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Abstract

Academic entreprencurship has different components including entrepreneurial university,
university spinoffs (USO) and technology commercialisation, academic entrepreneurs, and
knowledge transfer. This chapter discusses University Spinoff and its impact on technology
commercialisation. It focuses on work-area research commercialisation in order to establish a
link between university spinoffs and technology commercialisation. The impact of university
spinoff as a core capability in the university work area is explored in this chapter. The
university's function has evolved to include more than just teaching, community service and
research, it now focuses on potential revenue generation through research commercialisation.
University spinoff, leveraging competency, opportunity refinement, funding venture, venture
credibility junction, and venture capitalist are the variables discussed in this chapter.
Understanding these concepts will enable universities to match their operational goals with
environmental sustainability and change the focus of all the stakeholders in the university

system from the traditional system of teaching to academic entrepreneurship practices.



Introduction

The economic importance of university spinoffs has aroused the curiosity of academics,
university administrators, government, researchers, and policymakers. In order to understand
university spinoffs, it is necessary to have a thorough understanding of how they are formed.
There are economic benefits in understanding and practicing academic entrepreneurship
through university research commercialisation and technological transfer (Michael and Pauric,
2006). The implications of university spinoffs, university research commercialisation,
developing knowledge and transferring it to businesses are fundamental to academic
entrepreneurship. University spinoffs, according to experts, are particularly essential from a
societal perspective since they can market research accomplishments that would otherwise go
underdeveloped. Universities and governments are therefore increasingly encouraging
academic entrepreneurship by forming University Spinoffs in the hopes that these businesses
would expand and successfully commercialize scientific research (Villani, Linder & Grimaldi,
2018). In order to extend and commercialize scientific research, universities and governments
are increasingly encouraging academic entrepreneurship by generating University Spinoffs.
Some academics, on the other hand, have questioned the importance of University Spinoffs,
claiming that they are usually small businesses (Criaco, Minola, Migliorini, Serarols-Tarrés
2014), have slow growth (Hayter, 2015), and have little economic impact, and hence do not

justify government assistance (Harrison & Leitch, 2014).

University Spinoffs

A growing number of studies have examined University Spinoffs (USOs) in recent decades
(Mathisen & Rasmussen, 2019). In order to monetise their research findings, universities
support the establishment of spin-off business. Universities are increasingly focusing on their
'third function' in addition to teaching and research. A definition of spin-offs offered by

Miranda, Chamorro, and Rubio (2018) is that individuals create new different business from



the established business that competes with the existing business. Minh, and Van (2022)
provided a definition of spin-off as a new business that is established by people who had
previously worked in an organisation and transferred relevant technology from their previous

organisations.

University spinoffs (USOs) are important and are seen as a possible source of revenue through
research commercialisation. University spinoffs are becoming huge global phenomena in
developed countries with spinoff activities booming in other regions like Africa. A spinoffiis a
new business created to profit on intellectual property (IP) developed in a university. University
spinoffs (USOs) are an important means of transferring innovative technology to industry and
are considered commercially relevant (Meoli, Pierucci & Vismara, 2018). University spinofts
(USOs) are a key vehicle for transferring new technology to industry and are deemed
commercially significant (Meoli, Pierucci & Vismara, 2018). The research of Vohora, Lockett,
and Wright (2003) into the development of University Spinoffs, which used a stage-based and
resource-based framework, has identified key stages that University Spinoffs must go through
in order to develop. These stages are the research stage, the opportunity refinement stage, pre
organisation stage, orientation stage, and sustainability stage. Moreover, they are of the opinion
that there are problems in shifting from one stage to another stage and these are the most
significant hurdles that a University Spinoff experience during its development. This is because
each stage requires different capabilities and other resources to move to the next stage and this
leads to critical juncture. In creating University Spinoff, there are four important areas that
must be understood. The first is to recognise opportunity and the second area is the commitment
of entrepreneurial champion, the third is the business environment while the fourth is the return
from other sectors within the environment.

Academic entrepreneurs who start University Spinoffs might not be the best persons to turn a

scientific and non-scientific discovery into a new business. This may be the case if academics



lack the skills needed to discover opportunities, as well as the commercial awareness, expertise,
and networks needed to carry out the process. Furthermore, universities have just recently
begun to give incentives for scientists to think and act economically in relation to their research.
Working in a culture that is primarily non-commercial reinforces traditional academic mindsets
and may make it harder for academic entrepreneurs to emerge. Once an entrepreneurial
opportunity has been found, it is critical for University Spinoffs to deal with the uncertainties
around the technology in its raw form and the application of that technology to meet specific
client needs (Styhre, 2014). Part of the uncertainty stems from a lack of information and a clear
market in which to use the technology. Decision ambiguity and complexity arise as a result of
lack of knowledge. Sustained enactment and increased commitment to choosing a strategic
route are essential for the chance to take on form and meaning. By promoting the enterprise
beyond start-up to commercial operation, an individual must be devoted to overcoming the

uncertainties, difficulties, and disputes that develop during this phase.

