HEIF 3 Competitive Bid Award:- 

To Establish and Pilot the UK Hub of the International InnovationXchange - (IXC UK)


1. Key Facts, Project Governance and Timetable 

· Lead Institution Birmingham University 

· Awarded whole sum bid for:- £3.6 million (did not need more than this so did not bid for it) 

· The project is being delivered under a licence and collaboration deal set up with IXC Australia Ltd

· The licence and collaboration deal not only brings Australian know how and best practice to the UK but ensures that as the UK hub is set up and developed it will be an equal partner with IXC Australia to jointly influence and develop IXC International Ltd

· The ‘partner’ HE institutions are Manchester and Cambridge who it is planned will come in at the 2nd stage of the pilot in 2007 and plans are advancing to ensure this happens  

· Birmingham Chamber of Commerce and Revolver Records are also partners

· Following approaches from Aston and Nottingham we are also in discussions with them about joining

· Majority of the budget is for staff and most of this is for the ‘Intermediaries’ 

· However, of the rest 10% is ear marked for marketing and promotion and a further £420k has been allocated to acquire the necessary licences and secure the necessary legal arrangements 

· Budgets assume we can secure £770k of income by project end and we will need to do this if the pilot is to survive beyond the HEIF funding and provide a return on the investment being HEFCE and OSI

· The exit plan provides for the HEIF funds to support the set up and testing of the UK pilot between June 06 to January 09 and assumes that the UK hub can be developed such that IXC UK Ltd can be spun out and sustained as a limited by guarantee company 

· This is a ring fenced project within the University of Birmingham with specific and special contract conditions that mean that even the VC and Registrar and Secretary cannot demand to know who the ‘clients’ are ( where those clients wish to remain anonymous). Nor can any Birmingham staff, other than those governed by the IXC contracts of employment and the clauses governing confidentiality, have any insight into or access to the confidential information

· IXC UK has a Chief Executive, Mike Hield and Operations Director, Caroline Bishop plus three full time office based staff for accounts, events and operations

· The Chief Executive reports to a Management Board chaired by the Vice Principal of Birmingham and the Board includes representatives from the partnering organisations. 

· There is also an External Advisory Group to help the Board develop the business strategy and discuss ethical challenges. It comprises of notable names from commercial business, the HEI sector and public agencies, including Richard Lambert from the CBI 

· There is specific provision for an external project evaluation in the Autumn of 08 

2. The Project’s Objectives 

· The aim is to link UK HEIs, companies and research organisations to a growing international network taking a new and effective approach to the challenge of innovation through collaboration in the competitive global market place

· It’s a new innovative approach in itself to plug an existing gap in the innovation market place. As such it compliments and works with other existing networks such as the KTN’s and Innovation Relay Centres rather than competing with them or seeking to work in their space

· The approach plugs the gap between existing innovation networks and the need to ensure commercial confidentiality within a global environment increasingly focused on an open innovation approach

· It’s all about enabling better business to HEI engagement and business to business connections regardless of geography and ensuring inter-organisational and cross sector collaboration. Collaboration, having recently been highlighted in the Economist Intelligence Units report of November 2006 as one of the essential differentiators that will ensure organisational survival in the now truly global economy. 

· It is thus about adding to UK plc’s armoury to maintain and gain competitive advantage

As one of our clients has quipped ‘It’s a sophisticated corporate dating agency’

3. The Fundamental Components 

· At the heart of the IXC approach are trusted Intermediaries who form the core of the InnovationXchange network. They are all extremely bright PhD qualified creative scientists with an ability to think laterally and a passion for making obtuse connections. Importantly too they have highly developed inter personal skills in order to work within organisations and engender the trust necessary to draw out the best of the people they meet

· Intermediaries work within multiple organisations who are the ‘clients’ and are not deployed for more than two days a week with any one organisation. So whilst they serve each client they not their  servants and so embedded within the client culture that they can question practice and bring in fresh ideas

· The Intermediaries now being deployed in the UK will through the specific processes and protocols of the InnovationXchange link up with the other Intermediaries around the globe in order to find connections for their clients. Connections that will enable their clients to innovate and ensure their organisational survival and growth 

· It is the embedding of the trusted Intermediaries within organisations and between them that both compliments the existing innovation networks and differentiates IXC from them. With IXC working within organisations and reaching out whilst other networks engage externally and reach in

· The Intermediaries in the network are based globally but work locally as well as across the global scale and connect and exchange ideas and develop proposals via a secure ‘vault’ of shared information

· Importantly for this to work, IXC UK and its International parent is a commercially neutral set up to enable the secure safe exchange and linking of  IPR and commercially sensitive information 

