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We define “commercialisation” as “the conversion of an idea or knowledge into a 

replicable product or service that delivers value to a market.” Sometimes the idea 

originates from research in the lab, but more often than not an idea will stem from 

personal experience or know-how, and will hopefully fill a gap in the market. An idea 

on its own is worth nothing. How many ideas have you had already today? The value of 

commercialisation is only reaped when ideas are successfully implemented.

Implementation can proceed along many pathways, and often, commercialisation 

begins along a pathway that starts a new company to develop a product or service. 

However, we know that markets must accept new ideas for commercialisation to 

ultimately be successful, so much of the AIC’s work starts with the market in mind. 

By understanding what our clients need to capitalise on new opportunities, enter new 

markets or solve challenges they face, we can find solutions to help them innovate, 

and indeed collaborate, to meet those market needs. We pioneered such a demand-

pull approach to commercialisation with TechFast over five years ago, and many 

of our programs still help to commercialise ideas by embedding them into already 

operating businesses that are seeking to renew themselves, or craving growth. This 

not only introduces innovation into the business, it can successfully commercialise new 

products and services through them as well.

You will see from this report that our success spans many sectors – clean energy, 

water, biotech and health, tourism, agriculture, oil, gas, and mining, advanced 

materials, and IT, to name a few. All have in common the use of knowledge and 

intellectual property to derive a sustainable competitive advantage for the business, and 

in the process, achieve successful commercialisation.

I hope you enjoy reading about what we have achieved, and how we have done it.

Dr Rowan Gilmore
CEO | Australian Institute for Commercialisation

This review describes our 
activities, achievements 
and outcomes over the 
past year, and is intended 
to provide insight into 
what we do.

welCome to  
the AIC’S 
ANNUAL REVIEW 
for 2009-10

At the AIC we believe it is essential to differentiate between 
business needs, and we segment assistance programs 
accordingly into three broad categories:

1.  Those maintaining the status quo (low innovators)

2.   Those trying to innovate but lacking some of the core skills 

(medium innovators or ‘rising stars’)

3.   Sophisticated businesses successfully innovating 

(high innovators or ‘stars’)

Targeted support programs and incentives are required for the 

different categories of firms to reflect their current needs.
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NEW ENTRANTS AND  
STATUS QUO BUSINESSES

AIC focus on intellectual property 
and collaboration

AIC focus on skills development, 
networks and advice

This graph demonstrates the level of innovation vs the level of performance 

within a firm and shows how the AIC delivers value.

our foCus AreAs

The AIC team
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CREATINg PARTNERSHIPS 
In 2009-10 the AIC provided collaboration advice 

to more than 275 businesses nationally through 

its TechFast, Researchers in Business and Clean 

Energy Innovation Centre programs. The AIC’s 

role was to help identify, establish, and build new 

partnerships for innovation.

This partnership facilitation included more than 700 

introductions and led to the establishment of more 

than 70 new formal partnerships.  The activity also 

resulted in 25 businesses submitting Researchers 

in Business (RiB) applications for funding to support 

new collaborations with research organisations. 

Through its Clean Energy Innovation Centre 

(CEIC) role, the AIC facilitated four major national 

workshops to connect energy players together 

to pursue new energy storage and smart grid 

opportunities.  It also provided facilitation support 

to 28 clean energy businesses to identify specific 

partners to meet their needs.

COMMERCIALISATION SkILLS
More than 20 education programs were delivered 

during the year, including the Ideas2Market and 

Commercialisation Bootcamp workshops, as well 

as a range of tailored Innovation Masterclasses and 

Pitching seminars.

The Ideas2Market program was delivered across 

Queensland to 169 entrepreneurs and small 

business owners, while our now internationally-

recognised Commercialisation Bootcamps reached 

329 participants across Australia and Malaysia.

POLICy ADVOCACy
During the year, a representative of the AIC 

participated as a member of the Queensland 

Ministerial Advisory Committee for Science, 

Technology, Engineering and Mathematics 

(STEM), the Department of Innovation, Industry, 

Science and Research (DIISR), Commonwealth 

Commercialisation Institute Advisory Committee, 

the DIISR Commonwealth Consultative Group for 

the national Survey of Research Commercialisation, 

the DIISR-sponsored OECD Innovation Roundtable 

in Canberra, the CSIRO national Research 

Flagships Collaboration Fund Cluster Assessment 

Committee, and the Queensland Sustainable 

Energy Advisory Council.

The AIC gave evidence at Parliament House, 

Canberra to the Australian Senate Committee into 

the national Broadband network, and at Parliament 

House, Brisbane to the Queensland Government 

Parliamentary Economic Development Committee, 

as a result of its submissions to those Committees.

The AIC submitted policy recommendations to the 

Australian Government Public Sector Innovation 

Committee and to DIISR relating to the creation of 

Commercialisation Australia. 

The AIC was also commissioned by the victorian 

Government Department of Innovation, Industry 

and Regional Development (DIIRD) to undertake a 

review  of the opportunities for victorian industry 

through the uptake of small technologies.

INNOVATION CONSULTANCy
The AIC hosted and facilitated a range of 

TechClinics and R&D Forums during the year, 

across a wide range of sectors and topic areas 

including forensic science, the pineapple fresh cuts 

industry, social science innovation, complementary 

medicine, aged living and community care, biofuels, 

banana waste, electricity smart grid, and water 

extracted from coal seam gas mining. 

More than 80 market research and business 

intelligence reports were prepared for clients 

including the Clean Energy Innovation Centre 

(CEIC), uniquest, national ICT Australia (nICTA) and 

newcastle Innovation, as well as for a range of 

small technology businesses.

Working with the Queensland Government, the AIC 

built and assisted a strong SME pipeline of more 

than 240 companies for Innovation Coaching as 

part of the Queensland-Wide Innovation network 

(QWIn). AIC Innovation Coaches have also 

provided more than 340 referrals to other QWIn 

service providers.

now in its second year, demand for the AIC’s 

online Inventor’s Service is steadily increasing. 

Inventors and entrepreneurs with a broad range 

of new products have utilised the free service this 

year. The product ideas have included medical 

devices, leisure products, home products, software, 

engineering products, building products and many 

other ideas. 

The AIC continues to deliver innovation consultancy 

services internationally. For example in Malaysia 

numerous Commercialisation Bootcamps have 

been facilitated and a commercialisation framework 

has been implemented with the Malaysian Industry-

Government Group for High Technology (MiGHT).

Over the past year, both the university of Queensland and CSIRO each recognised 

incoming royalty payments exceeding $100M for their successful licensing 

of the cervical cancer vaccine Gardasil and IEEE 802.11 wireless networking 

technologies respectively. Both revenue streams are “home runs” for the 

institutions, and will be used to help fund new research and development that will 

further strengthen the national interest and support the development of Australia’s 

scientific endeavours.

Since its inception in 2002, the Australian Institute for Commercialisation (AIC) has 

been working with researchers, entrepreneurs and governments to help create 

a culture where commercialisation and industry engagement is widely practiced, 

and to provide services to help convert know-how and intellectual property into 

products and services that benefit the community. Throughout that time, a notable 

gap has been substantive funding support for ideas at the stage where they are 

ready to be developed into a demonstrator model, known as a proof of concept.

In the 2009 budget, the Australian Government Minister for Industry, Innovation, 

Science, and Research, Senator Kim Carr, announced details of the $196 Million 

Commercialisation Australia (CA) initiative. The announcement ended a period of 

uncertainty for researchers, inventors, and entrepreneurs seeking funds to take 

their ideas to market, during which they struggled to cross the ‘commercialisation 

chasm’ because of inadequate capital to help fund the development of 

demonstrator prototypes. CA, whose programs were announced this year after 

nationwide consultations and review by a small leadership committee that included 

the AIC, is providing funding to support the development of proof of concept, and 

assistance to fill the void that has prevented numerous ideas reaching the stage 

where further investment from the private sector can be obtained. 

The primary commercialisation pathway adopted by CA is to provide grants to 

early stage companies - a venture capital model. This technology-push approach 

complements the commercialisation pathways encouraged through AIC services, 

which focus more on demand-pull and the progression of new ideas and IP 

through to commercialisation within existing companies. The AIC also provides a 

full suite of commercialisation support services such as market research and IP 

strategy that many of CA’s companies will find helpful for their growth.

the yeAr In revIew

CommerCIAlIsAtIon - 
the Pendulum swIngs AgAIn

During the 2009-10 financial year the AIC has focused on transforming 
innovation into outcomes and growth for our clients.

Commercialisation has fallen 
in and out of favour over the 
years, often depending on the 
state of the national economy 
and government budgets. After 
several years of uncertainty 
surrounding the outlook for 
the commercialisation of 
new ideas and research in 
Australia, the importance 
of commercialisation was 
again recognised during the 
past year, and is once more 
demonstrating its potential to 
play a valuable role in national 
economic development.  
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The environment this year has resolved some, 

but not all, of these concerns. Commercialisation 

Australia has commenced operations, and has 

already provided some venture funding to a number 

of projects. However, the position of university 

ownership of IP has been lost on appeal, reinforcing 

the view that organisations must be very clear in 

their employment contracts about their intellectual 

capital and means of value creation. 

If this year has been marked by a slow emergence 

from the global financial crisis, we sense there has 

also been a growing feeling of innovation fatigue, 

a sense that perhaps investment in mining and 

natural resources is more fruitful than intangible 

assets, such as intellectual property.  

Yet in spite of this backdrop, the AIC has continued 

to perform well. Its key performance indicators are 

similar to many other not-for-profit organisations, 

and relate to its sustainability, growth, and profile.

