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When the company fails, but the technology doesn't -

monetizing intellectual property in distressed situations. 
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One of the biggest misconceptions in distressed situations is that failed companies produce failed technology. This is 

oftentimes a false assumption. For development-stage, technology-enabled, and innovation-driven businesses, intellectual 

property often represents the greatest opportunity for recovery. 

Clinical assets 

Negative clinical trial results may still 
hold value with different indications, 
specific patient cohorts, or stricter 
trial design. 

Hardware businesses 

Equipment recoveries may be 
limited, while the underlying 
engineering and design knowledge 
drives meaningful value. 

Enterprise software 

Platforms may fail commercially but 
retain highly valuable code bases, 
integrations, or development 
frameworks. 

In reality, many businesses run out of runway long before their intellectual property runs out of value. By the time liquidity 
becomes critical, stakeholders are typically focused on cash, receivables, inventory, and equipment, while the company's 

most strategic asset sits largely overlooked. Patents, proprietary software, engineering know-how, technical processes, 

clinical research, and trade secrets can retain significant value even when the operating business itself is no longer viable. 

The challenge is that intellectual property does not behave like a traditional asset. Unlike inventory or equipment, there is no 

standardized market value. The worth depends entirely on who the buyer is, how they intend to use it, and when it is brought 
to market. A patent portfolio that appears commercially immature to one buyer may accelerate another company's product 

roadmap by years, while software that no longer supports a standalone business may still create value through integration, 

licensing, or talent acquisition. 

As a result, the highest-value buyer is often not the most obvious one. Successful IP sales frequently require looking beyond 

direct competitors to adjacent industries, strategic acquirers, or specialized financial buyers. 
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