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This Second Europe INNOVA Conference came at a very interesting time on at least two fronts. Most of the 
projects and networks that had been funded in the first phase of the initiative finished their work programmes 
during 2008 and therefore there were many tangible outcomes to present. Secondly, by the time of the 
conference, the credit crunch was really biting deeply into all the Member States’ economies.

The outputs of the first phase of Europe INNOVA’s activities were very evident at the conference, both in 
terms of quantity and quality. The nine parallel sessions that addressed the main conference themes were a 
productive source of imaginative ideas with a total of 34 different presentations founded on hard-won practical 
experiences, many of which had been underpinned by the initiative. These sessions looked at how the growth 
of global ventures could be facilitated by the development of lead markets, the internationalisation of SMEs 
through knowledge transfer and cooperation between highly specialised clusters. Also, a particular focus was 
placed on some of the most promising, emerging sectors that have been promoted in Europe INNOVA, such as 
life sciences, creative industries and eco-innovation. The results of the first phase were again reflected in the 
large number of nominations for the Europe INNOVA awards and were also showcased in the exhibition. This 
was the forum for contact making and networking and it was open throughout the event. Its strands presented 
not only Europe INNOVA projects but also innovative approaches from the other two hosts of the conference 
- Grand Lyon and the French Presidency of the European Union.

In terms of the credit crunch, Françoise le Bail, Deputy Director-General at the EC Directorate-General for 
Enterprise and Industry was confident that “the EU’s Small Business Act, its Lead Market policies and the 
promotion of world class clusters in Europe will all help to mitigate the worst effects of the current financial 
turmoil.” The other opening speakers, gérard collomb, the Senator-Mayor of Lyon, and luc rousseau, Head 
of the General Directorate of Enterprises in the French Ministry of Economy, Industry and Employment, both 
stressed the need for further efforts to promote innovation in the present circumstances. However, the views 
in the conference as a whole on the impact of the financial crisis were somewhat divided. One stance, which 
might have been expected, was that cash flow problems and the lack of credit and investment capital would 
have a very negative effect on innovation but this was counter-balanced by the view that the situation offered 
great opportunities to small businesses if they could demonstrate that they were able to use limited amounts 
of money very wisely.

The conference also provided the chance to explore support services for innovation, the role of innovative 
SMEs and the emerging importance of user innovation. Thus, the overall programme seemed to cover the 
vast majority of the challenges and changes which innovation professionals are experiencing. This was an 
important success factor but perhaps the last word should go to Alfred radauer, from the Austrian Institute 
for SME Research, who was a member of the final expert panel. He felt that the real triumph of the conference 
had been the fact that “it attracted people from all of the different, important innovation fields and got them 
working together.”

Foreword
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Over the last few decades, the services sector has been steadily growing in importance in major advanced 
economies and today services account for about two thirds of employment and GDP in the EU. However, the 
process of innovation in services is poorly understood and most traditional public policy support measures 
such as R&D grants and technology transfer support have been developed from a manufacturing perspective 
of the innovation process.
 
With this in mind, in 2008, the European Commission launched the European Knowledge Intensive Services 
Innovation Platform (KIS-IP) that aimed to support innovative start-ups by linking together entrepreneurs, 
universities, local support and innovation agencies and investors. The platform consists of three sectoral 
networks in the fields of ICT, renewable energy and satellite applications and one horizontal action.

The KIS-IP provides a series of support services for innovative SMEs in the services sector. It has also set up 
the Knowledge Intensive Services 100 Club (KIS 100 Club). This is an exclusive community that gives successful 
services entrepreneurs the opportunity to meet and network with their peers and to develop new cooperation 
partnerships with businesses from other sectors and markets. The Club should also act as a barometer of 
the business atmosphere in the services sector and provide a useful source for the identification of better 
practices and for the validation of new ideas for innovation support mechanisms.  

The first meeting of the KIS100 Club was organised by the KISPLATFORM project and moderated by 
William Stevens, founder and CEO of Europe Unlimited, and Mette Quinn, from DG Enterprise and Industry.  
Approximately 25 entrepreneurs from sectors as diverse as the chemical sector, the renewable energy sector 
and the IT sector were present in the audience. They were all given the opportunity to introduce themselves, 
their businesses and their interest in the KIS 100 Club at the beginning of the meeting.

Following the introductions, two speeches were delivered, one by Alan Barrell of the Cambridge Angels 
Network and one by Geleyn Meijer, Director of Logica Management Consulting. 

Alan Barrell’s speech offered companies a wealth of experience and anecdotal evidence on the topic of 
innovation and on launching and growing successful innovative businesses.  He explained that by its very 
nature, service innovation is a phenomenon which defies definition and one which it is difficult to capture and 
pinpoint. He also emphasised the importance of new service innovation and of identifying and supporting new 
service businesses. These were vital elements in the rejuvenation of European economies. Alan also shared 

chapter 1: pre-conference events

1.1 KiS 100 cluB of Young entrepreneurs pre-conference roundtable

chairpersons Mr. William Stevens  
Founder and CEO of Europe Unlimited, Belgium
Ms. Mette Quinn
DG Enterprise and Industry, Belgium

Speakers Mr. Alan Barrell
Cambridge Angels Network, United Kingdom
Mr. geleyn Meijer
Director of Logica Management Consulting, The Netherlands 

rapporteur Mr. Alessandro Fazio
LEOON, Austria 
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a number of interesting insights about the business eco-system and the support mechanisms for innovative 
companies that have been established in the Cambridge cluster in the UK. 

Alan concluded his speech with an optimistic assessment of the current financial crisis saying that, in his 
opinion, it is a cyclical phenomenon that companies have to prepare for and manage. Whilst acknowledging 
the full extent of the crisis and the fact that it is likely to have serious consequences for a number of both large 
and small companies, Alan pointed out that most of today’s highly successful companies such as Google, Yahoo 
or eBay are survivors of the burst of the dot-com bubble. Consequently, he expected that those companies 
that survive the current storm will emerge from it stronger, with much clearer added value propositions, and 
better equipped to successfully compete internationally and to grow. 

geleyn Meijer’s speech focused on how to create and sustain innovation within services organisations. 
He talked extensively about the importance of turning innovation into a process that is embedded within 
organisations, as an integral part of a company’s way of doing business.  He also stressed that innovation, 
particularly in the services sector, is a process that increasingly does, and should, transcend organisational 
boundaries and that it also occurs very often in collaboration with suppliers, customers and end users. 

Geleyn spent a considerable portion of his speech reflecting on who are the main actors responsible for 
sustaining and fostering the innovation process. Collaboration between start-ups, academia and large 
corporations needs to be fostered and sustained as a way of encouraging innovation. He explained that there 
is considerable room for public authorities to support and encourage such interactions through a variety 
of innovative support schemes. Examples include innovation vouchers that can be used by companies to 
contract research out to universities, and production vouchers which can be used by start-ups to access the 
manufacturing and ramp-up capabilities of large corporations. Geleyn also emphasised the importance of 
joint industry-academia curricula, projects and staff exchanges. 

After the two keynote speeches, a lively discussion ensued between the participating entrepreneurs and the 
members of the panel. The following four issues were discussed at some length. 

1. The main purpose and expectations that entrepreneurs had of the KIS 100 Club
An interesting debate arose on the raison d’être of the KIS 100 Club. A number of entrepreneurs thought 
that the KIS 100 Club was an excellent idea that would give all of them a good opportunity to network and 
discuss issues of common interest with other entrepreneurs. Some entrepreneurs voiced concern about the 
fact that during the discussion too much emphasis was placed on policy-related issues and the nature and 
type of the most efficient support mechanisms. In their view, the KIS 100 Club should be more focused on 
allowing spontaneous interaction between the entrepreneurs and discussion of issues of interest to them. 
The view was also expressed that a good portion of the discussion and of the speeches was geared towards 
companies in their start-up phase and towards the importance of entrepreneurship and entrepreneurs. 
Given that most of the KIS 100 Club members are mature and successful businesses, these discussions 
were deemed to be irrelevant and the suggestion was made that the KIS 100 Club should focus on common 
challenges for high-growth businesses and the identification and exchange of better practices.  

2. The Financial crisis
The financial crisis, as mentioned in Alan Barrell’s speech, was also the object of some discussion, as 
participants tried to determine the likely consequences that it would have for their businesses and for the 
economy at large. There was general agreement that the crisis is likely to force enterprises to radically 
rethink the way they do business. It might even act as a catalyst for innovation, pushing businesses to 
reinvent products and the way in which services are marketed, delivered and priced, possibly all the way to 
undertaking a radical reconsideration of fundamental added value propositions and business models. 
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3. Skills shortage
Part of the discussion also focused on the difficulty of sourcing suitably qualified talent for businesses in 
highly specialised technology sectors. This problem appeared to resonate very strongly with participants 
on several levels. However, technological skills are not the only challenge facing services businesses today. 
Another problem is finding people, who have the capability to translate technological concepts into more 
understandable terms, and can take up roles in marketing, sales and general business development. Alan 
Barrell observed that one of the reasons behind the unavailability of suitably qualified scientific personnel 
lies in the increasingly popular truism that a career in a technology business does not necessarily require an 
understanding of technology. However, Reinhard Büscher pointed out that a number of policy interventions 
have taken place in this area in an attempt to target what was perceived to be a temporary market failure. 
All these interventions have had a limited effect on what appears to be a structural problem related to a 
series of deep-rooted cultural and sociological trends that require altogether different, and more long-term, 
types of intervention. 

4. Sustaining long-term innovative collaboration with customers and end-users
Geleyn Meijer spoke at some length about the need to think of innovation as a process which transcends 
organisational boundaries and to try and involve customers, suppliers and end-users in this process as 
much as possible. This triggered a question on how long term collaborative initiatives with customers and 
end-users can be financed and sustained, particularly by small businesses. Geleyn Meijer indicated that EU 
financed research and innovation projects provided a good framework for creating long term collaboration 
with partners and customers at a relatively low cost and in a very structured fashion.
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From left to right:  
Christoph Beer, Stefan Vratny, Stig Jørgensen, Werner Pamminger, Alfred Radauer, Daniel Goujon, Patrick Vuillermoz

In recent years, cluster organisations have appeared on the scene as highly efficient forms of innovation 
support providers, channeling specialised and customised business support services to enterprises and thus, 
bringing creative energy to the economy. The Cluster Managers’ Forum discussed the role of cluster 
organisations in the business eco-system, the links between cluster organisations and other innovation support 
providers and how cluster managers can best cope with the regional, national and international challenges.

1.2 cluster Managers Forum pre-conference roundtable

chairperson Mr. Werner pamminger
Manager of Plastics Cluster and General Manager of Clusterland Upper Austria, 
Austria

Speakers Mr. christoph Beer
Cluster Manager, tcbe.ch – ICT Cluster Bern, Switzerland
Mr. Stig Jørgensen
CEO of Medical Valley Allince, Denmark
Mr. Alfred radauer
KMU Forschung Austria, Austria
Mr. Stefan vratny
Managing Director of BIC Bratislava, Slovak Republic
Mr. patrick vuillermoz
Cluster Manager of Plastipolis, Finland
Mr. Daniel goujon 
CEO of Plastiques RG, France

rapporteur Ms. lucia Seel
Clusterland Oberösterreich GmbH, Austria 
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The roundtable was co-organised by Clusterland Upper Austria and moderated by Werner pamminger, 
manager of plastics cluster and general manager of Clusterland Upper Austria, AT. Werner used a quotation 
by Michael Porter as his introduction - “Paradoxically in an increasing globalised economy the sustainable and 
enduring advantages in competition tend to result in local conditions – know-how, relationships, motivation, 
local networks.” Following this introduction, the speakers christoph Beer, Daniel goujon, Stig Jørgensen, 
Alfred radauer, Stefan vratny, and patrick vuillermoz outlined their own profile and those of the 
organisations they represented. There were four main questions that were considered during the 
roundtable.

1. The links between the cluster organisations and other innovation support suppliers and whether they acted 
as competitors or partners. 

The discussion showed that, in some cases such as Switzerland, the focus had shifted over time from 
competition with chambers of commerce or universities towards cooperation. The “switch” factor had been 
involving people to make interaction easier by, for example, integrating other innovation support providers 
into the cluster board of advisors and making them “work together” towards common goals. 

In the French case where clusters were “empowered” by the national government, it was clear that it was 
necessary for the clusters to make efforts to convince the other innovation players that they are seeking 
cooperation and partnership. Again, it is an issue of building trust and bringing people together.

In the case of the Danish-Swedish cluster organisation that had been created through a bottom-up approach, 
the reason for its existence was to create added-value for its members. This is based on a win-win situation 
by building up relations from which both stakeholders and the cluster organisation should profit. This is a 
considerable challenge bearing in mind that it involves two countries and there are more policies, more 
players and more differences to consider. It was also pointed out that sometimes lack of cooperation stems 
from ignorance of cluster activities rather than from competition. 

A particular situation exists in Slovakia where cluster initiatives are sometimes backed financially by the city 
hall. One contributor stressed the fact that the demand creation mechanism plays an important role, as the 
cluster has to open markets and cooperation opportunities outside the range of other innovation support 
providers and, as such, avoid competition.

2. The structures and support required by cluster managers to cope with the challenges of the future. 

One statement was “it is most important for a cluster organisation to be aware of how to deliver value to the 
cluster!” In the beginning, the financing for setting up a cluster organisation can come from public sources, 
but after a few years, the members finance it. Therefore, if the cluster organisation does not perform well 
by delivering value according to its members, they soon leave. Thus, a cluster organisation should not rely 
on public money alone, as this will help it retain the focus on its customers and provide value for money. 

A question from the floor raised the issue of the fragility of clusters even when they appear to be strong, like 
the Medical Valley Alliance. The answer was that there is a trend to move operations towards the East, 
because biotech companies are global and do not need to be based in a specific location. This can lead to a 
change in the importance and behaviour of clusters, as members will be linked in a more virtual way. 
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The moderator also invited the speakers to compile a virtual “wish-list” for support and structures for 
cluster organisations that could be presented to the European Commission and other public sources of 
support. The responses included:
• Active members willing to “drive the engine” with strong interaction between the cluster members;
• Strategy and directives for development provided mainly by the board; 
• Tools and improved services to deliver better value for money, since companies do not think in terms of 

regions, but in terms of money;
• A good community of cluster managers. From the public side, support is needed in terms of exchange of 

experience, bringing together people from different countries and also fostering the idea of international 
cooperation amongst clusters. The inter-clustering approach should provide new opportunities in sectors 
that are not the “core business” of a cluster, but could become much more central to their concerns. The 
example given was the potential cooperation between the ICT and medical technology sectors;

• The European Commission should create structures for clusters to “talk together” and play a more active 
role in bringing together the different players in Europe.

3. Financing 

Cluster managers have to consolidate “their business” and to provide the clusters with mechanisms for 
responding to new trends - are mobilising private equity and attracting foreign investment potential answers? 
In the case of Medical Valley Alliance the answer was definitely yes, since attracting foreign investment into 
the region is one of the cluster’s key goals. This involves organised events during which investors can look 
at a lot of companies at the same time. Patrick Vuillermoz made it clear that cluster organisations are about 
bringing people together and helping them to build up value together. The value comes from the partners 
and not from the organisation itself and therefore innovation funding for the companies plays a key role in 
facilitating cooperation. 

Christoph Beer compared the situation with a Swiss bank which is there to give money and wants more of it 
back. Given the Swiss mentality, venture culture is not widespread. So the idea of a cluster organisation is 
that it should open the door to money by providing a map of the services, people and structures that exist 
in its territory. One comment on the mapping of the services was that it can sometimes deliver an unpleasant 
surprise if it discovers that the services “invented” by a cluster already exist. Some speakers supported the 
idea that EC money should not be involved in cluster operations, and that this role should be left to the 
cluster members. Some speakers saw the role of the EC in a long-term perspective of ensuring Europe’s 
competitiveness in relation to the US and Asia.

4. Success factors for cluster managers. 

Daniel Goujon, as the chairperson of a cluster organisation, believed that success comes if there are 
companies around the cluster organisation that trust and support the cluster managers, irrespective of 
other innovation support players. Trust was firmly identified as the key success factor. However, service 
orientation based on an accurate estimation of the needs of companies, the ability to produce visible results 
that are valuable for the stakeholders, the capacity to develop and implement strategies, to ensure the long-
term commitment of stakeholders, the ability to be both a diplomat and a “secret service agent” are all 
factors that contribute to a cluster manager’s success. Last but not least, the speakers stressed the 
importance of professional training for cluster managers and the increased recognition of such a 
profession.
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This roundtable debate focused on the key success 
factors in the knowledge transfer process by show-
casing first hand examples of successful knowledge 
transfer seen through the eyes of the principal inter-
ested parties. Trevor Gregory, Managing Director of 
RTC Yorkshire, on behalf of Technology Innovation 
International, was the moderator for the session and 
opened the discussion by inviting each of the panel 
members to introduce themselves and their organi-
sations. The panel consisted of an entrepreneur and 
a facilitator from two different countries, Italy and 
France

Davide lapomarda from RaySolar1 in Italy explained 
that the aim of the enterprise is to produce modular PV 
solar cells using base silicon which was manufactured 
at 50% lower production costs. He went on to say that 
50% of RaySolar employees originated from the Na-
tional Research Institute, which ensured access to the 
latest knowledge and technology. He pointed to the im-
portance of credible reputations of firms and research-
ers, as high performers in knowledge transfer.
1 © The pictures in the present report are subject to copyright by their authors.

