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Innovation management is a key driver for sustainable and pro�table growth of enter-

prises – and hence for the competitiveness of Europe. To increase the innovation 

management capabilities the European Commission’s has launched an initiative to 

develop and test better services in innovation management – mainly for  small and 

medium-sized enterprises (SMEs) in Europe. This initiative is known as “IMP³rove”. 

IMP³rove stands for IMProving Innovation Management Performance with sustainable 

IMPact. The impact results from linking innovation management performance with the 

company’s sustainable and pro�table growth. IMP³rove builds on a holistic innovation 

management approach covering innovation strategy, innovation organization and 

culture, innovation management processes, as well as enabling factors for innovation 

management. It drives an integrated and performance-oriented improvement processes.

The proof of the IMP³rove concept is provided by more than 3,500 European SMEs that 

have been introduced to the IMP³rove approach since the launch in 2007. More than

400 innovation management support service providers across Europe have been 

trained in the IMP³rove approach. They now constitute an international network. 50 case 

examples have been selected to illustrate the impact and the versatility of IMP³rove.
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Preface

IMP³rove has demonstrated its value and its impact in many ways across Europe and beyond. 
This success has its starting point in 2006 when the European Commission, Directorate General 
Enterprise and Industry initiated the project to develop and test better services in support of 
Innovation Management especially for SMEs. The IMP³rove Consortium translated the project into 
"IMProving Innovation Management Performance with sustainable IMPact" This represents the 
mission of IMP³rove and also explains why it is written as "IMP³rove."

The impact that IMP³rove is striving for had to be proven. The best way to demonstrate the impact 
is in highlighting tangible results that IMP³rove generated in different settings. Case examples 
showing how SMEs have benefited from IMP³rove and have managed to exploit innovation 
management for profitable growth were developed. They are complemented by cases where 
IMP³rove generated value for consultants and intermediaries, for financial actors and policy 
makers as well as those in the academic community. 

The impact that IMP³rove achieved during the last years required the support of many people 
throughout Europe and beyond. The members of the IMP³rove Consortium were the drivers 
during the testing of IMP³rove with more than 1,500 small and medium sized enterprises from all 
over Europe. 

At a very early stage many other organisations and companies from different countries in 
Europe and beyond became members of the IMP³rove network or were early adopters of the 
IMP³rove approach. With more than 400 trained IMP³rove Experts the basis for a strong innovation 
management network is established. Due to their co-operation and support we were able to 
learn about their needs, and to continuously expand the network and the reach of IMP³rove. In 
the meantime, IMP³rove is adopted in Latin America, the Middle East and Asia. This is the best 
proof that the European Commission has successfully strengthened Europe’s leading position in 
innovation management support for enterprises by initiating IMP³rove.

IMP³rove’s success benefited from many extraordinary organizations willing to allow us a 
glance at their way of adopting IMP³rove and the impact it had on their approach to innovation 
management for sustainable growth. Practitioners, policy makers, academics and journalists 
have all contributed to the testing and dissemination of IMP³rove. We are grateful for their 
trust in us, enough to share their knowledge and best practices. Without their contribution, the 
IMP³rove approach would not have reached the depth and breadth necessary to demonstrate 
the proof of concept. To compensate them for their time and contribution, we have listed these 
companies at the end of the report. May this listing establish them as true promoters of IMP³rove 
also in the future.

While the individuals who have helped to turn IMP³rove from a project into a vision of a unique 
European approach to innovation management support services are too numerous to cite, clearly 
the direct and often dedicated support of a number of organisations and people deserves special 
mention. The team at the European Commission, DG Enterprise and Industry, especially Reinhard 
Büscher, Sven Schade and his predecessors Marija Popovic and Elke van Tendeloo have supported 
the project with their creative ideas, their constant promotion and their un-bureaucratic approach 
to overcoming constraints. 

The content for the IMP³rove’s proof of concept was generated with strong contribution from 
some of the IMP³rove country coordinators, including Francisco de Aristegui from A.I. Zabala 
(Spain), Janne Lehenkari, Advansis (Finland), Diassina Di Maggio and Christin Pfeiffer from APRE—
Agency for the promotion of European Research (Italy), Libor Friedel, Bata University Zlin and 
David Hanus from ProFill (both Czech Republic), Sylwia Kosinska, from the Enterpreneurship and 
Economic Development Research Institute (Poland), Carl James from TECC (UK), Serge Galant and 
his team from Technofi (France).
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team at Communardo (Germany). 
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Management Summary1 

“Those who believed in IMP³rove are proved correct—those who had their doubts have to revise their opinion.” 
This applies to both the IMP³rove project and the IMP³rove approach. 

The IMP³rove project has delivered the results that were promised in 2005 when the contract was signed. It 
evaluated the tools and approaches for innovation management assessments that were at that time perceived as 
state-of-the-art. It developed an innovative approach to innovation management support services for SMEs that 
offered support beyond the existing tools and approaches. It reached SMEs, intermediaries, consultants, financial 
actors and policy makers beyond the targeted regions and EU member states. It created a wide international 
network of IMP³rove Experts. It has established an approach that is perceived by the professionals as the “new 
philosophy in innovation management.”

The IMP³rove approach delivered the value and benefits for the key stakeholders—the SMEs, intermediaries, 
consultants, financial actors and policy makers as well as for academic institutions. SMEs gained insights in 
the strengths and weaknesses of their innovation management. IMP³rove shows where innovation manage-
ment could generate more profitable and sustainable growth based on the international benchmarks from 
the IMP³rove database. The IMP³rove benchmarking reports are a well-structured starting point for developing 
the most suitable actions to improve the SMEs’ innovation management performance. The IMP³rove process 
including a structured feedback workshop provides the SME with the professional and individual support that 
is needed to define and implement the measures that effectively increase the SMEs competitiveness. And the 
IMP³rove quality assurance system reminds the SME to check on their innovation management performance 
on a regular basis. Based on these features, SMEs reported improvements in their business performance, in their 
innovation management processes and innovation management skills. The impact of IMP³rove reaches from 
insights in the “hidden” constraints to action plans for improving the SMEs own competitiveness to tangible inno-
vation results. Those included increase in revenue and number of employees, successful access to international/
new markets, successful implementation of new technologies, successful launch of new products or services or 
access to financing innovation projects.

for intermediaries and innovation management consultants, IMP³rove offers a comprehensive approach to 
improving innovation management at SMEs. The focus on all dimensions of innovation management rather 
than on just the product, or technology is perceived as a true value. The access to the currently largest and most 
up-to-date innovation management benchmarking database is an asset for consultants and intermediaries. The 
European dimension of the IMP³rove approach is the basis to create a common standard, a common “language,” 
an expert network and community, and finally better support services for SMEs throughout Europe. The IMP³rove 
approach assists intermediaries and consultants in disseminating state-of-the-art innovation management at 
SMEs that is closely linked to profitable growth. It drives the process from benchmarking to consulting and to 
continuous improvement of the SMEs’ innovation management. 

The easy access to the IMP³rove platform allows intermediaries to immediately leverage IMP³rove for their 
programs and activities. Intermediaries providing support to SMEs in innovation management see in IMP³rove 
a unique and often complementary approach to their own services and tools. Many intermediaries appreciate 
the ready to use approach where they don’t have to invest in the development. Those who have developed their 
own assessment tools are focusing on the domestic market while IMP³rove provides for the international view. 
Intermediaries that are focusing on support in technology transfer, IPR or design, obtain with IMP³rove comple-
mentary service offerings. 

financial actors not only reduce their investment risk with IMP³rove, but also increase the effectiveness and effi-
ciency of their portfolio management. IMP³rove provides the investor with insights in the management potential 
of the SME to generate profitable growth in the future. IMP³rove also creates transparency on the performance 
gap of the portfolio companies.

Policy makers enjoy a wide variety of benefits from IMP³rove: They have no lead times in using IMP³rove as a 
truly European approach to implement their support programs. They learn about the regional, national or sector 
specific innovation management performance of the SMEs in a European context and gain a better understanding 
of the specific barriers and drivers of innovation. In addition, they can exploit IMP³rove to create awareness 
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toward innovation management among SMEs. They can also efficiently leverage the IMP³rove Expert network 
for effective support of SMEs in further developing their innovation management or building the competency 
of the support service providers in their region. with IMP³rove, policy makers understand what it takes to over-
come market failures or systemic constraints. A key learning from the testing and dissemination of IMP³rove was 
the need for better innovation management support services in many regions of Europe. They can significantly 
increase the impact of public funding for better innovation management at SMEs. 

The IMP³rove project proved the concept that has been developed and tested in the course of the past four years. 
It has demonstrated how better services in support of innovation management at SMEs in Europe can make a 
difference. The numerous case examples presented in this report provide the proof of its impact. The cases are 
complemented with a short description of the various value propositions of IMP³rove, its European coverage, and 
a short overview on the development of this unique approach. It also includes an outlook on how IMP³rove can 
benefit from a continuous improvement process to remain leading edge. 

“Innovation is an interminable process that has the power to develop the enterprise”1— and innovation manage-
ment is the engine that drives this process. This is true for the companies that have successfully applied IMP³rove 
and it is also true for IMP³rove itself.

1 Impact of IMP³rove as perceived by Collect Consulting Sp. z.o.o., Poland
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 IMP³rove—A truly European 2 
and Flexible Approach driving 
Innovation Management 
Performance in Europe 
with Sustainable Impact

IMP³rove was initiated in 2006 by the European Commission, DG Enterprise and Industry for developing and 
testing better services in support of innovation management. The project aimed at increasing the competitive-
ness of the European enterprises using innovation management techniques, especially in the Small and Medium 
Enterprises (SMEs), in particular by enhancing the service capabilities and quality of intermediaries. The IMP³rove 
services in support of innovation management at SMEs reach a maximum level of efficiency as SMEs cannot 
afford time-consuming and costly support services. At the same time the IMP³rove services have to achieve 
maximum effectiveness to improve SMEs’ competitiveness. The services also have to provide clear benefits for the 
intermediaries and consultants serving SMEs, the financial actors financing innovation and innovative compa-
nies as well as policy makers. The latter stakeholder group is facing the challenge to develop effective policies 
fostering innovation in Europe. The various services to meet the different objectives and the diversity of the 
stakeholder groups are covered in the IMP³rove approach. 

2.1  the key Elements of IMP³rove and the key Value Propositions for the 
Various Stakeholders

The design of IMP³rove as holistic approach has proven its uniqueness, and is positioned currently as state-of-the-
art. Experts from outside Europe perceive a lead of Europe of at least three years compared to the United States, 
for example.2 IMP³rove aims at high impact in each of the services and throughout the entire IMP³rove process. 
It covers the entire consulting process and addresses all dimensions of innovation management. This ensures 
that IMP³rove provides for in-depth insights and at the same time has a wide spread with regards to the industry 
sectors, geography and type of companies and different stakeholder groups. The manner in which IMP³rove is 
designed stimulates the continuous improvement of innovation management performance. It combines the 
efficiency of online assessments with the effectiveness of personal consulting. The positioning of IMP³rove is 
“growth through innovation management.”

Innovation management is the means for reaching the growth targets and for thriving in an ever more competi-
tive business environment. IMP³rove is based on the definition of innovation management that is comprehen-
sive, highly integrated and clearly focused on the growth of SMEs.

2 Estimation of North American Innovation Management Expert.

1

Figure 1: Definition of Innovation Management

Innovation Management is the Capability to Continuously...

… Manage inventions/ideas for

 • new products or services, processes, production methods, organizational forms

 or

 • elementary improvements of a business (model) system and their successful realization.

Source: IMP3rove Core Team, 2007 ; www.improve-innovation.eu
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The important part of this definition is the last one—”up to its successful realization.” Successful is defined in 
the business environment by the business success resulting in sustainable income and profit growth. All the 
dimensions of Innovation Management have to be directed to the overall goal of sustainable business impact 
and growth.

The highly integrated elements of IMP³rove and its value propositions for the different stakeholder groups make 
it a unique approach to better innovation management at SMEs and better support services rendered to SMEs.

2.1.1  Linking Innovation Management to Sustainable and Profitable growth 
based on the A.t. kearney house of Innovation

A strong argument for IMP³rove is the close link that is established between innovation management perform-
ance and business performance aiming at profitable growth. All features of the IMP³rove approach, 

The underlying definition of innovation management.•	
The questionnaires—IMP³rove Assessment as well as Root/Cause Analysis.•	
The benchmarking reports.•	
The consulting workshops.•	
The roadmap for improving innovation management.•	
The short-term and long-term follow-up and impact review from the SMEs as well as from the IMCs.•	

are linking innovation management to the company’s sustainable and profitable growth. This includes that all 
dimensions of innovation management are geared to profitable growth as defined in the so-called “A.T. Kearney
house of Innovation.”

2

Figure 2: Overview of the IMP3rove Approach

Source: IMP3rove Core Team, 2007 ; www.improve-innovation.eu
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The Innovation Strategy identifies the most promising areas where the SME can achieve superior profit 
growth rates either with new products/services or with existing products/service in new markets or with new or 
improved processes or business models.

The SMEs Organization and Culture must support this innovation strategy so that the profit growth targets 
can be reached. SMEs must have the structures, for example, to integrate external partners in their development 
processes or to seamlessly manage the development processes. Their culture must be open to new ideas no 
matter where they come from. The organisation has to translate the innovation strategy to pursue those ideas 
that are most promising for their focus areas. 

In the Innovation Life-Cycle Management there are many steps where leading innovators avoid inefficiencies 
and ensure short time-to-profit, while the average company might only focus on the time-to-market and forget 
about proper life-cycle management after the launch of the innovation. 

Enabling factors such as knowledge management or capabilities in specific technologies or expertise in new 
market development also have a significant impact on growth through innovation management. They must be 
aligned with the SME’s innovation strategy, allocated in the right manner in the organization and leveraged for 
successful innovation management to fully exploit the growth potential of the innovation.

These four dimensions of innovation management are geared to increase the innovation and business perform-
ance and to drive an SME’s profitable growth. 

2.1.2 the IMP³rove Process and the IMP³rove Platform

The integration of an online-based assessment and the personal consulting services has demonstrated its bene-
fits for the SMEs and the consultants and intermediaries. The IMP³rove platform fully supports each phase of the 
IMP³rove process.

Figure 3: The A.T. Kearney House of Innovation

1) Source: A.T. Kearney, 2006.
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4
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with support of the IMP³rove platform and a trained innovation management consultant, SMEs are guided 
through the three main phases of the IMP³rove process: the benchmarking process, the consulting process and 
the follow-up process for sustainable high impact. SMEs interested in benchmarking their innovation manage-
ment performance can take a step-wise approach. The first step is the IMP³rove Assessment that provides insights 
in the results of the company’s innovation management. The second step is the Root/ Cause Analysis that is 
geared to show the underlying reasons and shows best practices that other companies have adopted to improve 
their innovation management performance. 

The results of the online assessment are documented in detailed reports. They show the company’s performance 
in each of the dimensions of innovation management compared to the growth champions and to the average 
in the database. 

These reports serve as the basis for the consultants to prepare for the consulting workshops as the starting point 
of the consulting process. As minimum output of the consulting workshop a high-level roadmap for improving 
the innovation management performance is delivered to the SME. Again this roadmap should be geared to 
impact by providing clear objectives and deliverables. Their implementation is assessed during the follow-up 
process. Short-term impact is assessed right after the service delivery and the longer-term impact after one year. 
The IMP³rove platform will trigger another IMP³rove process after one year. The aim is to embed the continuous 
improvement of the innovation management in the company’s management system.3

The integration of the IMP³rove process and the IMP³rove platform has proven its benefits that resulted in key 
value propositions for each of the stakeholder groups. 

3 for more information on the IMP²rove approach please refer to „Insights on Innovation Management in Europe, Tangible Results from IMP³rove”, Europe INNOVA 
Paper No. 10, published by the European Commission, Directorate General for Enterprise and Industry, or see www.improve-innovation.eu

Figure 4: The IMP3rove Process

Source: IMP3rove Core Team, 2009
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2.1.3 the key Value Propositions of IMP³rove 

As soon as IMP³rove was available for testing, the expectations were exceeded both in terms of diversity of stake-
holders as well as in terms of value propositions. Apart from the main stakeholder groups that included SMEs, 
consultants and intermediaries, financial actors and policy makers, IMP³rove became also attractive for academic 
institutions. The value-propositions of course vary by stakeholder group.

Value propositions for SMEs: for SMEs the key value propositions turned out to be:
The IMP³rove questionnaires for the IMP³rove Assessment and the Root/ Cause Analyses.•	
The access to the assistance from an accredited IMP³rove Expert.•	
The IMP³rove benchmarking reports.•	
The flexible options for selecting the various benchmarking samples (by geography, industry sectors, size and •	
age of the companies).
The IMP³rove Consulting workshop as a half- day personal consulting service resulting in a high-level roadmap •	
for improvement.
The access to the IMP³rove Expert network and support services related to innovation management .•	
Access to public funding.•	
Certificate in innovation management.•	

Value propositions for consultants and intermediaries: for consultants and intermediaries IMP³rove offers 
value propositions in the following two main areas of activities: the direct client consulting area and the marketing 
of the support services. In the direct client consulting area IMP³rove offers:

Training in the IMP³rove approach.•	
well-structured IMP³rove process linking assessment, consulting service provision and follow-up processes.•	
Solid and adaptable methodology for a holistic approach to innovation management consulting with inter-•	
national coverage. 
Possibility to leverage the IMP³rove database for benchmarking their own clients.•	
Client management system that shows the progress that each client has made in the IMP³rove process, and •	
that triggers follow-up meetings. 
Systematic quality assurance.•	
Case studies and key performance indicators (KPIs).•	

for the marketing of the support services IMP³rove offers:
Content for client workshops and trainings.•	
Additional marketing channel via the IMP³rove web-site.•	
Certificate as member of the international IMP³rove Expert network.•	
Methodology to enhance the effectiveness of publicly funded innovation support programs.•	
Access to additional business and marketing opportunities.•	

Value propositions for financial actors: financial actors investing in innovative SMEs complement their 
standard due diligence process with the insights that they derive from the IMP³rove benchmarking reports. 
IMP³rove offers here as key value propositions.

IMP³rove Assessment report and IMP³rove Root/Cause Analysis report providing insights in the management •	
capabilities of the company and their chances to meet the business plans. This reduces the investment risk 
of the financial actor. Once the company is part of a financial investor’s portfolio, the IMP³rove benchmarking 
reveals the areas that need improvement. It also stimulates the continuous improvement of the company’s 
innovation management performance. 
Access to trained IMP³rove experts to support the companies in the portfolio of the financial investor in •	
improving their capabilities to generate profitable growth.
Assessment of target companies in innovation management as part of the due diligence process.•	
European and national benchmarks on innovation management that serve as the basis for investment •	
decisions.
Access to training in the IMP³rove approach.•	

Value propositions for policy makers: Policy makers are looking for measures to increase the effectiveness of 
their policies. On the other hand they have to understand the actual drivers and barriers of innovation manage-
ment especially at SMEs. These needs are met by the following IMP³rove value propositions:
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IMP³rove Assessment as European pre-standard to increase the innovation management performance of SMEs •	
and to establish an innovation management award.
IMP³rove Assessment reports as additional selection criteria for the SMEs that should be involved in publicly •	
funded programs. The IMP³rove Assessment reports can also be used for the evaluation of the effectiveness of 
public support programs.
Access to IMP³rove Experts to support SMEs in their activities to leverage their innovation management for •	
profitable growth.
Trainings in the IMP³rove approach and in innovation management to further develop the support service •	
infrastructure. 
IMP³rove database to gain understanding of the current innovation management performance of SMEs in the •	
own region compared to other regions.
Analyses based on the IMP³rove database on barriers and drivers of innovation management in certain sectors •	
or regions.

Value propositions for academia: During the development phase of IMP³rove, the academic community was 
not in the scope as key stakeholder group. As soon as IMP³rove was available for testing, academic institutions 
saw the benefit of integrating IMP³rove in their programs.

Solid methodology for a holistic approach to innovation management.•	
IMP³rove Assessment that can be used for training students in the various dimensions of innovation manage-•	
ment, combining theory and practical application.

The various benefits that resulted from these key value propositions are described in more detail in Chapter 2.3 
and in the cases presented in the Annex. 

2.2  the Scope of IMP³rove—Its European Coverage and even beyond

IMP³rove represents a truly European approach for SMEs, innovation management consultants, intermediaries, 
academia, policy makers and financial actors and has expanded even beyond Europe’s boundaries. IMP³rove is 
more than just a tool but a network building upon a common platform that offers valuable services to all stake-
holders. The IMP³rove platform and its services are the backbone of IMP³rove as all actors can directly leverage 
and interact with the IMP³rove platform (such as the benchmarking) and also foster the establishment of valu-
able relationships and interaction among the various stakeholders such as SMEs and associated IMP³rove Experts 
throughout the IMP³rove process. 

2.2.1  the IMP³rove backbone—the Largest benchmarking database on 
Innovation Management in SMEs

Since the launch of the IMP³rove platform in spring 2007, the largest European benchmarking database on inno-
vation management in SMEs has been built up. Over the last 2.5 years more than 3,500 SMEs have registered 
with the IMP³rove platform in order to start the IMP³rove process and initiate an improvement of their innovation 
management performance. In November 2009, there were 2,685 SME users that are registered and active on the 
IMP³rove platform.

with 2,407 completed IMP³rove Assessments on November 3, 2009 IMP³rove offers the largest benchmarking 
database on innovation management in SMEs capturing the innovation management performance of SMEs in a 
very comprehensive and thorough way (figure 5).
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In addition to the large number of SMEs having completed the IMP³rove Assessment, there are 395 SMEs that 
have also completed the complementary Root/Cause Analysis. This shows the interest of SMEs to further investi-
gate the root causes of their innovation management performance.

IMP³rove showed a high completion rate of 67 percent considering the total number of completed bench-
marking assessments in relation to the total number of registered SMEs. This indicates that IMP³rove offers a 
valuable learning experience to SMEs and results in a relatively low drop-out rate. In addition, it confirms the 
value-added of the IMP³rove process. we have also observed that the IMP³rove process assisted by an IMP³rove 
Expert generates a significant higher success rate as the non-assisted approach where SMEs use IMP³rove as an 
online self-assessment. In the assisted approach the data quality is significantly higher than in the non-assisted 
completion of the questionnaires.

The benchmarking database of IMP³rove depicts a representative geographic spread across Europe (figure 
6). Not only western European Countries such as UK/Ireland,Germany and france but also Eastern European 
countries such as Poland and Serbia/Bulgaria have built up a solid benchmarking database. with almost 400 
completed datasets, UK/Ireland has achieved the largest national sample size, followed by Germany (332), france 
(302) and Spain/Portugal (240). These large national benchmarking samples allow SMEs to successfully leverage 
the IMP³rove benchmarking services at a national, cross-national and European level. 

The increase of the IMP³rove benchmarking sample in European countries continued after the completion of the 
field Test4 in 2008, showing the increased awareness of innovation management among European SMEs, inter-
mediaries, academia, financial actors and policy makers—and providing a proof of IMP³rove’s value. 

4 The IMP³rove field Test was conducted between April 2007 and March 2008 with more than 1,500 SMEs in more than 25 EU member states.

Figure 5: Overview on the Size of IMP3rove Benchmarking Database; Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu

SME= Small and medium sized enterprise; IA= IMP3rove Assessment; RCA= RootCause analysis
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The IMP³rove benchmarking database covers a range of industry groups. It includes high-tech manufac-
turing sectors as well as SMEs from low-tech industries such as textile5, food and services (figure 7). The sector 
“Knowledge Intensive Services” (KIS) subsuming mostly non-high tech industries represents the largest bench-
marking sample (721 completed IMP³rove Assessments (IA)). Besides this, IMP³rove offers a large benchmarking 
database for manufacturing companies from Machinery/Equipment/Plant Construction (588 completed IAs) and 
high-tech SMEs from ICT/Electricals/Chemicals.

IMP³rove is designed for SMEs from various size classes ranging from small enterprises with 5 to 20 employees to 
medium-sized enterprises with up to 250 employees and beyond (IMP³rove has widened the scope of IMP³rove 
to medium-sized enterprises with up to 999 employees to cater for the structural differences in the European 
countries). The distribution of the benchmarking datasets shows that IMP³rove has been successfully introduced 
to small enterprises with 5 to 20 employees that offer the greatest growth potential in Europe. About 50 percent 
of the SMEs that have completed the IMP³rove Assessment employ less than 20 people (figure 8).

5 Definition of low tech as provided by OECD.

7

Figure 7: Distribution of Completed IMP3rove Assessments (IAs) across Industry Groups;
 Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu

Pre-Test companies are excluded.
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Figure 6: Geographic Spread of the IMP3rove Benchmarking Database; 
 Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu

Pre-Test companies are excluded.
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The IMP³rove database structure provides a representative picture of the European landscape: As expected the 
share of small enterprises among the IMP³rove benchmarking database is also relatively high in countries well-
known for their large number of small and micro business: In Italy, for example, small enterprises with 5 to 20 
employees represent 66 percent of the national IMP³rove benchmarking sample (see figure 9).6 More than 40 
percent of these small SMEs with 5-20 employees are young and entrepreneurial firms that have been founded 
within the last 2 to 5 years. This proves that IMP³rove has reached the “Youngster” with a very high growth poten-
tial and not the “Growth Deniers” among the SMEs in Europe.

SMEs with 21 to 100 employees constitute the second largest size group (figure 9). Thus, IMP³rove has demonstrated 
its value for the main target group of European policy making—the smaller SMEs with a high growth potential.

As IMP³rove is designed for both young and mature SMEs, the IMP³rove benchmarking database covers SMEs from 
various age classes. IMP³rove builds upon a diverse sample of both young SMEs still facing the risk of organizational 
mortality and SMEs older than 10 years that have successfully mastered their challenges in the competitive environ-
ment. SMEs that have been in business for 11 to 25 years represent the largest sample in the database (figure 10).

6 According to European statistics Italy shows also there the highest percentage of the number of small and micro businesses among European countries; see: 
Eurostat; Extracted on: November 3, 2009, based on figures of 2006.

Figure 8: Distribution of Completed IMP3rove Assessments (IAs) across Size Categories; 
 Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu

Pre-Test companies are excluded.
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Figure 9: Distribution of Small Enterprises with 5 to 20 Employees across Countries – 
 European Countries only; Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu
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The IMP³rove benchmarking database provides the basis for value-adding services for SMEs, IMP³rove Experts, 
intermediaries, financial actors, policy makers, and academia. In the future, the well diversified benchmarking 
database and the established SME network can be leveraged even further. SMEs that have already participated 
in IMP³rove are offered to assess their innovation management performance on a yearly basis. A regular partici-
pation will ensure that innovation management as growth driver is continuously developed further at SMEs. At 
the same time, IMP³rove creates an active SME network and offers SMEs up-to-date benchmarks revealing the 
current innovation management performance in reference to the existing competitive situation. 

2.2.2  IMP³rove represents a Large Network of Associated IMP³rove Experts 

IMP³rove not only represents the largest innovation management benchmarking database in Europe but also 
a large and diverse network of IMP³rove Experts. These IMP³rove Experts were and still are a driving force in the 
adoption of IMP³rove among SMEs in Europe. IMP³rove Experts support the SMEs during their IMP³rove process 
in various ways. This can reach from assistance during the completion of the IMP³rove questionnaires to drawing 
conclusions from the IMP³rove Assessment reports to consulting services in innovation management related 
topics (see also chapter 2.3.4 and the case examples presented in the Annex). 

Currently, there are almost 400 active IMP³rove Experts7 associated with IMP³rove. They have been affiliated as 
associated network partners. In a transparent and standardized accreditation and training process, these IMP³rove 
Experts have been introduced to the key features of the IMP³rove approach and the IMP³rove process. In addition, 
they have also successfully supported at least one of their clients in completing the IMP³rove Assessment before 
being established as an IMP³rove Expert with exclusive user rights on the IMP³rove platform. In turn, trained 
IMP³rove Experts are well familiar with the details of the benchmarking processes and the follow-up services. 
These associated network partners leverage the IMP³rove services in their current work with SMEs in manifold 
ways and thus enhance their service delivery for the benefit of the SMEs (see chapter 2.3).

7 IMP³rove Expert represent individual consultants (and not organisations).

Figure 10: Distribution of IMP3rove Benchmarking Datasets across Different Age Classes;
 Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu
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The largest national IMP³rove Expert network has been established in Germany (67 IMP³rove Experts), followed by 
Spain (47 IMP³rove Experts) and Poland (37 IMP³rove Experts).89

The IMP³rove Expert network reflects the diverse nature of innovation management consulting in terms of 
“size” and “age” of the organisations offering consulting and coaching services to SMEs in the area of innovation 
management (figure 12). 

