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Purpose of the guidelines 
 
 
The European Commission, together with different national and regional actors, plays a major role 

in creating a supportive framework that facilitates for researchers, SMEs and other organisations to 
develop new technologies and knowledge. Through EU-funded research projects, many outstanding 
new technologies and knowledge are developed. However, these are rarely applied in the digital 
media and internet industries. Furthermore, SMEs currently benefit to a relatively lower extent from 
the new knowledge and research efforts when compared to larger companies. Besides, those smaller 
companies still experience difficulties in accessing EU funding. 

One consequence of the above situation is that the transfer of these new technologies and 
knowledge between research institutions and creative enterprises is delayed or does not happen at 
all. This prevents the integration of new technologies into next generation products and services.  

 
The SMARD project aims at providing support and input on two of these main issues: 
• to increase participation in EU-funded research programmes, especially from SMEs, 
• to support technology commercialisation by providing best practices in technology transfer 

and commercialisation. 
These guidelines focus on the second issue (best practices in tech transfer and commercialisation) 

and will provide input for a strategy for SME-driven research at a European level. 
 
The guidelines aim to help researchers and SMEs involved in (EU funded) research projects in their 

efforts to translate their research results into economic and/or social value and applying the most 
appropriate technology transfer and commercialisation methods. This should result in an enhanced 
translation of new technologies and knowledge obtained through these research projects into new 
products and services commercialised by the projects partners or other (European) SMEs. The 
guidelines focus on the three most relevant and visible technology transfer and commercialisation 
mechanisms, being by creating a new spin-off or start-up, within an existing SME or existing 
organisation or through licensing towards a third party. 

The structure of the guidelines for successful networked media R&D commercialisation has the 
following logic. Firstly, the need for such guidelines is framed with the current (European) setting. 
Secondly, some key hurdles encountered by researchers and SME managers when translating R&D 
outcomes into innovations and when bringing new technologies and knowledge to the market are 
discussed. The third part analyses the best practices in technology transfer and commercialisation 
used by the four SMARD consortium partners and selected key regional stakeholders. The guidelines 
are concluded by a compilation of the best practices (based on the input from the third part) for each 
of the three most relevant and visible technology transfer and commercialisation mechanisms (spin-
off/start-up, within an existing SME/organisation or through licensing). Finally, a case study on a 
particular Networked Media commercialisation case will be presented to illustrate some of the best 
practices and challenges in the tech transfer and commercialisation process. 

These guidelines are the result of three efforts. In first instance, the results of prior studies on the 
subject have been used as input. Secondly, the technology transfer and commercialisation 
programmes of the four SMARD project partners have been screened and analysed. Thirdly, input 
has been obtained by relevant stakeholders in each of the four partner regions (Baden-Württemberg 
in Germany, Salzburg in Austria, Flanders in Belgium and Piemonte in Italy). 

 
The compilation of the guidelines did not necessarily result in a comprehensive overview of all 

relevant tech transfer and commercialisation practices (other relevant best practices may exist in 
other European regions). However, these guidelines should provide a sound framework that helps in 
increasing the valorisation efforts and output of (EU funded) research projects by the projects 
partners and especially by SMEs. Given the increased attention for tech transfer and 
commercialisation in EU funded research that has been announced within Horizon 2020, these 
guidelines may be a first step towards the realisation of these EU goals. 
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1. Framing the need for the guideline in networked media R&D 
 
 

The European Commission has a long tradition of providing funding and support for new research 
crossing the boundaries of countries and disciplines. Billions of euros have been spent on research, 
development and innovation (R+D+I) over the years. In view of the current economic turbulence and 
the need to revitalise most European economies in order to maintain and secure Europe’s position as 
one of the leading regions worldwide in terms of economic potential, competitiveness and breeding 
ground for new inventions and innovations, two major issues have impacted the effectiveness of the 
prior efforts in the research and innovation programmes (mainly through the European Framework 
Programmes 1 to 7).  

The first major concern relates to the relatively small amount of Small and Medium-sized 
Enterprises (SMEs) participating in European research projects, in relation to their large contributions 
to most national economies throughout Europe (European Commission, 2012; European 
Commission, 2010b). According to an impact report on SMEs participation in the 5th and 6th 
Framework Programmes, SMEs account for approximately 65% of Europe’s gross domestic product 
(GDP) and provide jobs for about 65 million people Europe-wide (European Commission, 2010a). The 
European Commission has recognised the issue of low SME participation in European research and 
innovation programmes and has been monitoring SME participation over the years. Furthermore, 
concrete targets have been set and participation of SMEs has been encouraged gradually over the 
years with specific measures. On 1st January 2012, 15.3% of the overall budget for research and 
innovation has been directed towards SMEs, for the first time reaching the target of 15%. 

A second major issue has since long been the relatively small amount of new knowledge and 
research results of EU projects that have been translated into new technologies, products and 
services delivered to customers (European Commission, 2012). This lack of technology transfer and 
commercialisation efforts has been a concern for the European Commission and has affected the 
agendas of policy makers at all levels. 

With the ambitious project of Horizon 2020, The European Commission wishes to address these 
two major issues simultaneously. The ambition of Horizon 2020 is to secure Europe's global 
competitiveness by creating new growth and jobs in Europe, with a reformed investment policy that 
allocates 80 billion EUR in European research and innovation between 2014 and 2020. Amongst 
others, Horizon 2020 aims at enhancing access to capital and participation in EU projects for SMEs 
and providing more support towards SMEs and other stakeholders involved into translating the 
research results into true innovations for European and global customers and to unlock the 
commercial potential of the research outcomes. 

In the remainder of this section, the two aforementioned issues will be elaborated upon, being the 
so-called European Innovation Paradox (i.e. Europe’s relative inability to translate leading research 
into enhanced commercial potential for European companies) and SME participation in EU funded 
projects. 
 
European Innovation Paradox 

Despite the relative higher academic output of European universities and other public research 
organisations, the commercialisation of academic research is not as productive as in the U.S. 
(Klofsten and Jones-Evans 2000; Goldfarb and Henrekson 2003). The phenomenon has been 
described in the ‘Green Paper on Innovation’ (European Commission, 1995) and became known as 
the European Innovation Paradox, since despite its ‘broader’ educational and science base, Europe is 
unable to convert this advantage into a strong contribution to economic development and 
innovation (Brooksbank and Thomas 2001; Clarysse, Moray et al. 2002). This is mainly due to the 
more competitive American academic environment (mainly in terms of remuneration, promotion 
and job mobility) and legislative system (Goldfarb and Henrekson 2003). Additionally, the more 
pronounced distinction between teachers and researchers in Europe and the relatively pre-
determined pathway to obtain academic positions and promotions hampers productive 
commercialisation (Giacometti 2001; Goldfarb and Henrekson 2003). 
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Some more recent research has however claimed that this European Innovation Paradox is 
inexistent. According to their evidence Europe does not have (nor had) any advantage over other 
regions in the world with respect to the quality (and quantity) of research (see e.g. Herranz and Ruiz-
Castillo, 2011; Schibany and Gassler, 2010; Dosi et al., 2006), unlike claimed by the Green Paper on 
Innovation. However, research has also shown that the EU’s deficit in business R&D relative to the 
U.S. (i.e. the so-called European Innovation Deficit) can largely be accounted for by the EU having 
fewer young leading innovators in new R&D intensive sectors (Veugelers et al., 2010). This means 
that policies need to address the specific barriers to development of new sectors and firms with high 
R&D intensity, such as digital media and internet industries. These barriers are rooted in problems of 
access to early risk financing, access to risk-taking customers and access to frontier research, 
specialized know how and skills.  

 
SME participation in EU projects 

In Europe, about 99% of the 20 million businesses comply with the SME definition (European Union, 
2010). Given their high importance on regional and (inter)national level, the European Commission 
has encouraged participation of SMEs in the EU’s research framework programmes since their 
inception in the 1980s. However, the overall participation of SMEs remained relatively low compared 
to their economic importance, forcing the European Commission to take actions in order to create a 
more ‘SME-friendly’ environment for participation in the research framework programmes. 

In view of the relatively low participation of SMEs in prior Framework Programmes (cfr. earlier), the 
European Commission has defined a target of at least 15% of the total budget for the 7th Framework 
Programme that has to be directed towards SME participants. The latest progress report by the 
Commission's DG Research & Innovation reveals that this budget target of 15% for funding to SMEs 
within the 7th Research Framework Programme (FP7) has been reached (European Commission, 
2012). In the eighth "SME Progress Reports in FP7", the results show that during the first five years of 
FP7, the budget granted so far to SMEs in the Thematic Priorities represents 15.3% of the 
Cooperation Programme budget. This equals 2.4 billion EUR allocated to almost 8,900 SME 
participations by 1 January 2012. 

An earlier progress report on the figures up to 1 October 2010 showed that within the Cooperation 
Programme as a whole, 14.5% of the budget had been granted to SMEs (European Commission, 
2010b). Since October 2010, the efforts towards and participation of SMEs in EU funded projects has 
thus further been on the rise. Up till 1 October 2012, 33,000 organisations participated in the ten 
Thematic Priorities of the Cooperation Programme in the 7th Framework Programme, out of which 
5,500 SMEs (16.7%) (European Commission, 2010b). Over the same time period, the EU contributed 
to an amount of 10,477 million EUR to projects, out of which 1,544 million EUR were for SMEs 
(European Commission, 2010b). 

 
The impact assessment on the 5th and 6th Framework Programmes (see European Commission, 

2010a) has indicated that in terms of number of participating organisations, SMEs by far form the 
largest group in terms of number of participants. Table 1 indicates that in the total number of 
participants, SMEs account for only 16.4% (in FP5) and 16.9% (in FP6) of the total number of 
participants. However, if every organisation is only counted once (regardless of the number of 
projects they are involved with), some 35.9% of organisations participating in the 5th Framework 
Programme were classified as SMEs, a figure that rose to 37.8% in the 6th Framework Programme, as 
shown in Table 2. Furthermore, a satisfaction survey revealed that more than 75% of project 
coordinators consider SMEs’ contribution to their projects to be either crucial or important 
(European Commission, 2010a). With regard to the outcomes and benefits for SMEs, half of SMEs 
that participated in the 5th and/or 6th Framework Programmes claim that their turnover has increased 
thanks to their project involvement. However, many do not, highlighting the need for more support 
on tech transfer and commercialisation of research and innovation outcomes (European Commission, 
2010a). 
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According to the impact assessment report of the European Commission (2010a), SMEs receive a 
much smaller share of the overall budgets than their share in the overall number of participants. In 
FP5, SMEs received 13.2% of the total budget, a figure that fell to 12.4% in FP6, in spite of the 
introduction of the 15% target. That downward trend appears to have been reversed in the 7th 
Framework Programme; 13.4% of the budget allocated in the first 3 years of FP7 went to SMEs. 
Meanwhile, the average level of funding per project received by each SME has risen substantially, 
from 170,000 EUR under FP5 to 220,000 EUR in FP6 and 268,000 EUR in the first 3 years of FP7. 

 
 

Table 1. The numbers of participations in FP5 and FP6 by organisation type 
 

Rank Organisation type FP5 FP6 
1 Higher education institutions 12,250 

32.9% 
11,312 
33.4% 

2 Research organisations 8,186 
22.0% 

7,458 
22.1% 

3 Large companies 7,532 
20.3% 

6,931 
20.5% 

4 SMEs 6,115 
16.4% 

5,706 
16.9% 

5 Hospitals 390 
1.0% 

320 
0.9% 

 
Note: Organisations classified as ‘other’ or ‘not available’ are not listed in this table. 

Source: European Commission, 2010a, p. 14. 
 
 
Table 2. The numbers of individual organisations participating in FP5 & FP6 by organisation type 

 
Rank Organisation type FP5 FP6 
1 SMEs 4,288 

35.9% 
4,262 
37.8% 

2 Large companies 2,790 
23.4% 

2,765 
24.5% 

3 Research organisations 1,611 
13.5% 

1,414 
12.5% 

4 Higher education institutions 1,152 
9.6% 

1,236 
11.0% 

5 Hospitals 215 
1.8% 

122 
1.1% 

 
Note: Organisations classified as ‘other’ or ‘not available’ are not listed in this table. 

Source: European Commission, 2010a, p. 15. 
 
 
Despite the high importance of SMEs in European economies, the two main issues identified in this 

section (the Innovation Paradox or Deficit and the low degree of SME participation in EU funded 
research) hamper reaching the Horizon 2020 goals and translating Europe in the world’s leading 
knowledge economy. Especially in digital media and internet industries, these two issues are 
persistent. Throughout the various sub-sectors of the digital media and internet industries, it is hard 
to find leading European companies. Therefore, these guidelines aim at helping SME managers, 
entrepreneurs and supportive organisations in identifying best practices in technology transfer and 
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commercialisation, which may help in supporting the creation of leading players in these industries. 
The following section identifies some hurdles that hamper the creation and success of companies on 
their ways to becoming leading companies in their industries. 
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2. Context: hurdles in (pre-)incubation 
 

 
The early development of start-ups is characterised by a highly turbulent and uncertain period, in 

which the entrepreneurs have to overcome various obstacles on their way towards building a 
successful and sustainable business. This section deals with the main hurdles that have been 
identified by prior studies on new start-ups. Successively, the funding gap (also called equity gap), 
and the liabilities of newness and smallness will be discussed.  

The main obstacles identified for commercialisation of innovations through new legal entities, to 
some extent also apply to the other two main mechanisms in this context (being commercialisation 
through an existing SME/organisation and licensing towards a third party). 
 
Funding gap 

Start-ups face a number of hurdles during their early development. The absence of a prior track 
record (always as a venture, in case of first time entrepreneur(s) also as an individual) makes it often 
difficult to attract resources, partners and/or employees. In case of high-tech start-ups, this issue is 
even more problematic, given the higher degree of complexity. 

Empirical evidence suggests that new ventures commercialising high-tech innovations in general 
encounter significant problems in obtaining sufficient funding and that the problem is even more 
troubling for research-based start-ups such as academic spin-offs. This is mainly due to the higher 
risk associated to research-based innovation, given their often rather immature status at the time of 
incorporation, and the lower degree of experience in obtaining (venture) funding of academics. In 
this regard, a higher degree of awareness building and coaching on commercialisation strategies in 
the course of research projects may support researchers in increasing the commercialisation efforts 
and the subsequent success likelihood thereof. 

 
 

Figure 1. The funding gap(s) 
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The funding gap is illustrated in Figure 1. The financing gap has proven to be even bigger outside 
the U.S., where the venture capital market for start-up funding is much less developed. The venture 
capital market in the U.S. has shown to be more developed in terms of both size and professionalism 
when compared to those in most European countries and is likely to persist since the wedge between 
the U.S. and European risk capital market has grown even larger in recent decennia (Bottazzi & Da 
Rin, 2002). 

Furthermore, besides the initial funding gap (between 4F or Founder, Family, Friends and Fools on 
one side and other informal investors on the other), research has shown that a second funding gap is 
likely to occur. The lack of provision of follow-on finance provided by the established venture capital 
industry suggests that the young, growing and potentially successful firm funded by an early stage 
investor faces a second equity gap. This gap occurs when the growing firm seeks additional finance 
for commercial expansion once the available early stage resources are exhausted (Murray, 1994). 

