
The Or igin of the Open Innovation Collaboration
In the ear ly 2000s the company ow ner /founder  was constantly on the look-out for  compatible new  
products to add to his por tfol io. Information from a commercial attaché at the Br i tish Embassy in Par is 

led him to contact an entr epreneur  in the UK who was manufactur ing 
a r evolutionar y puncture-proof tyre sealant. Although the product 
offered promising sales oppor tuni ties, Mr  Fr iberg was not able to 
agree to the terms of a subcontracting agreement w ith the 
entr epreneur  and prefer red instead to contact the inventor  of the 
product, a former  r esearcher  in the chemistr y depar tment at Queen?s 
Univer si ty Belfast. 

The f i r st contacts w ith the Ir ish inventor  quickly developed into a 
pragmatic business r elationship w ith Mr  Fr iberg acquir ing the 
r ights/confidential know -how  to manufacture and sel l  the water -based 
tyre sealant in a number  of  major  geographical areas. In 2007 he 
star ted work on designing and bui lding a manufactur ing plant in 
Luxembourg, whi le the inventor  continued to improve the f inal 
product?s components and per formance and provide advice at the 
production si te.  

- VIP Products S.A., which 
stands for  Ver y Intensive 
Paining, was incorporated in 
2001 in Luxembourg by 
Peter  Fr iberg, an 
international businessman 
of Swedish or igin. 

- The company?s f i r st star  
product was an adaptable 
intel l igent paint rol ler , 
whose USP is i ts abi l i ty to 
apply paint as thick and as 
fast as the r equir ements (or  
the l imitations) of the user  ? 
a great advantage i f  you are 
a DIY painter ! 

- VIP?s production plant and 
sales outlet are located on an 
industr ial park at 
Bascharage, where i t 
employs a staff  of 5 people.

OPEN INNOVATION WORKS ALSO 
FOR THE SMALLEST COMPANIES

Ten years ago, international businessman, Peter Friberg, signed a 
confidential know-how agreement with a retired researcher to develop 
and manufacture what has turned out to be his best-selling product. 
Today he runs an international distribution network for his 
puncture-proof tyre sealant with access to an international mass market.

OI INSPIRATIONAL CASES



The OI Journey
Once Mr  Fr iberg had acquir ed the know -how  
from the Belfast-based inventor , he then set about 
having a small production plant designed and 
bui l t on an industr ial park in Bascharage. To 
assist him w ith the design of the plant and getting 
the necessar y permission to bui ld i t, Mr  Fr iberg 
cal led on the ser vices of two external par ties, 
namely, the SME design and innovation 
consultancy Créaction International 
(Luxembourg), which car r ied out a 3D 
modelization of the manufactur ing process 
(including al l  the mater ials, equipment and 
operations involved), and the SIRRIS (non-prof i t 
industr ial technical centre based in Liège, 
Belgium) which val idated the process also in 
r espect of European dir ectives.

Interestingly, the managing dir ector s of VIP 
Products and Créaction were introduced to each 
other  by their  common accountant who 
recognized the potential synergy for  
col laboration. Créaction also under took the study 
which helped VIP Products to obtain i ts 

exploi tation permit for  the manufactur ing 
faci l i t ies from the Luxembourg government. For  
despite the fact that the tyre sealant is a 
water -based, non-toxic product, i t does contain 
one component which r equir es that the 
production plant be Seveso-classi f ied.

Over  the years 
our  
entr epreneur  
has benefi ted 
from ongoing 
col laboration 
w ith the 
or iginal 
inventor  who 
has continued 
to improve the 
product for  
di f ferent applications in the f ield. Recently, Mr  
Fr iberg star ted col laborating w ith a Canadian 
chemical engineer  based in Luxembourg w ith a 
view  to making the tyre sealant more 
environmental ly fr iendly. He has also 
col laborated w ith the multi -national Delphi  
Automotive Systems and the Public Research 
Centre Henr i  Tudor , both located on the same 
industr ial park as VIP Products, in the testing of 
the VIP sealant.

