Nuvera Fuel Cells 2006
Rodney Kidder & William Naumes (faculty supervisor)
University of New Hampshire
Case Objectives and Use

This case was written to highlight some of the issues that an emerging technology company faces. Transforming a company from a freestyle R&D atmosphere to a more rigid and controlled environment of a commercialized company is not easy to do, and must be done carefully. It also illustrates the careful positioning that an emerging company must undertake in order to survive. It is nearly an entrepreneurial venture to take a product out of R&D and mass produce it and even more of a challenge when you have to work on developing the market as well.  It is designed for a course in Entrepreneurship, Strategic Management, or Organization Behavior.
Case Synopsis
This case deals with an emerging technology company who is in the middle of making the transition from R&D to commercialization. The technology has been slow to adopt, and all of the significant competitors are publicly traded, while Nuvera Fuel Cells remains privately held. This company was founded by the merging of two spin-off companies just before the recession of 2001, and cancelled an IPO before hiring the current CEO, Roberto Cordaro. Cordaro was brought into the organization by the board to turn Nuvera into a commercialized company, and give it a sense of direction. 

The company, along with its competitors, has been struggling with the slow adoption of fuel cells, and the longer than expected development timelines for the products. Nuvera has yet to profit, mainly because of the low revenues provided by beta versions.

The company remains optimistic about the automotive industry, but refuses to lose money on its development of this technology (this money must be supplied from outside the shareholder circle). They do mention the huge potential in this market if it ever develops, but they are not ready to take on that risk.
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