 
Liabilities of newness and smallness 

Start-ups face higher mortality rates, mainly due to the absence of established role patterns and 
stable social links. The observation that the early development of new enterprises is the most critical 
period with a large number of obstacles is not new. The liability of newness hypothesis implies that 
failure rates of newly established organisations decrease monotonically with age (Freeman, Carroll et 
al. 1983; Henderson 1999). However, subsequent research has criticised the liability of newness 
based on empirical observations. Brüderl and Schüssler (1990) provided evidence for a liability of 
adolescence, meaning that failure rates of start-ups initially remain low, reach a maximum only after 
a certain amount of time (in this particular study the peak was found between six and nine months) 
and then gradually start decreasing (inverted U-shape). They mentioned two reasons why the highest 
mortality rate was not found at the very beginning of a start-up’s lifetime: [1] start-ups survive a 
certain time thanks to their initial stock of resources and [2] different stakeholders involved in the 
start-up will not abandon it unless a sufficient amount of negative information on the potential or 
performance has come to the surface (Brüderl and Schussler 1990). Further research provided 
additional support for the liability of adolescence hypothesis. In this regard, Packalen (2007) has 
indicated that the larger the initial resource stock, the longer a venture’s adolescence period. 

A second important stream of research focuses on the liability of smallness hypothesis. The 
underlying assumption is that larger firms have better survival chances than smaller ones 
(Stinchcombe 1965; Agarwal and Audretsch 2001). The size is then determined by either the total 
amount of financial resources or the number of people employed at the time of founding (Brüderl, 
Preisendörfer et al. 1992). The main reasons cited in prior literature for the liability of smallness are 
problems in attracting adequate financial and human resources, higher administrative costs, 
legitimacy issues, and problematic access to market power (see Mellahi and Wilkinson 2004 for a 
literature review). Many of these problems are encountered by start-ups. The liability of smallness 
has been demonstrated by various authors on an empirical dataset: e.g. Brüderl and Schüssler (1990) 
found evidence in a sample of 171,502 German start-ups to support this hypothesis and Freeman et 
al. (1983) investigated 4,403 organisations in three industry sectors and confirmed the liability of 
smallness hypothesis. Often, the liability of newness and smallness are interconnected. 
 
Need for best practices and a strategy towards research commercialisation 

The hurdles identified provide a basic understanding for supporting SMEs, entrepreneurs and 
researchers in translating research outcomes into new marketable innovations. The nature of the 
hurdles is different according to the industry sector. Whilst the liabilities of newness and smallness 
have been demonstrated in many industry sectors, the funding gap is more persistent and relevant 
to high-tech industry sectors, such as the digital media and internet industries, and for 
commercialisation initiatives resulting from (academic) research. Especially the latter groups (high-
tech SMEs and commercialisation projects from research organisations) may therefore benefit from 
additional support and from a more elaborate and integrated strategy on the subject (preferably at a 
European level).  
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The hurdles identified are mainly associated to a venture’s resource base. Therefore, these 
guidelines will focus on best practices in technology transfer and commercialisation related to 
overcoming these resource hurdles, whether directly by providing relevant resources (e.g. funding or 
access to facilities) or by providing advice and coaching that could enhance a venture’s access to 
additional resources. 

The prior observations become even more relevant in combination with the relatively weak 
performance of Europe in translating research outcomes into new innovations (i.e. the European 
Innovation Paradox) and the low participation of SMEs in research programmes. Therefore, the 
following sections provide some insights into best practices in technology transfer and 
commercialisation, based on input from four European regions (Baden-Württemberg, Flanders, 
Piemonte and Salzburg). 
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3. Input from the regions and stakeholders 
 
 

(Public) research organisations have gradually become more involved in fostering and supporting 
entrepreneurship, technology transfer activities and commercialisation efforts based on their 
research. At the same time, the toolboxes used to support intrapreneurs and entrepreneurs in their 
efforts to launch new valorisation initiatives have been diversified and customised according to the 
sector in which the (future) company is active. This section provides input from the different regions 
active in the SMARD project (Baden-Württemberg in Germany, Salzburg in Austria, Flanders in 
Belgium and Piemonte in Italy), based on the tech transfer and commercialisation best practices by 
the four SMARD partners and by various relevant stakeholders in the four regions that have been 
interviewed. 

 
Best practices of the SMARD consortium partners 

All four SMARD consortium partners (see pages 26 and 27 for more information) are active in the 
digital media and internet industries. Although many of the best practices identified are universally 
applicable over the boundaries of industries and sectors, some of the tools may be tailored towards 
the specific needs of the digital media and internet industries. The best practices in tech transfer and 
commercialisation have been grouped into four categories: [1] funding related tools, [2] coaching 
and training practices, [3] facilities and [4] other types of support. 

 
1. Funding best practices 
As indicated earlier, start-ups often face the challenge of obtaining sufficient financial resources, 

especially during their earliest development. This issue has become known as the funding gap or 
equity gap. In order to help start-ups in overcoming this funding gap, many technology transfer 
organisations (TTOs) and other organisations supporting new start-ups have developed tools that 
help start-ups in bridging the gap, either by own investment funds or by practices that facilitate 
attracting external funding. Four best practices have been identified amongst the SMARD consortium 
partners and in prior literature on the subject. 

 
Proof-of-concept (PoC) funding 
Research organisations increasingly provide funding for the development of technological 
proof-of-concepts, i.e. for the development of a prototype showing the potential of a new 
technology or product. This proof-of-concept often concerns an alpha-prototype, which is a 
demonstrator of a new idea that works in a ‘lab’ environment (and not yet in a real customer 
environment). These proof-of-concepts help in making the translation from research results 
towards commercial products and services by enabling the entrepreneurs to test their results 
in a more realistic customer environment. Most of the time, this type of funding is organised 
as subsidies. 

 
(Pre-)seed funding 
In order to help start-ups and spin-offs overcoming the funding gap, many organisations are 
setting up own investment funds to provide (pre-)seed funding for their start-ups. This 
financial support for tech transfer and commercialisation projects then serves as first funding 
in the business development process. This funding is typically used to assess the market 
potential of an idea, develop the first business plan, make some first (international) customer 
contacts, protect potential intellectual property and for other development activities (both 
technical and business related). This pre-seed funding can take various forms, like subsidies, 
(convertible) loans or equity. For digital media and internet industry sectors, pre-seed 
funding in the order of 50 kEUR may provide sufficient means to realise the first important 
technology and/or business development steps. 
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Seed and early stage funding 
Seed and early stage funding are used to deploy the business plan and business strategy. At 
this stage, the funding serves to really go to the market and try to launch the first product or 
service. Therefore, in most cases, this seed and early stage funding takes the form of a 
convertible loan or equity, rather than subsidies. In most cases, this type of funding also 
concerns more substantial amounts of funding, in the order of at least 100 kEUR. 

 
Advice for other funding channels 
For most tech transfer offices, it is impossible to fund all steps in the development process of 
a new venture, from idea inception onwards up till the full growth of the new company or 
commercialisation initiative. However, many tech transfer offices have good knowledge on 
which funding channels are available for tech transfer and commercialisation projects, both 
in public and in private funding channels (i.e. subsidies, project money, R&D money, business 
development funding, investment rounds …). This tech transfer tool refers to providing the 
service of advising project owners or entrepreneurs on other relevant funding channels. Each 
investment round or funding round has its own characteristics, as has each investor or 
funding agency. Therefore, specific knowledge on each of the requirements and expectations 
can help in building a better case and substantially increase the probability of receiving the 
funding, whether being subsidies or capital. 

 
2. Coaching and training best practices 
Entrepreneurial teams are often composed of people with a similar background, skills and prior 

experiences (Mosey and Wright, 2007). Furthermore, the majority of the entrepreneurs are first-time 
entrepreneurs, increasing the need and added value of training and coaching. Various initiatives exist 
to develop human (and social) capital of entrepreneurs, in order to strengthen the team and enhance 
the survival likelihood of the new ventures. 

 
Entrepreneurship training programme 
This tech transfer and commercialisation tool concerns training programmes to raise 
awareness amongst (potential) entrepreneurs on a number of important issues and to train 
them to consider and deal with these issues. As such, it is not required that the trainees 
already have a concrete idea. This could be part of a separate ‘curriculum’, but could also be 
implemented in the form of separate modules. Often, topics such as business plans, 
marketing, finance and IPR and legal issues are addressed as general introduction. 

 
Hands-on management and coaching 
In the course of a tech transfer or commercialisation project, project teams can receive help 
from experienced entrepreneurs with expertise on one or more of the important domains in 
which the project is situated. This expertise can vary from technical expertise over market 
knowledge, specific network contacts, marketing and sales experience etc. As such, the coach 
does not become a part of the entrepreneurial team and is not an investor. The coaching 
intensity varies, as do the experience levels of the coaches. Often, it is limited to the advice 
provided by the TTO of the research organisations from which a start-up may emanate.  

 
Entrepreneur-in-residence 
One of the most intensive coaching methods concerns the use of an entrepreneurs-in-
residence (EiR), which are coaches that spend one or two days per week during a certain 
period in an intensive, operational coaching role. An entrepreneur-in-residence is an 
experienced entrepreneur that has set up one or more start-ups of his own. As such, he can 
advise and support a start-up team from his or her own experiences and help the team in 
avoiding or overcoming the same hurdles as (s)he encountered during the early development 
of his/her own start-up(s). Often, these EiRs get the opportunity to invest and step in the 
project at the end of the intense coaching period. 
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The way an EiR programme is implemented, varies according to the organisation providing 
the support. In some organisations, the EiR is paid by the supporting organisation. 
Sometimes, the (financial) effort is subsequently converted if both entities (start-up and EiR) 
decide to continue their cooperation. Some other models that do exist are paying the EiR 
with share options or just as a ‘regular’ consultant. 

 
Directorship 
In case a (new) venture is created to commercialise the idea, some projects might ask for the 
parent organisation to have a seat on the board of directors to maintain a formal bond 
between the project and the parent organisation. This directorship can also be the result of a 
financial investment. However, especially in the case of minor investments or 
shareholderships, supporting organisations prefer not to be involved in the board of directors 
(except maybe from a merely advisory function). 

 
Access to network of TTO or support organisation 
Many TTOs and support organisations open up their networks for entrepreneurs they 
support. They bring the entrepreneurs or project leaders in touch with potentially relevant 
experts in various fields and domains of the project, depending on the specific needs of the 
(would-be) entrepreneur(s). The network partners can include financiers, other support 
organisations, new team members (including EiRs), potential business partners or customers 
and alike. 

 
Networking events 
Specific events are set up to bring (potential) entrepreneurs and various other stakeholders 
in the tech transfer and commercialisation process in contact with each other. The purpose 
and format of each event depend upon the specific needs and requirements of all entities. 
Sometimes events are just meant as an introduction and place where people in a specific 
(sub)sector can meet up, whilst others have very specific purposes, such as pitching events 
where entrepreneurs can bring their story to potential investors (an example is the yearly 
Heidelberg Innovation Forum in Germany), or networking events where entrepreneurs can 
get in touch with various support organisations (examples concern the Start-ups.be events in 
Belgium or the European Web Entrepreneurs started by the European Commission). 

 
Bootcamps / coaching for existing enterprises 
Specific coaching sessions, in the form of a bootcamp or other events, deal with specific tech 
transfer and commercialisation problems that entrepreneurs and/or managers of existing 
enterprises face. The problems are then addressed by both experienced coaches and peer 
entrepreneurs and managers facing similar problems. The peer-to-peer approach has the 
additional advantage of creating a network. Bootcamps exist in various formats and for 
different purposes. Some are meant as a tool to develop human (and social) capital of 
entrepreneurs, rather than developing a concrete idea up to a validated business plan. Other 
bootcamps have the end goal of developing ideas rather than entrepreneurial teams and 
bringing the ideas up to a point where the start-up can be launched. 

 
3. Facilities best practices 
Besides support on funding and training/coaching, many support organisations offer support in the 

form of access to various facilities. In this category, five best practices have been identified in the 
regions. 

 
Incubator / co-working space 
For new entrepreneurial initiatives, physical incubator space is often available. In first 
instance, this basically concerns (flexible) office space or co-working space, but might come 
with other types of support, such as administrative support, networking and/or business 
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support (cfr. earlier). Many support organisations try to create an open innovation incubator 
space, where external companies mix up with entrepreneurial initiatives from their own 
ecosystem. 

 
Incubator facilities abroad 
In the globalised economies of today, and even more in digital media and internet 
commercialisation initiatives, the internationalisation of new tech transfer and 
commercialisation projects is crucial. To support new projects in reaching this goal, some 
TTOs and support organisations have contacts with other incubator facilities abroad in some 
major markets (e.g. US, Europe, Asia) where the projects can stay for a certain time period to 
get in touch with local players and potential partners. In this regard, the Soft Landing 
initiative has received support from the European Commission. Soft Landing groups various 
incubator facilities and enhances movement of start-ups between the incubator facilities 
around Europe and the rest of the world.  
 
Laboratory space 
From a technical point of view, TTOs from public research organisations and increasingly 
liaison offices from large multinational companies provide access to ‘laboratory’ space where 
the technical concepts can be developed and tested. This fits within an open innovation 
concept, where these TTOs and liaison offices open up their facilities for entrepreneurs, and 
at the same time get first hand insights into new concept and ideas. 
 
Access to R&D capabilities 
In order to support the technical development of new products (and services), the tech 
transfer and commercialisation projects can get access to R&D capabilities in partnering R&D 
groups. This support helps them in further developing the technology and products to make 
them mature and market-ready. Furthermore, it helps them in keeping up with the latest 
technological developments in a certain field. More and more public research organisations 
open up their R&D capabilities in the form of an ‘R&D on steroids’ or consultancy offering. 
This way, researchers can assist entrepreneurs and SMEs in gaining new knowledge. This 
allows the researchers to increase their societal impact and might generate some additional 
income for their research groups. 
 
Support in land property and real estate 
Some support organisations start offering advice in the search for finding suitable land 
property and real estate projects that allow the tech transfer and commercialisation projects 
to grow and flourish in suitable locations and environments around the globe. Often, 
expanding activities to new locations brings new hurdles to overcome. Advice on the local 
rules and regulations may ease the step towards new locations. 

 
4. Other best practices 
The potential offering of TTOs and support organisations towards entrepreneurs and SMEs often 

goes well beyond the three aforementioned categories (funding, coaching and facilities). This fourth 
category groups a diverse set of best practices identified in the current practices of the SMARD 
consortium partners. 

 
IPR screening and protection (incl. freedom-to-operate) 
Many organisations provide some basic advice and support on intellectual property rights. 
The initial idea and technology are often screened on patentability, other IP protection 
mechanisms (such as copyrights, trademarks, industrial design claims) and freedom-to-
operate (infringement of other, existing patents). 
 
Legal advice 
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On various matters, entrepreneurs and SMEs can appeal to support organisations for legal 
advice, e.g. on non-disclosure agreement, licensing agreements, statutes and the legal 
establishment of a new venture, investment deals, sales contracts, contract negotiations and 
others. Some sector organisations, such as Agoria (an employer organisation for the high-
tech sector in Flanders), offer access to advice from their legal department as part of their 
annual subscription. Since the importance of legal issues has risen substantially over the 
years, this form of advice can be highly valuable (and costly) in many cases. 
 
