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you have been at the helm of Universal display since 
1996, and brought oled technology out of the labs at 
Princeton University into many real-world products, 
such as flat-panel displays and smartphones like 
the samsung Galaxy. Can you share your business 
strategy for achieving this?
When we took the company public in 1996, we had no full-time employees and 
a research contract with Princeton. The primary purpose of going public was to 
raise money to fund those university research efforts. Our strategy was simple, 
and, in retrospect, a tad naïve. Our plan was to fund the research, obtain all the 
patent and licensing rights to the intellectual property and license the IP to OLED 
manufacturers. Unfortunately, our potential licensees wanted to see more than 
university research and some patents. 

Interest in flat-panel displays was just beginning. There were no portable cell 
phones, just bulky car phones. All TVs were still CRTs. LCDs had just arrived. We 
had to explain what flat-panel displays were—which is why our stock symbol 
is PANL—before we got to telling people about OLEDs. We believed we had an 
amazing technology, but it was early. There was no supply chain, no materials and 
just a few companies and universities doing research in this area. 

So instead of simply licensing the technology, we felt it best to progress further 
into the supply chain to increase our value. We decided to focus on inventing, 
developing and commercializing the energy-efficient light-emitting molecules, 
called phosphorescent OLEDs (which we named PHOLEDs), that had just been 
invented by our university research partners. Recognizing these issues in the late 
1990s, we moved out of the labs at Princeton University and into a 10,000 square 
foot part of a building. By this time we had about 20 employees. Fast forward 
eleven years. We’ve developed long-term partnerships with many of the leading 
consumer electronics manufacturing companies, and we’ve grown to more than 
120 employees. We purchased the 40,000 square foot facility that we initially 
rented, and we are now expanding that building even further. We have more than 
3,000 issued and pending patents worldwide. We have offices in Japan, Korea, 
Taiwan and Ireland. We have research labs in Hong Kong. We made our first profit 
in 2011, and our revenues were $83 million in 2012.

back in 1996, oleds were a new technology. 
what roadblocks did you have to overcome? 
how did you convince customers to choose  
your product?
Sometimes I think I have spent more time on airplanes than any other 
place! Our major customers are in Asia, and our team is constantly 
travelling back and forth. A key component in our strategy is to develop 
long-term relationships with our customers and their technical and business 
teams, understand their issues and to meet their goals. We have solid, long-
standing relationships with some of the biggest electronics companies in 
the world, including Samsung Display, LG Display, Sony and AU Optronics. 

Power efficiency is a major trend in electronics, and it’s our sweet spot 
with our proprietary PHOLED technology and materials. OLEDs perform 
better than LCDs, can be less expensive to manufacture and consume less 
power. That’s an extraordinary trifecta. Everyone is trying to conserve power 
in smartphones, lighting, televisions and other products, and that trend will 
only strengthen over time. 

were companies receptive to your business model 
of combining oled technology licensing with 
complementary oled material sales? how did you 
know this was the way to profits?
Well, we didn’t know this would be the way to profits. The strategy evolved 
in response to market conditions. As I mentioned, we began as a technology 
licensing company. The issue was that the manufacturers needed phosphorescent 
material to see if our technology could work in a commercial setting. We saw 
that as a tremendous opportunity to expand our business. We formed a strategic 
relationship with PPG Industries in 2000 to help us develop and manufacture 
our materials, and they continue to be our materials manufacturer. We have also 
significantly grown our research and development group to invent, develop and 
commercialize new materials and technology. Frankly, our business model is not 
traditional, so it took some time to convince our customers and partners of the 
value of our approach. Since we have strong relationships with the major OLED 
manufacturers, our complementary approach appears to have been successful. We 
believe that an appropriate balance between tangible and intangible products is 
a vibrant business model. 

was there a definitive moment, a big client win or 
significant investment, when you knew Universal 
display had turned the corner from an early-stage 
company to industry leader?
I think it would be more accurate to say that our growth has been an evolutionary 
process, punctuated by key periods of rapid progress. Every day, week and month 
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there’s a new challenge, and we have been fortunate 
to have assembled a world-class team that has been 
able to convert those challenges into opportunities. 
Then, it seems like all of a sudden 17 years have 
gone by in a blink of an eye, you’re calling us an 
industry leader and our materials and technology 
are in the leading smartphone in the world and 
helping drive the expansion of one of the most 
exciting growth opportunities today. While we 
may have already achieved some modicum of 
success, we are actually only at the beginning of 
our growth curve.

