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HYTEC1

While Hytec began its operations as a solo (micro) enterprise, it grew quickly and generated extensive 

activity in the global market. From its earliest days, the business was driven by a passionate individual 

(Jean-Jacques Promé) in a never-ending search for entrepreneurial innovation and technology 

entrepreneurship. In fact, Hytec’s success is arguably the result of its solid entrepreneurial foundation

and leadership, plus its strong innovation. However, the current CEO of Hytec (Pierre Emmanuel 

Gaillard) realized that the company was approaching a critical point in its history. Although exports 

had been increasing steadily since 2000 and now accounted for 66% of Hytec’s annual sales (driven 

primarily by Hytec’s constant innovative activity), the cost of sales was rising and the majority of its 

sales force did not belong to Hytec. With an exhaustive and impressive range of innovative products, 

was it the time for Hytec to make a quantum leap and adopt a global entrepreneurship approach to its 

technology and innovation? If so, how should they go about it? Global sales might be one thing, but 

global entrepreneurship in technology and innovation for a small enterprise (SME) is quite another.  

Entrepreneurial Beginning

Hytec, short for HydroTechnology, is a small business in Montpellier (France) that employs 

approximately forty people. Initially, the business started off by specialising in the detection of cracks 

in the deep-sea pipelines of offshore oil platforms, based on the considerable experience and 

knowledge of the founder, Jean-Jacques Promé. An electronics engineer with basic training, Jean-

Jacques was undaunted by two previous start-ups that resulted in bankruptcies (bailiffs had even 

seized his personal belongings to auction them in order to repay the debts). Not being very wealthy at 

that time, Jean-Jacques’ furniture was not worth very much. All his tools and equipment were seized 

and sold and anything that was deemed to be of any value was confiscated. With the sky falling on his 

head, and a gutted apartment, Jean-Jacques and his family passed through a very difficult period in 

their lives. However, with some financial backing from his grandfather, Jean-Jacques succeeded in 

convincing a group of friends and colleagues (who were either engineers or technicians) to join him in 

the venture. And so with great enthusiasm Jean-Jacques created and launched HydroTechnology in 

1981, with one of his friends as the ‘frontman’ and CEO.

Jean-Jacques Promé had a passion for the sub-aquatic world and was fascinated in exploring it, not 

only for its pristine beauty, but also in being able to share the treasures of the dark and deep

(inaccessible to many) through an innovative combination of cameras and television. He was also 
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motivated by the industrial applications of his technology as he could film and relay sub-aquatic 

industrial processes such as boring, drilling, and other activities. From the outset, he had sensed the 

emergence of a remote surveillance market, was convinced that the market would blossom in the 

future, and that there would be a need for its numerous applications.

Jean-Jacques had a knack for capturing and displaying images, and developed television camera 

systems that would film entire uninterrupted sequences, rather than just take pictures and capture 

images of specific operations or stages. Combining a basic video-recorder and an external camera, 

Jean-Jacques identified his competitive advantage and value added as being able to not only film 

entire processes, but also to relay the information (film) directly to a command station some distance 

away.  He had built his first series of prototypes in his bedroom in the small family apartment that he 

had rented in Montpellier. Next, needing more space, he transformed his tiny garage (large enough to 

accommodate his matchbox Citroen 4L) into his workshop where he produced the first set of devices.  

Later on he would rent a somewhat larger apartment and utilize the garden shed as his workshop.  

In parallel, Jean-Jacques had also started his family and the birth of the two boys occurred during the 

formative years of Hytec. Throughout all the trials and tribulations, his wife Genevieve (who was 

pursuing her studies in medicine) and his in-laws (who were from a middle class family) stuck with 

and supported him. He had succeeded in winning over his in-laws who initially had resented the fact 

that their daughter had married a working-class man. They admired his drive and determination. Jean-

Jacques had been black listed by the Bank of France, and was not allowed to own and operate a 

personal bank account anywhere in France. No bank, investor, nor enterprise would offer him any 

credit as he was legally classified as un-creditworthy. He could not receive any subventions from any 

governmental institutions or programs. All doors were closed to him.  

“It was psychologically very devastating - I was ruined. Genevieve had always 

supported me in my endeavours, and in this very difficult moment, she trusted me completely.  