Administrative support (reception, printing, bookkeeping, billing) 
Many support organisations offer various forms of administrative support. These can include 
for example providing reception facilities, printing services and support with bookkeeping 
and billing. This support is often offered together with incubator or co-working facilities (cfr. 
earlier). 
 
HR support and option plans 
On a large number of human resource matters, support organisations provide advice and 
support, e.g. hiring and firing, salaries, option plans … . These issues are especially relevant to 
start-ups and SMEs that do not have sufficient size to hire an own HR manager or that are in 
the process of hiring their first employee(s). Often, this type of advice is offered in 
combination with legal advice, since both domains are intertwined. 
 
Business plan screening and advice 
TTOs and many other support organisations have tools to screen business plans or new ideas 
and provide targeted advice to improve the idea/project in order to maximise the likelihood 
of success. The advice is related both to the content of the business plan (technology and 
market issues) and the way it is presented, both in written and oral form (pitching). 
 
Market studies 
As part of a successful business (plan) development, TTOs and support organisations provide 
access to or support in getting access to market knowledge. This goal can be achieved in two 
ways: the project gets access to existing market studies (e.g. payable market studies from 
research organisations) or the organisation provides expertise and experience to set up a 
customised market research project. 
In this regard, the European Network of Living Labs (ENoLL) has very targeted expertise and 
both the knowledge and facilities to test new concepts, products and services in a real-life 
customer environment. This feedback can be obtained even early in the development, which 
provides invaluable market feedback that may help in creating successful new products and 
services.  
 
Entrepreneurship & innovation promotion (PR & marketing) 
As a tool to foster entrepreneurship and innovation, many organisations draw attention 
towards their initiatives and the performance of their projects through various PR and 
marketing initiatives. These include amongst others: 

• Business games & business plan competitions 
• Entrepreneurship awards & prizes 
• Press releases and other communication (e.g. on social networks) 

 
Foreign investment and partnering support 
For tech transfer and commercialisation projects with ambitions to establish international 
presence, support organisations can create the right channels and provide support to set up 
foreign investments and find the right partners abroad to set up international offices. This 
can often happen in concordance with access to international incubator facilities (cfr. earlier). 
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Alumni network 
In order to build an ecosystem around an organisation, an alumni network with regular 
events and workshops provide learning and networking opportunities for the members. 
Workshops around specific themes might help firms to learn from others facing the same 
problems and issues. Furthermore, an active alumni network helps in gaining access to other 
partners and additional knowledge/resources. Gradually, more organisations are actively 
making use of their alumni networks, as they can be the coaches and advisors of new start-
ups and SMEs. 

 
The SMARD consortium partners are all active within the broad domain of digital media and 

internet industries. However, their engagement in tech transfer and commercialisation activities 
originating from their research varies substantially. Tables 3 till 6 provide a summary of the 
individuals tools the SMARD consortium partners or their regional partners provide. More 
information on each of the individual tools can be obtained through the SMARD consortium partners 
(contact information can be found at the end of this guideline) and in Annex 1, which provides a basic 
description on each of the best practices used by the four regions. 

 
 

Table 3. Funding best practices of SMARD consortium partners 
 

 Piemonte, Italy 
(CSP) 

Baden-Württemberg, 
Germany (MFG) 

Salzburg, Austria 
(Salzburg 
Research) 

Flanders, Belgium  
(iMinds) 

PoC funding Innovation poles(1); 
Piemontech (1) 

Innovation vouchers; 
Digital Content Fund; Karl-
Steinbuch Scholarships; 
KSF; Digital Interaction 
Technology Fund 

Innovation 
vouchers; 
Cooperative R&D 
projects; Zentrum 
für Innovation und 
Standortpolitik(1) 

 

(Pre-)seed 
funding 

Enne3 Incubator(1); 
Piemontech(1) 

Innovation vouchers;  
Digital Content Fund;  
Digital Interaction 
Technology Fund; EXIST – 
B2Start(1); EXIST – T2R(1);  
Junge Innovatoren(1) 

Zentrum für 
Innovation und 
Standortpolitik(1) 

iStart;  
iStart.Light; 
iVenture 

Seed and early 
stage funding 

Piemontech(1) High-tech Gründerfonds 
(Venture Capital for 
Startups)(1); 
Seedfonds BW(1) 

 iVenture 

Advice for other 
funding channels 

CSP I4B; 
Innovation poles (1); 
UnionCamere 
Piemonte(1);  
Mettersi in proprio(1); 
Centro estero(1) 

 Salzburg Research 
staff; 
ITG Salzburg(1); 
Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

Fast Track Funding 
Flanders(1) 

(1) Best practice provided by a partner organisation 
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Table 4. Training/coaching best practices of SMARD consortium partners 
 

 Piemonte, Italy 
(CSP) 

Baden-
Württemberg, 
Germany (MFG) 

Salzburg, Austria 
(Salzburg 
Research) 

Flanders, Belgium  
(iMinds) 

Entrepreneurship 
training programme 

CSP I4B; I3P Incubator(1); 
Mettersi in proprio(1); 
Centro estero(1) 

 ITG Salzburg(1); 
Business Creation 
Center Salzburg(1) 

iStep;  
Student 
entrepreneurship 

Hands-on 
management and 
coaching 

Innovation poles (1); 
Unioncamere 
Piemonte(1); I3P 
Incubator(1); 2I3T 
Incubator(1); Mettersi in 
proprio(1); Enne3 
Incubator(1); Centro 
estero(1) 

Coach and Connect 
Plus 

ITG Salzburg(1); 
Business Creation 
Center Salzburg(1) 

iBoot, iStart 

Entrepreneur-in-
residence 

   iStart, Acceleration 

Directorship    iVenture 
Access to network of 
TTO 

Innovation poles (1); 
Unioncamere 
Piemonte(1);  
Centro estero(1) 

Coach and Connect 
Plus 

ITG Salzburg(1) All programmes 

Networking events Innovation poles (1); 
Unioncamere 
Piemonte(1); Mettersi in 
proprio(1); Centro 
estero(1) 

Heidelberg 
Innovation Forum 

Business Creation 
Center Salzburg(1) 

iBoot; iMinds; 
iceCubes; 
Start-ups.be 

Bootcamps / 
coaching for existing 
enterprises 

   Smart Innovator 

(1) Best practice provided by a partner organisation 
 

Table 5. Facilities best practices of SMARD consortium partners 
 

 Piemonte, Italy 
(CSP) 

Baden-
Württemberg, 
Germany (MFG) 

Salzburg, Austria 
(Salzburg 
Research) 

Flanders, Belgium  
(iMinds) 

Incubator space I3P Incubator(1); 
Enne3 Incubator(1); 
2I3T Incubator(1) 

Coworking 
Stuttgart 

Gründerservice(1) iCubes; Start-up 
Garage 

Incubator facilities abroad    Plug & Play;  
Singapore Hub; 
EBN Soft Landing(1) 

Laboratory space I3P Incubator(1); 
Enne3 Incubator(1); 
2I3T Incubator(1) 

  iLab.t 

Access to R&D capabilities CSP I4B; 
Innovation poles(1) 

 Industrial 
competence 
centres; 
Cooperative R&D 
projects;  
ITG Salzburg(1) 

iLab.t; iLab.o; 
Research groups 

Support in land property 
and real estate 

I3P Incubator(1)  Land Invest(1)  

(1) Best practice provided by a partner organisation 



SMARD Guideline for successful commercialisation 01/06/2012 

 www.smard-project.eu | 17 

 
Table 6. Other best practices of SMARD consortium partners 

 
 Piemonte, Italy 

(CSP) 
Baden-
Württemberg, 
Germany (MFG) 

Salzburg, Austria 
(Salzburg 
Research) 

Flanders, Belgium  
(iMinds) 

IPR screening and 
protection (incl. freedom-
to-operate) 

CSP I4B; I3P 
Incubator(1); 
Enne3 Incubator(1); 
Piemontech(1) 

 ITG Salzburg(1); 
Business Creation 
Center Salzburg(1) 

iMinds central; 
Affiliated patent 
attorneys(1) 

Legal advice CSP I4B; I3P 
Incubator(1); 
2I3T Incubator(1); 
Mettersi in 
proprio(1); 
Enne3(1); Centro 
estero(1); 
Piemontech(1) 

Coach and Connect 
Plus 

ITG Salzburg(1); 
Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

iMinds central; 
Affiliated lawyers(1) 

Administrative support 
(bookkeeping, billing) 

I3P Incubator(1); 
Enne3 Incubator(1) 

 Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

iMinds central 

HR support and option 
plans 

I3P Incubator(1); 
Enne3 Incubator(1) 

 Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

iMinds central 

Market studies CSP I4B; Innovation 
poles(1); 
I3P Incubator(1); 
Mettersi in 
proprio(1); Enne3 
Incubator(1); Centro 
estero(1); 2I3T 
Incubator (1); 
Piemontech(1) 

 ITG Salzburg(1); 
Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

iMinds central 

Business plan screening 
and advice 

CSP I4B; Innovation 
poles(1); 
I3P Incubator(1); 
2I3T Incubator(1); 
Mettersi in 
proprio(1); 
Enne3 Incubator(1); 
Centro estero(1); 
Piemontech(1) 

 ITG Salzburg(1); 
Gründerservice(1); 
Business Creation 
Center Salzburg(1) 

iMinds central;  
iMinds expert 
network; 

Entrepreneurship & 
innovation promotion (PR 
& marketing) 

Innovation poles(1); 
Unioncamere 
Piemonte(1); 2I3T 
Incubator(1); 
I3P Incubator(1); 
Enne3 Incubator(1); 
Centro estero(1) 

CyberOne Business 
Plan Award(1) 

StandortAgentur 
Salzburg(1) 

iMinds MarCom;  
iMinds;  
iBoot Graduation 

Foreign investment and 
partnering support 

Unioncamere 
Piemonte(1); Enne3 
Incubator(1); Centro 
estero(1); 
Piemontech(1) 

 StandortAgentur 
Salzburg(1) 

 

Alumni network     
(1) Best practice provided by a partner organisation 
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„TTOs have a strong 
offering in support 
towards attracting 
funding, access to 
R&D capabilities , 
administrative 
support and access 
to incubator and 
laboratory space, 
but less in training 
and coaching.“ 

 
 

Insights and best practices of regional stakeholders 
In order to get an additional view on best practices from regional stakeholders in the R+D+I 

(research, development and innovation) process with regard to tech transfer and commercialisation, 
the four SMARD consortium partners have conducted interviews with relevant stakeholders. Each of 
the consortium partners identified one technology transfer office (TTO) of a public research 
organisation, one government agency, one incubator and one SME. For each of these entities, the 
best practices on tech transfer and commercialisation offered and/or used have been discussed in 
detail. The outcome of these interviews will be summarised in the remainder of this section. 

 
1. Technology transfer offices 
The technology transfer offices (TTOs) of public research organisations have been created gradually 

to deal with technology transfer from the public research organisation towards external 
organisations and to support the commercialisation of research outcomes. In the U.S., their creation 
has been driven by the Bayh-Dole Act in 1980 (also known as the “University and Small Business 
Patent Procedures Act”), which attributed rights to universities to apply for, own and exploit their 
own intellectual property rights. In Europe, similar legislation has been set up in most individual 
countries over the years (with the notable exception of e.g. Sweden, where the individual researcher 
is still owner of his/her ownership rights). Despite the common role attributed to most TTOs 
throughout Europe (despite different names for the same entity, such as ‘industrial liaison office’), 
the role of TTOs is sometimes somewhat different. This implies that the toolbox at their disposal can 
also differ substantially. 

 
All four interviewed TTOs strongly emphasise their role in searching for or even providing proof-of-

concept funding, (pre-)seed and early stage funding and advice towards other funding channels. 
These best practices most of the times are provided in-house, although relevant 
partner organisations are consulted where relevant. Most TTOs limit themselves 
in providing the advice on how to attract funding, while the occurrence of own 
investment means (e.g. through an own investment fund) is rather limited.  

Training and coaching best practices in TTOs seem to be much less settled 
down. Most TTOs offer a diversity of networking events and access to their 
network. However, most other training and coaching best practices are not 
integrated into the TTO’s offering towards entrepreneurs and SMEs. As such, 
entrepreneurs and SMEs thus might need to broaden up their scope when 
searching for relevant support and best practices on additional training and 
coaching. Despite their less frequent use, the principles of entrepreneurs-in-
residence are seen as one of the most promising best practices. These 
experienced entrepreneurs can share their experience and expertise with the start-up or SME team 
and help in building a success case. 

The role of TTOs in providing local incubator and laboratory space and access to R&D capabilities of 
local research organisations appears to be much stronger developed than their training and coaching 
offering. Given their background as an entity within / connected to a public research organisation, it 
seems rather natural for them to provide the link to R&D capabilities and facilities. 

With regard to other forms of support, TTOs tend to provide expertise in legal expertise and 
intellectual property rights, whether in-house or through partnerships with specialised lawyers and 
attorneys. Surprisingly, the effectiveness of practices for IPR receives mixed reactions, given the only 
indirect effect on commercialisation. Furthermore, other forms of more administrative support, such 
as bookkeeping and billing expertise, can often be accessed through TTOs.  
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„Government 
agencies have a 
strong networking 
function. They seem 
to redirect 
entrepreneurs and 
SME managers 
often to relevant 
partners in their 
networks.“ 

„Incubators 
increasingly tend to 
develop an offering 
with coaching and 
advice, as a 
supplement to 
providing office 
space and support 
in administrative 
matters.“ 

„SMEs and 
entrepreneurs seem 
to benefit from most 
best practices they 
get supported with. 
Especially hands-on 
coaching and 
entrepreneur in 
residence 
programmes are 
highly appreciated.“ 

 
2. Government agencies 
Unlike TTOs, the role of government agencies is highly dependent on the task defined by their 

guardianship government. The government agencies interviewed in the regions mainly seem to fulfil 
a networking function. As direct service towards their customers or indirectly 
through partnerships with other entities, government agencies seem to address 
the vast majority of the best practices identified earlier. However, as indicated 
earlier, most of the agencies have a dedicated task, implying that none of the 
agencies covers a very broad range of best practices. 

The advising role of government agencies is illustrated by the fact that, 
according to an Italian government agency, the most frequently used practices by 
entrepreneurs and SME managers are pre-evaluation and validation of project 
proposals and partnering events focused on one specific thematic field. Especially 
the funding advice support has been indicated by many stakeholders as a highly 
relevant support scheme from government agencies. 

 
3. Incubators 
The function of incubators is obviously even more specific than that of government agencies. Their 

main goal is to provide physical office space, and in some cases also laboratory space (which is for 
example often the case for a biotech incubator). Besides physical space, most 
incubators also offer administrative support in various forms and to a variable 
extent.  

However, more and more incubators have started to develop a complementary 
offering towards their residents in the form of coaching and advice. This advice 
tends to become much more elaborated than merely business plan screening or 
providing access to the network of the incubator. Incubators tend to become a 
central hub or ‘spider in the entrepreneurial web’, offering services on most 
relevant issues in the commercialisation process of research outcomes. Incubators 
gradually have become a coach or mentor for their residents, more than merely an 
office space provider. 