As confirmed by the IMP³rove Expert network, the innovation management consulting industry is characterised 
by small service enterprises. 29 percent of the IMP³rove Experts are self-employed individuals or organisations 
with 2 employees and nearly 50 percent of the IMP³rove Experts employ between 3 to 20 people. Still 19 percent 
employ between 21 and 100 people.

The expert network includes a large number of young organisations that have recently been established to 
deliver innovation management consulting services. Indeed, 30 percent of the services providers have been 
established within the last 2 years prior to the acceptance to the IMP³rove Expert network (figure 12). however, 
there are also organisations that build upon a significant experience in working with and advising SMEs: 
22 percent of the organisations the IMP³rove Experts are working at are between 11 and 20 years old.

8 figures as of November 3, 2009.
9 IMP³rove Expert represent individual consultants (and not organisations).

Figure 11: Distribution of Associated IMP3rove Experts across Countries; 
 Status as of November 3, 20099

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu
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Figure 12: Distribution of Associated IMP3rove Expert Organisations per Size and Age Class; Status as of November 3, 2009

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu
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The landscape of innovation management consultant and service providers is very diverse. It includes both 
privately-owned and public service providers offering consulting and advisory services to SMEs. 81 percent of the 
IMP³rove Experts are working in privately owned consulting companies (figure 13). The remaining 19 percent of 
consultants are working in a diverse mix of public/non-profit oriented support service providers such as research 
organisations, innovation relay centres (now many of them transferred to the Enterprise Europe Network), research 
organisations and chambers of commerce. The share of public IMP³rove Experts among the national IMP³rove 
Expert networks varies across countries. A relatively large number of public IMP³rove Experts is active in Italy  
(9 experts), Germany (8 experts) and Spain (7 experts) whereas in Belgium (0 expert) or finland (1 expert) public 
organisations are not actively using IMP³rove. 

Among the publicly funded IMP³rove Experts a shift toward innovation management can be observed. RKw 
in Germany, just to name an example, has included “innovation” in their corporate name. while RKw used to 
stand for rationalisation, it now is renamed into “RKw Rationalisierungs- und Innovationszentrum der Deutschen 
wirtschaft e.V” (RKw rationalisation and innovation centre of German economy).

10 IRC have been transformed into the Enterprise Europe Network.

13

Figure 13: Distribution of Associated IMP3rove Experts across Different Organisational Types;
 Status as of November 3, 200910

Source: IMP3rove Core Team, November 3, 2009; www.improve-innovation.eu
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2.2.3 IMP³rove beyond Europe

Non-European countries such as Egypt, El Salvador, South Korea, Vietnam have started to put a stronger emphasis 
on innovation and to systematically develop their innovation management capabilities. European SMEs, consult-
ants, financial actors and policy makers, should take this as a challenge where IMP³rove provides effective support 
in directing the European SMEs’ improvements in innovation management. At the same time the non-European 
SMEs in the IMP³rove database provide for a better understanding of the competitive dynamics in a globalised 
economy. This is valuable information for the European SMEs where many are depending on successful interna-
tionalization strategies as the case examples demonstrate (see Annex). with the IMP³rove Expert network outside 
Europe, European SMEs have easy access to qualified service providers in these countries. This facilitates the 
establishment of cross-border linkages. 

A closer look into the IMP³rove SME network shows that around 80 SMEs have joined from outside of Europe. 
These SMEs are from various non-European countries such as Canada, Colombia, Egypt, El Salvador, Kuwait, 
Mexico, South Korea, United Arab Emirates, USA, Vietnam and other Asian Countries. whilst the sample sizes of 
the individual non-European countries are still relatively small, recent development suggests that the uptake 
in these countries will gain momentum. The channels through which IMP³rove has been introduced to non-
European countries are manifold. Internet research for example guided the Egyptian development agency to 
IMP³rove. Latin American countries were involved in IMP³rove by European IMP³rove Experts that have activities 
in both countries.

Consultants and intermediaries from countries outside Europe that learned about IMP³rove via internet or other 
channels have been trained to further build the respective local IMP³rove networks. for example, IMP³rove can 
refer to innovation management consultants and intermediaries from Egypt and El Salvador as “associated 
IMP³rove Experts.” Recently, Australian innovation management consultants participated in the IMP³rove training 
in Germany and, thus, were successfully taking a crucial step in the accreditation process. 

The adoption of IMP³rove outside Europe—without active promotion in these countries—is a compelling proof 
of its concept. And the acknowledgement of the European Commission’s success in creating better support 
services in innovation management. At the same time IMP³rove’s success outside Europe might mobilize SMEs, 
innovation support service provider, and—last but not least—policy makers in Europe to respond to the global 
challenge by using and promoting IMP³rove as a European innovation even more actively.

2.3  IMP³rove Services deliver Impact and Allow key Stakeholders to 
benefit from it in a “Customized” way

The value propositions that IMP³rove offers to the various stakeholders (see Chapter 2.1) generated a wide variety 
of benefits. They are highlighted in compelling case examples with high impact from IMP³rove. These are the 
best proof of concept for IMP³rove. Concrete case examples are supported by quantitative data and structured 
feedback from both IMP³rove Experts and SMEs.

2.3.1  IMP³rove allows SMEs to improve their Innovation Management 
Performance 

The IMP³rove Assessment used by more than 2,400 SMEs by November 2009 shows the wide variety of its appli-
cation and impact. At the same time it also provides an up-to-date picture of European SMEs and their business 
activities. Strategic focus, internationalization, re-organisation or the establishment of additional functions are 
just a few changes that were triggered by IMP³rove. The perception that most of the SMEs are mainly operating 
in the domestic market only is not any longer applicable for SMEs active in the B2B markets.

SMEs have learned that the collaboration in networks is essential to successfully compete and extent the own 
resources. Their interest in collaborating in networks has been stimulated by clusters as well as by voucher 
schemes actively promoting collaboration with universities and research organizations.

The benefits of IMP³rove for SMEs resulted in improved business performance, more systematic management as 
well as in enhanced skills, knowledge and (cost) transparency. These results were only feasible due to IMP³rove’s 
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combination of eye-opening benchmarking and professional consulting services. The case examples in the 
appendix prove the increase in value.

The benefits of IMP³rove were unfolded also in the longer-term. After 12 months almost 100 SMEs freely provided 
their feedback on their experience with IMP³rove and the impact of IMP³rove. SMEs see a positive value in applying 
the IMP³rove approach and involving IMP³rove Experts. 74 percent of the SMEs stated 12 month after the comple-
tion of the IMP³rove Assessment that the recommendations, concepts, tools and methodologies developed by 
the IMP³rove Expert had a significant impact on the SME’s business.

Strategic impact of IMP³rove: The bottom line could be improved at some SMEs by turning strategy into action. 
IMP³rove often provided insights in non-technological innovation needs that could be addressed during the 
consulting process. 

A Spanish SME implemented management tools that will improve the productivity and the quality in customer 
service. In other cases jobs were generated as it became obvious that certain skill sets were needed by the SME. 
On a strategic level, IMP³rove helped to achieving compliance with industry standards as essential basis for the 
future of the company.

In an M&A situation, IMP³rove was useful in providing an overview of the organisation. It high-lighted weaknesses 
in placing a value on innovations, which were remedied and which enabled the management to demonstrate 
the value of the company to the purchaser. The transaction could be completed to the full satisfaction of the 
owner. 

Operational impact of IMP³rove: Especially in technology driven companies, often marketing skills had to be 
developed to tap into new, international markets and thus moving to the next level of growth. But also in key 
processes of innovation management IMP³rove identified weaknesses, as in the management of the innovation 
project portfolio, the innovation’s life cycle or in the integration of customer feedback. Process cost could be 
reduced, which improved the companies’ profitability.

Especially small companies that are on the growth path reported organizational changes that defined clear roles 
and responsibilities in a growing work force. In a UK based company this resulted in the incorporation of idea 
management. 

A service company established an “innovation incubator” as part of an internal incentive system. with this incu-
bator the quantity and quality of the innovative ideas should be increased. To secure the impact of the incubator 
it has been directly linked to the internal incentive system.

Impact of IMP³rove on managerial skills: IMP³rove showed especially in founder-oriented organizations where 
managerial skills needed to be developed in the team to gain a broader managerial base and thus reducing the 
limitations by being dependent on one person only—the founder. 

The managerial skills development also included the insight that innovation is essential for the company’s future 
growth. IMP³rove helped to differentiate between “good” and “bad” innovation management. By “bad” innovation 
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Figure 14:  Perceived Impact of the Recommendations of the IMP3rove Expert 12 Months 
 after the Completion of the IMP3rove Assessment
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Source: IMP3rove Core Team, October 2009 ; www.improve-innovation.eu
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management the company described the activities in innovation management that were not directly linked to 
clear targets and to the company’s overall strategy. 

IMP³rove also stimulated the development of more formalized procedures. These were related in some cases 
to idea management, but also project and partner management. It also included the objective evaluation of 
the current and future state of the company’s innovation management. It increased the transparency on the 
economic impact of R&D activities.

Besides the development of managerial skills IMP³rove had also impact on the staff of numerous SMEs. Especially 
in cases, where IMP³rove showed a gap in idea generation, staff members were mobilized to contribute their 
ideas that contribute to the future growth of the company. 

As an example the benefits for an Italian SME will be listed:
Improvement of the company’s overall economic results both in income and profit.•	
Strengthening of the competitive position.•	
Launching a process of enlargement of the company’s commercial basis.•	
Effective management of the company’s knowledge also by means of business intelligence services.•	

Long-term feedback from SMEs confirmed the impact of IMP³rove on the managerial issues.

2.3.2  wide Variety of reasons for Applying the IMP³rove Approach at SMEs

IMP³rove can be applied by high-performing, highly innovative companies as well as by companies that currently 
face severe competitive pressure with equal gains. The trigger or challenges that companies motivated to assess 
their innovation management are as diverse as the outcome of the assessments were. Accordingly the recom-
mendations and resulting actions varied significantly. 

dIFFErENt ChALLENgES—dIFFErENt OutCOMES

IMP³rove proved its value for companies that faced very different challenges. Some challenges were related to
innovation and innovation management itself, others were more related to the economic performance of the 
company. Therefore, the SME users can be classified in four different categories depending on the challenges 
that they were facing when applying the IMP³rove approach. we have named these four categories by “Skill 
Developers”, “Assessors”, “Growers”, “Innovators.”

15

Figure 15:  Challenges SMEs Were Facing before Applying the IMP3rove Approach
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The “Skill Developers” expected from IMP³rove insights to further develop managerial skills in general or in a 
specific function. Others aimed for educating their staff in innovation management. The challenges were often 
only little related to innovation management and/or economic performance. These SMEs either benefited from 
workshops on IMP³rove as a light introduction to innovation management. In other cases, the SME went through 
the entire IMP³rove process and leveraged all the value propositions that IMP³rove offers.

The “Assessors” faced challenges that were related to innovation and/or innovation management as a compe-
tence. These companies were looking for means to master the complexity of innovation management, or the 
lack of insights in the strengths and weaknesses of their own innovation management. Other SMEs reported the 
lack of benchmarks providing them with an external view where the IMP³rove benchmarking database could 
help. Those companies benefited from the IMP³rove Assessment, the IMP³rove reports as well as the consulting 
workshops that provided the roadmap for improving the SME’s innovation management.

The “Growers” wanted to address challenges that affected their company’s growth. Their first priority is to find 
ways for securing their company’s growth. If this is by means of innovation and innovation management or by 
other means is not as important as the result. “Growers” appreciated the strong link that IMP³rove established 
between innovation management and profitable growth. They used the IMP³rove report as source for insights 
on their strengths and weaknesses that had the most effect on their company’s growth.

The “Innovators” usually operate in a highly innovative competitive environment. They face the challenge that 
they can only grow profitably if they can generate the innovations that respond to this “innovation pressure.” 
These SMEs appreciated the IMP³rove Expert’s support in identifying the sources for innovation. This resulted in 
technology transfer, but also in consulting support to enter new—often international—markets. Some of them 
reported the continuous improvement that the IMP³rove platform triggers in the follow-up process as very valu-
able and unique value-proposition.

The type of challenges that the SME perceives will define also their expectations regarding the insights and 
recommendations that they will receive during the IMP³rove process. 

rECOMMENdAtIONS ANd rESuLtINg ACtIONS

There are cases where the IMP³rove process generated a complete restructuring of the company. This included 
the implementation of a strategic management with a regular planning process and strategic gap analyses. It led 
to a systematic management of all stages of the innovation life-cycle process and to the involvement of more 
internal and external partners for the idea generation process. This required also more systematic knowledge 
management and investments in higher skilled employees. 

In many other cases, the SMEs realized weaknesses in their strategic positioning. when serving larger corpora-
tions the pressure on product and service delivery is increasing. To escape the vicious cycle of cost pressure for 
the established/old products, these companies feel “forced” to increase their innovation output. 

Technically oriented SMEs learned with the IMP³rove approach that the weaknesses may lie in the non-technical 
skills in the organization, which can limit the company’s future development as much as the lack of proficiency in 
a new technology. In some cases this learning led to improved bottom line, innovative business models, estab-
lishment of marketing functions or the strengthening of the innovation culture.

PErCEIVEd VALuE OF IMP³rOVE

The statements from SMEs on the value of IMP³rove are another proof besides the business impact. Numerous 
SMEs stated the combination of a holistic innovation management approach with different possibilities of 
benchmarking (by geography, sector, size and age) and with personal consulting as unique and most beneficial. 
Especially the fact that an international benchmarking database was easily accessible without any charges is a 
powerful argument to recommend IMP³rove to other SMEs as an Italian SME stated it. This very quickly shows the 
gaps and focuses the improvements to the most burning issues.

IMP³rove showed the SMEs not only the various dimensions to be considered in innovation management. 
It also highlighted the interrelationships between the dimensions. for a french IT company the harmoniza-
tion of the innovation strategy with the skill-set of the employees emerged as a critical issue. “IMP³rove is 
providing with its tools and experts all necessary means for ensuring to be on the safe path” as stated by a 
German high-tech company. 
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A UK based company phrased it in the following manner: 
“The first assessment gives the opportunity to think about all the aspects related to innovation management: •	
the questionnaire draws the way to make the person considering how innovation is managed in the company 
and it is useful to find new interesting features.
The report is very important because it shows how far the company is from the others and suggests ways to •	
modify the company’s strategy.
The third and fundamental element is the participation of the IMP³rove Expert in the analysis: it can give the •	
final interpretation to the results obtained from the questions asked, and it can also evaluate whether the ques-
tions are correctly understood, explaining them, if necessary.”

A Spanish SME highlighted following three aspects:
It is a low cost tool for the company.•	
It offers a magnificent opportunity to be compared to thousands of companies belonging to the same sector.•	
It contributes a specialised external advice.•	

An Italian company considered the most valuable “learning” of the entire process the ability to recognize points 
of weakness in some non-technical aspects of the organization - an asset that could limit it in its future develop-
ment. This awareness enabled the company to initiate actions for a change in the business model.

for a Spanish SMEs the value of IMP³rove lies in the tool to execute a systematic analysis of the company’s knowledge 
management, plus the detailed report on the company’s innovation management in comparison to competitors in the 
same industry sector and the possibility to develop an action plan based on the results from the IMP³rove Assessment.

A Polish knowledge intensive service company describes the impact of IMP³rove: “At the beginning innovation 
was just a concept for Collect Consulting, but now it seems to be a power to develop the enterprise... Collect 
Consulting recorded an increase of sales and profit... Now the company has the appropriate knowledge how to 
construct and maintain innovation management... and that there are lots of different aspects connected with 
innovation” (see also Annex I).

The detailed and comprehensive approach of IMP³rove that considers all aspects of innovation management is 
identified as the key value that is delivered by the IMP³rove Experts.

thE LONgEr-tErM IMPACt

from the so called long-term feedback from SMEs that is “automatically” collected via the IMP³rove platform 
nine months after the completion of the IMP³rove process following statements provide a compelling proof of 
IMP³rove’s value. They provide suggestions for further improvement of IMP³rove, and also show for which type of 
SMEs IMP³rove delivers best value.

Reported impact of IMP³rove: “Our company is delighted with the tool and the overall approach”, “There was more 
than we expect”; “I was impressed with the reports and evaluation” are just a few comments from the long-term 
feedback forms that SMEs submitted nine months after they completed the IMP³rove process. It summarizes very 
well the impact that IMP³rove had on the SMEs. In detail SMEs report following long-term impact from IMP³rove:

“Profit Growth”.•	
“Our company made a big progress in revenue after the implementation of the innovation strategy”.•	
“The business impact with the newly appointed manager (after the consulting workshop) is very strong. Our •	
company is gaining its previous position in the market”.
“Increased revenue, increased number of employees”.•	
“Strong impulse for the internationalisation”.•	
“Embedded innovation strategy and defined role of each employee to implement the strategy”.•	
“Improved client relationship and interaction with partners”.•	
“More effective management of the company after the IMP³rove process”.•	
“Improved collaboration between the various branches” of the company.•	
“Improved investment planning for innovations”.•	
“Improvement of the innovation culture”.•	
“Enhanced skills.”•	 11

11 Source: Long-term feedback from SMEs.
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An interesting impact reported by one of the SMEs are the “indications how to get synergies from cluster co-oper-
ation.” As IMP³rove is also addressing open innovation issues, the interaction with the cluster is part of the open 
innovation strategy. 

Besides the diverse impact on the SMEs’ businesses, measures that the SMEs intended to take after the comple-
tion of the IMP³rove Assessment reveal the wide variety of possibilities and strategies. 

Measures triggered by IMP³rove: IMP³rove triggered measures for improvement that can be allocated to 
market-oriented and internal measures as the following examples show:

Market-oriented measures include the development or revision of the innovation strategy, the launch of new 
services, or products and the concentration on core competencies as stated by SMEs from the Czech Republic 
as well as from Italy and other European countries. The development of new segments in the domestic market is 
reported by an Italian SME. Another aims at more systematically integrating customer feedback while a German 
SME is working on development projects together with their customers. Several companies from different 
European countries are concentrating on the internationalisation of their businesses.

Measures with internal focus range from organisational changes to process improvements and to improvements 
in enabling factors. The most frequently stated organisational measures were the establishment of a new func-
tion to drive innovation management and/or marketing. french, Italian, as well as Spanish SMEs reported meas-
ures in this area. Others are offering trainings or improving the internal communication (for example, Italian SME), 
or are establishing creativity activities or improving their idea management processes (for example, German 
SME). To better involve the organisation a German SME is launching “strategy days” for employees to better align 
the organisation to the strategic direction of the company. A french company is integrating innovation in their 
hR activities. 

A German SME reports on measures to improve their cost and controlling systems, others are addressing their 
project management capabilities or planning to introduce an ERP system.

Apart from these measures that SMEs described they also provided input on the further development of IMP³rove, 
which also give some hints where they perceive a strong impact from IMP³rove. 

Suggestions for improvement of IMP³rove: The suggested improvements address the content of the IMP³rove 
assessments as well as the IMP³rove process. Regarding the content SMEs suggested to integrating topics such as: 

for innovation strategy: Addressing complexity resulting from innovation and how to balance them (Italian •	
SME).
for innovation organisation and culture: The role of leadership in innovation management, and how to imple-•	
ment innovation management that it reaches the entire organisation to achieve competitive advantage 
(Spanish SME). A major issue was also the education and training of staff in innovation management. 
for innovation life-cycle processes more emphasis on rationalisation, innovation in production processes and •	
in the launch of new products were suggested. 

Regarding the IMP³rove process illustrative examples for suggestions are: 
Direct exchange with other SMEs to gain new ideas and insights on innovation management (Italian SME).•	
Personal interaction during the completion of the IMP³rove questionnaires, for example, completing the ques-•	
tionnaire based on (telephone) interview (German SME).
Stimulate annual evaluations to be able to monitor the progress in developing the innovation management •	

The suggestions on IMP³rove and its perceived value allow some conclusions on what might be the “ideal” 
“IMP³rove SME”—the SME that will benefit most from IMP³rove.

“Ideal IMP³rove SMEs”: Based on the feedback forms and on the personal feedback on IMP³rove the “ideal 
IMP³rove SME” is ambitious, aims for growth, is open-minded and able to digest and integrate modern manage-
ment approaches. The really small SME might not be able to fully leverage the topics addressed. however, they can 
prepare for the time when a growing organisation needs more structured approaches. Medium sized enterprises 
that got stuck in a certain size class need the leadership that will embed innovation management as the engine for 
further growth as well as the skilled work force to successfully develop and commercialize the innovations.
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2.3.3  IMP³rove Enhances the Service delivery of Consultants and drives the 
Establishment of Sustainable business relationships

IMP³rove offers a range of benefits and opportunities to advisors delivering innovation management related 
services to SMEs. Both the analysis of structured feedback data and concrete case examples demonstrate how 
consultants exploited IMP³rove to enhance and improve the long-term impact of their innovation management 
consulting services. 

ENhANCINg thE EFFECtIVENESS ANd EFFICIENCy OF CONSuLtINg SErVICES

IMP³rove unfolds its impact throughout the consulting process—from the pre-marketing and preparation activi-
ties through to the follow-up processes (see chapter 2.1.3); especially in the early phases. 

IMP³rove has a significant impact in the acquisition and preparation phase of innovation management 
consulting services. four out of five IMP³rove Experts appreciate the increase in efficiency with regards to pre-
marketing activities. The feedback collected from more than 1,600 IMP³rove processes (including the IMP³rove 
Assessment and a personal IMP³rove consulting session of at least half a day) shows that IMP³rove is recognised 
all across Europe as a well-established and high-quality approach for improving innovation management of 
SMEs with sustainable impact (figure 16). In turn, consultants exploit IMP³rove to enhance their “reputations” 
as high-quality innovation management consultants. for example, they use the IMP³rove logo on the website 
to communicate their association with IMP³rove or use their IMP³rove certificate when communicating with 
existing or new clients. It sends value-adding signals to existing or new clients about the potential impact of 
the service delivery. 

In addition, the IMP³rove Assessment offers consultants the opportunity to improve their analysis phase. The 
IMP³rove Assessment supports the efficiency of the analysis phase of the consulting project significantly. 
77 percent of the IMP³rove Experts agree that IMP³rove helps them to identify strengths and weaknesses of their
clients more efficiently, as they save time in analysing and assessing the client’s business situation (figure 16).

“Normally, you would need at least 5 days to collect and synthesize the information in such a comprehensive 
manner” confirmed an IMP³rove Expert who has successfully applied IMP³rove to analyse an SME’s strengths 
and weaknesses. 

for a finnish consultant, “the IMP³rove toolkit represented a unique and vendor-neutral framework to assist their 
clients in assessing their management process in a feasible and effective manner.” The IMP³rove Assessment 
combined with a face-to-face interaction helps consultants “to get to the right point much quicker and to identify 
the most urgent and real problems,” confirmed a french IMP³rove Expert. Once the key problems are identified, 
consultants can efficiently develop recommendations and follow-up measures that address the “right problems.” 
As the IMP³rove Assessment and the IMP³rove Benchmarking report reveal a very precise picture, the consultants 
can also develop and discuss more concrete measures and can also argue in a much firmer manner. 
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Figure 16:  Impact of IMP3rove on Pre-marketing and Assessment Activities
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for example, a British IMP³rove Expert executed 10 IMP³rove Assessments to analyse the innovation management 
of manufacturing companies in the North of England and reported that “the companies were a ‘bit shocked’ to 
have such a precise picture presented after such a short time. This required them to readjust the manner of pres-
entation and devote more time and expertise to presenting and discussing the report.”12

buILdINg SuStAINAbLE buSINESS rELAtIONShIPS ANd CLIENt SAtISFACtION IN thE LONg-tErM

The integrated IMP³rove approach focuses on sustainability both in terms of the SME’s performance and the 
impact of the consulting services. Case examples and feedback prove the sustainable character of IMP³rove. 

when providing the short-term feedback, more than 50 percent of the SMEs indicate that they would choose their 
IMP³rove Expert for another assignment (figure 17). This suggests that IMP³rove Assessment and the IMP³rove 
consulting workshop are an important step into a sustainable business relationship with the IMP³rove Expert. 
It allows consultants to work on concrete measures and concentrate on specific areas in innovation manage-
ment, such as for example the development of an innovation strategy or the implementation of more systematic 
project management.

while SMEs’ satisfaction with the quality of the innovation management services expressed after the consulting 
workshop ranges from very low to very high, the satisfaction with the IMP³rove approach and related services 
is regularly high in the long-term. 94 SMEs provided their feedback 12 months after the completion of the 
consulting process. About 93 percent of these SMEs showed a medium to high satisfaction with the long-term 
impact of the IMP³rove approach including the IMP³rove Assessment and the related services delivered by the 
trained IMP³rove Expert (figure 18). IMP³rove further unfolds its impact in the long-term—the proof that the 
approach is oriented toward a sustainable success.

One year after the completion of the IMP³rove Assessment and the IMP³rove consulting workshop the IMP³rove 
consulting services showed a significant impact on the SME’s business overall and on the long-term drivers of 
innovation such as cultural readiness and staff motivation. Most importantly, SMEs also confirm the IMP³rove 
consulting approach had a positive impact on their financial performance such as Return on Invest (ROI) or 
increased revenue (figure 19). Based on the structured IMP³rove approach and the services delivered by the 
IMP³rove Experts, SME were able to implement the right measures such as the adoption of a new technology, 
internationalisation or the development of a new domestic market.

12 See „Insights on Innovation Management in Europe, Tangible Results from IMP³rove”, Europe INNOVA Paper No. 10, published by the European Commission, Direc-
torate General for Enterprise and Industry, or see www.improve-innovation.eu
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Figure 18:  Satisfaction with Long-Term Impact and Approach of IMP3rove
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Figure 17:  Follow-up Assignment as a Basis for Lasting Business Relationships
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More than 60 percent of SMEs stated that the recommendations had an impact on staff motivation and cultural 
readiness for innovation in the long-run (figure 20). This confirms that the IMP³rove consulting process is having 
a long-term impact on SME’s competitiveness as culture is widely recognised as the long-term driver of innova-
tion and value growth.

Case examples of IMP³rove Experts also demonstrate the value of IMP³rove for establishing long-term client 
relationships. They consider IMP³rove as an approach for building and maintaining customer relationships and 
creating long-term business impact. 

In a Czech IMP³rove consulting case, IMP³rove initiated a long-term oriented improvement process with sustain-
able impact. IMP³rove has supported the consultancy to start the discussion on various issues of innovation 
management and to motivate the SME to gear its organisation toward innovation. IMP³rove was just the starting 
point of further analyses and concept developments. The case exemplifies that IMP³rove allows consultants to 
better implement their own methodologies, to trigger other initiatives and to provide advice based on a “holistic” 
analysis of the enterprise’s management processes aiming for long-term impact. 

from a finnish consultant perspective “the value of IMP³rove as a tool for building and maintaining customer 
relationship cannot be underestimated” (see chapter 5.3.2). 

The feedback of IMP³rove Experts after one year confirms this statement. when providing the structured long-
term feedback, almost nine out of 10 consultants stated that IMP³rove helped them to strengthen their client 
relationship to a moderate or even high degree (figure 21).

Figure 19:  Long-term Impact of IMP3rove Consulting Services on SME’s Performance

Source: IMP3rove Core Team, October 2009 ; www.improve-innovation.eu

ROI= Return on Invest, SME= Small and Medium-Sized Enterprise
Means of Likert-scales (1= “no-impact at all” thru 7= “high impact”); based on 94 long-term feedbacks of SMEs
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Figure 20:  Impact of the IMP3rove Expert’s Recommendations on Cultural Motivation for Innovation
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Source: IMP3rove Core Team, October 2009 ; www.improve-innovation.eu
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Sometimes, IMP³rove enters as a niche service into the existing service portfolio of consultants and advisors. In 
turn, it nurtures the further development of existing business relationships, especially for those service providers 
that are currently focusing only on supporting or enabling aspects of innovation management such as IPR 
management or financing of innovation projects. 

The finnish consulting firm stated that IMP³rove is a neutral framework that has been adopted as a niche service. 
Nevertheless, it provides the basis for near to long-term growth as it supports the establishment of long-term 
customer relationships when successfully integrated with existing services. Thus, in combination with its existing 
360° IPR portfolio service offerings, IMP³rove provides the finnish consultancy with a platform for their innovation 
management services and strengthens new and existing business relationships. 

IMP³rove can also unfold its client-relationship building function if it is applied in cases where innovation manage-
ment is not a core service. for example another IMP³rove Expert stated that it successfully applied the IMP³rove 
Assessment in assignments in which innovation management has not been on the agenda in the first place. 
Including IMP³rove as a “facilitating” element elicits prior unexpected root causes and areas for improvements. 
Especially the combination of “virtual” and “real” interactive elements in the methodology allows IMP³rove Experts 
to establish lasting relationships and to complement their portfolios.