I could never have continued my dream if Genevieve was fighting with me at home, in the 

midst of all the problems. A serene and quiet family life is very important – it helps to balance 

the stress of work. She stuck by and with me and remained a key supporter throughout, even 

though her friends were encouraging her to think about her own security and that of 

Guillaume and Christophe.  In all honesty, Genevieve never tried to make me change my mind 

or to give up my dream'. Together we rode through the storm. Prohibited from owning a 

company but not from working for a living, I did all sorts of odd jobs to earn money to clear 

my debts with the governmental institutions – social security, tax, etc. I could not repay 

everyone and chose to forsake my creditors.” 

Among his many products and services, Jean-Jacques had also specialized in the installation of closed 

circuit television (CCTV) systems that would allow his clients to effectively monitor their properties 



and directly observe all movement and actions at their locations. As part of his R&D program, Jean-

Jacques also invented his first explosive-proof, anti-inflammable camera that could operate in highly 

volatile environments without producing ignition due to friction or interaction with the environment.  

In building his explosive-proof camera, Jean-Jacques had used basic ingredients, including enhanced 

high velocity nitrogen and medical nanometers.  

Hytec’s mission was to design and manufacture remote control systems for televisual inspection and 

intervention in ‘hostile environments’ (i.e. places that are either inaccessible to humans, or where 

human intervention would pose very significant safety risks or be extremely costly). Initially, a 

significant portion of Hytec’s customer base consisted of deep sea oil drilling companies with offshore 

platforms spread throughout the oceans of the world. In this market (remote-controlled underwater 

video cameras), the surveillance and maintenance of deep sea pipelines requires ad hoc customized 

technical solutions for which the classic product offer was inadequate. The innovation of the technical 

solutions and systems designed and developed by Hytec allowed it to satisfy an increasing number of 

specialized and customized orders, develop its global sales, and diversify its devices and fields of 

application.

Today, Hytec has many fields of expertise, from electronics and mechanics to industrial information 

technology and optics. But aside from its technological prowess and R&D, Hytec has a strong need for 

commercial and management skills (especially in cost analysis), as it is often required to quickly 

analyse the specifications of each custom order so as to make an accurate estimate for each particular 

service. Given the specialisation of this market and the nature of the activity, a highly competent sales 

force is indispensable for firms such as Hytec to survive. So far, Hytec has relied almost exclusively 

on a highly qualified and perfectly mobile senior management team for its development to date. 

According to Jean-Jacques:

“It is true. Judging by the almost systematic articles in the media that we got after 

every operation, the most interesting aspect of our performances, associated with the areas in 

which we work, was that they produced a certain notoriety with the public. Beyond this very 

pleasurable brand image, it was through a desire to make constant progress towards high 

technology products capable of responding to, and pushing back the limits of, human 

intervention in hostile environments that Hytec positioned itself in the market and intended to 

play a key role.” 



Financing Creativity and Innovation at Hytec

The development of Hytec (a constant increase of 40% in its turnover per annum) has not been 

without its challenges. While Hytec has had no problem in raising capital (increasing its share capital 

six times and now amounting to a consolidated €427,000), Hytec’s growth was such that the structure 

of the initial organisation was no longer able to keep up with the increase in demand, both in France 

and overseas. A number of organizational changes were implemented and a new structure was thus set 

up, including: (1) the creation of a mechanical subsidiary (Hymatec), (2) the renewal of the equipment 

for the R&D workshops and the manufacturing and production department, (3) the computerisation of 

all of the firms’ operations, (4) the hiring of new technical, sales, and commercial representatives and 

executives, and (5) with its new size and expansion Hytec moved to new premises. By strengthening 

its technical, technological, commercial, and administrative means, Hytec’s brand image was 

reinforced internationally. Jean-Jacques Promé and his team also took the decision to open up Hytec’s 

share capital, and to register the company on the offboard market on the Marseille stock exchange. 

The financial director explained:

“Should we have avoided the Stock Exchange, knowing that it is a dangerous business 

for an SME? In fact, we did not have much choice. Our investments had soon become very 

high, with a high point of €230k just three years after the creation of the company. It was a 

level that could not be maintained with the initial capital of €15k. We quickly had to raise the 

capital in agreement with the founder and two new associates, raising it first to €76k and then 

to €122k. An input of new money was nevertheless necessary to keep up with the increased 

needs for operating capital. Hytec appealed to two venture capital investors. A further 

increase in capital still turned out to be insufficient. It was then that we first talked about 

floating the company on the stock market but, as we were not big enough for the second 

market, we were floated on the offboard. This enabled us to have a further input of new 

money. Floating the company was essential to giving us a new lease of life".

