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	“Oak Ridge: Working with Industry.”

[Note: Video descriptions deleted from this excerpt. Completed script available on request]
	narration:

it works for companies from north carolina to california, creating new products, new processes and services, new markets and new jobs.

	
	. . . lighter, stronger aircraft components. . . 

	
	. . . composiTe maTerials for a deisel engine that will run a million miles…

	
	. . . sunglasses ThaT will never scratch. . .

. . . a method for performing an array of blood tests, in minuTes, at a

	
	patient's side -- from a single drop of blood.

	
	  . . . thin film batTeries to

power micro-electronic equipment. . .

	
	. . . remarkably durable artificial hip joints that have improved the quality of life for thousands of people. . .

	
	  these are just some of the ways that companies are commercializing innovation -- innovation developed by martin   

	
	marietta energy systems at the departmenT of energy's, or dOE's, oak ridge facilities.

	
	  need help wiTh a nagging productIon problem?  want tO impROve a process?  Gain a long Term competitive advantage 

	
	through an exclusive license?    

  Oak Ridge technology transfer gets you there.

  It woRks for hundreds of 

	
	companies every year.  now, here's how it can work for you.

[Brief Music Bridge]      

	
	  the most rewarding technology transfer begins with a vision.  your vision.  what are your technical needs, inTerests, 

	
	goals?  where do you want technoloGy to take you in tHe marketplace?  the more you know abOUT what you want -- the more

	
	focused your vision -- The more you'll geT from technology transfer.     

  the next step is to find the   

	
	technology that will make your vision a reality.  in short, make contact.  find technical experts who can lead you to 

	
	the solutions you're after.

  have a vision and make contact.  successful technoloGy transfer depends on these two 

	
	steps.  

[Music Bridge]

   

	
	  the founders of abaxis in Sunnyvale, California, had vision.  their technical need was focused -- they   

	
	wanted to market a device that

could perform a wide assortment of common blood tests in a doctor's office.      

	
	  the problem was, such a device didn't exist -- or so they thought.

[brief music transition]

	
	  abc laboratories in columbia,

missouri, also had vision.  they wanted to market an instrument that could process liquid   

	
	samples, quickly and safely, in a laboratory.

  both companies had done their homework.  they knew exactly 

	
	where they wanted to go.  what they needed was the technology that could get them there. 



	
	[music bridge]

  they found it By making contact.



	
	  abaxis made contact through a long-standing relationship with

a chemical engineer at oak ridge national laboratory.

	
	  he told them about a fifTeen-year-old oak ridge invenTion, originally developed for nasa. 

  abaxis turned this technoloGy 

	
	-- called the blood rotor -- intO a new company wiTH a hundred jobs.  today, the company serves a healthcare 

	
	market wiTh poTenTIal sales of a half a billion dollars. 

[brief music bridge]

	
	  abc laboratories made contact by keeping up wiTh Technical bulleTIns.  

  the company discovered an oak 

	
	ridge invention -- developed for a completely differenT industry.    

  they turned it into a bench-scale processor for liquid 

	
	samples, a product with such potential that it now forms the basis of a spin-off company. 

[music bridge]       

	
	  in each case, success depended

on making contact, contact with

people who have the technology

and the knowhow to solve 

	
	problems.

  that's where oak ridge comes in.