 
4. SMEs 
An important reflection on the effectiveness and relevance of the best practices in tech transfer 

and commercialisation identified earlier should come from the entities that make use of them. In 
order to do so, the SMARD consortium partners have each collected some responses from SMEs in 

their networks that have received one or various forms of support and are thus 
well-placed to evaluate their (potential) added value. The SME entrepreneurs 
have been asked to reflect on the best practices they have used and on those 
that would have been useful. 

Although most SMEs are still conducting further research and development 
projects, whether internally or in cooperation with other partners (and e.g. 
funded by subsidies from EU and/or national funding programmes), support to 
streamline these efforts would be highly valuable, especially from an 
administrative point of view. Many SMEs do not seem to be willing to engage in 
further cooperative R&D given the fear for a high administrative burden and the 
risk of not receiving grants for the projects. 

On the other hand, entrepreneurs and SME managers highly appreciate various 
types of training, coaching and advice offered by various stakeholders. Especially when these training 
and coaching efforts are tuned towards the specific needs of the SMEs, these types of support 
potentially have a high impact on their success likelihood. This is even more true if the support is 
delivered by experienced entrepreneurs, e.g. in the form of entrepreneur-in-residence programmes. 
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4. Linking best practices to commercialisation mechanisms 
 
 
Research outcomes can be commercialised through a variety of mechanisms, including (1) creating 

a new legal entity (spin-off or start-up), (2) using an existing legal entity (SME or in-house) to and (3) 
commercialise research outcomes or through licensing to a third party. This section seeks to highlight 
the most appropriate and relevant best practices in tech transfer and commercialisation according to 
the chosen commercialisation route. Furthermore, the role of some best practices in overcoming 
some of the hurdles identified earlier will be addressed. 

More background information on best practices from the four regions can be found in Annex 1. This 
annex describes the tech transfer and commercialisation tools described in Tables 3 to 6. 

 
Spin-off / Start-up 

When transferring research results to a new legal entity or taking the decision to commercialise 
research results through a spin-off or start-up venture (or even a joint venture), uncertainty and 
many other hurdles associated to this commercialisation process can be reduced by making use of 
the most appropriate and effective support tools. Table 7 provides an overview of the (evolution of) 
the most relevant and effective tech transfer and commercialisation best practices when research 
results are brought to the market through a spin-off or start-up (new legal entity). Only relevant 
practices are depicted (e.g. bootcamps for existing enterprises are not relevant for spin-off and start-
up commercialisation). 

 
 

Table 7. Best practices for commercialisation through spin-off or start-up 
 

 Pre-
incorporation 
 

Preparation / 
development 

Market 
introduction 

(Sustained) 
growth 

PoC funding     
(Pre-)seed funding     
Seed and early stage funding     
Advice for other funding channels     
Entrepreneurship training programme     
Hands-on management and coaching     
Entrepreneur-in-residence     
Directorship     
Access to network     
Networking events     
Incubator space     
Incubator facilities abroad     
Laboratory space     
Access to R&D capabilities     
IPR screening and protection     
Legal advice     
Administrative support     
HR support and option plans     
Market studies     
Business plan screening and advice     
Promotion (PR & marketing)     
Foreign investment and partnering     
Alumni network     
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Table 7 illustrates that the challenges in case of commercialisation of research results through spin-
offs or start-ups are high, given the fact that most of the best practices in tech transfer and 
commercialisation are relevant to be applied and support the commercialisation process. Especially 
for this type of commercialisation, the main hurdles (funding gap and liabilities of newness and 
smallness) have been proven to be valid. The funding gap issue can be overcome (partially) by 
searching support on (pre-)seed and early stage funding, potentially supported by some specific 
advice on how to get access to that type of funding. The earlier analysis results have shown that 
many support organisations either have set up an own fund to help overcoming this hurdle or 
provide advice and support towards other funding channels. 

The potential negative effects of the other hurdles can be softened by the application of some of 
the other best practices, mainly in coaching and advice. For example, getting an entrepreneur-in-
residence involved substantially increases prior (entrepreneurial) expertise and experience in a spin-
off or start-up team, which counterbalances the effects of the liability of newness (partially). 

 
SME / In-house commercialisation 

Unlike spin-off or start-up initiatives, commercialisation of research results can also occur within 
the structure of an existing organisation, such as an SME. The commercialisation of new research 
results can lead to an acceleration of the company’s development and create additional growth, 
revenue and/or jobs. Table 8 provides an overview of the best practices on tech transfer and 
commercialisation when it occurs through an existing organisation. Only relevant practices are 
depicted. 

 
 

Table 8. Best practices for SMEs and in-house commercialisation 
 

 Kick-off 
valorisation 
 

Preparation / 
development 

Market 
introduction 

(Sustained) 
growth 

PoC funding     
Advice for other funding channels     
Hands-on management and coaching     
Entrepreneur-in-residence     
Directorship     
Access to network     
Networking events     
Bootcamps for existing enterprises     
Incubator facilities abroad     
Laboratory space     
Access to R&D capabilities     
IPR screening and protection     
Legal advice     
Market studies     
Business plan advice     
Promotion (PR & marketing)     
Foreign investment and partnering     

 
 
Table 8 indicates that the focus throughout the commercialisation process should move from lab 

(e.g. access to R&D capabilities and laboratory space) in the initial stages of the commercialisation 
process towards more market-oriented support practices at and beyond market introduction. 
Various forms of coaching and advice remain relevant throughout the entire process and can be 
obtained from various stakeholders, as illustrated in section 3. 
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The three major hurdles identified for the commercialisation process of research results are not all 
three equally relevant for commercialisation through an SME or in-house in another organisation. For 
instance, the potential negative effects of the liability of newness are less valid, if an SME or another 
organisation has a prior track record in doing so. Furthermore, especially in case of a successful SME, 
the prior track record has allowed to build up some (resource) buffer, thereby easing the potential 
negative effects of the liability of smallness. The way the funding gap affects the commercialisation 
process of new research results through SMEs and existing organisations depends on the impact of 
the new commercialisation on the SME’s or current organisation’s operations. In case the new 
products and/or services can be launched without having to attract additional funding, the impact 
will be limited. In case of a major effort however, hands-on management and coaching and advice 
towards funding channels can become highly relevant. 

 
Licensing 

 
A third main commercialisation trajectory for research results is through licensing the technology to 

a third party. The specific characteristics of this trajectory limit the number of relevant best practices 
(see Table 9 for more details). However, even for this trajectory a number of interesting practices can 
substantially increase the likelihood of obtaining success. 

 
 

Table 9. Best practices for commercialisation through licensing 
 

 Kick-off 
valorisation 
 

Preparation / 
development 

Licensing Follow-up 

PoC funding     
(Pre-)seed funding     
Hands-on management and coaching     
Access to network     
Networking events     
Laboratory space     
Access to R&D capabilities     
IPR screening and protection     
Legal advice     
Market studies     
Business plan screening and advice     
Promotion (PR & marketing)     
Alumni network     

 
 
Given the characteristics of the licensing route, the focus of relevant best practices tends to rely 

less on funding support (except for some proof-of-concept funding) or access to incubator space, 
since an own legal entity does not operationalise the commercialisation process (whether by creating 
a new entity in the form of a spin-off or start-up or through an SME or another existing organisation). 
Relevant best practices of this type of commercialising research results relate more to legal advice 
and intellectual property rights. The specific nature of a licensing deal requires substantial knowledge 
about the legal aspects of such a deal, which is unlikely to be found in most entrepreneurs, 
researchers or managers. Therefore, having access to partners with relevant knowledge and 
expertise to support these deals can substantially increase the likelihood of creating such a deal 
successfully. Furthermore, hands-on management and coaching and access to the network may be 
crucial for identifying the most relevant (and interested) licensees. 
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The main hurdles identified for the commercialisation process of research outcomes are somewhat 
less valid or pertinent for a licensing deal. However, access to proof-of-concept funding can still be 
required to overcome the funding gap for the earliest (prototype) developments. The liabilities of 
newness and smallness play a less prominent role, since valorisation does not occur through an own 
legal entity. 
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5. Case study – Camargus International 
 
 
Collaborative research projects, whether in a European or more local context, face a number of 

challenges when it comes to commercialisation of research outcomes. The guidelines presented in 
this document offer a number of tools fostering more effective commercialisation or transfer of 
technology and knowledge towards other entities. This section provides a case study on a specific 
case, Camargus International, highlighting some concrete tools used to start the commercialisation 
of a technology that was partially developed in a European FP7 project and in a local collaborative 
research effort. The goal of this case study is to highlight the dynamics at play and some specific 
characteristics that are important when dealing with (potential) commercialisation of research 
results. 
 
 
Background information on Camargus International 
 

Camargus International NV is a spin-off company that emerged out of iMinds vzw, Hasselt 
University and Androme NV. The spin-off is developing new camera systems for live sports 
productions, based on a capture-all approach and virtual zoom technology. 

iMinds (http://www.iminds.be/en) is a non-profit organisation founded (and funded) by the 
Flemish government as multidisciplinary strategic research centre on ICT in various application 
domains (e.g. media, healthcare, smart cities). The aim of iMinds is to create a lasting and positive 
impact on society through research and innovations in ICT. More information on iMinds can be found 
at http://www.iminds.be/en. 

Hasselt University has been active in digital media research for a long time. Through its Expertise 
Centre for Digital Media (EDM) research group, a number of new technologies have found their ways 
towards society. More information on Hasselt University can be found at http://www.uhasselt.be/en. 
The EDM research group is highlighted at http://www.uhasselt.be/edm. 

Finally, Androme is a software company located in the close surroundings of the EDM research 
group. They offer innovative ICT solutions in three core domains: telecommunications, e-business 
and interactive multimedia. More information on Androme can be found at 
http://www.androme.com/. 

 
Camargus International started the commercialisation of new camera-systems in November 2011 

(when the company was founded), based on the technology partially developed in two collaborative 
research projects. The company brings a system to the market with picture stitching applications for 
live sports. The system combines a single rig of 16 HD 2/3-inch CCDs and software that combines the 
pictures into a panoramic image. An operator can zoom into any part of that panorama using a 
virtual camera to track players or freeze frame elements for analysis. It features instant replay with 
zoom control and playback. 

After initial incubation support by iMinds, Hasselt University and Androme, the company closed an 
investment round of over 823,000 EUR with three investors in December 2012, fuelling its further 
growth and expansion. More information on Camargus International can be found at 
http://www.camargus.com/. 

 
The technology behind the first Camargus product was partially developed in two collaborative 

research projects: the European FP7 funded “2020 3D Media” project and the Flemish iMinds ICON1 
project “xTV”. Each of the projects will be highlighted. 

 

                                                 
1 ICON is a type of interdisciplinary and collaborative research projects developed by iMinds, in which iMinds 
research groups cooperate with external entities (companies and organisations) to develop new technologies at 
the forefront of ICT. 

http://www.iminds.be/en
http://www.iminds.be/en
http://www.uhasselt.be/en
http://www.uhasselt.be/edm
http://www.androme.com/
http://www.camargus.com/
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2020 3D Media project 

 
 

1. Project overview 
The 2020 3D Media project (http://www.20203dmedia.eu/), or in full “2020 3D Media: Spatial 

Sound and Vision”, was a European research project funded under the 7th Framework Program (FP7-
ICT-2007-1- Objective 1.5), which ran between March 2008 and February 2012. The project, under 
the coordinating role of Barcelona Media – Innovation Centre (Spain) had 14 partners with an overall 
budget of 15.21 M EUR (of which 9.87 M EUR funded by the European Commission). 

The project consortium was formed by following entities: Barcelona Media Centre d'Innovació 
(Spain), Grass Valley Nederland B.V. (The Netherlands), Technicolor R&I (Germany), Digital Projection 
Ltd. (United Kingdom), DTS Europe (United Kingdom), Highland Technologies (France), 
Mediaproduccion S.L. (Spain), Creative Workers (Belgium), Hasselt University (Belgium), Fraunhofer-
Gesellschaft zur Förderung der angewandten Forschung e.V. (Germany), Joanneum Research 
Forschungsgesellschaft GmbH (Austria), University of Reading (United Kingdom) and Datasat 
Communications Ltd (United Kingdom). More in-depth information on the project can be found at 
the project’s website: http://www.20203dmedia.eu/. 

 
2. Objectives 
The objective of the 2020 3D Media was to research, develop, and demonstrate novel forms of 

compelling entertainment experiences, based on technologies for the capture, production, 
networked distribution and display of sounds and images in three-dimensions. 2020 3D Media added 
extra dimensions to Digital Cinema and created new forms of stereoscopic and immersive networked 
media for the home and public spaces. The users of the resulting technologies are media industry 
professionals across the current film, TV and new media sectors to make programme material 
addressing the general public.  

 
The underlying key developments related to the creation of technologies for creating and 

presenting "surround video" as a viable system, based on recognised standards. This required some 
major innovations and new knowledge in:  

- Technologies and formats for 3D sound and image capture and coding, including novel high-
resolution cameras  

- Technologies and methods for 3D postproduction of sound and images  
- Technologies for the distribution and display of spatial media  
- The creative application of spatial media technologies 

 
3. Results 
The project consortium contained public and private partners. This composition brings some 

important challenges, especially in terms of intellectual property rights and freedom-to-operate, and 
some major benefits, such as a larger drive to commercialise the research outcomes and striving 
towards more application-oriented technologies and developments. These benefits stem from the 
notion that private partners usually do not engage in research projects unless they see potential 
added value for their business, whether in the short or long run. 

The 2020 3D Media project managed to realise outcomes at three levels: 
- Academic results (over 70 academic papers and public reports) 
- Industrial implementations (three industrial prototypes and implementations) 
- Exploitation of results (two commercial initiatives) 

 

http://www.20203dmedia.eu/
http://www.20203dmedia.eu/
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In view of the subject of these guidelines, the academic results will not 
further be discussed. Following the commercialisation focus, on at least 
three occasions, the research project has led to implementations in 
industrial applications (in-house use of the technologies). Firstly, Grass 
Valley Nederland has used the algorithm developed by Grass Valley 
researchers within 2020 3D Media to enhance the vertical resolution of the video signal in the 
LDK3000. 

Secondly, Highland Technologies (Doremi) has used the technologies and project outcomes to 
enhance their Dimension-3D format converter that converts any 3D format, allowing for any 3D input 
stream format to be used with all types of display 
components currently available, including high end 
projectors and the latest generation of 3D ready LCD 
displays. 

Thirdly, the 2020 3D Media technologies have been deployed in the Immsound 
3D audio upmixer (now integrated in and commercialised by Dolby), which, using 
BM technology, is providing high quality 3D audio upmixing to theatres.  

 
Besides finding implementation in three industrial applications, the 2020 3D 

Media project has also led to the launch of two new exploitation initiatives, of which one within the 
existing portfolio of one of the consortium partners (in-house commercialisation) and one through a 
new spin-off company. 

Mediaproduccion (Mediapro) has commercially deployed the new 
technologies in 3D content creation for broadcasting. It has been used in a 
major life sports production in November 2010, during the live broadcasting of 
‘El Clásico’between FC Barcelona and Real Madrid. This was the first of the 
regular 3D broadcasts of the Spanish First Division. 