Case examples also suggest IMP³rove can establish lasting relationships not only with their clients but also with 
other IMP³rove Experts. 

According to an Italian public IMP³rove Expert that has recently started to provide consulting services rather than 
just “information” services, “IMP³rove has succeeded in implementing the consultancy skills not only by supplying 
them with highly innovative tools for customized business consultancy but also by putting them in contact with 
the best European consultants in this field” (see chapter 5.3.2). 

2.3.4  IMP³rove Customization, Competency building and Portfolio 
Integration at IMP³rove Experts

Case examples and structured feedback show that the IMP³rove services are implemented in various means. On 
the one hand, IMP³rove and especially the IMP³rove related service offerings are customised toward meeting 
the client’s needs. On the other hand, IMP³rove services are exploited differently depending on the consultant’s 
competency in innovation management, the position of IMP³rove in the service portfolio and level of integration 
with other service offerings.

Figure 21: Impact of IMP3rove on Long-Term Client Relationship

Source: IMP3rove Core Team, October 2009; www.improve-innovation.eu

94 long-term feedbacks of IMP3rove Experts

Did the IMP3rove Approach Support you in Strengthening your Client Relationship?

0

20

10

30

1 2 3 4 5 6

0%
4% 4%

20%

30%

24%

16%

Percentage of answers of IMP3rove Experts

7
Not at all Fully



31

CuStOMISAtION OF SErVICE dELIVEry tO turN INSIghtS INtO ACtION

In light of the variety of the SME’s objectives and needs (see chapter 2.3.1), IMP³rove allows IMP³rove Experts to 
customise the delivery of consulting services. Direct feedback from SMEs after the completion of the IMP³rove 
Consulting workshop confirms that IMP³rove enables IMP³rove Experts to adapt the delivery of IMP³rove toward 
the needs of SMEs. More than 90 percent of SMEs stated in their direct feedback that the services delivery was to 
some extent customised. More than half of these SMEs even say that the services delivery was highly customised 
(figure 22).

for example, Italian and UK IMP³rove Experts usually relied on a strong personal support and interaction with 
the SME. In Italy, experts executed the IMP³rove Assessment in workshops with more than one representative 
from the client. A personal and interactive approach allowed them to overcome the SME’s lack of awareness 
and knowledge of innovation. The discussion during the IMP³rove Assessment increased the awareness of the 
management team toward innovation management and provided the consultant with a better understanding 
of the root causes. In a follow-up workshop they jointly developed recommendations more effectively and effi-
ciently as they had created a better understanding of embedded barriers and drivers beforehand. 

To customize the service offerings toward the SME’s needs, IMP³rove Experts took a variety of different approaches 
both in the assessment phase and also in the follow-up consulting workshop. They included personally guided 
assessments, telephone support during the assessment, and group feedback session to increase the impact of 
their services. Until November 2009, more than 1,700 consulting workshops were recorded on the IMP³rove plat-
form. They were executed as personal feedback sessions. Especially during these consulting feedback workshops 
the customization of the service delivery was related to the characteristics of the SME. To respond to the SME’s 
receptiveness for innovation management consulting and ensure a successful outcome of consulting services, 
consultants need to consider the client’s openness to change and attitude toward consultants when preparing 
and executing the feedback session. Consultants that managed to adapt toward differences in terms of open-
ness and attitudes toward consultants increased the value of the consulting workshop for both the SME and 
the consultant. Depending on the openness of the SME and attitude toward consultants different consulting 
approaches were applied, ranging from a listening style where the consultants only indirectly steers the develop-
ment of recommendations and actions to a “teaching” approach where the SME is rather “student” listening to the 
advice of the consultant.13 Experiences and observations collected when applying IMP³rove showed that national 
and cultural differences in Europe also play an important role.

The Spanish consultancy KIMbcn confirmed that the customisation of the service delivery and the successful inte-
gration of the IMP³rove diagnosis with their own innovation management related tools are crucial to personalising 
the improvement actions. IMP³rove opens the “space” and offers a range of strategies to address the identified areas 

13 for detailed explanations please refer to „Insights on Innovation Management in Europe, Tangible Results from IMP³rove”,  
Europe INNOVA Paper No. 10, published by the European Commission, Directorate General for Enterprise and Industry, or see www.improve-innovation.eu
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Figure 22: Customization of Service Delivery toward the Need of the SME

Source: IMP3rove Core Team, October 2009; www.improve-innovation.eu
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for improvements. A personalised and results-oriented implementation allows that the identified improvement 
potential is addressed with adequate recommendations. To achieve this customisation, a successful alignment 
of IMP³rove and the consultant’s service offerings is required. Openness of IMP³rove and the IMP³rove consulting 
process—especially the implementation phase—is crucial for accomplishing such an alignment. Case examples 
also show that assistance and personal support throughout the IMP³rove process is a central element to imple-
menting the required degree of personalisation and customisation. 

An Italian IMP³rove Expert stated:
“we appreciate the holistic approach of IMP³rove, the IMP³rove Assessment and the integration of two consul-
tancy modes, namely a “virtual’ online mode and a direct and customised mode.” 

This confirms that IMP³rove provides consultants with sufficient flexibility in adjusting the way they deliver their 
services. But at the same time it directs IMP³rove Experts to focus on tangible results and the development 
of concrete recommendations after a first personal feedback and consulting session. feedback from IMP³rove 
Experts delivered after the completion of more than 1,500 IMP³rove consulting cases indicates that in 62 percent 
of the cases the innovation management consultant was able to develop concrete follow-up measures and 
recommendations. This indicates that the IMP³rove training and the IMP³rove approach motivate consultants to 
provide their clients with tangible recommendations and concrete steps to take in the future.

As a result, the IMP³rove Experts’ recommendations show a long-term effect on the managerial capabilities of the 
SMEs; especially the embedded and cultural ones (see chapter 2.3.1).

The customization also resulted in additional and complementary consulting service offerings such as seminars, 
conferences on innovation management in SME, networking events or internal staff trainings on innovation 
management. IMP³rove Experts from various countries reported that IMP³rove has enabled them to generate 
additional business, securing jobs in this industry. They successfully offered additional services related to innova-
tion management workshops. In turn, IMP³rove is indirectly creating new complementary services in the knowl-
edge-intensive service sector that impact Europe’s competitiveness in the long-term. 

FrOM “NEw ENtrANtS” tO wELL EStAbLIShEd SErVICE PrOVIdErS—thE dIFFErENt COMPEtENCy LEVELS 

dEFINE thE VALuE ANd uSAgE OF IMP³rOVE

As described above, the landscape of innovation management service providers is diverse in various respects. 
IMP³rove proved: Both consultancies that are already established in advising SMEs in innovation management 
and also new entrants can exploit IMP³rove; however, the benefits and the concrete exploitation differ:

Learning for “Beginners:”•	  New entrants with limited or very specialized experience in consulting services and 
innovation management exploit IMP³rove to strengthen their basic competency in innovation management. 
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Figure 23: Development of Follow-up Measures throughout the Consulting Service Delivery

Source: IMP3rove Core Team, October 2009; www.improve-innovation.eu
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IMP³rove supports them in learning about innovation management in general. Referring to an Italian IMP³rove 
Expert, IMP³rove has enabled them to improve their skills in the field in innovation management. Participation 
in the training and hands-on experience when applying IMP³rove has certainly improved their capabilities. 
New entrants benefit from the “reputation” of IMP³rove to build up their “brand-value.” Beginners highly appre-
ciate the holistic approach of IMP³rove combined with concrete and tangible service offerings. 
Broadening the scope and complementing existing competencies of specialised service providers: •	 There are 
service providers with a well established but specialised service portfolio and experience in consulting serv-
ices. Those consultants aim at accumulating additional know-how in innovation management consulting. 
here, IMP³rove offers special value. An IPR consultancy stated that IMP³rove completes their existing service 
portfolio in an optimal way and enables them to offer value in an unprecedented manner. They build up 
competency in an area that has not been established before. while IMP³rove may yet represent a niche service 
in the portfolio of these consultancies, many confirm that the importance of IMP³rove within their service 
portfolio will grow in the near to mid-term future. As a result, this might trigger further jobs in the sector of 
knowledge intensive services.
Updating the service offerings of experienced innovation management consultants: •	 Consultancies with a 
highly developed expertise on innovation management consulting also benefit from IMP³rove as it helps them 
adjust their consulting services to the requirements of today’s innovation management. Case examples show 
that well established innovation management service providers also benefit from IMP³rove as it keeps them 
“up-to-date” and informs them about new developments in innovation management. 
 Generating business:•	  Numerous IMP³rove Experts have generated additional business. They successfully bid on 
publicly funded programs in support of SMEs. for example, British, finnish, french, German and Polish IMP³rove 
Experts report publicly funded programs where they actively leveraged IMP³rove as a differentiator for winning 
these projects. Others have generated a revenue stream by offering innovation management workshops and 
training. As many of these IMP³rove Experts are SMEs themselves, IMP³rove has contributed to the business 
success of these organisations.

The trainings of IMP³rove were a crucial element in building competency for different types of IMP³rove Experts. 
Both new entrants and well-established service providers received well-structured trainings on the holistic 
IMP³rove approach either by the European Coordination Team or the National Coordinators. These trainings are 
conducted in the form of face-to-face and web-based trainings in order to allow off-site participants to become 
involved in the IMP³rove network. furthermore, they receive support materials, coaching by the IMP³rove Core 
Team and in some cases by the National Coordinator, excellent marketing opportunities as well as possibilities for 
increasing the effectiveness and efficiency of their services. 

from all who participated in the Core Team trainings, more than 60 percent (figure 24) decided to fulfil all require-
ments for becoming associated network partners in terms of IMP³rove Experts and add IMP³rove as a complemen-
tary service to their existing innovation management consulting service portfolio. On the other hand, “beginners” 
and specialised service providers saw the opportunity to provide innovation management consulting for the first 
time to a new or existing client by using the IMP³rove approach (including the online platform) as a guideline for 
their consulting activities.
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Figure 24: Results of IMP3rove Trainings Conducted by the European Coordination Team 
 until October 2009

Source: IMP3rove Core Team, October 1, 2009; www.improve-innovation.eu
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VArIEty IN ExPLOItINg IMP³rOVE AS A SErVICE—FrOM “INFOrMAtION SErVICES” tO thE “IMP³rOVE drIVEN 

INNOVAtION MANAgEMENt CONSuLtINg SErVICES”

As shown above, customisation toward the needs of the SME ensures a successful implementation of the 
IMP³rove services. IMP³rove also has been adapted to the specifics of the service portfolio of the IMP³rove Expert. 
As a result, IMP³rove has been implemented in numerous ways. Case examples depict that there are various 
means to exploit IMP³rove and to implement it into the existing portfolio of consultants. The service delivery of 
innovation management consultants depends on: 

Exploiting IMP³rove throughout the consulting process. •	
Integrating IMP³rove with other services in the service portfolio. •	 (see figure 25).

There are four different types of services in which IMP³rove has been leveraged by innovation management 
support service providers. 

IMP³rOVE AS INNOVAtION MANAgEMENt INFOrMAtION ANd COAChINg SErVICES: 

IMP³rove has been exploited as an information and basic coaching service to introduce SMEs to innovation 
management and assist them in learning about the key success factors in innovation management. when 
IMP³rove Experts exploit IMP³rove as an information and advisory service, they usually do not offer implementation 
oriented consulting services but rather focus on creating awareness or skill developments. for example, service 
providers executed seminars related to innovation and competitiveness and introduced IMP³rove as an approach 
to assess an SME’s innovation management. Often, they perceive themselves as information brokers or guides 
rather than as implementation-oriented consultants. Information and advisory services play a key role in directing 
the SMEs to state-of-the-art management techniques and to further support services in the area of innovation 
management. Typically, these services can be found among intermediaries such as chambers of commerce, 
regional development agencies, technology transfer centres and also academia. They offer workshops or lectures 
where IMP³rove is introduced, and leave it up to the SMEs whether they would like to get more out of IMP³rove. 
Information and advisory services are highly relevant to the “skill developers” among SMEs (see chapter 2.3.2). 
In some cases service providers have relied on a light version of the IMP³rove Assessment, SME workshops and 
personal SME sessions to provide these types of services. Quoting an IMP³rove Expert from the UK “the process 
of assessment acted as a checklist for the managers, and they began to notice elements they had not thought of 
before.” In the future, specific roles might be established to better coach and “guide” SMEs in the early phases of 
their learning and improvement processes.
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Figure 25:  Integrating IMP3rove in the Service Portfolio
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IMP³rove as an add-on diagnosis service:

IMP³rove has also been exploited as an add-on Diagnosis Service to complement other innovation related 
consulting services with a holistic assessment of the innovation management of the SME. In cases, where IMP³rove 
was not the original “trigger” of the assignment, IMP³rove was a value-adding complementary diagnosis service. 
Some service providers have already established a strong service portfolio, for example in IPR, new product devel-
opment or technology management. Building upon an existing client base, these actors implement IMP³rove 
as a complementary service that supports their core services. A finnish and a Spanish consultant stated that 
IMP³rove allows creating in-depth insight into the management system and provides them with a 360° view of 
the enterprises capabilities and performance when complementing traditional performance analysis or product 
development services with IMP³rove. 

IMP³rove driven innovation road-mapping services: 

IMP³rove has also been strategically positioned as an innovation road-mapping service. If so, IMP³rove has been 
centrally positioned in the service portfolio and included a customized plan to improve the SME’s innovation 
management performance. Case examples show that some IMP³rove Experts exploit IMP³rove as a “stand-
alone” road mapping service and follow the IMP³rove process starting with the IMP³rove Assessment through 
the IMP³rove consulting workshop and the roadmap development. for example, small consultancies that have 
recently been established or those that have recently moved into innovation management consulting have 
started to exploit IMP³rove as an innovation road-mapping service. By leveraging IMP³rove they can offer services 
for which they would never have the time nor the resources to develop these services. As a road-mapping service 
IMP³rove is usually not integrated with other innovation-complementary or follow-up services, such as detailed 
innovation process design or innovation strategy development. 

IMP³rove driven value-adding innovation management consulting services: 

IMP³rove can also be exploited as a central framework and a defining entity for all other support services. It is 
highly integrated with other service offerings and implemented as “IMP³rove inside.” As such, it can provide the 
platform of a consultancy’s innovation management consulting services. That is, the IMP³rove Assessment and 
the IMP³rove process build the basis and philosophy of the service delivery and are successfully aligned with 
other service offerings applied in the later stages of the consulting phase. As a value-adding innovation manage-
ment consulting service the focus is on high and sustainable growth of the client, and is also well suited for 
consultants working with “Growers” (2.3.2). It requires longer-term client relationships as well as the integration 
with other business issues where the SME might need support. Typically, IMP³rove is implemented as value-
adding innovation management consulting service by highly experienced consultants that also act as financial 
investors. however, they are still an emerging species. 

Neither do IMP³rove Experts cover all services described in the four quadrants nor do they need to restrict their 
services to one type of service for a long-period. Already, there are IMP³rove Experts that cover services from 
quadrant 1 and 2 or are expanding their service portfolio from quadrant 3 to 4. 

2.3.5  IMP³rove for Financial Actors—IMP³rove Complements Existing 
Financial tools

IMP³rove provides an excellent opportunity for financial investors, advisers and M&A companies to identify SMEs 
with growth potential. This helps to validate investment decisions and master the following challenges:

finding the right investment opportunities, especially when so-called growth champions need to be •	
identified.
Gaining insight into the SME’s innovation capability which existing financial tools do not cover. •	
Making the right investment decisions by increasing the effectiveness of portfolio management and reducing risk.•	

ASSIStINg FINANCIAL ACtOrS IN FINdINg thE rIght INVEStMENt OPPOrtuNItIES 

Investing in SMEs offers excellent opportunities, especially those with high growth potential. In recent years, 
as the role of private equity investments has increased, financial investors (including venture capitalists, private 
equity funds, and M&A companies) are constantly looking for the most lucrative investments, for example, SMEs 
with a high growth potential. however, identifying such opportunities is a real challenge. Sophisticated criteria 
and technical due diligence are used to assess the growth potential of a target, usually with a focus on past 
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performance. But what really matters to financial investors is the ability of the company to grow quickly and 
sustainably in the future. To assess this ability, financial investors often must rely on intuition.

with the classic due diligence tools, financial actors interested in funding highly innovative SMEs can only assess 
an SME based on past performance. They cannot properly determine an SME’s innovation management capa-
bilities required to turn new products, services, or business models into profitable growth. They have little infor-
mation on whether an innovation strategy is well developed, or whether the management’s ability to leverage 
external networks for the development of new ideas is sufficient in the market prospects. however, investors 
must take such capabilities into consideration, as they provide the basis for future profitable growth. Even if an 
investor has identified the SME’s weaknesses, it remains difficult to find the right service provider to help the SME 
improve its innovation management performance to increase profitable growth.

Experiences from the IMP³rove field Test prove the trend that financial advisors and investors no longer want to 
rely on a past-performance analysis of their potential targets. Neither do they want to rely on instinct. In times of 
global competition and volatile markets, financial advisors seek more insights into an SME’s innovation poten-
tial. Currently, there is an information gap. Tools and criteria available to financial professionals do not usually 
provide sufficient insight into a company’s innovation potential, or the potential to generate and grow through 
innovation. As a result, investors seek to complement their existing tools with approaches that will better reveal 
a company’s future growth potential. IMP³rove offers a valid means to complement due diligence activities and 
assess a company’s future potential to grow through innovation. 

The same applies to portfolio and fund managers. These professionals strive for value-enhancing measures to 
build up a portfolio’s growth potential. Preliminary results show that IMP³rove offers a valid means to assess the 
portfolio’s key strengths and weaknesses in innovation management and to derive value-added measures.

SuPPOrtINg FINANCIAL ACtOrS IN MAkINg thE rIght INVEStMENt dECISIONS

The IMP³rove benchmarking approach offers the possibility to gain insight not only into the current innovation 
results, but also into the performance in key dimensions of innovation management. It clearly shows whether 
or not the SME leverages innovation management and is geared to manage innovation successfully also in the 
future. IMP³rove has been proved valuable for continuously assessing the performance of an investment portfolio 
and implementing value-enhancing measures. 

The following case example of a German based M&A boutique with offices in frankfurt, Berlin, Miami and Tallinn, 
has applied IMP³rove as an “innovation due diligence” to support the management of its current mutual invest-
ment fund and decide upon value-enhancing measures.

The M&A boutique has applied the IMP³rove Assessment to an SME of their investment portfolio and was 
supported by a trained IMP³rove Expert. The diagnostic confirmed some hypotheses regarding strengths and 
weaknesses, and uncovered some new and unexpected issues. for example, the IMP³rove Assessment revealed 
that any sustainable profitable growth of the SME during the past few years was mostly due to efficiency increases 
in current operations and a well-utilized workforce. for future competitiveness, however, the SME lacked the 
capability to innovate. It would need a steady stream of innovation from internal and external resources. The 
IMP³rove benchmarking revealed that creating value would depend on leveraging the capabilities of strategic 
partners for innovative “value propositions.” At this time, the SME did not have a thoroughly developed innovation 
strategy that built on strategic partnerships, and cultural issues would hinder the implementation of an innova-
tion strategy.

The assessment of the SME took place in a team meeting by the presence of the financial investor, who is also a 
member of the SME’s management board. The participants discussed the key issues and determined actions in 
order to strengthen the innovation strategy by setting up clearly defined targets. During the follow-up meeting, 
further actions were defined supporting the German M&A company to take measures for developing the SME 
and enhancing its value.

In summary, IMP³rove benchmarking can increase the effectiveness of portfolio management in the following ways:

IMP³rove provides complementary information on innovation due diligence and the company’s future innova-•	
tion management capabilities. It generates insights into the key strengths and weaknesses of the company’s 
innovation management activities. 
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IMP³rove helps to focus on issues of highest importance and therefore increases the efficiency and the effec-•	
tiveness of portfolio management. The assessment of the portfolio in innovation management complements 
traditional methods of portfolio analysis.
IMP³rove supports decisions on value-enhancing measures that increase the overall value of the portfolio. By •	
this means, growth champions give an indication of the growth potential of a target company or a portfolio 
company. 
IMP³rove’s European benchmarks allow for a European comparison of investment targets with the perspective •	
of global benchmarks.

MAkINg INVEStMENt dECISIONS MOrE SOLId by rEduCINg rISk

Results show that IMP³rove is a complementary tool for financial actors assessing a new target. Due to its system-
atic approach that generates more valuable information, it serves as an additional criterion in investment deci-
sions and reduces risk.

This was shown by an SME in the biotechnology sector that is five years in business and staffed with 22 
employees approaching a private investor. The target seemed to have high growth potential, as its technology 
was considered very promising, and the management team seemed to be very experienced. Therefore, the 
SME sought additional funding in order to realize future projects that seemed to be of high technological 
importance for the SME manager. however, after completing the IMP³rove Assessment, the scenario changed. 
The investor decided that the business model needed significant changes before any further investments 
could be made. The reason was that the business model was based on just one scenario. This was found out 
during the discussion of the assessment results (figure 26). It turned out to be very risky for both parties—the 
SME and the investor.

financial professionals investing in SMEs need to know the growth potential of these companies. They benefit 
from the benchmarks that IMP³rove offers as well as the benchmarking reports, which not only help inves-
tors but also the company’s management in focusing the improvement measures on the areas in which the 
largest gaps have been identified. In addition, financial actors use the opportunity to get detailed insights 
into the innovation management performance of their investment target by getting support from a trained 
consultant of the IMP³rove network. The IMP³rove Expert can be either employed to support the completion 
of the IMP³rove Assessments in team meetings, together with the SME, or just supporting financial actors to 
interpret the benchmarking reports properly.
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Figure 26: IMP3rove Supports Investment Decisions

Source: IMP3rove Core Team, 2008; www.improve-innovation.eu
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2.3.6  IMP³rove for Intermediaries and Academia—Exploiting IMP³rove for 
Educational Purposes

A user group that had not been in the scope of IMP³rove at the beginning are academic institutions that provide 
education programs in the area of innovation management. The holistic approach of IMP³rove and the tangible 
result that it provides make it easy to integrate in the curriculum of universities and other academic institutions. 
In the academic area, IMP³rove has been used to assess the university’s own innovation management capabilities 
in order to better focus their offerings on the needs of their “customers.” Three cases show the variety of appli-
cations of IMP³rove: It has been successfully leveraged for academic education programs to train managers in 
innovation related topics. IMP³rove proved its usefulness to further develop the business support providers and 
the infrastructure to help SMEs improve their innovation management. And IMP³rove has been used to evaluate 
and further develop the academic institutions’ own innovation management capabilities. In addition to these 
cases, several academic institutions have included IMP³rove in their research on innovation management and 
innovation management assessment. 

IMP³rOVE AS PArt OF AN ACAdEMIC PrOgrAM FOr INNOVAtION MANAgErS IN AuStrIA

CAMPUS 02. Graz—a university of applied sciences in the southern part of Austria adopted IMP³rove for their 
program in innovation management after participating in an IMP³rove training in September 2007. “This degree 
program is aimed at people looking to acquire solid methodological know-how so as to be able to take over 
the leadership of innovation projects at management level. It is particularly suited for people wishing to play a 
leading role in the shaping of new products, new services and new business areas or organizational changes, thus 
securing the long-term success of the respective company.”14 The program puts strong emphasis on the manage-
rial skills of their students. Therefore they have to learn to manage the entire innovation process from generating 
ideas to successfully generating profit with innovations. IMP³rove fulfils the requirements of the program as it 
closely links innovation management with profitable growth, it addresses all types of innovation from products 
and services to organizational innovations and new business models. furthermore, IMP³rove is action oriented. 
Based on the benchmarking reports, the students can develop and implement action plans for improving the 
company’s innovation management performance. They can further develop their managerial skills in integrating 
the different functions including R&D, procurement, production, marketing and sales. They also will learn about 
the various business issues that include financial, technical, legal, cultural, political, international competitiveness 
aspects, and decision-making processes. 

By including IMP³rove into the academic program for innovation managers, students, companies, the university and 
the region benefit. Students are trained in the state-of-the-art approach to innovation management and receive a 
degree that documents their additional skills and education. Companies where these students are already working. 
gain a clear picture about their own innovation management performance on a national as well as international 
level. The CAMPUS 02 benefits from enhanced visibility and branding as academic institution serving the needs of 
the business community in the area. The region will benefit from the increased competitiveness of the local compa-
nies as well as from the better educated work force and the high-quality advanced education programs that are 
offered there. In a similar way IMP³rove is leverage by an academic institution in the Czech Republic.

IMP³rOVE AS PArt OF thE tOMAS bAtA uNIVErSIty’S rEgIONAL dEVELOPMENt PrOgrAMME

The Centre of Applied Economic Research (CAER), which is part of the faculty of Management and Economics •	
(faME) at Tomas Bata University, in Zlin, leverages IMP³rove for the further development of the region. This area used 
to be dominated by the shoe-making industry. however, competition from Asian countries required the region to 
shift into other industries where the enterprises can successfully compete. Therefore, the capabilities in innovation 
and innovation management need to be developed quickly in these companies. The benchmarking especially on 
an international scale is essential for the enterprises that are often focused on markets outside the Czech Republic.
Building on experience of the Czech Benchmarking Index, Libor friedel, the director of CEAR, has introduced •	
IMP³rove to SMEs as well as to innovation management consultants and members of the academic staff of the 
faculty of Management and Economics (faME) at Tomas Bata University, in Zlin. with this approach, three objec-
tives were reached:

The SMEs performance in innovation management was improved.1. 
The business support providers were trained in the common European approach of IMP³rove. The consult-2. 
ants quickly realized that IMP³rove could open up a lot of opportunities, such as assisting them to sustain 
relationships with their clients.

14 Michael Terler and Pascale Koo, see case example on CAMPUS 02 in Annex.
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The academics were invited to attend IMP³rove events, because CAER also wants to use the IMP³rove plat-3. 
form as an opportunity to promote research.

CAER intends to involve members of the Enterprise Europe Network in the Czech Republic and Slovakia in the 
IMP³rove activities, creating also opportunities to collaborate with trained consultants. Creating an innovation 
management community can serve as a driver for strengthening the “knowledge cluster.” 

IMP³rOVE FOr StrAtEgIC dIrECtION-SEttINg OF AN ACAdEMIC INStItutION

Although IMP³rove strongly focuses on the profitable growth of an organization, it has been successfully 
applied also in the not-for-profit environment. for example, an academic institution—the Savonia University of 
Applied Sciences, finland—chose the IMP³rove approach to evaluate the university’s own innovation manage-
ment. This evaluation was initiated in the context of re-directing the university’s offerings and services to 
better respond to the needs of the enterprises in the region. The IMP³rove Assessment revealed the need to 
systematically further develop the organization’s innovation strategy and related activities of the university. It 
also provided guidance for the development of the future service model and the design of the new innovation 
services at the university.

The learning experience for the staff members that were involved in the IMP³rove Assessment included insights 
in the interrelationship of different innovation activities, facilitation of teamwork, and development of a common 
innovation strategy.15

2.3.7  IMP³rove for Policy Makers—Supporting and Increasing the Impact of 
Innovation Policy Making

Policy makers need measures to increase the effectiveness of their policies. They want to understand the actual 
drivers and barriers for innovation. Case studies clearly showcase the added-value of IMP³rove for national and 
regional policy makers as a means to get insight into the local barriers to innovation and innovation manage-
ment, to assist SMEs to further develop, and to create awareness toward innovation management among SMEs. 
Beyond that, IMP³rove has proven to increase the impact of regional innovation policy making. On the one hand, 
IMP³rove supports the assessment and selection of SMEs to target support measures to those that could make 
best use of it. On the other hand, it also allows the development of public innovation support service providers 
and the selection of the right experts to implement regional innovation policies. In turn, IMP³rove allows the 
adaption of future innovation support services for a higher impact. 

drIVINg thE IMPLEMENtAtION OF rEgIONAL ANd NAtIONAL INNOVAtION SuPPOrt PrOgrAMMES ANd 

ANALySINg rEgIONAL ANd NAtIONAL bArrIErS FOr INNOVAtION

The IMP³rove Assessment, including the IMP³rove Benchmarking report with European benchmarks, provides 
valuable insights in the performance of SMEs from a specific region or industry in comparison to their European 
competitors. This kind of information is particularly valuable for policy makers, such as regional or national minis-
tries and development agencies, which are concerned with development activities on different geographic 
levels. here, IMP³rove has proved to be highly compatible with other programmes, policies or initiatives and has 
been successfully used for analysing regional barriers and drivers of innovation. In addition, it allows support for 
policy makers to develop SMEs in their geography in a very efficient and effective manner. 