The AIC sustains itself on the basis of the services 

it delivers to its clients and no longer receives grant 

funding from any government. 

the boArd

This is difficult for any organisation working in 

market failure, as early stage commercialisation 

undoubtedly is. Many of the AIC’s programs are 

however paid for by government agencies keen 

to rectify such failures, and the AIC’s services are 

won competitively, often through a tender process. 

One measure of sustainability is the breadth of its 

client base, and our clients in the past year have 

included departments of the Australian, victorian, 

Queensland, South Australian, Malaysian, and 

Korean Governments. A number of research 

organisations also use the AIC to supplement their 

own commercialisation arms, recognising the 

ability of the AIC to find them industry partners or 

to source market research. Of course, there are 

also numerous private sector clients, including 

corporations, small businesses, and entrepreneurs. 

The sustainability of the AIC is best demonstrated 

through the diversity of its client base.

With respect to growth, the AIC today employs 

approximately twenty five staff, most of whom 

work to deliver services to businesses. During the 

past year, we expanded our presence in regional 

Queensland, working to establish a new regional 

innovation initiative and support systems with 

a goal to helping increase by half, in 2020, the 

number of businesses reporting they innovate. 

We continue our close relationship with agencies 

in Malaysia, a nation rapidly climbing the 

competitiveness league tables, and have recently 

signed a new agreement to work with the Korea 

Institute of Science and Technology Information 

(KISTI) to help them foster commercialisation in 

Korea. Our profile is also building, with the launch 

of a new website and blogs during the year, and 

new initiatives such as the Inventors Tool Kit, a 

community Tv episode on commercialisation, 

an alliance with the Australian Industry Group 

to foster innovation, and numerous media 

appearances, all raising our visibility.

The AIC enters its eighth year in a strong and 

vibrant state. The Board of the AIC believes in the 

value that a not-for-profit, independent organisation 

like ours can bring to the nation, and thanks all of 

the AIC’s staff for their dedication and commitment 

to the cause, and our customers for believing in us.

From left to right:  
David Barbagallo, Chairman of the AIC Board,  

Dr. Rowan Gilmore, CEO, AIC.

from the boArdroom
In last year’s annual review we wrote that “the community of organisations involved with 
commercialisation in Australia faced great uncertainty. The abandonment of the Commercial 
Ready program, indifferent support for commercialisation from the Productivity Commission in 
its review of public support for science and innovation, and an adverse legal finding against a 
leading university on its ownership of IP caused many to question whether the “commercialisation 
chasm” was becoming even wider.”

DAVID BARBAgALLO - CHAIRMAN
David Barbagallo is the current Chairman of the AIC Board. He is also CEO of the Endeavour Foundation, one of Australia’s largest 

non government organisations, Chairman and non executive Director of Facet Pty Ltd and a Director of Orchidhouse Pty Ltd, a 

consultancy in strategic planning and performance management of companies. David is also a non-executive Director of Peak 3 Pty 

Ltd, a non-executive Director of the CRC for Interactive Design (ACID) and Chairman and non-executive Director of Geogenx Pty Ltd. 

Previously, David was the Executive vice President for Solutions Development and Innovation and Market Development, Mincom Ltd 

and the Chief Executive Officer of the Distributed Systems Technology Centre (DSTC Pty Ltd). He is a member of the AICD, Chairman 

of the ICT Advisory Group to the Treasurer and Minister for Employment and Economic Development, the Hon Andrew Fraser MP. 

David is also an Adjunct Professor in IT in the Faculty of Science and Technology at QuT.

DR JOHN BALLARD
Dr John Ballard is currently a Director of BR Angels Pty Ltd and the early-stage bioscience companies, Ad Alta Pty Ltd, neubody Pty 

Ltd and Applimex Pty Ltd. He is Chairman of BioAngels Inc and of the Australian Proteomic Analysis Facility (APAF). He was previously 

Managing Director and CEO of GroPep Ltd until 2002. He is a recipient of several research awards including the Australian Society of 

Biochemistry and Molecular Biology’s (ASBMB) Boehringer-Mannheim, LKB and Lemberg medals. He has served as Secretary and 

President of ASBMB and President of the Australian Perinatal Society. Dr Ballard was awarded CSIRO’s Business Excellence Medal in 

2001, the Centenary of Federation Medal in 2003 and the Clunies Ross Award in 2004 for the role he has played in the development 

of GroPep and Australia’s biotechnology capabilities.

PROFESSOR PAUL gREENFIELD  
Professor Paul Greenfield was appointed vice Chancellor of the university of Queensland from 2008 and was Senior Deputy vice-

Chancellor from 2002 to 2007. Professor Greenfield has extensive experience as a Board Director and is currently a Director on a 

number of company boards. He has also consulted and worked widely with industry on a range of projects spanning biochemical 

engineering, wastewater treatment and waste and environmental management, as well as economic evaluation of projects (particularly 

in the biotechnology and environmental fields). His interests lie in biotechnology, environmental management and R & D management and 

commercialisation. He is currently Chair of the Scientific Advisory Group of the South East Queensland Healthy Waterways Partnership 

and was appointed Chair of the Expert Panel on Purified Recycled Water. He is also Chair of the Thiess International Riverprize Committee 

and the International Water Centre. In 2006 he was appointed to the Board of AnSTO and in 2008 he was appointed to the Defence 

Science and Technology Organisation (DSTO) Advisory Board representing the academic and research community.

PROFESSOR SANDRA HARDINg 
Professor Sandra Harding is vice-Chancellor and President of James Cook university. She has undertaken a wide variety of roles 

within the business community and the higher education sector. She is currently the Chair of the Innovative Research universities 

(IRu) alliance and a Board Member of universities Australia. Professor Harding is currently a Board Member of Townsville Enterprise 

Ltd, Advance Cairns and the Australian Institute of Marine Science. She is a member of TropLinks Inc and a non executive Director 

of the Global Foundation for Management Education Ltd (Montreal). Professor Harding retired from the AIC Board in June 2010.

PROFESSOR VICkI SARA 
Professor vicki Sara is Chancellor of the university of Technology Sydney. She is a Fellow of the Australian Academy of Science and the 

Australian Academy of Technological Sciences and Engineering. Her previous appointments include Chair of the Board of the Australian 

Stem Cell Centre from 2005 – 2008, Consul General for Sweden in Sydney 2006-07, Chief Executive Officer of the Australian Research 

Council from 2001 – 2004 and Chair of the Council and a member of the Prime Minister’s Science Engineering and Innovation Council 

(PMSEIC), and the CSIRO Board from 1997 – 2001. Professor Sara retired from the AIC Board in August 2009.

ROBERT TUCkER 
Robert Tucker is currently the Managing Director of TradeCoast Central Pty Ltd, a company established to redevelop the old Brisbane 

Airport site at Eagle Farm into a master planned industrial and commercial community. Robert Tucker has previously launched and 

operated a major chain of retail pharmacies across Queensland and the northern Territory, established the Prime Development group 

of companies that have built and operated shopping centres, pioneered the development of retail showroom centres in south-east 

Queensland and, in recent years, has rehabilitated large contaminated former industrial sites to create high quality industrial office, 

warehouse and factory precincts and buildings throughout the Brisbane region.
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the exeCutIve teAm whAt we do

DR ROWAN gILMORE FTSE
Dr Rowan Gilmore has been the Chief Executive Officer of the Australian Institute for Commercialisation (AIC) since May 2003.  His first success in 

commercialisation was licensing to a uS-based company in 1988 a software program he developed while a graduate student.  That technique, central 

to the design of high frequency electronic circuits, subsequently enabled the rapid growth of the wireless industry, and is still widely used today.

Prior to his role at the AIC, he was based in London and Geneva from 1998 as vice President of network Services (Europe) for the airline IT company 

SITA, now France Telecom’s international Orange subsidiary. He is an engineering graduate and winner of the university medal from the university of 

Queensland, and he subsequently earned his Doctor of Science degree from Washington university in St. Louis in the uS.  He continues to have strong 

links with the university of Queensland, holding adjunct professorships in both the School of Business and the School of Information Technology and 

Electrical Engineering. In 2009 he was elected a Fellow of the Australian Academy of Technological Scientists and Engineers.

DR JOHN kAPELERIS
Dr John Kapeleris has more than 16 years’ experience in the biotechnology industry having held a diverse range of roles including R&D Manager, 

Quality Manager, Business Development Manager, vP Sales and Marketing and Deputy CEO. John has been with the AIC since February 2004 and 

was responsible for designing the AIC’s TechFast Program – “Accelerating Technology Transfer and Diffusion using a Market-pull Approach”. 

John holds a BSc (Hons) in Microbiology, a Graduate Diploma in Management and an MBA (Technology Management). John received his Doctor 

of Biotechnology from the university of Queensland, where he currently holds an adjunct Associate Professorship. His interests include knowledge 

management, creativity and innovation and how these are leveraged to gain competitive advantage in the market. John is the co-author of the book 

titled “Innovation and Entrepreneurship in Biotechnology – An International Perspective”, which covers a range of topics in commercialisation.

ALEx BLAUENSTEINER
Alex Blauensteiner has spent 15 years working in industry-focused innovation and economic development roles. He spent his initial working years 

in the early and mid 1990s in technology start-ups within the ICT industry. He successfully co-founded and grew an online marketing business in 

the late 90s, then went on to assist another listed Australian technology business to commercialise its technology in Australia and the uS, spending 

time establishing their business presence in Silicon valley. Alex later joined AusIndustry to pursue his joint passions of economic development and 

innovation. Since 2005 Alex has seeded, developed and managed the AIC’s national TechFast program, which assists industry and technology 

developers across Australia to connect and collaborate to solve industry problems and commercialise innovative new technologies. Alex holds a 

Bachelor of Business (university of Queensland) and a Masters of Management in Industry Policy (Australian national university).