University spinoffs that participate in more partnerships have a higher rate of long-term
commercial success (Lubik, Garnsey, Minshall & Platts 2013). Professionalisation can be
extended beyond human capital resources in the case of university spinoffs to include the
accumulation of internal and external capabilities in product development, manufacturing,
marketing, sales, and distribution to ensure that the venture can establish itself in the
marketplace. University Spinoffs, like other new companies, rely on their ability to access,
acquire, and integrate the necessary organisational resources and competencies. New ventures
develop the resilience to compete and survive in dynamic markets (Nicolaou and Birley, 2003).
University spinoffs are particularly significant from a societal perspective, according to
scholars, because they can market research breakthroughs that might otherwise go

underdeveloped (Fini, Rasmussen, Siegel & Wiklund 2018).



Academic Entrepreneur

The academic entrepreneur is debated in the literature as to whether or not he or she is
inevitably an asset to the spin-off business (Wang, Soetanto, Cai, and Munir, 2022). Many
spin-offs, according to Roberts, begin as part time, with academic staff that continue to work
in the university while "moonlighting" in another organisation doing business. Entrepreneurs
are those people who are using their traits, knowledge and qualities that they learned and
developed to make things become a reality. This affects their effectiveness based on this
allocation of time and effort (Casanovas and Castro, 2022) at both organisations. Academic
exodus is linked to the firm's growth rate, according to Pransky (2022), who discovered that
spin-offs involving academics who left the university had the highest growth rates. Fini,
Perkmann, and Ross (2022) who discovered academic entrepreneurs that are involved in that
part-time in the spin-off has a detrimental influence on new venture growth. This suggests that
traditional spin-offs expand more quickly than hybrid spin-offs. Academic entrepreneurs, it is
believed, may pick part-time solutions owing to risk aversion that if the new enterprise fails,
they will still have an academic position to return to. Higher growth rates are apparently linked
to academic entrepreneurs who leave their academic positions in order to focus on their new
endeavor due to the time-consuming start-up phases of new companies. Successful
entrepreneurs use entrepreneurial chances to build their enterprises. Entrepreneurs are
motivated by success; thus, they are more likely to spot the ideal form of opportunity to ensure
their success (Makama et al., 2016).

Opportunity Refinement

Opportunity refining can be perceived as a way of tailoring business opportunity to the needs
of the individual (entrepreneur) and the market. Promising opportunity occur in a person's mind
and his past experience in the real-world business environment (Networks & Dhesi, 2020). The

individual requires the testing of the ideas in relation to the situation that needed to be



unravelled. It is required that he needs to be exposed to the standard of the community in order
to allow him to change his views and revise it for the testing (Akintimehin et al., 2019). For an
entrepreneur looking for a prospective opportunity, a network of other stakeholders, such as
technologists, funders, suppliers, and consumers are needed to check the reality (Akintimehin
et al., 2019; Dempster, 2020; Qureshi, 2021). Moreover, entrepreneur’s engagement about
opportunities in the community can change their knowledge and understanding about the
opportunity and potential opportunity in the environment. In addition, the community of
inquiry may be transformed by engaging with the potential opportunity (Lins & Doktor, 2014;
Makama et al., 2016). Einar, Simon, and Mike (2011) highlighted three skills which are
opportunity refining, leveraging, and advocating, as being essential for enterprises to establish
credible business. Although some competencies were already present in the academic staff, the
specialised competencies required for establishing a business and development need to be
learned. This can be achieved through a series of iterations involving entrepreneurial
experience and the acquisition of skills from different sources of experienced people including
industry partners, equity investors and business people. This study makes a unique addition by
demonstrating that, rather than being uniform, the three competences of opportunity refining,
leveraging, and advocating evolve in distinct ways, requiring inputs from many players. Before
acquiring external credibility in any of our situations, the initial concept had to be revised

numerous times.