 
The second new exploitation initiative is through the creation of Camargus 

International as spin-off from Hasselt University, iMinds and Androme. 
Camargus has been using (parts of) the 2020 3D Media technology in its MaxxZoom technology, 
which has been used during its first beta product trials in an ESPN broadcast for Monday Night 
Football, in collaboration with Fletcher Chicago. As a special replay system, 
Maxx Zoom offers the definitive look on any contested play in the end zone 
area. Maxx Zoom builds on Camargus’ video stitching technology for combining 
4 super-HD video feeds into a 16 megapixel feed. Unlike regular HD camera, 
Maxx Zoom’s high resolution offers unprecedented detail-preserving zoom 
sequences during replays, thereby offering the best look on the situation. 

The case of Camargus International as exploitation of the 2020 3D Media 
project outcomes will be further elaborated upon in the remainder of this case 
study. 

 
 
xTV ICON project 
 

1. Project overview 
The xTV project (http://www.iminds.be/en/research/overview-projects/p/detail/xtv-2) is an 

interdisciplinary collaborative research project in collaboration with iMinds research groups and 
various business (and societal) partners. The xTV project was conducted between January 2011 and 
December 2012. The starting point of an ICON research project is an ICT-related need detected by 
companies, governments or organizations. In cooperation with the university research departments, 
iMinds brings together the right partners to carry out the research. iMinds finances up to 50% of all 
research costs (being its own research efforts in the project). Each of the external consortium 
partners finances its own research efforts (for which they can apply for subsidies in the same 

http://www.iminds.be/en/research/overview-projects/p/detail/xtv-2
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application process). ICON projects explicitly target demand-driven research outcomes and require 
the development of at least a demonstrator towards the end of the project. As such, they push 
consortia towards a first customer test.  

The xTV consortium consisted of seven industrial and societal partners and three iMinds research 
groups, the latter being MICT (Research group on Media & ICT at Ghent University), SMIT (Studies on 
Media, Information and Telecommunication at Free University of Brussels) and EDM (Expertise 
Centre for Digital Media at Hasselt University). The industrial and societal partners were Androme, 
Telenet, VRT, Crewvzw, Alfacam, Alice Events and DDMC Communication Design.More in-depth 
information on the project can be found at the project’s website: 
http://www.iminds.be/en/research/overview-projects/p/detail/xtv-2 

 
2. Objectives 
Surround is omnidirectional and panoramic video, which allows a viewer to look in all directions 

similar to Quicktime VR or Google StreetView, except that it has moving images.The viewer can 
choose his point-of-view randomly, as if he was navigating through a 3D graphical environment, as 
with computer games: the viewer will experience the image from within, rather than being on the 
outside. 

It is common knowledge that the immersive 
effect is already apparent, when viewing 
surround video on a relatively small computer 
screen, where the viewer navigates with a 
mouse or keyboard. It is expected a similar 
effect will occur when viewing surround video broadcast on television screens when the viewer 
navigates with the ‘set-top-box’ remote control.The result is that the viewer feels as though they are 
exploring a broadcast environment, rather than just looking at material that is broadcast. 

 
Brainstorming sessions with television directors, event organizers and experts in immersive 

experiences, form the basis of the proposal for xTV. These sessions have demonstrated that the new 
concept for iDTV, shows great adding value potential for the home viewer: allowing them to interact 
intuitively and spontaneously with the images that are broadcast, without forcing them to 
participate. 

The sessions have also resulted in a list of explorative applications for television: sporting events, 
documentary, historical, fictional, cultural programs, including talk shows, debates and television 
games.Parallel to real production, a number of creative partners such as Alfacam, Alice Events, 
CREW, DDMC and VRT are testing new concepts for explorative television. These tests will serve as 
important demonstrations for the project.Capturing and processing live surround video (with 
adapted resolution and frame rate) for television, is possible using the unique surround video 
technology that has been developed over the last years by Androme, EDM and CREW. 

 
Evolutions in cable distribution and ‘set-top-box’ 

technology bring this surround content to the 
viewer’s home, whilst also offering intuitive 
technological tools, to experience and interact with 
the content. As a technological first, a ‘scene-to-
screen’ pipeline will be developed by technology partners e.g. Alfacam, NeuroTV, Telenet and EDM. 
The pipeline will enable surround video based television production, post-production and 
distribution, providing complete home interaction. 

 
Technology has improved to such an extent, that it is now ready to be handed over to the creative 

spirits to develop ten different film production tests. Research of viewer experiences and responses, 
based on a broad sample and using a large number of applications, will then allow research groups 
SMIT and MICT insight into the most important questions on viewer habits and engagement.The 

http://www.iminds.be/en/research/overview-projects/p/detail/xtv-2
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consortium will thereby have a tangible view of the market introduction strategy and the adoption 
potential. 

As a result, whilst home viewers will be able to experience explorative television without buying 
new equipment (beside the set-top-box and TV they already own), the project will also provide new 
innovation and cost saving for conventional television production. In the first phase of the project, 
partners will already be able to test the application of surround video in the margin of conventional 
TV broadcasts, through the online distribution of additional, explorable content on the internet and 
as a ‘second screen’ experience. 

 
3. Results 
The first public demonstration of explorative TV was a 360° movie for VRT Sporza, which was shown 

end March 2011. Further demos based on the same material have been shown e.g. at iMinds The 
Conference in November 2011. 

The xTV also partially led to the creation of Camargus International as spin-off emerging out of 
Androme, iMinds and Hasselt University. Parts of the video stitching and processing technologies 
developed in xTV formed the basis of the Camargus system. Camargus International was 
incorporated in November 2011. 

 
 
Camargus case study: Commercialisation best practices 
 

The first opportunities to valorise the video stitching technology developed by the EDM research 
group at Hasselt University and Androme (both Belgium) was spotted during the 2020 3D Media 
project. Together with Fletcher Chicago, an American provider of camera systems for large sports 
competitions and events such as NBA, NHL, MLB, Olympics, World Cup, NASCAR, and NFL, the 
Camargus team developed the two first prototypes that were trialled live by ESPN in their ‘Monday 
Night Football’ show. The Camargus’ Maxx Zoom was used for replay shots while Fletcher’s All22 
system linked a wide-angle multi-camera system to Camargus' video stitching technology. The 
cooperation between the Camargus team and Fletcher meant a real boost for the valorisation 
initiative. 

The second major push came with the approval of the ICON project xTV at iMinds, which allowed 
the team to further develop and perfect the technology and get additional market insights to draft a 
first business case. In this sense, the interactions in the project consortium between the academic 
research group developing the core video stitching technology (EDM) and some major market players 
(Telenet, VRT …) played a key role in understanding market dynamics and customer needs (even 
though often latent). The xTV project resulted in a second important demo in March 2011 (VRT 
Sporza demo), even though that demo did not correspond to what the Camargus International 
product would look like.  

In terms of building a real business case, the Camargus team responsible for the valorisation (at 
that time mainly one post-doc researcher) received its first hands-on coaching program during the 
iMinds’ bootcamp. This intensive six months program helps idea owners to develop a sense of 
business logic and work towards a first draft of the business plan, coached by experienced people on 
different topics (including amongst others business modelling, finance, intellectual property rights 
and marketing). 

 
A major boost for the valorisation came in October 2011, when iMinds decided to support the 

Camargus project in its iStart incubation program. This incubation program offers pre-seed funding 
and content-wise support to prepare the project for real market introduction and for a real seed 
investment round. In the same period, the entrepreneur was allowed to make use of iMinds’ 
incubation facilities (a co-working space where other start-ups and future entrepreneurs were 
developing their projects). Shortly after approval of the incubation program, Camargus International 
was founded as legal entity for the commercialisation of the multi-camera video stitching technology 
for live sports broadcasting. 
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During the incubation program, iMinds decided to attract an entrepreneur-in-residence (EiR) to join 
the project team. Ideally, such an EiR is an experienced entrepreneur who has set up his own start-
up(s), has experience in the market targeted by the incubation project and has complementary 
expertise to the project team members. In the Camargus case, the (only) entrepreneur had a 
technical background and little or no experience in business matters. Therefore, the EiR brought not 
only start-up experience to the table, but also experience in mainly marketing and sales issues. The 
EiR joined the Camargus entrepreneur for an intensive period of three months (paid by iMinds). 
During this initial cooperation, the value proposition of the Camargus technology was tested with 
relevant stakeholders in the market. This changed the Camargus offering substantially and prepared 
the company for market introduction of the solution. The official product launch of Camargus 
International’s first commercial product took place at NAB in Las Vegas in April 2012. After the initial 
cooperation, the EiR joined the Camargus team on a full-time basis. 

 
Besides fine-tuning the business proposition, the EiR’s second key task was to help preparing 

Camargus for a substantial seed investment round, together with the additional coaching Camargus 
received from iMinds. In the course of these preparations, a licensing agreement was signed 
between iMinds and Hasselt University on one side (the owner of the video stitching technology) and 
Camargus International on the other. In December 2012, the entire coaching and preparation 
process led to the closing of a seed investment round for slightly over 823 kEUR. The investors were 
two semi-public investment funds and a private investor (the EiR). 

 
Figure 1 brings all relevant aspects together in a timeline with the major events and milestones 

during the commercialisation of the Camargus technology and first product. 
 
In the meanwhile, Camargus International has closed its first commercial deals, hired four people 

and started its development to become an important ‘born global’ player in the international live 
sports broadcasting scene. 

 
 
Figure 1 Camargus International – timeline 
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Lessons learnt 
The Camargus case shows a number of important elements for (research) projects in the networked 

media R&D: 
- Cooperation between academic partners and market players in research projects forces 

consortium partners to strive for demand-driven technologies and solutions.  
- Developing demonstrators and prototypes fast fosters quick market feedback and (potential) 

customer interactions. 
- Bringing team members with complementary expertise and experiences together can make 

the difference between successful or unsuccessful valorisation efforts. In the Camargus case, 
the likelihood of successful commercialisation would (most likely) have been much lower if 
the EiR wouldn’t have joined the project team. 

- Direct valorisation efforts out of a single research projects are rare, but if the consortium 
pays attention to the topic (whether ‘imposed’ or not), it can lead to rather quick impact on 
existing and new business opportunities. The 2020 3D Media project is an example of direct 
impact through integration of the research outcomes in existing products and applications 
and through the creation of new valorisation initiatives soon after the project. 

- In line with the previous lesson, it could be relevant to stimulate SMEs to actively participate 
in different projects and at different levels (European, regional …), in order to increase the 
likelihood of commercialisation. 

- In terms of translating the research outcomes into real business cases, it has been helpful to 
support the researchers with coaching and events such as bootcamps. These types of 
support add expertise, experience and insights to the consortium and help taking the step 
from R&D to solutions (product/services). 

 
These lessons relate strongly to recommendations by the SMARD consortium, which can be found 

in the “Strategy for SME-driven research on Networked Media R&D” (see www.smard-project.eu in 
the download area for the full document). 

 
During the commercialisation process of Camargus, a number of important challenges came up. 

The identification of these challenges could help in shaping future programs to foster the commercial 
and/or societal application of new knowledge and technologies developed in (European) research 
projects): 

- Funding remains an important issue, even more in the earliest commercialisation phases. 
Being able to use the project funds amongst other things to develop a first prototype or 
proof-of-concept has been crucial in this regard. This allowed Camargus to obtain pre-seed 
funding from iMinds, which is one of the few sources for this early type of funding for ICT-
related projects in Flanders. The funding gap, as described earlier in these guidelines, 
remains highly relevant for many (future) entrepreneurs.  

- Finding relevant coaching on commercialisation issues has proven to be very useful. 
However, finding the most relevant coaching, where the coach(es) ideally has (have) sector-
specific expertise and have gone through the entire commercialisation process themselves 
before, is difficult. This can (at least partially) be intercepted with best practices such as 
industry-specific bootcamps or entrepreneurs-in-residence. 

- Clearing freedom-to-operate and IPR issues, especially in complex consortia, is a difficult but 
necessary job to be done. However, giving the often unexpected outcomes of R&D projects, 
consortium agreements should allow for flexibility on this aspect. This challenge has also 
been highlighted during the validation workshop of these guidelines at the NEM Summit in 
Istanbul in October 2012. 

 
 
 
 

http://www.smard-project.eu/
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Closing notes 
 
 
The SMARD project aims at tackling two major issues related to R+D+I projects (research, 

development and innovation), with a focus on EU funded projects. The first main challenge is to 
further secure the participation of SMEs in EU funded projects. The second challenge is to increase 
(new) value creation and commercialisation based on these research outcomes. This guideline has 
tried to identify the main best practices in tech transfer and commercialisation within the 
aforementioned context (valorisation of research results). 

The commercialisation process of research results is covered with hurdles, given the large degree of 
uncertainty and risks associated to the process. Whether in the context of commercialisation through 
a new or an existing enterprise, three main risks have been identified (i.e. the funding gap and 
liabilities of newness and smallness). However, especially in the case of technology-related research 
outcomes (such as those in digital media and internet industries), the funding gap and liabilities of 
newness and smallness are complemented with additional challenges, stemming from the 
uncertainties in the technology and subsequent product/service development process. On the other 
hand, this guideline has pointed to a large number of best practices that can help in mitigating these 
challenges to a large extent. 

The best practices collected from the SMARD consortium partners and relevant stakeholders in the 
four regions offer a wide view on potential support during the commercialisation process. The 
majority of the organisations place important emphasis on funding the commercialisation projects or 
at least providing advice on obtaining funding from (relevant) funding channels. Furthermore, a lot of 
initiatives exist in all regions to provide incubating space and access to other infrastructure. The part 
on providing in-depth coaching and support is somewhat less developed, although most regions 
seem to deliver substantial efforts in creating a stimulating and supportive environment towards 
entrepreneurs (and intrapreneurs). As such, SMEs and entrepreneurs could benefit from an 
integrated strategy on European level, which could reinforce the support provided towards SME 
managers and entrepreneurs commercialising research-based innovations. Given the efforts in many 
regions, (would-be) entrepreneurs and SME managers can have access to a large diversity of 
potential partners, whether through portals such as Startups.be and European Web Entrepreneurs or 
via direct contacts. 

For the three main pathways used to commercialise research results (spin-off/start-up, SME/in-
house commercialisation and licensing), the relevance and effectiveness has been discussed. 
Furthermore, the relationship between the best practices and their effect in overcoming the main 
hurdles has been touched upon. Although based on a limited number of interviews, the guidelines 
have shown that in many regions and from various stakeholders, relevant support can be obtained to 
maximise the likelihood of successfully commercialising research outcomes. It is a matter of 
addressing the right issues with the most suitable best practices. These guidelines could contribute in 
raising the awareness of available best practices and subsequently increasing the successful 
valorisation of research results. 

The Camargus case study illustrated some issues arising in practice, both in European research 
projects as well as in a more local setting. The characteristics of this case study and its lessons learnt 
can contribute to shaping a better understanding of the dynamics and as such to an improvement of 
R+D+I projects and the subsequent tech transfer and commercialisation efforts in the future. 