Andrea Di Anselmo indicated that the Meta Group in Italy had a seed fund available which was financed 
by both the ERDF and private monies. He went on to say that this fund had supported six investments at 
between €300,000 and €1m, and that the group held a maximum of 45% equity in any company. He stated 
that relatively small amounts of seed money could also be effective. 

1.3 Knowledge transfer from universities pre-conference roundtable

chairperson Mr. trevor gregory
CEO of RTC Yorkshire, United Kingdom

Speakers Mr. Davide lapomarda
RaySolar, Italy
Mr. Andrea Di Anselmo
Vice President of Meta Group, Italy
Mr. Marc pattinson
Manager of inno-TSD, France
Mr. Alain guillas
ProRentSoft, France

rapporteur Mr. thomas Heinemeier
DG Enterprise and Industry, Belgium
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Alain guillas described the business activities of 
ProRent Soft which are concentrated on optimising 
logistics and intelligent transport systems in France. 
He went on to explain that PRS has strong links with 
both the CNRS ESPACE laboratory and the laboratory 
of computer sciences at the University of Avignon. 
He considered that incubators had proved effective 
support structures.

Marc pattinson said that inno TSD France had two main 
types of activity – valorisation and consultancy. The 
inno-group uses the ‘Karlsruhe model’ for creating value 
from knowledge generated in universities. He expressed 
his view that the success of the value creation depends 
on making many, highly experienced, skills available to 
the firm that can complement the firm’s own expertise, 
notably in all aspects related to management.

In the discussion that followed, many questions were asked and much interest was reflected in topics 
associated with: eco-innovation and the use of current technologies through experienced managers; 
intellectual property protection in the process of knowledge transfer from universities; the importance of 
connecting ideas to the right market; the importance of having the right professional and business support 
services in an incubator; the importance of having ‘innovation friendly’ regulation, and that this is easier 
in some regions than others; and the key function of an incubator in having strong links to the knowledge 
base.

The summary points from the whole session were:
• There is no substitute for contacts and access to specialised, experienced competence as shown by the 
 following quotes from introductory speakers and members of the audience:
 • “Financial assistance is important, yet less so than contacts and competence;” 
 • “There is no dearth of technologies. There is also a human capacity question: how to find the
 experienced managers to bring the technologies to the market?” 
 • “There are various mechanisms of knowledge transfer such as spin offs, licensing and incubators
 and common to all is the need for a mix of skills;” 
• Knowledge Transfer (KT) is driven by people. Trust is absolutely key in this regard: 
 • The credibility of the researcher being serious about the applicability of his results; 
 • The company being able to effectively create value from the knowledge generated; respect for
 confidentiality; 
 • Confidence that the facilitator recommends worthwhile contacts.
• Relationships need stability over time, as building trust requires time. The required specialised experience 
 can come from personal contacts or specialised support agencies;
• The delay in reaching an agreement on KT is too long;
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• Innovation has a ‘sell by’ date and this is always a dilemma when considering whether to protect the
 novelty through patent or to innovate faster. The instability of the relationships with the people involved is  
 an important cause. Notably the length of administrative processes in research organisations was blamed. 
 More experienced lawyers are needed and delays caused by business are often due to financing not being 
 secured in time;
• KT has to be accompanied by access to finance;
• KT facilitators need professional career prospects;
• The interest of researchers in knowledge transfer is still low;
• KT from universities is about creating value;
• The growth of a start-up depends on chance but the support process can improve the likelihood of 
 success;
• New businesses formed by a KT process need to be ‘plugged in’ to a local professional/business support 
 services network; 
• Operating an incubator as a public-private partnership is an established concept;
• Different models exist: Public investment in infrastructure and equity with private operations is common. A 
 private stake in the equity in addition to the operation is considered an advantage, as it provides an incentive 
 through return from growing the company, notably by bringing in the much sought after management 
 expertise. Incubators and public support services should work closely together.
The panel was then asked to articulate the three most important elements that need to be in place to 
accelerate the realisation of commercial value from knowledge.  The answers showed that the panellists 
considered an accelerator for knowledge transfer (KT) to be present if:
• KT is  driven from a business perspective:
 • Which and when knowledge can create value is assessed against market opportunities, rather than
 conceived research needs;
 • The exploitation of business opportunities is left to entrepreneurs, while scientists take care of
 research;
 • The SME is put in charge of the KT process;
• KT support is highly customised:
 • KT support programmes are designed for the specific needs of SMEs, notably start ups; 
 • The support infrastructure is embedded in the local business and research communities;
 • Public funds participate in the risk sharing (PPP);
 •  The practical support process is structured to raise the likelihood of encountering opportunities and 

responding quickly to unexpected events;
 • Support makes highly specialised, experienced people and services available;
 • The support is organised to focus on the persons who bring the KT about;
•  KT is conducted as a sell-by-date process:
 • Relationships between people involved are stable, i.e., with a low staff turnover;
 • A sufficient number of lawyers with high KT experience is available;
 • Only one institutional level is involved in the negotiation and signature of the agreement.

12



1.4.1 Innovation Tour to Sanofi Pasteur & Lyon BioPôle

Topic for the Tour: “How to promote innovation in the field of public health: innovation at Sanofi Pasteur”

The participants were led into the fascinating world of vaccines and the biotechnology industry at the facilities 
of Sanofi Pasteur located in Marcy-L’Etoile. At the beginning of the tour, Jacques Volckman, the Head of R&D, 
explained the innovation activity at Sanofi Pasteur to the interested audience.  The scope of Sanofi Pasteur’s 
R&D activities is vast and complex, and every day the company invests more than 1 million euros in R&D. 
Innovation is a part of the company’s culture and it is a key success factor that can be detected all along the 
R&D value chain. 

The Lyon BioPôle presentation by Bernard Mandrand, its Scientific Director, introduced a world leading 
biotechnology cluster. Uniting the scientific, academic, medical and industrial forces in the Rhône-Alpes region, 
Lyon BioPôle is a world centre of excellence in vaccines and diagnostics. Its action plan for the future includes 
strengthening collaboration between public research and firms in combating infectious diseases. 
  
After the presentations, there was a roundtable discussion during which the two speakers and Patrice Marche 
from INSERN answered questions from the audience on the side-effects of vaccines, SMEs’ collaboration in 
the cluster and the role of public institutions in the cluster.

The visit ended with a tour of the vaccine production line at Sanofi Pasteur and participants had the opportunity 
to see the complex production process in operation. It was strictly regulated and controlled and very highly 
automated, as only a few people were in evidence in the spotlessly clean environment.

1.4.2 Innovation Tour to Soierie Brochier & Brochier Technologies

Topic for the Tour: “From a Proud Tradition to Cutting Edge Innovation”

Participants in the second innovation tour were welcomed by Cédric Brochier, whose great-grandfather had 
founded the Brochier Soieries silk weaving company in 1890. They had a chance to see first hand the very 
labour intensive screen printing techniques that were used at that time and also some of the designs from the 
early years of the company’s operations but there have been many big changes since then.

Cédric explained that having to produce new designs every six months for the fashion seasons had created 
a culture of innovation which meant that “we are always on the lookout for new ideas and we have learned 
to live with perpetual change.” Also, the Jacquard process that had initially woven the delicate silk fibres had 
been adapted by Brochier to handle carbon fibres in the 1960s and, more recently, fibre optics. A new company 
called Brochier Technologies had just been established to exploit the Lightex® illuminated surfaces that can 
now be produced by connecting the material woven from fibre optics to a Light Emitting Diode or LED. These 
surfaces are flexible, consume low levels of power and have a long life span. The first order to supply surfaces 
for the interiors of TGVs is expected early in 2009 and the new company is also working closely with a range 
of major players to promote industrial applications of this advanced technology in aeroplanes, automobiles, 
architecture, advertising and certain other sectors.

1.4 innovation tours
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1.4.3 Innovation tour to Institut Français du Petrole (IFP) & AXELERA

Topic for the Tour: “IFP-Lyon working to improve CO2 fuel production diversity and to develop low emission 
vehicles”

The innovation tour took place in the buildings of the Innovation, Energy and Environment (IFP) international 
research and training centre which focuses on developing 21st century energies. In her welcome speech, 
Sophie Jullian, IFP-Lyon Director for Development, explained that IFP strives in innovative ways to develop 
more efficient, economical, cleaner and sustainable energies and materials of tomorrow.

The tour continued to the laboratories, with a look at the equipment and production processes used to create 
mock-ups for the design of bio-fuels, CO2 capture processes and clean fuels. Also, hybrid vehicles showcasing 
IFP’s work on fuel-efficient vehicles were part of the attractions on show.

After the visit, the group gathered to listen to the presentation of Bruno Allet, President of Axelara’s 
Competitive Cluster, on “the construction of a European innovative network which combines chemistry and 
the environment.” Axelera is a regional chemicals and environment cluster bringing together major companies 
such as Rhodia and Suez and research organisations like CNRS or IFP.  The common purpose is to increase the 
use of renewable raw materials.

The tour concluded with a roundtable discussion on ‘The role of the clusters in the preparation of European 
project calls’. During the discussion, the Axelara, Tenerrdis, LUTB and NEPIC (UK) clusters presented their 
action plans for international development. Next, Simon Nardin (OSEO) gave a description of the available 
resources that can support SMEs and facilitate their access to European networks and projects. Julien Morel 
(CCI/EEN) closed the presentations by giving an introduction to the Enterprise European Network. A lively 
discussion on the potential role of the clusters at European level in which the audience participated with great 
enthusiasm marked the end of the tour.  

The 550 delegates from 30 different 
countries that were attracted to this year’s 
Europe INNOVA Conference had the first 
chance to meet each other or to renew 
acquaintances at the Official Opening 
Ceremony. The delegates were greeted 
on the evening of Wednesday 22 October 
by Jean-Michel Daclin, Vice-President 
of Grand Lyon in the recently renovated 
“Salle de la Corbeille” of the local Chamber 
of Commerce and Industry, the stately 
grandeur of which provided an appropriate 
setting for this event. The Vice-President 
was keen to point out that his “communauté 
urbaine” was also an appropriate location 
for the conference, as it was committed to 
supporting both innovation and clusters. 

grand lyon, one of the hosts of the  
conference, describes itself as the 
european Business crossroads. it has:

1,720,000 residents (in 2005)

GDP of 59 billion euros

Over 130,000 businesses

780,000 jobs

11,800 business start-ups

124,000 students

10,000 researchers

5 competitive clusters 

2 centres of excellence

more than 500 laboratories

1.5 official opening
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The opening plenary session set the scene for the Europe INNOVA Conference. Henry Samuel, the Conference 
Moderator, outlined the three key topics that would be considered during the event, which were a) the role 
of research-driven innovation and knowledge-transfer b) the role of strategic partnerships in strengthening 
industries’ innovation capacity and c) the mechanisms for supporting innovative SMEs and entrepreneurs. 
Insight, inspiration and priorities were provided for each of these topics by the opening speeches. 

The first address was given by gérard collomb who emphasised Lyon’s desire to be recognised as a City 
of Innovation. This desire was well justified, as the city already hosts some 120 thousand students and ten 
thousand scientists and is the central hub for five major industrial clusters. The current financial crisis provided 
an additional reason to promote innovation in Lyon, as new products and services are needed. In future 
however, being at the leading edge of innovation will be ever more vital and challenging for Europe. Research 
is global, but the borderline between developing and developed countries is quickly disappearing. According 
to Senator Collomb, this raises three challenges that need to be tackled by the current innovation policy 
regime: broadening the stakeholder-base for innovation; broadening the conception of innovation from the 
traditional definition and understanding to include societal aspects, sports and services, taking into account 
the evolution that is happening within the clusters and industries; and enlarging the territories of innovation 
in terms of their ability to use networks and alliances. 

In her opening address, Françoise le Bail pointed out that it was the global financial crisis and its many 
consequences that made the Europe INNOVA Conference so topical. She believed that a Europe with a common 
approach was well placed to address the financial crisis. It was important to recognise that innovation was 
not the cause, but part of the solution to the crisis, and recovery would require committed people and fresh 
thinking, not fear.

chapter 2: opening plenary Session

Moderator Mr. Henry Samuel 
Bureau Chief, Daily Telegraph, France

policy
Addresses

Mr. gérard collomb 
Senator-Mayor of Lyon and President of Grand Lyon, France 
Ms. Françoise le Bail
Deputy Director-General, Directorate-General for Enterprise and Industry, Euro-
pean Commission
Mr. luc rousseau
Director-General for Enterprises, Ministry of Economy, Industry and Employ-
ment, France

Keynote Speakers Mr. eric von Hippel
T Wilson Professor of Innovation Management, Massachusetts Institute 
of Technology, Sloan School of Management, USA
Ms. laure reinhart
Deputy Director General, French Agency for Innovation, OSEO, France
Ms. Julianna lisziewicz
President, Genetic Immunity, Hungary

rapporteur Mr. Kimmo Halme
Advansis Oy, Finland 

2.1 policy Addresses
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The Directorate-General for Enterprise and Industry’s primary objective was getting European industry back 
on track. This meant a stronger focus on science, research and innovation. Several new initiatives were already 
being put in place. Firstly, the Small Business Act for Europe that will ease the access of SMEs to finance, cut 
regulation and administration, as well as provide them with better access to the European single market of 
some 500 million consumers. Secondly, the Lead Market Initiative will accelerate the development of six 
high relevance pilot markets with the help of public procurement and regulation. The third new area was the 
Cluster Initiative. Europe needs more world-class clusters and the European Commission has adopted a new 
Communication on this topic. A new call for projects will also be launched under the Competitiveness and 
Innovation Programme to support the high-level cluster policy group and transnational cluster cooperation, 
as well as building on the European Enterprise Network.

These measures are in tune with the general lines of the broad-based innovation policy that the European 
Commission adopted in 2006, which addresses the changing nature of innovation and the societal challenges 
that European countries are facing. These challenges, together with the impact of the global financial crisis, 
imply that Europe has no other choice than to work together and to act quickly.

As luc rousseau emphasised, innovation was a race for companies and regions to turn ideas into new 
products and processes and Europe had to move quickly. Innovation was at the very heart of French policy. 
This included the industrial clusters that were perceived as ecosystems for innovation and more than 70 
such clusters had been identified in France. The policy for small companies was to support people who were 
willing to take a risk and start their own companies. This was facilitated by credit schemes, for example. 
Public attitude towards entrepreneurship was very positive, as two-thirds of all French people were willing to 
consider entrepreneurship as a career.

Other topical innovation-related themes, such as facilitating market liberalisation with effective intellectual 
property rights policies, building cooperation platforms for European high growth sectors and increasing the 
importance of user needs in the overall innovation policy approach were also emphasised by the French, who 
were currently holding the European Presidency. Also, eco-innovation had been highlighted as one of the key 
sectors with high growth prospects and one in which Europe needs to excel in the global competitive market. 
This was both a new technological frontier and, at the same time, a societal necessity.

The message of professor eric von Hippel from the Massachusetts Institute of Technology was that innovation 
policies needed to adapt better to a user-centred innovation paradigm. The traditional manufacturing-centred 
innovation paradigm was rapidly changing to a user-centred and more democratic innovation paradigm. This 
change was considered to be the largest paradigm shift in current industrial history.

Figure 1: Illustration of collaboration paths and the changing role of manufacturers in 
the traditional manufacturing-centred and user-centred innovations

2.2 Keynote speeches
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In the new paradigm, it was the users who collaborated openly amongst themselves and dominated innovation, 
not the manufacturers. Manufacturers often wanted to capture certain markets, whilst users needed solutions 
and have therefore had to innovate. Lead users innovated at a very early stage of the product life-cycle, thus 
paving the way to pioneering markets, as demonstrated by the figure below.

The role of user innovation was crucial, particularly in many demanding fields. According to some studies, 
users generated 22% of all innovations in the field of surgical equipment and up to 38% in some extreme 
sports equipment. In some sectors, users might initiate up to 80% of new instruments, whilst manufacturers 
did not always recognise their importance. Manufacturers tended to concentrate on product development and 
engineering. The underlying point was simple - users benefit from using innovations, while manufacturers 
benefit from selling them. It is because of this reality, that most novel innovations are developed by users.  

Over recent years, the Internet, in particular, has facilitated collaboration between users and, consequently, 
the rapid growth of user-driven innovations. A typical example was the international community of leading 
spine surgeons in SpineConnect, who helped each other to find solutions to demanding surgical challenges.

What should governments do to adapt their policies to the new paradigm? The starting point was to improve 
current measurements and statistics to identify how much, and where, user-centred innovation was taking 
place. Although user innovation was found in every sector, it was often the traditional sectors that experienced 
hidden innovation by users.