Therefore, opportunity refining relates to creativity and adaptability to new business ideas and
not limited to the availability of resources (Baker and Nelson, 2005), but also by building
acquired competences in bringing the opportunity to the needs of the consumers in the market
place. The ability to seek improvements in the opportunity, as well as the ability to change the
opportunity based on new information, is referred to as opportunity refining. The ability to

refine opportunities for nascent university spinoffs is predicated on a combination of strong



technological skill and industrial or market understanding. Interactions with industry were
therefore crucial in the development of the first company concept. Career academic
entrepreneurs tend to be particularly lacking in their capacity to support their research talents
from their academic activities in acquiring required competencies in consumer related
demands. Academic staff requires industrial experience in order to acquire expertise in
opportunity refining. According to Qureshi (2021) opportunity refining is a situation where
academic staff is able to combine required business resources in the process of forming a new
venture. Many of the opportunities that need to be refined in the early stages of business
development could be supported by acquired competencies and ability to access these
competencies. For example, the opportunity refinement skill appears to be linked to
experiences from the industry, the leveraging competency is linked to the credibility of the
entrepreneurial team and experience, and the championing competency is linked to personal

motivations (Knockaert, Bjornali & Erikson, 2015).

Opportunity refinement is frequently influenced by interactions with consumers or the industry,
whereas promoting competency is generally influenced by cultural characteristics, past
experiences, and entrepreneurial incentives. Opportunity refinement is more closely linked to
the individual’s engagement whereas leverage depends on different elements from variety of
individuals (Qureshi, 2021). Academic entrepreneurship is typically focused on high-
knowledge-content concepts and cutting-edge technologies. Furthermore, the opportunity
refinement approach is well-suited to drawing conclusions on entrepreneurial training and
supporting them with necessary resources. This approach can be used to analyse an individual
or a team's current competencies, highlighting areas that require extra training or support.
Furthermore, Nigerian academic entrepreneurs might purposefully form strong teams with

people who compliment one another’s skills (Knockaert, Bjornali & Erikson,2015).



A potential entrepreneur's recognition of opportunity refining is preceded by heightened
attention to information. As a typical managerial goal, opportunity refinement entails bringing
better technologies to the market that will beat their competitors’ products in the market making
the successful technology leaders to have an easier time in selling their product to customers.
The ability of the leader to use its window of opportunity will determine whether this brief
exclusivity converts into a sustainable competitive advantage over later entrants. The
distribution of difficulties across components and complements will determine this competence
(Rasmussen, Mosey, & Wright, 2014). The university partners were instrumental in
recognising the business opportunity as a result of the study. Similarly, as the market for the
offer expands, so does the university's opportunity cost of switching suppliers, boosting the
incentive for suppliers to act opportunistically increases. The size of the opportunity refinement
on how much the forward-thinking Nigerian university needs to adapt its current problem-
solving strategy and how much room it has to do so. A university's journey down the learning
curve is based on the acquisition of new routines. If there is no need to change the status quo,
there will not be anything new for the university to learn and as a result both the potential for
and the proportionate benefit from learning will be limited (Qureshi, 2021). Where innovating
universities must overcome high levels of uncertainty and complexity in order to get their
product to market, the opportunity for learning will be greater, as will the potential for learning
to provide a competitive edge. When opportunity refinement necessitates component
innovations, the obstacle to university's development multiplies, as it must overcome new
hurdles in defining, procuring, and integrating new components into its new designs. These
difficulties can have an impact on both technological and university routines that must be
accomplished in order to bring the unique product to the market. Component problems raise
the scale of the university's learning opportunity, and thus the advantage it can get by moving

ahead of its competitors down the learning curve.



Opportunity refinement includes innovation, which is the recognition of opportunities and their
further exploitation. Brokering, championing, and sponsoring academic research are essential
conditions for the creation of opportunity refinement although it is not required to begin the
process. To begin framing the business idea he gets, he needs to develop some types of market-
related skills. To maintain the development of the opportunity, young companies will rely on
the expertise of major key players in the market and potential clients. Academic entrepreneurs
find it difficult to access industrial experience needed to develop the skills required for

opportunity refinement.

Championship Competency

Competency is defined as the ability to complete a task utilising a combination of tangible and
intangible resources. As a result, a competency-based approach demands taking into account
the human dimensions of the entrepreneurial process. Academic entrepreneur develops
competencies from their academic research spanning through their career and interactions with
the environment. There are competency shortages in academic because of the nature of
university technologies which are in the early stage of development and the required knowledge
relevant to engage all the numerous actors in the business environment. Moreover, business
environment is unique and academic entrepreneurship is required to create business
opportunity based on new technology and tacit knowledge from their academic research.
Championing competency is therefore required to build and integrate resources both external

and internal in nurturing new academic endeavour.

