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This company specialized in machine tools but was seeking to expand into an area less subject to business cycle fluctuations. A university professor with expertise in Ramen spectroscopy was known to the scientist heading the company’s laser interferometry unit. (Their acquaintance dated from the professor’s consultation with the company scientist’s previous employer.) The relationship began informally with a key role being played by one of the professor’s doctoral students whose dissertation research on increasing the detection speed of charge coupled detectors was relevant to developing commercial Ramen spectrometers. When the company decided it was going to make an effort to develop and market such spectrometers, the student joined the company and the professor became a formal consultant helping to refine the system and to develop a second, more advanced, prototype.

L ———
e et ot e e
s o B o ey s