In Barcelona, Spain, the Chamber of Commerce initiated a study on the innovation performance of local SMEs. 
KIMbcn, a Spanish non-profit advisory organisation, collaborates with a wide range of organisations involved in 
technology innovation and development, with a particular focus on SMEs. KIMbcn’s innovation team executed 
this study on the state of innovation of the Catalan SMEs by visiting SMEs and identifying the companies inno-
vation needs in order to give them a global solution under the framework of a project called “Creixem Innovat” 
(“Let’s Grow Innovating”) from the Barcelona Chamber of Commerce. KIMbcn used the IMP³rove approach for the 
systematic and in-depth analysis of the SMEs’ innovation capabilities. Two consultants from this team were trained 
as IMP³rove Experts and KIMbcn is participating in IMP³rove since february 2009 by exploiting this approach as a 
service offering within the company’s consulting services portfolio. Using IMP³rove provided the responsible of 
“Creixem Innovat” structured insights into weaknesses and strengths of Catalan SMEs in innovation management 
and to compare it in a European context.

15 for more detailed information see the case example in the Annex.
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IMP³rove was also successfully applied at a national level in the Enterprise and Innovation Project in Serbia, which 
is part of Serbia’s process of application for EU membership. Three main objectives were pursued: 

Developing expertise in the Ministry of Economy and Regional Development. •	
Developing innovation policies. •	
Providing assistance to enterprises. •	

Until November 2009, 80 SMEs were assisted in developing their business with the help of IMP³rove. A surprise 
was the high response rate from Serbian enterprises. About one in three of the enterprises approached wanted 
to undertake the assessment. This was for a variety of reasons. In some cases, the potential for gaining assistance 
from the state was important; in others, the prestige of an EU approved tool was convincing; for some others 
there was a genuine interest in gaining insight into improving their performance. The analysis and the bench-
marking of SMEs was another important aspect. Results revealed that the Serbian companies showed a similar 
profile to that of other EU companies. Their main difference lay in the innovation results aspect, where the hurdles 
faced by Serbian companies in exporting were significant. Reporting the profiles back to Serbian companies and 
demonstrating their similarities with companies in the EU was encouraging (see annex).16 These findings were 
an important element to embedding knowledge on innovation in the business support infrastructure. To some 
degree this also assisted Serbia in its trajectory for membership in the European Commission. 

These and further cases pinpoint that IMP³rove provides regional and national policy makers with an effective 
and efficient methodology to analyse the performance of SMEs within their region and country and to assist 
them in their further development. Indeed, results revealed that IMP³rove can be implemented without long 
lead times and without extensive local adaptation. In the Serbian case, for example, the initial doubts on the 
applicability were overcome quickly. In the beginning, it was unclear whether IMP³rove would be applicable to 
an economy in transition and a brief testing took place. however, the fact that it had been successfully used in 
Bulgaria, Romania and hungary did tell in its favour. 

CrEAtINg rEgIONAL AwArENESS tOwArdS INNOVAtION MANAgEMENt ANd FOStErINg CrOSS-bOrdEr 

COLLAbOrAtION

IMP³rove was also successfully applied by regional policy makers to increase awareness toward innovation manage-
ment in SMEs and to foster collaboration and networking. with the support of trained IMP³rove Experts regional 
agencies have relied on IMP³rove to introduce SMEs to innovation management and also to foster networking 
among SMEs. A cross-national activity showcases how two regional development agencies and a trained IMP³rove 
Expert leveraged IMP³rove to create awareness toward innovation management and the European programme 
EfRE (INTERREG IV) to foster cross-border networking. 

five i’s innovation consulting—an associated IMP³rove Expert located in Dornbirn (Austria) and a German and an 
Austrian business development agency organised two seminars promoting the IMP³rove initiative and demon-
strating the importance of innovation management to SMEs (see Annex). During the seminars, IMP³rove was 
introduced to the SMEs and also success stories were presented showing how SMEs improved their innovation 
performance. Both agencies, “wiR-wirtschafts-und Innovationsförderungsgesellschaft Landkreis Ravensburg mbh” 
and “wirtschafts-Standort Vorarlberg Gmbh (wISTO),” had each invited more than 300 SMEs of the Lake Konstanz 
region. The two seminars took place in series in the two different countries and were partly funded by EfRE 
(Interreg IV). The attendance in Ravensburg comprised mainly rather small companies (5-50 employees), while in 
Dornbirn also larger companies (> 100 employees) participated. The feedback of the participants was positive and 
all participants confirmed the importance of innovation, also to very small enterprises. IMP³rove helped to imple-
ment the objectives of this European program supporting innovation in regions across national borders.

These seminars were a first step to further develop the innovation capability of SMEs in this region. 

IMPrOVINg thE IMPACt OF PubLICLy FuNdEd INNOVAtION (MANAgEMENt) SuPPOrt SErVICES 

IMP³rove allows policy makers to increase transparency and the impact of innovation management support 
services. It allows selecting and further developing the most suitable SMEs for the publicly funded program. It 
also supports the further development of innovation management consultants and advisors. 

Case studies showcase that IMP³rove provides policy makers with a “selection” tool to target their measures to 
those SMEs that can benefit the most from it, and thus allocate funding in a most effective manner. 

16 Please refer to Annex on the details on the case study.
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In the Enterprise and Innovation Project in Serbia, IMP³rove has enabled selection of the right target companies. 
The IMP³rove Assessment was used as a selection tool to assist companies that could make best use of it. The aim 
was to make the most efficient use of limited resources. A mapping exercise was undertaken to determine what 
resources were available in Serbia and from the European Union to assist the enterprises. These resources were 
both public and private. 

In Egypt, IDITA—a regional development agency—relied on IMP³rove to select the best SME candidates for 
an international innovation conference. The IMP³rove Assessment provided a clear picture of the innovation 
management performance of the applicants and pointed out their strengths and weaknesses in the various 
dimensions of innovation management. 

Experience proves that IMP³rove supports the effective allocation of public funding for SMEs related to innovation 
projects as it complements a project focus with a holistic innovation management focus. Analysis of the IMP³rove 
benchmarking database has shown that public grants alone will not help SMEs to successfully turn an idea into 
value.17 IMP³rove takes a holistic perspective and enables policy makers to select SMEs with a solid innovation 
management in place ensuring that they exploit public grants for profitable growth. It also allows them to further 
develop the innovation management capability of SMEs with the help of trained IMP³rove Experts assisting SMEs 
in developing their innovation management capability. In this regard, IMP³rove has a three-fold impact:

Allows a more effective and targeted allocation of “tax” money in support of innovation management of •	
SMEs.
Stimulates the competitiveness of SMEs in a sustainable way. •	
further develops the knowledge-intensive service sector as more innovation management consultants and •	
IMP³rove Experts get involved and experienced in IMP³rove. 

Besides increasing the impact at SMEs, IMP³rove also drives the further development of support services providers 
and, in turn, allows policy makers to increase the transparency and the impact of consulting services. 

feedback from IMP³rove Experts shows that the impact of innovation management consultants needs special 
attention. Only about 7 percent of IMP³rove Experts defined concrete targets for the impact of their consulting 
services after the completion of the IMP³rove Consulting workshop (figure 27). This low figure is not specific for 
IMP³rove Experts as the discussion on performance indicators during the Enterprise Europe Network Conference 
2009 confirmed.

IMP³rove has shown to the European Commission and policy makers at regional and national level that there 
is only a limited impact among support services providers and consultants. There is a strong need for further 
improving the capabilities of support services providers. The results of IMP³rove have been confirmed in a recent 

17 See also Europe INNOVA Paper Nr 10; Insights on Innovation Management in Europe—Tangible Results from IMP³rove.
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Figure 27:  Impact Orientation of IMP3rove Experts

... increased profit

Source: IMP3rove Core Team, October 2009 ; www.improve-innovation.eu

Based on 1192 feedbacks of IMP3rove Experts

7,1%

Percentage of IMP3rove Experts who Defined Targets for ...

... reduced costs 6,2%

... increased income from sales 7,6%



42

working paper by the Commission of the European Communities18 that stresses that there is a relatively high 
need for improvement with regard to measures in support of innovation management provided by consultan-
cies at the European and national levels.

Innovation management consultants vary in terms of their experience in innovation management (measured 
in share of turnover from innovation management consulting services and number of assignments related to 
innovation management (figure 28).

for policy makers it is important to know that the innovation management support services are a young profes-
sion. Therefore, it is not surprising that almost half of all IMP³rove Experts show a rather low experience (figure 29). 
44 percent of IMP³rove Experts are novices. however, 17 percent of IMP³rove Experts show high experience in all 
three dimensions, being the early adopters of innovation management support services. 

Innovation management support services as part of the knowledge intensive service sector offer a high growth 
potential for job creation. This industry itself is young and has a significant impact on the development of their 
customers, which are the SMEs in Europe. for policy makers, the insights on the capabilities and development 
potential of this industry are important to design their policies in support of job creation by innovation and 
competitiveness within the innovation management support service sector and beyond.

18 See Commission Staff working Document of European Commission (2009): Making public support for innovation in the EU more effective: Lessons learned from a 
public consultation for action at Community level.
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Figure 28: Experience Level of IMP3rove Experts

Source: IMP3rove Core Team, October 9, 2009; www.improve-innovation.eu

Turnover I.M.= Turnover from innovation management; based on statements of 301 IMP3rove Experts
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The impact of the publicly funded programs can be significantly enhanced when a solid infrastructure of effective 
innovation support provider is in place. for this reason, the Serbian development activities in the Enterprise and 
Innovation Project in Serbia emphasized the training and development of the support services providers. After a 
formal training and pilot period (assisted by a highly experienced IMP³rove Expert), a number of Serbians could 
deliver the work themselves. ITIDA, the Egyptian development agency for the ICT sector intends to leverage 
IMP³rove for the development of a wider and stronger network of innovation support providers. 

when investigating the long-term impact of the support services provided by IMP³rove Experts after one year, 
results show that innovation management consultants with a higher level of experience achieve a larger impact 
on both qualitative and quantitative impact measures (figure 30). This suggests that efforts to increase the capa-
bilities of support service providers—such as the one undertaken in Serbia and Egypt—should be intensified in 
order to increase the impact of innovation support services.

for policy makers it is valuable to see that IMP³rove is addressing the right business drivers and is providing trans-
parency on the performance and experience of support services providers. Policy makers that seek more impact 
from their publicly funded programs now can build on the experienced support providers and the innovation 
management training program developed in the context of IMP³rove to close the gap between SMEs’ expecta-
tions and support providers’ proficiency in innovation management.

Figure 29: IMP3rove Experts across Different Experience Levels

Source: IMP3rove Core Team, October 9, 2009; www.improve-innovation.eu

Based on statements of 301 IMP3rove Experts
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In the future, policy makers in Europe can benefit even more from IMP³rove. Based on the IMP³rove Assessment, 
national innovation awards can be launched. for more effective policy-making, the comparison of local SMEs’ 
innovation management performance with that of other regions or countries provides valuable insights. Other 
benefits will come from the performance evaluation of innovation management support services as they are 
available from the IMP³rove feedback process. Given the fact that IMP³rove is still very young—as the next chapter 
on its history shows—it needs a bit more time for policy makers in Europe to learn about the best ways to benefit 
from this approach for their own contributions to Europe’s competitiveness.

Figure 30:  Perceived Long-term Impact of Support Services of  IMP3rove Experts
 across Different Experience Levels

Source: IMP3rove Core Team, November 2009 ; www.improve-innovation.eu

Means of Likert-scales (1= “no-impact at all” thru 7= “high impact”); based on 94 long-term feedbacks of SMEs
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 IMP³rove history—From a Project 3 
to realization of the Vision 
of a truly European Approach

European projects often are considered a testing ground to gain more support especially of SMEs. Therefore, 
expectations have been accordingly high when IMP³rove was launched beginning of 2006. At maximum the 
development of a “prototype” could be envisaged. four years later, the vision of a truly European approach to 
innovation management and the related support services for SMEs has emerged and is on its way to being 
implemented and continuously improved. 

the development of IMP³rove 3.1 

The development of IMP³rove followed a clear structure right from the beginning that included the phases of 
developing the IMP³rove approach, testing and dissemination.

Each of the phases had clearly defined milestones and deliverables that were geared to high impact for the 
companies and the other stakeholder groups. 

developing the IMP³rove Approach3.1.1 

The overall aim during the development of the IMP³rove approach was a state-of-the-art approach that built on 
existing tools and methodologies but had a clear added value compared to them. Current practices in innovation 
management consulting approaches and self-assessment tools in Europe were evaluated to define the require-
ments for futures “best practices.” The results of this first phase are published in the Europe INNOVA paper No 
2.19 It became obvious that IMP³rove had to be positioned in the sector that had not been covered yet by other 
approaches. This sector required the depth and spread of the innovation management assessment.

19 IMP³rove—Assessment of current practices in Innovation Management Consulting Approaches and Self-Assessment Tools in Europe to define the requirements for 
future "best practices.” 

31

Figure 31: The Phases of the IMP3rove Project

Source: IMP3rove 2006; www.improve-innovation.eu
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The depth of the approach required the detailed analyses of the various dimensions of innovation management. 
The spread focused on the systemic assessment that is based on the A.T. Kearney house of Innovation and 
provides for the holistic assessment.

The attractiveness of IMP³rove today is based on its thoroughness of the analyses and the integration of online 
benchmarking and personal consulting. Quick-checks on innovation management are offered in many countries. 
however, the thoroughness that really identifies the strengths and weaknesses in innovation management is 
missing. Therefore, the proof of concept for IMP³rove is based on the thoroughness of the approach and the value 
added for the different stakeholders. 

testing the IMP³rove Approach3.1.2 

The IMP³rove approach was tested in several stages before it was made available publicly on the IMP³rove website. 
End of 2006 the first SMEs were invited in a so-called “dry-run” to test the questionnaire based on a hard copy 
version. The aim was to verify the content of the questionnaire.

Figure 32:  The IMP3rove Approach Striving for Breadth and Depth

High

Low

Source: IMP3rove Core Team, 2006 ; www.improve-innovation.eu
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Figure 33: Modular Approach to Testing IMP3rove 
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 Overriding Are questionnaires suitable Do all elements of the  Does IMP3rove stand the test
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   the desired results?

 Sample 5 SMEs 85 SMEs  1,500 SMEs

 Geogr. Germany Finland, France, Germany 25 countries
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 partners Few SMEs Several SMEs Numerous SMEs,
    Numerous IMC and intermediaries

Source: IMP3rove Core Team 2008 ; www.improve-innovation.eu
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In a second test, the “pre-test,” 85 companies tested the IMP³rove process including the assessment in an online 
version. As a result the questionnaire was divided in the IMP³rove Assessment and the IMP³rove Root/Cause 
Analysis. The IMP³rove Assessment is directed to the output of the innovation management activities, while the 
Root/Cause Analysis provides the reasons for the strengths and weaknesses of a company’s innovation manage-
ment. In addition, it offers “best practices” from other companies in the different dimensions of the A.T. Kearney 
house of Innovation.

The third test, the “field test” was performed with more than 1,500 SMEs from more than 25 European countries. 
The aim was to build the IMP³rove database and to refine the IMP³rove approach with its various features. As 
a result, the self-assessment tools are provided in two more languages: Polish and Czech. The flexibility of the 
IMP³rove process has been increased, for example, the SME can now select an IMP³rove Expert at any stage of 
the process. 

with these various tests of the IMP³rove approach a solid basis for the dissemination was established.

disseminating the IMP³rove Approach3.1.3 

The dissemination of the IMP³rove approach served as a first test for the proof of concept. During the field test the 
National Coordinators that were part of the IMP³rove Consortium were compensated for their effort in recruiting 
and supporting SMEs in the successful completion of the IMP³rove process. Upon completion of the field test this 
financial incentive was no longer available. In this phase the proof of concept already emerged. Those business 
support organizations where IMP³rove fit into their strategy continued to apply it. Other organizations that did not 
develop their own market for IMP³rove during the field test completely stopped their activities related to IMP³rove 
as soon as the financial incentives from the IMP³rove project were no longer attractive. These organizations missed 
the opportunity during the field test to further develop their service portfolio based on the IMP³rove approach.

At the same time many other organizations that didn’t receive any financial incentives during the field test but had 
already innovation as part of their business strategies adopted IMP³rove and now leverage it in their support of 



48

SMEs. Examples of these innovation support providers are detailed in Chapter 2.3 and in the Annex. The versatility 
of IMP³rove allows many ways of integrating it into their own service offerings and developing new market oppor-
tunities for public and private support service providers. This creates new jobs and at the same time supports SMEs 
in their efforts to improve their competitiveness.

During the dissemination phase the channels to access SMEs covered a wide spectrum. Channels with longer 
lead times usually were mostly located in the public sector, whereas the private sector with the shorter lead times 
seemed more promising. Once the longer lead times in the public sector were overcome, the dissemination of 
IMP³rove can get broader. for example, the regional or national programs usually include a larger number of SMEs 
compared to the innovation management consultants that offer their services to a limited number of SMEs.

In Poland and Serbia publicly funded innovation support programs helped to introduce IMP³rove to a larger 
number of SMEs. In Serbia, for example, the aim in one of the programs is 150 SMEs. 

On the other hand there are very active private consulting firms, for example in Spain/Portugal, that support a 
number of SMEs every month to complete the IMP³rove process. 

The proof of concept here is based on the diversity of the various channels to access SMEs. It reflects national and 
regional differences in support programs and also in the infrastructure available to offer support programs. 

During the dissemination phase a major constraint turned out to be in many areas the infrastructure providing 
innovation management support services to SMEs. Technology transfer or internationalization is in many coun-
tries well covered by support services offered to SMEs. But they are different to innovation management support. 
Even if these organizations make a major effort to expand their services, it takes some time until the SMEs accept 
this change in branding. A good example is the RKw in Germany. They are still perceived as providers for services in 
rationalization although they have integrated innovation support services and changed their name accordingly. 

IMP³rove as European Pre-standard 3.2 

for many IMP³rove business partners, the fact that the IMP³rove Assessment adheres to the standard of innovation 
and innovation management capability ratings was a strong argument for becoming a member of the international 
IMP³rove Expert network. This standard is described in the CEN workshop Agreement 15899 published December 
2008. The CwA workshop was established by member states’ bodies to take first steps in the standardisation of inno-
vation and innovation management capability ratings.

Upon request of the IMP³rove network partners as well as from SMEs, we included the reference to the CwA 
15899 on the IMP³rove certificates for the SMEs and for IMP³rove Experts. These certificates seem to be most 
important in Eastern European Countries. with these certificates, SMEs and IMP³rove Experts can differentiate 
themselves within their competition when they can prove that they have adhered to the European standard.
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Figure 34: Access Channels to SMEs
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Source: IMP3rove Core Team 2009 ; www.improve-innovation.eu
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Given the need for standardisation in innovation related topics CEN as the European standardisation agency has 
established a technical committee for innovation management. In different working groups European standards 
related to innovation management will be developed. for IMP³rove, guidelines as part of a European Norm on 
innovation management support processes could further strengthen its proof of concept.

 key Lessons Learned from the IMP³rove Field test as the First Proof of 3.3 
Concept

The first proof of concept has been provided during the IMP³rove field Test. The focus of this proof of concept 
was in testing the various value-propositions of IMP³rove, and collect feedback on their benefits for the various 
stakeholders. from April 2007 to March 2008 more than 1,500 SMEs, numerous consultants and select financial 
actors and policy makers from more than 25 EU Member States participated in this test. In retrospective, the 
following recommendations are offered to achieve this kind of first proof of concept: 

Design the test as if it is already an established “service”.•	
Design for a wide roll-out of the test.•	
Exchange “good” practices among all partners.•	

The IMP³rove field Test set the basis for the successful dissemination and for the impact that IMP³rove has. This 
was essential now that a proof of concept can be provided. 

Value-creation testing3.3.1 

The IMP³rove field Test built on a thorough design of the IMP³rove approach and on pre-testing in a “protected” 
and friendly environment before it was offered publicly. Therefore, the promotion of the IMP³rove approach was 
less focused on “testing” and more on gaining valuable insights. It was not designed as a “prototype” that was 
checked by the various stakeholders. 

This required that all features of IMP³rove were in place and accessible for all interested participants. The marketing 
highlighted the benefits IMP³rove offered right from the beginning. Those who asked SMEs to do them a favour 

Figure 35: Areas of Standardization
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Source: IMP3rove Core Team 2008 ; www.improve-innovation.eu
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by completing the IMP³rove process had less success than those who offered unique insights and a new look on 
the company’s competitiveness. The latter positioned IMP³rove during the field Test already as a well-designed, 
value-adding service. They didn’t use their SME clients as “guinea pigs” but interacted with them as business part-
ners who could expect a return for their time invested. Standard feedback processes were established to assess 
the short- and longer-term impact of IMP³rove and provide insights on the value of the various value proposi-
tions of IMP³rove. This demonstrated also the concept of continuous improvement within IMP³rove.

testing on a truly European Level 3.3.2 

The key success factor for testing the benchmarking approach was the truly European scope. This provided 
stakeholders right from the beginning with insights that were not available prior to the IMP³rove field Test. The 
testing in the 25 EU Member States required that IMP³rove and its marketing material were available in various 
European languages. Therefore, apart from the planned five languages Polish and Czech versions were added 
during the testing. 

Testing on a European scale based on a quick ramp-up at the beginning allowed the benchmarking in the 
different countries, by different sectors, age and size classes of the companies as soon as the SMEs completed 
the questionnaires. 

The openness and versatility of the IMP³rove approach was proven during the field Test by involving a wide 
variety of stakeholders. The members of the IMP³rove Consortium responsible for the field Test quickly realized 
that the success of IMP³rove will increase with the network of IMP³rove Experts. Therefore, trainings and work-
shops were developed in various countries to introduce IMP³rove to the wider community. focus of these events 
was put on delivering impact to the SMEs. This included clear measures, strong linkage of these measures to the 
SME’s business performance, feedback from SMEs on the service quality received during the IMP³rove field Test.

Improving the test Approaches during the Field test3.3.3 

Although clear responsibilities were assigned to the different Consortium Members for the IMP³rove field Test, 
“good” practices in executing and driving the field Test were exchanged among the partners. Not all activities 
that proved successful in one country could be adopted in the other European countries. however, innovative 
approaches stimulated the creativity in adapting those in the own country. 

The telemarketing approach to gain access to SMEs was very successful in the UK and adopted later on in 
Germany. Testing the IMP³rove Assessment based on a “hard copy” rather than on the online version showed 
advantages and disadvantages during the field Test. 

At an early stage of the IMP³rove field Test it became obvious that the majority of SMEs are not yet ready for the 
concept of “self-assessment” in innovation management. Assistance by an innovation management expert is 
essential to fully leverage the potential of IMP³rove, and ensure high data quality. 

The IMP³rove field Test has provided insights in innovation management proficiency in Europe as well as in what 
is required for a successful project on a European scale with direct involvement of a significant number of SMEs, 
consultants and other stakeholders. 

These insights are most valuable to build future support programs and initiatives for sustainably increasing the 
competitiveness of Europe.
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 Looking Ahead—IMP³rove 4 
for Sustainable Competitiveness 
in Europe

IMP³rove has demonstrated its value in many ways. It has the potential to turn from a project into a sustainable 
high-value service offering for Europe that supports the growth and competitiveness of enterprises in Europe. 

This move requires the continuous and market-oriented development of the various IMP³rove service offerings 
and features. It will also require the (political) will to adopt and leverage IMP³rove for more effective policies, 
better services and increased growth and competitiveness.

Policy makers, financial actors, innovation management consultants and intermediaries, academia and last but 
not least the SMEs have the opportunity to make use of IMP³rove, integrate it in their support programs, service 
offerings, and apply it for more innovation and profitable growth to overcome the economic crisis.

with the planned further development the IMP³rove Core Team will create the basis. The stakeholders then are 
invited to leverage IMP³rove for their strategic goals.

Implication for Future Innovation Support Services4.1 

Many case examples have shown how difficult it is for SMEs to get on the growth path, and systematically exploit 
their innovation potential. There is one pattern that we described as “Caught in the customization trap.” Often 
companies started off with an innovative idea that they could sell to one customer. The mantra that the product 
or service has to be highly customized forces these companies to fully adapt their service or product to the next 
customer. Scale or even industrialization of their production is out of reach. Only very few SMEs take a step back 
and challenge their business model, asking the strategic question whether the company should concentrate on 
“project” business with batch size 1 or whether they can turn the experience that they have gained from various 
customers to develop a “platform” that allows scale and at the same time offers the required customization. 

Innovation support services need to provide the effective tools and strategic approach for SMEs to validate their busi-
ness model on a regular basis. In cases where the strategic review suggests the move into larger-scale businesses they 
have to provide the support to develop the roadmap to shift from small-scale to medium-scale to large-scale delivery. 

This is just one example where “high-potential” SMEs require sophisticated innovation support services 
throughout Europe. Another example is the understanding in which phase of the industry life-cycle the SME is 
in. Depending on the level of maturity, the SME’s innovation strategy has to be designed. This market of sophisti-
cated innovation management support services still needs to be further developed—both on the demand and 
on the supply side. SMEs need to be educated in innovation management and in what kind of services they can 
expect. Innovation management support providers need to develop service offerings that anticipate and effec-
tively address the competitive issues of their clients. 

The interest of intermediaries and policy makers outside Europe in IMP³rove is a clear indicator that the competi-
tive pressure will not decrease in the near future. Therefore, innovation management and innovation manage-
ment support are topics that need to be addressed more systematically in the academic and secondary 
education—IMP³rove has the potential to effectively respond to that need.

 Further Improvements of IMP³rove to Meet Changing Market demand 4.2 

Research on innovation and innovation management highlights the benefits of open innovation. Principles 
of open innovation will be applied also in the future for IMP³rove. Only then high quality value propositions 
and services can be designed to best meet the demand of SMEs, consultants, intermediaries, financial actors, 
academia and policy makers.



52

The further improvements of IMP³rove will include:
Technical enhancements for more user friendliness, modularization, interactivity and flexibility of the IMP³rove •	
platform and tools.
Community building and strong involvement of the IMP³rove associated partner network across Europe for •	
sharing and benefiting from good practices and ideas.
Establishing the European Innovation Management Academy that will contribute to the further development of •	
innovation management proficiency in Europe and to the development of the support infrastructure for SMEs.
further developing the IMP³rove database and maintain it as the largest most up-to-date database on innova-•	
tion management that has demonstrated its value already. 
Gaining further insights on drivers and barriers of innovation management as key success factor for profitable •	
growth. 
Actively supporting community-building and exchange of best practices in innovation management across •	
the different stakeholders to improve the proficiency and support in this area.
Designing the business model that will best secure IMP³rove’s sustainability and value-add.•	

These improvements and additional benefits of IMP³rove will respond to changing demand and support the 
efforts to increase the growth, wealth and competitiveness of Europe. They aim at increasing the attractiveness 
of IMP³rove and strengthening its brand.

 technical Enhancements for More user Friendliness, Modularization, 4.2.1 
Interactivity and Flexibility of the Platform, tools and related Services

The IMP³rove platform is a core element of the IMP³rove approach. In order to meet the needs of the key stake-
holder groups—SME, innovation management consultants, intermediaries, financial actors, academia and 
policy makers—high-quality and highly sustainable services need to be delivered via the next generation of the 
IMP³rove platform. 

IMP³rove is more than just a tool. Moreover, it is a platform for a network of key stakeholders in innovation manage-
ment. Building upon the well-established and tested service offerings, the future management of the IMP³rove 
platform will keep up with current trends in E-services in order to meet the needs of existing and future users. 
Increased usability and flexibility of the service delivery will be in focus. Therefore, future developments of the 
IMP³rove platform will allow more interactivity among the IMP³rove users—especially the IMP³rove experts and 
SMEs. furthermore, the management will clearly link the software-support processes and additional web-based 
content to other activities and services of IMP³rove such as training and accreditation of experts and also SMEs. 

To develop and implement the next generation of the IMP³rove platform the following four major activities will 
be initiated: 

Customization of the software-module of the IMP³rove platform including the assessment and feedback proc-•	
esses and technical implementation.
Refinement and implementation of a more interactive and usable web-content including interactive communities.•	
Refinement of the IMP³rove expert directory and client feedback mechanism. •	
Provision and maintenance of high quality services to the key stakeholder groups of IMP³rove.•	

 Community-building and Strong Involvement of the IMP³rove 4.2.2 
Associated Partner Network across Europe

The success of IMP³rove is based to a high extend on the large European network of associated partners. They 
include a wide variety of organisations and individuals. IMP³rove is supported by public organisations (innovation 
agencies, policy makers, academia, etc.) as well as private companies rendering services in innovation management 
to SMEs. This network will be further developed to foster the exchange of ideas and services within the partners 
but also to invite them to develop communities of special interest, or new ideas for IMP³rove. Discussion boards 
and other community features (for example, blogs) for both SME and innovation management service providers 
will allow the direct interaction and exchanges on innovation management related issues. If SMEs can directly liaise 
with other SMEs, they can exploit a large SME network to search insights and develop ideas collaboratively. 20

20 See also IMP³rove Expert Meeting report, July 17, 2009.
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IMP³rove will build on and further develop its existing governance approach and manage its partner network in a 
two-staged manner—via centralized and decentralized structures. Accredited local coordinators will allow IMP³rove 
to meet local and regional needs of various stakeholder groups such as SMEs, IMP³rove Experts and financial actors 
or academic partners. These actors will benefit from the important role that they play for the further adoption and 
dissemination of IMP³rove. A regular review of the performance of these local coordinators, and a clear and system-
atic brand management will ensure an appropriate positioning of IMP³rove and the associated partners.