Multi-level entrepreneurship study is required by focusing on competences rather than actors.
This aids in identifying the various actors' contributions to the creation and growth of spin-off
universities. Policymakers and other stakeholders such as agencies, educationist and university
administrators, can use this knowledge to target successful spin-off companies in the academic

environment. Academics staff may be good in innovation from their research work, but this



may not be enough to discover business opportunities in the environment. Experiences in
industrial business environment allow academics to place their research in a business context.
Regardless of whether academic research is commercially viable, institutions may provide a
climate in which developing partnerships with other variables, such as possible industrial
partners to operate. Academics may not know how to commercialise and sell their ideas and
therefore will require experienced expertise in that business so that such commercialisation
may not fail. The university entrepreneurial team should be able to communicate the venture's
potential value to the investing community. This can be accomplished by bringing in the teams
that are experienced in entrepreneurship in order for the investment to be realised (Knockaert,

Bjornali & Erikson,2015).

The academic environment is blessed with lots of resources including experienced staff in
technological competence and business analysts, yet it has limited credibility outside the
university. However, crucial components of the leveraging competency that require engaging
external investors and getting resources from partners in industries are frequently lacking in
the university context. It appears that experienced entrepreneurs have this skill, whereas rookie
entrepreneurs may require outside aid. As a result, the championing ability is likely to be shared
among a number of people both inside and outside the university. Championing competency is
therefore the capacity and ability to integrate the external resources and internal resources in
developing spinoff enterprise. Leadership skills and personal commitments are required in
sustaining the business start-up process. The business needs funding from a variety of sources
and thus credibility and experience in a variety of fields are required such as industry partners,
academic staff, university, community investors etc. Academics talents in research work
require additional support and entrepreneurial experience to create a leveraging capability. This

implies that the leverage competency is provided by a large number of people.
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As the business progresses in gaining credibility, internal support within the institution to
gaining external support and credibility from customers, investors and industry partners, the
championing position may shift. Thus, academic researchers may be crucial advocates at first,
particularly in terms of championing the technology, but those with different skills are required
in championing the economic elements. As a result, as the new venture evolves, the
championing competency will need to change. Internal champions in academic environment
are important and external persons or investors are also required for long-term success. Despite
the academic’s specific research skills, they still require extra champions from within the
university in order to attract outside champions. Many people can play the position of
champions at different times during the venture. A higher level of advocating skill is required

when the business undertaking is very complex.

Funding Venture

University spinoffs are businesses that can market ideas and uncover more hidden research
knowledge. Universities must raise capital in order to venture into business. It is a major
challenge in converting university spinoffs asset into market demand. This is especially
difficult in established markets and when institutions lack partnerships with existing players.
University Spinoffs face problems due to generic, radical, and upstream character of innovators
and reliable financial resources. When a University Spinoff has robust network of business
activities, it has a better chance of attracting research funding (Lubik , Garnsey., Minshall,
Platts, 2013). The main government funding was input-oriented dispersed to universities in a
way that was designed to meet the requirements and resources of each and every one of them,
regardless of their size or activities. This is part of a broader government initiative to encourage
the development of innovative businesses and it defined the criteria by which a new business
is classified as a. spin-off. Growth is hampered by academic entrepreneurs who lack well-

developed business networks (Hayter, 2015).
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In several nations, government incentives assist academic entrepreneurs in developing
university spin-offs (Manarbek and Seyfried, 2022): (1) Government funding for research and
government contracts help in paying for product development and proving the technology's
proof-of-concept. Many of these innovations would never have been able to achieve
commercialisation if not for these grants and contracts; (2) Government grants and contracts
provide time and resources for academic entrepreneurs to commercialise their technologies;
(3) Government grants make it easier to obtain private equity. Significant government funds
are often seen by venture investors as a measure of an idea's technological and, by extension,
commercial quality; and (4) Government funding helps to mitigate the high risk of developing
products and services based on research-based technology. The lack of experience and inability
to add significant value to the investment offer before it receives finance might have a negative
influence on the spinoff's ability to secure sufficient investment to reach the peak of business
before additional rounds of financing are necessary. These financial gains can be argued to
arise either directly or indirectly in the context of academic entrepreneurship through research
funding, social benefits, or extra teaching. By attracting expert company developers and board
members, this money enabled the entrepreneurial team to grow (Knockaert, Bjornali &
Erikson,2015).