Impact of the OI Collaboration
The market for  VIPSEAL, the puncture-proof tyre 
sealant which was the r esult of the open 
innovation col laboration, is wor ldw ide and can 
be used by al l  types of vehicles which r un on 
r ubber  tyres, including industr ial vehicles, such 
as constr uction and mining equipment, pr ivate 
automobi les and motor cycles. The or iginal i ty of 
the tyre sealant 
manufactured and 
sold by VIP Products  
l ies in the fact that i t                                                   
is a preventive 
application, i .e. the 
sealant is injected into 
the tyre whi le i t                   
is is sti l l  intact and 
seals any puncture 
caused by a sharp 



object from outside, whereas the products of i ts main two competi tor s 
(one of UK or igin and the other  Amer ican) have a curative effect, i .e. 
they are applied after  the puncture has happened.  The product offer s 
a number  of advantages for  consumers: economic (the l i fe of the tyre 
is extended in the event of a puncture), energy savings (dr iving a 
vehicle w ith under -inf lated tyres consumes up to 10% more fuel), 
safety and peace of mind (vehicle dr iver s no longer  need to wor r y 
about having a puncture ? and perhaps causing an accident ? or  
having to r epair  a puncture in dangerous conditions).

I f  the open innovation col laboration between the entr epreneur  and 
the inventor  can be descr ibed as successful (i t led to the development 
of a brand new  product l ine which has had a major  impact on the 
f i rm?s business, accounting for  two-thir ds of i ts turnover  in some 
years), the commercial ization of the VIP sealant has been tr ickier. The 
main challenge has been to bui ld up a wor ldw ide network of 
distr ibutor s. This is a time-consuming process as each distr ibutor  has 
to be individually tr ained in the use of the product, which is r elatively 
complex.

One of the hardest bar r ier s to overcome has been language in a 
market which is ver y much local. According to Mr  Fr iberg, ?Turkey 
r epresents a potential ly signi f icant market for  VIPSEAL, but I  have not 
yet been able to identi fy a sui table distr ibutor  who speaks suff iciently 
good English.? Understanding the local business culture can also be 
problematic: at the Automobi le Festival in New  Delhi , a 
demonstration of VIPSEAL raised huge interest among potential 
distr ibutor s. ?I r eceived more business cards than at any other  tr ade 
event?, r ecalled Mr  Fr iberg. ?However , when i t came to putting a 
distr ibution network in place to cover  al l  the Indian provinces, I  
discovered i t was impossible to get the candidates to work together.?

Never theless, Peter  Fr iberg r emains optimistic about the future sales 
of his product and his abi l i ty to bui ld a r elationship of tr ust w i th his 
distr ibutor s, just l ike he did w ith his open innovation par tner s.

PETER FRIBERG

Key l essons
Tr ust

INDIVIDUALS COUNT

INTERMEDIARIES ROLE

RIGHT PARTNERS
Last but not least, despite the 
successful open innovation 
col laboration, which r esulted in 
the commercial ization of 
VIPSEAL our  case demonstrates 
clear ly the ever yday di f f iculties 
of succeeding in the market, the 
need for  per severance and 
patience and above al l  the 
impor tance of f inding the r ight 
par tner s and people to bui ld 
the business.

The VIP Products exper ience 
points to the impor tant role of 
intermediar y/ser vice 
organizations, such as 
commercial sections of 
embassies, chambers of 
commerce and accountants, in 
tr igger ing new  collaborations 
and par tner ships. Likew ise, i t 
highl ights that i t is impossible 
to do ever ything w ith just 
in-house exper tise, i .e. i t is 
impor tant to employ the r ight 
exper t for  the r ight job, e.g. 
design, testing.

It also proves that open 
innovation can happen 
between individuals and does 
not need a formal corporate 
str ucture to dr ive the process. 
In the end, i t al l  comes dow n to 
human relations and the abi l i ty 
to str ike a mutually beneficial 
agreement for  both sides. 

This case demonstrates the 
impor tance of bui lding a 
r elationship based on tr ust 
between the players in an open 
innovation col laboration.
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Products S.A., Luxembourg


