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EXECUTIVE SUMMARY

A global consumer-appliance company sought to identify technology white-space in 
a corpus of over 10,000 patents within the home-climate domain. Traditional 
keyword-based searches were noisy and cross-functional alignment  was slow, often 
requiring multiple two-hour meetings. 

By deploying TechScaper LLM's language-model-driven tagging, custom taxonomy 
and collaborative prioritization tools, the company found a low-competition 
sub-segment aligned with its capabilities and approved a new product line with an 
estimated $80–100M revenue potential. 

The portfolio review time collapsed 
from multiple meetings to a couple 
of workshops.



THE CHALLENGE

Ambitious objective: Chart the 2027 product roadmap by finding unserved technology 
areas in home-climate appliances, avoiding saturated categories. 

Data overload: Over 10,000 patents (internal and external) across airflow, filtration, 
irradiation, sensing and controls. Manual keyword lists generated overlap and noise. 

Slow alignment: Cross-functional teams spent multiple hours in meetings to agree on 
opportunities, delaying investment decisions.

WHAT WE DID

Codified the field
Built a multi-level “Home-Climate” taxonomy reflecting how the business 
plans (airflow, filtration, irradiation, sensing, controls).

Seeded the model
Tagged ~200 exemplar patents to teach boundary cases and ensure 
accurate classification of edge topics.

Normalized and auto-tagged
Cleaned and de-duplicated ~10k internal and external patents, then used 
TechScaper LLM to assign each to taxonomy sub domains with confidence 
scores, eliminating keyword noise.

Measured supply and trajectory
Computed, for each sub domains, density (normalized publications per 
year), velocity (year-over-year growth), freshness (share of filings in last 
24 months), assignee concentration (HHI) and client fit (overlap with the 
client’s own portfolio).
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Check Adjacency & Feasibility
Domains were cross-checked against adjacent, active sub domains to 
avoid “dead zones.” 

Engineering added feasibility notes (materials, safety, regulatory path), 
and IP added claim-overlap risk comments - directly on the domain’s 
representative records.

Benchmark Competitors
A Categories-vs-Assignee treemap showed where rivals clustered and 
where they were absent or light. 

Sub domains with low rival presence but high client fit rose to the top.

Create “Opportunity Buckets” & Score
Shortlisted sub domains became shared buckets with: value hypothesis, IP 
defensibility, feasibility, and timing. 

Buckets were ranked via a simple Opportunity Score formula:

Decide in One Workshop
With the heat-map, treemap, and scored buckets in one view, the 
cross-functional team aligned on Now / Next / Later in 90 minutes.
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Opportunity Score = (Market potential × Client fit) − (IP risk + 
Execution complexity)



OUTCOME

New revenue line approved: A low-competition sub-segment (details withheld for 
confidentiality) aligned with the client’s strengths was selected for a new product line, 
with a projected revenue of $80 - 100M. 

Decision speed: Review time collapsed from five two-hour meetings to a single 
90-minute workshop - a >75% reduction in meeting hours. 

Resource reallocation: Three speculative initiatives were de-prioritized early, allowing 
R&D hours to be redirected to higher-ROI opportunities. 

Audit-ready trail: Tags, rationales, risk notes and feasibility comments remain attached 
to each record, providing a transparent record of how decisions were made.
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WHY TECHSCAPER LLM
MADE THE DIFFERENCE

Customized taxonomy and AI tagging: Leveraging the company’s own classification 
taxonomy ensures that every patent rolls up to a meaningful category, eliminating the 
noise of keyword-based approaches.

Actionable analytics: Density, velocity, freshness, concentration and client-fit metrics 
provide a rigorous basis for deciding which sub domains represent real white-space 
rather than dead zones.

Collaborative prioritization: 
Opportunity Buckets keep IP, 
engineering and product 
teams aligned, enabling 
faster, data-driven decisions.

Quantifiable impact: The 
case demonstrates tangible 
business results - tens of 
millions in projected revenue 
and drastic reductions in 
decision time - setting 
TechScaper LLM apart from 
generic white-space 
analysis services that
describe only conceptual 
benefits.

NEXT STEPS FOR CLIENT

The client plans to integrate TechScaper LLM into continuous monitoring of adjacent sub 
domains, feed Opportunity Bucket insights into annual R&D planning and replicate the 
process for other appliance categories.
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