Entrepreneurial Opportunities

The year after its floatation Hytec recorded its biggest contract in the nuclear sector. Hytec signed a 

contract worth more than €3M with Sonatrach in Algeria for the cleansing of 4 galleries of water 

supply of the gas liquefaction GL1Z and GL2Z. The experience gained by Hytec over 25 years 

through various equivalent building sites was a dominating criterion in the final choice. For this work, 

Hytec designed the VISIT, a remote controlled vehicle of approximately 6 tons. It was composed of 

two electrohydraulic power stations (Propulsion and Tools) and a number of cameras and sensors 

which assisted the operators. It was connected to the control unit via an electro-mechanical umbilical 

cable of 500 meters long. The VISIT enabled the immerged galleries to be cleaned in order to restore 

the flow necessary for the full operation of the gas liquefaction units. However, the work for Sonatrach



actually got started nine months behind schedule, and financially Hytec was hit hard by this delay. 

Jean-Jacques Promé also approached ANVAR (the French national agency for promoting research) to 

support the development and construction of ERICA (an internal repair kit for pipelines). With these 

new devices designed to cleanse sea water supply galleries, Hytec placed itself in the environmental 

and pipelines markets. Hytec was also aware of the potential that its broader knowledge would have 

for these markets, and so it additionally developed a number of remote controlled systems for video 

inspection of sewerage networks, the cleansing of galleries, and the remote manipulation of toxic 

waste.

By 2005, Hytec had clearly established itself as a major global player in three sectors: (1) off-shore 

drilling and sub-aquatic exploration, (2) nuclear sector, and (3) pipe and sewerage operations. Its 

growing international fame skyrocketed with two world famous events. Firstly, Hytec gained 

significant international publicity from the role that its custom-built Robin robot played in exploring 

and inspecting the wreckage of the Titanic. Attached to the underside of the Nautile, the Robin was 

perhaps the world's smallest robotic, remote controlled high-definition video camera capable of 

transmitting its images live to a control station at the surface of the ocean. Measuring 60cm3, the 

Robin was invented by Jean-Jacques Promé himself. The Robin meandered its way around the interior 

of the ship, filming its grand staircase, the engines, dining hall, cabins, etc. Over the fifty-four day 

expedition period, the Robin would show the Titanic to the world. Robin offered exceptional 

functionality (including sideways movement), and a Side Scan Sonar System that no other remote 

operated vehicle (ROV) offered at that time. Teethered to its mother (the Nautile), Robin had a 4000m 

umbilical cord, and was used extensively to film over 140 hours of video footage and 7000 still images 

of the inside of the wreck and its surroundings. Today, the Robin is still in active service in France.

Some years later, Oscar Academy Award winning director, James Cameron, directed and filmed the 

groundbreaking cinematic achievement. Cameron journeyed back to the site of the legendary wreck of 

the Titanic, and explored the entire ship, deck by deck, room by room, encountering mysteries that 

remained hidden for almost a century, all with the help of Robin. The movie ‘Titanic’ would go on to 

win an Oscar, and Hytec was presented to the world as a specialist in the miniaturization of ROVs and 

remote control systems for televisual inspection and intervention in ‘hostile environments’.

Over the course of Hytec’s expansion, the company had been forced to broaden its range of activities 

and its innovations. From initially specialising in interventions in deep sea sub-aquatic environments, 

particularly for the oil industry, the company decided to diversify into the nuclear sector so that they 

would not be totally dependent on the oil industry. Jean-Jacques Promé was conscious of the impact

and global fallouts of the two oil crises that led to the cessation of all drilling programmes on the 

platforms owned by the world’s leading oil companies. At the time, the nuclear sector was a totally 

exploitable escape route as it had similar characteristics to the oil sector. Nuclear activities are another 



area where certain forms of human intervention are impossible. It was at this point that the company’s 

real mission started to become clear. Within a few years, Hytec succeeded in taking a significant 