ANDREW FERN
Andrew Fern is responsible for internal operations within the AIC including systems and processes. With first hand start-up company experience, 

Andrew is also a contributor to AIC programs aimed at early stage companies. Andrew’s experience includes P&L management of Australian 

businesses, a trans-Tasman executive role for a large international software vendor, and a CIO role in an ASX 200 corporation. He has experience 

defining commercial and go-to-market strategy, managing intellectual property and negotiating partner agreements in differing industry sectors 

nationally and internationally. He is passionate about early stage companies and the AIC programs aimed at assisting these companies through the 

commercialisation process. He holds a Bachelor of Business from Monash university.

BETTy HETHERINgTON
Betty Hetherington has more than 20 years accounting and administration experience in different industries including manufacturing, aviation, sport 

and not-for-profit. Betty is a member of national Institute of Accountants and holds a Graduate Certificate in Management, an Associate Diploma in 

Accounting, and a Certificate Iv in Workplace Assessor and Training. She is responsible for the corporate functions of the AIC including finance and 

administration.

FIONA POTTS
Fiona Potts is responsible for marketing and communications at the AIC including the development and implementation of integrated marketing 

communication strategies and supporting promotional plans. Fiona has a broad marketing background across the marketing function including PR 

and advertising, product management, branding, market research, digital marketing, events and customer relationship management. Prior to joining 

the AIC, Fiona held marketing positions in large organisations and start-up businesses across the travel, media and IT sectors. Fiona holds an MA 

in International Management, a Postgraduate Diploma in Marketing and has been awarded Chartered Marketer status from the Chartered Institute 

of Marketing.

CREATINg PARTNERSHIPS 
Through programs such as TechFast, Researchers in Business and the Clean 

Energy Innovation Centre, the AIC facilitates new partnerships between 

businesses, research organisations and governments to share technical 

expertise and collaboratively address business challenges to commercialise 

market opportunities. 

COMMERCIALISATION SkILLS 
Educational programs such as Ideas2Market and Commercialisation Bootcamps 

provide valuable knowledge to participants designed to enhance their 

commercialisation skills. Participants learn strategies to recognise the value of 

their ideas, protect their intellectual property and acquire the knowledge and 

expertise to grow their ideas into real business opportunities.

POLICy ADVOCACy
As advocates for commercialisation, the AIC works with governments to propose 

and design new programs that strengthen innovation policy. We are also 

thought leaders on public issues relating to commercialisation, innovation, and 

collaboration. Moreover, we undertake a wide range of research projects into 

industry and research interaction, markets, IP, and innovation.

At the AIC we work towards achieving our primary goal of transforming innovation into outcomes 
and growth in a wide variety of ways.

INNOVATION CONSULTANCy
Our innovation consultancy is delivered through five main programs:

 ›  TechClinics bring together key industry players and stakeholders to 

overcome significant industry challenges, to facilitate collaborations, and to 

assist commercialisation of emerging technologies by building and linking 

new value chains. 

 ›  Market research provides information that facilitates effective decision 

making and resource allocation for commercialisation, based on a thorough 

analysis of the marketplace and competitive environment. 

 ›  Commercialisation advisory provides the tools, advice and solutions 

required to turn an idea into a business reality and to commercialise 

intellectual property.

 ›  Innovation services with government consist of a range of services 

delivered by the AIC on behalf of state and Commonwealth Government to 

help nurture entrepreneurs and drive innovation.

 ›  International consultancy is delivered by the AIC for overseas government 

agencies, research organisations and corporations to implement strategies 

that deliver value from their ideas, opportunities and initiatives.
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The Australian Institute for 
Commercialisation was successful in 
facilitating the negotiations between 
Frontline Australasia and CSIRO,  
in establishing the research project, and 
helping achieve the outcome targets.
Kevin Hooper, CEO, Frontline Australasia (TechFast Participant)

TECHFAST
The AIC’s TechFast program, now in its seventh year, has provided 

hands-on assistance in the past year to more than 100 SMEs around 

Australia seeking to solve product or service issues, access technical 

capabilities, or pursue new market opportunities. This assistance is 

provided by identifying and linking clients with the right people and 

organisations to support them in their business objectives.  This 

facilitates the exchange of know-how and skills in the true sense of 

open innovation, and accelerates the commercialisation process.

For example, Frontline Australasia, a victorian-based manufacturer 

and supplier of precision components and assemblies, engaged 

with the AIC’s TechFast program to facilitate a relationship with the 

Commonwealth Scientific and Industrial Research Organisation (CSIRO) 

which subsequently resulted in a licence agreement to use its innovative 

manufacturing techniques as well as a multi-million dollar collaboration 

project to commercialise the technology.

In another example, the AIC’s TechFast program helped Rip Curl, a 

global brand synonymous with surfing products and beach culture, 

find new technologies and advanced materials to develop its second 

generation power heated wet suit – the H Bomb. It did this by helping 

Rip Curl find and seal partnerships with the research and private 

sector that resulted in the production of prototypes and manufacturing 

capabilities for the new wet suit.

RESEARCHERS IN BUSINESS
In partnership with the Australian Government’s Enterprise Connect Researchers 

in Business (RiB) initiative, the AIC assists businesses by locating relevant 

researchers around Australia with the specific skills and capability to address their 

business needs. The AIC also supports businesses in obtaining up to $50,000 in 

funds through the RiB program to enable researchers to spend time working on 

industry-led projects.

For example, Copeland Industries, a plastic injection moulding business 

based in South Australia, sought assistance from the AIC to access the RiB 

program. This led to a successful partnership with Flinders university to develop 

a specialised polymer coating material required for Copeland’s potable water 

pipe project. Copeland subsequently opened up the company’s machinery and 

facilities to other university researchers.

In another example, the University of Queensland’s technology transfer arm, 

Uniquest, has embraced the RiB program on a number of occasions to assist it 

establish new projects with industry partners. The program has provided uniquest 

with a steady stream of pre-screened and qualified industry needs, enabling it to 

respond to these enquiries and promote its research capability. The program has 

assisted the university to secure numerous new industry collaborations. 

CLEAN ENERgy INNOVATION CENTRE
Another Enterprise Connect initiative delivered by the AIC is the Clean 

Energy Innovation Centre (CEIC), which assists SMEs that are developing or 

commercialising renewable energy or low emission products and services. The 

AIC supports these businesses in identifying and creating partnerships with 

other organisations able to provide the technical and commercial expertise and 

networks needed to grow their businesses.

Along the industry value chains, the AIC brings stakeholders together in national 

forums to identify the best market opportunities around a specific clean energy 

theme, and facilitates collaborations to pursue these opportunities.  The AIC also 

provides market intelligence to these businesses in the form of customised market 

research reports to improve their knowledge of the markets they seek to enter.   

CreAtIng 
PArtnershIPs

The AIC continues to facilitate the creation of 
successful partnerships for commercialisation 
in its work with businesses, research 
organisations and government departments. 
The various collaboration programs help identify, 
establish and maintain commercially focused 
relationships in an open innovation model which 
deliver value, outcomes and growth. 

Horizon Power was pleased to accept 
an invitation to participate in the Clean 
Energy Innovation Centre’s Energy 
Storage R&D Forum and Technology 
Clinic. Through our participation we 
improved our collaboration with two 
Australian businesses that had the 
capability to work with us on our energy 
storage challenges. The AIC’s convening 
of these events, inviting the suggested 
participants, and subsequent facilitation 
of our project development planning 
assisted us in better understanding 
the available avenues for achieving the 
outcomes we need. 
Thom Fox, Manager of Sustainable Energy Solutions,  
Horizon Power (Clean Energy Innovation Centre Participant)

The AIC’s assistance to access 
the Researchers in Business (RiB) 
program was the first tangible step in 
enabling Flinders university to provide 
technical support for Copeland, 
resulting in a highly effective and 
productive collaboration with the 
potential of significant benefits for 
both organisations. 
Professor David Lewis, Flinders university  
(Researchers in Business Participant)
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IDEAS2MARkET
Ideas2Market workshops, an initiative of the 

Queensland Government’s Department of 

Employment, Economic Development and Innovation, 

are delivered around Queensland by the AIC’s 

experienced facilitators and include a variety of 

guest speakers including patent attorneys and 

experienced business owners.

The Ideas2Market program provides innovators 

and small-to-medium-enterprises (SMEs) with 

information and skills to improve their competitive 

advantage. The series consists of two distinct 

workshops to cater for those who are firstly looking 

to start a business or progress an invention, and 

secondly to existing businesses that are looking to 

grow, improve and foster sustainability.

During 2009-10, ten Ideas2Market workshops were 

hosted across Queensland in Cairns, Townsville, 

Mount Isa, Sunshine Coast, Caboolture, South 

Brisbane and Gold Coast. The 170 attendees all rated 

the workshops as excellent, and for 97% of attendees, 

the workshops met or exceeded their expectations.

COMMERCIALISATION BOOTCAMPS
The Commercialisation Bootcamp is an 

intensive professional development program 

for researchers and research managers, which 

introduces participants to the various stages of 

the commercialisation process, from structuring 

a research program through to realising the 

potential of commercial outcomes in the market.

The Bootcamps allow participants to gain a 

comprehensive commercialisation education that 

promotes culture change within their organisation, and 

enables participants to more effectively participate in 

the process of commercialising their research. There 

are two distinct programs which demonstrate the 

importance and value of IP, and the steps they need to 

take to protect it and maximise its impact.