 Establishing the European Innovation Management Academy 4.2.3 

Given the need to further develop the infrastructure for innovation management support services, trainings on 
innovation management are key. They not only enhance the proficiency in innovation management topics and 
related services. These trainings are attractive as means for networking and community-building. The training 
offerings will be designed for the various levels of proficiency and will certify the participants as IMP³rove Guide, 
IMP³rove Expert or IMP³rove Auditor. The curriculum will cover general innovation management topics as well as 
trainings on special innovation management issues and trends. The European Innovation Management Academy 
will be established as a virtual academy with European presence.

 Further developing the IMP³rove database and Maintain it as the 4.2.4 
Largest Most up-to-date database on Innovation Management

Data quality is the pre-requisite for the continued success of IMP³rove. Therefore, users will be notified in the 
future whether an IMP³rove benchmarking report is based on a SME’s self-assessment or whether it has been 
validated by an external IMP³rove Expert. for SMEs, financial investors, policy makers, academia, consultants it is 
important to know the level of quality of the benchmarking data and reports.

The value of the IMP³rove database is on its truly European scope including also several non European countries. 
This geographic spread will be maintained and expanded in the future.

In light of new emerging industries, future benchmarking services will also consider additional benchmarking 
options specifically addressing growth-oriented industries such as clean technologies, space, creative industries 
and emerging countries. 

 gaining Further Insights on drivers and barriers of Innovation 4.2.5 
Management as key Success Factor for Profitable growth

Regular IMP³rove scoreboards will provide up-to-date insights in the innovation management performance of 
SMEs but also of other players supporting SMEs. Both the size and structure of the benchmarking database and 
the IMP³rove expert database will be reported on a regular basis. Quarterly issues of the status report will be 
delivered in a digital format to registered users of the IMP³rove platform only. 

Studies on leading practices in innovation management will be developed and disseminated to the IMP³rove 
community.

 Actively Supporting Community-building and Exchange of best 4.2.6 
Practices in Innovation Management Proficiency and Support

To ensure further dissemination of IMP³rove both in breadth and in depths, the organization of Innovation 
Management Roundtables and promotion activities will be performed. These activities complement the activi-
ties to develop the IMP³rove partner network. The international IMP³rove Roundtables with innovation actors 
from different backgrounds as Enterprise Europe Network, chambers of commerce, innovation agencies, regional 
or national development agencies, cluster representatives and professional associations are essential to discuss 
current barriers for innovation management and exchange experience of how to best remove them. The partici-
pation of SMEs and IMP³rove Experts during these meetings adds value to elaborate best practice approaches 
and to enable policy makers to see innovation management difficulties from the practitioners’ perspective.
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 designing the business Model that will best Secure IMP³rove’s 4.2.7 
Sustainability 

with the proof of concept for IMP³rove, a first and important step has been taken, but a critical one still has to 
be accomplished—the development of a sustainable business model. first ideas have been developed already. 
however, the interest of public institutions as well as private organisations in leveraging the various value proposi-
tions of IMP³rove needs to be more systematically analysed and their market potential prudently assessed before 
a business model can be developed that will meet the key criteria of IMP³rove—creating sustainable impact.

Potential sustainability models will be discussed and “pre-tested” with members of a “sounding board” to identify the 
preferred options that will create the most interest and support for sustained value-added by IMP³rove in the future.

Invitation to Leverage IMP³rove4.3 

Re-inventing the wheel is no longer an option. IMP³rove is available for all stakeholders in all European countries 
as a powerful tool to effectively improve the competitiveness of SMEs, to develop the infrastructure for better 
support services, and to align with a common European approach for comparability. The case studies presented 
in this study provide a wide variety of possibilities how IMP³rove can be leveraged. from recent discussions we 
know that there are a lot more opportunities.

Opportunities for Policy Makers4.3.1 

with IMP³rove, policy makers on European, national and regional level can significantly increase the effective-
ness of their policies and programs. They can initiate regional or national innovation management awards with 
European reference based on the IMP³rove Assessment. They can increase the effectiveness of their voucher 
schemes with the regular assessment of innovation management of the beneficiaries. 

when developing the knowledge and expertise of support service providers policy makers can adopt the inno-
vation management training program that has been developed and tested within IMP³rove. They can leverage 
the IMP³rove database and assess the competitiveness of specific industry sectors or regions compared with 
other countries or with the overall European performance level. IMP³rove also offers insights in the impact of the 
different growth drivers such as design, sustainability or open innovation.

IMP³rove has demonstrated that it is also applicable beyond the domain of the European Commission, DG 
Enterprise and Industry. first steps have been initiated by DG Region to integrate IMP³rove into their develop-
ment programs. This example can and should be adopted by the Directorates where programs and policies are 
designed in support of SMEs.

At DG Education, the IMP³rove experience in developing innovation management related knowledge specifically 
for SMEs can be integrated in policies and programs that address young employees.

furthermore, policy makers can access the various IMP³rove innovation management networks and communi-
ties that IMP³rove offers and invite the members to participate in their programs.

 Opportunities for Innovation Management Support Providers and 4.3.2 
Consultants

Some professional innovation management support providers such as innovation agencies, consultants or 
regional development agencies have been waiting until IMP³rove had outgrown its “teething troubles”. They 
can now access the readily available approach without investing in development efforts themselves and use the 
insights on innovation management, the growing network and the well-tested IMP³rove approach to improving 
innovation management.

Numerous public programs to stimulate the economies in Europe focus on innovation as a key driver for growth 
and competitiveness. Therefore, knowledge about innovation, innovation management and how SMEs can be 
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best supported is essential for consultants and intermediaries. It is becoming more and more a differentiating 
factor. IMP³rove network partners have been successful in bidding for projects as they could demonstrate their 
European benchmarking approach and holistic approach to innovation management that IMP³rove offers. 

Opportunities for Financial Actors 4.3.3 

In the aftermath of the financial crisis financial actors can effectively leverage IMP³rove in the due diligence and 
in the portfolio management phases as it helps to reduce the financial risks. 

To find or to turn investments into the “golden nugget” that generates the highest return on investment is facili-
tated by the IMP³rove approach. The IMP³rove Assessment provides valuable additional information during the 
due diligence. It helps to refine the business case and later on to improve the performance of the company that 
is in the investor’s portfolio.

financial actors can leverage the truly European IMP³rove partner network as innovation management experts 
can help reducing the financial risks when investing in SMEs. 

SME communities within IMP³rove are also an attractive network for financial actors. Access to and exchange with 
these SMEs create interesting investment opportunities. 

Opportunities for SMEs4.3.4 

SMEs as the primary target group of IMP³rove should be motivated to regularly use the IMP³rove approach. It 
immediately generates value for the SME. with the focus on community-building, IMP³rove facilitates also the 
exchange of practical experience. 

All the SMEs that feel pushed by the competitive pressure but also by the growing demand for sustainable prod-
ucts and service offerings can immediately use the results from the IMP³rove assessments for improving their 
innovation management performance with sustainable impact. 

Benefiting from IMP³rove, this is what this project has been initiated for by the European Commission—and what 
it will strive for in the future to prove its sustainability. The following 50 case examples are just a glimpse of the 
full potential that IMP³rove offers.
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 Annex I: 50 Cases to Prove the 5 
Impact of IMP³rove

Thanks to the contribution of a variety of different actors—ranging from SMEs, innovation management consult-
ants, intermediaries, financial actors and policy makers, IMP³rove is “proving” that it has created real impact and 
tangible results. 50 case studies were selected exemplifying and demonstrating the value of IMP³rove. 36 cases of 
SMEs provide insight in the manifold benefits of IMP³rove for SMEs and pinpoint how innovation management 
can gear SMEs toward profitable growth. In addition to that, 14 illustrative cases of consultancies, intermediaries, 
policy makers and financial actors highlight the variety of how IMP³rove has been exploited. These “proofs-of-
concept” are listed in the chapters below. for a first overview the cases are presented with a short abstract by 
country and then in more detail in alphabetic order. The cases are divided in SME cases and cases from consultan-
cies, intermediaries, financial actors and policy makers.

5.1 Case Examples from SMEs 

The 36 “SME cases” from eight different European countries provide a brief profile of the company, the challenge 
the SME was facing, how IMP³rove was applied and what benefits and impact IMP³rove generated. The SME cases 
represent a wide variety of SMEs in term of sectors and size.
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 Figure 36: Overview on SME Cases with regards to Country, Industry and Size Class

Company Country Industry Sector
Size 
(employees)

5M s.r.o. Czech Republic
Bio Technology  
(+ Pharmaceutics, Chemical)

97

ADDICO Poland Knowledge Intensive Services 5

AEA s.rl Italy
Machinery/Equipment (plant construction)/ Automation 
and Robotics

125

Alpha Omega Computers UK Knowledge Intensive Services 6

AST Projekt sp. z o.o Poland Knowledge Intensive Services 5

ATIS france ICT/Electrical/Optical 9

AUDACIO Czech Republic Machinery/Equipment (plant construction) 17

AUTOMATIZACIONES SIMAC, S.L. Spain ICT/Electrical/Optical 18

AWEMA UK Knowledge Intensive Services 10-25

Beantech Italy
Knowledge Intensive Services—Software production and 
ICT consultancy

13
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Company Country Industry Sector
Size 
(employees)

Brockhaus Software & Consulting AG Germany ICT/Electrical/Optical 21

Collect Consulting SP. z.o.o. Poland Knowledge Intensive Services 12

COMPONOSOLLERTIA, S.A.L, or A.I.T Spain ICT/Electrical/Optical 19

Doradztwo Biznesowe KOBO Konsultant Poland Knowledge Intensive Services 3

FLUIDON Germany Knowledge Intensive Services 10

FORM Czech Republic Space and Aeronautics, Automotive 100

IAN Mosey UK food / Beverages 30

IMS UK Knowledge Intensive Services 22

Inf.Tel. s.r.l. Italy ICT/Electrical/Optical /Development of Software Platforms 5

Ionic Solutions UK Bio Technology (+ Pharmaceutics, Chemical) 33

KOVOKON Popovice Czech Republic Machinery/Equipment (plant construction) 152

Light Technologies france ICT/Electrical/Optical 5

MECALBE, S.A. Spain Machinery/Equipment (plant construction) 16

Medforum Poland ICT/Electrical/Optical 12

NOVELTIS france Space and Aeronautics, Automotive 47

ORKIS france Knowledge Intensive Services 15

Perficable Spain Machinery/Equipment (plant construction) 13

Pilana Tools Wood Saws s.r.o. Czech Republic Machinery/Equipment (plant construction) 152

Promoscience Italy ICT/Electrical/Optical 5

SBC france ICT/Electrical/Optical 10

Spacebel Belgium Space and Aeronautics, Automotive 60

SPM Engineering Italy
ICT/Electrical/Optical - Manufacture of electrical machinery 
and apparatus

22

STUDIO DR. CAGNIN Italy Knowledge Intensive Services 9

Tam Telesante france
Bio Technology  
(+ Pharmaceutics, Chemical)

12

Transenergie france Knowledge Intensive Services 12

Valco Melton, S.L. Spain Machinery/Equipment (plant construction) 50

 Figure 36: Overview on SME Cases with regards to Country, Industry and Size Class
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5.1.1  List of SMEs 

A brief profile of the contributing SMEs is listed by country to provide the reader with some background informa-
tion on the case. 

Belgium

SPACEBEL: SPACEBEL is a Belgian SME located in the Science Park of Liege. Its core activities since 1980 relate to 
the specification, development and implementation of real time software tools on board satellites, and real time 
data processing software for ground stations collecting data from satellites.

Czech Republic

5M s.r.o.: 5M from the Czech Republic was founded in 1992. It is a manufacturing company that specializes in 
composite production and bonded sandwich structures. The company develops and produces structural epoxy 
adhesives, epoxy systems for lamination, casting resins, protruded composite profiles and aluminium sandwich 
constructions.

AUDACIO s.r.o.: AUDACIO (founded 1998) is a Czech progressive manufacturing and engineering SME dealing 
worldwide. AUDACIO specialises in manufacturing of lathe-turned technologically demanding parts, manufac-
turing and distribution of drywall suspension components and tools development & design optimization of 
technical solutions.

Form: form has a long-term experience with the production of laminate products—from small-sized through 
medium-sized to large parts with both single and sandwich structures. It offers complex services to its 
customers—from co-operation during new product development, through model, moulds and prototype parts 
manufacturing to the production of final products with quality surface finish. The company has its headquarters 
in Czech Republic.

KOVOKON Popovice s.r.o.: KOVOKON Popovice, Ltd. was established in 1998 by joining the operations of four 
independent entrepreneurs (father and his three sons) registered since 1990. The company specialises in serial 
production of precise metal components.

PILANA TOOLS Wood Saws: PILANA TOOLS wood Saws,founded 1997, is part of the group PILANA TOOLS. 
PILANA TOOLS provides sales, energy supplies and other service. The tools production is carried out by the firms 
PILANA TOOLS wood Saws Ltd., PILANA TOOLS Knives Ltd., PILANA TOOLS Saw Bodies Ltd. and PILANA TOOLS 
Metal Saws Ltd.

France

ATIS: ATIS is an engineering company. Since 1995 ATIS develops innovative technologies that are based on 
optronic systems, picture processing and computer simulation software.

Light Technologies: Light Technologies is a young SME that is devoted to the design, development, manufac-
turing and sales of system components using light emitting diodes (LED). These subsystems are integrated into 
larger data processing innovations that are used in several sectors, including biotechnologies, marine, oil, health 
and home applications.

NOVELTIS: NOVELTIS is working in data processing applied to atmospheric sciences, oceanography, land moni-
toring and space environment. Closely linked with the french Space Agency (CNES), it is involved in the prepara-
tion of space missions involving new sensors, the design and development of space sensor simulators, and of 
dedicated data processing units downstream space instruments.

ORKIS: ORKIS is a young SME developing image storage and retrieval solutions.

SBC: Until 2005, SBC was devoted to the sales of computer solutions. The new shareholder and manager of the 
company is leading a business transition toward becoming a service-oriented business, providing services to 
companies operating networks of microcomputers.
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TAM TELESANTE: The Company was launched in 1995 by Dr J. L. weber, who is both a medical doctor and an 
engineer. It aims at using state-of-the art telecommunications systems to monitor the health status of people 
wherever they are.

TRANSENERGIE: The company was created in 1992 with one business idea: to become an engineering leader in 
the field of renewable energy using solar energy (both photovoltaics and thermal solar). Today, it has eight lines 
of businesses with six locations in france.

Germany

Brockhaus AG: The Brockhaus Software and Consulting AG can already look back on a 20-year-old history. The 
company focuses on the newest technologies and is widely recognized for know-how in project management, 
quality assurance as well as in the software development with most different technologies. 

Fluidon: founded 1994, today fluidon engages with 10 academic employees and is one of the international 
leading providers of engineering services and simulation software for fluid power applications. 

Italy

AEA srl: founded in 1980 to work on manufacturing, particularly by testing functions and regulations of home 
appliances and car components, AEA srl is part of the Loccioni Group with two other companies, General Impianti 
s.r.l. and Summa s.r.l. Today, the company has 169 employees.

Beantech srl: founded in 2001 and based in Italy’s North Eastern region, friuli Venezia Giulia, the company 
employs currently approximately 20 people, most of whom are qualified technicians and engineers. Beantech 
is a solution provider in IT in particular in the area of the logistics sector. More specifically the company supplies 
network applications for logistics and tracing & tracking and also offers network services such as counselling, 
assistance and training. 

Inf.Tel. srl: founded in Cagliari (Italy) in 1984, Inf.Tel.srl (Informatica e Telematica) extols 24 years of experience in 
IT. Today Inf.Tel is oriented toward the design and development of platforms operating software on the internet. 
Particularly, it has robust competencies in web services with technologies, through its own platform for the 
online distribution of products. 

Promoscience srl: The company composed of five professionals, aims at exploring the scientific community’s 
needs by devising new and effective knowledge transfer strategies and developing suitable IT technologies. 
Promoscience intends to add value by developing innovative solutions and new ICT applications in the field of 
document management, content management, knowledge management and project management systems.

SPM Engineering srl: SPM Engineering is a service company active in the engineering field and qualified to offer 
modern design services for new product development in the machinery and plastic materials industry sectors. 
The company has been offering engineering services for 33 years in the following sectors: household appliances 
& equipment, automotive, aeronautical, nautical, transportation. Located in Pordenone, the company employees 
35 people mainly well specialised engineers. 

Studio Dr. Cagnin: Studio Dr. Cagnin is an SME active in the health market, offering high-end dental services in 
the north east area of Treviso in Italy.

Poland

ADDICO J.Górska i E.Szumlak Sp. j.: Addico, as a consulting company, has been an active player in the develop-
ment of entrepreneurship in Poland. It provides consulting services for non-government organisations, research and 
development organisations and for governmental bodies in the area of establishing and managing an enterprise.

AST Projekt sp. z o.o.: AST Projekt was set up in 2006 in Krakow (Poland). It provides consulting services for small- 
and medium-sized companies, mostly in the area of gaining structural funds. Such grants are used by AST’s clients 
for further business development, research and development activities, investments, training and consulting. AST 
Projekt cooperates with different companies in order to adjust its offer to the individual needs of its clients.
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Collect Consulting sp. z o. o.: Collect Consulting Sp. z o.o., is a consulting enterprise focusing on the SME sector. 
Established in 2003 in Poland, the enterprise provides new kinds of advisory services for companies, regions and 
international markets.

Doradztwo Biznesowe KOBO Konsultant: Set up in 1989 in Poland, from the beginning of its activities, the 
company focused specially on the textile industry providing consulting services in the area of business and stra-
tegic planning, project management, financing business activities and innovation processes. Moreover, KOBO 
Konsultant actively supports the creation of the textile cluster in the area of Lodz region.

Medforum Sp. z.o.o.: Medforum Sp. z o.o. is the largest independent media group from Poland, which collects 
and distributes internet portals devoted to medical topics. Additional business offers include: developing internet 
services, planning and conducting advertising campaigns on the internet (along with creating specialist medical 
descriptions), and organising conferences and scientific meetings for representatives of Poland’s medical sector.

Spain

AUTOMATIZACIONES SIMAC S.L.: AUTOMATIZACIONES SIMAC, S.L. is a small company founded in 1999 located 
in Orkoien (Spain). Simac currently has a staff, anywhere from 13 to 25 people. In collaboration with leading 
industry firms, the company designs and develops industrial electric automations, contributing design, produc-
tion and programming of automation components.

COMPONOSOLLERTIA, S.A.L, or A.I.T.: founded in 1997 by a group of engineers who thought that all production 
chains can be improved, A.I.T. specialises in developing tailor-made machinery and automations, as well as installa-
tions, covering all processes from developing the idea, to manufacturing, installation, launch and maintenance. 

Mecalbe S.A.: Mecalbe is a company located in Mallabia (Spain) with 16 employees, devoted to cutting and 
mechanising—by means of transfer machines—parts from diverse materials such as aluminium, steel and brass. 
All this in series of medium and high volume production, taking into account the client specifications but also 
contributing with own ideas. It has a large experience of more than 20 years in the market (founded in 1988), that 
has evolved and adapted to the market opportunities according to its know-how. 

Perficable S.A.: Perficable located in Spain is a company constituted in 1999, devoted to the parts mechanising 
in series of medium and high volume production under client indications and with own contributions, which has 
allowed to specialise in the cutting and mechanising of all kind of metallic materials addressed to sectors as the 
appliances, furniture and mainly for the automotive sector.

Valco Melton, S.L.: The industrial plant located near Pamplona (Spain) is one of the most important manufac-
turers on a world-wide scale of adhesive application systems. Valco Melton, S.L. is devoted to the manufacturing 
of adhesive application systems and control quality systems.

United Kingdom

Alpha Omega Computers: The company Alpha Omega Computers from England is a micro-enterprise with 6 
employees. It provides ICT services that can be divided into two main categories; outsourced corporate solutions 
and communication and network solutions.

AWEMA: AwEMA is a social sector organisation in wales. It provides services in employment, training, enterprise and 
social representation to members of ethnic minorities in wales. It was founded in 2000. It employs 13 people, the 
majority of whom were on contracts determined by contracts AwEMA had entered into with government bodies.

Ian Mosey Limited: Since 1977 Ian Mosey is producer of agricultural feedstuff. This is developed in collaboration 
with nutritionist expertise from higher education and other bodies. Ian Mosey Ltd manufactures and supplies 
animal feed throughout the North of England from its high-tech mill near York. The range of feeds includes pig, 
cattle, sheep, game, poultry and horse.

IMS: IMS is a marketing company from England. IMS provides field marketing campaigns through services such 
as auditing, merchandising and mystery shopping (or secret shopping). They are based in Yorkshire and the 
humber. The company is 8 years old and has 22 employees.
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Ionic Solutions: Ionic Solutions from England is a leading edge technology company in the chemical industry. 
Ionic Solutions was founded in 2000 with a strong commitment to research and development. Over the past 
nine years, Ionic Solutions has developed a comprehensive portfolio of performance chemicals. The company is 
located in Bradford in Yorkshire and the humber and has 33 employees.

5.1.2  5M; Czech republic—using IMP³rove Consulting Services for 
Strengthening the Communication Channels for Innovation and 
Innovation Project Cycle

By LiBor FriedeL

5M was founded in 1992 as a manufacturing company that specializes in composite production and bonded 
sandwich structures. The company’s most important products are adhesives, epoxy systems for lamination, 
casting resins, protruded composite profiles and aluminium sandwich constructions. By using IMP³rove, 5M was 
provided with a detailed and comprehensive approach for the assessment and benchmarking of the company 
according to the well defined innovation management dimensions within the IMP³rove approach. As the SME’s 
innovation management performance was seen as strongly linked to valuable growth the consulting identified 
two key areas for change and improvement. These were seen in the better impact on hard innovation results and 
a more solid and systematic planning and communication of innovation.

5M’S PrOFILE—A MOdErN ANd PrOgrESSIVE COMPANy, whICh tAkES AdVANtAgE OF ItS OwN rESEArCh 

ANd dEVELOPMENt

5M is a manufacturing company that develops and produces structural epoxy adhesives, epoxy systems for 
lamination, casting resins, protruded composite profiles and aluminium sandwich constructions. The company 
launches minimum 5 new products or significant innovations per year. Most of these products derive from 
internal development; in some cases the company co-operates with research and test institutes and analogical 
departments of universities.

A significant part of the production is intended for export. 5M has established a daughter company, 5M Slovakia 
in 2002 and by now, the company has sales representatives in Italy, Bulgaria, Slovenia and Germany. 5M employs 
approximately 100 employees and operates on a 3000 m² production area, which includes a new hall for protru-
sion technology. The company fulfils all requirements regarding ISO 9001:2001 standards. 

5M’s customers include aircraft-, car-, bus-, and train manufacturers, electrical equipment for high voltage producers, 
industrial printing machine producers, model hobby producers, building and construction producers and providers 
and sport equipment (ski, snowboard, surfing, bow) producers.

Most of the products stem from internal development; the company’s R&D department employs 8 researchers. 
Approximately 8 percent of the annual company turnover goes into development activities. 5M disposes of well 
equipped laboratories staffed with skilled technicians and specialists. Therefore, the company is able to success-
fully solve development projects for customers (for example, development of adhesives for skis production, foil 
adhesives for aviation, casting resins, ultra-light sandwiches) and also executes projects of applied research that 
are co-financed by the Ministry of Trade and Industry in several programs.

5M’S ChALLENgE—dEVELOPMENt bASEd ON PrOFESSIONAL INNOVAtION CuLturE ANd PASSION FOr INNOVAtION 

5M is fully aware of the significant impact of innovation on technological development and quality. The company 
even has a passion for innovation, which is seen as the main driver for its success and also for international pres-
ence. Innovation is driven by culture and people. This seemed evident from the IMP³rove Assessment, where 5M 
outperforms the benchmarking sample.

The company actively looks for relevant supporting measures on a national level and the management is still 
looking for improvement opportunities using the right and non-bureau cratic tools and methodologies for its 
R&D and innovation management. 

In 2009, 5M accepted the call to take part in the first year of a new competition of the “Best Innovative firm of 
Zlin Region.”
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thE wAy tO FuturE INNOVAtION: COMMuNICAtION ANd MEASurEMENt 

The objectives of 5M’s innovation management activities include making gradual changes toward new and 
better products and services for domestic and foreign customers. The company’s innovation management 
performance is strongly linked to value growth; however, with consulting support, two key areas for change 
and improvement have been identified:

Better impact on hard innovation results (in terms of turnover and profitability).•	
Strengthening the planning and communication of innovation (in a more formal way).•	

Those areas are concerned on more formalized ways beyond the strong “natural” innovation culture and 
organisation.

thE IMP³rOVE SErVICE dELIVEry—AN APPrOACh FOr CONtINuEd IMPrOVEMENt

5M (similar to other companies from the Czech Republic involved in IMP³rove) had participated in the project 
dedicated to the development of suppliers, especially within the automotive industry. It was organised in 
co-operation with the CzechInvest agency since 2005 (under the umbrella of the Ministry of Industry and 
Trade of the Czech Republic). The company has also participated in the Czech Benchmarking Index, where its 
performance is assessed in a very comprehensive and holistic way.

Therefore, in order to have a synergistic follow-up activity, 5M decided to participate in the IMP³rove project 
and to challenge its innovation management performance. The management of the company was well 
informed, also due to the fact that 5M intensively cooperates with the best students in close collabora-
tion with a doctoral candidate, who focuses on the benchmarking including IMP³rove (as well as the Czech 
Benchmarking Index) as a part of her dissertation.

rOOt/CAuSE ANALySIS—IMPrOVE tIME-tO-PrOFIt ANd dISCOVEr A POtENtIAL OF OthEr tyPES OF 

INNOVAtION

As already mentioned, 5M’s innovation management performance is strongly linked to valuable growth. In 
the IMP³rove Assessment its overall score was higher than the score of growth champions (in the “wide open” 
benchmarking class), however slightly below the growth champions in its industry. One result is that 5M 
competes internationally in a highly demanding innovation environment.

within its own industry, 5M’s best results can be found in the dimensions of innovation organisation and 
culture and innovation life-cycle processes and are still above average in innovation strategy and enabling 
factors.

5M took part in the IMP³rove Assessment, as well as in the Root/Cause Analysis before organising the 
consulting workshop. The IMP³rove benchmarking report highlighted excellent intensity in innovation part-
nership. Paradoxically, the needs of improving time-to-market and time-to-profit were assessed as the key 
factors of future concern and development. Therefore, tools such as “guidelines for launching” were intro-
duced in the situation where the total life-cycle of 5M’s products was identified as much shorter comparing 
to growth champions. Speed of innovation is therefore high, but might have a negative impact on costs and 
revenue results. Thus, also a tool such as “design to cost” is one that is to be utilized by the company.

Another point of improvement that emerged from the Root/Cause Analysis concerned the opportunity 
to consider service and organisational innovation issues to complement highly developed innovation of 
products and services. Knowledge management and innovation project management were recommended 
approaches to drive such development.

In the near future, 5M would like to complete the questionnaires again and assess the progress that was 
made. This might also generate insights on the impact of the global crisis both on its industry and on the 
company.

uSINg IMP³rOVE CONSuLtINg SErVICES FOr StrENgthENINg thE COMMuNICAtION ChANNELS FOr 

INNOVAtION ANd INNOVAtION PrOjECt CyCLE

During the consulting workshop, four reports (both for two different benchmarking classes) from IMP³rove 
have been analysed, presented and discussed in a very friendly and motivated atmosphere.

Due to the positive motivation of participants, the main focus was put on the weakest areas (because of the 
potential for improvement) and on setting priorities for the action plan. As a result, the company’s managers 
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have committed themselves to systemise the communication of innovation, to propose and improve innova-
tion project management in the innovation process life-cycle, especially time-to-market and time-to-profit.