market share in the televisual equipment and remote controlled maintenance tools markets. Once 

again, the considerable slow down in the French nuclear programme, and the problems of penetrating 

this “sensitive” sector abroad, led the managerial team to identify another hostile environment. This 

time it was the pipe and sewerage market, and notably the water supply line market that seemed to 

offer great potential. It appears that although the professions within the company are based on the 

mastery and combination of varied, highly specialised know-how, its mission can be simply 

summarised as being based on the concept of “hostile milieus”, that is, environments that are 

inaccessible to humans or where human intervention is unsafe, unreasonably costly, and potentially 

fatal. Hytec’s growth came from a succession of diversifications in its clientele, whilst always aiming 

to satisfy the same type of targeted needs.

Technological Innovation and Entrepreneurship at Hytec: Between Evolution and Revolution

The perpetual evolution of technological innovation and entrepreneurship were always the hallmarks 

of Hytec. Successfully satisfying clients that required more engineering, technology, and innovation in 

their devices, Hytec quickly recognized that its future lay in these domains. Hytec’s miniature camera 

products testify to this unweaving drive to find highly-innovative solutions to the challenges faced by 

clients. For a long time, cameras had undergone a relatively moderate evolution. With the arrival of 

the mass-consumer camcorder, the world of image recording and filming would be revolutionized. As 

the cameras became more sophisticated and miniaturized, they also acquired new properties and were 

resistant to radiation, flame proof, pressure resistant, etc. Hytec seized the opportunity presented by 

the camera revolution and combined it with robotics and remote control mechanisms. Jean-Jacques 

Promé was able to perfect his ideas and invented a new remote controlled and robotic inspection 

camera. However, the industrial evolutions kept emerging. Clients no longer wanted only just images 

but also measurement. Sonar and ultrasound technologies soon found their way into Hytec’s devices.  

On the next wave, Hytec was able to propose cameras that evaluated the degree of erosion and certain 

industrial risks. But Hytec did not stop there. Drawing upon the evolutions in information technology, 

computers, and software, Hytec was able to integrate all of these evolutions to manufacture devices 

that allowed its clients to not only have images, measurement, and information, but also knowledge 

derived from information that was processed and interpreted by artificial intelligence systems and 

intelligent software.

Elsewhere, an inventor from Montpellier had invented a system to separate solid particles from wine 

and eliminate 95% of the impurities, thus resulting in a better quality product. The system had one 

drawback in that its microscopic pores in the filtration membrane had to be constantly washed as they

were blocked frequently. A professor from the local university came up with a solution to the 



membrane problem and filed a patent. The local branch of the University & Enterprise Partnership for 

Business Development supported the professor and financed the development and fabrication of a 

prototype machine that would purify waste water. The prototype (with a low consumption of energy, 

not too big, and not too heavy) was manufactured by Hytec. It was 1.2m high and weighed 50 kilos.   

Enthusiastically, Jean-Jacques Promé and the professor went to Bolivia to demonstrate their machine 

to the local elected officials, in the presence of journalists. In selecting the filthiest and most polluted 

of rivers with a dead dog floating in it, Jean-Jacques Promé proceeded with the demonstration. The 

odour of the pollution was so strong and repulsive that even the officials could not stand it. After a few 

minutes, the machine filled a glass with the purified water and the professor drank it with pleasure as 

though it was a glass of Grand Cru Bordeau wine. The media coverage of the demonstration was 

extensive.

Jean-Jacques Promé never believed in patents. As a subcontractor for a large international water 

treatment firm, Jean-Jacques Promé conceived a pliable and expandable machine to be used in 

cleaning constricted and blocked water and sewerage galleries. However, the negotiations between the 

contracting company and its client broke down, and the engagement of Hytec was halted. Determined 

to protect his invention, Jean-Jacques Promé filed a patent application. Jean-Jacques Promé pursued 

his idea and using a number of sketchings and a film, he was able to convince the contracting firm to 

reopen negotiations with its client. The client was convinced, and awarded the contract to the 

company, and Hytec was engaged to build the machine. Hytec was able to sell several of the machines 

even though he did not have a real sales force.  