4. 
Progress To Date
· Most importantly we have signed up our first six clients two of whom are large blue chip corporate clients with extensive UK research operations. One of the two is the Land Rover Jaguar of Ford Global Inc. The other wishes to remain anonymous for now. We are thus on track to hit the income target for year 1

· Aligned with the client sign up, the initial cohort of three Intermediaries, have been selected, recruited and completed their training programmes before starting with those first signed up clients in January 2007. A fourth joins us this April

· Although we have only been active with clients since January this year we have already brought them 5 ‘opportunity briefs’ setting out potential connections linked to the clients strategic intentions and inventions. These briefs are at the heart of the IXC process and are now being pursued by the clients. Two bring international connections for the benefit of UK plc

· A variety of leads into around a dozen other strong potential external clients have also been created, the pipeline of further clients is developing and we have a number of contract negotiations underway and are taking on the next Intermediary in April of this year to help service this developing client base 

· We have finalised all of the necessary legal contracts and agreements, including the complex arrangements necessary to develop University terms and conditions so that they are suitable for the specific employment environment of the IXC staff

· We have set-up IXC UK Limited, the separate legal entity required under our licence

· The Management Board has been established and has now met 5 times since project start 

· The External Advisory Group is also operational

· A monthly budgetary structure has been prepared and associated management accounting arrangements instituted

· The overall marketing strategy for engaging the respective target sectors has been developed and PR consultants have been selected and are working on the brief

· We have developed a bank of marketing materials, involving a completely new and updated corporate style

· The IXC UK website has been up an running since November 2006

· The first (and very successful) Innovation Forum, one of our key KPI’s has been held, together with two other promotional events and an ongoing programme through 2007 has been mapped out and dates are firming up

· Networking amongst the complex SME sector has commenced

· The web site up at www.ixc-uk.com is also providing our Client Management Systems for running events and targeting promotions at specific business sectors

5. Issue and Risks 

· Always been an ambitious project to achieve in such a short timescale and whilst we are on course to hit our targets the programme is running slightly behind on time. So we are reviewing how to catch up and make sure we maintain and increase pace

· Risks identified in the bid concerning recruitment have proved unfounded but client recruitment is proving a longer process than hoped for. Again we are adopting new strategies to try and deal with this

· Current hiatus over the reorganisation of the Business link service is slowing down marketing to the SME sector and consequently their recruitment as clients. The contingency plan put into the bid and provision for virement is proving essential to try and manage this risk. It may yet prove difficult to hit these targets due to factors outside our control

· VAT issues almost sank the project before it got off the ground and we had to instigate a major rethink to deal with this

· Creating the staff contract of employment against the starting point of HEI terms and conditions was a big challenge. But it also demonstrated that where there is the highest level commitment and support action can be taken quickly and effectively

6. What’s the Benefit for the participating Universities?

Strategically….. 

· Opportunities for the Business Schools to further their research and reputation in the field of Innovation by using the InnovationXchange as a live laboratory by which to study and evaluate different approaches to the innovation challenge. Especially, the opportunity to conduct some longitudinal research into innovation networks and their impact on business development on an International scale

· The insertion of a missing piece of the innovation network, connecting existing innovation communities and networks to otherwise confidential and hidden information and opportunities 

· An additional dimension to add to the Universities established partnership and research collaborations and augment the value offered, on the global stage as well a locally

· Via a place on the IXC UK Board the opportunity to shape the development of the International InnovationXchange 
· Reputational benefit in demonstrating forward creative thinking and the Universities ability to both conceptualise and teach innovation theory and put it into practice 
Operationally…..

· Immediate opportunity to take up the HEIF resources that will fund the placement of Intermediaries (to the value of £80k) within each University to connect University expertise and knowledge to companies hidden needs and aspirations so that the University can better exploit its knowledge for commercial gain 

· Further global as well as local connections and additional routes for the Science Parks and other Innovation support initiatives

· Opportunity to develop ‘pitches’ that directly address immediate business needs and increase success rates in securing work

· For the Technology Transfer Function and the Science Parks the confidential methodology has proven that it provides the opportunity to develop collaboration deals and licence agreements on pre patented technology more rapidly than might otherwise be the case and thus cuts the time to market. 

· Reduction in the time it takes to find potential partners and collaborators or indeed the right sub-contractors with relevant expertise

· Reduction in time taken to formulate proposals and bring them to fruition 

· Funding through the HEIF grant to enable the Universities to host a series of Innovation Forums and luncheons for invited business guests, improving network connections and increasing profile and maintaining and enhancing reputation 
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