Figure 2: The role of lead users in the user-centred innovation paradigm

Figure 3: SpineConnect is an example of a user-centred innovation in the surgical 
community
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Figure 4: Business collaboration approach in the NanoMedicine Cluster

Genetic Immunity was an example of a response 
to significant user needs, as only 5% of people who 
were HIV positive were receiving treatment, and new 
approaches were needed to solve the growing health 
challenge.

In the end, innovations were created through companies, and often small ones, but companies did not start 
unless there was a personal commitment and responsibility. It was the entrepreneur who had to believe in his 
or her own mission and stand behind that ambition. According to Julianna Lisziewicz, what was needed now, 
in Europe, was the creation of an entrepreneurial environment that encouraged people to take risks and start 
companies. Particularly promising opportunities could be seen in areas where a high demand existed for new 
solutions, such as in the field of emerging technologies.

Figure 5: Innovative HIV Nanomedicine by Genetic Community

User innovation can also generate broad spill over effects in the economy when users give away unprotected 
innovation to the markets. The current patent system was tuned to manufacturing innovation and might well 
reward the ‘wrong’ innovators in this respect. Overall, it was important to lower collaboration costs for users 
by, for example, open licence policies, promoting broadband access and cutting down regulation.

The role of partnership and collaboration for innovation in SMEs was highlighted by laure reinhart from 
OSEO, the French Agency for Innovation. Collaborative innovation could become a key advantage for SMEs. 
The challenge was that, traditionally, SMEs are weak in collaborative R&D and building partnerships. There 
were many reasons for this situation. SMEs faced problems in discovering new markets when end-users 
were far away in the value-chain. It was difficult to optimise complementary skills in a small company and 
rigorous R&D was costly and time consuming. Moreover, collaboration was not always part of the mindset 
of an entrepreneur. However, collaborative innovation models should be encouraged, as they were likely to 
bring benefits to SMEs. They could open up access to bigger projects, bring gains in performance and shorten 
time-to-market as well as facilitate technology transfer. Overall, collaborative innovation enabled SMEs to 
grow faster. Because of this, OSEO wanted to act as a driver in collaborative innovation by sharing the risks of 
small companies, providing guarantees and equity as well as funding ventures, in addition to other financing 
mechanisms.
 
The entrepreneurial view of the global innovation 
challenge was defined by Julianna lisziewicz as 
‘a pessimist sees a challenge in every opportunity, 
while an entrepreneur sees an opportunity in 
every challenge’. She is the President of Genetic 
Immunity, an immune therapeutic nanomedicine 
company based in Hungary. Her company provided 
an example of how a small company could operate 
in a demanding high-tech field like nanomedicine by 
the smart use of external expertise.
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2.3 roundtable discussion: From innovation to growth

Mr. eric von Hippel, T Wilson Professor of Innovation Management, Massachusetts Institute of Technology, Sloan 
School of Management, USA.
Mr. Jean-claude prager, Director, French Public Agency for Technological Intelligence (ADIT), France
Ms. Karin Bryskhe, CEO, Colloidal Resource, Sweden
Mr. Jean noël Durvy, Director Innovation Policy, Directorate-General for Enterprise and Industry, European 
Commission

Moderator: Mr. Henry Samuel, Bureau Chief, Daily Telegraph, France

An active roundtable discussion was held at the end of the opening plenary session which drew on the points 
made by the keynote speakers, as well as incorporating three new perspectives from Jean-Claude Prager, 
Karin Bryskhe and Jean Noël Durvy. 

According to Jean-claude prager, the financial crisis was likely to have a negative impact on companies in 
the short-term because of lack of cash flow and less expenditure and investment. However, in the long-term, 
the crisis might result in renewal. To pave the way out of the crisis, scattered public measures needed to be 
refocused and promoted. Jean noël Durvy believed that the real economy had been healthy before the crisis 
and it was not easy to forecast its impact. Recovery would require trust and commitment-building. 

eric von Hippel felt that the shift into open innovation was taking place regardless of current policy regimes, 
but at the very least, public policies should be neutral to the change. Policies were mainly focused on funding 
innovation, rather than on opening up the system to new issues and concepts. SMEs, in particular, needed to 
go for open innovation and access to human capital. To this end, policies could only encourage open innovation 
and provide the necessary support services. Within the open innovation approach, there were also some 
dangers or concerns with regard to the protection of intellectual property rights (IPR). The IPR system existed 
but it needed to be more open. Open innovation also required new business models.

In view of Karin Bryskhe, the innovation policy instruments were currently too scattered for the global 
innovation context. Advice should also be sought from experienced business mentors, who were well aware 
of the specific company challenges, rather than from generalists. The Commission will be publishing a 
consultation and a study on this topic, and interesting contributions are to be expected.

In an ideal market economy, public intervention should not be necessary, but this unfortunately is not the 
reality. There are obvious market failures, which require public action. In public private partnerships, it was 
important that the market logic was not infected and the quality of market intervention was essential and 
could, in fact, be a root of competitiveness. A new, entrepreneurial mindset was also needed as was a milieu 
which encouraged innovation within universities and more broadly within society as a whole. Eric Von Hippel 
indicated that approximately 20% of all the professors in Massachusetts Institute of Technology had started 
their own companies. 

The choice of lead markets was extremely important in many aspects, not least in getting the right stakeholders 
committed. European lead markets will need considerable investments. In cleantech, according to Jean-Claude 
Prager, European public investments represented only one-fifth of US investments. The concluding remarks 
emphasised that innovation was essential for European competitiveness both in the short term and in the 
longer term. At the same time, emerging countries were investing heavily in innovation and would use all the 
modern policies that were available. So far European innovation policies had been fruitful, but there is still 
much to be done if Europe is to remain a global leader.

19



2.4 StAnD inn - innovating a design revolution

At the end of the opening plenary session, the Europe INNOVA standards network Stand-Inn demonstrated 
how the open standards approach could be used to make a radical change in the operation of the construction 
industry. The construction industry has a major impact on the economy and on society, as it accounted for 
around one third of any country’s GDP and around 40% of all emissions and material consumption. However, 
the construction design processes suffered from fragmentation and inefficiency, as, on average, the same 
information was accessed seven times during the construction process.

What the network STAND-INN offered was a concurrent and collaborative platform for construction design 
that allowed a reduction in the time of the design process from an average of two months to just 48 hours. At 
the same time, the new process improved the quality of decision-making by providing alternative options for 
energy and material consumption. The rapid analysis, comparisons and design of a 54 story building in Lyon 
was shown as an online example. 

Mr. chris groome, STAND-INN Co-ordinator, SINTEF, Norway
Mr. lars christensen, Co-CEO, building SMART International, Norway
Mr. Jeffrey Wix, Visiting Professor for Interoperability, Salford University, United Kingdom

2.5 official Dinner

For an hour or two the more serious conferences issues were left aside, at the Official Dinner held in the graceful 
splendour of the “salons” of the “Hôtel de Ville de Lyon.” It was necessary to use a number of different rooms 
on the first floor of the town hall, all linked by video, because the “Salon d’Honneur” simply wasn’t big enough 
to accommodate all of the delegates. However, the dinner offered a superb menu of regional specialities and 
a wonderful opportunity to socialise and network and it also provided the stage for the presentation of the 
Europe INNOVA awards. 

Guests were welcomed to the dinner by Karine Dognin-Sauze, Vice President of Grand Lyon and, in addition, 
she presented this year’s Best Network Award to Stand-inn - a network which had used new manufacturing 
processes based on the IFC standards to create new and more cost-efficient business processes in the 
construction sector. Agnès Arcier, from the French Presidency, handed over the Cluster Manager Award to 
christoph Beer, who is the cluster manager of tcbe.ch – ICT Cluster Bern, Switzerland. Over the past year, 
Christophe has energised the existing members and has also successfully recruited a number of new members. 
The Best Innovation Tool Award was made, on behalf of the European Commission, by Françoise le Bail. 
It went to iMp3rove Assessment tool, which offers enterprises the opportunity to benchmark themselves 
against competitors in the same sector across different countries. Françoise explained that “through these 
awards, the Commission wants to support the nominees in their fight for innovation and to point others in the 
direction of the best practices that they are benchmarking.”
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The Chairperson, Marja toivonen, presented the structure of the session and introduced the speakers. 

tiina tanninen-Ahonen outlined new Finnish efforts to develop effective innovation policies for services.  
The presentation was divided into two main parts: 
• The strategies and activities developed and pursued in Finland to promote services innovation; and 
• The needs and challenges arising in this area based on experiences in transnational cooperation over a 
period of 8 years.
Tekes mission is to boost “the development of Finnish industry and the service sector by technological means 
and through innovation. This will renew the economy and increase added-value, productivity and exports, 
thereby creating employment and enhancing well-being.” The service sector was not there from the beginning, 
which reflects the change in attitudes. In 2006, Tekes launched a programme for developing leading edge, 
service innovations by promoting and 
financing the creation of innovative service 
concepts. This entailed changes in the 
instruments to be able to serve service 
companies and also changes in the rules 
for state aid. Since 2008, Tekes has chosen 
a new approach towards services and now 
service business and service innovation are 
considered to be horizontal issues which 
are relevant to all industries. The role of 
customers has been strengthened, as the 
focus of innovation activities and building 
products around services is seen as a viable 
strategy to integrate formerly separated 
areas (please see Figure 1).

chapter 3: parallel Sessions

chairperson Ms. Marja toivonen  
Research Director, Helsinki University of Technology, Innovation Management 
Institute, Finland

Speakers Ms. tiina tanninen-Ahonen 
Director, Service Innovation, Tekes, Finland & Chairperson of expert group of 
IPPS INNO-Net
Mr. William Stevens 
Managing Director & Founder, Europe Unlimited, Belgium & KISPLATFORM
Ms. Marta turk 
President of the Slovenian Association of Women Entrepreneurs, Member of 
FCEM President of the Ljubljana CCI Regional Chamber of Commerce, Slovenia 

experts Mr. Wim van der linden
CEO and Owner of Arko b.v., The Netherlands
Mr. patrick gardner
Owner of start-up company Virtual-Mirrors Ltd., United Kingdom

rapporteur Mr. Hannes leo
LEOON, Austria  

3.1 Session 1: enabling faster innovation: Knowledge-intensive services

Figure 1: New Finnish approach to service business and service innovation
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In the recently-published national innovation strategy, most strategic choices are horizontal in nature. 
The main strategy lines are orientated towards global innovation activities, demand and user orientation, 
innovative individuals and communities’ systemic approach. The new national level services innovation policy 
requires a number of actions by the innovation agency. An issue of pre-eminent importance is interaction and 
experience sharing between policy makers and people working at operational level. 

Despite all the recent advances, the service innovation topics are beset with uncertainty in many aspects. 
Thus, transnational collaboration could be instrumental in creating a mind-set change that would recognise 
services as a powerful economic force, in establishing a common language in understanding the area of 
service innovation, in exchanging ideas, information and best practices between Member States and regions, 
in accelerating the learning process and encouraging the development of the necessary policies and measures. 
Last but not least, Tiina Tanninen-Ahonen stressed the need for support from the European Union. The EU can 
help in completing the internal market for services, in promoting services innovation through its Framework 
Programmes and in supporting national service innovation policy development. 

William Stevens presented the Knowledge Intensive Services Innovation Platform (KIS-IP) of the Europe 
INNOVA project family which aims to bring together specialised public and private partnerships at sectoral 
level to pilot new tailored business support solutions for innovative service companies and thus, to facilitate 
better policies for service innovation promotion. KIS-IP is also a horizontal support action that provides a 
learning platform for companies and acts as a “door opener” to valuable information and partners and this 
helps companies to grow faster.

William Stevens is an entrepreneur who helps companies to get in touch with venture capitalists, and who 
believes that services have been insufficiently recognised by policy makers. He surveyed the 500 fastest 
growing companies in Europe in the mid nineties. Most surprisingly, even these very successful companies, 
which on average created 500 jobs over 5 years based on their working service models and high export 
orientations, did not receive any venture capital. Thus, helping service companies to become more successful 
can be a very powerful economic policy. 

In recent years policy makers have become increasingly aware of the growing importance of innovation in 
services. Especially high growth service-based SMEs received attention from policy makers, as they provide 
high returns, growth and welfare. 

Service sector innovation varies considerably by sector and firm size. Embodied knowledge and human capital 
are crucial for innovation, as is the ability to tap into outside knowledge from customers, for example. Last 
but not least, leadership from directors and the board is important in ensuring that the companies develop a 
business model that creates value for the customer. 

William Stevens presented a long but not taxing list of policy measures. It included the development of an 
ICT related business environment, relationships with customers, supporting software, human resources 
development, clustering and networking, investment in R&D and standardisation and intellectual property 
rights. 

KIS-IP will collect ideas, bring together interested public and private partners who want to collaborate in 
developing new forms of support for innovation and provide tools to assess how the innovation process works 
in services. The project will also design and test new service packages and act as a catalyst by facilitating new 
forms of service delivery, which will be specifically tailored to the strong market orientation of services.
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Within KIS-IP, there are the three sectoral projects of ICT, renewable energy and satellite downstream activities. 
The partnerships will design, test and validate improved support mechanisms to benefit KIS start-ups. 
A horizontal learning platform (KIS-PLATFORM) will be helpful in this respect, as it will: 
• Set up a European repository of knowledge and good practices on technological and organisational business 
 model innovations in services; 
• Develop a guide to the facilitation of organisational innovation in services;
• Establish a KIS 100 Club which is a group of young innovative service companies with high growth
 potential. 

Marta turk opened her presentation by pointing out that measures to support women’s entrepreneurship 
and service innovation are very important. As women entrepreneurs are more active in services these two 
topics are interlinked. In both areas the EU had a very positive impact on developments in Slovenia.  She then 
presented anecdotal evidence for a practical approach to the creation of new service innovation based on her 
experiences of travelling from Bratislava to Vienna on her way to the conference. Her driver did not know the 
address of Vienna airport so the GPS system could not be programmed. She concluded that the creation of a 
service offering geographical information and advice might be a challenge well worth tackling. A combination 
of analytical thinking and the ability to synthesise and evaluate an idea could form the basis for starting a 
business. Finding people who believe in the innovation and active networking are also required and, of course, 
technical knowledge is important.

As an entrepreneur, Marta felt that services were not considered to be an important area. The EU is a noteworthy 
exception and is more active than other institutions which have a formal responsibility for this area.

The network Marta is running includes practitioners, policy-makers, business support institutions and regional 
high-growth businesses. The topics addressed ranged from the school system, awards and exchanges of good 
practices to international partnerships with the intention of fostering a culture of innovation. However, the 
effort to promote entrepreneurship has to begin in kindergarten.

She believed that a successful service innovator has to establish a team of committed people with their minds 
set on turning problems into challenges and on satisfying customers. This also entails defining the market and 
the product, generating compelling reasons to buy the product and thus establishing a competitive advantage. 
It is of great importance that the team in the service company must also live this approach and be motivated 
and rewarded accordingly on an individual basis.

A way of helping service innovators would be a good supporting network which helps by providing market 
assessment, strategy consultation, revenue generation services and office services such as virtual local 
offices.

roundtable discussion

Wim van der linden and patrick gardner were also invited to present their views during these discussions. 
Wim was responsible for developing customer related services for 20 year before starting his own company 
called Arko b.v.. During his work with local support institutions, he noticed that small companies are not very 
likely to know how to become big companies and thus, he is interested in knowledge intensive services which 
help companies to grow.

Patrick highlighted the issue of finding an appropriate definition for services. His preferred definition was “a 
service is sold to a specific, pre-identified customer and a product is not.” Here the role of innovation can be 
the transformation of mass products into individual products and this is exactly what he is doing in his own 
start-up called Virtual-Mirrors Ltd. Patrick believes that an important issue in the promotion of innovation in 
services is taxation, as this can help or hinder service companies in financing innovation.  
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He applauded the initiative of President Sarkozy in making investments in innovative new companies exempt 
from wealth tax. A similar mechanism also exists in the UK.

The Chairperson then raised the question of how traditional instruments help service innovators and the 
ensuing discussion came up with the following issues: 
• The service component of products is greatly underestimated. The existing recognition of the importance of 
 these dimensions by the Commission must be emphasised;
• Governments traditionally support technological development while there are no best practice models
 available for non-technological innovations;
• Tools that support the development of strategic innovations and which help firms to grow can be very
 efficient;
• Supporting networks should help micro-enterprises, which constitute 95% of the enterprise population, to
 grow. The promotion of success stories and awards are important in this respect;
• Bringing innovators and customers together may also be an important issue. This was demonstrated with
 reference to a Danish initiative which formed user groups of innovators and customers.

Mette Quinn from the Commission responded to the question from the audience about the main funding 
rationale for service innovation by stating that market failure arguments are always scrutinised by the 
Commission before it takes action. She also used the opportunity to announce the forthcoming call for projects 
to support the KIS initiative.

