that offered the 
same advantages over competing products, i.e. 
prolonged active life of their sanitizers. 

Commercialization and follow-up 

The idea of rolling out is to license the technology 
to large firms. The technology, the idea and the 
concept takes time, but it is straight forward. The 
commercialization is possibly the hardest part. It 
involves getting access to the right people, 
especially in large companies. The main problem is 
that these big companies already have their own 
innovation programmes and many of their people 
may suffer from the "not invented here" 
syndrome, and will question the technology from 
an SME. There are therefore not many companies 
that will be interested in purchasing a licensing 
agreement from a small company. 

The advantage of the partnership with Solvay is 
that they already have the connections to the 
larger companies and to the right people in those 
companies, and were therefore better able to 
contact them and to follow up on their requests 
regarding the Byotrol product. 

Byotrol was relatively small, with 5 people in the 
lab, 3 in sales, and 2 in marketing. Not much 
restructuring or reorganizing were necessary as a 
result of the OI project because most of the staff 
are flexible. However, the project required that 
people take key responsibilities in order to manage 
specific parts of the project with Solvay. Working 
groups were created in order to align Byotrol's 
technical staff with Solvay's technical staff. 

Solvay markets "ingredients" to other businesses, 
while Byotrol markets complete solutions, and 
therefore these represent two very different 
approaches. Byotrol has marketers that have 
previous experience in Nestle and understand the 
consumer market, while Solvay has more 
experience marketing to businesses. When 
discussing the potential commercialization of the 

product with large companies, therefore, Byotrol 
was in a better position to do so - they understood 
more about the brand and image. Together, Solvay 
and Byotrol cover the skill-base that allows them 
to market the new product on both a B2B and B2C 
level. 

Two potential new products are under 
development at Byotrol which are the result of 
Solvay talking to their customers. In addition, there 
could potentially be a joint development project in 
future with a large company in the USA. Byotrol is 
still working with Manchester University to study 
the virology of their solvents, which helps them 
test their products. 

BUSINESS IMPACT 

The partnership with Solvay has benefited the 
company by giving them access to potential 
customers and increasing their reputation in the 
industry. Byotrol now has a much wider reach 
commercially, and they feel that they have a much 
more secure standing in the industry that allows 
them to approach bigger firms like Unilever. 

Working with Solvay presented a number of 
challenges mainly due to the difference in size. 
Byotrol went from having just a few contacts at 
Solvay, to having to engage with a large number of 
people, which became difficult to manage. Byotrol 
had to learn how to stand up for itself, and to get 
Solvay to recognize the talent and the ideas that 
Byotrol had. Also, Byotrol has had to learn to work 
at the same pace as Solvay. Large companies tend 
to be much more complex and slow, whereas 
SM Es are more agile. But when working together 
you need to slow down in order to benefit from 
the experience. 

The OI collaboration with Solvay has allowed 
Byotrol to become more financially stable to the 
extent that they plan to break even for the first 
time in 2017. Byotrol acquired another company 
of 10 people, bringing its total to 17 employees.

LESSONS LEARNED 

New regulation from the EU was the trigger point 
for this innovation. The SME was about to 
commercialize its product when it came under 
pressure to change it. This led to Byotrol working 
with a university to adapt the formula and identify 
a new solution. 

This is an SME that went looking for and was able 
to obtain a partnership with a much larger firm. 






