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ISTC Technologies Outreach

1. Introduction

“Technology Outreach” is offering to potential investors or corporate partners existing market ready or near market innovations that have been developed by ISTC beneficiary entities. It is not simply an attempt to sign-up more partners but a more focused and targeted approach designed to draw value from a limited and specific list of existing and potential partners. In order to promote beneficiary innovation it is necessary to create focused information that demonstrates compelling business opportunities which include: feasibility studies, business planning and structuring, opportunity briefs and focused presentations to be made available to the commercial sector.

Technology Outreach is an extension of the efforts undertaken by ComSP to fund the development and introduction of beneficiary innovations. Examples of the successful results of the Center’s development efforts can be found in the Innovation Initiatives and projects that were displayed at the ISTC 15th Anniversary celebrations in December 2009. These nurtured innovations and other projects with beneficiary institutes are the “raw material”, the technologies that are to be supported and “pushed” to entrepreneurs, partners and investors who can provide the resources for further development and growth. 

2. Steps

Technology Outreach efforts consist of: 

I. Identifying Potential Innovations

II. Performing Technical and Market Analyses 

III. Focus on Most Promising Technologies/Innovations 

IV. Prepare Opportunity Briefs

V. Present Technologies/Innovations to Investors/Partners

3. Tests of Concept

Riga, Latvia, November 10-13, 2009

The ISTC organized a Technology Promotion and Commercialization Workshop jointly with its Partner in Latvia “Virtual CEO” and the Investment and Development Agency of Latvia

The workshop gave an overview of existing ISTC technologies and innovations to present entrepreneurs with the purpose of creating matches between them. 

The results of this event were beyond expectation. Of the nine (9) ISTC beneficiary technologies taken to the Riga event seven (7) “matches” or “couples” were created. From this group three (3) European companies have been formed with the participation of an ISTC beneficiary and an entrepreneur. The current status of these entities is:

1. Magnetron Coating (Moscow, Russia): Created joint Latvia-Russia company "NACO Technologies", which is now in active negotiations with potential investors. ISTC is providing in-depth market research as a pre-seed support for the beneficiary. 

2. Gas-sensors (Moscow, Russia): Created joint Latvia-Russia company, "Remeks-Delta". 


ISTC is considering funding a marketing research and filing of PCT applications for inventors.

3. Hail Suppression (Yerevan, Armenia): It is planned to establish a joint Armenian-Latvian company in the first quarter of 2010 for the organization of hail suppression systems production and promotion of products on the EU market.

4. Bacteriophages (Tbilisi, Georgia): The formal action to establish the company is not completed, but the close cooperation of the developer and entrepreneur continues. In particular, negotiations concerning partnerships with European pharmaceutical companies are on-going. 

5. Nano-titanium (Ufa, Russia): Options for the organization of business in Russia, together with two Novosibirsk Institutes is being considered. A cooperation agreement has been signed with one of the institutions.

6. Solar Cells on Flexible Substrates (Minsk, Belarus): No concrete results, although discussions continue with potential investors. 

7. Terraherz Generator (St. Petersburg, Russia): Minimal R&D is required before the developer can move this application into a business. However, results so far are promising. Negotiations are underway on a development plan with a potential corporate partner. 

Tomsk, Russia, 20-23 April 2010

The ISTC organized a Technology Promotion and Commercialization Workshop jointly with its Partner in Latvia “Virtual CEO”, the Tomsk Technology Transfer Center (TCTT) and the Tomsk City Administration with the assistance of the Tomsk Special Economic Zone (SEZ).

The workshop gave an overview of existing ISTC technologies and innovations to present entrepreneurs with the purpose of creating matches between them. 

The results of this event were again beyond expectation. Of the fourteen (14) ISTC beneficiary technologies taken to the Tomsk event eleven (11) “matches” or “couples” were created. Successful couples signed Memoranda of Intentions (statements on further intentions and agreements). 

Results:

· 11 memoranda on intention were signed. All of them stated solid intention of both developer and entrepreneur to establish a joint venture. ISTC and General Partner initially developed template of a memorandum.

· All couples were granted Marketability Assessments prepared by the ISTC 

· 4 of them already developed certain business-models and realized specific needs (short- and mid-term). Shareholders agreements are under preparation.

· Two developers realized there was no necessity to engage an entrepreneur and decided to manage the business by themselves.

4. Lessons Learned

A. More attention should be paid to those technologies developed in ISTC beneficiary institutions. 

B. For further TechOutreach activities in such a full format, coordination of several programs/mechanisms should be strengthened (e.g. ComSP, TPP, Competency Building).

C. Participation Agreement as a requirement for participation in Tech Outreach events is useful.

D. Marketability assessments are important to provide for those coupled within an event.

E. For events local governmental body should take part in preparation. When the situation allows, it should become a local partner (example: regional development agency).

F. There should be a “pre-visit” to define all stakeholders and their roles/responsibilities/input. It is better to organize such visit min. 4 weeks prior to an event.

G. There should be certain financial input of local authorities (cash or in-kind).

H. It is strictly recommended to have a general contractor (with a right to sub-contract certain companies to perform exact activities).

I. Critical aspect of entrepreneurs’ identification/selection is preliminary investigation of entrepreneurial culture in targeted region.

J. There can be a number of cases when an inventor/developer doesn’t need entrepreneur (is ready to manage a business by himself).

K. It is most effective to schedule 3-day event (technology presentation-negotiations-investment session). However, investment session can be separated (even geographically) depending on special conditions/requirements by investors.

L. Tomsk Event experience shows that it is reasonable to prepare memorandum of intentions template. 

M. Marketability Assessment seems to be more reasonable for couples but not for initial technologies (since business-model and market niche can vary).

N. Attracting a general contractor could facilitate processes and lighten ISTC staff workload.

O. Joint operation of several ISTC programs (Competence Building, Technology Promotion, External relations, Commercialization) could be leveraged for the additional benefit of an event.

P. Active support of top ISTC management guarantees smooth day-to-day operation of the organization and execution of the event and, as a result, high performance and results of the event.

5. Way Ahead

 ISTC has funded around 2100 projects of which more than 1600 regular projects. A number of projects (600) are still in the pipeline. The Center has the task to reap the benefits of relevant projects by clustering them in potential areas of innovation and technological development and to seek interested parties in exploiting the results. The “Technology Outreach” concept seeks to serve these aims and in particular will unlock in a better way the potential of a considerable number of funded projects by creating real business and corporate partnerships for beneficiaries. Options for the development of additional funding opportunities for the beneficiary/entrepreneur couples are being explored in order to strengthen the process to better insure successful outcomes. The positive experience gained in the Riga and Tomsk events indicates the value that Technology Outreach provides to beneficiaries and the sustainability of the of their commercialization activities.

The implementation of the “Technology Outreach” also promotes integration of beneficiaries from the CIS and Georgia into the international scientific and commercial communities. 

The development of a financial reward scheme for services rendered i.e. in case of the creation of successful partnerships and entities as a result of ISTC activities I sunder consideration. Remuneration could be in the form of a percentage based “service fee” (3 %?) calculated on the basis of the amounts invested into created entities from outside funding sources. A template for a legally binding contract is also subject of discussion. The payment of the fee should be part of an agreement signed between the Center, beneficiaries and entrepreneurs/investors.  The intention is that funds for the Center generated in this way will be used for the funding of Status 3 projects. The selection will be done on the basis of relevance and especially following SAC ratings. A negative concurrence procedure for approval of the financing of the project by the parties will be put in place.
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