The Commercialisation Bootcamp introduces 

participants to the various stages of the 

commercialisation process, while the Masterclass 

Bootcamp provides the next step in commercialisation 

education, which assists in maximising the value from 

research and development activities.

During 2009-10, nine Commercialisation 

Bootcamps were held across Australia and 

Malaysia, attended by 329 participants from a wide 

range of organisations including the Australian 

nuclear Science and Technology Organisation 

(AnSTO), university of Malaya, newcastle Innovation, 

Smart Services Cooperative Research Centre and 

the Higher education leadership academy (AKEPT) 

in Malaysia. Standardised commercialisation 

content as well as bespoke material was delivered 

across subject areas as diverse as complementary 

medicines and invasive animals.

During 2009-10, almost 500 
people have enrolled in the 
AIC’s range of educational 
programs to enhance their 
commercialisation skills. 
Focused on providing the 
ability to convert ideas 
and intellectual property 
into successful business 
outcomes, the AIC’s programs 
are delivered across Australia 
and beyond.

CommerCIAlIsAtIon 
skIlls

Starting out with an 
invention can be a daunting 
prospect. Ideas2Market 
lays out the bare bones and 
gives you a clear process 
on how to make your great 
idea a commercially  
viable reality. 
David Kemp, Angel Feather Pty Ltd 
(Ideas2Market Participant)

…a brilliant speaker …
the Bootcamp as such 
is excellent! I like the 
approach.
Peter Walla, university of newcastle 
(Commercialisation Bootcamp Participant)

TAILORED PROgRAMS
A range of programs tailored to individual client 

or organisation needs are also created and 

offered to meet specific commercialisation 

education requirements. Specialist subject 

areas include: collaboration, negotiating 

technology deals, pitching your idea, creativity 

and innovation, strategic intellectual property 

(IP) management, new product development and 

strategic business planning. 

During 2009-10, a range of tailored programs 

have been delivered including Innovation 

Masterclass workshops, which provide business 

managers with a structured approach to innovation 

and encourage alliances between industry and 

research facilities. “Pitching Your Idea” workshops 

have also been held, with the aim of educating 

researchers in how to ‘pitch’ their research for the 

purpose of attracting investors, collaborators and 

research partners.
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Excellent workshop, a “must 
do” regardless of industry. 
Confirms what one is doing 
is right and where one can 
do better. The knowledge is 
priceless. 
Pablo Caroenas, nQ Wing Chun Kung Fu 
Academy (Innovation Masterclass Participant)

The Ideas2Market courses 
are a great tool to ensure 
I keep focussed on the 
vision of my business. This 
helps me achieve my goals 
sooner. It also gives me 
access to knowledge and 
expertise required for the 
next stage of growth.
Maria Anderson, Sustainable Marketing 
(Ideas2Market Participant)



INNOVATION CONSU
LT

AN
Cy

In fact, the AIC is one of the few service providers 

in Australia with the experience and expertise 

to provide suggestions on evidence-based 

commercialisation and innovation policy. As a result, 

our advice is keenly sought by many governments 

because of our first-hand practical experience 

in solving the real problems in commercialising 

technology that are faced by small businesses, 

entrepreneurs and research organisations.

For example, our pioneering TechFast program, 

Australia’s first demand-pull program to drive 

commercialisation, has now been mimicked by 

several state governments in their new innovation 

voucher schemes. Our TechClinic program, that 

helps build new value chains in emerging industries 

so that firms can commercialise their products, has 

similar roots, and is achieving remarkable results in 

helping industry to develop new products or services 

to offer to new markets across a variety of sectors.

We also continue to make submissions to 

governments, advocating the interests of 

small firms with novel IP, and were called to 

give evidence to the Senate Select Committee 

on the national Broadband network (nBn) 

as well as the Queensland Government 

Parliamentary Economic Development 

Committee. We also contribute in less formal 

policy settings, such as through membership 

of DIISR’s commercialisation leadership group, 

through which it sought advice when creating 

Commercialisation Australia.

For the victorian Government, the AIC undertook 

commissioned research during the past year into 

the needs of firms to access the knowledge and 

research infrastructure of research organisations, 

and subsequently a research study on the barriers 

associated with the industry uptake of small 

technologies (biotechnology, microtechnology 

and nanotechnology). Findings from these 

research studies will inform victorian Government 

policies and programs to encourage greater 

industry-research collaboration for competitive 

advantage.  For the Australian Department of 

Resources, Energy, and Tourism, we have been 

engaged to provide expert advice on knowledge 

sharing arrangements for the new demonstration 

projects in carbon capture and storage (CCS) and 

solar energy that the Australian Government is 

supporting through its Flagship programs.

During the year, we also continued to develop new 

evidence-based policy by supporting and actively 

participating in two separate ARC Linkage Grants, 

the first with uQ and QuT investigating knowledge 

transfer mechanisms in Queensland, where scores 

of past attendees of our Ideas2Market seminars 

were interviewed to determine the impact of such 

a program. The second, with Melbourne university, 

is examining the markets for trade or exchange 

of IP and technology in Australia, and will survey 

a diverse group of participants – for example 

patent attorneys, commercialisation offices, and 

government labs - to analyse the presence of such 

technology markets, and to document the nature 

and magnitude of any market failure.

The AIC is not only a service 
organisation providing 
services to help innovators 
achieve commercial success. 
We are also advocates for 
commercialisation and 
innovation, and thought 
leaders; our mission 
includes providing advice 
on policies that strengthen 
commercialisation.

PolICy AdvoCACy InnovAtIon ConsultAnCy
OUR INNOVATION CONSULTANCy IS DELIVERED THROUgH FIVE MAIN PROgRAMS:

1 TECHCLINICS 
bring together key industry 
players and stakeholders to 
overcome significant industry 
challenges, to facilitate 
collaborations, and to assist 
commercialisation of emerging 
technologies by building and 
linking new value chains.

1 COMMERCIALISATION 
ADVISORy 
provides the tools, advice 
and solutions required to 
turn an idea into a business 
reality and to commercialise 
intellectual property.

1 MARkET RESEARCH 
provides information that 
facilitates effective decision 
making and resource allocation 
for commercialisation based 
on a thorough analysis of the 
marketplace and competitive 
environment. 

1 INNOVATION SERVICES 
WITH gOVERNMENT 
consist of a range of services 
delivered by the AIC on behalf 
of state and Commonwealth 
Government to help nurture 
entrepreneurs and drive 
innovation.

1 INTERNATIONAL CONSULTANCy 
is delivered by the AIC for 
international government agencies, 
research organisations and 
large corporations to implement 
strategies that deliver value from 
their ideas, opportunities and 
initiatives. 
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AIC TechClinics enable firms in particular sectors 

to pursue specific opportunities in coordinated 

and unified ways. They are designed for two 

purposes: to overcome significant challenges 

facing a specific industry, and to connect 

organisations so they can collaborate to provide 

solutions for relevant market opportunities.

In the first instance, TechClinics work by 

assisting participants to agree on common 

market needs. The process then identifies 

opportunities to develop and implement 

innovative solutions with other participants.

Secondly, TechClinics work by building 

commercially focused networks by connecting 

key industry players along the value chain and 

then facilitating discussions to agree on specific 

actions that will  lead to collaborative, project-

specific outcomes. 

Across various industries and industry sectors, 

TechClinics are assisting in the development and 

maintenance of deeper, more robust linkages 

between end-users, researchers, industry and 

government.

Using its proven delivery procedure, AIC 
TechClinics are facilitated workshops involving 
multiple stakeholders that:

 ›  Promote awareness of solutions that may 

require application of alternative technologies or 

R&D outcomes;

 ›  Inform targeted collaborative research 

programs that are demand-driven by industry 

stakeholders; 

 ›  Provide valuable large corporation networking 

opportunities for SMEs;

 ›  Increase industry capability to develop and 

utilise technology;

 ›  Improve uptake of technology to increase 

industry productivity and sustainability in new 

and expanding markets; and

 ›  Capture and communicate key policy issues to 

government.

teChClInICs™

AIC TechClinics™ form an integral part of the AIC Industry Innovation Framework, which includes R&D 
Forums, Value Chain mapping and Collaboration Facilitation. The Framework is a facilitated process 
driving innovation and collaboration between firms, to solve industry challenges and take advantage  
of emerging opportunities.

AIC TechClinics stimulate technology and 
commercial receptiveness between the 
research community, government, SMEs, 
end-users and other stakeholders, enabling 
participating parties to:

 ›  Discover and agree on common market needs;

 ›  Direct future R&D activity towards market needs.

 ›  Identify scale and resource requirements 

needed to apply research or other novel 

solutions to new development opportunities; 

 ›  Determine which technology developers or 

providers have appropriate solutions; and

 ›  Identify, equip, and action appropriate parties 

to participate in collaborative development 

and commercialisation activities. 

 A range of TechClinics have been conducted 
across Australia to answer or achieve:

 ›  Energy efficiency from novel technology 

solutions for Australian smart grid projects;

 ›  Can Queensland develop a viable fresh cut 

pineapple industry?

 ›  Can value be created from coal seam gas water?

 ›  Food technology solutions to stimulate the bee 

industry - soybean feedstock;

 ›  A new multi-agency Centre for Social Science 

Innovation;

 › Sustainable marine tourism operations; 

 › Advanced technology in biofuels;  

 ›  Energy storage opportunities for remote off-grid 

solar and wind generation projects. 