MEASurES FOr IMPrOVEMENt

Based on the discussion during the consulting workshop, a plan for the continuous improvement of 5M’s innova-
tion management performance was created. The consulting approach included three identified key areas under 
three different dimensions from the house of Innovation. During facilitated discussions with the innovation 
management consultant, the following recommendations were agreed upon:

focusing on the impact of potential actions a. 
Applying simple “tools” (for example, visualisation, innovation awards, certain types of financial and time analysis) b. 

tANgIbLE rESuLtS FrOM IMP³rOVE—CONtINuEd COMMItMENt ANd ENCOurAgEMENt tOwArd INNOVAtION 

bASEd ON r&d 

5M has built new production facilities during the period of IMP³rove and also has prepared the quality manage-
ment system. Therefore, the exact impact of the project was not clearly specified and such goals toward income 
growth, profit growth and time-to-profit were not exactly defined. 

The impact was stated as “improving the quality,” number of ideas, better competitive position or better planning of 
cash flows. Those aims are still achieved and IMP³rove has helped with the motivation toward innovation, providing 
the base for further analysis and equipping the company with ideas for different tools or techniques. Other initia-
tives were launched and the company is still growing in terms of qualitative and quantitative aspects.

thE IMP³rOVE IMPACt FOr thE SME 

The IMP³rove approach and the process of the assessment and consulting provided 5M with a detailed and 
comprehensive approach for assessment and benchmarking of the company according to the well defined 
dimensions of the A.T. Kearney house of Innovation. This holistic view on innovation complemented previous 
assessments of the company during different support measures where the company also took initiative. 

The three most valuable elements of the IMP³rove service delivery were: 
The online self assessment tool (helps to identify areas of intervention previous to a consulting workshop with c. 
an IMP³rove Expert).
International benchmarking of innovation management performance.d. 
Consulting approach (helps to understand the results of assessment and benchmarking and can facilitate e. 
development of an action plan).

Those three aspects were typically counted as the most valuable ones by the majority of involved Czech SMEs.

5.1.3  AddICO j.górska i E.Szumlak Sp. j., Poland—Improving AddICO’s 
Market Position and Innovation Management

By SyLwia KoSińSKa

Since 2004 ADDICO has been an active player in the development of entrepreneurship in Poland. The staff 
consisting of five people is complemented through co-operations with several external experts, companies and 
other institutions. As the number of clients continuously increased, ADDICO was forced to introduce necessary 
changes to client management, business processes, and innovations, to strengthen the company’s competitive-
ness. The IMP3rove Assessment and Root/Cause Analysis was applied to assess the innovation strategy, -organi-
sation, -culture, and –life-cycle. Considerable improvements were necessary in the areas of innovation strategy 
and overall innovation management. As a result, ADDICO hired more employees, made structural changes in the 
company, and introduced a customer relation management system, which in turn led to a strong position in the 
consulting market, increased the number of clients, improved innovation management, decreased costs and 
increased involvement of employees in the company’s activities.

AddICO’S PrOFILE

ADDICO is a consulting company, which has been an active player in the development of entrepreneurship in 
Poland over the past few years. It provides high quality consulting services for non-governmental organisations, 
research and development organisations and governmental bodies in the area of running a company and 
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managing an enterprise. Moreover, the main activities focus on advising how to obtain EU structural funds. The 
company helps to develop project proposals from the initial stage, through project management and financial 
management. Also ADDICO joins at an expert level in some different educational, training, research and devel-
opment initiatives. 

Since 2004 ADDICO has successfully managed tens of projects. The project applications prepared by the 
company were assessed very highly by Polish structural funds experts. They received financing and were 
brought to completion. According to the magazine Fundusze Eu-ropejskie (European Funds) ADDICO is listed 
among the first 25 of consulting companies, which were the most successful in Poland in gaining structural 
funds in the years 2007-2009.

The company currently employs five people, but cooperates with numerous external experts, companies and 
institutions, including banks, chambers of commerce, publishing houses, expert associations, solicitor offices 
and credit bureaus.

Every year the number of clients is growing, and the company is widening the scope of its activities as it intro-
duces changes to client management, business processes and innovations. To strengthen the company’s 
competitiveness, the challenge was to find a proper tool, to identify gaps in innovation management. It turned 
out that IMP³rove was such a tool. 

AddICO’S ChALLENgE

filling in IMP³rove Assessment and Root/Cause Analysis questionnaire showed that the company already 
performs innovation management without being able to describe it as in-novation management. Moreover, 
the reports from assessments pointed to strong and weak points of ADDICO’s innovation management. They 
also allowed comparing the company to other similar European firms. Three basic areas were assessed: inno-
vation strategy, innova-tion organisation, and culture and innovation life-cycle. The best results the company 
ob-tained are in the area of innovation organisation and culture, receiving better results than leaders and the 
average. The lowest result was in the area of innovation strategy. The overall innovation management level of 
the company was a bit below the average in the sector.

thE IMP³rOVE SErVICE dELIVEry 

In order to analyze the IMP³rove Assessment results, ADDICO participated in a consulting workshop. During the 
meeting with a consultant the results were discussed in detail. 

In company’s strategy, ADDICO obtained inferior results compared to the average. The main reason was the fact 
that the company’s strategy is not written down, which can influence the goals’ realization. however, on the 
positive side, the company revises and brings up to date strategic goals in order to react to external changes. 
Moreover, the company analyzed in great detail its innovation life cycle in view of provided services. 

A draft action plan was drawn up during the consulting meeting. Moreover, the tools support-ing the process 
of innovation management improvement were identified. 

In project life cycle, the company obtained results below growth champions. This is caused by the fact, that 
many projects are executed by ADDICO together with clients. however, the process of choosing the most 
promising ideas is relatively short (shorter than at the growth champions), what can be seen in the assess-
ment reports.

The best results, were obtained in innovation organization and culture. This means that the internal and external 
communication channels are working well. Moreover employees’ creativity is being stimulated, evident in more 
involvement in company activities. ADDICO cooperates with external institutions, which positively influences 
the company’s innovativeness.

Using the IMP³rove Assessment and the analysis of generated reports in combination with a consulting work-
shop significantly influenced the changes that took place in the company. The changes include: Strengthening 
competitive position in the consulting market (especially in the area of obtaining structural funds); increasing 
the number of clients; more efficient innovation management; decreasing basic costs and increasing the 
involvement of employees in the company’s activities.
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thE IMP³rOVE IMPACt ON AddICO

The company began increasing the number of employees just after running the IMP³rove Assessment. This is due 
to the fact that increased involvement of employees brought back more clients and more profit for the company. 
ADDICO is much better prepared to promote its services on the national market. Changes in the structure of the 
company and the introduction of a Customer Relationship Management system helped the company to become 
more competitive in the market.

FurthEr APPLICAtION OF IMP³rOVE—VALuE OF IMP³rOVE: dEtAILEd ANd ObjECtIVE SELF-ASSESSMENt OF 

INNOVAtION MANAgEMENt

IMP³rove widened ADDICO’s knowledge of holistic innovation management. Analysis in product life-cycle results 
was a very interesting experience. Detailed and objective self-assessment of the company in the area of innova-
tion management helped to identify weak points even before the consulting workshop. Professional advice on 
the results of generated reports helped to point out methods and tools necessary for solving problems.

5.1.4  AEA s.r.l., Italy—turning from Sales decrease to growth on International 
Markets

By ChriStin PFeiFFer 

AEA s.r.l., Italy is a manufacturing company providing testing and quality control systems for large OEMs in the 
automotive industry as well as in the home appliance sector. It operates in international markets offering highly 
customized solutions. Managing such a complex issue as innovation was a major challenge where IMP³rove 
served as valuable approach to return to growth. The growth potential results from the ability to leverage the 
highly customized solutions for more than one customer. 

AEA’S PrOFILE

AEA s.r.l. was founded in 1980 to work on manufacturing, particularly by testing functions and regulations of home 
appliances and car components. It is part of the Loccioni Group with other two companies, General Impianti s.r.l. 
(founded in 1974) and Summa s.r.l. (founded in 1992 to manage the competencies and the growth of the Group).

when AEA s.r.l. began its activity, three people worked in AEA, while today it can count on a team of 169 members. 
The Group has its main activity physically based in Italy, while its partners and customers are world leaders.

The company operates through technological ateliers presenting an approach to innovation primarily based on 
customer behest: first, the customer asks for a specific product; what is specified is then analysed by AEA project 
leaders and studied with teams specifically made to respond to the need. 

Every single product made in AEA is created with the aim of improving quality, comfort, safety, exactly as a 
“bespoke solution.” however, thanks to the unique approach established in the company by the high number of 
young graduates coordinated by experts in the high-tech field, the first aim of innovation process is to anticipate 
customers’ needs in order to become the first reference for each of them.

Managing this process means to make programs, evaluating resources, timing and creating quantitative targets: 
those are the objectives of innovation management according to AEA view.

AEA’S ChALLENgE 

AEA works with big partners and its first aim is to serve market leaders. Opportunities given by the high-tech field are 
many and the technicians working in the company have skills to respond to new challenges every day. As a further 
challenge, high technology leads to the necessity to continuously evolve knowledge and skills. The company also 
presents a particular culture that allows to innovate while considering lessons learned from tradition.

The special targets of the whole Loccioni Group also involve the obligation to consider no geographical limits for 
its market. AEA was facing a decline in sales in 2007. Compared to the increase in personnel and investments the 
company’s growth potential was not fully exploited.

The company saw a major challenge in managing a complex topic such as innovation, especially to evaluate all the 
aspects involved in this subject. Talking about innovation in a company also means addressing technical and economical 
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issues at the same time. In order to design an idea of innovation based on an established model it is needed to create 
a team made by both, technicians and economic experts. IMP³rove provided a base which is absolutely useful while 
developing new processes. The R&D Manager has been the driving force to look into innovation management.

thE IMP³rOVE SErVICE dELIVEry 

IMP³rove gives a deep analysis of the issues related to innovation: thanks to it the company has the possibility to 
compare its performance with other companies and find out its strengths and weaknesses on this specific issue

The assessment offered by IMP³rove gives first the opportunity to evaluate the internal and external condition of 
the company on innovation management, then, it suggests cues on where to increase the performance level. 

while filling in the questionnaire, the company has an opportunity to investigate all the aspects related to inno-
vation management. They realized that some of them had not been directly analysed, evidence of the need of 
working more on innovation management issue. Answering questions is definitely the best way to consider all 
aspects of the specific issue.

The company obtained an overall score of 58 percent on innovation management, while the average of the 
growth champions scored 55 percent and the average of the companies chosen as benchmark was 50 percent.

The Spider Diagram underlines very good results on organisation and culture of innovation (83 percent against 
68 percent for the growth champions); the result is probably due to the capability of innovating and to the 
co-operation created by innovation partnerships. According to the Root/Cause analysis, the company has a 
particular trait that allows the personnel to expose their ideas and realize them. New methodologies are well 
accepted and free to be implemented. Of course, the impact of the innovation on the company is evaluated 
before applying it. As a consequence, people working in AEA are pushed to think in an original way.

Also the enablers are seen as a strength (score of 60 percent, compared to 46 percent of the growth champions 
and 43 percent of the average sample). In particular, the highest score has been gained by the role of training in 
the company (100 percent): all the AEA workforce is trained before and during its activity in the company, which 
means that every innovation project comes up from a training cycle. The good way in which budgets are elabo-
rated and previsions are made is also a key factor for the high score gained.

On the contrary, the score on innovation strategy is below the average (49 percent versus 57 percent): the result 
on this field is due to the lack of explication of an exact innovation strategy.

Also the processes linked to the lifecycle of the innovation have been evaluated lower than the average sample 
(42 percent for AEA, 44 percent on average). The Root/Cause analysis has underlined a very short lifecycle for 
new products and a very low score based on the radical-innovation-project rate. More, ideas are not related to a 
system created for innovation management, so they are not programmed.

Results obtained on innovation results are higher than the average (53 percent for AEA and 38 percent on 
average) but lower if compared to the growth champions (56 percent).

The reason of the score can be ascribed to the low income growth compared to the innovation level and also 
to the employment rate linked to innovation. The IMP³rove Root/Cause analysis has been performed to better 
understand the reasons of the results presented in the spider diagram.

The analysis given by the IMP³rove questionnaire is based on a number of standard questions: They are useful 
thinking about a first approach to innovation management analysis but they have to be complemented by an 
expert evaluation, especially in the case of Gruppo Loccioni.

Actually, on the evaluation of skills related to innovation management, the way AEA offers its service could play a 
negative role: As explained before, every product made in the company is the result of a specific customer need. 
It is possible to say that every product is an innovation itself and can be considered as part of the innovation. The 
score obtained on the analysis can be altered in that way, up or down compared to the reality.

The consulting process can help to evaluate all the answers given in the questionnaire and compare them with 
company activities.



67

thE IMP³rOVE IMPACt ON AEA

After the analysis, a decision to start changing some of the routine procedures has been made in order to improve 
the company performance on innovation management.

first the company focused on the innovation strategy. AEA presents a very accurate and well defined plan for its 
activities: Each person in charge of a business division makes a programme and a budget for the activities. Each plan 
includes an R&D section that can be taken as a base for the realization of a specific “innovation budget.” The first rule to 
follow in order to reach a goal is to establish the target, transform it into a number and outline the way to achieve it.

what has been underscored by the IMP³rove session was the lack of a plan explicitly made for the innovation 
management purpose. The program foresees not only the participation of the people in charge of each activity, 
but also all the members of the teams involved in the activities. from a horizontal point of view, the plan can 
also include strategies decided for the whole Group. from a vertical view, the document can be shared by all the 
members of teams and it can be taken into account on every step of the activities.

Of course, different plans are created for incremental and radical innovations: the first kind needs less revisions 
during the implementation, while the second one derives directly from the long term strategies and needs to be 
continuously re-considered and modified.

On the creation of the plans the company is trying to put as a target the lifecycle elongation of innovations: 
AEA business is usually based on the specific requirement of the customer to respond to a need of measuring 
or testing (their products, their processes, etc.); not rarely, once they created a product it was used just one time. 
The change they made on the innovation process starts from the study AEA tries to make on each project after 
concluding it, with the aim of solving a need for more than one customer, prolonging the product lifecycle.

The particular organisation of the company does not permit to establish awards or competition between 
colleagues: Everyone is part of the team and only thanks to the role played by each one, the target can be 
achieved; this is the message given to the people working in Loccioni Group for 41 years now. According to us, 
changes on it would undermine their results on the culture of innovation.

The IMP³rove approach combining international benchmarking and personal consulting generated tangible 
results for AEA:

Increase in sales, profit, number of employees. Since December 31st 2006, sales have decreased of about •	
7 percent in 2007 while increased of about 20 percent dated back to 31st December 2008 (the year after 
IMP³rove Assessment). Profits followed sales progresses, while the personnel recruited increased from 122 to 
160. Today the AEA team counts 169 people.
Improved processes (reduction of process cost).The company noticed a cost saving of about 10 percent on •	
company activities: during the past two years AEA tried to make some changes at company organisation, 
starting to consider every activity expense. On the result reached, IMP³rove played a very important role.
Successfully entered international markets. The company successfully entered the Mexican Market thanks to •	
a European customer (whirlpool): AEA “home” atelier realized the first system for quality control of washing 
machines in production line. AEA also expanded to USA, Turkey, Czech Republic and Australia with its solutions 
created for the “healthcare” division.
Successfully adopted new technology. During 2008, AEA introduced new technologies on:•	

– Robotics
– Building Automation
– Machine Vision

• Improved innovation culture. Innovating in a high-tech company not only means focusing on R&D. 2008 the 
Loccioni Group celebrated its 40th birthday giving itself an innovative cultural image. According to the Japanese 
designer Isao hosoe, who had and has many collaborations with AEA and the other companies of the Group, the 
way in which they work makes us a “play factory.” Play factory is the company thinking through the spaces and the 
moments of the game. The game is the fundamental key for the active knowledge, the experiences and the inno-
vative discoveries. following this idea, the company created a card game called play 40, based on 40 cards whose 
use helps to stimulate creativity in different ways. Basically, people can play with the cards but their main use is 
finalized to projecting and innovating, so, they are primarily thought to help managers, designers and, generally 
speaking, people who use their creativity to work. The main philosophy behind play 40 can be expressed by Isao 
hosoe thought: “it is while playing intelligence is best expressed. for play I mean children and their curiosity, 
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unexpected events and surprise. Playfactory is a cultural area where meetings among people and relations find 
the essential space for game, developing active knowledge, experiences and innovative discoveries” - Isao hosoe 
- (to read more about the “play factory” and “play 40” go to www.play-factory.it)

5.1.5 Alpha Omega Computers, uk—transforming the bottom Line 

By CarL JameS

The company has transformed its bottom line in two years, by being able to transform its technical inventiveness into 
innovations. The problem was realised beforehand, but the process was assisted by the intervention through IMP3rove.

ALPhA OMEgA COMPutErS’ PrOFILE

The company is a micro-enterprise with 6 staff. It provides ICT services that can be divided into two main catego-
ries; out-sourced corporate solutions and communication and network solutions.

Corporate services involve
Support and Maintenance. •	
Disaster Management. •	
Project Management.•	

Communications and network solutions involve
Internet Services.•	
Internet & Inter-office Connectivity.•	
Network & Server Solutions. •	

The company is currently working toward being accredited for BSS7799 and ISO 17799.

It is based in the west Yorkshire in the Yorkshire and humber region. It collaborates with universities and other 
bodies on product and service development. 

ALPhA OMEgA COMPutErS’ ChALLENgE

The company is profitable and staff, who are highly qualified, do come up with new ideas, which can be classi-
fied as inventions, but they have hit a hurdle in terms of transforming these into innovations and getting into 
new markets. The chief executive and founder is the driving force. he is technically focussed. Therefore, the big 
problem is marketing. The company has very good technical skills, but have a problem breaking into more major 
companies. They conceive themselves as a service company, whose job is to “wipe clients’ backsides,’ I.e. to be on 
call and deliver solutions straight away. however, in terms of providing the service, they face the dilemma of how 
to scope something adequately and to keep it simple in terms of marketing and sales initiatives. 

thE IMP³rOVE SErVICE dELIVEry

The company has tried various means of overcoming their problems, but these have provided beyond their 
resources. This was principally bringing in a new marketing director, which proved prohibitive. They were looking 
at other ways of overcoming the above hurdles and felt an all company assessment might provide an insight into 
matters they were not fully aware of and provide a way forward.

COMPLEtINg thE IMP³rOVE ASSESSMENtS

There is little doubt about the overall excellence of the company in terms of developing products and servicing 
customers. The overall performance of Alpha Omega Computers is in the top 10 percent of companies on the 
European database. It performs particularly well on innovation life cycle, enabling factors and innovation results—
but not in innovation strategy. however, there is an admitted lack of marketing capacity and this represents a 
problem for an otherwise successful firm. 

for the firm to develop, it is important that direction and strategy are developed. These can then set the priorities for 
a marketing strategy and sales effort. It is in this area, that the company needs to seek external expertise. however, 
given the history in this area, such expertise needs to be integrated into the technical activities of the company.

In other words, the company needs to decide its priorities for development, and to make sure that marketing 
enables this to happen. The development of a marketing plan would involve a strong iteration with the staff. It 
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is not a neutral add on following the normal priorities of the marketing expert. It cannot succeed if it leads in a 
direction staff does not want to go, regardless of theoretical marketing benefits.

rENdErINg CONSuLtINg SErVICES

To maintain the high performance in Innovation Results, Alpha Omega Computers have to develop the next 
generation of their core product a spam filter with a remote interface with their clients combined with additional 
services that generate more revenues and profit.

The company also operates a number of technical service contracts, which have three years duration (essentially 
outsourcing) and thus provide very stable income. what they need here is a door opening activity with follow up. 
This demands sales and technical expertise.

The second area of development is reuse of old computers. These are transformed into dumb terminals in a 
distributed network. however, there is a need for repackaging so that clients do not appear to be buying “junk’.

following development priorities have emerged: 
To examine R&D options. 1. 
To examine the markets for mail filters and reused computers.2. 
Current client base.•	
Marketing and sales activities.•	
Perceived marketing orientation - I.e. where they want to go & how big the market is.•	
Staff appropriateness for marketing and sales activities.•	
Areas of needed market research. •	

These measures of improvement are targeted to improve the bottom line. They were implemented by the 
company with high impact.

thE IMP³rOVE IMPACt ON ALPhA OMEgA COMPutErS

In October 2006, shareholders funds were minus £6,725 (i.e. negative). In October 2008, they were £125,476. The 
company has transformed its inventive ideas into innovations with a good return.

IMP³rove provided an overview of the company’s situation, and an insight into the non technical innovation 
needs.

5.1.6 ASt Projekt sp. z o.o., Poland—winning Clients and Partners

By SyLwia KoSińSKa

AST project was founded in the year 2006 in Krakow by a co-operation between the Polish company BST 
and the Portuguese company MRS-Business Consulting. AST Project provides consulting services for SMEs, 
mainly in the area of gaining structural funds. The areas for improvement where identified as enhancement 
of external networking activities, to strengthen the competitive market position and the specialization on 
niches in the area of structural funds. AST Project participated in IMP³rove to measure its innovation manage-
ment potential. Strategy, conception, and idea management-creativity where identified as critical areas for 
improvement. In order to overcome the weaknesses revealed by the assessment tool, AST Project opened 
itself for external co-operation with other organisations and increased employee participation in trainings on 
project management and negotiations. As a result AST Project increased its number of clients in the whole 
country, increased its expertise in managing R&D projects, and build up a network of external partners to 
leverage projects.

ASt PrOjEkt’S PrOFILE

The company AST project sp. z o.o. was set up in 2006 in Krakow as a result of co-operation between 2 companies: 
the Polish company BST Krakow and Portuguese company MRS—Businesses Consulting. AST Project provides 
consulting services for small and medium sized companies, mostly in the area of gaining structural funds. Such 
grants shall be used by AST Project’s clients for further business development, research and development activities, 
investments, trainings and consulting. AST Project cooperates with different companies in order to adjust its offer 
to the individual needs of its clients. At the moment the company hires a few people but cooperates with many 
experienced specialists. 
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ASt’S ChALLENgES

AST project is quite a new company on the market. The aim of its activities were quite narrowly described in the 
beginning—to help other companies, via consulting, to gain EU structural funds for investment and training 
projects. Therefore, the first year was spent on finding first clients and managing first consulting tasks. One of the 
barriers, however, was the late opening of the calls for tenders by Polish EU structural funds managing bodies. 
funds planned for 2007-2013 started being distributed only in the mid of 2008. Therefore, AST Project is in a hard 
situation - with many new clients but unable to offer its services. 

however, along with new calls for project proposals being announced, the company has started performing first 
contracts. Nowadays, project management takes much more time than marketing activities at the company. In 
addition, AST Project started concentrating not only regionally of Maloposka, but also outside. This was mostly 
due to the fact that calls for tenders for companies were announced only once in a year in the region, forcing AST 
Project to diversify providing its services geographically. But the potential of the company was not sufficient to set 
up representations in other regions. On the other hand, the marketing activates of merchants working in other 
regions were very costly and did not always bring positive results. Therefore, the company had to look for different 
business models in order to widen the market and be able to manage many orders from all around Poland. 

thE IMP³rOVE SErVICE dELIVEry

Bringing about a proper financial model demanded to withdraw from the initial marketing strategy. The company 
had to look also for new organisational solutions. This was due to the fact that the company’s structure, based 
on fixed term employment in 2 departments - project proposal preparation and selling - did not work out. fixed 
costs were much higher than profits. Moreover, the market competition was already very tough. Therefore, 
changes had to be introduced. 

They were described as: better external networking in order to strengthen competitive position on the market 
and finding a niche/specialization in the area of gaining structural funds.

AST Project has decided to participate in IMP³rove project in order to measure its innovation management potential.

The analysis of the results from the assessment has shown that the innovation management level of the company 
is low. Receiving 10 percent in overall innovation management places the company much below the average 
and the growth champions. Such results were a big surprise for the management. Internal conviction about the 
level of management was much more optimistic. Therefore, the IMP³rove Assessment results were analyzed in 
detail. Thanks to that, three main issues were identified: strategy conception, idea management, creativity. 

The company has received low results in the area innovation strategy. It was clear that special attention shall be 
paid to defining the vision and goals. The company, in the first period of its activities, did not have a clear vision 
not only in the area of job organisation but also expected results. The main focus was on the needs of customers, 
neglecting for example partnerships creation. The IMP³rove analysis also confirmed the low level of external 
co-operation, especially in the area of innovation. On the other hand, it showed the readiness of AST Project to 
introduce new ideas. however, the company had very low results on managing ideas and on introducing activi-
ties which shall boost employees’ creativity.

A very important element of the IMP³rove project was the meeting with a consultant, who helped to analyze the 
results from the self-assessment questionnaires. All innovation management dimensions were discussed with a 
great focus on weak points. Reasons of weak performance and their potential consequences were identified. 

The consulting meeting was conducted as a very vivid discussion between the consultant and employees. It 
confirmed how important it is to have somebody from outside to look on the firm. The company had not seen all 
the barriers that were stopping it from further development.

The value added of the consulting meeting was an action plan prepared by the consultant. The plan covered 
a set of tools, which could be used by the company in the short-term and long-term perspective, in order to 
improve its innovation management. 

After the self-assessment and IMP³rove consulting meeting the internal “brainstorming” session took place in the 
company. It was very clear that changes and rationalizations have to be introduced. AST Project had to decide 
about taking up substantial actions. 
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first of all the company decided to change completely its philosophy. In this respect AST Project opened itself to 
external co-operation. In a few months time the company started sustainable co-operation with other organisa-
tions. Thanks to that, it has been enriched with many collaborators’ skills. Moreover, the share of employee partici-
pation in trainings on project management and negotiations was increased. 

thE IMP³rOVE IMPACt FOr ASt PrOjECt—INCrEASE IN INCOME, PrOFIt ANd COMPEtItIVE POSItION ON thE 

MArkEt

AST Project started cooperating with a network of consulting companies acting in whole Poland in the area of 
gaining the EU structural funds. Intensive marketing activities are undertaken under one trademark. Thanks to 
that it is possible to gain a big number of new clients from the whole country. This brings for AST Project around 
2-3 new orders per month. In the knowledge-intensive services sector it is an important indicator. when it comes 
to the training projects the company joined its forces with a bigger partner, who has a stable position on the 
market and know-how with managing big training projects. In the respect of providing trainings for AST Project 
clients, the company gave away to a partner its project management competencies in exchange knowledge 
transfer. Such co-operation brings for both sides positive results—in a few months time the consortium gained 
funding for two big trainings projects for AST Project’s clients. 

The financial results of the company are the best measurable results. Yearly profits increased around 140 percent, 
with simultaneous reduction of selling costs of 50 percent. It has been estimated that the future period shall be 
even better. 

AST Project employees have started raising their qualifications. Thanks to systematic training they have been devel-
oping their skills and qualifications, which enable the company to undertake innovative activities. Nowadays, AST 
Project employees certified projects managers and qualified analysts. The company has specialized into gaining 
grants and managing research and development projects. Several projects were conducted in the co-operation 
with other companies and universities, for example with Krakow Technical University. Gained experience brings 
in return new projects, in which the company will participate. 

FurthEr APPLICAtION OF IMP³rOVE

The biggest value-added of the IMP³rove project is the steadily growing database of SMEs. This in turn improves 
the quality of the IMP³rove approach and provides a more reliable benchmarking picture of the company. 
IMP³rove is better suited for highly structured medium-sized companies. however, it can be useful also for micro 
firms by providing the possibility to develop short-term and long-term strategies. 

rECOMMENdAtIONS

for AST Project it is crucial to simplify the self-assessment tool and adjust it better to the needs of services 
providing companies. 

5.1.7  AtIS, France—Successfully Mastering Industrial and Commercial 
development

By Bruno PagéS and Serge gaLant

ATIS a young french company experienced the value of IMP³rove, and plans to conduct the IMP³rove Assessment again 
in order to benchmark its innovation management capabilities when compared to parent companies in Europe.

AtIS PrOFILE

ATIS (www.atis.fr) is a young SME that is an expert in image and signal processing using CCD-type sensors. ATIS 
has three lines of business:

An image processing unit for highway management which has been licensed to an industrial group (revenues •	
come now from license fees).
The development and maintenance of infrared image simulators for defence applications (service activity with •	
highly specialised defence organisations in france).
The design and development of a unique, patented sensor using infrared sensors (SPIM).•	

This innovative technology is based on a new concept of imaging spectrometer, which uses as a sensor an 
un-cooled infrared 320×240 bolometers array, sensitive in the 8-12 µm range. The core of the SPIM technology is 
a dynamic spectral filtering mechanism, which in reverse of a standard spectrometer, builds an entire spectrum 
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for each pixel by subtracting a narrow band of wave lengths. An important advantage of SPIM is the use of an 
un-cooled infrared sensor that makes possible a significant reduction of the device’s production costs. 