Nigerian institutions are expected to build new expertise and secure additional dedicated
financing for it to continue the production of academic spin-offs. Enterprises formed to
capitalise on university ideas may be able to ensure their long-term viability by patenting the
knowledge they produce in order to compete with already existing businesses. There are two
types of issues that affect the academic community's financing possibilities for an invention:
technological uncertainty and inferred knowledge. These arguments have also been used by
policymakers to withhold financing from sectors that are thought to have minimal economic

impact. The current financial position of university research, in fostering entrepreneurial
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activity, as well as the number of research outputs produced, must both play a significant part
in this process (Patzelt and Shepherd, 2009). The elements related with the quality of human
resources as well as the university's ability to obtain funding sources were discovered to
enhance the establishment of new firms. In comparing the young universities that are viewed
as less flexible in the process of taking entrepreneurial initiative, universities with a long history

in the research sector have a higher number of spinoff firms.

Academic innovators with industry experience can also indicate their orientation in
entrepreneurship which will determine whether or not they would seek commercial
development funding. When examining the relationship between the academic system and
research, it was discovered that public institutions receive more financing for education than
private universities (Rybnicek and Konigsgruber, 2019). Inadequate funding has always
resulted in financial resource shortages because business sponsors encourage applied research
with commercial potential. Therefore, academic inventors who rely on industry support are
expected to engage in greater entrepreneurial activities. Belitski, Aginskaja, and Marozau
(2019) discovered that industrial funding play a significant role in fostering commercialisation
of research in the university system especially in a developing economy. The experience of the
researcher with the industry may also influence the commercial development of academic
patents. Despite widespread acceptance of universities' new role in technology transfer, there
remains a gap between academic research priorities and industrial needs. Academic
entrepreneurs and their research frequently fall behind industry advancements. As a result,
collaboration allows academics to discover solutions to concrete problems that will allow them
to create new relationships with industry. This will enable them to gain market knowledge that

is not always readily available to academic staff in the university (Wu, Welch & Huang 2015).

Academic staff who received research funding from external sources are able to write more
and better articles than their peers who did not get funding. The factor that promotes the spread

13



of a "publish or perish" among academics and encourages university management to overlook
any kinds of academic entrepreneurship is research funding. The emergence of spin-offs had
no impact on individual scientists' research activities because there is no detrimental influence
on scientific production and as a result there is no competition for research fund. They are
therefore not motivated in supporting academic entrepreneurship except if university
management develop additional programmes to boost academic entrepreneurship. Obstacles to
the development of university entrepreneurship are frequently posed by people who believe
that entrepreneurship and research activities are incompatible because entrepreneurial activity
has a negative influence on research making Nigerian academics to put up stronger resistance

to academic entrepreneurship.

Venture Credibility

Customers, suppliers, potential investors, and other external actors will all put a new venture's
trustworthiness to the test. High-tech enterprises developed to exploit a technological
breakthrough from a university are built on the strength of their Intellectual Property and may
lack the necessary supplementary assets to successfully manage commercial exploitation. New
high-tech enterprises will be unable to overcome sceptical customer attitudes, obtain access to
product and financial markets, and successfully move from a "idea" to a "company" engaged
in market transactions without this initial stock of venture credibility. Similarly, external
investors' perceptions of the venture's credibility in terms of whether the risks associated are
acceptable of influencing their decision to participate and the amount of money they put into
it. The academic entrepreneur's reputation and track record, as well as those of the university,
management team, and investors, all contribute to the venture's credibility (Mueller, Westhead
&Wright 2012). Due diligence on the Intellectual Property that will be commercialised is
critical for securing the assistance of partners and investors. Proof of concept includes both

evidence of the technology's state of development (i.e. proof of technology) and evidence that
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there is a market for the use of that technology (i.e. proof of market). This boosts the venture's
legitimacy, especially among investors, especially if the academic entrepreneur is attempting
to commercialise a "disruptive breakthrough." Venture capitalists' contributions of human and
social capital, financial resources, and attracting venture capital are predictors of subsequent

growth (Miozzo & DiVito, 2016).

The capacity of an academic entrepreneur to decrease investor risks and establish significant
venture credibility may permit higher external investor commitment and result in larger initial
resource endowments. Investors may be able to measure the venture's underlying potential by
developing network linkages with favorable reputational and signaling content. The
development of a joint venture between a Nigerian university and a well-established company
can be a means of obtaining financial resources and commitment of organisational staff
members. The risks of newness, legitimacy, or the institutional support of a powerful external
player is typically a necessary factor for new venture success. A new University Spinoff with
no track record, customers, distributors, and suppliers may have a reasonable lack of faith in
the venture's ability to thrive, and hence have no motivation to patronise it. Internally, the
academic or university may have reservations about the new venture's feasibility. As a result,
the venture is facing a credibility crisis, and it must find a way to lessen perceived risks before

receiving funding.