As an example, in conjunction with the 

Queensland Department of Employment, 

Economic Development and Innovation (DEEDI) 

the AIC held a TechClinic in Brisbane in 

november 2009 on the topic “Can value be 
created from coal seam gas water?”

Attendees included researchers, local, state 

and federal government representatives, water 

technicians, land use managers, coal seam gas 

executives, engineers and industry association 

representatives. 

Well organised, good structure, designed to 
encourage group thoughts and comments, 
and synthesise findings and communicate to 
the important few. Well done! 
Larry Brown, Icon Energy  
(Coal Seam Gas Water TechClinic Participant)

A well managed process 
allowing for all components 
of a project to work together 
for a successful outcome. 
Jason Martin, Soudan Lane  
(Pineapple Fresh Cuts TechClinic Participant)

The objectives included understanding the current 

state of the coal seam gas water (CSG) industry, 

identifying opportunities to treat CSG wastewater, 

and encouraging research–industry linkages and 

collaborations to identify beneficial uses of treated 

water for the community. 

Outcomes included identifying cost effective water 

treatment solutions for CSG energy companies; 

commitment to coordinate a CSG water 

management demonstration project; and the 

establishment of a representative working group 

to drive collaborative projects to address key 

issues and short-term outcomes for the industry.

In a second example, a Clean Energy Innovation 

Centre TechClinic on the topic “Achieving energy 
efficiency from novel technology solutions 
for Australian smart grid projects” was held in 

Adelaide in June 2010. 

A range of live industry smart grid projects were 

presented by utility organisations with the aim of 

assembling relevant Australian capability that could fill 

current technology or capability gaps in these projects. 

The TechClinic highlighted the commercial 

opportunities available and created collaborative 

opportunities for organisations within the Smart 

Grid value chain to participate.
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The AIC offers a specialised 
market research service 
providing high quality, 
customised market 
intelligence to support 
commercialisation activities. 
Clients use this information to 
assess business opportunities, 
identify market gaps and 
opportunities, and build 
credibility with potential 
investors and partners.

Our market research service is distinguished 

by offering a strong commercialisation focus 

which facilitates the provision of market 

intelligence that is relevant and applicable 

to client objectives and decision making 

processes.

The service consists of a team of technical skilled 

analysts with specialist knowledge in a wide range of 

sectors including biotechnology, ICT, clean technology, 

health and medical, energy, nanotechnology, 

engineering, advanced manufacturing, agriculture, 

hospitality, and manufacturing. This specialist 

knowledge ensures the team has a solid 

understanding of, and keen interest in, current 

developments, trends and challenges facing a wide 

range of industries, which is reflected in the quality 

and relevance of the reports which are produced.

Access to a wide variety of high quality market 

intelligence databases provides timely specialist 

information on numerous markets across the world, 

representing major industry sectors. The AIC has 

access to market relevant international databases 

such as Frost & Sullivan, Thomson Innovation, 

Global Data, and Profound.

mArket reseArCh CommerCIAlIsAtIon AdvIsory
During 2009-10, the AIC compiled more than 80 

market research and business intelligence reports 

for a wide range of clients including the Clean 

Energy Innovation Centre (CEIC), uniquest, national 

ICT Australia (nICTA) and newcastle Innovation, as 

well as for a range of small technology businesses.

The scope and nature of the reports written 
includes: 

 ›  An energy system report analysing the small 

scale wind generation market;

 ›  Engineering research on the potential of the 

advanced building management systems market;

 ›  High performance alloys available for global 

transport;

 ›  Emerging energy storage systems for wind and 

solar energy;

 ›  Opportunities emerging from the water industry 

in Australia.

vCAMM continues to turn to the AIC for Market Research because of their 
unique approach, rapid response and fair cost. We’ve been using the AIC 
for market intelligence on various projects since 2006, and in every case 
they have found exactly the information we’ve asked for, in a quantitative 
format that makes it easily usable. The Market Research team at AIC is 
particularly good, in that they’ve got technical personnel on staff, who 
know what information is going to be useful to any new endeavour. They 
have also structured their Market Research application process so that it is 

streamlined, confidential and easy to use.

James Sandlin, Program Manager, victorian Centre for Advanced Materials Manufacturing

The AIC provides innovators 
with leading practice advice 
and professional services that 
enhance commercialisation 
capability and assist with 
converting ideas into successful 
outcomes.

Typical AIC clients will have an idea or intellectual 

property that they are seeking to licence, sell, or turn 

into a marketable product or service. Our experienced 

commercialisation advisory team responds to client 

requirements by offering customised advice, tools, 

solutions or professional development programs that 

will improve their commercialisation outcomes.

We provide customised advice for a wide range 

of other needs including IP policy, IP audits, 

and commercialisation strategy and project 

management. The AIC has a strong track record 

and extensive commercialisation experience both in 

Australia and overseas.

Using the AIC’s commercialisation advisory 
services, our clients have achieved a range of 
successful outcomes, including:

 ›  Revenue growth and increased market share from 

new product or service development resulting 

from collaboration and innovation services;

 ›  Increased business development opportunities 

from the AIC’s deep innovation networks and 

strengthening of a firm’s value chain;

 ›  Improved negotiated outcomes from 

collaborations, because of the AIC’s track record 

and because the AIC has no monetary interest 

in collaboration or commercialisation outcomes 

(other than customer success);

 ›  Cutting edge or improved products and services 

that meet customer needs, developed as a result 

of the AIC’s linkages with the research sector;

 ›  Improved skills and effectiveness from better 

understanding, recognition, and utilisation of IP.

During 2009-10 the AIC delivered a wide 
range of commercialisation advisory services 
to individuals, small businesses, research 
organisations, government agencies 
and large corporations. Some of the key 
achievements include:

 ›  Assisted small businesses with their 

commercialisation needs through the provision 

of IP reviews, commercialisation plans, and 

linkages to markets and service providers;

 ›  Facilitated innovation and commercialisation 

workshops for clients;

 ›  Helped a number of CRCs to drive their 

commercialisation agendas and transition their 

IP into new markets;

 ›  Conducted IP audits and reviews for research 

organisations such as the Royal Melbourne 

Institute of Technology (RMIT) and the 

Cooperative Research Centre for Integrated 

Engineering Asset Management (CIEAM) and 

government agencies such as the Department 

of Education and Training (DET) in Australia, and 

internationally;

 ›  Engaged with large corporations to broker 

commercialisation deals, scout for new 

technologies and identify IP opportunities;

 ›  Successfully mentored and guided inventors, 

entrepreneurs and small businesses to 

commercialisation.

For example, B&C Plastics, a Queensland-

based tool and die manufacturer for the injection 

moulding industry, sought assistance from the AIC 

to grow their business by developing additional 

revenue streams from new products. This 

assistance led to B&C Plastics transforming their 

business model from one revenue stream to four 

revenue streams.

In another example, StockEZEon engaged 

with the AIC to help devise a commercialisation 

plan to introduce their product (an innovative 

device designed to apply and remove all types 

of compression hosiery and circular bandages) 

to the global market. As a result of this project 

StockEZEon were able to increase revenue 

opportunities through access to new markets, 

create a unique market positioning through the 

protection of IP and increase revenue through 

improved negotiation capability with partners.

Within our Business model we have always planned to develop our own range of 
products and this is where the AIC have provided the most value to our business. 
The tools the AIC provided us now enable us to validate a project with a more 
commercial focus in mind, and we now have the skills and the knowledge to be far 
more specific with the selection of our new product developments.  

The Innovation Coaching Program will help us to grow our business and give us a 
more competitive edge within our targeted industries. With our own product range 
our business will grow, our staffing levels will increase, and the supply chains in 
each direction will benefit and of course we will become more profitable. 

Royston Kent, Director, B&C Plastics
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InnovAtIon servICes 
wIth government
The AIC is involved in the delivery of services to 

the following initiatives for the Commonwealth 
government through its Enterprise Connect 

program:

The Clean Energy Innovation Centre (CEIC)
The AIC is a key partner in the Centre, together 

with newcastle Innovation and the Western 

Australian Sustainable Energy Association. The 

initiative provides hands-on assistance to small and 

medium enterprises developing new clean energy 

technologies, enabling them to tap into expertise, 

research and technologies through partner 

organisations and their networks.

The Creative Industries Innovation Centre (CIIC) 
The AIC is providing a market research service 

to the CIIC and its clients to help them better 

understand the markets in which they operate and 

discover where new opportunities exist.

Researchers in Business Program (RIB)  
This innovative support program enables 

researchers from universities or public research 

organisations to work with businesses to develop 

and implement a new idea or solve a problem for 

the business. 

In Queensland the AIC delivers a number of 

programs on behalf of the government Department 

of Employment, Economic Development and 

Innovation (DEEDI) including:

The Queensland Inventor Service (QInS) 
This service provides online tools, resources and 

information, as well as business consultancy, and 

was established in 2009 to assist inventors with the 

commercialisation of their ideas. Inventors can log 

into the Inventor’s Guide, complete a self assessment 

questionnaire and automatically receive a report 

suggesting next steps, based on the information they 

provided. After they complete the questionnaire the 

inventors have the option to discuss the information 

directly with an AIC consultant.

QWIN Innovation Coaching 

As part of the Queensland-Wide Innovation network 

(QWIn) the AIC is responsible for delivering the 

Innovation Coaching program. Innovation coaches 

located in Cairns, Brisbane and the Gold Coast work 

with DEEDI regional offices to identify and assist 

SMEs that could benefit from innovation coaching.