Marja Toivonen concluded by outlining the three main issues that had emerged from the presentations and 
the subsequent discussion which were: 
• Services and service innovation are no longer separated from traditional product innovation but form a
 kind of conglomerate. The overall product concept that is the total packaging and promotion of a product, is 
 becoming more important; 
• The support structures for innovation in services have yet to be fully developed;
• Innovation in services is primarily about ideas and concepts.
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chairperson Mr. Antoni Subirà   
Professor of Financial Management, IESE Business School, Spain

Speakers Ms. christiane egger  
Deputy Manager O.Ö.  Energiesparverband, Manager Oekoenergie-Cluster, 
Austria & CENCE network
Mr. gianluca carenzo 
Executive Director, Parco Tecnologico Padano, Italy & Cluster Manager ABC 
Network 
Ms. Mara tumiati 
Project Manager, INNOV-Hub Milan, Chamber of Commerce, Italy & NetBioCluE 
Network, 
Ms. leena Zittling 
CEO, Leena Zittling, Prodemic Consulting Group Oy Ltd., Finland & President 
European ProClusters Association EPROCA

experts Mr. Wolfgang Blank
Managing Director, BioCon Valley® GmbH; Germany & Vice Chairman 
of ScanBalt, 
Mr. Dusan Busen 
Managing Director of Business Association ACS, Slovenia & Automotive 
Cluster of Slovenia

rapporteurs Mr. christoph gelzer 
i.con. innovation GmbH, Germany
Ms. Hanna Koskela
Advansis Oy, Finland  

3.2 Session 2: cluster cooperation: thinking out of the box

The Chairperson, Antoni Subirà, opened the session by providing the audience with a short overview of 
recent cluster politics and cluster initiatives throughout Europe.

After these opening words christiane egger reflected on ‘Good practices and tools for Cluster cooperation 
and financial management.’ She came from the network of renewable energy & energy efficiency companies in 
Upper Austria (which is a partner of the Europe INNOVA Cluster network CENCE) and explained this cluster’s 
environment. She also highlighted the need for cluster cooperation in creating functioning working structures 
and building trust and confidence and she outlined the resulting economic advantages and opportunities to 
finance cluster structures and activities. 

Following her statement, it became clear that the efforts required “to get a cluster up and running properly” 
are often underestimated. The main barrier for companies is the permanent lack of time available to 
participate in cluster activities. A further barrier is geographical. In order to implement and maintain good 
cluster management practices, participating companies should not be located more than 100km away from the 
cluster managing institution. The main motives for becoming a cluster member are access to information, joint 
R&D activities and public and private funding/financing. Also the “lobby function” and the fostering of general 
awareness about the sector should not be underestimated. Despite the challenges in cluster cooperation, the 
clusters have brought a number of advantages to their participants. The clusters have helped SMEs grow in 
terms of turnover and personnel. Furthermore, lots of investments have been made and new cooperation 
tools have been developed.
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In his presentation gianluca carenzo, pointed out the ‘challenge of cross sectoral cluster management’ by 
emphasising serious global changes such as the rise in food prices and the water shortage that the world 
faces.  Clusters can help their members to prepare for, and react to, these major changes. In his opinion, cluster 
cooperation must be strengthened between the industrial, the agrifood and the healthcare sectors to better 
respond to future social problems. Reflecting on the practical experience accumulated by the Europe INNOVA 
Cluster ABC-Network, Gianluca presented 20 policy recommendations in six main categories entitled ‘Legal 
issues’, ‘Services to stakeholders’, ‘Financial issues’, ‘Generalist’, ‘Cluster management’ and ‘Transclustering’. 
In closing his presentation, he emphasised the multiple roles of a successful cluster manager, who should have 
a strategic vision, individual relationships with the partners and the ability to produce tangible results, for 
example, in terms of business opportunities. 

The third presentation in the session was made by Mara tumiati, who explained that one of the highlights 
of the Europe INNOVA Cluster network NetBioCluE was a quantitative analysis of 16 European biotech 
clusters. The result of the analysis was the identification of over 60 good practices for cluster development, 
categorised into 4 main groups of supporting science, supporting infrastructures, supporting companies and 
supporting bioclusters.  The good practices for cluster 
development are illustrated in the adjoining figure. Mara 
went on to outline the main results of the NetBioCluE 
study in which different kinds of parameters for policy 
actions were analysed and applied to the clusters. It 
was discovered that there are four main areas around 
which policy recommendations have been developed: 
people; flexible boundaries; convergence; and rapid 
response. The importance of these four areas depends 
on the stage of the cluster development i.e. emergence, 
growing or mature. She ended her contribution with 
a brief perspective on the exit strategy and future 
cooperative activities of the NetBioCluE cluster 
network. 

In the final presentation, leena Zittling emphasised the challenges that future clusters face in Finland and the 
crucial role of intellectual capital in cluster policies. Intellectual capital, which consists of knowledge capital, 
social capital and emotional capital, is necessary for 
all cluster practitioners and she described the main 
attributes and qualifications that are needed to run a 
cluster successfully. Leena also presented EPROCA, the 
European ProClusters Association, which aims to foster 
and enhance the New European Executive Cluster 
Culture and to have a positive influence on values 
surrounding societal changes, entrepreneurship and 
intellectual capital. She outlined the values of EPROCA 
which are represented in this acronym where E stands 
for encouraging ethics, P is for promoting prosperity, R 
for respecting relations, O for opening opportunities, C 
for cultivating culture and A appreciating authenticity.

Figure 1: Good practices for cluster development

Figure 2: Culture of wisdom
Source: Ghosal and Gratton, London Business School, 2003 

and prof. Kirsi-Marja Blomqvist, LUT

23rd  October, 2008                                                          European ProClusters Association                                        Leena Zittling, President   
– EPROCA –

Lyon, France                                                    European Growth Promoter   -3-

PART II
Solution II: Increase the awareness level of Intellectual capital

enable the world for wise executives

Intellectual Capital =
(culture of wisdom)

Knowledge capital
+

Social capital
+

Emotional capital

Source: Ghosal and Gratton, London Business School, 2003 and prof. Kirsi-Marja Blomqvist, LUT
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roundtable discussion

The Chairperson then used the EPROCA approach to open the roundtable discussion, stating that it was 
impossible for cluster managers to display all of these attributes at the same time. In addition, to prepare the 
panel and the audience for an open and lively discussion, he made some provocative statements and claimed 
that clusters cannot be initiated by agencies or governments but have to evolve by themselves, as if this was 
not the case they would remain dependent on subsidies like “drug addicts on heroin.” Antoni Subirá also 
pointed out that the open cluster approach to sharing best practises and good tools conflicted with the idea 
of regions and sector specific clusters which compete with each other.

The Chairperson asked the roundtable participants if political interventions could be damaging to clusters. 
Wolfgang Blank from BioCon Valley® GmbH, in Germany, reminded the audience that, by and large, political 
interventions were both welcome and necessary in the field of clusters. Any problems that might be posed by 
such interventions could result from the expectations that different actors such as scientists, entrepreneurs 
and politicians, had for the future.  Mr. Blank suggested that a long-term vision was necessary and he also 
encouraged clusters to exchange their experiences with the other types of actors that he had mentioned.

The panel was able to convince the Chairperson of the economic benefits of their efforts by providing various 
examples. In Christiane Egger’s Austrian cluster, the cluster management brought together three biomass 
boiler companies which, through their joint efforts, have become global market leaders. Dusan Busen from 
Slovenia, a former cluster manager of the year, stated that his cluster’s idea of close company cooperation 
had been imported from Italy by Slovenia, and was now demonstrating many positive results in terms of the 
development of both Slovenian companies and the national economy.

The Chairperson pointed out that his provocative opening did not represent his real opinion and answered 
questions from the audience concerning the return of investment (ROI) of clusters. He believed that constant 
focus on maximum ROI can cause severe problems and he emphasised the sustainable contribution of clusters 
to local economies.

All the presentations in the session had demonstrated the benefits of the clusters, as they are the drivers of 
innovation and competitiveness in today’s knowledge society and are networks that comprise private firms, 
knowledge-based institutions and intermediaries. Clusters are often the backbone of economic development 
and one major reason for this is that they compete with each other. It is also important to remember that 
there have always been clusters, even though that might not have been what they were called and clusters are 
not simply the result of government policies or activities. Political action might be needed now and again but 
the main need is to strengthen cooperation between cluster organisations and to reinforce the critical role of 
cluster managers in cluster development.
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3.3 Session 3: innovative entrepreneurship: Developing champions

The Chairperson, Annie geay, laid out the session’s objectives as defining the conditions that will result 
in successful and innovative high growing companies. The speakers covered different key factors required 
for the emergence of these “gazelles,” a term that had 
been coined to describe such fast growing companies.

Jenny tooth demonstrated the well-known “ladder 
of finance” that is shown in Figure 1. Very often, firms 
that exhibit high growth potential start with small 
financial resources such as family and friends, proof 
of concept grants and the like, as the result of some 
interesting R&D. Later on, they go through the different 
phases shown in the figure or, at least, some of them. 
According to this evolutionary path, at some point in 
time, they look for venture capital and the key issue is 
what makes them interesting in terms of investment.

Figure 1: The ladder of finance
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Investors usually pay attention to several key issues, like the motivation and commitment of the founders to 
high growth, managerial skills, market opportunity, intellectual property strategy and the potential value for 
investors. To fully exploit their high growth potential, 
companies have to understand their ecosystem, shown 
in figure 2. This does not mean that they become 
obsessed with all the elements but rather that they 
have to set priorities. For example, talented people are 
very important but, if not available internally, some 
skills can be obtained on the market. Mentoring can 
be also very important for start-ups, especially having 
the opportunity to use people who have been there 
already and have finally made it.

Beyond grants, the largest source of financing that 
is available to business is investment by business 
angels (BAs). Although many people believe that firms 
normally get venture capital (VC), in reality only a small number of firms get VC investment at the early 
stage in their business growth. In fact, BAs are really the key source of finance for early stage innovating 
entrepreneurs in Europe. BAs not only bring investment but also core business building expertise, experience 
and contacts, that is to say, mentor capital.

Early stage investment has been fostered by some governments in Europe through fiscal incentives. In the 
current financial crisis, an increase in competition is expected amongst start-ups to attract the resources 
of BAs and VCs and, to make matters worse, the latter will become more risk averse. As a result, investors 
are expected to pay less for deals. However, the past dot com crisis was no obstacle to the success of some 
companies, such as Google and Skype.

nadia Kamal started her contribution by saying that French public incubators are aimed at assisting start-
up projects and creating viable businesses. This means carrying out general tasks such as raising awareness 
about innovation and entrepreneurship, and also other more specific ones, such as project selection, coaching, 
assistance with management, recruitment and team building. There is no standard recipe to become a high 
growth company, although some general qualities are usually to be found in most successful cases and these 
include a clear vision, an ability to delegate in weak areas, a positive attitude and an effective network.

In the case of CREALYS, the Rhône-Alpes West Incubator, 180 projects have been selected for full incubation, 
with 103 firms already created, one of them being NORAKER, which is managed by rachid Zenati. Rachid 
explained he created NORAKER, in July 2005, after an incubation period at CREALYS during 2004. This young 
innovative company has been certified under ISO 13845. It is hosted by NOVACITE and supported by OSEO, 
the Rhône-Alpes region and the Chamber of Commerce of Lyon. NORAKER designs, develops, manufactures 
and sells synthetic and reabsorbable, implantable medical devices designed for bone replacement and for 
orthopaedics and osteosynthesis. For some time, the company outsourced its production but now it also 
manufactures and, as a result, it has set up a sales force.

Figure 2: Eco System for High Growth Companies
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The company works with French, Belgian and Luxembourg surgeons and specialises in four technologies: 
synthetic bone substitute; composite implants; foam to fill bone defects; and gels and cements. These 
technologies are duly protected and patented worldwide. In the past, the firm cooperated with other industrial 
partners, but there was a dispute over intellectual property rights. Currently, the firm patents its inventions, 
although it is expensive to do so. However, investors seem to find it interesting that NORAKER has this portfolio 
of patents. The firm employs PhDs and engineers and has strong partnerships with many institutions, such as 
universities, research centres, institutional branches and other industries.

eva Diedrichs began by stating that innovation plays a key role in achieving sustainable success, as it 
distinguishes between leaders and followers. Those firms that are ahead of the pack can define markets, and 
as already mentioned, demand is what creates markets. She believed that “if you can identify demands, you 
can create markets. Innovation is what puts you in that leading position and innovation management is what 
keeps you there.”

According to Eva Diedrichs, firms that exhibit sustainable success really do have an innovation strategy and 
they are organised and prepared to apply this strategy. For example, in the case of adopting open-innovation, 
the organisation needs an interface with the external world and external partners. Otherwise, it is not possible 
to leverage all the potential from users. These champions have a comprehensive and seamless innovation life-
cycle process in which clear responsibilities and lean processes are in place. 

However, a study carried out in the IMP3rove project shows that fewer companies - in some sectors less than 
50% - have fixed on a clear process for their development projects and some SMEs are in a blind flight. When 
asked which products, projects and/or business models will be making profits in three years’ time, some firms 
have no answer. In these cases, the advisor has to help the SMEs to really consider the longer-term perspective 
and think of possible scenarios that might arise in the future, and how the SMEs see themselves at that point. 
Advisors also have to help them expand their contacts so that they can establish a partnership network. The 
same IMP3rove project shows that the capabilities of the Web 2.0 should not be underestimated, as many 
customers are willing to help their favourite companies to improve their products or services by spending 
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Data in Figure 3 is taken from a survey carried out 
by the IMP3rove project, is sobering; some firms do 
not expect any growth in their profits in the coming 
years and some of them are forecasting a reduction 
in their benefits.

Figure 3: Profits are the fuel for future innovations
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some time in front of the computer. There is an enormous potential hidden in these figures for firms that are 
able to select, screen and, what is more, combine these ideas to come up with a new product or service. SMEs 
are the key factor in times of crisis.

riccardo Brancaleon leads Promoscience which is a micro enterprise, spun out of the International School 
for Advanced Studies, in Trieste. The firm develops tools to manage research projects and it went onto the 
market in 2004 and now employs five people. Since 2006, it has been commercialising two products aimed at 
content and knowledge management to support scientific communication.

Promoscience decided to use IMP3prove tools to assess its situation. The tools showed that the enterprise 
had a good innovation strategy and, mainly thanks to its external partnership with Italian research centres 
and universities, it was able to develop new ideas and had a vision of what it would do in the coming years. 
The firm’s weak points lie in some management areas and the lack of human resources was identified as a key 
weakness because it prevented the firm from implementing new ideas quickly. In addition, the firm has limited 
international resources, as its network is mainly Italian and the company needs to find new international 
opportunities. The recommendation given by the IMP3prove expert was to use EU programmes to become 
more international. By participating in some European Mobility fellowships as well as in important research 
networks, it would be possible to cooperate with new universities and to introduce new staff to produce and 
develop new features.

Jeremy carmichael presented Astex Therapeutics, a small molecule drug discovery and development 
company, located in Cambridge (UK), which was also in one of the leading biotech clusters in Europe. The firm 
is eight years old and it was set up with a venture capital of 70 million pounds sterling. Astex has developed a 
new technology to develop small molecule drugs. The firm is a science-based business that employs 85 people, 
many of whom have PhDs. It yields one novel clinical trial every year, which is a very high throughput. The 
company has a combined business model and uses the technology for some targets in which other firms are 
interested, but Astex has also built an internal pipeline to produce its own results. It has not used EC funding 
as it seems too bureaucratic, although it does not have problems in reaching agreements with some other 
companies. In the biotech sector, for example, the American National Institute of Health helps by funding 
clinical trials, in what seems to be a useful way to help this specific sector.

Annie Geay asked the speakers about the convenience of simplifying the wide range of funding mechanisms, 
which are perhaps too complex for SMEs. Jenny Tooth was against the one-stop shop because each SME 
exists in its own quite specialised ecosystem. In fact, as was mentioned before, there is a current tendency in 
the investment community towards more specialisation. As for the current FP7, Jeremy Carmichael said it was 
very constrained and does not seem to fit with SMEs’ needs. Projects have to involve SMEs and companies 
from all over the place, and are aimed at pre-competitive research. But SMEs and start-ups do not undertake 
pre-competitive research, as every day is about earning money for the business and they cannot afford the 
luxury of such research.