Missed Opportunity

Hytec was probably the first company to invent a miniaturized camera with a hemispheric screen. For 

this, Jean-Jacques Promé regrets that he did not file a patent for it. Millions of these cameras have 

today been sold and are in use in airports, shops, supermarkets, museums, etc, and are used for the 

protection of individuals and property. His invention was really simple. By positioning Hytec in the 

niche for intervention in hostile environments, it was important to conceive smaller and smaller, and 

more resistant and high performance cameras. Realizing that a camera only films what is in front of its 

objective (sometimes protected by a flat screen), Jean-Jacques Promé figured that if he had installed a 

motorization mechanism, he could move the entire camera and thus increase its vision. However, this 

meant motorizing the camera’s axis in a very small and confined space, and so the camera needed to 

have the space for the motor. Additionally, if the camera could move, it also meant that the protective 

screen had to move as well. After many brainstorming sessions, Jean-Jacques Promé developed the 

idea to use a hemispheric screen as opposed to a flat one. Within the hollow of the hemisphere, the 

camera and the objective could stay pivoted or move in all directions. Whatever the position of the 

hemisphere (vertical or horizontal), the camera had a large space to maneuver. As a single ‘mono bloc’ 



device, there was no external movement as all movement was confined and contained within the 

hemisphere. Today, Hytec uses this system on most of its devices. Hytec’s competitors took some six 

years to imitate Hytec and the system is currently generalized and common place.

Changing of the Guard 

With the increasing success of Hytec, Jean-Jacques had received several offers to sell his company 

and, he always refused. He felt that he could not allow Hytec to be run by someone who was foreign to 

the culture and philosophy that he had worked so hard to nurture and embed in Hytec. In January 

2000, nearing retirement age and wanting to spend more time on his technology and innovation 

hobbies but without the pressure of managing the company, Jean-Jacques finally accepted an offer 

from an engineering industrialist (specializing in mechanical, hydraulic, electronic and information 

engineering and design, optics, magnetism, etc) to buy his shares. In July 2000, the deal was signed 

and as part of it, Jean-Jacques agreed to remain as the CEO for a period of three years minimum (four 

years maximum, until his replacement was named), he would help recruit his successor, and he would 

be hired as a consultant for those projects and orders where Jean-Jacques felt he could be useful. The 

industrialist, a fervent believer in technology and innovation, also promised to significantly boost 

Hytec’s R&D in terms of equipment and increase its technical staff, and to extend Hytec’s 

collaboration with various technology research organizations, laboratories, and universities.

With the announcement of the sale, anxiety set in. Everyone wondered what would be the future of 

Hytec. Jean-Jacques spent much of his time trying to reassure the employees that life would go on as 

before. However, many were still very anxious. The new owners of Hytec thought of hiring a 

‘manager’ to replace Jean-Jacques, as no one at Hytec had any prior experience in running a multi-

million high-tech SME and managing thirty employees. Throughout the search process (transition 

period) Jean-Jacques maintained the close contact that he had with every employee and continued to 

lead as though nothing had changed. He was still very active in all the projects and kept pushing the 

development of newer and newer technologies and innovations. The outcome of the search process 

resulted in Pierre-Emmanuel Gaillard’s appointment as CEO in 2004. Pierre-Emmanuel had been 

hired by Jean-Jacques since he graduated from university. With a Masters degree, Pierre-Emmanuel 

joined Hytec in September 1989, starting off as an electronic engineer and an Information Technology 

technician. One year later, he became the Head of Electronics. Moving further up the ladder, Pierre-

Emmanuel became the Director of R&D and Technical Operations within two years of joining Hytec.    

Pierre-Emmanuel’s appointment to the top job was also reassuring for the staff. Their anxiety 

following the sale of Jean-Jacques share was instantly relieved and the internal pressure that had built 

up dropped immediately. Pierre-Emmanuel had worked closely with Jean-Jacques and he knew the 

company inside out. Once the sale of Jean-Jacques’ shares had been signed, he had also started 

assisting Jean-Jaques with sales and the management of the firm. In 2004, some two decades after the 



creation of the company, and at forty-years of age, Pierre-Emmanuel took over the reigns of Hytec.  