The first competency is concerned with opportunity discovery and implementation business
ideas as well as the ability to articulate a good business plan. Therefore opportunity refinement
competency is critical for the establishment of new venture credibility. The development and
acquisition of resources to establish the new enterprise was selected as the second capability.
It was therefore postulated that the spinoffs' development is reliant on a leveraging competency.
The essential challenge in getting the necessary financial resources to allow the business to be
founded, secure high-quality premises, attract bright personnel, and acquire other

15



complementary assets in order to operate commercially was the venture's credibility based on
these considerations. Larger venture credibility firms, in particular, are looking for a
management team with a track record of growing technology companies, proof of technology
with comprehensive Intellectual Property, due diligence, and proof of a significant market that
indicates the potential for earning substantial rates of return. Academic entrepreneurs will be
unable to gain access to markets, acquire sufficient clients, or secure acceptable resources and
competencies without a venture credibility to indicate the business legitimacy and viability to
external actors. Obtaining access to a route to market, independent of the University Spinoff,
technology, or market emphasis, is a basic challenge to overcome that requires a high level of
both credibility and resources in all of our scenarios. The university's contribution of

Intellectual Property also lends credibility to the new enterprise.

Academic scientists' expertise lends legitimacy to the enterprise that the industrial partner could
not otherwise achieve. The capacity to leverage a combination of tangible and intangible
resources is crucial to the venture capital process. As a result, a set of skills may be required to
establish credibility for the young business (Gornall and Ilya, 2020). For example, if a new
venture has the capability to acquire the necessary resources, the problem of a shortage of
resources can be overcome. This credibility issue can be overcome by giving incentives to the
Nigerian universities. Long-term client connections are another approach to establish
credibility. For university to deal with clients and sales challenges, Spinoff must develop
protocols and methods. They must hire salespeople who are familiar with customers’ demand
in the market (Glaeser & Naomi, 2020). A University Spinoff with no track record of success
may be unable to meet with clients, affecting their patronage. Internally, the academic or
university may have reservations about the new venture's feasibility. Universities can
collaborate with established industrial enterprises to combine resources, generate reputation,

and co-opt legitimacy in order to keep the new company afloat. The venture's credibility will
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be unable to convey a technological competitive advantage indefinitely. A lack of resilience in
the new venture's ability to cope with dynamic situations may become apparent over time, and
the venture's ability to establish itself as a sustainable rent-generating enterprise may be
jeopardized (Gornall & Ilya, 2020). A better ability to immediately access resources, talents,
and knowledge leads to a comparatively faster professionalisation of venture credibility,
transforming a small start-up with an idea into a contemporary corporation. Insufficient finance
may lead to choices, decisions, and trade-offs liabilities as the venture's credibility grows.
Developing these organisational processes, procedures, and systems from the start-up are costly
and time demanding. The primary impediment that prohibits academic entrepreneurship from
participating in significant revenue-generating transactions is the incapacity to develop

organisational resilience in order to perform, compete, and achieve speed to market.

Much academic entrepreneurship begins to stagnate and fail to develop in order to generate
long-term profits. For the academic entrepreneur who lacked the necessary resources, skills,
and assistance, establishing venture credibility would have been time consuming and resource
costly. Because it possesses lab facilities, specialised equipment, and subsidized resources and
knowledge, the university is an excellent place to conduct proof-of-concept prototyping.
However, in order to build a successful product, the venture credibility must operate in a
commercial setting. If academic entrepreneurship can attract venture capital funding, it may be
able to alleviate a funding shortage. In order to attract venture capital funding, a full-time
academic entrepreneur may be required. This proved to be a difficult problem to overcome for
academic entrepreneurship, as academic entrepreneurs often lacked the venture capital access
networks and resources to gain the knowledge they wanted. Criaco, Minola, Migliorini, &
Serarols-Tarr'es (2014) found that successful academic entrepreneurship includes more

passionate entrepreneurs who focus on the venture's management and commercial activities.
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Venture Capitalist

Venture capital, which some assume to be just for early-stage financing of small, fast growing
technical enterprises, is one of the most misunderstood kinds of investment. Venture capital
finance, according to Achugbu (2017), is a professionally managed pool of equity money.
Venture money, according to Kerr, Ramana, and Matthew (2014), is primarily used to expand
existing businesses with excellent management and high growth potential, particularly
appealing start-ups. According to Gornall and Ilya (2020), venture capital is defined as
professional investors' engagement in long-term financing of a business with the primary aim
of making gains rather than dividend or interest. Venture capitalists are those who control
venture capital, professional firms or managers of organisations that control money invested in
numerous companies (Glaeser et al., 2020). In privately owned enterprises, venture capital can
also be described as stock or equity-linked investments in which the investor acts as a financial
intermediary and is typically involved as a director, advisor, or even management of the
company (Achugbu, 2017). Some believe that venture capitalists, among other things, act as
financial intermediaries, accepting capital contributions from institutional investors and
wealthy individuals from all walks of life and investing the funds in small, private, primarily
high-tech industries or businesses with high growth potential. "External capital, usually in the
form of stock, invested in high-risk new enterprises and new technologies that offer the chance
of return as a compensation for the considerable risks inherent with such investments (Glaeser

et al., 2020).