 
Despite the existence of a wide variety in best practices, some important hurdles remain that 

hamper effective technology transfer and commercialisation of research outcomes in digital media 
and internet industries. One of these hurdles is that especially SMEs tend not to neither engage 
sufficiently in R+D+I activities with other entities (through e.g. European projects) nor in translating 
these research efforts into new innovations and market introduction of new products and services. In 
this sense, an overall strategy that aims at tackling these issues for digital media and internet 
industries and further strengthening the European innovation potential towards Horizon 2020 might 
be beneficial to all stakeholders involved. 
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About SMARD 
 
 
1. The challenge 
 

There are many outstanding technologies developed as part of EU-funded research projects. 
Despite their high innovation potential, those technologies are rarely applied in the digital media and 
internet industries. Besides, those companies have difficulties in accessing EU funding.  

One consequence is that the technology transfer between research institutions and creative 
enterprises is delayed or does not happen at all. This prevents the integration of new technologies 
into next generation products and services. 
 

 
 
2. Goals 
 

The main goals of the SMARD project are: 
• To facilitate access to research findings 
• To increase participation in EU-funded research programmes 
• To compile and establish goal-oriented processes and services for technology transfer 
• To support technology commercialisation 

 

 
 
3. Tools 
 

The SMARD project makes use of following principal tools to achieve the above goals: 
1. Europe-wide survey to analyse the needs of European SMEs in the field of networked 

media regarding IT-based solutions and developments 
2. Showcase success stories related to market access and to commercialisation (e.g. access 

to financing, business process modelling, coaching). 
3. Strategic roadmap to ensure the progressive involvement of European SMEs in EU-

funded research programmes. 
 

 
 
More information on the SMARD project and related materials can be found on the project website:  
http://www.smard-project.eu. SMARD is a support action in the Networked Media Cluster of ICT FP7 
projects. 

http://www.smard-project.eu/
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About SMARD Consortium 
 
 
The SMARD consortium consists of four partners, originating from Germany, Austria, Belgium and 
Italy. 
 
 
1. MFG Medien- und Filmgesellschaft Baden-Württemberg, Germany 
 

MFG Baden-Württemberg is a regional public innovation agency for ICT and media, based in the 
South-West of Germany. MFG’s mission is to support and foster the IT, media and related business 
sectors in the region of Baden-Württemberg. With its two main shareholders being a regional state 
ministry and the regional public broadcaster (SWR) MFG has now been active for nearly 15 years at 
the interplay of creativity and technology by fostering an interdisciplinary sector approach. This 
encompasses ICT, creative industries and IT application areas. MFG also hosts a variety of clusters 
and networks and delivers targeted services (ISO 9001 certified) in the area of innovation 
management, technology transfer and regional development and marketing.  

 MFG is also one of the founding members and chairs the European Interest Group on Creativity 
and Innovation e.V. (formally established in May 2010), a pan-European initiative of more than 30 
regional and local development agencies, research institutions, companies and support organisations 
that foster the relationships between creativity, culture, technology and innovation.   

 
For more information: http://mfg.de/ 
Contact: Alexandra Rudl (rudl@mfg.de) 

 

2.  Salzburg Research Forschungsgesellschaft m.b.H, Austria 
 

Salzburg Research Forschungsgesellschaft mbH (SRFG) (www.salzburgresearch.at) is the non-profit 
research organisation of the State of Salzburg. Salzburg Research specialises in applied research and 
development in the fields of information and communication technologies (ICT) and new media. 

The main research and application areas of SRFG are innovation management, Internet 
technologies, knowledge and media management, intelligent mobility and e-health. SRFG has 
extensive experience in the co-operation of national and international projects. Its main strength lies 
in the successful interdisciplinary combination of different fields, ranging from technological research 
and development to socio-economic strategy and market research. 

Salzburg Research runs an industrial competence centre (Salzburg NewMediaLab – The Next 
Generation) and comprises the following research departments: 

 
• iLab – Innovation Lab 
• ANC – Advanced Networking Center 
• CLL – Computational Logistics Lab 
• KMT – Knowledge and Media Technologies 
• MOWI – Mobile and Web-based Information Systems 

 
The research department responsible for SMARD is the Innovation Lab (iLab). The Innovation Lab 

offers interdisciplinary know-how (e.g. market and market potential analysis, innovation 
management) in the core areas of tourism, media education and culture. 

 
For more information: http://www.salzburgresearch.at/ 
Contact: Andreas Strasser (andreas.strasser@salzburgresearch.at)  

 
 

http://mfg.de/
mailto:rudl@mfg.de
http://www.salzburgresearch.at/
mailto:andreas.strasser@salzburgresearch.at
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3.  iMinds vzw, Belgium 
 

iMinds is an independent research institute, founded by the Flemish Government with the aim of 
stimulating ICT innovation. iMinds offers companies and organizations active support in research and 
development. It brings companies, authorities and non-profit organizations together to join forces on 
research projects. Both technical and non-technical issues are addressed within each of these 
projects. 

 
iMinds is a virtual research institute in the form of a non-profit organization established under 

Belgian law. iMinds unites several research groups from different Flemish universities and research 
organizations that jointly perform research and development from within their own research 
institutes (with each of them, iMinds has come to a framework agreement establishing the general 
rules regarding the participation of such research groups in the research and development activities 
of iMinds). iMinds performs the work via research group(s) and is one of these research groups. 

  
For more information: http://www.iMinds.be/en  
Contact: Sven De Cleyn (sven.decleyn@iMinds.be)  
 
 

4.  CSP-innovazione nelle ICT s.c.a.r.l.,  Italy 
 

Founded in Turin in 1998, CSP-Innovazione nelle ICT is an Information and Communication 
Technology Research Centre, recognized by the Italian Ministry of Education, University and Scientific 
Research and engaged in industrial research and experimental development. 

  
 CSP is a non-profit organisation aimed at transferring technology research results to the local area, 

PAs and local businesses. Its shareholders include Regione Piemonte, CSI-Piemonte, Comune di 
Torino, Università degli Studi di Torino, Politecnico di Torino, Sisvel S.p.A., Unione Industriale Torino, 
IRIDE Energia S.p.A".  

  
Most of CSP initiatives are carried out in collaboration with local Universities, within a series of 

research laboratories dedicated to the technology domains, such as Network and Media 
Convergence, The Internet of Things, Service Robotics, Man Machine Interaction, Wireless 
Communications. Moreover, CSP has been contributing since the 2004 to local Observatories about 
IT and Information Society at regional level, such as the PIEMONTE ICT OBSERVATORY  and supports 
the Regione Piemonte, its main shareholder, in the definition of actions and policies in the 
Information Society field. 

 
For more information: http://www.csp.it/ 
Contact: Michela Pollone (michela.pollone@csp.it)  

  

http://www.ibbt.be/en
mailto:sven.decleyn@ibbt.be
http://www.csp.it/
mailto:michela.pollone@csp.it
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Annex 1 List of commercialisation tools 
 
 
This annex shortly describes the different commercialisation tools used by the SMARD consortium 
partners to foster technology transfer and commercialisation, as described in Tables 3 to 6. 
 
1. MFG Medien- und Filmgesellschaft Baden-Württemberg, Germany 
 

• Innovation Vouchers (Innovations-gutscheine) 
Baden-Württemberg is the first German State which, encouraged by positive experiences in 
other European regions, decided in spring 2008 to start a pilot project giving innovation 
vouchers to small and medium enterprises. 
Under certain conditions, they receive financial support for the planning, development and 
implementation of new products and services or for improving the quality of already existing 
prototype. 
 

• Digital Content Fund (DCF) 
The Digital Content Fund (DCF), MFG Film Fund and MFG Innovation Agency for ICT and 
Media support the development and production of interactive media applications, such as 
digital games, mobile applications and interactive products on various platforms. Eligible for 
grants are especially projects which are innovative, culturally valuable, scalable and offer 
market potential. Projects are supported in two categories one up to 20,000 EUR and one up 
to 120,000 EUR. The funding is based on a 50% -80% Co-financing rate and a revenue 
induced repayment.  In total 500.000 EUR per annum will be provided for this development 
programme. 
 

• Karl-Steinbuch Scholarships (KSS) 
The Karl Steinbuch Scholarship supports selected students in the implementation of 
innovative projects with IT or media relation that have a scientific or artistic value. Especially 
in demand are interdisciplinary projects that link the two cross-cutting areas computer 
science and media studies with other subject areas. The duration of the scholarship is 12 
months with the aid ceiling of 10,000 € per project. 
 

• Karl-Steinbuch Fund (KSF) 
With the Karl-Steinbuch's Research Program MFG Foundation promotes the most innovative 
research in the areas of information and communications technology (ICT) and creative 
industries. 
In four funding rounds (2011 - 2014) IT-related projects are supported with up to 70,000 EUR 
to address the innovative products and services in the context of the increasing convergence 
of industries and disciplines. 
Through this research funding Universities of Applied Sciences in Baden-Wuerttemberg and 
the University of Cooperative Education in Baden-Wuerttemberg have the opportunity to 
raise its profile further in research. 
 

• Digital Interaction Technology Fund (DITEC) 
The Digital Interaction Technology Fund (DITEC) provides funding of interactive IT 
infrastructure (prototypes, trials, process modelling). It provides the funding as subsidies of 
maximally 100,000 EUR per project. 
 

• EXIST-B2Start 
The EXIST Business Start-up Grant is a nationwide program to support early-stage start-ups 
from universities and other research institutions. The focus of the programme is on the 
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development of the product/service concept and the drawing up of a business plan through 
to the establishment of the company. 
 

• Exist-T2R 
EXIST Transfer of Research is a nationwide program designed to increase the number of high-
technology start-ups from universities and other research institutions. 
 

• Young Innovators (Junge Innovatoren) 
The program is a successful tool of support to promote young entrepreneurs from university 
and other research centres in Baden-Württemberg. It is promoted by the Ministry of Science, 
Research and Art of Baden-Württemberg with the aim to encourage the creativity of young 
scientists helping them with concrete incentives to risk the leap to independence and 
establish their new business.  Junge Innovatoren runs since 1995 with annual tender. 
 

• High-Tech Gründerfonds 
The technology fund invests along the lines of a venture capital model. The fund’s 
investment is not purely return-orientated but aims to develop the market for the financing 
of young technology companies at attractive terms and actively supporting the management 
team with a strong network and entrepreneurial expertise. 
High-Tech Gründerfonds invests at the very inception a company - even if not all of the issues 
relevant to the business have been fully clarified at this early stage. High-Tech Gründerfonds 
is prepared to take this heightened risk, minimising it by targeted support and the creation of 
strategic value added, value, ensuring that young companies can overcome start-up financing 
obstacles. Hence, High-Tech Gründerfonds is a unique fund in Germany that fills the 
financing gap in the seed and the start-up stage of a venture.   
 

• Seedfonds BW 
The Seedfonds BW is a fund in the state of Baden-Württemberg that is complementary to the 
High-Tech Gründerfonds. The fund concentrates like the High-Tech Gründerfonds on 
enterprises in their seed stage. Investors in the Seedfonds BW are LBBW Venture Capital 
GmbH, L-Bank, MGB Mittelständische Beteiligungsgesellschaft in Baden-Württemberg, and 
the federal state of Baden-Württemberg. The Seedfonds BW is managed by LBBW Venture 
Capital GmbH. 
 

• Coach and Connect Plus  
Coach & Connect Plus+ consists of various modules that are compatible and can be 
individually combined:  

i. Consulting & Coaching: Support for companies from founding to expansion  
ii. Networking: Placement of investors and cooperation partners  

iii. Learning & Information : Knowledge and know how through further education  
All services are embedded in the overall network activities and have close links among each 
other. 
 

• Heidelberg Innovation Forum 
The Heidelberg Innovation Forum, the matching event for early innovation stages for IT 
business ideas and R&D research results with a high market potential. The goal is to educate 
entrepreneurs with a research background, transfer business methods, provide coaching and 
mentoring, and then matching them to investors and decision makers. This concept is being 
expanded on an international level with European partners and to Canada. Researchers, 
developers and start-up companies present up to 30 business ideas and close-to-market 
research findings in eight-minute pitches. The audience consists of venture capitalists, 
business angels, entrepreneurs and industry decision makers. During the breaks it’s time to 
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“meet the panellists” and engage in transfer business. In this way potential partners are 
being matched and investments in innovations from ICT research are accelerated. 
 

• Coworking Stuttgart 
Coworking Stuttgart is a co-working space, an open office space for creative and high-tech 
entrepreneurs. It is a platform for networking and interaction. 

 
• CyberOne Business Plan Award 

CyberOne is an annual award promoted by the region of Baden-Württemberg connected 
(bwcon) in order to provide innovative ideas and companies a solid foundation. Focus of the 
award is the Business Plan of the SMEs, which is a central communication and management 
tools. 

 
 
2. Salzburg Research Forschungsgesellschaft m.b.H, Austria 
 

• Innovation Vouchers (Innovationsschecks) 
Innovationsschecks (which can be translated as innovation vouchers) are used to provide 
innovation services to directly support SMEs. The Innovationsscheck is a funding programme 
from the FFG with the aim of supporting SMEs in developing innovations and in introducing 
them to scientific research and development. The Innovationsscheck should also support 
companies in developing co-operations and networks with research organisations and 
universities, thus establishing and fostering their capability to innovate. 
 

• Cooperative R&D projects 
Salzburg Research has been involved in various R&D as well regional development 
programmes in which we also closely co-operated with companies, mostly with SMEs. Very 
often Salzburg Research has been the co-ordinator of these projects, which allowed SMEs to 
strongly focus on research and development while avoiding vast effort in administration and 
project management. 
 

• Zentrum für Innovation und Standortpolitik (ZIS) 
The Department of Economy, Research and Tourism of the State Government of Salzburg 
offers a variety of services and is responsible for: 

i. Economic policy and business development; 
ii. Tourism development and promotion; 

iii. Regional development and EU regional policy; 
iv. Research and innovation for businesses. 

In addition, the department provides consultancy services on economic issues and it offers 
business grants to companies and various funding opportunities (e.g. for tourism or small 
research projects). It also co-ordinates regional development programmes of the EU (ERDF). 
Finally the department acts as a central service point for businesses through the ZIS – 
Zentrum für Innovation und Standortpolitik. ZIS brings together the Department of Economy, 
Research and Tourism of the State of Salzburg, Land Invest, ITG Salzburg and 
StandortAgentur Salzburg. 
 

• Innovations- und Technologietransfer Salzburg GmbH (ITG Salzburg) 
The ITG Salzburg is located in the City of Salzburg. Its main responsibilities are to consult 
companies on a variety of issues, in particular funding programmes, as well as to foster the 
transfer of technology. Services are in particular: 

i. Consulting on regional, national and European funding programmes and 
schemes; 

ii. Transfer and mediation of potential partners in research and industry; 
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iii. Support in the set-up, management and organisation of projects; 
iv. Partnering of SMEs with relevant research organisations; 
v. Technology and innovation transfer activities and consultancy (one-stop-shop: 

provide support from idea generation to the implementation of projects); 
Since the consultants are specialised in various fields (e.g. creative industries and digital 
media, health or automobile and processing industry) the ITG is able to provide sector-
specific in-depth and technical consultancy expertise. 
The ITG Salzburg also co-ordinates or heads various sector-specific networks, such as the 
Netzwerk Design & Medien, which includes more than 80 companies and organisations in the 
creative industries from Salzburg and Upper Austria, or the initiative “handwerk ist kreativ” 
(creative crafts). The ITG Salzburg is also member of the “creativ wirtschaft Austria”, a 
platform and partner network which supports the digital media and creative industries in 
Austria. 
 

