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WHO WE ARE

WHAT WE OFFER

We leverage innovation for sustainable business growth. Our
goals are nothing less than your business success, and we
strive in every action to accomplish it.
•
•

We help you recognize the business opportunities of the future
We support you to turn the risks of innovative ideas into successful
products

These are the pillars of our offering:
Market Insights

Insights drive successful innovation
Look for the “aha moment” in the eyes of your customers.
It shows that you have fulfilled even their untold needs!

Technology Platform
Unrealized potentials

At the onset there was a unique technology platform
focused on few product applications. Now, your company
is established and ready to capture opportunities in other
industry sectors.
We give the tools to uncover unrealized potentials
deploying your core technology platform.

We stand out of the crowd for our clients.
Profile:
We are passionate about providing solutions to customers’ unmet needs
through the interplay of deep customer and consumer understanding, basic
and applied R&D and early true partnerships with players along the value
chain: from raw materials to final products. Obviously, this ecosystem lives
inside and outside corporations’ walls. All this summarizes the meaning of
Innovation.
Finding ways for corporations to realize innovative opportunities in
uncharted business opportunities requiring the implementation of new
business models are a particular focus of our work. This is very often a
challenging step for these organizations, as they have to learn to recognize
and manage new uncertainties and risks.
We have developed a wide experience in this field through a proven track
record of generating new businesses for Life Sciences industry leaders in
pharma, agricultural biotech, human nutrition & health and food
ingredients for over 20 years. More recently, We have taken the role of a
valued strategic adviser and mentor of SMEs and start-ups.

Education:
Universidade de Brasília, Brazil
University of California – Davis, USA
IMD, Switzerland
INSEAD, France

BS Agronomy
PhD Molecular Plant Pathology
Strategic Marketing
Finance

Corporate Career:

Business Models

Best return on investment
Traditional and rigid business relationships are rare in
today’s world. Consolidation and partnerships along the
value chain are the norm.
We give you the needed guidance to develop and test new
and more profitable strategies to serve your customers.

Business Alliances

Uniting stakeholders for impactful innovation
It is not always the best business decision to do everything
by yourself.
We leverage our global business network with decision
makers to identify and secure the partner for your needs.

InnoCres Consultancy
Germany
Since 2015

Managing Director

Royal DSM
Netherlands & Switzerland
2009 - 2015

Business Director
Human Nutrition Consumer Business
Senior Director
Strategic Marketing Human Nutrition
Director R&D
New Business Performance Materials

BASF SE
Germany & USA
1998 - 2009

Head of Research Communications
Senior Manager
Innovation Life Sciences
Head of Gene Discovery
Ag-Biotechnology
Global Project Leader
Ag-Biotechnology

Other Professional Roles:
Venture Capital

German Association of Business Consultants

We will support you in identifying and engaging the
appropriate investors; we will “open the right doors” for
you.

Member
Since 2019

European Institute of Technology - EIT Food

Life Science Adviser
Since 2018

High-Tech Gründerfonds, Germany

Life Science Adviser
Since 2018

Silverwood Partners, USA

Industry Adviser
Since 2016

MassChallenge, Switzerland

Judge & Mentor
Since 2016

Wuxi NutriRice Ltd, China

Non-executive Director
2011 - 2013

Resource your innovation for growth

Implementation Support

Continuity and ownership of results
We do not leave you alone after our strategiccssssssszz
recommendations have been delivered.
We work with your teams in the implementation phase.
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PROJECT EXAMPLES

Read about how we add value to our clients

New Business Franchise

Sustainable Consumer Needs

The Challenge: Launching a new, global business franchise is not something

The Challenge: True and sustainable consumers’ needs are not simple to

that is done lightly as it requires a solid strategic plan, a comprehensive market
assessment and a robust implementation roadmap. These were the tasks
entrusted by our client to InnoCres Consultancy. All these become even more
challenging, when one is entering a new industry sector that requires a new
business model.

The Project: We worked alongside our client’s teams, responsible for the major
workstreams, to deliver in the first project phase the key parameters for the
business case: market potential and penetration, revenues and costs. Upon
approval by the Managing Board, the project focus moved to identifying and
securing reimbursement of the offerings and strategic partnership agreements
with local leading players. The final project phase was the implementation of the
new business franchise in one pilot market.