Innovation Toolbox 

This is an online service to assist companies access 

knowledge, tools and resources to drive their 

innovation journey. Topics range from “Why Innovate” 

through to “Measuring Success”. The site also 

contains an up-to-date list of current events related 

to innovation and a discussion forum (blog) area.

The AIC delivers a number 
of programs on behalf of 
state and Commonwealth 
governments. This includes 
working with agencies 
through the policy formulation, 
program design and program 
implementation process.  
The AIC also provides a range 
of innovation services to 
government agencies to assist 
in the commercialisation 
of IP originating within the 
government sector.
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Queensland TechFast® Program This program 

assists SMEs in Queensland to identify new 

technologies and link businesses to research 

partners such as universities, CSIRO and CRCs. 

This program is a great example of demand-driven 

commercialisation.

TechClinics™  TechClinics are technology forums that 

focus on bringing together researchers, technology 

providers, potential end-users of research and other 

significant stakeholders (e.g. regulators, supply chain 

members) to explore joint opportunities to target R&D 

activities to meet end-users’ potential future needs. 

During the past year the AIC in partnership with the 

Victorian government Department of Innovation, 

Industry and Regional Development (DIIRD), 

delivered a number of commercialisation services 

to SMEs based in victoria, including:

Victorian TechFast® Program, which accelerates 

technology and knowledge transfer from research 

organisations to industry using a market-pull 

approach.

Provision of the gateway Enterprise, an online 

commercialisation resource that includes leading 

practice assessment tools, guides, templates 

and online links to assist businesses with their 

commercialisation needs.

Policy research to inform DIIRD with their future 

innovation and commercialisation strategies.

In South Australia, the AIC on behalf of the 

government Department of Trade and Economic 

Development  and Innovate SA, delivers the 

South Australian TechFast® program, assisting 

SMEs to enter new collaborations with research 

organisations. The program involves a market-pull 

approach to technology and knowledge transfer 

between the research sector and industry.

In a third example, the AIC on behalf of the 

Malaysian Government Ministry of Higher 

Education (MOHE), delivered a number of 

Commercialisation Bootcamps as part of the 

national Innovation and Commercialisation in 

Higher Education (nICHE) program to develop 

commercially savvy academics across Malaysian 

universities and research institutes.
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CASE STUDy: GRowInG the 
AustRAlIAn pIneApple IndustRy

Outcomes: 

A range of outcomes resulted from the TechClinic, 

including;

 ›  undertaking consumer market research to 

identify potential distribution channels and target 

market needs for the product;

 ›  Investigating funding sources available from 

state and federal government programs; 

 ›  Preparing a health properties communication 

plan for fresh cut pineapple;

 ›  Facilitating a collaboration between pineapple 

growers and food marketers to investigate 

formation of a sustainable new business model 

moving forward. 

Follow up sessions are now being undertaken to 

further progress the opportunities identified during 

the TechClinic, including commercial discussions 

with a number of pineapple growers  to implement 

the new business model. 

The Australian pineapple industry has long been 

losing ground to cheaper imports. unable to compete 

on price, the industry needed to look elsewhere 

to provide value to its customers and survive the 

increasing threat from pineapple importation. 

The Opportunity:

As a result of an AIC R&D Forum, it was decided 

that the pineapple industry, through innovation, must 

outperform its cheaper competition by providing 

value-add products to the market.

With this in mind, the AIC in conjunction with 

the Queensland Department of Employment, 

Economic Development and Innovation (DEEDI) 

held a TechClinic™ which posed the question: Can 

Queensland develop a viable fresh cut pineapple 
industry?

The TechClinic™:

A range of interested parties from industry, 

government and the research sector attended the 

TechClinic to investigate the development of the 

fresh cut pineapple market and address a range 

of issues and opportunities, including: 

 ›  Availability of packaging specific to fresh cuts 

and pineapples to allow extended shelf life; 

 ›  Competition issues between major growers that 

could limit market cooperation for fresh cut 

processed foods;

 ›  Funding issues for research to develop 

innovative tropical fruit processing technology; 

 ›  new technology opportunities that might be cross-

functional and provide further economic benefits.

The AIC assisted klein Architectural in its 

objective to commercialise new products through 

its Innovation Coaching program, a joint initiative 

with the Queensland Government Department 

of Employment, Economic Development and 

Innovation (DEEDI).

The Company:

Klein Architectural is a family owned business 

which prides itself on manufacturing high 

quality stainless steel products for a range of 

purposes and customers. Projects range from 

customised decorative metalwork for the home 

to the fabrication of materials for supermarket 

refurbishments. 

The Opportunity:

Klein Architectural identified the need to grow and 

make its business more sustainable through economic 

downturns. Historically, Klein Architectural’s work has 

been contract-based, but the company identified 

the need to develop new products and to embrace 

innovation in order to achieve its aims of consistent 

growth and sustainability.

As a result, a new product was developed - the 

Klein Architectural Grab Rail - that due to its rope-

like motif had 80% more grip than conventional 

grab and hand rails on the market (independently 

tested by QuT). After taking the first important step 

to protect the invention through an application for 

an Innovation Patent, Klein Architectural sought 

external support to help commercialise the product.

This support commenced with an initial meeting with 

Enterprise Connect’s Business Advisor from the Mining 

Technology Innovation Centre. The AIC’s Innovation 

Coaching program was then identified as the best 

way to assist Klein Architectural in its objective of 

commercialising the hand rail, as well as in its aim to 

achieve business growth and sustainability.

Outcomes: 

A range of positive outcomes have resulted from 

Klein Architectural utilising the AIC Innovation 

Coaching program:

 ›  Discussions with mining and mining-related 

companies to trial the grab rail;

 › Potential collaboration with a metal fabricator;

 ›  Development of a joint proposal with a 

manufacturer and distributor of metal fabricated 

products to commercialise the product in the 

health sector, a new market for the company;

 ›  Identification of new opportunities for the grab 

rail to be used in future refurbishments of 

Defence Force facilities;

 ›  Expansion of business and product networks, 

and increased awareness of the product.

CASE STUDy: BusIness GRowth 
thRouGh new pRoduCt development

Our international capability has become well 

established and of value to several international 

governments. At the most strategic layer, we work 

with government policy advisors to identify specific 

knowledge-rich sectors of the economy that are 

ripe for either growth or transformation. We advise 

on programs that can support firms to identify and 

tap into seams of new knowledge, as might be 

found in the research sector or other businesses, 

and to develop new products or services to assist. 

We often do this in the background, in partnership 

with local agencies.

At the next layer, we work with key stakeholders 

in these industry sectors, understanding how 

value can be created from that knowledge 

by identifying and aligning researchers, firms 

and users along a value chain through our 

R&D Forums and TechClinics (the AIC Industry 

Innovation Framework). Typically, that requires 

new linkages to commercialise knowledge and 

deliver it to end customers. At these forums, we 

identify possible collaborations between firms 

and other organisations in an ‘open innovation 

model’, and later facilitate these through our 

TechFast program. We also provide the essential 

decision-making information to these firms and 

researchers through our Market Research and 

Business Intelligence program.

Finally, knowledge conversion can only 

happen through the efforts of individuals who 

understand commercialisation, collaboration, and 

innovation. Many are entrepreneurs as well. Our 

Ideas2Market and full suite of commercialisation 

professional development programs, and inventors 

services, help to instil the capability necessary for 

knowledge conversion to be successful.

InternAtIonAl ConsultAnCy
The AIC is always open to working in new 

countries and applying our expertise in assisting 

governments, firms, and entrepreneurs 

commercialise their knowledge and ideas.

As an example of our international consultancy, 
MigHT, the Malaysian Industry-Government 

Group for High Technology, sought to maximise 

the value from intellectual property created 

by its government stakeholders and industry. 

The AIC provided assistance to achieve this via 

the implementation of its commercialisation 

framework which is enabling MiGHT to identify 

and progress commercial opportunities from the 

IP of high technology businesses.

In another example, AIC has initiated a 

collaborative project with the korea Institute of 
Science and Technology Information (KISTI) 

to develop a commercialisation framework for 

KISTI to further enhance the commercialisation 

activities of Korean technology-based SMEs. The 

next stage of work will involve the development 

of a commercialisation framework, incorporating 

elements of the commercialisation management 

system for KISTI to standardise their processes 

and create additional value for their technology-

based SMEs.

In a third example, the AIC on behalf of the 

Malaysian Government Ministry of Higher 

Education (MOHE), delivered a number of 

Commercialisation Bootcamps as part of the 

national Innovation and Commercialisation in 

Higher Education (nICHE) program to develop 

commercially savvy academics across Malaysian 

universities and research institutes.

The AIC is becoming increasingly 
recognised internationally for the 
ability of its intellectual capital to 
promote economic development 
and growth. During the past year, 
we worked with government 
agencies in Malaysia and 
korea to help provide advice on 
commercialisation and innovation 
and to deliver programs such as 
TechFast and Commercialisation 
Bootcamps. Each year, the AIC 
also hosts numerous delegations 
from around the world interested 
in the work we do and how we 
achieve outcomes.

INTERNATIONAL CONSULTANCy
INNOVATION SERVICES W

ITH  

GOVERNM
ENT

COMMERCIALISATION ADVISORy

MARkET RESEARCH

TECHCLINICS

INNOVATION CONSU
LT

AN
Cy

The Klein Architectural Grab Rail

We really appreciate the 
cooperation extended to MIGHT 
in ensuring the success of the 
Commercialisation Management 
System. 
norida Abd Rahman, vice President - Technology 
nurturing, Malaysian Industry-Government Group 
for High Technology (MIGHT)
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PerformAnCe

Quality of service

 ›  100% of respondents were satisfied with 

the service they received from the AIC;

 ›  The quality of service delivered by the AIC 

exceeded expectations for almost three-

quarters of respondents. 

