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Start-up! And now?
Sven Thate, BASF Venture Capital GmbH
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Chemistry is an Innovation Driver
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… more food needed 
by 2050

… more primary energy 
consumption by 2050

… of the world population 
will live in cities by 2050

Agriculture Health & 
nutrition

Energy & 
resources

Transportation Construction 
& housing

Consumer 
goods

… people by 2050

70% 50%~10bn

Electrical 
& electronics

30%

Chemistry as enabler for current and future needs

BASF Venture Capital GmbH
Two Key Objectives
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� Identify disruptive 
technologies for 
BASF

�Foster
collaborations

�Leverage 
external skills

�Risk-adequate
returns on a single 
investment basis

�Solid financial return 
on the entire portfolio 
through technology & 
market diversification

Strategic Financial

Window on 
Technology

Financial
Return

Active direct investments 
Public* and Private companies   

June 2006

Nano-
Technology

Tempe, AZ, USA

June 2007

Organic 
Photovoltaic

Dresden, Germany

March 2008

DNA labeling

Tutzing, Germany

May 2008

Precious 
Metals

Heidelberg, Germany

September 2010

Insulation 
Materials

Northborough, MA, USA

December 2004

Formulation 
Technology

Columbia, MD, USA

May 2003

Plant
Biotechnology

Davis, CA, USA

November 2014

Slippery 
Surfaces

Cambridge, MA, USA

August 2014

Organic
Semiconductor

St´. Asaph, UK

September 2011

Wind 
Energy

Waltham, MA, USA

December 2011

Green Building 
Materials

Piscataway, NJ, USA

March 2012

Flame Retarding 
Additives

Chelmsford, MA, USA

October 2015

Quantum 
Dots

Lexington, MA, USA

* *

…
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The next Unicorn … 
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Social Media
Valuation: USD 16 bn

Taxi Platform
Valuation: USD 51 bn

Hotel Platform
Valuation: USD 25.5 bn

Space Exploration
Valuation: USD 12 bn

Source: CB Insights

airbnb uber

Snapchat SPACEX

… or Advanced Material Star
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Membranes
� LG Chem

Biotechnology
� Bayer

Electronic Chemicals
� Air Liquide

OLED Materials
� Samsung

Nano|H2O

Voltaix
novaled

AGRAQUEST

1003
Venture 
Capital

exits 2014

22%

1%
8%

17%
8%

9%

7%

26%

2%

European VC EXIT 2014
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Source: EVCA 2014

Trade Sale

IPO / Sale
of quoted
equity

Repayment
Silent
partnershipsRepayment of

loans

Sale to
Management

Sale to
Financial
Investor

Write off
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Why do startups fail ?

9Source: CB Insights

No Market Need
Out of Cash

Not the Right TEAM
Got Outcompeted

Pricing/Cost Issues
Poor Product

Need/Lack Business Model
Poor Marketing

Ignored Customers
Product Mis-Timed

Lost Focus
Disharmony Team/Investors

….
…
..
.

13%

13%

13%

14%

14%

17%

17%

18%

19%

23%

29%

42%
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13%

13%

13%

14%

14%

17%

17%

18%

19%

23%

29%

42%

LOVE Chemistry
Like MARKETING !

Why do startups fail ?

BUSINESS
MODEL
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BUSINESS
MODEL

Distribution

Channel

Revenue
Model

Target

Customer

Cost
Structure

Partner
Network Core

Capabilities

Value 
Proposition
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Business Models change

13Source: Frankenberg, HTGF

LP CD

Sharing Streaming

Download Free Package

Cassette

You are part of a value chain
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Reduce COST for your CUSTOMERS and their CUSTOMERS

Increase PERFORMANCE

Advanced
Material Formulation

Pre-
product,

Component
Device Solution Customer 

Need
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Reduce COST for your CUSTOMERS and their CUSTOMERS

Increase PERFORMANCE

Advanced
Material Formulation

Pre-
product,

Component
Device Solution Customer 

Need

LOWER COST is the easier sell, IMPROVED 
PERFORMANCE has to be sold/shared along value chain

You are part of a value chain

16
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What do and

have in common
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Evaluate
& Manage
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DERISK
YOUR
Business
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DERISK
YOUR
Business

Regulation Technology 

Sales
Marketing

Financing

Management

Team
Intellectual
Property
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RISK = MILESTONE 
� VALUATION
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€€€

TIME
deRISKING

Valuation

Marketing, test
assumptions,
secure IP, FTO

Proof of concept, 
early prototype, 
Customer
engagement

Sample
production,
Scale-up

Pilot
production

High-volume
production
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I know,
I KNOW
Nothing

Sokrates
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I know,
I KNOW
Nothing

Sokrates

Stay Lean &

Flexible

Complement
your competencies

De-Risk
your business

Challenge
your business
assumptions

EXPAND your
addressable

Market
Meet your

EXIT

Seek advise and
Experience

Turn a 
COMPETITOR

into an Ally
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TEAM

UP!
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TEAM

UP!

Potential

Acquirers
Potential

Investors ���
Customers

Critical

Suppliers

R&D Hubs
Universities

Toll
Manufacturers

Advisors

Distribution

Channels

Startups and Corporates 
Many WIN-WINs
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Strengths
� Fast-paced, flexible
� Disruptive innovations
� Calculated risk takers

Strengths
� Know-how in core areas

� Long-term thinkers
� Market Access 

Cooperation Models
� Customer Supplier 
� Joint Development
� Joint Marketing
� Licensing
� Scale-up, production

Benefits
� Customer Access
� Marketing guidance

Benefits
� Outside innovation
� Portfolio expansion
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