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Outline of talk
Commercialisation and innovation policy deliberations
New trends in commercialisation
– Demand pull research commercialisation
– The role of innovation intermediaries
– Segmentation of needs according to SME type
– Services innovation

Australian case studies and AIC policy recommendations
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The policy basis for public support of innovation
Publicly funded R&D is a significant contributor to innovation in 
the functions performed by governments
– e.g. environmental management, provision of education, 

defence, social, and health services
The existence of spillovers from innovation
– i.e. benefits captured by others – ideas adapted by firms
– Challenge is to elicit private investments that would not 

otherwise have been made ( concept of ‘additionality’)
Spillover returns range between 85 to 180%

See www.pc.gov.au Productivity Commission Research Report “Public Support for Science and Innovation”
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Classic Innovation Model

Closed and unilinear innovation model

Internal Technology Base Market

Research Development Commercialisation
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There is a case against public support 
of research ‘commercialisation’

‘Commercialisation’ is perceived very narrowly
Usually framed in terms of economic benefits 
that accrue to a single company because of a 
temporary monopoly
Nothing bad per se, but how much of the cost 
should the public bear?
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Classic ‘linear’ commercialisation
Provides a temporary monopoly to a company prepared to take the risk
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‘Commercialisation’ as perceived



© Australian Institute for Commercialisation

Repositioning ‘commercialisation’ to 
resolve the policy dilemma

Frame ‘commercialisation’ broadly as taking an idea to an outcome
Commercialisation should include knowledge diffusion and contract 
research rather than just (linear) transfer of IP
Policy should seek to maximise collaboration
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Repositioning ‘commercialisation’ to 
resolve the policy dilemma

Frame ‘commercialisation’ broadly as taking an idea to an outcome
Commercialisation should include knowledge diffusion and contract 
research rather than just (linear) transfer of IP
Policy should seek to maximise collaboration
Commercialisation can be considered part of a value chain that can 
be applied to researchers, entrepreneurs, SMEs within the context of 
innovation
The best  commercialisation model is one consistent with the notion 
of ‘Open Innovation’



© Australian Institute for Commercialisation

Open Innovation Paradigm

Technology insourcing

Internal Technology Base Markets

Research Development Commercialisation

Licensing, 
technology 
spin-offs

Other firms’
markets

External Technology Base
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Recent institutional trends in the 
Australian innovation system

1. Demand pull commercialisation
• TechFast case study

2. Emergence of independent innovation intermediaries
• ICT commercialisation case study

3. Importance of a segmented approach to commercialisation
4. Recognition of services innovation
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1.  Demand Pull Commercialisation

Technology Push vs. Market Pull
TechFast typifies a market pull approach to 
commercialisation

SMEs adopt IP from a research organisation
Seeds collaboration, builds trust in the relationships
Increases BERD

See www.techfast.com.au for TechFast program information
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Case Study - Biotech company ($3M pa)
Opportunities:

Prove new claims around an existing product to open new markets
Develop a new product with significant global market opportunity

TechFast:
Identified technologies & expertise at USQ & UQ to enable company to 
pursue opportunities

Outcomes to date:
Facilitated access to expertise and technologies from USQ & UQ, 
positive technical results (outcomes now being commercialised)
Facilitated another longer term 3-way collaborative project (now 
commencing).  

Company forecasts return from project 1) and 2) will generate:
Annual revenue increase from US$3M (2006) to US$19M (2009)
21 additional jobs created by 2009. 
Export revenue to grow from US$2M (2006) to US$12M (2009)



© Australian Institute for Commercialisation

Opportunity:
Develop technology for a new defense offering and to facilitate entry into 
several other new industries (underwriting future sustainability)

TechFast:
Identified ANU had platform technology that could be further developed
Helped company assess market opportunity (due diligence)
Facilitated IP licence negotiation between company and the university

Outcomes to date:
IP has been transferred 
Technology customisation and commercialisation planning is underway 

Company forecasts return from TechFast project will generate:
Additional revenue of $20M by 2010
28 additional jobs by 2010. 
Additional export revenue of $19M by 2010

Case Study – Defense Services ($7M pa)
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2.  Innovation intermediaries
Intermediaries are 
independent third 
parties with network 
knowledge and who 
can facilitate 
collaboration and 
outcomes
Builds the soft 
infrastructure
Recently announced 
Industry Statement 
includes funding for a 
new Intermediary 
Access Program
Example: The National Innovation System

See www.oictc.com.au for details of AIC’s Office of ICT and www.ausindustry.gov.au for Intermediary Access Program



© Australian Institute for Commercialisation

Inhibitors to Open Innovation 

Technology insourcing

Internal Technology Base Markets

Research Development Commercialisation

Licensing, 
technology 
spin-offs

Other firms’
markets

External Technology Base
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Case Study –
Forensics Management System

A Forensics Management System
BACKGROUND
• A software system developed by the Queensland Police Service. 
• The system allows information sharing between forensics personnel and is integrated to 

forensic testing laboratories. 
OPPORTUNITY
• Market scan identified commercialisation opportunities across Australia and 

internationally.
THE OUTCOMES

Project managed the commercialisation process, identified 3 potential 
commercialisation partners, provided recommendation report and undertook deal 
negotiation.
Resulting commercialisation licence executed involving a South Australian ICT firm
with specialist capabilities in police management systems. 
Benefits to QPS include royalty payments and ongoing cost savings through the 
access to system improvements and modifications undertaken for new clients
Early product sales achieved nationally and internationally
Deals being negotiated with a number of policing authorities across SE Asia
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Case study - Fleetscape
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3.  Segmented approach to 
commercialisation

Classic approaches to commercialisation include start ups, 
licencing to existing SMEs, trade sale, divestiture, etc

All need different forms of support
University approach of creating start up companies can 
produce great returns, but only infrequently

Inevitably require venture capital
Multiple paths exist to market, depending on availability of local 
receptors and the innovation environment
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Start-ups created 
around market-leading firms1

2

3

Public R&D

Critical 
Mass

Growth of spin-off 
firms

Market leadership by 
home-grown firms

Balance 
between 
public R&D 
& business 
R&DGrowth of start-up 

firms in cluster

New firms add 
value to existing 
specialisations

Creation 
of spin-
off firms

Market leadership by foreign firms
See www.smartstate.qld.gov.au for details in the Smart Regions report
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4.  Services Innovation
Many economies are dominated by services companies
How do financial services, logistics and transport, infrastructure 
companies innovate?
Attempt to build iconic status for a region
– Packaging and brand innovation
– ‘Methode Tasmanoise’ and Australian wine

Australian mining industry
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AIC policy recommendations
(with the Business Council of Australia)

Recognise that innovation should be a national priority that can
drive a third wave of economic reform.
Strengthen linkages and collaboration between all elements of 
Australia’s innovation system.
Implement investment measures to strength R&D institutions, 
and commercialisation.
Enhance policy focus on education and invest further in human 
capital.
Continue micro-economic reform to sustain a favourable 
business environment for innovation.
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Take-home messages
Collaboration (industry – science) is as important as 
commercialisation and frequently the key enabler as well
A demand-pull approach to research commercialisation (like 
TechFast) can help SMEs to become more innovative and grow
Independent innovation intermediaries can solve the problems of 
information asymmetry and mistrust that may exist between 
SMEs and the research sector
SME innovation can be very broad, and require non-
technological IP as well as new processes, services and 
business models.
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