Another issue raised by the Chairperson was how to make companies more professional in the incubation 
phase so that they become more attractive to prospective investors. According to Nadia Kamal, in France, 
incubators currently help start-ups in several ways. Firstly, incubators try to complete project leaders’ profiles, 
which are usually technically or scientifically oriented, with some managerial skills so that they can become 
the company’s CEO. The CEO’s knowledge of the market is crucial. Very often, the people who have ideas 
about projects are scientists, not managers, and investors want to find someone who also has a business 
vision of the market, not just a scientific one. Rachid Zenati complemented this, by saying that researchers 
are not necessarily good managers but, in some cases, it is simply that they have not been trained for 

roundtable discussion
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entrepreneurship. Secondly, incubators also help start-ups to apply for and register patents as investors and 
look carefully at everything related to patents and intellectual property rights (IPRs), particularly patents that 
come from the public research system. However, Jenny Tooth noted that simply adding managerial skills to a 
start-up is not enough, as it is also necessary to exhibit a strong commitment to the project, a value that must 
be retained.
The final topic raised for comments was that of successfully exploiting the interactions between the different 
agents in the innovation ecosystem. Nadia Kamal explained that CREALYS had tested this approach through 
programmes aimed at exchanging good practices amongst firms, and it has not always been successful as some 
mentors belong to other sectors or to different kinds of firms and their examples are not strictly applicable. 
However, listening to testimonies from other entrepreneurs showed that in other cases this approach seems 
to have been far more useful. Jenny Tooth added that experience shows that the ability of a small company to 
access the sales of key accounts is a major growth factor. The relationship between small firms and big ones 
enables small companies to increase their sales quite rapidly. Currently in the UK, there are very interesting 
examples of corporates that are taking on the role of mentoring SMEs and start-ups. Jeremy Carmichael 
explained that in some cases, these advisors are already on the firm’s management board, scientific advisory 
board or clinical advisory board.

Another external source of innovation, mentioned by Eva Diedrichs, lies in the relationship between customers 
and suppliers. More frequently, large enterprises are encouraging innovation at different points in their supply 
chain. According to Rachid Zenati, the opportunity for SMEs to innovate through their relationship with final 
users is somewhat slim, as these firms usually work with their direct customers, rather than with the final 
users.

The experts concluded that, even during the current economic crisis, SMEs that grow carefully, maintain their 
ambitions and demonstrate clearly managed and business-oriented innovations will still attract the outside 
assistance and financial support, which they need to become business champions in the future.
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The Chairperson, Klaus rennings, opened the session by reminding everyone that lead markets are defined as 
new or emerging markets characterised by a wide adoption of state-of-the-art technologies and the introduction 
of globally leading innovations. The Lead Market Initiative (LMI) for Europe, launched by the European Commission 
in December 2007, aims to accelerate the emergence of lead markets with high economic and societal value. 
Six markets have been identified so far: eHealth; protective textiles; sustainable construction; recycling;  
bio-based products; and renewable energies. The LMI consists of coordinated priority actions in each market 
area. The actions deploy a core set of policy instruments in legislation, public procurement, standardisation, 
labelling and certification and other complementary instruments such as training, communication and financial 
support. The parallel session looked at success stories about accelerating the emergence of lead markets in 
three areas. 

claudia Hildebrand explained that the estimated size of the European eHealth market is €20 billion. Medical 
technologies have a high potential for innovation as, for example, 11.6% of all patents submitted to the European 
Patent Office in 2006 were for medical technology products. Europe is currently leading on many fronts, 
including personalised health systems, ICT for healthcare, telemedicine systems, service applications, medical 
equipment and open software, and according to Claudia, with a little push, there would be huge potential for 
even greater advances in the sector. 
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3.4 Session 4: lead markets: turning european champions into global 
 businesses
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Camille went on to list some of the current 
approaches used for EU market development, such 
as visibility campaigns, including the EcoLabel, 
temporary monetary incentives or the use of 
voluntary or mandatory targets. These, however, 
vary from country to country, and make the 
market fragmented. Similarly, the European policy 
framework is not yet adequately aligned and is 
actually creating barriers to the market entry of 
some bio-based products. She suggested that, as a 
first step, the LMI should analyse the whole policy 
framework affecting bio-based products and strive 
to establish coherent regulations. Secondly, there 
is a need to provide market incentives to stimulate 
the commercialisation of bio-based products and 

to educate the public procurers about the benefits of “green” products. In terms of standards and labelling, 
a sectoral analysis is required to see if new standards are needed or if the existing ones are still appropriate. 
If bio-based products actually prove to be significantly better than their traditional substitutes, an effective 
awareness raising campaign should be developed to engage all stakeholders and create trust between them. 
Finally, SMEs should be supported by the reduction of the cost of intellectual property protection, by attracting 
new public and private investors and by facilitating the access to funding by developing an investment model 
that sits between loans and pure private equity. 

Europe INNOVA – 23 October 2008

Technical barriers

• Oil price dependency
• R&D intensive
• Prohibitive investments for SMEs

Non-technical barriers

• Lack of awareness
• Lack of skilled work force (in particular in 

user sectors)
• Unclear perception of costs/benefits

Non-technical drivers & opportunities

• Combined economic and environmental 
benefits

• Compliance with environmental legislation
• Social acceptance
• Supportive regulatory framework
• Europe has world’s largest chemical 

industry - infrastructure and knowledge 
base, and a solid development and 
production of bio-specialities (food 
ingredients, pharmaceuticals and fine 
chemicals)

Technical drivers & opportunities

• Potentially abundant biomass availability 
(but fuel/food discussion)

• The recent expansion of the EU provides 
a large increase in agricultural biomass 
available as industrial raw material

• Europe is strong in industrial biotechnology 
and has a strong R&D and technology base

Drivers and barriers for 
biobased products in Europe

Figure 2: Drivers & Barriers for biobased products in Europe

She indicated that although offering many 
possible solutions to the challenges of organising 
the healthcare in an ageing Europe, there are 
still some specific issues to solve in the area of 
identity and privacy management before eHealth 
applications can be fully operational on a large 
scale. Standardisation is considered as one of the 
main tools to reduce market fragmentation and 
lack of interoperability. Claudia stated that over 
80% of medical device companies are SMEs, and 
there seems to be a clear need amongst companies 
to have more information on standardisation and 
sector specific regulations, as well as easier access 

to existing standards. To this end, the BioHealth network under the Europe INNOVA initiative has developed 
a specific standards repository tool.  The eHealth market is quite fragmented and the needs and interests of 
stakeholders vary in different countries. Healthcare is also a sensitive area, where trust is a key issue.  Claudia 
stressed the importance of creating awareness about standardisation, informing stakeholders about security 
related standards and building interaction between the stakeholders and standardisation bodies.

camille Burel indicated that when speaking of bio-based products, the whole value chain from early-stage 
production to processing and end-products has to be considered, as innovations can be introduced in each 
phase. Although in most sectors such as the chemical industry, bioplastics and biofuels, bio-based products 
currently form only a small part of the total production, there is a strong growth potential in the market. This 
is due to the fact that Europe has the largest chemical and enzymes production industry in the world and has 
also the key users of these technologies. Thus, the necessary knowledge base exists to take this opportunity 
to the next level. She also presented the drivers and barriers for bio-based products in Europe and hoped that, 
in particular, the LMI would reduce the dependency of this market’s development on oil prices. 

Figure 1: Recommendations of the BioHealth network
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The European Commission and Euratex have jointly 
developed a roadmap that encompasses actions to 
implement the recommendations of the LMI. Lutz 
explained that one specific aim is to improve access 
to the markets of third countries, as this is currently 
very difficult due to trade restrictions, even though 
Europe has globally competitive products and a value 
chain in place in the technical textiles sector. Also 
support for SME involvement in protective textiles 
standards development should be increased. 
The protective textiles market is very fragmented, 
which is the major challenge in obtaining 
stakeholder commitment for the execution of the 
roadmap. His first-step recommendations included 
the establishment of a structured stakeholder 
community, support for best-practice exchange 
and awareness raising through workshops on 
standardisation and public procurement. 

tomáš trpišovský started his presentation by listing the main policy makers in the Czech Republic, which 
included the Ministry of Health, the Governmental Inter-sectoral Committee for eHealth, the Czech National 
Forum for eHealth and some Health insurance funds. 

He explained that Czech Republic has defined three priority policy areas in eHealth. The first one is the 
development of e-education and an e-consulting portal for eHealth as a support for stakeholders in the 
sector. The second one is the good management of eHealth records including how to treat and save patient 
data and transfer it between healthcare professionals and across borders. The third area covers electronic 

Figure 4: EC Road Map

Camille concluded by saying that as fossil resources decline, bio-based products are increasingly coming onto 
the market, and the Lead Market Initiative is in a position to make this happen faster and keep Europe in a 
leading position. 

lutz Walter opened his speech by reminding 
participants that Europe has a long tradition of 
having a lead market in the textile sector, namely 
in the area of high fashion. Additionally, there is a 
new emerging opportunity in the next generation 
of intelligent personal protective clothing and 
equipment based on smart materials, advanced 
production processes and integrated user-
friendly functionality for the better prevention 
and management of personal hazards. Technical 
textiles are designed for professional use and 
therefore public purchases have a large role to 
play, attaining 100% in certain product groups. 
The market demand for technical textiles stems 
from the need for stricter regulations in the work 
place, the need for better management of multiple 
personal hazards in modern civil society as well 
as a growing “liability culture” and the desire to 
prevent potential claims.

Figure 3: Lead market in the textile sector
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The questions focused on three topics related to the successful implementation of the Lead Market Initiative: 
the fragmentation of the European market; coherence in European innovation policies; and the importance of 
lead users and user-driven innovation.

The first question, about whether diversity and market segmentation can be considered as an advantage or 
only as a disadvantage where lead markets are concerned, was addressed from several viewpoints. Tomáš 
Trpišovský stated that in the area of e-Health, fragmentation is generally a barrier to effective cross-border 
collaboration. 

On the other hand, as Lutz Walter reminded the audience that as far as innovation and creativity were concerned, 
diversity is usually beneficial and produces more potential solutions to problems. Claudia Hildebrand felt that 
European regions were very important, as ultimately the R&D and users’ input comes from these regions. 
However, the horizontal implementation and coordination of different policies is more challenging in a  
non-unified group. Thus, Camille Burel called for more efficient, broad scale impact assessment procedures 
after specific policy recommendations. These are necessary to gain a profound understanding of the effects 
of, and the potential need for, fine-tuning future actions accordingly. 

In their answers to the second question, about whether the Lead Market Initiative could improve coherence 
in European policies, the speakers believed that it was still too early to evaluate the experience. As Lutz and 
Tomáš put it, “this initiative cannot be expected to solve all the existing problems but rather it can progress 
one step at a time. There is a need to align different policies and if the Lead Market Initiative can help to 
achieve this, it should be considered a success.” 

The third question challenged the participants to think about what the role of lead users is in their respective 
fields. Lutz explained that that when it comes to user-driven innovation in the sector of protective textiles, 
governmental organisations could potentially play the role of lead users. However, in reality, the situation is 
unfortunately quite the opposite, as public bodies sometimes use specifications that are 20 years old in their 
purchasing processes and make decisions that are based purely on the lowest price, without considering other 
quality indicators. In the textile industry, the sports goods market shows great potential. It should be the next 
spin-off from the protective textiles market and many professional applications could be translated into wider 
consumer use. 

roundtable discussion

prescriptions for medications, which are of great importance as they have considerable financial benefits. 
He also mentioned two infrastructural issues that should be addressed. Firstly, the electronic identification 
of patients and hospital staff, as well as equipment, could improve the quality of healthcare significantly. 
However, electronic identification is impossible to implement without proper electronic registers, which do 
not yet exist in the Czech Republic or in many other European countries. Therefore, these registers need to be 
developed. Tomáš noted the current obstacles to the full implementation of the eHealth solutions in Europe. 
Even though cross-border collaboration is the nature of the sector, varying laws, such as those on identity 
management, prohibit the exchange of information between countries.  

He went on to describe the European Health Insurance Card and its applications as well as explaining current 
privacy protection issues related to data transfer and eHealth. Finally, he mentioned that in the Czech 
Republic there is a legislation review of each priority area in order to comply better with the future eHealth 
objectives.
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The Chairperson, tiina tambaum, introduced the session and explained that it would focus on collaboration. 
Following the discussions in previous sessions, the key points for fostering international cooperation had been 
identified as open standardisation, networking - including public-private partnerships - and customer-centred 
innovation. 

laurence Hartmann made a presentation on collaborative research and knowledge transfer between public 
research and industry using the example of the Carnot network in France. Carnot supports research led by 
public structures using the logic of knowledge transfer towards socio-economic actors. Financial support, 
which totalled €60m in 2008, has been granted to the 33 public research structures selected as Carnot 
Institutes for a four year renewable period through the National Research Agency. The special feature of 
this scheme is that it supports public research structures rather than enterprises, which receive assistance 
through French R&D tax credits Since this represents a voluntary policy, becoming a Carnot Institute requires 
an adherence to certain requirements. Each institute has to carry out internal research activities of high 
scientific quality, implement an active policy of research partnerships with firms and respect a few progress 
objectives that are known as Carnot Chart. 

The three main objectives of the Carnot network are to:
• Develop and professionalise research partnerships in order to best meet the expectations of companies -
 80% of the funding;
• Support scientific and technological resourcing for public structures - 20% of the funding;
• Integrate the structures into a network, which provides national and international visibility and accessibility
 as well as a multi-field offers. This is known as inter-Carnot cooperation and should facilitate problem
 solving which is not confined to a sole discipline.

The institutes undertake 50% of the research carried out in partnership with companies in France. They 
provide a broad mix of scientific competences in response to important economic and societal challenges 
and 12% of French public research staff is involved in their networks. A mid-term review of the scheme has 
highlighted the good correlation between the research offer from the Carnot institutes and the interests of 
industrial sectors. The Carnot institutes are regarded as a promising system which enables an increase of 
collaborative research revenues. The process is now extending towards other Member States of the European 
Union, with a call for projects, dedicated to the collaboration between the Carnot and the Fraunhofer institutes, 
which was launched in November 2008.
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Wolfram trinius, a partner in the Europe INNOVA STAND-INN network, then gave a presentation on the 
standards facilitating international knowledge transfer, using the construction sector as a specific example. 
The built environment is a very important social factor due to the enormous share of the national economies 
involved. It is currently attracting a great deal of political attention because of its relevance to sustainability, 
particularly as 40% of all emissions are related to the building sector. Together with changing the scope and 
requirements of regulations, this has created an environment in which the sector needs to react to maintain 
its “social acceptance.” 

Wolfram explained that international standardisation was a consensus-building process, a rather slow process 
in which different stakeholders are invited to participate. Standards always exist in a network and therefore 
relate to other standards (ISO) and directives or policies (CEN) and do not aim to pave new paths but rather 
to harmonise existing approaches. They are performance-based rather than prescriptive and give companies 
a reliable business environment, which is a key issue for them when discussing topics such as knowledge 
transfer and innovation. Standards are very modular in the sense that they have a structure in which each 
piece of the puzzle has been standardised and each item has to be applicable on its own. At the same time, 
to ensure sustainability, they need to be able to function as a whole and to have well-defined interfaces that 
allow one standard to inform another.

The two broad families of standards used in the construction sector have a common mission. Providing the 
methodological basis for the thematic field to which they apply, they always refer to an overarching document 
that establishes general principles. In addition, they are always voluntary and have to be operational in the 
context of the policies that are being set by other organisations. They need to translate demand from other 
organisations to the building sector. Therefore there is a need to find a balance between being policy-related 
but not political and they should also not prescribe specific solutions and not stifle innovation. A market 
demand has to be created that applies the concepts that have been standardised and helps integrate this 
information into business models. In order to incorporate the contents of these standards into the business 
environment, communication standards have to be established. This is necessary amongst professionals but 
also increasingly with the consumers. 

The building information model is a common information model that is useful to all of the actors involved2.  
In this model, communication is bi-directional and based on open standards. Information is constantly updated 
and these changes are directly available to all the actors involved. This avoids duplication of effort and increases 
process efficiency and it also enables aspects of decision-making to be included, which normally become 
apparent later in the process. It enables real time collaboration, the consideration of the different aspects at 
early design stages, the validation of the concept and the comparison of scenarios. The individual software 
applications are integrated within the standard interface which facilitates the reapplication of knowledge and 
experience. This tool is an enabler of innovation, in the sense that it frees up time that can be dedicated to 
other activities and it facilitates international knowledge transfer.

The next speaker, lars Bo Jeppesen, focused on how to create a competitive advantage with user-centred 
innovation. Echoing the presentation of Eric Von Hippel, Lars restated the two paradigms of innovation, which 
are manufacturer-centred and user-centred. The first paradigm relates to the system in which manufacturers 
identify user needs and develop a product. User-centred innovation is based on the idea that lead users 
innovate at their own expense to solve their own problems and then freely reveal their innovation to user 
communities. One example of this was kite surfing. Firms can profit from innovation developed by users, since 
the latter tend to be ahead of the market. According to studies presented, lead-user based products generate 
sales that are eight times higher than products based on in-house ideas. The more innovative an actor wants 
to be, the more he has to integrate knowledge from outside the company, which in turn generates greater 
profit. This phenomenon is currently increasing due to the improvement in communication systems such as 
the Internet, as well as in design tools via computer simulation.