The transition had been smooth, efficient, and uneventful. As part of the negotiations, Pierre-

Emmanuel obtained an agreement that Hytec would continue to operate almost in total autonomy as it 

did before, that Hytec would continue in its technological / innovation trajectory, that he would retain 

all of the staff, boost its R&D, and develop its brand and product image. In exchange, Pierre-

Emmanuel agreed to develop Hytec’s sales and to take the company to the next level. Confident in 

Pierre-Emmanuel’s abilities and having kept his end of the sale deal, Jean-Jacques was finally able to 

begin his new life - spending more time with his family, pursuing his leisure activities, but still around 

and assisting where needed. As a result, the organizational change at Hytec was minimal.

Glocal Sales

One of Hytec’s strengths was its ability to serve both its national and international markets. However, 

useful and pertinent market data concerning Hytec’s segments was not easy to obtain. Realistic market 

demand data, beyond general macro-economic ones, both nationally and internationally was a distant 

utopia, and a complicated game of deduction and extrapolation. In the off-shore oil industry, 

customers were mostly large established companies (often global operators), and the market was 

extremely fragmented.  In the nuclear market, it was totally the opposite as operators were few and 

were mostly centralized governmental organizations. Customers were most often the governments 

themselves and they would organize their procurement through a tendering or bidding process. Hytec 

would rival with national laboratories and research organizations, and the bidding process was long, 

expensive, and exhausting. Moreover, results were not guaranteed, and because of the bidding process 

margins could be either zero or very low, and there was no way to increase prices once the tender had 

been approved and accepted. In terms of the nuclear market, it was sensitive to national legislation 

(various restrictions and opportunities) and often the subject of international pressure from political 

action groups such as Greenpeace and local citizens opposed to nuclear energy. While many of the 

owners and operators of the pipe industry were private companies, most of the sewerage operators 

were either local or territorial governments. According to Pierre-Emmanuel Gaillard:

“Figuring out where they stood was no easy matter. We would need to monitor their 

maintenance or overhaul plans. Anyway, once a local authority would have bought one of our 

devices, they will not necessarily repurchase several others as they will use the device 

extensively throughout their networks. And with our extended warranty plans, if something 

goes wrong we will repair the device. Even if several devices were needed at once, most would 

rent rather than buy them. Our devices were long term investments”.

By 2005 Hytec was generating approximately one third of its revenues in each of the three sectors, and 

its product mix consisted of approximately 60% standard products and 40% custom built. Hytec had 

clearly diversified its sales. The new trend was towards a fifty/fifty mix driven by the international 



orders. Pierre-Emmanuel Gaillard was aware of the challenges and opportunities he faced concerning 

each segment of the market. Each segment was different, at different stages in their respective 

markets, the sales processes differed, and custom orders were a double-edged sword.  

OFFSHORE NUCLEAR WATER

Oil 

(80%)

Océanography 

(20%)

Nuclear

(100%)

Sanitization 

(70%)

Drilling

(25%)

Large Hydraulic 

Projects (5%)

Export business accounted for 66% of its sales and was growing yearly, with Hytec products being

sold in forty-five countries around the world. With an army of sales representatives in over twenty 

countries, Hytec was selling its equipment either directly, or through local agents, who provided after-

sales service in the country where the equipment was used. Hytec also provided technical assistance to 

customers around the world (start-up and maintenance of equipment, training of operators). In some 

countries there were even multiple agents. Pierre Emmanuel Gaillard was categorical – ‘the agents 

make all decisions’.  However, none of them had a contract with Hytec and many even sold competing 

products. So far, all his relationships with these agents had been based on trust. Through the custom 

orders, Hytec was also expanding its product range, and the new demands for miniaturized devices 

were requiring whole new competences and processes that Hytec had to decide whether to appropriate 

them or to subcontract.  

Industrial Sectors and Competition

Off-shore oil exploration is directly dependent on the price of a barrel of crude oil. As the price 

increases, the conditions and requirements for drilling and exploration improve and become more 

lucrative. In the aftershock of an oil crisis or with an increase in the exchange rate of the dollar, much 

attention is given to the nuclear sector as a substitute to a global dependence on oil. The continued 

increase in the price of a barrel since late 2004 and the breaking of the psychological barrier of $60-a-

barrel in June 2005 had been a blessing for Hytec as renewed attention was turned to nuclear sources 

of energy. Strictly speaking, Hytec does not have a competitor anywhere in the world that is identical.