Value added by InnoCres Consultancy: We made use of our vast and diverse
experience in applying tools to reliably assess market potential and penetration
of innovative products as well as financial expertise in constructing business
cases.
Our client could benefit from our work in Customer Insights, Business Models,
Business Alliances and Implementation Support. We took at times the role of a
mediator to address and resolve the client’s uncertainty and resistance to the
new business model, that is an essential component for a successful launch of
the new franchise.

identify among the many fashions in today’s everchanging world. If one wants
to be sure that your B2C product of today is still wanted tomorrow, you are
well advised to work on needs based on true, sustainable consumer insights.
Our client posed us this request: deliver validated and defendable proof that
their R&D product pipeline was supported by sustainable consumers’ needs.

The Project: In the first phase of the project, the global, in excess of USD
200bn, and regional market sizes and respective growth rates were composed
upon the analyses and synthesis of various data sources. As a second step, we
matched consumers’ perception of the products’ suitability to address their
needs with the corresponding science-based evidence of efficacy of such
products. By doing so, we uncovered product applications that fulfilled both
consumers’ interests as well as proven and documented benefit: therefore,
fulfilling the requirements of a validated and defendable product category.
Primary industry expert interviews corroborated these conclusions.

Value added by InnoCres Consultancy: We applied our know-how and
experience in estimating market potential considering the dynamics of
innovative products. Our client benefited from our work experience with
Customer Insights combined with our industry knowledge and network of
experts.

Change in Route-to-Market Approach

Innovation Divestment

The Challenge: The evolution in the route-to-market of a young company from

The Challenge: How to capture value from a fortuitous innovation that one

fee-for-service to own- and joint-development is often planned though many
times not concluded. The main obstacle is repeatedly the lack of market
understanding of these companies for the new product offering. Sssssssss
InnoCres Consultancy was commissioned by a client in this critical decision point
with the request to deliver an independent assessment of the market potential of
their B2B product concepts as well as an evaluation of entry barriers in the major
markets.

is not in the position to explore? A client discovered that one of their products
had applications in an unrelated industry. What to do now? This was our
client’s question to InnoCres Consultancy.

The Project: The unexpected use of the client’s product was clearly defined;

conducted exhaustive interviews with leaders from companies at different levels
in the value chain in the target industries. This allowed us to deliver a
comprehensive validation of the client’s product concepts covering market size
and growth, product positioning plans as well as best strategies to enter the
market, grow and protect market share. We also included an overview of
commonly used deal structures of joint-development agreements in the target
industries. All together, we delivered a valuable resource for our client to
successfully plan the implementation of their change in how to approach the new
market.

it targeted a two-digit billion industry. The first step was to determine the
business model to capture the product’s value. We concentrated on three
possibilities: do it all alone, partner or license the technology. Considering
the client’s and industry structure, licensing was the most secure road to
stable revenues. cccccccccccccccccccccccccccccccccccccccccccccccccccccc
With this decided, the next step was to prepare a Product & Market Dossier
for the roadshow with industry leaders. We made sure that the IP had been
properly secured and conducted the assessment of the market potential of
the product. Understanding the product’s value was essential for the best
outcome of the negotiations with potential licensees. We established contact
with three of the top four global leaders in the industry. Negotiations
concluded with a license agreement with up-front, milestone and royalty
payments in the mid, single-digit million range.

Value added by InnoCres Consultancy: InnoCres Consultancy’s network

Value added by InnoCres Consultancy: Our technology and industry

The Project: This project called for a full market immersion approach. We

among key industry players and our experience in Business Alliances work came
to bear in this project to give our client the needed strategic roadmap they
required.
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knowledge and network were key for the outcome of this project. As part of
our Technology Platform and Business Alliance work, we could effectively
create the Product & Market Dossier and bring our client to the negotiation’s
table with world industry leaders.
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OUR CLIENTS & PARTNERS
Trusted and valued strategic adviser of global corporations.
Prominent clients organized by their respective industries
Pharma
Nutraceuticals
Human Nutrition
Food Ingredients
Crop Protection
Renewable Energy
Consultancy
Institutions

Selected partners

CONTACT US
InnoCres Consultancy

Oswaldo da Costa e Silva, PhD
Managing Director
VAT Nr.: DE309154862

Bettinger Str. 110
79639 Grenzach-Wyhlen
Germany

+49 176 260 48955

ocs@innocres.com

www.innocres.com

Member of the German Association of Business Consultants
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