2 Applied tools have been presented in the morning session of the conference.
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In the Danish user-centred innovation Lab, leading academics in user-centred innovation are working 
together with leading Danish firms. Each year, three meetings take place to share experience. Practitioners 
and consultants are trained by the academics and the training material is available to be disseminated more 
widely. The central method taught involves systematically identifying the lead-users worldwide, providing 
users with toolkits to help them design their own products/prototypes and interacting with and supporting 
user communities related to core company products. The critical steps in setting up this programme were 
staffing some professorships in top institutions with leading specialists in user-centred innovation and setting 
up a programme to fund research and dissemination efforts in this area. Finally, the professors and firms set up 
a collaborative academic/industry Lab to develop, test and diffuse best practices in user-centred innovation.

Siemefo Kuemkwong gave a presentation on public-private partnership and sustainability. Sustainable 
development has been defined as development that is likely to achieve the lasting satisfaction of human needs 
and the improvement of human life. To achieve sustainable growth, a country requires private sector resources, 
in addition to a policy, legal and regulatory environment. The definition of public-private partnership is therefore 
a broad one that blends both the productive and socially cohesive aspects of sustainable development. It 
takes into account both the role of the government in establishing the “enabling” environment and that of the 
public and private sectors as active partners in providing economic services.

Although the business operates, there are considerable risks and public-private partnerships can help 
business to reduce the risk and take advantage of opportunities, provided that the environment is right. 
The key elements in establishing successful public-private partnerships are a stable macroeconomic context, 
and fair, transparent and predictable policy, legal and regulatory environments. Furthermore, an environment 
promoting access for the poor will enhance the social legitimacy of economic growth. The public partner has 
to be sure to find the right balance between decreasing the risk perception of private partners and maintaining 
sufficient incentives for efficient private sector project management. 

The role of Biotropic is to advise governments on organic agriculture policy and reform. Public-private 
partnerships, particularly those focusing on innovative ways to bring together both public and private interests, 
may produce developments that are inclusive and sustainable. It is through such developments that the best 
business opportunities are to be found. 

Figure 2: Drivers & Barriers for biobased products in Europe
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The first question addressed to Lars Bo Jeppesen was about concrete methods to identify lead users. The 
definition of lead users is that they are ahead of the trend in terms of need and have a lot to gain through 
achieving innovation. It is possible, therefore, to survey different communities and find people with these 
characteristics or look at existing products and identify the users behind them. Several concrete methods 
exist but they take a long time to explain.

Another question from the audience related to the applicability of standards in residential areas. Wolfram 
Trinius indicated that some of the elements can be used irrespective of the type of building. The point was 
also made that it is easier to create an energy declaration based on information. In terms of the location of 
buildings, a simulation can be done to help the designer to design specifically according to the situation on 
site. In response to a question about how such a tool can be put to everyday use, Wolfram stressed that it is 
necessary for the early adopters to collect information and that once a certain threshold has been reached, 
the system becomes self-supporting. This means that the early adopters are the ones investing, and later 
adopters reap the benefits.

Replying to a question about the distribution of users’ innovations into the surrounding environment, Lars 
Bo Jeppesen pointed out that this issue is dealt with directly by the users in their communities. A lot of 
innovation benefits are spread on a horizontal, peer to peer basis such as computer games or new practices 
in hiking or biking. When companies adopt some of these ideas, the issue of how to reward the user for their 
invention can arise. 

A question was asked about the extent to which the current financial situation is influencing the specific 
cases presented by the speakers. Lars Bo Jeppesen replied that open types of innovation are also suitable for 
financial systems. Internet-based micro-systems are popping up now as well as new finance systems like micro-
finance. Siemefo Kuemkwong was of the opinion that the crisis is having no direct impact on public-private 
partnerships, and said that these schemes could be important tools to help solve these problems. However, 
Laurence Hartmann had a different point of view on the potential impact of the financial crisis, saying that 
enterprises might close their doors instead of opening up to partnerships with external bodies. 

It could cause some protectionism and make companies shy away from innovation and it was therefore important 
to push forward and move towards long-term goals such as innovation and sustainable development.

Regarding the issue raised by the audience about what might paralyse the process, Wolfram Trinius mentioned 
the fact that many professions such as engineers and architects are interacting within the building sector. 
Engineers are used to producing real answers and to using tools to make their calculations. Since sustainability 
is about balancing interests, it is impossible to automate and therefore there is a risk of overusing a tool to the 
point where one can overlook aspects which cannot be solved by that tool.

roundtable discussion
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The opportunities for intellectual property rights (IPR) protection and management in European markets are 
being increasingly recognised by SMEs. Furthermore, conditions in non-EU markets can vary considerably and 
therefore different strategies and different corresponding support instruments are required.  This session 
involved a discussion on the state of the art of public support measures for IPR management in the EU and 
outlined some of the ways that SMEs may acquire, share and protect their IPR.  In his opening words, the 
Chairperson, Bernard Froment, noted that the transfer of knowledge and the transmission of IP between 
enterprises lie at the core of economic development and competitiveness. This raises the issue of how 
different forms of IP appropriation, including informal appropriation mechanisms such as trade secrets, can 
be integrated effectively into IPR support schemes, and how should success be measured?

Alfred radauer addressed the issue of IPR support for SMEs and the implications for innovation and enterprise 
policies. In his introduction, he noted that a major difficulty in estimating the need for intervention was that 
there was no data on patent filings. However, most studies find that SMEs make little use of the IPR system. 
The European Patent Office (EPO) estimates that only 25% of patent applications come from SMEs.  The most 
cited reasons for this lack of patenting are lack of awareness, costs such as charges, fees and enforcement, 
long lead times and the perception that large companies are treated preferentially by patent offices. 

This state of play contrasts with widening the scope of the benefits of using the IPR system. In addition to 
the traditional function of insurance against copying, enterprises now also use IP to fulfil newer functions 
including reputation building in areas such as marketing and negotiating with VC and for strategic purposes 
such as scaring competitors.  

The case for IP management rather than just IPR protection can be borrowed from the practice of large firms 
which tend to have a dedicated IP strategy that creates and manages an IP portfolio, identifies potentially 
harmful IPR and uses IPR as a source of technological information.  

However, SMEs, with fewer financial resources and, in particular, fewer qualified staff, need to adopt alternative 
strategies including faster lead time, use of trade secrets and defensive publishing that avoids patenting out 
of market.  For most SMEs, patents are not the only solution and indeed have a number of disadvantages 
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including the fact that protection is only for a limited time.  Hence, an effective IP management strategy 
uses all the tools available, not only patents but also design copyright and agreements and this conclusion is 
important for policy makers since it implies they should adopt a less “patent-centric approach”.  

In this context, a recent study, ‘SME-IIP’, mapped all existing IPR support services for SMEs in the EU27 and 
a number of other European countries, the USA, Japan, Canada and Australia. Based on the mapping, the 
services were benchmarked with a view to providing service design blueprints in the form of “good practice” 
case studies. Of the 224 services in Europe, only 35% were explicitly dedicated services for SMEs and the 
majority focused on the process of patent registration, with only a minority supporting pro-active awareness 
raising and informal protection practices.  Little support was offered by providing training to SMEs.

From the services identified, 72 were benchmarked in order to identify good practice.  However, the findings 
revealed that support schemes that function efficiently are somewhat scarce. In most instances, individual 
services exhibit only some “elements of good practice”, rather than good practices as a whole. IPR services 
remain dominated by national patent offices (NPOs), which is probably a result of the increasingly important 
impact of the EPO forcing NPOs to redefine their roles. However, they tend to be disconnected from the rest 
of the National Innovation System and the best way to improve this connection seems to be a national pool 
of expertise with regional outlets. A striking fact is the absence of quality or auto-evaluation services, with 
IPR support services often not even holding customer records.  Users consider the competence of staff, ease 
of access and delivery time as key criteria, but this contrasts with a lack of education and training courses in 
most countries.
 
Two general conclusions are worth highlighting. Firstly, that IPR support services tend to be marginalised in 
national portfolios of innovation support measures. This is primarily due to the fact that IPR support services 
are frequently the domain of national patent offices which are often not recognised as new players in national 
innovation support systems. The need for collaboration between patent offices and other players in RTDI 
policy, notably technology and innovation development agencies, is hence underlined. Secondly, the majority 
of services focus on patents instead of informing SMEs about the “whys” and “why nots” of patenting. Such 
service designs often neglect the importance of other forms of appropriation of intellectual assets. Cases 
in point are other forms of IPR such as trademarks, designs and copyright, but also informal protection 
mechanisms like trade secrets and the management of all these different instruments.

Simon cheetham considered the issues involved in applying IPR in a global market, and, in particular, the 
experience with China.  He noted in his introduction that the EU is China’s largest trading partner and that 
conversely China is the second most important trading partner for the EU.  However, as the EU Chamber of 
Commerce in China has highlighted, the Chinese market remains challenging in the context of protecting IP 
for EU SMEs, which seem generally unprepared to protect their IP.

The China IPR SME Helpdesk, launched in May 2008, is an initiative funded by the European Commission’s 
DG Enterprise and Industry which aims to support European SMEs to both protect and enforce IPR in, and in 
relation to, China. It provides free information, training and first-line advice targeting needs and supporting 
SMEs in their decision making. The Helpdesk aims to alert SMEs to current threats to their business interests 
so as to assist with practical IPR protection issues in China.

A great deal of material had been available, but many SMEs remained unaware of the concrete tools that could 
be of assistance. The China IPR helpdesk services are structured according to a stepping stone approach with 
a set of business tools, such as the online training module, “know before you go,” available via the website and 
these are useful in protecting IP and preventing IP infringements in China.

The helpdesk is structured as a network, with a main office in Beijing and offices in seven other major Chinese 
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cities. It offers business tools and handbooks and provides its services free of charge to EU-based SMEs.  It 
also works with a number of strategic partners to develop advocacy and awareness actions for SMEs.  To date, 
the majority of the enquiries have concerned strategy rather than infringement.  Some 10,000 website users 
have registered and 20% of SMEs that have contacted the helpdesk have taken action.

Simon noted that a major failure of many EU SMEs is to take preliminary steps to register their IPR through 
patents, trademarks and copyrights to prevent abuse in the Chinese market.  He gave three examples of EU 
SMEs doing business in China that the Helpdesk had assisted in taking a more pro-active role:  
• A soft toys firm in the Czech Republic aimed to launch a “toy rat.” However, the rat is an important element
 in the Chinese astrological calendar and hence, this required wide ranging trade-marking, and contractual 
 measures and filing first to protect the IP in China;
• A Finnish enterprise producing drainage equipment requested advice on the most appropriate forms of IPR
 support to adopt as part of a business strategy to develop China as a market. The Helpdesk suggested that
 it not only consider designing patents but also applying for trademark and copyright protection;
• A third example concerned the enforcement strategies proposed to a Greek olive oil company which found
 that its Chinese importer had applied for registration of the Greek brand.  The Chinese company was intending 
 to sell the rights back. The Helpdesk offered support in negotiating contractual obligations, registering the
 trademark and taking action against the Chinese firm.

Andràs Haszonits addressed the question of how best to organise European level cooperation to help 
leverage intellectual capital. In introducing the theme, he noted that the question about why there should be a 
focus on SMEs had already been covered by previous speakers but even in Nordic countries, many innovative 
companies do not recognise they are innovative and do not apply properly to protect their IPR.

He also referred to a national IP survey in Hungary that appraised company profiles, IP awareness and activity, 
R&D strategy, innovation and knowledge management.  The survey found that: 
• Whilst 75% of SMEs try to distinguish their products, only 14% have trademark protection; 
• Whilst 50% knew about trademarks only 14% used them; and
• Whilst 50% knew about patents only 7% used them;
• 93% thought the aesthetics of a product were important and 55% invest in product design but only 1% 
possesses design protection.
Andràs argued that there is an almost cultural need to raise awareness about IP rights. Given that in the same 
survey, some 17% of firms investing in R&D reported a significant profit and 58% a considerable profit, there is 
a need to ensure that firms invest more in R&D by offering improved protection to counter the risk and protect 
the initial investments that have to be made before profits can be generated.

In this context, amongst many programmes aiming to foster innovation and increase the competitiveness of 
SMEs, there are two recent outreach projects concerning IP management at European level, which combine 
these two targets. IP4INNO is a train-the-trainers programme with extensive education and information 
material available. This is designed for the first level of “multipliers” of IP management advice, like the 
Enterprise Europe Network (EEN), chambers of commerce, technology transfer offices, innovation agencies, 
management consultancy and business advisory bodies. The unique feature of the programme is that it 
supports raising the competitiveness of creative industry stakeholders and the service sector, as well as the 
low-end industry sector with relevant knowledge.  IP4INNO provides a train-the-trainers initiative which has 
four modules on protection and four modules on enforcement.

On the other hand, IP-BASE targets the SME sector with different tools and services spread by such multiplier 
organisations. It pays special attention to certain industries, and also provides guidance on IPR enforcement. 
The programme offers a common platform for joint activities at regional, national and European levels.
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The final two speakers addressed the issue of IPR and small businesses from the perspective of two major 
European IP organisations: the European Patent Office (EPO) and the Office for Harmonisation in the Internal 
Market (OHIM).

The first of these, eleni Kossonakou, noted that in applying patent protection, there is a need to find the right 
balance between protecting innovation and providing an incentive for enterprises to invest in R&D and the 
less positive effects, which include temporary monopolies and limitations on follow-up research.  One question 
is whether there are too many patents. Inventions represent a larger set than patented innovations brought 
to market and not all innovations are patented.  When making a decision to patent or not, enterprises need 
to consider specific patenting strategies, which may including “fencing” or building a barrier to competitors, 
inventing around and “flooding,” which is  patenting to prevent competitors from innovating. At the same time, 
SMEs can adopt many alternative strategies such as secrecy, defensive publication and lead time advantage. 

A second question is whether there is too much protection from a policy perspective?  There are certainly 
various abuses that include limiting research, anti-commons, patent thickets and royalty stacking, and people 
sometimes question whether the EPO grants trivial patents. At the same time, other observers argue that 
software is under-protected. A judgement on whether the current patent system offers reasonable protection 
requires an empirical examination with current evidence suggesting a need to limit upstream inventions and 
reduce trivial patents whilst reinforcing software protection.

Currently the EPO has no evidence about whether SMEs patent sufficiently and nor is it sure what constitute 
the main barriers.  Certainly, SMEs do not recognise IP rights sufficiently, but the relevance of patenting also 
varies according to the sector. An SME case study pilot is being run by the EPO and four national patent offices 
to increase SMEs’ awareness of IP, promote the more effective use of IP and provide the EPO and national 
offices with information to help them adequately address the needs of SMEs.

Finally, Andrea di carlo set out the role and activities of the OHIM in helping to protect the interests of 
European enterprises.  Currently there are almost 500,000 registered marks and 400,000 registered designs. 
Most users have registered less than five trademarks and therefore are probably SMEs.  Making IP protection 
more accessible to SMEs is one of the pledges of the Small Business Act for Europe.  The OHIM is contributing 
to this pledge by speeding up the processing of applications and making protection cheaper.  The time for 
a Community Trademark (CTM) process from reception to registration dropped from 89 weeks to 58 weeks 
between 2004 and 2007 period and is expected to be reduced to only 26 weeks in 2008. The same process 
for designs took only 8 weeks in 2007 compared to 20 in 2004.  In addition, the digitalisation of the service 
means that 84% of applications are received electronically and users have online access to CTM files.  Equally, 
greater efficiency has meant lower fees for users and the first reduction in CTM fees took place in 2005 with 
a drop from €2075 to €1600 and the aim is to reduce the fee further to only €1000 in 2009.  Finally, the 
OHIM has an annual cooperation budget of €2.5m with national offices, allowing staff in national offices to 
disseminate information on the CTM and on training judges in trademark courts.
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At the end, a short question and answer session took place with most questions focusing on the issue of why 
SMEs are not more active in terms of protecting their IPR.  According to András Haszonits, the usual response 
is that it is “too costly and takes too long.”  However, it is more complex than that and is related to strategy 
and awareness. Alfred Radauer noted that many people do not know the difference between patent protection 
and design and hence it is not as simple as simply reducing costs and time. It is also a question of managers 
of SMEs knowing when to patent and being able to do a risk assessment on “whether it is worth going for a 
patent.” Eleni Kossonakou reiterated that there were many more tools available that SMEs could use before 
going to the expense of patenting.

In summing up, the Chairperson drew three overall conclusions from the session:
• SMEs still have a poor awareness of the advantages and diversity of solutions for protecting their IP:
 • Educate and train younger business people, in particular, about the relative advantages of different
 methods and their relation to different business challenges and models;
• Patenting, per se, is not the only, or always, the best solution, for protecting IP generated by enterprises,
 notably SMEs:
 • However, most IPR support services still focus on this aspect;
 • They need to view IP in the context of the strategic development of the enterprise;
• There should be enhanced cooperation between EPO/NPO/OHIM and the network of business and innovation 
 intermediaries who can act as multipliers of information and advice to SMEs.

roundtable discussion
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The Chairperson, philippe Archinard, opened the session stating that life sciences offer unprecedented 
opportunities to improve public health, nutrition, and human well being. The need for institutional support to 
deliver on this promise has never been greater. The session focused mainly on examples that illustrate how 
relevant regional and trans-regional initiatives can enhance the emergence of science-based industries and 
create a better environment to support the competitiveness and growth of an innovative entrepreneurial life-
sciences sector in Europe. 

