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l. BACKGROUND

1. My consulting firm, Technology Commercialisation Group (TCG), works with several
Australian universities and Government research organizations to implement practices and
programs which support the successful commercialization ofteelanologies, and in

particular very earlstage research results.

2. We supply a number of different information and training products and consulting and
mentor services to our research clients to help them on their way to becoming competent
technology entrepreneurial organizations.

3. Indoing so our aim is to enable the organization concerned to benefit (indeed to benefit
greatly) from its own expertise and knowledge. To achieve this aim, our main tool is the
fostering of partnersps between our clients and other organizations, whereupon the
partnerships return value to our clients’ core business.

4. To do this we need to create a kind of organizational entrepreneurship which until now
has been largely lacking. So whibeir purpose is to help the organization transfer out its
inventions, expertise and intellectual property, our activities are in large part about
transferring in the basic skills and understanding that surround technology entrepreneurship.

5.  One of the tools we are now experimenting with is the Insight TPlAnovation
portfolio management tool which we have developed in partnership with an Australian
software house Research Master.

II.  INSIGHT IPM™ INNOVATION PORTFOLIO MANAGEMENT

6. TCG has always provided its clients with a broad range ppsut including training

and audit programs, mentoring and project development. Together these programs are
intended to deliver a shared vision so that our client organization can exhibit the following
characteristics:

Aware people our people are infornteand supportive of
commercialization;

Strategic management our managers are able to manage our commercialization
activities strategically;

Aligned policies our management frameworks, policies and systems permit
commercialization;

Developed capability  we have the skills and resources with which to foster, support
and guide these activities.

7. The overall vision is one where the excellence of a client’s research programs is
mirrored by excellence in commercialization with a broad rangérafegyies being used and a
broad range of benefits being returned, all completely aligned with the client’s core business
of research.
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8. However, in the medium to larger research organizations that are our clients, it soon
became clear thatlist the pressure (from Government and funding bodies) to be more
successful in commercialization was great, the environment within which the organization
operated meant that returns from commercialization were marginal at best.

9. What was regired was a greater ability on the part of the client to manage a portfolio of
innovations in a manner that was both efficient and highly strategic and which took account of
the fact that most members of the organization, at least initially, were nagakill
commercializers in their own right.

10. The Insight IPM™ software is delivered via the web or LAN directly to the desktop of
every member of the organization. It has no clientl requirements other than a version
3 web browser.

11. Ithas allowed TCG to both enhance and extend the level of service that it can offer
larger numbers of clients, and also has the potential for greatly accelerating the rate at which
our clients successfully implement the kinds of awareness, managemiey,gral ability
changes required to meet the vision outlined above.

Insight IPM™

Aligned Policies Developed Capability

Figure ¥ The InsighttPM™ tool better integrates the other elements of TCG’s
service provision

12. Interms of conception the Insight IPM™ software does not do anything that we are not
already doing; it simply allows it to be done more directly and more consigtaotbss a
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whole organization and (importantly for publéector organizations) to do so with a high
degree of togevel control and transparency and a high degree of focus on risk management
and certainty of outcome.

13. Assuchitis notin theategory of online databases of Internet markets for technology
transfer, but rather a management tool to assist humans involved-to-di@y or occasional
technology transfer activities.

14. Thelnsight IPM™ innovation portfolio management tool helps guide all levels of the
organization in managing commercialization activities.

A. WHATITIS

15. Theinsight IPM™ innovation portfolio management tool:
. is a new tool for project management

. injects earlystage commercial thinking;

. has a noflinear approach to projects;

. makes commercial activity transparent;

. aligns commercialization on core business;
. offers true innovation portfolio management.

B. HOWIT WORKS—-PROJECT LEVEL

16. The starting point for the tool is the project screen, where individual researchers can
enter as little or as much information as they consider necessary to get a grip on a new
invention, project outcome, commercial opportunity or the like. A projgzard makes

“issues” for the user reconstructing the project into a commercial framework using risk,
return, IP, the project and the organization as focus areas. These issue areas in turn link into
an education center to provide further support, lgasknd information, likely concerns,

FAQs and the like.

17. The InsighttPM™ project screen:

. makes the project focus only on critical issueallowing the team to know what
to do next;

. identifies areas that the team has not considered and uses wizards and tools to help
them see the issues;

= allows for input from the wholemganization;
. makes it easy for the whole team to see at what stage and where the project is;

. helps manage the whole process, not just IP.
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C. HOWIT WORKS—-PORTFOLIO LEVEL

18. Atthe portfolio level the individual projects or aggregate projects grouped by any likely
criteria (e.g. by manager, by faculty, by technology area, by commercial partner, etc.) can be
interrogated for any spedaifinformation. The same information can also be interrogated
against any prelefined or emerging hot issues, grouped in the same manner as for individual
projects, i.e. project issues, IP, risk, return or organizational impact.

19. The portfolb-level Insight IPM™:
. amalgamates all the organization’s projects;

. uses tables, graphs and summaries to allow the organization to analyze all
activities;

. allows the organization to see at a glance the critical issues and what the
implications are for ezh project;

. allows for risk management across all projects;

. helps planning and alignment with the market and research activities and
organizational objectives;

enables management to identify and facilitate synergy between commercial
applications and resrch opportunities.
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/3 Insight Innovation Portfolio Manager - Microsoft Internet Explorer
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D. HOWIT WORKS—-EDUCATION LEVEL

20. TCG as an organization has a strong profile in the provision of basic and more advanced
training for researchers and practition@n the area of technology commercialization. With
Insight IPM™ all these materials are now available online, integrated in the project

information area. So for example a researcher considering possible research alliances can call

up a wealth of inform@on on organizational and general practice in the formation of such
alliances.

21. The Insight IPM™ Education Centre:
. contains integrated information and training resources;
. links FAQs and “points to consider” directly to the issues wizard;
. allows the organization to pinpoint present and future training and support needs.

22. The Education Centre also fully integrates with classroom and online training available
from TCG.
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Delivering & product or service to market is usually the most important slement in succssstul commereislisation. This 'delivery’
usually involves & chain of aligned (but not necessarily connected) roles that =l add value to the product and therefore the
customer or consumer

The closer these parties ars to the market, the higher their importance and therefors valus to the product. In this context, the
distributor is often the most important position in this value chein whilst the distributor may not be as close to the consumer in
proximity &s the retailer it is close in terms of comimunication. Often the distributor owns the brand (trademark) and controls the
customer's perception of value.

This preferred value position (of the distributor) has become much more relevant due to the power of acvertising and brand
wvaluss in society. Contrast this to the sarly part of the twentisth cantury when the preferred value position was held by the
manutacturing sector. | might 9o some weay to explaining the power economy shifting from the UK to the LSA.

From a commercial stendpaint, technology or new products and services provide ether the catalyst to a business in a value
position or the extension of an existing firm in & valus postion. Should it create & new value posttion, it is often trus that this
position can be more valuable than the original product or service.

The existence of this 'value chain' and delivery method is therefore essential for us to understand. t is the determinant of path
to market

whilst gl models are not centred around retail products, it is useful to use the retail model analogy to new products and
services. Along the chain it needs to be identified as to how and why each party will swant to participate . Cften this is about
profitto each party, often it is also about gaining acceptance from the levsl above

2. Typical value chains
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