However, on each segment, it has a number of competitors:

OFFSHORE NUCLEAR WATER

Kongsberg (Nor)

Benthos (US)

ROS (US)

Seaeye (UK)

Rees IST (US)

Raditech (GB)

QI (Jap)

Cyberia (Fra)

Diakont (Rus)

VIT (US)

IPEK (Aus)

Hydrovidéo (Fra)

ROV developpement (Fra)

IBAK (Ger)

Rausch (Ger)

RICO (Ger)

CUES (US)



Inuktum (Can)

It is interesting to note that the management of Hytec knew many of their competitors very well as 

they some were former employees of Hytec. “We often meet at the expositions and discuss our 

industries”, declared Pierre-Emmanuel Gaillard. Each segment functions like an oligarchy where price 

is not necessarily the decisive factor but innovation and interpersonal relationships (trust, reliability, 

etc.) between clients and suppliers is critical. In some segments (such as nuclear), one sells not only 

technology, but also confidence, surety, and security. Most of Hytec’s competitors are also SMEs and 

they also try to differentiate themselves by their reputation.

Board Meeting

Pierre-Emmanuel was deep in thought. Fully aware of Hytec’s strengths he wondered whether Hytec 

was overly innovative? While sales were good (€5M), and the company was stable, what opportunities 

lay ahead for Hytec? Hytec was definitely a market leader but could Hytec better leverage its 

technologies and its innovations? For each option that came to mind, Pierre-Emmanuel realized that 

Hytec did not necessarily have access to all of the various networks that would make Hytec part of the 

chosen solution, even though Hytec had some knowledge of the particular market. There was also one 

variable that Hytec did not master –politics; national politics did not necessarily align with regional 

politics, and sometimes even clashed with that of other countries. How should he lead the meeting as 

much had to be decided. Where should he start?  



APPENDIX A: Hytec’s Range of Products

Hytec has an extensive range of standardized products split into three categories and a number of 

custom built devices:-

SEGMENT PRODUCTS

UNDERWATER 

SEGMENT

13 TV Cameras & Lights

3 Pan & Tilt Units & Manipulators

5 Remote Controlled Vehicles

5 Custom Built Devices

NUCLEAR 18 TV Cameras & Lights

5 Pan & Tilt Units & Manipulators

5 – Telesurveillance networks

5 Carriers

5 Custom Built Devices

PIPE & BOREHOLE 13 Sewerage Systems

3 Water & Supply Networks

1 Small Pipe Inspection Device

5 Bore-hole Devices

4 Large Bore Hole

3 Custom Made 



APPENDIX B: Fields & Application of Hytec’s Products

UNDERWATER

Fields Applications

Oil & gas offshore operations (drilling well-heads, 

platforms, pipes) 

Energy and telecommunication cables 

Various submerged structures 

Oceanography 

Archaeology 

Marine Geology

Defence

TV systems for assistance to ultra deep drilling operations 

Explosion Proof video monitoring systems for surface 

applications 

Assistance and control of remotely controlled subsea 

operations 

Assistance to laying and installation of pipes and cables on 

the sea-bed 

Inspection and maintenance of subsea structures 

Assistance and surveillance of subsea works done by divers 

Search, localization and recovery of submerged bodies 

Observation, inspection and counting of fauna and flora 

Oceanographic works 

Geological observation, measurement and sampling

NUCLEAR

Fields Applications

Nuclear research centres 

Nuclear fuel production and conversion plants 

Nuclear power stations 

Nuclear waste stockpiling and processing centres

TV inspection and remote handling assistance for control of 

structures within :

- reactor cores 

- tube sheets and steam generator pipes 

- pressurizers 

- fuel storage pools 

Assistance for remotely monitored and transmitted 

maintenance operations 

Assistance for automatic welding operations 

Assistance for decontamination operations

Assistance for decommissioning operations 

PIPE & BOREHOLES

Fields Applications

TV inspection of the internal structure of pipes 

Inclination measurement 

Detection and measurement of deposits 

Measurement of cracks or corrosion pits by laser 

Pipe profiling and deformation/deflection measurement by 

scanning laser 

Detection and localization of leaks 

Duct cleaning 

TV inspection 

Measurement by laser 

Trajectory measurement 

TV inspection and work inside large bore piping in service 

Ducts profiling and measurement of sediments volume 

Cleansing of large ducts in service