Despite the fact that there are different approaches to the concept of venture capital, all
definitions point to a common investing strategy: equity investments in high-growth, high-risk
businesses (Achugbu, 2017; Gornall & Ilya 2020). Venture capital, according to Abereijo and
Fayomi (2007), is a significant twentieth-century innovation. It is frequently used

interchangeably with the term "high-risk capital." It is a capital commitment or a stake in a
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small-scale business for the foundation and establishment of the business. The purpose of a
venture capitalist is to assist small businesses in growing into larger businesses. Venture capital
is an external source of funding for startups and established businesses looking to expand
swiftly (Achugbu, 2017). During the first few years of a venture capital fund's existence, the
money raised is invested in new and creative businesses. VCs then take management of and

support these businesses, supporting them in growing (Daramola, 2012; Achugbu, 2017).

An active venture capital market benefits entrepreneurs greatly, and it plays a vital role in
promoting economic growth in developing countries (Daramola, 2012). Access to finance for
early-stage businesses, on the other hand, can be limited, suffocating growth and innovation.
Venture capitalists (VCs) function as financial intermediaries, putting money into fresh,
innovative enterprises. In addition, venture capital firms aid in the process of taking a company
public. Venture capitalist funds act as a constructive moderator. Although connections with
venture capitalists might provide access to market knowledge, their contribution to opportunity
recognition may be limited because venture capitalists often look for strong management and
a product with demonstrable market acceptability and growth possibilities. Similarly, not all
venture capitalists have the necessary expertise to assist early-stage enterprises in their
development (Kato & Tsoka, 2020). However, if Universities are to get anything other than a
limited amount of financial investment from venture capitalists who can offer extensive
involvement, Nigerian academic entrepreneurs must establish sufficiently appealing
investment prospects. When it comes to funding, academic entrepreneurship appears to be less
appealing to Venture Capitalists (VCs), but this may be due to concentration of attention in
some industries and phases of investment that are required by the venture capitalist. Enterprises
and venture capitalists will be willing to invest in entrepreneurial spin-offs that they are familiar

with or for which they have gotten positive recommendations (Kato & Tsoka, 2020).
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However, venture capital firms prefer to invest in more experienced teams, this alternative may
be limited. Furthermore, venture capital organizations may lack the expertise to invest in very
early-stage companies, making them too hazardous for them. Venture capitalists may need to
gain access to more non-financial resources and expertise to help academic entrepreneurship
grow, which may also help them better understand the future potential of spinouts that are too
early in their growth to produce a thorough business plan. Academic entrepreneurship success
is linked to the inventor's network and venture capitalists (Kato & Tsoka, 2020). Academic
entrepreneurs and outside board members can provide complementary skills and help
entrepreneurs expand their businesses if the institution provides incubators, entrepreneurship
training, financial support (seed corn investment or venture capital), or business advice to
encourage entrepreneurial operations. The availability of venture capital in universities, the
university community's commercial orientation, intellectual supremacy, and the policies
followed by the university community may all play a role in shaping this environment. For the
academic entrepreneur who lacks the essential resources, raising venture financing can be time
consuming (Einar, Simon, & Mike, 2011). More research may be required to determine the
instances in which venture capital funding is more appropriate and timelier than a joint venture
structure. In the discussion on academic entrepreneurship, the concerns of financial gap, equity
gap, and venture capital at various stages of the spinning out process are gaining traction. These
variables suggest that if Nigerian institutions want to nurture a greater degree of entrepreneurial
consciousness and develop more lucrative commercial potential from discoveries, they should

boost their venture capital through creating relationships with industry.

