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Workstream 4
DRIVING MORE COMMERCIAL INNOVATION
BUILD TEAMS THAT MEAN BUSINESS (W4.1)
· To build a more concentrated community of entrepreneurs and technologists so that strong teams emerge naturally.

· To support start-up team assessments, identifying areas of weakness and helping to source additional talent
Commentary
The team noted that outside of the USA, there are very few global ICT companies. We feel that the focus in Scotland should be to build the mid-size companies, i.e., to support the companies that currently employ 15-30 to achieve 200+ employees.

The global ICT market is fast-moving, and our particular challenges in “building teams that mean business” are to imbue Scottish ICT management teams with best-practice knowledge in global ICT product marketing, and channel management skills. These are not broadly understood in the Scottish ICT community.
A number of proposals already exist in the March implementation plan. The following comments are additional suggestions.

Quality and experience of the management talent available to our software companies is crucial to building real companies of scale, but we have very few Global Technology/software companies who run the business (as opposed to a Sales or R&D Operation) locally. So we do not have the “training ground” that other clusters have developed. We also lack role models and do not publicise the ones we do have enough.
Lack of experienced management staff in mid sized companies inhibits our ability to develop products, develop organisations and grow companies into real global competitors. Emphasis is often on the founder/CEO who may not have the right skills to develop a multi function team covering Development, Sales and Marketing.
Lack of experienced management teams in the start up space limits our ability to get adequate early finance, as investors look at the management team strength as a major factor within the funding decision – the result being that companies are often underfinanced.
Given these challenges, there are a number of initiatives we may pursue:

· Develop a Mentoring program for CEO’s on organisational development so they have the skills and understanding of how to develop and enfranchise their team. Use experienced ex managers and CEO’s as well as peers.

· An Executive management Development Program from one of the Business School – probably a longer term solution. Shorter term, some form of subsidised bursaries to existing world grade management development programs for potential high growth Companies of Scale.

· Look to other technology based global businesses to bring in appropriate staff – Oil and Gas, Financial Services, develop those links

· Develop more of a focus on Product Marketing as one of the main areas of weakness to be corrected – there is a lack of educational material and experience here. We can harness in-company product and channel management programmes like those provided by 2in10, and/or engage with the MIT programmes at Informatics.
· Create “Pitching for Management” events for start ups to help connect potential management staff to newly forming companies
Potential measures

1. Increase in the number of CEOs or executive directors engaging in mentoring schemes or Business School development programmes.
2. Increase in number of management events connecting experienced managers to start-up companies.
Action Owners: Peter and Colin.
___________________________________________________________________________
RE-FOCUS PUBLIC SECTOR FUNDING SCHEMES (W4.2)
· To allocate public sector funding so that a greater proportion of support goes directly to the entrepreneurs taking product and niche solutions to the international market, on a co-investment basis.

· To streamline the number of different programs, focusing on those which have been proven effective.

Commentary

The team notes that the impending strictures on public sector spending will impact on the monies available to support Scottish ICT companies. We recognise that “streamlining” of existing programs is already underway. We feel that it is more important than ever to ensure that such funds are well-focussed, to provide maximum return.
As outlined in the March implementation plan, we consider that ScotlandIS can be a valuable partner to SE and the Scottish Government in determining how to achieve this maximum return.

Where necessary, we feel that funding should be diverted from supporting “general” ICT companies, to focus on those ICT companies that are taking product or niche solutions to international markets. The application process should be web-based (as this will provide a more level playing field) with published criteria and FAQ-type supporting material.
We consider that there are a number of potential support mechanisms that are not readily visible and/or available to many companies. We suggest that there may be a case to use Universities as “consolidators” for ICT SME’s in Scotland to access FP7/KTN/TSB, and their associated sources of support.

We feel there may also be a case to use “Proof of Concept”-type funding to support non-academic teams.
Potential measures

1. Increase in percentage of public sector funding going to those ICT companies that have a product/niche/international focus.
Action Owners: Polly and Gordon
___________________________________________________________________________
START THINKING COMMERCIAL MUCH EARLIER (W4.3)
· To develop commercial considerations, market-oriented perspectives, and channels to market much earlier in the innovation cycle.

· To support academics to participate directly in spin-offs, without compromising their academic careers

· To teach best practice in designing sales channels to very early-stage companies.
Commentary

We consider that we can encourage “thinking commercial much earlier” by pulling innovative companies into established mentoring mechanisms. One such model is that operated by Vistage (www.vistage.co.uk). It may be too general/expensive in its current format, but an equivalent approach, focussed on growing Scottish ICT companies, may be valuable.
Potential measures:  Nothing agreed as yet.

___________________________________________________________________________
ADOPT ACHIEVABLE AIMS (W4.4)
· To direct entrepreneurs to niche areas of opportunity and introduce more realistic targets.

Commentary
Arguably, the opportunities for the development of global ICT companies are increasingly limited – rather we should seek to nurture many more successful and innovative companies that can grow into larger SME/mid-range companies, with the potential for a handful of them to go on to become multinationals.

To support this, we can:
· Create a Scottish ICT CEOs club – run along the lines of the Entrepreneurial Exchange (perhaps in partnership with them), aimed specifically at ICT companies. Expose these CEOs to Scottish ICT role models who have exploited niche opportunities, and harness the Global Scot network to enhance the international perspective.

· Use this club to improve sharing of international market opportunities – run a lecture/webinar series delivered by respected analysts identifying opportunities in particular niche markets. Align with/learn from/contribute to the Foresighting exercises undertaken by SE and Informatics Forum.
Potential measures: Nothing agreed as yet
Our Two Big Things

CREATE A NATIONAL INNOVATION LAB (W4)
Underpinning this workstream is the need to source more innovative ideas, which can then be translated into effective commercial opportunities. We need a relentless drive to generate and commercialise more innovation, and we can establish a high profile nationwide focus on innovation through the creation of a National Innovation Lab.
The National Innovation Lab would be virtual, based on crowdsourcing innovation principles. People everywhere – at school, colleges, workplaces and in communities – would be encouraged to put their ideas into the lab and bid for resources to develop them.

Ideas could follow an “open” or “closed” innovation path – ideas requiring IP protection can be handled in a more private part of the lab network. Development can be independent of the idea generator if he/she has no wish to be further involved.

Lab brokers would be tasked with filtering the ideas, then marrying the best ideas with people who can develop to prototype, with the aim of passing on to companies/investors who can take the idea to its next stage – this could provide a re-focus for funds currently deployed in Proof of Concept and Seekit.

The existence of the lab would also allow companies to encourage staff to get involved in the innovation process as part of their personal development, which may lead to more industry –focussed (as opposed to academically-focussed) proof of concept ideas.
Targets/Measurements

1. Ideas welcome!
BUILD TEAMS THAT MEAN BUSINESS (W4.1)
This is an initiative which we believe could make a very positive impact. See above for details.
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