Delivering professionalism and value

 ›  Our level of professionalism exceeded 

expectations for 83% of respondents;

 ›  More than two-thirds of respondents felt 

that the value added to their organisation 

by the AIC was above their expectations.

Recommendations and results

 ›  Almost all (94%) respondents are likely to 

refer the AIC to others;

 ›  More than a third of respondents have 

created new products since working with 

the AIC.

The AIC was very useful 
as a credible organisation 
to gain access to potential 
distribution partners, and 
highly skilled in advising 
on start up strategies 
and options. They were 
also most helpful in 
setting up international 
communication links. 
Rob Skerman, Director, StockEZEon

CLIENT SATISFACTION

during 2009-10 the AIC 
undertook a client customer 
satisfaction survey to 
understand the impact we have 
on our customers and their 
satisfaction with our services, 
and to identify opportunities to 
improve what we do.

A range of clients were surveyed including 

entrepreneurs, businesses, research 

organisations and government departments.

CLIENT ENgAgEMENT

throughout 2009/2010, the AIC has worked with a range of customers across Australia and internationally.

the graphs below highlight the proportion of our customers by type and geography as well as presenting 
the focus of our various activities.

The AIC has been successfully integrated into 
the CRC Leadership Course I run. I value AIC’s 
sponsorship of our Research Leadership Dinners 
as well as Rowan’s excellent support and advice as 
a member of the Advisory Board of my Research 
Leadership unit at university of Melbourne. 
Professor Leon Mann, Director, Centre for R&D Leadership, university of Melbourne

The AIC’s training courses for IP and 
Commercialisation issues for people 
new to the area are very good. 
Warren Bradey, CEC, Smart Services CRC
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REVENUE SOURCE By CUSTOMER REVENUE SOURCE By ACTIVITy

Federal 
Government 
26%

Creating 
Partnerships 
40%

Market Research 9% Policy Advocacy 6%

Commercialisation Skills 7%

QLD Gov 
38%

SA Gov 5%

vIC Gov 16%

International 2%

Innovation Services 
with Government  

20%

Commercialisation 
Advisory 10%

TechClinics 8%

Private Sector 13%

Revenue Source By Customer

Revenue Source By Activity

Numbers of Customers by State

Organisations assisted by AIC 

Revenue Source By Customer

Revenue Source By Activity

Numbers of Customers by State

Organisations assisted by AIC 

NUMBERS OF CUSTOMERS By STATE

QLD 41%

nSW/ACT 18%

vIC 27%

TAS 2%
SA 5%

WA 7%

Revenue Source By Customer

Revenue Source By Activity

Numbers of Customers by State

Organisations assisted by AIC 

ORgANISATIONS ASSISTED By AIC 

SMEs (up to 
$50m turnover) 
62%

Government 
(International) 2%

Corporates (over 
$50m turnover) 11%

Government 
(Australia) 3%

Research 
Organisations 
8%

Entrepreneurs 
15%

Revenue Source By Customer

Revenue Source By Activity

Numbers of Customers by State

Organisations assisted by AIC 
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our organisation has a clear purpose, such as 
providing a product, serving customers or helping 
people in some way. 

we have a clear way of collecting new ideas (about 
marketing, systems, tools, training methods or 
technology) and deciding whether to adopt or 
ignore them. 
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03 13
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02 12
T R U E / 
F A L S E

T R U E / 
F A L S Eour organisation has the specific skills, equipment 

or people that we need to make the products or 
deliver the services we provide.

our organisation invests time or money in training 
its people. 

our organisation focuses on doing certain things 
and trying to be good at these things. 

we use external experts to help us improve 
products or services, or to solve problems. 

team members know what the organisation wants 
to achieve. 

our organisation quickly communicates new, 
useful, or interesting information to interested 
people and organisations. 

we ask our customers about their current or 
future needs. 

our customers appear happy with our products or 
services – we receive repeat business, positive 
comments or few complaints. 

we commit time and resources to changing our 
processes, products or services, to make them 
better or more cost effective. 

when a customer discusses new requirements or 
ideas, we invest time and resources in developing 
solutions for them.  

team members are encouraged to network outside 
the organisation to learn what other organisations 
are doing. 

we know who our customers are. 

we partner with our suppliers or customers 
to develop or improve products, processes or 
services.

our organisation makes it easy and encourages 
other organisations to approach us with new ideas, 
potential solutions or new opportunities. 

we commit time and resources to looking for 
solutions, new ideas or new opportunities from 
outside the organisation. 

In our organisation, honest failures are not 
punished and I feel I could try something new. 

It’s clear what products or services we 
specialise in.

our organisation encourages us to suggest ways 
to improve our processes, products, services, 
marketing, distribution or other things we do. 

INNOVATIONQUIZ
The Innovation Journey

Develop a strategy 
and purpose

STEP1 STEP2
Development 
of base level 
absorptive 
capacity

STEP3
Development of 
internal innovation 
capability

STEP4
Development of 
open innovation 
capability

STEP5

A study by the consultancy firm Arthur D. Little found that innovative 
firms enjoyed a 4% boost to their profit margins and that top innovators 
had over twice the sales of new products and services. A global CEO 
survey conducted by IBM studied over 1,000 companies and found that 
of the three most significant sources of new ideas for companies, two 
were from outside the organisation.  

Greater collaboration with other organisations can provide new sources 
of ideas, new routes to market and can also spread and decrease the 
risk of innovating. While collaboration sounds desirable, many of the 
CEOs surveyed said that collaborating and partnering is ‘theoretically 
easy,’ but ‘practically hard to do.’  Successful collaboration requires 

organisations to first develop the necessary skills by successfully 
completing the first four phases of the innovation journey.

Where does your organisation stand along the innovation journey?  
Whether you’re a company selling products or services, a government 
department or a university, you could still be innovating and 
implementing new ideas that could make you stand out from the pack 
and become a leader. Take this quiz to help you understand your 
organisation’s innovative abilities and also to identify a few practical 
ideas to help your organisation along its own innovation journey.

(Can absorb and adopt 
external ideas only)

(Can actually adapt and 
create internally)

(Can collaborate externally 
to adapt and create)

Development of 
core capability

Australian companies are being told that they need to work smarter and 
more collaboratively to beat the current global economic slowdown; 
that they will need to be innovative. While we talk about it a lot, ask 
most people what innovation really means to their organisation and you 
could be met with a blank look. A simple way to think about innovation 
is to think of an ‘innovation journey’ that starts when the organisation is 
created but never ends.

The innovation journey describes how organisations develop their 
ability to innovate. The first step is about developing a basic strategy 
and the second about developing a core competency.  Firms that have 

successfully done this are better placed to start to identify and adopt 
useful new ideas from outside the business (Step 3). Successfully 
adopting other people’s ideas can lead organisations to see new 
opportunities which may result in new products, processes, services 
or even a new business model being developed (Step 4). Organisations 
that regularly innovate or develop ideas may then start to attract or 
even proactively seek out potential external collaborators to boost their 
innovation capability. Collaboration offers the opportunity to work with 
other companies to develop ideas. It decreases the sole reliance on 
internal capability to develop ideas to improve and grow the business (Step 5).

THINGS yOU NEED TO ASk yOURSELF ABOUT

INNOVATION20
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1-4
P O I N T S

5-8
P O I N T S

SCORE 
RANGE RECOMMENDATIONS

Hopefully this quiz has given you some ideas to think about. There is a range of things you can 
do to help your organisation become more receptive to innovation. Here are some suggestions. 
Read through the other recommendations for more ideas.

There appears to be an opportunity for you to introduce some new ideas to your organisation to 
improve how receptive you are to innovation and collaboration. Here are some specific ideas.

Innovative organisations 
effectively communicate their 
objectives to staff and customers. 
This helps to create better focus 

and greater customer loyalty.

Form a team (including management) 
to discuss and agree on goals for the 
organisation, perhaps for the next 12 
months. Document these goals and let 
staff and customers know about them.

1
Describing your products and 
services effectively is critical 
to convincing team members 
and customers that you have 

something of value to offer.

Ask a group of team members to 
discuss and list the key benefits 
they believe each product or service 
offers. use these key benefits to help 
you write a simple summary of each 
product and service, focussing on how 
it will help your customers.

2
Innovative organisations align 
their products and services 
with their strategy. Regularly 
reviewing this will help keep your 

organisation on track to achieving its goals 
and remaining focussed.

Once your strategy is clearly defined, 
form a team to review each product and 
service to check whether each fits the 
organisation’s strategy.

3

Innovative organisations have 
the skills and equipment they 
need to remain competitive. 
Review your products and 
services one by one and list the 

specific skills and equipment required to 
effectively get the job done.

If gaps are identified, discuss practical 
ways to your improve skills in that area 
with team members and management.

1
Innovative organisations ensure 
their people are trained. Review 
the skills and training needs of 
your staff. A quick chat with team 
members about their formal and 

informal training and experience is a good 
way to identify their skills.

You can use this information to map 
the skills and experience across the 
organisation which can help when 
considering or pursuing new business 
opportunities or when considering 
training activities.

2
Innovative organisations 
understand who their customers 
are and what their needs are. 
You must know your customer to 
enable you to improve or develop 

your products and services.

You can do this by asking team members 
to review and define what type of person 
or organisation you are targeting. use 
this as a checklist when planning new 
development or marketing activities 
to ensure you are focussing on your 
customers and that the activities align with 
your strategy.