Many times, if you peek behind 
the curtain of a successful 
business like Universal 
display, you’ll find a strong 
company culture. Can you 
talk a little bit about your 
company’s culture?
Our unofficial motto is to “have fun and 
make money.” We believe that you cannot 
have one without the other. When you only 
set out to make money, it can become boring 
and you’re not achieving and realizing your 
full potential, and if you only have fun, then 
you can starve! That’s been the foundation 
of Universal Display’s company culture. 

As a global company, we have personnel 
from more than 20 different countries. 
With such cultural diversity among our 
employees, each can bring something 
different to the table, allowing our team 
to learn and benefit from each other 
in a positive way. Different eyes see 
different things; different minds shape 
ideas in unique ways, but together 
we can synthesize our differences to 
achieve something great! 

Also, along the lines of culture comes 
tradition. We have built and maintained 
a respectful and friendly environment 
in which open communication is 
encouraged and management and 
staff work as one. Universal Display 
hosts company-wide lunches each 
week, celebrates each employee’s 
birthday, and honors employees for 
certain milestones, such as 10-year 
tenure awards and specialty 
patent awards. We also host 
several business and family events 
throughout the year, bringing the 
team closer together.

when hiring talent, what do you look for most?
We are always interested in those who thrive in a fast-paced, technology-rich 
environment and feel driven to actively contribute and succeed. We are not afraid 
of high-risk projects that don’t always succeed quickly, so smart, aggressive people 
who can learn from their experiences help drive us forward. We are a technology-
focused company, but our business encompasses a range of disciplines, which 
creates opportunity for those with diverse skill sets. Our corporate motto is 
“Vision. Innovation. Reality.” That not only tells the story of the company, but 
what we believe to be the foundation for long-term success.

Universal display is a global business, with customers 
and offices spread out around the world. what is your 
best advice for handling these relationships?
What we try to do is to listen to our customers, partners, and employees and 
understand their needs. By doing so, we believe we can effectively develop 
and deliver the right products and technology, satisfy, or hopefully exceed, our 
customers’ needs, and continue to build a mutually beneficial relationship.

Universal Display has been transitioning from a New Jersey company that does business in 
foreign markets to an international company that is headquartered in Ewing, N.J. Growing our 
offices in Asia gives us additional expertise to understand our customers and help us develop 
a worldwide presence that is very important for our business.

i know innovation is a big part of what you do. 
Can you talk a little bit about innovation at your 
company, and how you keep that spark going?
It’s all about the people. Our organization values people who approach challenges 
in a creative and thoughtful way and learn from their experiences to move to 
success. Innovation cannot be achieved without trying and risk. Good ideas can 
come from a number of sources around the company, from the top down or the 
bottom up, so we give all our employees the tools to try new things and succeed. 
It is necessary for us to continue to grow. Since what we are doing has never been 
invented before, we are continually seeking new and different ways, strategies 
and disciplines to grow and expand our technology and our business. All the while 
having fun and making money.

what’s next for oled technology and Universal display?
On the display side, Samsung has successfully introduced several OLED-based 
products, including its extraordinarily successful Galaxy line of smartphones. 
Other display manufacturers have talked about increasing manufacturing capacity 
for OLED products in the near term. Samsung and LG have discussed plans for 
introducing OLED TV products this year, which could help accelerate growth in 
the OLED industry. 

Universal Display has also taken risks and done what others thought impossible 
by pushing technologies, including flexible OLEDs, toward commercialization. The 
use of plastic instead of glass for displays could be truly game-changing. These 
new devices could be lightweight, unbreakable, and come in different form factors. 

In addition, OLEDs could potentially become an important energy-efficient 
lighting technology. We are working with approximately a dozen manufacturers 
developing OLEDs for lighting applications to take advantage of the energy 
savings, thinness and pleasing colors of OLED lighting.

Universal Display’s business model positions the company to prosper in what 
is now a period of significant OLED growth. The combination of licensing and 
material sales is proving to be a successful approach to meeting our customers’ 
myriad needs. n