Particular examples of relevant regional initiatives were discussed in relation to cluster organisation, institutional 
support to create innovative hubs, the access to financial resources, public-private partnerships and the role 
of research universities and knowledge centres in technology transfer support and in improving access to 
knowledge. With the interaction of business enterprises, academia, government, customers and the workforce, 
clusters have become increasingly recognised as major players in regional economic development.

The first speaker, Antoine Agathon reviewed the root of the Alsace Biovalley cluster and its role as an 
integrator of other regional life sciences clusters to become the Bio-valley “tri-national” network. According 
to Antoine, clusters develop in three important phases:
• In the first phase, the cluster focuses on social development, which includes the integration of active
 industrial players and the development of the “triple helix relationship” between firms, research centres
 and higher education institutions. These approaches are supported by national governments and also by
 European programmes which help to reinforce the added value of the clusters;
• Having developed a full ecosystem at regional level involving education, financing from business angels,
 venture capitalists or  regional investment funds, IP management and legal affairs support services, the
 cluster enters a second phase, during which it focuses on international positioning and the brand. In a global 
 environment, and because of the transnational nature of the life sciences industry, international partnership 
 and cross-border collaboration are crucial aspects in accessing complementary expertise and attracting
 capital investors, suppliers, new clients and facilitating access to larger markets.
• In the third phase, the cluster plays a leading role as a partner in fostering the regional industrial development 
 agenda, serving actors and recommending appropriate science and industrial support and funding by the 
 regional government. 
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3.7 Session 7: life sciences: Developing a competitive edge at regional 
 level 

50



General questions were addressed by Antoine about how 
to clearly define the role and the mission of a cluster 
and what should be the role of regional and central 
government and, more generally, of the founders in the 
cluster governance and how should that governance 
be organised? In conclusion, Antoine addressed several 
recommendations to National and European authorities 
in order to integrate and reinforce the regional clusters 
(please see Figure 1).

Universities not only provide education but can also become leading players in the process of science and 
technology transfer at regional level and they have influenced the emergence of new clusters in Europe. 
The second speaker, lászló Fésüs, illustrated how, during the last couple of years, the Debrecen University 
(Hungary) has become one of the crucial driving forces of novel regional innovation programmes. This was 
after initiating a seven year development plan in 2000. 

This large university has 15 faculties covering almost all areas of higher education with a strong emphasis 
on medicine and health care. Its initial strategic goals included increasing the number of students in subject 
areas that are crucial for the development of the region, improving its infrastructure and becoming an 
internationally recognised research university. By creating a recognised and successful technology transfer 
office, its Research Centre of Molecular Medicine, has been recognised as a “Centre of Excellence of the EU” 
and it has also created the influential GenomNanotech regional knowledge centre. 

This case study illustrates how, together with local SMEs, large 
companies and regional authorities, a research University can 
play a significant role in establishing an innovative Pharma 
Cluster, called PharmaPolis in Hungary, which facilitates export 
oriented and high added value industrial development in the 
region. According to László, the role of University can have a 
“ripple effect” which positively influences the development of 
larger regions, provided that some strategic recommendations 
are taken into account (please see Figure 2).

• Competitiveness calls for aligning research, innovation and industrial policies
– The lack of such an alignment jeopardize the potential ROI

• Clusters represent key tools for piloting such policies and ensuring alignment
– Such a strategic use of clusters should be the next goal of the 

Competitiveness Cluster Policy

• Europe has a key role to play
– By fostering consolidation of European clusters, and ensuring coherence 

of policies at European level
– By developing dedicated investment fundsinvestment funds related to clusters

• But National and European level should remain at the strategic level
– Rely on Regions and avoid becoming systematically “operators”

• And clusters should remain what they are: tool for economic development 
policies
– Clusters are not a federation of companies

Alsace BioValley learnings
At the National and European Level

Figure 1: Recommendations to National and European authorities 
in order to integrate and reinforce the regional clusters

Creating a ripple effect:
LESSONS LEARNED

The Commission has adopted on 17/10/2008 a Communication
"Towards world-class clusters in the European Union: Implementing the
broad-based innovation strategy"
outlining a policy framework to facilitate the development of more world-class
clusters in the EU

.."there are an increasing number of cases where forward-looking public
policies, business initiatives or top-class universities and research institutes
have been instrumental in the emergence of strong clusters by acting as a 
catalyst and helping to unleash the economic and scientific potential of
particular regions.„..

Figure 2: Some key recommendations to Universities in view of 
creating an efficient “ripple effect” on the regional development
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The third speaker, Mathias gottwald, presented the 
Innovative Medicines Initiative (IMI) that was jointly 
designed by the European Commission and the European 
Pharmaceutical Industry and Associations (EFPIA). This is 
the biggest European public-private partnership initiative in 
biomedicine to date. It represents an entirely new model of 
interaction between public authorities, patients, academia, 
hospitals and industry, with the aim of addressing the 
major bottlenecks in the drug development process. Large 
pharmaceutical companies form consortia and partners 
define research topics which can only be addressed through 
collaboration. Pan-European groups of researchers from 
academia and SMEs self assemble rapidly into consortia to 

respond to the topics. Calls for topics are published every year and one consortium is selected per topic. 

The presentation gave an overview of this new initiative and of the need to harmonise national and regional 
programmes with international and European programmes. 

These aspects were further developed by Daniel Vasmant. 
The French government considers IMI to be a strategic 
objective for the health sector in France. To this end, a specific 
task force called “Technical National Group IMI France” is 
encouraging French SMEs and academic laboratories to 
participate in IMI. This group gives information and advice 
on legal and IP issues and helps SMEs and Academic 
laboratories to participate in IMI joint projects.

GTN IMI France = Forum to help SMEs and 
academic lab

• Coordination, information about IMI and promotion of 
the French participation 

• Public Consortium
– Constitution and coordination of new consortium
– Contribution to existing initiative

• “Go-between” with other countries initiative through 
SRG

• Advices on consortium agreements (IP) and other 
project issues

Slide 4: Mission of the Technical National Group IMI France

Figure 3: Description of the IMI initiative
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Five principal questions were raised and discussed during this interesting session. 

The first question related to how collaboration between industry and SMEs could support the growth of a region 
and whether clusters were the answer. According to Antoine Agathon, clusters are one of the methods available 
to reinforce the collaboration between innovative entrepreneurial businesses and larger industries. Clusters 
are becoming important players in regional development.  At first, traditional public–private collaboration was 
initiated through bilateral contracts, but in recent years the interplay of business enterprises, service providers, 
academia and government has changed the business dynamics and collaboration strategy at regional level 
with a strong socio-economic impact.  

The second question concerned what regional authorities could do to create an innovative hub from zero, 
and what were the essential ingredients, especially in the life sciences sector. The participants believed that 
successful clusters, particularly in the life sciences sector, are characterised by a high level of access to 
suppliers, a skilled workforce, capital market and sources, lawyers, management services, communications, 
higher education and transportation infrastructures. Due to the fundamental social benefits of life sciences, 
governments have become increasingly involved in funding biotech regional clusters and are fostering an 
industrial development agenda by providing incentives, funding new research infrastructure and attracting 
prominent scientists and companies. There are several examples of such government initiatives in large cities 
such as Barcelona and Vienna, which financially supported the creation of new innovative hubs. Nevertheless, 
for most existing life sciences clusters, the critical mass has not yet been reached to attract the international 
expertise and capital which could bring about the emergence of a competitive economic activity.

Another issue raised was that of human resources and the complexity of translating scientific knowledge into 
commercial projects. The question related to the importance of human resources and external experts, particularly 
on a regional basis, and it was addressed from a number of different angles. charlotte Stausholm, a member of 
the Europe INNOVA Financing network InJection, believed that access to skilled human resources is essential for 
the success of any business strategy in a competitive environment. Highly skilled training, coaching and external 
expertise is needed to help entrepreneurs to get acquainted with good business practices. reimund Fickert felt that 
regional clusters can attract a skilled workforce providing that they offer attractive conditions, showcase enticing 
success stories and encourage mobility. Collaboration between SMEs and large enterprises can also provide a 
skilled and experienced workforce through joint partnerships and the pooling effect of larger enterprises. 

Considering that most regions are too small to be the “home market” for an SME that is expected to grow, the 
participants were then asked if initiatives like Europe INNOVA and other platforms for cross regional cooperation 
offer added value. One of the main challenges of the European Innovation policy is to reinforce the networks of 
clusters in Europe and to stimulate collaboration amongst stakeholders to share good practices, expertise and also 
open up access to markets of a commercially viable size. Several European projects support good management 
practices and cluster collaboration. The cross-collaboration of life science clusters draws strength from the 
complementary skills and areas of activity of the clusters involved. These approaches help to provide support 
for SMEs in an international context and to initiate international technology partnerships around collaborative 
R&D projects. One example is the CIP (Competitiveness and Innovation Framework Programme), a new framework 
programme which aims to promote the competitiveness of enterprises and, inter alia, SMEs, and also to promote 
innovation. It strongly encourages the creation of trans-European networks and public and private partnerships.

Finally, the role of research universities and knowledge centres in regional development was highlighted by László 
Fésüs who explained that the participation of Universities is an important asset in cluster policies at regional 
level.  Major research universities are active in industry collaboration, patenting, licensing and establishing start-up 
companies.  Universities can also significantly increase student numbers, particularly in areas which are crucial for 
the development of the region and for its international visibility.

roundtable discussion
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The Chairperson pascal cools opened the session by explaining why creative industries are so necessary, as 
they are able to make the entrepreneurial class more creative. 
• They have the ability to find new solutions, and thus can be described as drivers of the economy; 
• Their aim is to do business with trade professions.
However, the main question was how to incite the growth of creative industries and three speakers introduced 
their successful strategies for promoting creative industries in their regions.

Johanna van Antwerpen introduced two initiatives. The concept of Creative Amsterdam had been developed 
by the seven cities in the Amsterdam metropolitan area. The initiative combines seven municipalities, three 
provinces, two chambers of commerce, three implementing bodies and the Ministry of Economic Affairs of the 
Dutch Government. They classify three sectors of creative industries as:
• Arts: performing and visual arts, theatre, galleries, museums;
• Media and entertainment: publishing, radio, TV, film, video, gaming;
• Creative business services: advertising, photography, design, fashion.

Johanna explained that “as a one-stop shop for the creative industries, Creative Amsterdam offers national 
and international companies access to the creative potential of the region. Conversely, it also helps the region’s 
creative companies find the right facilities to stimulate their entrepreneurialism.” It does this through three 
key activities:
• Concentrating information and activities, by bringing them together in a single physical and digital
 location;
• Facilitating, by improving services to foreign companies, start-ups and growth companies;
• Promoting creative industries in the region to attract national and international attention.

By offering network opportunities through portals or F2F-encounters, by coaching young entrepreneurs, by 
offering favourably priced places to work, live and create and by enhancing knowledge about entrepreneurship 
and finance, AIM has attained great success.

chairperson Mr. pascal cools    
General Manager, Flanders District of Creativity, Belgium

Speakers Ms. Joanna van Antwerpen  
Director, Amsterdam Innovation Motor, The Netherlands 
Ms. Michelle Jarrigeon
General Secretary of r2ith (Industrial network for innovation in Textile 
& Clothing), France
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experts Mr. Andreas Wierse  
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3.8 Session 8: creative industries: Making business with creative 
professions
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The second initiative, called Broedplaats Amsterdam or “Breeding Ground Amsterdam” started in 2000, when 
“sub-cultural” places were in jeopardy and looked as if they might vanish completely. Protests from artists 
kick started a programme to renovate empty spaces like schools or industrial plants to make them suitable for 
use by artists. The plan was to provide workplaces that would be allocated 40% to artists and 60% to other 
creative people like designers and game developers. Forty million euros were raised for this scheme.
 
The effect was breathtaking. Not only were 1800 workplaces created, but abandoned neighbourhoods, such 
as an old wharf, were reanimated and the new creative atmosphere that was generated is still attracting 
more creative businesses to “Art City.” The area became attractive to big companies like MTV Benelux. This 
evolution gives a convincing example of how creative industries can have an impact on regional development. 
The methods used were:
• The government’s stated intention to strengthen the creative industries sector;
• Mapping the resources;
• Creating a network and portals;
• Financial investments;
• Providing space to live and create;
• Coaching in entrepreneurship and finance;
• Establishing a “creative milieu” which attracts even more creative people.

The second speaker, Michelle Jarrigeon, General Manager of r2ith presented an innovative and successful 
model of cooperation between unusual partners, which turned out to be very enriching. R2ith is a non-formal, 
free-speaking network, which means that it is a far cry from official institutions or unions. Its aim is to assess 
and quantify the real needs of the textile industry, and, in addition, to evaluate the project’s results. It was 
created in 2002, by the government. After successfully cross-linking the regions concerned with textiles r2ith 
worked on a project called Tech&Design. The idea was to incite cooperation between the textile and non-textile 
industries. Ten famous designers and ten front rank industrialists were brought together, and after “marrying” 
these ten extraordinary couples, R2ith helped them to work together by ensuring communication and diffusion 
in both directions. This textbook-project, as Michelle called it, was also very important in demonstrating the 
benefits of crossing designs and innovations. The ten binomials were exotic combinations like an architect and 
a knitwear-producer, or a stylist and a manufacturer of medical devices.

A crucial part was, of course, communication with the public. r2ith raised public awareness through several 
press conferences, press releases, and the publication of a book, but the most effective technique was the 
leasing of 12 shop windows at the Galéries Lafayette in Boulevard Haussmann, during the June Designers’ 
Days, in Paris. The creations were also presented at the Maison & Objet fair, which took place, in Paris, in 
January. They were shown at the Biennale Internationale du Design in Saint-Etienne in November and will 
have another airing at the Futurotextiel 08 in Courtray, in December.

What are the conclusions of this project?
• Financiers and participants are satisfied;
• Some collaboration will continue because of the success of the team-work;
• There are contacts with volunteers who are interested in a “remake” of the project;
• From the ten combinations, only one pairing had to be modified, and this worked out well;
• Some products can be bought and some are already sold.
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A huge part of the success was due to the enthusiasm and the commitment of the participants and their 
willingness to plunge themselves into innovative adventures. This willingness is an absolute must, an inevitable 
precondition for the introduction of new ideas. Success proved them to be right. r2ith has turned out to be a 
think tank for defining textile strategies. The construction of such a cluster with the Institut Français and other 
participants is underway and this is, of course, a sequel to Tech&Design.

ludovic noël explained that Imaginove is a cluster of audiovisual and cinema institutions which brings 
together different companies from the sector. The aim of the founders of the Imaginove cluster was to develop 
synergies between the different sectors of the moving image like video games, cinema, audiovisual, animation 
and multimedia by encouraging anticipation and stimulating the innovation of professionals. The cluster is 
devoted to the production and distribution of multimedia content and, since 2005, it has anticipated greater 
international competition, the evolution of the use of dematerialisation and mobility and the “cross-media” 
strategies of international audiovisual groups.

The cluster’s goal is to assist the players of Rhône-Alpes with the processes of change and with the dynamics 
of the market by offering simple and concrete support for all aspects of competitiveness - innovation, 
commerce and competence. By mapping the capacities of the Rhône-Alpes area and also the whole of France, 
Imaginove created opportunities for encounters. Imaginove conducts research into productivity, serious 
games, interactivity and interoperability and helps projects to find partners. 

It offers coaching and assistance with funding and Ludovic stated that “the Imaginove cluster of competitiveness 
is a label that will allow you to access funding put forward by the General Directorate for Enterprises of Ministry 
of the Economy, the Rhône-Alpes region, the Grand Lyon, the National Research Agency, OSEO.”

At the beginning, no connections to media-industries existed, but there is now a definite commercial strategy 
and a strong industrial orientation. Today this style of cooperation has become a completely common vision, 
said Ludovic and he emphasised the necessity of attracting others into one’s own orbit. The whole concept is 
designed to ameliorate the synergies of the individual partners. 

Imaginove’s innovative incentive was the invitation to play with:
• Academic innovation;
• Cross media innovation;
• Video game innovation.
 Thus new operational areas were developed, and the results, called “serious applications” include the fashion/
textile sector, which designed a “défilée virtuelle” or virtual fashion show. Bio-Technology constructed the 
“salle blanche” or white room and there was other cooperation with the automotive, education, security and 
even aeronautic sectors. Imaginove will present its results at “serious games Europe” and at syseurope.

Figure 1: the “textbook-project”
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After the presentations Andreas Wierse, CTO& founder of VISENSO, Germany, and Darragh Murphy, an 
expert from the National Centre for Product Design and Development Research, UK, joined the panel. The 
panel discussed four questions with the audience.

Although the presentations show the contribution of creative industries to the innovative potential of 
businesses, not all companies are convinced of the added value of bringing in an artist. What arguments can 
be used? This question was asked by the audience and was answered briefly and precisely by Ludovic Noel. 
He felt that this could be achieved by money, by demonstrating success through figures, by presenting the 
results such as r2ith’s public presence at the Galéries Lafayette and by moving large international businesses 
like MTV to the creative milieu of Amsterdam.