This technology works for any gas having an absorption spectrum in the 8–12 µm range with un-cooled imagers 
or in the 3-5 µm and 8-12 µm range with cooled imagers.

In late 2008, ATIS became the Optronics Division of an aeronautical group who already owned the shares of ATIS 
following a takeover, whereas the SPIM patents are still owned by the ATIS founders.

AtIS ChALLENgES

The development of ATIS requires the successful industrial and commercial development of the infrared image 
processor unit, to reach markets that are both defence and civilians, with competitors located in Europe and in 
the USA.

The IMP³rove diagnosis revealed that ATIS had to significantly improve on the life cycle management of this 
innovative product which is a difficult task:

The defence applications are very long term and require intensive validation costs.•	
The civilian applications which are standard dependant, since the sensor must provide measurements that •	
are compliant with international standards, which also requires intensive validation to meet the performance 
requirements.

A roadmap was set up following the IMP³rove diagnosis with two major breakthroughs:
The sensor can be airborne in order to comply with surveillance applications that require airborne solutions.•	
The sales of a significant number of ground based surveillance applications which complete their existing •	
commercial references in france.

thE rESuLtS

ATIS has benefited from an EC funded, DG Enterprise contract (Space Unit) which has supported part of the 
experimental costs for the airborne version. The work has been completed successfully, even though late when 
considering the schedule defined during the consulting workshop.

New sales of the ground based unit have been reached, even though not in line with the initial targets. The above 
results have underlined the difficulty in managing the life cycle time, especially when dealing with field demon-
strations involving several external players.

NExt StEPS

ATIS is willing to perform a new IMP³rove diagnosis with the financial results of year 2008 and 2009 (early January 
2010) in order to benchmark its innovation management capabilities when compared to parent companies in 
Europe.

Because of competition, ATIS wants also to develop a new roadmap which makes the company more visible in 
the European market of remote sensing both ground-based and air-borne.

5.1.8 AudACIO, Czech republic—Expansion built on Innovation Enablers

By LiBor FriedeL

AUDACIO was founded in 1998 in the Czech Republic. The company deals with progressive manufacturing and 
engineering activities, especially with manufacturing of lathe-turned technologically demanding parts. By the 
use of IMP³rove, the company’s needs were highlighted to establish a better and more systematic project and 
idea management and applying more tools and techniques for idea generation and support the development 
of products and services.

AudACIO’S PrOFILE—A yOuNg dyNAMIC COMPANy wIth COurAgE tO FINd SOLutIONS

AUDACIO is a Czech progressive manufacturing and engineering SME operating worldwide. The company special-
ises in manufacturing of lathe-turned technologically demanding parts, manufacturing and distribution of drywall 
suspension components and tools development, as well as design optimisation of technical solutions. Gradually, 
AUDACIO has become a respected specialised manufacturer of the technologically demanding drawing parts 
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for automotive and precision engineering; it has progressively expanded in the segment of building industry. 
AUDACIO has a connection with the 4x4 off-road company specialised in production of Land Rover accessories 
and international business. Among others, AUDACIO is a member of the Precise Engineering cluster based in 
Moravské Budějovice.

The key values of AUDACIO’s are quality, efficiency, mutuality and responsibility. AUDACIO is an ISO 9001:2000 
certified company and to a large extent it also fulfils the quality requirements of, for example, TS 16949 such as 
certificates PPAP, fMEA, 3.1. B, material reports etc. 

Recently, AUDACIO has started building new manufacturing and engineering premises in Brno to extend its 
present capacities and to provide a wider range of services to its clients.

AudACIO’S ChALLENgE—bEttEr/SyStEMAtIC PrOjECt ANd IdEA MANAgEMENt

AUDACIO is still a relatively young SME. As a member of the Association of SMEs, the company is aware of the 
problems and challenges SMEs are facing in the Czech Republic. The company’s strategy is based on long-term 
partnership, specialisation, stability, general contracts and customisation (individual approach). 

AUDACIO is well positioned in the area of innovation results, even in its sample. They have achieved in the 
IMP³rove Assessment great growth champion average. The solution taken by AUDACIO seems to be more prag-
matic than the average, as average probably cannot use all innovation potential. AUDACIO can do it.

As the company operates in very friendly corporate „family” culture the company management has a chance to 
improve the way of how projects and idea cycle are managed toward a more systematic way. The progress with 
the building of new premises should be a good example, however influenced by the global economic crisis. The 
company also perceives a strong need of enlarging their customer base by getting access to new international 
markets for their products and services.

thE wAy tO FuturE INNOVAtION: PrOCESS APPrOACh

The objectives of AUDACIO´s innovation management activities include the intention to make substantial changes 
toward more value added services, technological development, technical consulting, testing and prototyping.

for the company there is a chance to improve the process side of its operation, which management is willing to 
do to fulfil above objectives.

thE IMP³rOVE SErVICE dELIVEry

AUDACIO has participated in the project of Suppliers’ in Automotive Development in co-operation with the 
CzechInvest agency since 2005 (under the umbrella of Ministry of Industry and Trade of Czech Republic). The 
project has been focused on an increase of the share of Czech sub-suppliers to the multinational companies 
performing in the Czech Republic. As a follow-up activity AUDACIO decided to participate in IMP³rove in order 
to assess the company from the innovation point of view. There was also a complementary aspect, because the 
IMP³rove approach has well complemented to the benchmarking performance using the Czech Benchmarking 
Index, where AUDACIO participated, too. So, the result was clear. Company owners and managers still want 
to improve the performance of their company and try to find tools, techniques and approaches which could 
provide them with relevant information and facts based on international experience.

IMP³rOVE ASSESSMENt ANd rOOt/CAuSE ANALySIS

In the IMP³rove Assessment, the company reached an overall score in innovation management performance slightly 
below the market average. however, the results shown in the area of innovation results were above average.

AUDACIO took part also in the Root/Cause Analysis before the consulting workshop. The report highlighted the 
needs of employing more tools and techniques for idea generation and the application of tools and techniques 
to support the development of products/services. 

uSINg IMP³rOVE CONSuLtINg SErVICES FOr POtENtIAL ExPANSION thrOugh INNOVAtION IdEAS

The consulting workshop has been provided at a suitable venue to analyze both IMP³rove reports based on 
the presentation prepared by the IMP³rove Expert. The main focus was put on the weakest areas to set priori-
ties for their improvement. As AUDACIO already has collaborated with the IMP³rove Expert during previous two 
consulting projects, suggested measures were easily put into the context for “holistic” improvement.
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MEASurES FOr IMPrOVEMENt

Based on the discussion during the consulting workshop, the plan was created for the continuous improvement 
of AUDACIO´s innovation management performance. The consulting approach included four identified key areas 
and three innovation management tools were chosen to support measures for improvement concerning enabling 
factors for the innovation and innovation life cycle processes (from the A.T. Kearney house of Innovation).

IMP³rOVE AS ENAbLEr FOr tANgIbLE rESuLtS

Because of a lot of measures, which were undertaken by the company besides the IMP³rove Assessment, direct 
and “hard” tangible results from the participation on IMP³rove could not be identified on first sight. however, 
the company improved its economic results (in the period before the influence of global economical crisis) and 
strengthened its competitive position. AUDACIO also improved the staff motivation and cultural readiness for 
innovation toward further improvement and development. 

thE IMP³rOVE IMPACt FOr thE SME

The IMP³rove approach together with the assessment and consulting process provided AUDACIO with a detailed 
and comprehensive approach to assess and benchmark the company according to the well defined dimensions 
of the “A.T. Kearney house of Innovation.” This holistic view on innovation complemented previous assessments 
of the company during different support measures. The CEO of the company even joined an IMP³rove training for 
innovation management consultants in Zlin, organised by the IMP³rove networking partner—Centre of Applied 
Economic Research at Tomas Bata University in Zlin. 

The three most valuable elements of the IMP³rove service delivery were: 
The online assessment (helps to identify areas of intervention before a consulting workshop with a a. 
consultant). 
International benchmarking of innovation management performance.b. 
Consulting approach (helping to understand the results of assessment and benchmarking that facilitates to c. 
develop an action plan).

5.1.9  AutOMAtIzACIONES SIMAC, S.L., Spain—developing proprietary 
product for profitable growth 

By FranCiSCo de ariStegui

AUTOMATIZACIONES SIMAC, S.L with fewer than 25 employees is offering customized solutions for increasing the 
energy and process efficiency of their clients. with support of public funding the company currently is developing 
their new product for automated testing of communications cables, power and optical fibre mainly for the automo-
tive and wind generator market.

AutOMAtIzACIONES SIMAC’S PrOFILE

AUTOMATIZACIONES SIMAC, S.L. is a small company constituted in 1999. Currently, AUTOMATIZACIONES SIMAC, S.L. 
has staff oscillating between 13 and 25 people. The company offers customized solutions for the improvement of 
industrial processes with focus on energy efficiency and thus contributing to the sustainable development of their 
customers’ business.

AutOMAtIzACIONES SIMAC’S ChALLENgE

for the participation in the IMP³rove program, the company had some very clear objectives in terms of innovation 
management. firstly, they wanted to improve the communication and instil a higher culture and innovation engage-
ment amongst its employees. Secondly, it was foreseen to reinforce its marketing activity and its client relationships, 
which will allow to more efficiently manage its innovation life cycle. Lastly, it searched to increase its efforts in the 
execution of their long-term innovation projects, aiming at developing an own product for its profitable growth.

The company was also interested in gaining insights in the IMP³rove comparative evaluation, the diagnostic 
and recommendations derived thereof, in order to better understand the other European companies’ behaviour. 
Depending on the competitive environment, they then can confirm or correct their own conclusions and action 
plan. Therefore, it was foreseen:

To grow in terms of knowledge.•	
To introduce/acquire new technical knowledge permitting to be different from the competition.•	
To provide stability to the company with own know-how.•	
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Some of the IMP³rove conclusions and recommendations reaffirmed the company’s initial planning.

thE IMP³rOVE SErVICE dELIVEry

After the IMP³rove analysis executed in September 2007, it became obvious that SIMAC had a clearly defined inno-
vation strategy. however, this strategy was not adequately transmitted to the middle managers and employees, 
which provoked a negative impact on the company’s innovation organisation and culture. There were some 
important issues to improve the management of the innovation cycle life, especially by strengthening the rela-
tion and interaction with the clients.

furthermore, it turned out that the company could obtain better results from its innovative activity by paying 
more attention to the innovations (incremental ones) in its manufacturing processes. Areas for improvement 
were here: assigning resources to the innovation projects, financing at long term, aiming at developing an own 
product able to differentiate the company from the competition.

As a result, following recommendations were given during the consulting workshop based on the IMP³rove Assessment:
Communication of the innovation strategy to the employees and improvement of the innovation culture and •	
engagement amongst the employees. This is expected to increase suggestions on, and the implementation of 
incremental innovation projects. 
Develop a systematic approach to marketing and interaction with the clients during the entire process from •	
“they buy” till “we send” to better meet client needs, increase sales and acquire more clients.
The structuring of the longer-term innovation projects aiming at the generation of an own product. Currently •	
the company assigns a very small percentage of its innovation expenses to longer-term innovation projects. 
The expected benefit here is the identification, selection and launching of new innovation projects allowing the 
company to develop an own product, consolidate its presence in the market and reach a competitive advantage.

thE IMP³rOVE IMPACt ON AutOMAtIzACIONES SIMAC

Given the economic crisis, many of the company quantitative ratios have not been improved during this period. 
however, in this period SIMAC has defined some key commercial issues such as the definition of a marketing and 
commercial action plan that resulted in:

Introduction of techniques to analyse products’/processes’ value•	
Analysing clients’ comments/valuations/reactions•	
Developing a company catalogue.•	
Renovating and updating the web page.•	
Contacts with public bodies.•	
Contacts with associations of private companies as canning ones•	
Launching of a longer-term innovation project that includes the development of an electrical cable tester with •	
artificial vision and encoded data reading. It is a project devoted to the automated testing of communications 
cables, power and optical fibre addressed to the automotive, wind generator market, etc. which will reduce the 
inspection time by up to 90 percent, from now 20 minutes to 1 minute. The project has a budget of €450.000 and is 
executed from June 2008 till June 2010. This project is approved by the Navarra Government as an R&D&I project.

A considerable organisational improvement has been achieved in SIMAC starting from the application of the 
IMP³rove recommendations and from the coaching sessions. In this sense, the company has been structured in 
different departments with clear responsibilities.

5.1.10 AwEMA, uk—Expanding business in the Social Sector

By CarL JameS

AwEMA is a social sector organisation providing services to members of ethnic minorities. Since undertaking the 
IMP³rove assessment it has restructured its management team, developed new services and is undertaking a 
plan for expansion. It has increased its income by 30 percent.

AwEMA’S PrOFILE

AwEMA is a social sector organisation in wales. It provides services in employment, training, enterprise and social 
representation to members of ethnic minorities in wales. It was founded in 2000. It employed 13 people, the majority 
of whom were on contracts determined by contracts AwEMA had entered into with government bodies.
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AwEMA’S ChALLENgE

The challenge is twofold. One is to diversify AwEMA’s sources of income. The second is to develop a management 
team, which can operate after the founder departs. Therefore, it seemed necessary to develop innovative services 
and ways of working to fulfil the above objectives.

thE IMP³rOVE SErVICE dELIVEry

IMP³rove was chosen because it encompassed both areas. The organisation has used brainstorming, focus groups 
and Meta Plan techniques with success and this seemed to bring system to the overall experience.

FILLINg IN thE ASSESSMENtS

AwEMA had a good overall rating, in the growth champions’ category. The rating for innovation strategy was 54 
percent, below growth champions (58 percent) and average (56 percent).

There is a vision and the characteristics of the strategy are well defined. however, it is insufficiently disseminated 
outside top management. Also innovation projects are unbalanced. Management is aware of both problems. The 
former is being dealt with by developing a knowledge management strategy for the organisation, and this affects 
various aspects of the assessment. The latter aspect is being addressed through the development of longer term 
and more diverse sources of funding for the company. The broadening of its funding base is important, as this will 
allow the organisation to reduce dependence on project funding. The development of social enterprise activities 
is envisaged as a means of doing this.

In innovation organisation and culture there were good scores overall. The one weak point was that of staff atti-
tudes and capabilities outside top management. The organisation does need to recruit and/or train its staff to 
develop its innovation capabilities. This again forms part of the KM strategy being developed.

In innovation life cycle processes AwEMA has a very good rating (53 percent) in this area, well above average (40 
percent) and above the growth champions.

There is a lack of an idea management system. This is acknowledged. Currently, the Chief Executive is the driving 
force for ideas, and he is looking to devolve his responsibilities by building up a team. This is part of the knowl-
edge management strategy underway.

Measurements of process parameters need to be improved and the finance manager is undertaking this.

AwEMA’s innovation results score is below average (33 percent cf 37 percent). Revenue from new and improved 
services is below average and cost reduction is not measured. The former figure is changing and is now much 
higher as a result of recent developments. 

Cost reduction is difficult for service providers to measure especially when they deliver bespoke services, which 
are subject to continuous improvement. In the knowledge based area, this is common. however, management 
had a view that an equivalent measurement might be the cost savings in delivering additional services. In other 
words, AwEMA deliver a number of services using common resources that if delivered independently would 
require more resources. The difference is the cost saving.

CONSuLtINg SErVICES

As a result of the consulting services, AwEMA is proceeding with a knowledge management strategy. AwEMA has a 
priority to broaden its funding base, and this is underway. It is seeking new markets and new sources of finance. 

Measures of improvement fall into three categories. The first is the bottom line of income generated. The second 
is the diversity of sources of funds or clients. The third is the range of services provided.

thE IMP³rOVE IMPACt ON AwEMA

IMP³rove was useful in providing an overview of the organisation. It highlighted weaknesses, which have 
received attention.

In 2006, AwEMA’s income was £767,485. In 2008 it was £1,199,925. further contracts have been secured bringing 
in in excess of £4 million over the next three years. More are being sought. AwEMA has diversified its client base, 
with contracts with universities, government bodies, local authorities and the European Commission. 
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Also qualitative improvements have been achieved. AwEMA has established a new management and work 
structure. It has also established a set of business partnerships with other bodies, which are now bringing in 
joint income. 

5.1.11  beantech, Italy—Accessing New Markets through Strong Innovation 
Culture 

By marCo Santoro and ChriStin PFeiFFer

Beantech, an Italian SME active in the field of software development and networking services needs to increase its 
customer base at international level, while adopting new well-framed production processes. Very well positioned in 
the overall IMP³rove Assessment, the company found some areas of improvement in the Root/Cause Analysis. with 
the help of the local IMP³rove Expert the company was able to find new ways for strengthening its competitive posi-
tion as well as for accessing new markets through innovation.

bEANtECh’S PrOFILE

Beantech is an SME active in the information technology market, in particular in the logistics sector, where it 
provides “ready to go” network solutions. More specifically the company supplies network applications for logis-
tics and tracing & tracking and also offers network services such as counselling, assistance and training.

Thanks to its intense R&D activity the company has been granted the acknowledgement of Qualified Research 
Laboratory by Italian Ministry of Education, University and Research.

founded in 2001 and based in Italy’s North Eastern region, friuli Venezia Giulia, the company employs currently 
approximately 20 people, most of whom are qualified technicians and engineers (some of them received various 
certifications: 2 SAP Business One Development Consultants, 3 SAP Business One Solution Consultants, 2 Microsoft 
Certified Professionals,1 hP Certified Professional). The annual turnover reached 1,6 million Euro in 2008. 

The reliability and the extreme functionality of SME’s network solutions allowed Beantech to become a key 
partner for local SMEs seeking innovative and high-quality solutions.

bEANtECh’S ChALLENgE 

Even though it is a young and recently founded SME, Beantech has always been aware of the importance of 
innovation, technological development and quality that are fundamental for the success of companies. In fact 
innovation, technological development and quality are exactly the characteristics of the products and services 
the company offers to its clients with the aim of increasing added value. 

Therefore, the company takes good care of its clients in every single phase of the project: it lends its experi-
ence and counselling to find the best solution in accordance to the clients’ requests, it then develops and tests 
directly the application. In some cases Beantech also carries out training activities for the assigned operators. 
Customers that turn to the SME are aware that they will obtain an all-inclusive service: from the initial analysis 
to post-sale assistance.

The SME can therefore be considered as an enterprise that sees innovation as a fundamental and strategic asset. Innovation 
culture is the real engine of the company’s range of products and services, which are geared to anticipate market needs. 
The company’s management is always looking for effective tools and methods for innovation management.

At the same time they perceive a strong need of enlarging their customer base by getting access to new inter-
national markets for their products.

The company’s two founders and actual partners are both involved directly in innovation management issues. 
Beantech for both of them can be considered as “arrival” of their career that started for both of them in the area of 
software consulting services after graduating successfully in Informatics and Computer Science. 

thE IMP³rOVE SErVICE dELIVEry

when Beantech decided to participate in the IMP³rove project, the company was looking for an effective ICT 
assessment tool that could give them an additional insight on new methods and models to effectively manage 
and increase the knowledge inside the SME, possibly starting from the company’s strengths and capabilities.
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The company—even if aware of innovation management as a whole—so far dealt with these issues without 
adopting a systematic approach. IMP³rove represented therefore a good opportunity to access structured 
and complete consulting services based on a quite userfriendly online tool and on an international bench-
marking database.

IN SEArCh OF ExCELLENCE by ShOrtENINg thE tIME-tO-PrOFIt

The company reached a very high overall score on innovation management, higher than market average as 
well as higher than the average of the growth champions when they conducted the IMP³rove Assessment in 
2007. Beantech can therefore be considered as one of the best companies of its benchmarking class (made 
out of 147 SMEs).

In the next months Beantech would like to complete the questionnaire again with the results on their current 
performance in the actual even more competitive situation due also to the worldwide financial crisis; this 
might be very interesting because at present a large number of companies compared with the first bench-
mark took part in the survey and the quality of the benchmark has notably increased.

More specifically, the company’s best result (which almost meets excellence) can be found in the dimensions 
of innovation strategy and innovation culture and organisation.

The innovation strategy of Beantech demonstrates to be well balanced between incremental and radical inno-
vation, on the one side, and well articulated as far as short and long term trends, costs and risk are concerned.

Although belonging to the group of excellent companies, the company presents some areas of improve-
ment, where further consulting services may help the organisation in filling the gaps. weaknesses can be 
found mainly in the dimensions of innovation life cycle processes, and specifically in idea management, with 
improvable results in terms of time-to-market and time-to-profit, as well as systematic idea generation.

Before taking part in the consulting workshop the company filled in also the Root/Cause Analysis. The report 
highlighted the needs of improving time variables of the company’s innovation/production processes. More 
specifically, the time between proposal and selection of new ideas has to be considered too long. Time-to-
profit could be reduced also by cutting off time-to-market, which was longer than the average.

Another point of weakness that emerged in the Root/Cause Analysis concerned the analysis and evaluation 
of feedback, both concerning idea generators and customers.

uSINg IMP3rOVE CONSuLtINg SErVICES FOr IMPrOVINg thE INNOVAtION NEtwOrk

During the consulting workshop the two IMP3rove reports (from the IMP³rove Assessment and the Root/Cause 
Analysis) have been analysed step-by-step, in order to evaluate in detail the results of each single assessment. 

The consultant from R.Q. focused the analysis on the type of innovation to be attained: in fact, the expert 
registered few innovations in services, management processes and business models and proposed the estab-
lishment of a more systematic approach for strategic partnering. Since Beantech can already count on a well 
organised network of qualified partner this suggestion was warmly accepted.

The company’s managers expressed their satisfaction for the results of the assessment as well as for the offered 
service, which put them in the condition of correctly evaluating reports in a critical and constructive way.

MEASurES OF IMPrOVEMENt

Plans were made to further and continuously improve the SME’s innovation management performance and 
to review and update tools of assessment in their application to Beantech’s development strategy.

The consulting approach provided by R.Q. as the involved IMP³rove Expert included a multifaceted plan of 
actions to be delivered not only in the context of IMP3rove but also as part of a program of an integral new 
project of competitive development, to be financed at local level, thanks to specific public support measures. 

The consulting service went in detail concerning the design of a competitive development plan, the defini-
tion of the relative strategic plan, the preparation of a suitable business plan for a department within the 
company and the monitoring and evaluation of the different actions proposed.
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thE IMP³rOVE IMPACt ON bEANtECh

with the consulting support of R.Q. as the involved IMP³rove Expert two key areas of change have been identified:
Networking for R&D.•	
Developing new products based on Business Intelligence tools and technologies.•	

These key areas can be considered two fundamental aspects for the innovation culture Beantech is trying to 
strengthen more and more.

There has been an interesting number of changes and improvements thanks to the impact of IMP³rove with 
special regards to R.Q. services which are still going on and are currently in the final evaluation phase. They 
can be summarized as following:

Improvement of the company’s overall economic results: income and profit growth.•	
Strengthening of the SME’s competitive position.•	
Launching a process of enlargement of the company’s commercial base.•	
Effective Management of the company’s knowledge also by means of Business Intelligence services.•	

Quantitative improvements: The SME registered a gradual, but significant increase in the number of employees 
and gains from sales, also by means of the obtained access to new national and international target markets.

At the same time production costs were reduced thanks to a more effective and efficient management of 
processes and to the creation of added value by new products. 

The launch of a new department allowed Beantech to enlarge its offer, acquiring knowledge about new 
technologies and tools, specifically in the field of Business Intelligence applications.

Qualitative improvements: having set up the basis for a new marketing and sales structure, which is based on 
the concept of Business Units and on the verticalisation of the results of innovation projects, Beantech is now 
well equipped for promoting its products and services at national and international level. 

Moreover, a stronger attitude toward adoption of new technologies has been transferred: new innovation 
projects have been launched in the field of Business Intelligence applications. 

VALuE OF IMP3rOVE 

IMP3rove provided the SME with a detailed and comprehensive approach for assessing the company in all the 
dimensions of innovation management, analysing aspects concerning technology and production as well as 
marketing, organisational culture and human resources skills and orientation toward innovation.

5.1.12  brockhaus Software & Consulting Ag, germany— Creating a triple 
wIN Situation

By raLF KoPP

The following case provided by Ralf Kopp (Sozialforschungsstelle Dortmund; ZwE der Technischen Universität 
Dortmund, Koordination forschungsbereich Organisationsent wicklung und Beratung) demonstrates how 
IMP³rove can serve the innovation management needs of an SME improving their competitiveness, the research 
institution in adopting IMP³rove for generating meaningful case studies for a national research project, and 
the consulting company in profiling their service offerings in innovation management. for all stakeholders the 
expectations were met and in some cases IMP³rove also exceeded the expectations. All parties involved were 
surprised how easy and quickly IMP³rove generated solid results.

thE SME AS wINNEr 

Brockhaus Software & Consulting AG is a small to medium sized IT company with currently 20 employees. The 
company develops IT solutions to customer orders based on most advanced technologies in the area of service 
oriented architectures (SOA). To maintain competitiveness the company wants to further develop their innova-
tion capabilities and was looking for appropriate measures. 

Based on IMP³rove, Brockhaus Software & Consulting AG stimulated a process to systematically analyze current 
business activities from an innovation point of view. Already the filling-in of the IMP³rove questionnaire created 
strong interest in further discussing innovation related aspects—independent from the assessment results. 
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These aspects included questions such as: 
what is part of innovation management? •	
how do we define innovation projects?•	
Are we perceived as innovative by our customers?•	

Based on the benchmarking results, a workshop with all employees of Brockhaus Software & Consulting AG 
was conducted to analyze the strengths and weaknesses of the company. The IMP³rove benchmarking results 
served as basis for discussion. The discussion results also generated insights for the development of a compre-
hensive innovation strategy and for the design of sustainable innovation processes. The already implemented 
project management tool was complemented by applications to manage innovation projects. Employees are 
more actively involved in the innovation process especially in the idea generation process. Customers, poten-
tial customers or potential candidates for recruiting will be asked more systematically what they perceive as 
“innovative.” 

These measures are aimed at increasing the number of successful innovation projects. At the same time it is 
expected that the motivation of the employees will increase as well. The open approach to innovation based 
on a formal approach is expected to generate valuable new ideas. Establishing new software-based internal 
processes transparency will be increased internally.

The three most important insights for the SME are: 
Innovation needs space for development.•	
Innovations have to be defined, systematized and monitored as such.•	
Incentives have to be established to motivate employees to participate in innovations. •	

thE CONSuLtANt AS wINNEr

The consulting and training company Strategio (www.strategio.de) has its core competence in the imple-
mentation of continuous improvement processes (CIP). This core competence should be complemented with 
services in innovation management. In this context IMP³rove serves as a door opener to additional market 
opportunities.

The knowledge gained during the IMP³rove training could be applied and expanded during the support of 
the SME in completing the IMP³rove benchmarking process. The new service offering has been posted on the 
consulting company’s web-site. In the meantime a service offering “Knowledge and Innovation Management” 
is evaluated jointly with Brockhaus Software & Consulting AG and a separate internet platform prepared. 
from a consultants point of view the further development of IMP³rove should include more a comprehensive 
training and qualification program including tools and concepts. 

thE NAtIONAL rESEArCh PrOjECt AS wINNEr

In the context of a national research project of the Sozialforschungsstelle Dortmund (ZwE der TU Dortmund) 
(www.sfs-dortmund.de) advanced approaches to innovation management should be analyzed (www.innova-
tionsarbeit.de). following reasons led to the usage of IMP³rove:

IMP³rove allows for a complementary benchmarking in the development of case studies from selected •	
companies and projects for the research project. Thus the project’s field test can be deepened in an effi-
cient manner. At the same time additional insights can be generated on strengths and weaknesses of the 
research approach.
IMP³rove is a holistic approach to innovation at SMEs. It incorporates state-of-the-art research and •	
consulting excellence. Thus IMP³rove allows further development and discussions both in the research and 
the consulting area. During the explorative phase, IMP³rove increased the awareness of the project team 
regarding the various dimensions of innovation management (A.T. Kearney "house of Innovation”). It offers 
benchmarks of “best” and “good” innovation practices along detailed criteria. 
The possibility to use IMP³rove in the context of case studies was an attractive add-on (door-opener) for the •	
acquisition of companies for case studies. 

for the researcher the objectives have been met and sufficient case studies could be generated. In return the 
project integro served for IMP³rove as a door opener to SMEs. In spite of the practical benefit, reservations were 
expressed regarding the return on time in-vested. Even in the IT sector a barrier existed to use an internet-
based tool. It is foreseen to conduct further IMP³rove Assessments.

www.innovationsarbeit.de
www.innovationsarbeit.de
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5.1.13  COLLECt CONSuLtINg SP. z O. O., Poland—regional Expansion of 
Innovation Management Consulting Services

By SyLwia KoSińSKa

Collect Consulting has tested the IMP³rove approach both as a small and medium sized enterprise and an inno-
vation management consultant and has gained a lot of insights from it. On the one hand this helped to see in 
which areas the own company need improvements. On the other hand it was a great source for gaining insight 
into the innovation management topic.