3

Count the number of times you answered  
“true” to the questions.

use your score to identify the appropriate set of simple, 
practical recommendations that may be useful in helping your 
organisation improve and move along the innovation journey. 

SCORING 
yOUR 
ORGANISATION 2

1
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T O T A L 
S C O R E>

9-12
P O I N T S

SCORE 
RANGE RECOMMENDATIONS

There appear to be lots of things that your organisation is doing to encourage innovation, but 
there is always room for improvement. Collaborating with other organisations, improving your 
internal communication and asking your customers for their ideas might be something to 
consider. Here are some specific ideas:

13-16
P O I N T S

17-20
P O I N T S

Innovative organisations 
collaborate and are open to 
new ideas. Involve your staff in 
networking activities – these are 

ways to meet potential customers, become 
aware of new trends in technology and 
marketing, or identify other organisations 
that could be useful partners for you.

Think about what other activities could 
help you make useful contacts or find out 
about what other organisations 
are doing. 

1
Innovative organisations have 
good internal communication. 
Make sure that information and 
ideas flow to the right people in 

your organisation.

Circulate information about non-sensitive 
business opportunities, challenges and 
ideas discussed at management meetings 
to all team members.

2
Innovative organisations are 
receptive to the needs and ideas 
of their customers. Who knows 
your customers needs better than 

your customer?

Asking them for their ideas is a powerful 
tool to build stronger customer relationships 
and to align your products and services to 
their needs. Identify a number of key clients 
and arrange to meet with them to discuss 
their current issues and future needs . 
use this information to guide your future 
planning activity.

3

your organisation appears to be already investing in innovation by actively improving or creating 
new processes, products or services. It seems to invest in the capability of its people and 
generally uses existing team member’s skills to innovate. To help you even further, you might like 
to consider the following suggestions:

Ideas are often best generated 
through group discussions and 
brainstorming.

Establish an informal “ideas workgroup” 
by inviting team members from all parts of 
your organisation to participate. This group 
could identify, review and reward the most 
innovative ideas.

1
Recognising innovative thinking 
encourages further innovation. 
Simple recognition of good 
ideas is a powerful motivator to 

keep people thinking about better ways 
of doing things.

A practical reward is to ask the person 
who suggested the idea to lead or assist 
in its adoption.

2
Innovative organisations are open 
to ideas from their people. How 
can you encourage this?

You could introduce an “ideas box” or 
email address for your staff. Review their 
input periodically and reward the best 
ideas with a prize or the authority to 
introduce the new initiative.

3

Congratulations. you are working in an organisation that is well on its way along the innovation 
journey. your organisation appears to be open to new ideas from inside and outside the company, 
invests in training its people and actively creates new processes, products or services. To help 
you even further, you might like to consider the following suggestions:

Innovative companies don’t 
work in isolation. How can you 
collaborate further? Identify 
companies that have similar 

ideas, specialist equipment or face the 
same issues and challenges as you and 
plan to build relationship with them. 
Your competitors can be a source of 
ideas to help your business grow and 
by combining your capability, you could 
increase your ability to win business.

1
Innovative companies constantly 
look outside for ideas. Consider 
attending networking events, 
trade shows and conferences to 

see what other organisations are doing.

Even a simple key word search of the 
internet could assist you identify other 
organisations active in your area 
of business.

2
Innovative companies are 
generally open to approaches 
by other people or organisations 
with new ideas.

Can you make better use of the web? 
Why not encourage your customers 
to post their suggestions, ideas or 
opportunities via your website.

3

For more information on initiatives that can assist businesses to innovate and collaborate please visit: 
www.business.gov.au   |   www.ausicom.com   |   www.innovation.gov.au/FMIIC
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One sector that did not suffer a downturn in 

investment during the last recession was clean 

energy. Like other new sectors before it, it too 

offers hope of new employment, new businesses, 

and new solutions. Solutions to slowing climate 

change and solutions to arrest declines in other 

industries, such as segments of manufacturing 

where Australian industry is under great pressure.

In the case of clean energy, the markets are 

already being defined by increasing regulatory 

requirements. In Australia, for clean power to meet 

the 2020 target of 20 per cent of total supply, up 

to 9,000MW of zero-emission capacity will need to 

be installed. In the context of an existing capacity of 

42,000MW in the eastern states alone (and where 

peak demand is only marginally less), that’s a lot 

of new capacity. However, one report suggests that 

Australian industry already has investment plans 

for new clean energy projects valued at over $31 

billion that will create around 26,000 new jobs. 

There are already more than 11,500 MW of wind 

power projects proposed or under construction. 

How will innovative solutions feature? Australia’s 

dominant source of clean energy is currently 

hydroelectric power, while power sourced from 

wind farms and solar photovoltaic cells is growing, 

but still comparatively low. Innovative options 

based on exploiting thermal energy to superheat 

steam, using heat from either underground hot 

rocks or from the sun, are well suited to the 

Australian environment and are being tested in 

pilot facilities. Small power plants also exist to 

utilise the energy in tides and waves. Projects 

using biomass such as algae farms to both 

sequester carbon dioxide and produce 

lipids that can be refined into fuel 

are also well suited to Australian 

conditions and are underway in small-scale plants. 

These small scale facilities are innovative in both 

their technologies and system integration, and will 

hopefully forge new local industries.

Another opportunity where innovative solutions 

could emerge in Australia lies in developing 

technologies to store energy. Many clean energy 

sources are unsuitable for base load power, thus 

ways to store energy from these sources so it can 

be reused at a more convenient time are needed. 

Wind power, for example, is de-rated to just 3% 

of its peak value when its capacity is considered 

by market buyers, because power from wind is 

rarely available, on demand, when most needed. 

Again, hydroelectric power has an advantage here, 

since using off-peak power to pump water up 

to a higher catchment area is convenient. Other 

techniques, using reversible chemical reactions 

as in rechargeable batteries or electrolysis, or 

thermal storage, or mechanical solutions such as 

compressing gas and storing it in underground 

reservoirs, all offer differing tradeoffs between 

storage capacity, peak available power, and cost.

But many of these opportunities and solutions can 

be rapidly displaced elsewhere. Take for example, 

the solar photovoltaic industry, where Germany 

once held the global lead because of its high feed-

in tariffs that encouraged research and innovation 

into highly efficient solar technology. That lead 

has now been ceded to Asian semiconductor 

manufacturers. Similarly, although notable pockets 

of solar innovation continue to exist in Australia, our 

once enviable position has also been lost.  

rIdIng the CleAn energy 
InnovAtIon wAve 

The Chinese entrepreneur, Shi Zheng-Rong, a PhD 

student at the university of nSW in the late 1990’s, 

used the skills and research he acquired to start 

up Suntech Power, a company that produces solar 

panels and is today a multi-billion dollar company. 

He couldn’t raise the start-up capital in Australia, 

but went on undeterred to develop one of China’s 

top companies.

What needs to be different this time around for 

Australia to capture the opportunities? As in the 

early years of the biotech and IT industries that 

preceded it, the clean energy “value chain” is still 

too fragmented for broad uptake. One activity 

intended to fast-track solutions is the AIC’s R&D 

Forum and TechClinic™ process, a methodology 

that intentionally brings together participants from 

all parts of the potential value chain, even where it 

may not yet exist. For example, producing biodiesel 

from algae in Australia would seem to make 

overwhelming sense: Australia has abundant land, 

brackish water, and sunshine, conditions in which 

algae thrive. We have leading researchers in algal 

strains and in lipid production, and markets that 

will use bio-fuel. However, complementary assets 

are still missing from the equation: investment, 

refineries in the right locations, and channels 

to market. The purpose of the TechClinic is to 

facilitate the connectedness needed to accelerate 

the research, trials, and investment necessary to 

prove market uptake. By invoking an end-to-end 

approach to particular clean energy production 

processes, new value chains can be assembled 

much more rapidly and new solutions developed.

Our R&D Forum and TechClinic for energy 

storage solutions, hosted as part of our 

activities for the Enterprise Connect Clean 

Energy Innovation Centre, showed that there 

are niches where Australia can excel. The 

development of off-grid, scalable renewable 

generators for remote, indigenous or mining 

sites is one, and several collaborative 

opportunities are now being pursued by those 

companies that participated.

The advantage that clean energy has over 

the earlier biotech boom is that the value 

chains to take a product to market are not all 

dominated by large multinationals corporations, 

and are considerably shorter. Australia also 

has a home advantage in many of its natural 

endowments. All that’s needed now is more 

commercialisation.

Successful solutions can often 
take decades to mature. The 
biotech craze started in the  
80’s and was in full swing 
in the 90’s; information 
technology accelerated in the 
90’s and boomed in the early 
part of the 21st century. Both 
sectors thrived only after 
all the stars were aligned - 
deregulation, the availability 
of investment, the emergence 
of new technologies and 
associated skills, and 
increasingly demanding and 
sophisticated markets.
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Help to overcome the barriers to successful commercialisation     

Establish linkages between organisations to commercialise intellectual property      

Develop knowledge and skills to improve commercialisation management and capability    

Link with researchers, industry and government     

Facilitate collaborative partnerships      

Provide independent assistance with negotiating deals    

Conduct intellectual property audits and provide intellectual property commercialisation advice    

Source and analyse business intelligence or market research    

Accelerate technology transfer into small business and industry     

Direct commercialisation assistance    

Provide commercialisation education and training    

Provide leading practice commercialisation know-how and tools    

Develop and implement commercialisation frameworks and processes in organisations  

Prepare an opportunity to pitch for investment  

Program design and program delivery    

Provide advice on policy initiatives and thought leadership  

whAt CAn  
the AIC do for me?
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