• Gründerservice 
The Gründerservice Salzburg is the business incubator service in the region of Salzburg and is 
provided by the Wirtschaftskammer Salzburg (Chamber of Commerce). 
Its main tasks are to support start-up companies in the region of Salzburg as well as to 
support in the succession of existing companies or the establishment of franchise firms. It 
provides a bundle of services, ranging from business, financial, legal and organisational 
consultancy to information on and supporting in funding programmes. In addition it offers 
assistance in the administrative (and often time- and resource intensive) steps necessary to 
set-up the company. Finally, the Gründerservice provides start-up companies with market-
relevant information and it supports them in developing business plans. 
 

• Business Creation Center Salzburg (BCCS) 
The BCCS supports academic start-up companies and spin-offs through a variety of services: 

i. It provides consultancy services on a variety of issues, from finance, funding 
opportunities to legal and organisational issues; 

ii. Mentoring services that accompany academic start-up companies; 
iii. It organises training seminars and courses; 
iv. It provides market and competition analyses; 
v. Support and consultancy on intellectual property rights, patents etc. 

vi. Support in the realisation of business ideas and the development of business 
plans. 

In addition, the BCCS provides start-up companies with the technical infrastructure and the 
premises & offices to support start-up companies for a period of up to one-and-a-half years. 
Since these are located at the technology and science park, academic start-ups are able to 
establish networks with other companies and research organisations (e.g. University of 
Salzburg, Salzburg Research). 
 

• Industrial Competence centres 
A major instrument for fostering the commercialisation of R&D results and technology 
transfer happens through industrial competence centres, which are co-ordinated by the FGG 
in the COMET programme. 
The main aim of these competence centres is to “…develop new expertise by initiating and 
supporting long-term research cooperation between science and industry in top-level 
research, and establishing and securing the technological leadership of companies.” 
Competence centres promote scientific and technological development with the aim of 
increasing the intensity of research and innovative capability of companies. Research carried 
out in competence centres ranges from medium to long-term. The applied orientation of 
research and actual use to industry are the main priorities: Research organisations and 
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companies jointly define R&D activities, with the results to be utilised and commercialised by 
the companies. 
Salzburg Research has been co-ordinator of two industrial competence centres for many 
years: a competence centre on e-tourism (e-Motion – Research in ICT for the Tourism, Sports 
and Leisure Industries) as well as a competence centre in the field of new media (Salzburg 
NewMediaLab). 
In the framework of these competence centres Salzburg Research has closely worked with 
many companies in Salzburg and Austria, most of them SMEs. But it has also worked 
together with established major companies in the region: Atomic GmbH (a producer of 
winter sports equipment), Red Bull (a distributor of energy drinks, but also a media company) 
and Salzburger Nachrichten (a regional newspaper and news platform). Since research 
organisations and companies define R&D projects jointly, companies have been able to 
directly utilise the results of the competence centres to develop market-oriented products 
and services. 
 

• Land Invest 
Land Invest is the state-owned agency which helps companies in finding and acquiring land 
property and industrial real estate in the state of Salzburg. The agency also administers state-
owned industrial real estate which it is able to provide to companies seeking land property. 
 

• StandortAgentur Salzburg 
The StandortAgentur Salzburg supports domestic and international companies seeking to 
invest in the city or the region of Salzburg and it helps companies in finding and partnering 
with companies in Salzburg. It also has a China-specific office which supports Chinese 
companies in investing in Salzburg or finding partners. Specifically it promotes business 
opportunities in Salzburg both domestically and internationally. 

 
 
3. iMinds vzw, Belgium 
 

• iStart 
iStart focuses specifically on the further development and commercialization of new 
technology that is developed by the iMinds research ecosystem or by independent ICT 
entrepreneurs. Participants have the opportunity, as a potential entrepreneur under the 
wing of iMinds, to create a business model, to develop prototypes, to carry out market 
research and field trials and, on the basis of these, to present a strategy for 
commercialization and a financial plan.  
Using the results of this procedure it is assessed whether the company in question is ready to 
take the next step. On the basis of a number of criteria a decision will be taken whether the 
product has to be internally or externally taken further, or whether licensing possibilities are 
present or if a project may possibly lead to the setting up of a spin-off, etc. 
 

• iStart.Light 
iStart is an iMinds program where promising start-ups are coached in implementing a real 
venture.  iStart.Light is similar to iMinds’ iStart program but is designed specifically for 
students.  iStart.Light companies receive less financial support but benefit from a more 
supportive framework.  All the resources needed to get a business idea to market are 
bundled in the form of an incubation project. 
 The goal of the iStart.Light program is to progress from a student project to a business that 
has real market potential. 
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• iVenture 
iVenture is an iMinds investment fund that invests in iMinds spin-offs in the pre-seed phase 
of the research.  Since this is a phase that venture capitalists usually do not fund, many 
companies have difficulty finding the funds necessary to build the bridge between research 
and market launch.  
 
iVenture works via a system of convertible loans up to a maximum of €300,000 per case. 
iVenture provides pre-seed, start-up and early-stage finding for setting up new companies 
and is only aimed at projects within the iMinds ecosystem. 
 

• Fast Track Funding Flanders 
This program helps young ventures improve their chances of success by leveraging the 
knowledge of seasoned professionals and entrepreneurs.  
In the Flemish technology-related sectors there is a tremendous proliferation of creative 
ventures that have strong growth ambitions. While many will manage to generate some 
revenues and perhaps become self-sustaining, very few will manage to grow rapidly and 
internationally. 
The growth phase of a business can be a frightening experience for the entrepreneur due to 
the sudden burst in the demands on capital and expertise. The entrepreneur will have to deal 
with the accelerated speed of the venture, the changing market requirements, an expanded 
headcount, increasing competitive pressures and communication with different cultures 
internationally.  Most will repeat the same errors that many entrepreneurs before them have 
made, which costs time-to-market and money – many of which are avoidable. 
This program helps young ventures improve their chances of success by leveraging the 
knowledge of seasoned professionals and entrepreneurs. It caters specifically to ventures 
that have the potential to become regional or global champions. 
A group of promising entrepreneurs with growth ambitions will come together and be joined 
by multidisciplinary coaches during the period October 2011 to April 2012.  The format 
enables direct contact both in-person and through real-time Webinars, in order to share best 
practices, challenge ideas and receive direct feedback from experts and peers.  This is not a 
cookie-cutter formula and neither is it a typical classroom format; on the contrary, the 
approach is decidedly hands-on and highly interactive. 
The goal is to help companies secure the funding they require in an accelerated timeline by: 

i. Avoiding the typical pitfalls 
ii. Getting exposure to people with the money 

iii. Developing presentation skills to create finely tuned pitches 
 

• iStep 
iMinds organizes the iStep program - a several-day entrepreneurial training program at 
Master level - on a regular basis. International experts guide the participants through the 
process of starting up a company: choosing a business model, creating a business plan, 
explaining IPR, team building, defining a marketing strategy, drawing up a financial plan, etc. 
 Among other things, participants learn how to create the link between technology and the 
market and how technology projects can be developed up to the point when they can be 
launched on the market. 
 Special attention is also paid to the unique aspects of the ICT sector. Among other things, 
participants learn how to create the link between technology and the market and how 
technology projects can be developed up to the point when they really can be launched on 
the market. 
 

• Student Entrepreneurship 
The Student Entrepreneurship program is designed specifically for student entrepreneurs.  It 
is open to every student who dreams about starting his or her own ICT-related company.  
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iMinds offers students the opportunity to gain hands-on experience and expertise in a way 
that cannot be developed in a classroom setting. 
 Students participating in the student program can benefit from a unique ecosystem to help 
setting up a new business on a more or less no-risk basis. The student entrepreneurship 
program consists of a number of workshops with dedicated coaching, a funding program 
(iStart.Light), access to facilities (the Start-up Garage) and an internationalisation coaching 
program (Road to Silicon Valley) in which students are prepared to go internationally. 
 

• iBoot 
The iMinds entrepreneurial boot camp is a highly focused program that helps participants 
turn their ideas and business opportunities into validated, viable and executable business 
plans. The boot camp follows an innovation stage gate approach. 
The road from idea to new venture passes through the following 4 stages that take on 
average 6 months. 

i. Idea sourcing 
ii. Idea elaboration & team composition  

iii. The iMinds Entrepreneurial Boot Camp  
iv. Development stage - after the Boot Camp  

 
During the iBoot Camp, specialized workshops focus attention on training, coaching and 
teamwork around a specific business idea.  Teams are asked to look at their projects from a 
number of different angles, such as technology, marketing, finance etc., and to study any 
potential opportunities and risks in detail with the help of a number of professional coaches. 
At the end of the iBoot Camp the participating teams have to present their project to a jury 
of experts, including venture capitalists, who then give feedback and advice. 
 

• Acceleration 
The Acceleration program of iMinds targets existing SMEs that wish to accelerate their 
growth, e.g. through the market introduction of new innovations or by growing through in 
internationalisation strategy. iMinds offers advice, coaching and support to realise this 
accelerated growth. The support can take many forms, e.g. access to R&D capabilities and 
new technologies from iMinds research groups, advice and support in setting up contacts 
abroad and getting a footprint in other markets, … . 
 

• iMinds - the Conference 
iMinds is the yearly iMinds conference. Over the years, it has become the networking event 
for the Flemish ICT sector and it offers a diverse range of activities and information. The 
iMinds research groups present themselves to the audience, the incubation and venturing 
activities are highlighted, start-ups get the opportunity to show their demos to the audience 
and keynote speakers provide insights in the latest developments and trends. 
 

• iceCubes 
iceCubes events are networking events where the iMinds start-up community, mainly those 
residing within iCubes and the Start-up Garage (the incubator and co-working facilities) and 
the incubation projects receiving support as iStart or iStart.Light, gather to do some 
networking. Furthermore, one or more guest speakers are invited to talk about a relevant 
topic. 
 

• Start-ups.be 
The members of Startups.be offer services in several domains and for different phases in the 
life cycle of start-up companies. The initiative wants to offer entrepreneurs suitable 
information on which organization is active where and in which domain and deploy joint and 
complementary activities so as to maximize cross-fertilization. As such an entrepreneur can 
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quickly identify his/her way forward in an often fragmented landscape and make the correct 
assessment for every need and at any time. 
Startups.be is an open initiative. Each organization actively supporting potential, starting and 
active entrepreneurs (governmental and non-profit organizations as well as companies) can 
join by subscribing to the charter. 
 

• Smart Innovator 
Smart Innovator is an approach that should allow SMEs to assess the opportunities of ICT 
technologies for the development of smart products. The Smart Innovator project for SMEs 
consists of four different phases: 

i. Smart positioning: the goal of this phase is to select themes relevant to the individual 
company and its underlying business case (related to technology, business and 
product engineering). 

ii. Opportunity spotting: in the second phase, a broad number of possibilities for smart 
ICT products is explored for the business case. The outcome is a list of options. 

iii. Smart exploration: based on the list of options concrete technologies are scouted 
and pilot experiments conducted with some relevant partners. The outcome of this 
phase is a list of scenarios. 

iv. Realisation plan: in this last phase the various scenarios are elaborated upon. This 
should lead to a series of concrete decision and deliver a realisation plan towards the 
market introduction of a new smart ICT product. 

As such, the Smart Innovator program combines technology scouting, SME growth 
acceleration and new product development. The primary focus group are ICT-intensive 
product developing companies: companies developing products in which ICT is a critical 
component. The target group counts over 1,000 companies in Flanders, of which more than 
95% SMEs. The first priorities are companies developing embedded products, mobile 
applications, web services and business processes. 
 

• iCubes 
With iCubes, iMinds makes ready-to-use offices and additional services available to start-ups. 
iCubes is located in the Zuiderpoort office complex in Ghent and is easily reached by 
motorway and with public transport. Spin-offs and innovative companies that establish 
themselves here benefit from a comprehensive set of services and facilities. 
All offices are ready for occupation, are furnished and have a professional appearance. In 
addition, iMinds offers as standard a professional reception desk, secretarial office, support 
for meetings and a ready-to-use IT and telecommunications infrastructure. 
Anyone who wants additional services can choose from various options: hosting of IT 
equipment, software support, advice at management level, personnel policy, legal 
assistance, etc. Furthermore, companies using iCubes are in ongoing contact with other 
startups, spin-offs and innovation departments of leading companies in the ICT sector. 
iCubes also regularly organizes events and information sessions on subjects that increase the 
clout of starters and are also ideal for networking and exchanging ideas. 
 

• Start-up Garage 
As from March 2012, iMinds hosts the Start-up Garage, a co-working space where students 
can work on their business idea, even after office hours. This concept grew from the fact that 
many student entrepreneurs lack a suitable space where they can continue working on their 
business, especially later at night.  
The goal is to create an environment where creativity can bloom, a stimulating space for 
tomorrow’s entrepreneurs. The Start-up Garage is a meeting place for newbies as well as for 
more experienced student entrepreneurs. Optionally, other young start-ups or professionals 
can be hosted. All of our workshops and coaching sessions in the Student Entrepreneurship 
program are held at the Start-up Garage. 
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• Plug & Play 

Regardless of how much groundbreaking research is carried out in Europe, market leaders 
such as Microsoft, Facebook, Google and Twitter continue to emerge from the United States.  
The dynamics of an ‘ecosystem’ such as Silicon Valley, in which top universities, venture 
capital, large companies and entrepreneurs interact to create major innovations, has proven 
its worth. 
Any Belgian ICT start-up with global ambitions would do best to adopt an international 
strategy from the word go.  To compete effectively in the world market, however, it often is 
imperative to establish yourself first in an innovation hot spot such as Silicon Valley, where 
companies gain access to the expertise and capital required to take their company to the 
next level.   
iMinds has therefore decided to form a partnership with the Californian incubator Plug & 
Play Tech Center, supported by Flanders Investment & Trade. At Plug & Play, promising 
technology start-ups not only find a home in the heart of Silicon Valley, but also receive the 
introductions, local market knowledge and support they need to get started up quickly. 
There are now more than 250 start-ups present in the Plug & Play Tech Center and more 
than 50 of these are international companies that were set up elsewhere. 
 

• Singapore Hub 
Similar to iMinds’ program towards Silicon Valley and the U.S. market (Plug & Play), a contact 
point has been established in Singapore as entry point to the Asian market. A dedicated 
iMinds staff member helps start-ups and SMEs with Asian ambitions to set up their business 
in Asia and establish relevant contacts. 
 

• EBN Soft Landing 
Soft Landing is a pilot program set up by EBN (European Business & Innovation Centre 
Network) that enables innovation led companies to explore new markets easily. Soft Landing 
wants to offer companies services at a selection of global locations, tailored to match their 
needs in support of their international development. 
 The Soft Landing services are offered by EBN Business Innovation Centers and other 
incubators with offices throughout the world. The duration of the service delivery can be 
from a couple of days to several weeks or spread over a number of months, if international 
development for a company is considered viable. 
The services can be grouped into three types 

i. logistics (access to offices and IT infrastructure) 
ii. access to the local business network through pre-arranged meetings 

iii. specialized support with expert advice on legal, financial or cultural matters 
  
The objective is to take away some of the practical difficulties that are commonly associated 
with selling internationally or closing partnership deals abroad. Soft Landing Club incubators 
offer their services to companies wishing to expand in Europe, the United States, China, 
Russia, Brazil and other countries. 
 