Prior knowledge of those markets could include details on significant customer and supplier
relationships, crucial sales strategies, and essential venture capital equipment requirements that
vary by market. This interplay of prior knowledge and entrepreneurial awareness may result in

more profitable opportunities from discoveries, allowing institutions to profit from the
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technology. Venture capital firms are less likely to have the time or skills to get as interested
in the details as a private equity firm. Several components of venture capitalists' contracts with
the entrepreneurs they support, such as phased financing and the assignment of control rights,
serve to alleviate fears that the entrepreneur may pursue their own interests, but they do not
totally eliminate the need for supervision (Dempster, 2020). The majority of these grants are
given to innovative and promising firms. As a result, venture capital money helps entrepreneurs
with new ideas and businesses that would not be supported by traditional institutions. In
addition, in exchange for the cash provided by the venture capitalist, the VCs obtain shares in

the firm in which they invest, making them shareholders in the company.

Venture capitalists who invest in a company become interested and active members of the
company, usually by serving in that company as a member of board of directors (Glaeser et al.,
2020). In such circumstances, venture capitalists take active control of the business, which for
a startup means both VC involvement and active communication with management. Most
entrepreneurs that contact VCs for investment are unaware that they are also asking for
additional people to join their company, according to Abereijo and Fayomi (2007). In other
words, when entrepreneurs seek finance, they must anticipate that VCs will expand the
company's workforce in order to grow it up. In general, a two- or three-person start-up will find
it difficult to go up to the level that VCs can handle. The venture capital fund's sector expertise
and previous start-up experience aid it in identifying managers for future ventures. The partners
of a venture capital firm are experienced and knowledgeable enough to assist a company grow
from its inception. Recruiting qualified key employees for certain management positions is a
common way to do this. Furthermore, according to Achugbu (2017), VC partners assist the
company in navigating from the problems arising from its expansion, such as prototype
development, marketing, and distribution, in addition to recruiting managers. Kato and Tsoka

(2020) argue that VCs are encouraged in monitoring the performance of the entrepreneur.
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Venture Capital-Firm

A venture capital firm will often form a limited partnership with the investors, with the firm
serving as the general partner. Each "fund," or portfolio, is a separate partnership, and a new
fund is formed once the Venture Capital (VC) firm obtains the necessary assurances from its
investors (Achugbu, 2017). These are the money that the VC firm will raise, primarily from
international investors, high-net-worth individuals, pension plans, university endowments, and
other similar sources. The individuals who invest in the VC funds are known as limited
partners, while the persons who run the funds are known as general partners (Glaeser et al.,
2020). Each limited partnership must be liquidated, according to a documented agreement
between investors and venture capitalists. By forcing capital sources to reinvest in future
limited partnerships, the implicit contract supplements the explicit contract (Abereijo &
Fayomi, 2007). This means that VC managers are held to a high standard of performance in
order to deliver at least the bare minimum of the return on investment that investors expect.
This implies that when a VC firm is looking for attractive entrepreneurs to invest in, the

managers must be able to forecast both the start-up and the entrepreneur's future success.

Recommendations and Conclusion

The chapter discussed university spinoffs and technology commercialisation which can serve
as veritable tools for academic entrepreneurship. The Nigerian academic community, including
lecturers, teachers, and students, can assist in the creation of university spinoffs. The university
spinoff's leader could be a member of the university community who is also an academic
entrepreneur. University spinoffs in Nigeria can create jobs through the creation of new
businesses. Individuals within a university community can start a new business as academic
entrepreneur instead of resigning from the university to start a new business. University

Spinoffs can be created with the help of the Nigerian academic community, including lecturers,
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faculty, and students. The university spinoff's leader could be an academic entrepreneur who
is also a member of the university community.

Nigerian universities should have a significant human capital base and access to modern
technologies and innovations, which could give them a competitive advantage in terms of
launching and operating new businesses with the potential to generate significant growth and
economic value. To put it another way, the straight route to knowledge-intensive
entrepreneurship via university spinoffs appears to be a rare occurrence in Nigeria. In Nigeria,
there are several initiatives being taken to professionalize the spinoff process. Universities are
also under increasing pressure to commercialize their research. Many Nigerian universities are
experiencing funding issues, putting huge strain on their governing bodies. The growth of an
Academic Spinoff may be hampered by a lack of resources, weaknesses, and inadequacies,
which may be compounded by an un-entrepreneurial university atmosphere. In recent decades,
an increasing number of studies have looked at the development, growth, and performance of
University Spinoffs (USOs) (Mathisen & Rasmussen, 2019) which can be a solution to funding
problems in the university. Universities encourage the formation of spin-off companies in order
to monetise their research findings. Nigerian universities must have funding for Research and
development and have discipline in spending the fund for Research and Development. This
will be achievable due to the caliber of university researchers and/or the university's reputation.
Some higher institutions in the United States receive federal funding, which has a significant

impact on spinoff foundations.
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