A global brain has emerged where everyone, everywhere, can show their creativity. What will be the future of 
creative industries in this world where everyone is your competitor and intellectual property rights seem to 
lose importance? Artists are often reluctant and emotional about copyright following the maxim of “let tact 
and diplomacy be your guidance.” New business models are emerging and Darragh Murphy made it clear that 
these “new” preconditions are a threat to the traditional economy. Not only is product innovation necessary, 
but so is business innovation. The invitation to clients to help improve the products not only by feedback but 
also by suggestions leads to new products without investment in design work. New models for new ways of 
thinking have to be developed and spread.

Do companies in the creative sector face different, specific challenges compared to their colleagues in the 
traditional sector? Should they be treated differently in terms of policy? As Darragh Murphy mentioned, it is 
important to reduce bureaucracy. This is especially important as far as commerce-averse artists are concerned 
in the case of establishing official businesses. There are huge differences when it comes to establishing a 
business, in terms of the time it takes. For example, in Australia, it takes only two days, as opposed to the UK, 
where it takes 18 days, and in some countries it takes even longer.

Many companies in the creative sector lack professional entrepreneurial and management skills. Some artists 
dislike a commercial approach but this must be changed if we really want to talk about creative industries. 
What can be done to improve this situation? Education and coaching might well be of use in remedying the 
lack of these skills. It is necessary to make creative people more conscious of entrepreneurship, added Pascal 
Cools. Accountants can be of great assistance concerning copyright and royalties in cases where people 
have the pleasure of working with an artist who is talented but may however be unable to write a proposal. 
Sometimes, the commitment of trustworthy mentors can help to change an artist’s aversion to commercial 
issues, as artists tend to listen to such mentors and it is important to reduce the bureaucratic aspects.

roundtable discussion
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3.9 Session 9:   eco-innovation: Shaping the future 

The Chairperson, Sebastian gallehr, opened the session by reminding the audience that eco-innovation should 
be regarded as a transversal phenomenon which is not limited to a specific sector of economic activity. The 
eco-innovation approach requires a life-cycle approach to assessing the impact of products and services. He 
emphasised that eco-innovations improve both the environmental and competitive advantage of a company 
as limiting resource and energy use leads to a drop in production costs. In order to set the context for the 
presentations, Sebastian introduced a definition of an eco-innovation adopted by the Eco-Innovation Panel 
under the framework of the SYSTEMATIC project. Eco-innovation was defined as “a novel and competitively 
priced good, process, system, service, or a procedure designed to satisfy human needs and provide a better 
quality of life for everyone with a life-cycle minimal use of natural resources (materials including energy and 
surface area) per unit output, and a minimal release of toxic substances.”

Then, Katharina Krell presented a project focused on encouraging the market introduction of new renewable 
energy technologies (ProRETT). The project started from the observation of deficiencies in the technology 
transfer system in EU, leading to a sub-optimal exploitation of public research results. Outputs of scientific 
research are rarely perceived as business opportunities by private investors. It was assumed that high quality 
innovation support services could support a more efficient market introduction of R&D results. Thus, the main 
activity of the project was to develop and deliver tailor-made innovation support services to selected R&D 
projects in the field of environmental technology. 

The project gathered renewable energy research results 
from diverse areas and evaluated their commercial viability. 
Some 22 of the 63 projects reviewed were considered to be 
promising but none had sufficient maturity to attract further 
investment. The work on the innovation support services 
was undertaken in close cooperation with researchers. The 
support services included a commercial potential check, 
risk analysis, IPR management and exploitation, a business 
model and business plan, contacts with investors and deal 
preparation, licensing, start-up creation and financing. As 
a result of the project’s activities, ten spin-offs and two 
licensing deals were established.Figure 1: Evaluation of commercial viability
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Katharina concluded that applying comprehensive, tailor-made, innovation support increased the probability 
of the commercialisation of the R&D results. The higher the complexity of a transfer process, the more value 
was added by dedicated support. As offering all innovation support services from each research centre is not 
economically viable, such services should be offered at EU level.

gary p. Waterworth-owen presented innovative ways of 
dealing with waste that stemmed from life cycle thinking 
about design and products. Creativity and innovative 
thinking combined with practical design tools can lead to 
surprising solutions in reviving “dead” products. However 
“re-designing” waste needs a different way of thinking 
than the one used when the re-designed products were 
created. 

Inspiration for re-using waste in art and high value design 
objects comes from renowned artists like Marcel Duchamp, 
Pablo Picasso, Arman Fernandez and César Baldaccini who 
all used waste in their artwork. Gary presented some more 
recent examples of successful innovative artwork made out of waste. Waste can be also re-cycled to produce 
useful tools and household equipment and such practices and skills can be of substantial value, especially in 
developing regions.

The key message of the speech was that promoting life cycle 
thinking in design is only a part of the efforts that contribute 
to a wider societal change towards sustainable development 
and lifestyles. ResponseAbility Alliance promotes sustainability 
through projects supporting, notably, leadership and social 
entrepreneurship and creative communities and partnerships. 

robert earhart described the findings of the study on funding 
the development of environmental technologies (FUNDETEC). 
This study compared different types and sources of finance, assessed gaps and barriers to finance and put 
forward recommendations for improving existing schemes and instruments. 

The study confirmed the substantial differences 
between Europe, North America and Asia in terms of 
the proportion of private and public funding instruments 
for environmental technologies. Europe, apart from 
Central and Eastern Europe, and Asia are characterised 
by a balanced percentage of public and private funding 
instruments. Meanwhile, the public sector offers twice as 
many instruments as private actors in Central and Eastern 
Europe. The situation is nearly reversed in the North 
America, where private sources contribute more then 
60% of funding instruments.

"The significant 
problems we face 
cannot be solved at the 
same level of thinking 
we were at, when we 
created them”.

Einstein.

Figure 2: Quote by Einstein

Figure 4: A result from the FUNDETEC study

Figure 3: Award winning Waste

59

http://www.responseabilityalliance.com/


In terms of the availability of funding for environmental technologies, the study demonstrated the existence 
of a pre-commercial finance gap, typically in the proof of concept phase. The project also identified an 
“expectations gap” between technology developers and private investors, who follow different investment 
criteria, measure their performances differently and work on different time scales. Private investors tend to 
have insufficient knowledge of environmental technologies.

The crosscutting barriers to finance which were identified comprised political and technological risks, market 
failures, low awareness and inadequate regulatory frameworks. The barriers to private finance included difficult 
market conditions, developers’ preferences and underperforming administrations, as well as unsuitable 
financing models. The barriers to public finance were due to political choices, administrative deficiencies, lack 
of management and risk assessment skills and the lack of capital.

Robert emphasised that the EU needed an integrated approach to financing eco-innovation. The study 
recommended the creation of guarantee funds and encouraged an increased focus on incremental 
improvements. The need to improve regulatory frameworks was also underlined. The recommendation was 
to apply a sector-specific approach to carbon finance as well as to encourage the creation of specific funds 
for eco-innovation in investment portfolios. Green public procurement should be further encouraged and eco-
innovation strategies should also be developed at regional level.

Mark Azzopardi underlined the fact that the major barrier to eco-innovation is that the impact on environment 
is not factored into the price of goods and services. The challenge for policy makers is to internalise 
environmental costs in the price, thus avoiding a simple transfer of the cost to consumers.

rené van Berkel underlined the importance of fostering the uptake of existing environmental technologies.  
He emphasised that the major challenge in cleaning existing industries is to develop and implement resource 
and energy efficient technologies for producing materials. Talking about technology transfer, he said that 
it was not a one way street and that it required adaptations and improvements on both the business and 
research sides.

The panelists started the discussion by underlining that eco-innovators cannot benefit from the existing level 
playing field. Environmental costs are not internalised in the prices of goods and services. The incentives 
to reduce the impact of economic activity on the environment are insufficient. As a consequence, most 
companies regard eco-innovation as a cost rather than a potential boost to their competitiveness. Katharina 
Krell remarked that as long as the environmental costs are not internalised, eco-innovation would need to be 
encouraged by other corrective measures like subsidies. Panelists agreed that the EU should play a leading 
role in reviewing the existing level playing field.

The finance gap is a significant problem for developing and implementing eco-innovations and the EU is lagging 
behind the US in terms of private investment. In this context, Robert Earhart brought up the problem of the 
cultural differences between researchers and venture investors who do not share the same value systems and 
speak different “languages.” Further efforts should be made to bridge between the two groups.

René van Berkel emphasised that sustainability issues needed to be mainstreamed and widely promoted 
through education at the earliest levels. Both business and research actors need to change their thinking and 
include sustainability as an underlying condition of their research and developmental activities. Long-term 
investments in capacity building are needed in this respect. Gary Waterworth-Owen followed by saying that 
education and research are necessary to prepare and bring about a major societal change towards more 
sustainable economies and lifestyles. He underlined the need for mutual learning between different cultures 
and communities about how to deal with sustainability problems. 

roundtable discussion
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Katharina Krell stressed that standards can both promote and prohibit innovation. Setting ambitious standards 
was given as an example of tools which encourage innovation, for example, in Japanese TOP RUNNER. René van 
Berkel reminded the audience that the role of standards differs greatly depending on the sector of economic 
activity, whilst Robert Earhart added that IPR are more important for manufacturers and less important for 
more user-driven sectors such as services. Gary Waterworth-Owen insisted on the importance of ensuring IPR 
support for inventors, who are often vulnerable in face of more powerful economic actors.

Public policy remains a prime factor in encouraging the development and implementation of eco-innovation. 
Panellists concluded, however, that if public policy is to become a major future driver, it has to introduce a 
new level playing field and needs to be based on an orchestrated effort involving many stakeholders. Mark 
Azzopardi pointed out that EU State Aid regulations needed to be revisited in order to allow larger scale 
investments in eco-innovations. The public procurement regime also needs further improvements.

The EU is a world leader in environmental legislation but Katharina Krell felt that the quality and pace of 
implementation of EU law at Member State level leaves much room for improvement. Companies and other 
stakeholders need to be supported in complying with the new requirements. 

Finally all the panellists emphasised the need to promote and further disseminate existing eco-innovations. An 
example of industrial symbiosis was brought up as a good practice in energy, resource and waste management. 
René van Berkel underlined the fact that there is a lot of research on sustainable technologies as well as 
existing eco-innovative solutions. The challenge for policy in this context is to scale up the uptake of existing 
good practices.
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4.1 voting session

The final plenary session started with an innovative approach, as delegates were asked to vote on the potential 
solutions, which had been proposed in the previous parallel sessions, to meet the challenges posed by key 
issues in the field of innovation. 

Henry Samuel, the Conference Moderator, opened the voting session by testing the electronic voting system 
with the question - “Who will win the French Football Championship 2009?” Not very surprisingly, a huge 
majority voted for Lyon out of the three possible teams Lyon, Marseille and Bordeaux. Either they decided on 
the basis of expertise, as Lyon had been French champion seven times in a row, or in honour of the conference’s 
host city.

Figure 1: Explanation of the Voting procedure
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Whilst a clear majority voted for business and innovation support services as being most important in developing 
Lead Markets in Europe, two of the panellists voted differently.  Wolfram Trinius advocated standardisation as 
being crucial to companies entering new markets, as it guaranteed reliability for new to the market services 
and products. “The potential of public procurement in support of innovation is underestimated in Europe,” said 
Alfred Radauer, who preferred the second option.

Figure 2: Key issue / question 1 ‘Lead 
Markets’

Figure 3: Key issue / question 2
 ‘Eco-innovation’

Feedback on the second question was much more evenly distributed amongst the three potential answers. 
“High prices are the catalyst for new products and services and speed up their market uptake,” commented 
Jenny Tooth and her decision was accepted by the other panellists. The audience, however, had opted for higher 
regulations, as cost savings might not provide sufficient motivation to innovate. During a lively discussion, 
different speakers argued about different understandings of eco-innovation and this resulted in a plea for 
stricter definitions that would allow more structured discussions. In the end, it was agreed that environmental 
costs are not appropriately internalised and that this causes market distortions.

A panel consisting of three business experts led a lively debate with the audience following the voting on three 
possible answers to the key questions raised during the event. The panel comprised: Jenny tooth, Business 
Development Director, Greater London Enterprise Growth Capital, who represented the early stage financing 
and business angel world; Alfred radauer, Senior Researcher at the Austrian Institute for SME research 
until October 2008, added the SME perspective; and Wolfram trinius, Founder and President, Ingenieurbüro 
Trinius, Germany, offered a consultant’s point of view.
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Figure 4: Key issue / question 3 ‘Innovation 
in Services’

Contrary to the majority, Alfred Radauer voted for “open communication platforms” as the best method of 
supporting customer driven innovation. “Changing its management culture towards user-centric and open 
innovation culture needs to be done by a company itself, but such platforms could make companies aware 
of the needs to develop further,” he argued. Whereas successful companies have always taken consumers’ 
needs into account, they have only recently become aware of the  potential of consumers’ direct contribution 
to innovation, as “innovation communities” and “open innovation” have started to become popular. Wolfram 
Trinius claimed that the setting standards fostered user-driven innovation.

Figure 5: Key issue / question 4 
‘Sources of Innovation’ 

Interestingly enough, specific programmes were ranked only second when it came to the right framework 
conditions for knowledge-intensive services. The comments of the panellists showed that the decision was not 
clear cut, because the options need to be linked to each other. Wolfram Trinius voted for the second option as 
being the only one that seemed to be “integrated.” Further comments highlighted the need for training skills 
to face the challenges of open innovation.
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Figure 7: Key issue / question 6 
‘Cluster cooperation and management’

Discussion of the voting results on the most appropriate measures to professionalise European cluster 
organisations reflected the trend towards stronger clusters in Europe. Internationalisation was one path to 
fostering the competitiveness of clusters, but there was also a need to train cluster managers. Further efforts 
to concentrate policies on readiness for global competition was claimed to be a crucial contribution to a broad 
based European innovation strategy.

Figure 8: Key issue / question 7 
‘Innovation & Financial Crisis’

The last question focused on the most important impact of the financial crisis on innovation support. There 
was not much fear that financial support would be reduced significantly, as it is well accepted, even in the 
policy world, that innovation is the key to competitiveness and growth. Nevertheless, an increased pressure 
to demonstrate added value and the effectiveness of innovation support may be one result of the financial 
crisis.

Figure 6: Key issue / question 5 ‘Support 
for Innovation’

An overwhelming vote characterised support for innovation as a “vitamin pill.” One person explained that “we 
like to design innovation support like a vitamin pill, to be delivered on a daily basis, but still we have to know 
which vitamin is needed.” Another participant concluded that “even if our support might only be a placebo, 
we should acknowledge any positive impact of our activities on the performance of European innovation 
systems.” It was also agreed that more analysis of the real impact of support measures on innovation systems 
was needed as an aid to policy formulation.
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4.2 closing addresses

Jean noël Durvy, Director of Innovation Policy at the European Commission’s DG Enterprise and Industry, 
closed the conference, with a call to make Europe the preferred place for innovation. He asked for forward 
looking policies and experimentation with new policy approaches. “Policy needs to be innovative itself,” he 
stated, and explained that innovation policy in Europe is a multi-stage approach that demands partnership 
between regions, Member States and the European Commission. He saw research as the means and user 
needs as the driver for innovation. In order to prepare for better policy design, he felt that it was important 
to establish new and improved indicators for innovation, such as including user centred approaches in 
econometric models.

He claimed that innovation lay at the heart of European policies to overcome the challenges of climate change 
and demographic evolution. Innovation is one of the pillars of the European partnership for collaboration and 
growth, and goes far beyond the linear approach of the past, when investment in research was the solution. 
In contrast, innovation nowadays is understood as systemic approach based on partnership, collaboration in 
clusters and models like the triple helix approach. However, future development needs to be even broader and 
innovation policy should be more strongly linked to other policy areas. 

In commenting on the effects of the financial crisis, Jean Noël Durvy was clear that “the question is not to 
save the banks, but their functions,” and he also stressed the need to rebuild confidence and trust. Then he 
ended on a very positive note, “We are moving towards a new societal model that will place a greater emphasis 
on social and environmental concerns and this will inevitably give rise to new forms of innovation.”

Agnès Arcier, Deputy Director-General for Enterprise at the Ministry of Economy, Industry and Employment, 
closed the conference on behalf of the French Presidency. She had seen that many valuable ideas and 
experiences had been exchanged between participants during the workshops and appealed for further efforts 
to disseminate these experiences beyond this “privileged club.”

She also referred to the French government’s decision to put 175 billion euro of direct investment into economic 
activity over the next three years. “Alongside investment in universities, research and the environment, we 
are going to invest heavily in the digital economy, which will be the driver of future growth, along with clean 
technologies” she reported.  Agnès Arcier ended the event by inviting delegates to create further links, 
participate in Europe INNOVA and PROINNO Europe calls and learn from each other, as “ideas are the basis 
of our economy!”
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