• iLab.t 
The iMinds iLab.t technology centre offers the experimentation environments, the hardware, 
the measurement equipment and the software tools needed to develop your ICT 
innovations, and/or test their performance and service quality. Furthermore, the 
experienced iLab.t staff and collaborating iMinds researchers have the development and 
experimentation expertise to assist you in your search for new ICT products, applications or 
protocols throughout the entire development and performance evaluation cycles. If 
necessary, new measurement strategies, development tools or software components can be 
developed, even for specific ICT applications. 
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More specifically, the iLab.t is home to: 
i. A generic experimentation facility of 100 nodes (dual processor, dual core servers) 

interconnected via non-blocking 1.5 Tb/s Ethernet switch, called the Virtual Wall. 
ii. Two generic wireless experimentation facilities of 200 and 80 nodes respectively, 

specifically targeting innovations involving the use, configuration or set-up of 
wireless networks (includes Wi-Fi, 802.15.4, Bluetooth, sensor nodes, mobile robots 
and a mobility emulation set-up), called the w-iLab.t. 

iii. A diverse range of servers and end-user equipment such as PCs, smart phones, and 
laptops. 

iv. A diverse range of additional equipment, including screens, webcams, storage 
servers. 

v. Professional measurement equipment for characterizing and testing the performance 
of solutions involving wired and wireless networks, services and applications.  

  
The iLab.t technology centre is located in Gent, Belgium, and can in many cases be operated 
remotely. The iLab.t is connected to the Internet through Belnet network, with a capacity of 
1Gbit/s, as such facilitating demanding interconnections with external servers or 
applications. 
 

• iLab.o 
Did you think that innovative ICT products and services are tested in a (corporate) laboratory 
today? Well, that’s not the case! Successful products and services get to be tested in real-life 
circumstances before they are absorbed in a business model and rolled out to the target 
audience. Such a testing environment is also called a living lab. 
In a living lab, a large number of users interact with new products and services in their daily – 
professional and private – life. This allows for researchers to assemble user feedback and to 
systematically observe, monitor and analyse user behaviour in a natural environment. 
This way the innovation process is pulled out of the corporate lab context. A real-life setting 
is essential to find out whether a good idea or concept could form the basis of a successful 
product or service in the future. 
This heavy user involvement distinguishes a living lab from traditional market and user 
research. It’s important to ensure that these kinds of living lab activities are based on a 
scientific research methodology while leaving room to innovate and develop further. Within 
iMinds, iLab.o designs, coaches and supports living lab projects. 
 

• Research groups 
iMinds’ research organization is structured in 5 research departments, each with a special 
focus: Digital Society Department, Future Health Department, Future Internet Department, 
Future Media & Imaging Department, and Security Department. They are spread over several 
universities in Flanders. 
iMinds joins forces with companies and societal organizations to do research in ICT-solutions 
and innovative ICT-services to tackle the upcoming societal challenges. 
 
The technological know-how of the research groups can be used by means of contract 
research when the development of a new product or service needs fine-tuning or may 
benefit from additional technological input. 
 

• iMinds central staff 
iMinds central staff has a variety of expertise on-board, amongst which business plan 
screening and development, basic advice and coaching on intellectual property rights and 
legal aspects, development of financial plan, preparation of investment rounds or business 
model development. 
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• Affiliated patent attorneys 
iMinds cooperates with several patent attorneys for the protection of intellectual property 
rights. Each of the attorneys has its own strengths and expertise domains, making it possible 
to choose for the most appropriate attorney in the process of protecting a new technology, 
brand or other asset. 
 

• Affiliated lawyers 
Although the iMinds central staff has some legal expertise in-house, for more specific issues 
cooperation has been established with different lawyers. These can be addressed in case of 
specific legal questions, contracts or disputes. 
 

• iMinds expert network 
iMinds has developed an extensive network of experts in all relevant domains of the ICT 
sector, from basic research over commercialisation stakeholders to various support 
functions. In case an SME manager, start-up, entrepreneur or researcher needs specific 
expertise or network contacts, iMinds can rely on over 15,000 network contact in the ICT 
sector. 
 

• iMinds MarCom 
The Marketing and Communications group of iMinds (MarCom) has developed an offering 
towards entrepreneurs, start-ups and SME managers to support them in their 
commercialisation efforts. If projects in the field of marketing and communications are 
outsourced, iMinds can also help with introductions and negotiating favourable terms. In the 
field of marketing and communications iMinds offers following services to start-ups that are 
supported: 

i. Provide expertise in the field of/sounding board around: 
• Marketing Strategy 
• Online communication (website/social, media/blog) and targeted 

communication to target groups (e.g. for product launch) 
• Read press releases and communicate to press contacts 
• Roadmap for organization of events (in development) 

ii. Production of an introductory video for each iVenture or SOFI file 
iii. Free access to iMinds training programs (in case of a no show the cost be charged), 

for example: 
• Assertiveness 
• Time management 
• Communications, media training, writing for the Web 
• Presentation Techniques 
• Social media strategy 
• Management and business processes 
• Agile development 
• Mind mapping 
• Project management 

iv. Opportunities to speak at events and present demos: 
• On iMinds events: the possibility of presentations and demos where relevant 
• For external events where iMinds is involved: the possibility of presentations 

and demos can be discussed 
v. Recruitment: 

• iMinds is launching the campaign "It's cool to work in a start-up" (in 
preparation), possibly through a media partnership with Vacature 

• Distribution of vacancies (inquire with iMinds about any vacancies!) 
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4. CSP-innovazione nelle ICT s.c.a.r.l.,  Italy 
 

• Poli d’Innovazione (Innovation clusters) 
CSP is also involved in several regional innovative clusters, by participating in the projects 
planning and support activities. The “Poli di innovazione” are groups of enterprises and 
research organizations, whose activities are coordinated by a management body. Created in 
2009 by the Piedmont Region within the EU ERDF, POR - 2007-2013 - Innovation and 
Production Transition, these innovation clusters are aimed to support the research 
development and innovative industrial activities.  
Focusing on specific sectors, the innovation clusters consist of groups of companies, research 
organizations and a management entity. The poles are tools for synergic coordination among 
the different actors of innovation process; they are intended to make available facilities and 
high-value added services, to interpret the technological needs of enterprises, to address 
regional actions in support of research and innovation. The measure provides a budget of 60 
million EUR on the POR-ERDF 2007-2013. 
 

• Piemontech 
Piemontech, the holding company promoted by the Torino Wireless Foundation, invests with 
risk capital in the most promising Piedmont-based companies in the following sectors: 
Information and Communications Technologies (ICT), Biotechnologies, Biomedics, Advanced 
Mechanics, Energy, innovative Services.  
Piemontech supports the creation of new enterprises acquiring Equity shares with 
investments up to 400,000 EUR. It provides newly or recently constituted companies with a 
Business plan based on differentiated and patentable technologies, products and 
applications. No matter the stage of development, from ideas to prototypes, to established 
products, Piemontech meets the need for capital to complete the project, to build a market 
presence and to expand markets and opportunities. 
Thanks to its partners and its own resources, Piemontech can rely on a network of 
professionals with significant experience in consultancy, international Venture Capital and 
multinational companies in the sectors of interest. Moreover, it is supported by an 
Investments Committee, composed of leaders in the areas of entrepreneurship, finance, 
consultancy and academia. 
 

• Enne3 Incubator 
Enne3, Enterprise Incubator of the Innovation Center of Novara S.c.a.r.l. is a society formed 
by the Universities of Eastern Piedmont, Provincial administration of Novara, Novara, 
Chamber of Commerce Industry Craftsmanship and Agricolture of Novara, Industrial 
Association of Novara, Finpiemonte S.p.a. 
Enne3 is the University Enterprise Incubator which refers to the Eastern Piedmont territory. 
They handle both develop enterprise projects from A to Z, starting from innovative ideas, and 
to run enterprise projects, with strong content of knowledge, within an investors organic 
team. 
The incubator provide users with services finalized to start the newly formalized enterprises 
like equipped shared spaces, spaces dedicated to individual enterprises, promotional spaces 
on our web site, consultancy services finalized to the start of the enterprise and to its 
competitive collocation within an international market. It will also be provided with 
subsidized loans services and professional counselling as fiscal support, administrative and 
accounting, legal and notarial consulting, patent assistance. 
 

• CSP I4B 
Innovation4Business is the specific programme for technology transfer launched by CSP in 
collaboration with Torino Wireless and with the backing of Regione Piemonte, to foster 
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innovation thanks to the spread of ICT in Piedmont’s companies. Through 
Innovation4Business, CSP offers companies technologies and prototypes that come from its 
own research work, activating a process that starts with technology transfer and leads to 
product development and market release.  
Through I4B, the results of CSP research are transferred to the business world, in particular 
Small and  Medium enterprises – SMEs – offering new business opportunities thanks to the 
extension of the range of products and services. The capabilities of Torino Wireless are 
available to support companies throughout the whole process, from the preliminary business 
analysis to the definition of new product development paths, up to market release. 
This relationship starts with the assessment of the assets, in order to support companies in 
their choice, continuing, after the handover of the source code, with a genuine programme 
of tutoring for the stages of product implementation, installation and configuration, followed 
by personnel training, guidance in identifying public sources of funding and the potential 
reintroduction of the customised product into the CSP research cycle.  
The heart of this initiative is the "assets catalogue" of CSP, a list of hardware or software 
prototypes available to local enterprises. Each year, the catalogue has been enhanced with 
new assets, resulting out of the R&D activities or of innovation projects. The catalogue has 
the purpose of enabling the assets of CSP tangible, visible and accessible to the business of 
the territory. 
 

• UnionCamere Piemonte 
From the collaboration among the regional Chambers of Commerce was born the 
UnionCamere’s Innovation and Technology Transfer Office, which provides services related 
to innovation and technology transfer for enterprises, universities and research centres, with 
the aim to: 

i. facilitate coordination among local institutions, businesses and local authorities in 
the sectors of technological excellence, through the creation of regional focus 
groups, 

ii. define programs for the knowledge improvement and promotion, 
iii. promote technological exchange between regional and foreign enterprises, 
iv. promote regional and international research partnerships. 

The office involvement in international projects and membership in transnational structures 
such as the Enterprise Europe Network, enables the opportunities of support to technology 
transfer abroad. The network also encourages participation in: 

v. technical seminars on specific technologies and EU funding opportunities for 
research and technological innovation, 

vi. international partnership days, meetings between SMEs, big companies, universities 
and research centers in Europe, 

vii. international missions: visits in Piedmont of foreign entrepreneurs delegations or 
missions abroad of Piedmontese entrepreneurs , interested in a particular area of 
industrial expertise. 

 
• Mettersi in proprio (MIP) 

Mettersi in proprio-Start up your own business- is a support service to enterprise creation. It 
is made up of several integrated actions, which aim at spreading a culture of 
entrepreneurship, at stimulating new business ideas and at fostering the birth and 
development of successful companies.  
Mettersi in proprio is a free service of the Province of Turin, funded by the European Union 
(European Social Fund), the Italian State (Labour, Health and Social Policy Ministry) and the 
Piedmont Region, in the framework of the 2007-2013 ESF Regional Operational Programme, 
“Regional Competitiveness and Employment” objective, within the Measure “Adaptability” 
and the Activity “Integrated paths to enterprise creation”. 
Mettersi in proprio proposes three types of actions, provided by the Province of Turin: 



SMARD Guideline for successful commercialisation 01/06/2012 

 www.smard-project.eu | 50 

i. Action 1: Entrepreneurship Support (general activities).  
Transversal, general activities addressed to the public interested in this service, 
which can consist of: organisation of information desks, coordination and evaluation, 
events, online competitions, website creation researches and surveys, networking 
(for instance: the Club of Mip entrepreneurs).  

ii. Action 2: Consultancy (ex ante assistance) 
All activities addressed to would-be entrepreneurs: Counselling and information; 
Welcoming, Consultancy and development of a business plan, run by a business 
expert (tutor), aiming at assessing the feasibility of the business project as well as 
writing up the business plan; Training on business management; Mentoring and 
consultancy.  

iii. Action 3: Mentoring (ex post assistance) 
Support activities to new entrepreneurs during their first period of their new activity, 
helping them evaluating the state of their business as well as finding new funding or 
financial help opportunities. 

One further action is foreseen, Action 4, implemented by the Region Piedmont through 
Finpiemonte, aims at providing financial support to the new enterprises whose project has 
been previously approved by the Province of Turin within Action 2. Conditions for allocation 
of this funding will be subsequently established through specific regional acts. 
 

•  Centro estero per l’Internazionalizzazione (Piedmont Agency for Investments, Export and 
Tourism) 
The first Italian agency dedicated to internationalisation, focusing chiefly on attracting 
foreign investment, increasing the presence of local companies and their competitiveness on 
international markets, promoting the region tourist offer and agri-food products worldwide, 
training local and foreign managers and officers on key subjects related to international 
trade. The Agency was created in 2006 by Piemonte Region and Unioncamere Piemonte, in 
agreement with business associations and the academic world. The two main activities of the 
Centro Estero are business promotion and foreign trade training. 
 

• I3P Incubator 
I3P, the Innovative Enterprise Incubator of the Politecnico di Torino, is a non-profit joint-
stock consortium (S.c.p.a.) constituted by the Politecnico di Torino, the Province of Torino, 
the Chamber of Commerce of Torino, Finpiemonte, Torino Wireless Foundation, and the City 
of Torino.  
 
I3P was established to promote and support the creation of hi-tech enterprises, building on 
the innovative potential developed in research institutions across the territory. More 
specifically, I3P:  

i. Selects business ideas with a high potential for growth, offers assistance free of 
charge to aspiring entrepreneurs with a knowledge-based business ideas, and 
supports start-up enterprises in the their first delicate years of life. 

ii. Offers investors on the lookout for innovative businesses with a rich, exclusive 
portfolio of opportunities, assisting them in their investment decisions while 
guaranteeing the confidentiality of negotiations. 

iii. Offers managers and professionals the opportunity to build contacts and work 
with businesses with attractive prospects for growth. 

I3P today is Italy’s leading university-based enterprise incubator, and one of the biggest in 
Europe. The goal of I3P is to promote the creation and growth of knowledge-based 
enterprises that can benefit from the Incubator’s close ties to the Politecnico di Torino, and 
its capacity to catalyse, stimulate and drive cutting-edge business initiatives. 
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• 2I3T Incubator 

2i3T is the Enterprise Incubator of the University of Turin, a company founded by the 
University of Turin, the City of Turin, Turin Province and Finpiemonte SpA . 2i3T aims to 
develop the local economy acknowledging and transferring the results of scientific and 
academic research. 2i3T is a bridging institution, which facilitates Knowledge Transfer from 
University research and National and International market and industries. Scouting activities 
drive the link between academic research activities and Industrial environment, through the 
identification of Technology Transfer opportunities. Incubator 2i3T also provides the team 
for training activities to create a business plan document. It follows a pre-incubation period 
till the registration of the start-up company, which will be incubated within the 2i3T facilities 
for the acceleration of business development. 

 