Taking part in a project was the motivation to increase the efficiency of activities related to the development of 
products and services. It gave the enterprise the opportunity to compare the degree of development of innova-
tion management with competitors from Europe, which allowed us to identify areas for improvement. A detailed 
analysis has shown the causes of strengths and weaknesses of innovation management in order to compare them 
with the results obtained by other companies within the same industry operating on the European market. 

Introducing IMP³rove assessments and results were a motivation to work in a better way and play an important 
role on the innovation field in our region, country and maybe some time on an international market. Now Collect 
Consulting may say it is aware of the need for innovation.

COLLECt CONSuLtINg’S PrOFILE

Collect Consulting Sp. z o.o., is a consulting enterprise belonging to the SME sector. It was set up in 2003 in 
Poland. from the beginning the company focused on developing its services, and still is extending its range. The 
enterprise is trying to develop by providing new kinds of advisory services both for the company, the region, the 
country, and the international markets. Moreover, Collect Consulting tries to focus on building know-how-based 
management. One of the objectives of its innovation management is to achieve and maintain a strong position 
on the national market, as a leader in providing modern consulting services. There is also a spotted need for 
Collect Consulting to initiate business activities on international market. Moreover, Collect Consulting is aspiring 
to assure the best quality and standards of offered services. The next objective is to promote the trade-mark.

COLLECt CONSuLtINg’S ChALLENgE: SItuAtION OF SME bEFOrE IMP³rOVE

SOLVINg PrObLEMS

Collect Consulting started in 2005 a new project called “E-capital—the way of building information-based society.” 
The main objective of that project was to create an internet portal which shall provide users with information 
on sources for financing business activities. This in turn shall help to implement additional consulting services. 
however, a problem has appeared—there was a gap between the project’s idea and the phase of its implementa-
tion. The enterprise didn’t have enough resources to implement the new service. Therefore, Collect Consulting had 
at one stage a problem with the realization of the project and providing the new way of offering the service. 

The motivation to think about innovation was boosted by the idea of moving toward innovation-focused projects. 
The enterprise was trying to get involved in such projects and to learn how to develop innovative activities. At 
the same time innovation has become an important issue also on regional, national and international level in the 
aspect of building the knowledge-based economy. 

thE rEASON OF jOININg thE IMP³rOVE PrOjECt

Joining IMP³rove project was the idea of the president of Collect Consulting firm Mr. Radosław Polowy, who 
was looking for new fields of business possibilities. Moreover, it was at the time when Polish EU structural funds 
managing bodies were still at the phase of preparing documentation for implementing operational programs. 
Therefore, there was enough time to focus on something different and new. The company has found the infor-
mation on IMP³rove project on Internet, and in consequence decided to join it. It was the first time when the 
enterprise started thinking seriously about the role of innovation. 

thE IMP³rOVE SErVICE dELIVEry
 

rESuLtS OF thE ASSESSMENt

The president of the company has participated in the IMP³rove training, where the idea of the project and 
the role of innovation were explained. Collect Consulting went also through the IMP³rove Assessment. The 
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company has achieved in overall innovation management the result at the level of 30 percent, which ranks it 
below the leaders in the industry and the average.

One of the weak points was the result achieved in the dimension “innovation strategy.” It turned out that 
the company’s strategy is generally written down in documents, which are made available to employees. 
however, it is not clearly associated with being innovative. Moreover, the enterprise should better inform 
employees and cooperating companies about its business strategy. The results point at the major barriers 
hindering the implementation of innovative projects: the lack of funding, productive and skilled workforce, 
and time.

In the dimension of “innovation management success” the result was very weak, too. The Root/Cause Analysis 
showed that the company did not apply any tools designed to support the development of products (only 
the purpose of estimating the costs of implementation in a small area). On the other hand, the company 
takes some measures to increase the value of its innovative services (new pricing strategies, adaptation of 
products/services to meet the needs of customers). however, the company shall increase their range and 
scope. Also the company introduces mainly organisational innovations.

In the dimension “results from innovation management” the company achieved only 2 percent. So the process 
of providing innovations is not advanced and is not working very well. Also the company noticed that it has 
some difficulties in achieving planned targets.

The key strengths were spotted in the dimension “organisation and culture.” The company obtained a result 
of 84 percent which is above average and growth champions. The owners highly appreciated the motivation 
and commitment of employees. The management staff was valued very high by the owners. The external 
co-operation is based on exploitation of innovation opportunities. highly innovative is also the company’s 
willingness to provide feedback for suppliers and customers.

A very good score was also achieved in the area “creating new ideas and managing them.” So the enterprise 
looks onto new ideas, but the process of assessment lasts very long. There are some methods used in support 
of developing new ideas—brainstorming and a system of proposing new ideas. 

uSINg IMP³rOVE CONSuLtINg SErVICES

The enterprise had the opportunity to use IMP³rove tools such as: online IMP³rove Assessment, Roots/Cause 
Analysis, European Benchmarks, Consulting workshop and the IT-supported process. Collect Consulting 
recommends all the tools, especially the IMP³rove Consulting workshop, which gives the opportunity to have 
an overall picture of its specific dimensions’ results and focus on a company’s situation. The benchmarking 
report is well structured and gives a clear picture on the current innovation management performance. 

INItIAtIVES AFtEr thE rOOt/CAuSE ANALySIS

After taking part in the IMP³rove project, Collect Consulting decided to focus on innovation and implementa-
tion of necessary changes. first approach was focused on outsourcing advisory services to science and tech-
nology parks. The enterprise started to cooperate with lots of science and technology parks in Poland. Now 
it has become one of the leaders in working with these organisations. Collect Consulting focused on joining 
the science sphere with strong focus on commercialization. They have also joined regional innovation initia-
tives. Collect Consulting started to cooperate with universities and educational institutions—both providing 
advisory services and joining into the projects consortiums with German, french and Dutch organisations. 
The enterprise is providing consulting also in international projects. 

The management is still trying to show the possibilities on innovation fields to the employees. There was put 
on an e-mail box, where all workers’ ideas can be sent to. The company also started cooperating with interna-
tional companies in submitting proposals for foreign tenders. Collect Consulting is trying to focus on different 
aspects of innovation and applying them in their every-day activities.

thE IMP³rOVE IMPACt ON COLLECt CONSuLtINg

At the beginning innovation was just a concept for Collect Consulting, but now it seems to be a power to 
develop the enterprise. Aiming at economical growth as one of the main objectives of regional policy, it has 
to be kept in mind that the development of the Polish economy is based on innovative companies. Therefore, 
innovativeness is the key factor of competitiveness.
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ChANgES INSPIrEd by INNOVAtION

The first task after taking part in the IMP³rove Assessment was to employ new staff and create new job 
positions. Collect Consulting created a new department—Collect Trainings, which is concentrated only on 
external and internal trainings. The next new department is “The Centre of Analysis and Evaluation” taking 
care about research. There is also a new person responsible for legal advice. The enterprise created also a 
project office working on technical documentation design. Collect Consulting is still developing the service 
based on the own project “E-capital.” The enterprise is specializing also in developing public and private part-
nership services, which are a novelty on the country level. 

In the process of boosting innovation ideas project management thinking was introduced. So every person 
has the opportunity to work on different themes and in different groups. Also every person may put on 
something new into each project.

Collect Consulting had the opportunity to provide advice on innovative projects conducted by educational 
institutions and technology parks. Institutions such as technology parks, centres of excellence and research 
institutions act in order to support technology transfer and know-how. They play a role of an intermediary 
between the science and the economy, creating conditions for the exchange of information and improving 
contacts between science and business. In order to fulfil its role they cooperate with a network of experts and 
institutions specializing in certain areas. Collect Consulting, with its wide range of experts from the industry, 
fills in the market niche by offering advice on innovation management.

Collect Consulting recorded an increase in sales and profits. Also a new project was initiated. It focuses on 
development of know-how leading innovation. The most important asset for Collect Consulting is human 
resources, which provides the source of creating and implementing new ideas. 

The company is organising internal motivation workshops. A specialist was employed, who is responsible for 
comprehensive management of innovative projects. his responsibilities include preparation of appropriate 
studies, surveys, and reports. The creation of this position is directly related to the implementation of innova-
tive ideas. The person in this position has a key influence on the results and effects of ongoing activities in the 
field of innovation. It is essential to employ a consultant, who may ensure an efficient and effective manage-
ment of projects related to the implementation of innovation. 

The company focused on advising at international innovative projects, which are based on combining science 
with commercialization. Moreover, it has got involved in looking for innovation and working on developing 
innovation processes in organisations.

thE INFLuENCE OF IMP³rOVE

The most important thing for Collect Consulting was the possibility to focus on innovation and get to 
know how to deal with this matter. Now, the company has the appropriate knowledge how to construct 
and maintain innovation management. The enterprise also knows its position in comparison with other 
enterprises and is aware of strong and weak points of its innovation management. Collect Consulting has 
got to know what improvements are necessary and is encouraged to implement them. Innovation is an 
interminable process as it drives the whole business. The SME has learned that it needs to work on the 
process of implementing innovations in the company and that there are lots of different aspects connected 
with innovation. 

IMP³rove gave the SME encouragement to lead changes and think about advantages of working on inno-
vation. The reasons to improve innovation management were: competitiveness, lacking of internal know-
how, general lack of human resources, curiosity, learning and organisation change. Collect Consulting 
expected from the IMP³rove project to be provided with clear recommendations for improvement and 
also to learn about innovation management. The expectations were fulfilled, so it is the best proof that 
IMP³rove was useful.

rECOMMENdAtIONS

Collect Consulting provided advice for improvement of IMP³rove approach. There are proposition of short-
ening the time devoted to the assessments. Even their high quality cannot convince SMEs to devote so much 
time for surveys. Moreover, it would be a good idea to provide new additional assessment to the client after 
for example nine months—just to compare the results and notice the changes. 
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5.1.14  COMPONOSOLLErtIA, S.A.L, or A.I.t. (Aplicaciones Industriales técnicas—
technical Industrial Applications), Spain—Speeding up Innovation 

By FranCiSCo de ariStegui

COMPONOSOLLERTIA, S.A.L, or A.I.T. (Aplicaciones Industriales Técnicas—Technical Industrial Applications) as it is 
known in its market, was founded in 1997 as an idea of a group of engineers thinking that all production chains 
are susceptible to improvement. AIT has faced and solved with success all the projects in which the company is 
engaged. Its engineering department is devoted to the special machinery development to optimise industrial 
processes, integrating equipment and systems already existing and owned by the client. The process improve-
ments are highly customized. 

COMPONOSOLLErtIA’S PrOFILE 

A.I.T. is specialised in the development of tailor-made machinery and automation, as well as installations, covering 
all processes from the launching of the idea, manufacturing, installation, start-up and maintenance. Therefore it 
carries out turnkey projects in such diverse areas as:

Development of special machinery.•	  It deals with the machinery design, start-up in the clients’ factory, 
manufacturing and installation.

Processes optimization.•	  According to the company’s conviction, all the processes can be improved if efforts 
and knowledge of adequate people and companies are combined.

Safety and adaptation to 1215 Directive•	 . All the equipments are tested and modifications needed are 
carried out in order to fulfil 1215 regulation, as well as the precise documentation.

The company offers complementary services such as:
final user training in order to deal with the new machinery.•	
Maintenance of the machinery implemented and installations executed.•	

On the other hand, in the last years the company has studied the entertainment and culture sector in order to 
establish a new business line, focused on the development of its own products, more specifically animatronics 
and special effects for museums, thematic parks, and itinerant expositions, among others. 

A.I.T. is a company with a clear engagement toward innovation. for that reason it stresses the design and devel-
opment of innovative solutions in diverse sectors such as entertainment and tourism and agro-food.

Its two main working areas are the engineering contributing with solutions to problems posed by clients, as well 
as the development of own equipments (especially automation for the agro-food sector) providing answers to 
the needs detected in the sector.

Once product development has been successful, the manufacturing is executed outside A.I.T. so the A.I.T. staff 
can be exclusively dedicated to new innovative developments.

COMPONOSOLLErtIA’S ChALLENgE

Identifying the markets for the innovations seemed to be a key challenge. The company expectations regarding 
its participation in the IMP³rove programme were: To detect the weak points in terms of innovation manage-
ment, and search for improving those matters which could be detected in a period much longer. In a company, 
whose product is the innovation it is important to count on a very well defined system for idea management and 
development control that allows an established and controlled work dynamic in such a sector, which often is 
difficult to manage given the large number of unexpected features emerging in the course of a project. 

The A.I.T. policy has been always to promote R&D from each one of its workers, so the IMP³rove programme has 
allowed to measure, in a well defined way, the innovation concept from the worker point of view.

The A.I.T. general strategy in the market is based on an offer of integrated service. The orientation of products and 
services to the client, permanent innovation, continual training of personnel and the use of the most advanced 
technologies when executing their projects differentiate them from their competitors.
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thE IMP³rOVE SErVICE dELIVEry

The result of the IMP³rove Assessment executed in November 2007 coincides in several points with the auto-diag-
nosis executed by the company regarding innovation management. with an overall innovation management score 
of 58 points it is clearly above the mean (49 points) and 3 points above the average of the growth champions, so it 
confirms the good performance in terms of innovation management. however, in terms of innovation results, the 
score obtained (35 points) was clearly lower than the mean (38 points) and the growth champions (60 points). 

The main areas where the company agreed to improve:
Enlarge its network of external collaborators.•	
Decrease the time to identify the market for the developed products.•	
Design a protocol allowing a systematic generation of ideas, as well as improve the cycle in idea management.•	

During the consulting workshop some actions were outlined aiming at improving these three points.
Promote the collaboration with universities since it would enlarge the company’s technological view.•	
Execute during the development of new products a more detailed planning of the products industrialisation •	
phase to reduce the time-to-market.
Establish some criteria for idea generation, and the cycles to detect a higher number of innovative ideas for •	
potential new R&D projects.

Each of the actions mentioned were detailed. All of this permitted the establishment of a road map with different 
tasks to be executed by A.I.T.

thE IMP³rOVE IMPACt ON COMPONOSOLLErtIA

During 2008, some measures have been applied or are in the works in the three critical points detected thanks 
to IMP³rove.

Measure 1: Establish a collaborative network with companies. Some collaborative efforts with companies have 
been carried out aimed at working together to search for solutions to the company’s various issues or needs. 
These contacts are especially intense with companies belonging to the agro-food sector. Likewise, some first 
contacts with the prestigious CEMITEC technological centre in Navarra are underway to pursue collaboration in 
the research of some components currently carried out by A.I.T. for future projects, this kind of collaboration will 
be considered to help meet higher technological demand.

first consultations with the electronic department of the Universidad de Tudela have occurred to discuss the 
establishment of long-term technical collaborations. This will fulfil a double objective:

Obtain a more innovative final product.•	
Develop relationships with qualified technicians able to join A.I.T. staff in the medium- or long-term.•	

As far as international projects are concerned, A.I.T. is assessing participation in projects of the VII framework 
Programme in the agro-food safety area. It is a subject in which the company is very interested since it would 
close its gap in these kinds of R&D projects.

Measure 2: Reduce time-to-market. Although the company is aware of this issue, appropriate measures have not 
yet been taken. Day-to-day work has overruled this subject, although the company considers it crucial. It expects 
to plan the commercialisation phase, which will allow it to reduce time-to-market and to profit.

Measure 3: Develop idea generation procedure: 
A “brain-storming” session takes place periodically to target potential R&D projects. As experience shows, this •	
system is more effective if the brainstorming is executed after participating in a fair concerning the sector; this 
generates ideas based on the sector needs or trends detected at these fairs.
An idea concourse has been launched—a system where workers provide their innovative ideas. The proce-•	
dure is very useful for capturing innovative ideas to improve the company’s internal procedures related to 
project development. But it is not useful for detecting potential R&D projects. The procedure is based on an 
idea concourse: a worker submits an innovative idea, the company studies it, and if it is interesting it will be 
applied. 10 percent of the saving/benefits derived from the idea goes to a “money bag” which is later drawn 
among the workers who have participated during the period of time. It is designed to increase motivation and 
participation in innovation without creating an excessively competitive environment that might harm working 
conditions.
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The idea concourse is generating a large number of innovative ideas; however, it is too early to evaluate its quan-
titative impact.

Yet the improvements due to IMP³rove are really large. The company possesses a clear and determined vision of 
its objectives and has taken the appropriate measures to achieve them.

The most valued aspects of IMP³rove include:
Ability to execute a methodological analysis of the company knowledge management.•	
Detailed report concerning the company innovation management in order to compare it with that of other •	
companies in the same sector.
Ability to elaborate an action plan based on results obtained. •	

for A.I.T., the three most valuable “learnings” from IMP³rove are:
Quantify the good or bad innovation management within the company.•	
Create procedures to evaluate in an objective way the current and future state of the innovation management.•	
Consider innovation as a main basis for the company’s future growth.•	
Good innovation management can improve company results. •	

5.1.15  doradztwo biznesowe kObO konsultant, Poland—A Successful Case of 
Improving a Client’s Innovation Management Capability

By SyLwia KoSińSKa

KOBO Konsultant is a Polish consulting company that applies IMP³rove to offer its clients a successful innovation 
management improvement tool. Applying IMP³rove tools and meth-ods allows the company to enhance its client’s 
innovation performance by improving all areas assessed. 

kObO kONSuLtANt’S PrOFILE

Doradztwo Biznesowe KOBO Konsultant was set up in 1989 by its Chairman Kazimierz Kubiak. from the beginning of 
its activities, the company focused primarily on the textile branch, providing consulting in the area of business and 
strategic planning, project management, financing business activities and innovation processes. Thanks to its speciali-
zation, the company collaborated with textile SMEs, universities, chambers of commerce and regional administrations 
to change the structure of this sector—moving from low to higher product sophistication and from less labour inten-
sive toward more capital intensive activities. Moreover, KOBO Konsultant supports the creation of the textile cluster in 
the area of Lodz region by providing expertise and research in addition to consulting.

thE IMP³rOVE SErVICE dELIVEry

KOBO Konsultant was willing to present the tool to customers ready to introduce changes in their companies. KOBO 
Konsultant chose a construction sector client functioning in the Polish market for 13 years and employing around 10 
people. 

KOBO Konsultant performed the IMP³rove self assessment tool together with the owner of the construction company. 
The generated reports showed quite above level of innovation management in the SME (61 percent). however, a closer 
analysis during the consulting workshop revealed that each innovation management dimension could be better. 

In the area of innovation strategy, the SME received levels below average and below leaders. The low scores were 
mostly due to not having a written strategy available to all employees, and no systematic analysis of business areas, 
including customer needs, purchasing behaviours, external technological changes and socio-economic changes. 
Moreover, neither management nor employees knew the strategy.

Yet from the Root/Cause Analysis one could see that the SME perceives innovation as an important element. 

In the dimension innovation organisation and culture, the SME’s results were above average and growth champions. 
Especially highly marked was the openness of management and employees to innovative activities, creative solutions, 
new ideas and long-term perspectives. however, employees’ efficiency and qualifications were assessed rather low. 
when a new project appears, it is mostly coordinated by the owner. To change this, the company created different 
groups of employees to help boost creativity and involvement. The SMEs external relationships were valued very high 
when it comes to generating new ideas and innovation development possibilities.
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Innovation life-cycle process of SME was assessed better than that of leaders on average, but only at 45 percent. 
Especially good results were achieved in time-to-market and time-to-profit. however, they were also lagging in 
several issues, including systematic generation of ideas, improving process parameters, integration of customers’ 
suggestion into the life-cycle process, and quality check-ups. 

In the dimension “enabling factors,” the SME had its best results at 74 percent. The SME uses incentives to encourage 
employees to be more innovative, learns from previous assignments and achieves projects’ goals. however, in 
monitoring risks, the company was just average. Other weak points include not adequately assessing qualifica-
tions of employees and their input into innovativeness and no formal way to share knowledge. 

At the end of the consulting workshop, the owner of the SME was surprised with the analysis—he did not expect 
weak points in the areas where they appeared—but he was also happy that within a short time he received a 
complex and advanced analysis.

thE IMP³rOVE IMPACt ON kObO kONSuLtANt—AN ACtION PLAN ANd A rOAdMAP 

KOBO Konsultant together with the owner of the SME client have developed an action plan and a roadmap for 
certain improvement activities. It covered the following issues:

Building SME’s strategy with clear vision and goals•	
Improving creativity and innovativeness•	
Improving economical results: income and profit•	

first actions were focused on developing an innovation strategy. It had a crucial role as the strategy is a guideline 
for SME business activities, selection of technology and of creative people. Bearing this in mind KOBO Konsultant 
organised a series of meetings with the owner and employees in order to discuss the vision of the company and its 
strategic goals but also expectations of the employees. Moreover, tools such as analysis of threats and possibilities, 
and improving innovation management were used. In a few months, the strategy for the SME was ready. 

The second improvement was made in the area of cultural readiness for innovation. KOBO Konsultant suggested 
better involvement of employees into SME’s activities by delegating tasks and responsibilities from the owner to 
people, improving communication channels, and introducing assessments. The SME’s owner agreed to a series 
of necessary trainings, including project management and creativity workshops. Also, as suggested, the SME 
started cooperating with external partners that can be a source of innovation such as universities and chambers 
of commerce. 

QuANtItIES ANd QuALItAtIVE IMPrOVEMENtS

After introducing changes, KOBO Konsultant had a meeting with the owner of the SME to assess how much the 
situation of the SME has been improved. The results were quite positive.

first, the SME started using its strategy as a guide to verify innovative ideas. It gave more direction to the business 
actions of the company. As the employees were involved in the whole process, they become more responsible for 
the company. Of course, the culture began to change—being always creative and moving away from the routine. 
That is why a system of incentives was introduced in the form of financing postgraduate studies. 

Also, the SME has begun cooperating with other business support institutions trying to gain financing for its 
investment projects.

VALuE OF IMP³rOVE

The value of IMP³rove approach is unquestionable for this SME but also for an expert. for the SME because it 
obtained a picture of its strong and weak points in all dimensions of innovation management. for the expert, 
it obtained a clear diagnosis of the company, without having to spend a few days to reiterate what was in the 
IMP³rove reports. Moreover, the assessment reports are the source of drawing up an integrated action plan for the 
company with specific steps to improve innovation management and therefore increase profits and income. 

rECOMMENdAtIONS

KOBO Consultant perceives the IMP³rove self-assessment tool as a very useful, easy to use and efficient tool. It 
measures the innovation management level of a company with the possibility to select diverse benchmarking 
classes in an industry sector or country in a relatively short time. Therefore, IMP³rove has been recommended to 
become part of basic services offered by all business support institutions in Poland. The IMP³rove Assessment 
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could also become obligatory for companies seeking funds for their projects. In this way, the benchmarking 
database becomes much larger with benchmarks of Polish companies in each industrial sector. Such a database 
could be used to draw a picture of strong and weak points of each sector in the country and adjust its SME 
support policies accordingly.

5.1.16  FLuIdON, germany—definition of a governance Model for  
a Collaborative Platform

By FarShad Feyzi

fLUIDON is among the international leading providers of engineering services and simulation software (DShplus) 
for fluid power applications. The core competency of fLUIDON is very much focused on the DShplus which opens 
a wide range of applications. from the beginning, fLUIDON defined its innovation strategy in co-operation with the 
university and its external consultant (farshad feyzi), which enabled fLUIDON to find the appropriate innovation 
strategy regarding the technology.

An assessment of innovation management and a further Root/Cause Analysis have been carried out with the firm’s 
external innovation expert and using tools from IMP³rove. The results confirmed the good performance of the 
applied innovation strategy, but also revealed a lack of structure in the co-operation and networking processes 
with other partners. 

FLuIdON’S PrOFILE

fLUIDON, founded 1994, has 10 academic employees. for exchanging knowledge fLUIDON is in close co-operation 
with RwTh and fh Aachen, fh Köln, and University of Karlsruhe. Its main markets are: Automotive (OEMs, Supplier) 
Plant and Mechanical Engineering fluid Power Industry. 

fLUIDON participates in two funded research projects. As a start-up company of Technical University of Aachen, 
fLUIDON had from the beginning a very technical approach in its business. The origins of the development for its 
software DShplus came from IfAS, Institute for fluid Power Drives and Controls.

FLuIdON’S ChALLENgES

In starting the business with the automotive sector, it was clear that innovation is mostly driven by applications of 
some lead users. how can a small company have the right response to this highly innovative market led by a few 
global companies? without having the right innovation strategy each application could mean the development of 
a new product, such as power steering or breaking.

Understanding this high risk, fLUIDON chose the right strategy to split the needed technological innovation into 
a platform-level and an application-level, which gave the company more flexibility in answering the demands of 
the market.

The right definition of the strategy in the technological innovation enabled fLUIDON to provide high quality and 
innovative engineering solutions for all innovation leaders in the automotive industry. In addition, it opened the 
way for other applications in other segments.

Informed about the possibility of a broad and highly qualified benchmark through IMP³rove, the external consultant 
(as an associated network partner of IMP³rove) initiated an assessment within fLUIDON to check the quality of the 
installed innovation management. 

thE IMP³rOVE SErVICE dELIVEry—IMP³rOVE ASSESSMENt FOr ANALyzINg thE INNOVAtION MANAgEMENt

By answering a questionnaire in an online assessment, fLUIDON’s performance could be measured in the five dimen-
sions of innovation management (innovation strategy, organisation and culture, processes, enabling factors and results). 
The benchmark showed that at the time of the assessment fLUIDON was champion in its sector. The established inno-
vation strategy was confirmed as the outcome could be compared for the first time with more than 100 other SMEs.

thE IMP³rOVE IMPACt FOr thE SME—IMP³rOVE ASSESSMENt FOr rOOt/CAuSE-ANALySIS

In a further step, fLUIDON continued the analysis of the established innovation management with its external inno-
vation expert. The motivation behind this new analysis was to check whether the processes regarding innovation 
management are suitable for meeting the future requirements of the market.
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The Root/Cause Analysis showed that networked co-operations in which fLUIDON was embedded were not 
systematically enough for the firm and not effective. fLUIDON needs a more structured technological and 
commercial approach for fulfilling the demands of customers and prospects. Some very high profile projects 
can only be defined and executed in partnership with other high-technology companies and universities. The 
results of the Root/Cause Analysis indicate that there is no defined governance model for the execution for 
this kind of collaborative projects.

This gap induced fLUIDON and its innovation expert to define a governance model for a collaborative platform 
for fluid-technical projects.

After the first draft of this governance model fLUIDON is already bidding as collaborative platform with 
several partners for a high technology and high profile project to a big multinational company for machinery 
and tools.

As an SME with the main focus of business on innovative products, measuring performance and effectiveness 
of innovation management is essential for sustainable success. IMP³rove is providing all necessary means for 
ensuring a position on a safe path.

5.1.17  FOrM, Czech republic—Strengthening the Communication Channels for 
Innovation and Innovation Project Cycle with the help of IMP³rove

By LiBor FriedeL

fORM produces laminate products—small, medium, and large parts—and provides complex services from 
co-operative new product development to production of final products. with IMP³rove fORM obtained a 
detailed and comprehensive assessment and benchmarking of the company. Improvement areas include 
participation in projects with strong partners, and support strategic thinking in a more formal way.

FOrM’S PrOFILE

fORM has a long experience in producing laminate products—from small-sized through medium-sized to large 
parts with both single and sandwich structures. In the late 1990s, fORM extended its business activities to 
vacuum formed thermoplastic products and also opened two retail operations. The company’s production is 
focused on components for railway, tramway and automotive.

fORM offers complex services to its customers—from co-operation during new product development, through 
model, moulds and prototype parts manufacturing to the production of final products with quality surface 
finish. The company has successfully established business contacts with foreign companies, in particular in the 
rail technology area. Therefore, fORM expects growth in exports in the near future. Current foreign partners are 
located in france, the United Kingdom and Germany.

FOrM’S ChALLENgE—StrENgthEN INtErNAtIONAL PrESENCE thrOugh QuALIty ANd INNOVAtION

fORM is fully aware of the need for innovation, particularly of products. The company likes to have everything 
under direct control, so it has a full range of services in different “transport” industries. The fact, that fORM is not 
relying only on the automotive industry as a sub-supplier (as many Czech companies are), saves the company 
from the direct and dangerous impact of the global crisis.

The company bases its success on a strong quality-oriented culture, good service and strong partnerships 
that are fundamental drivers for improving its international presence. The company boasts an entrepreneurial 
approach and very good life-cycle management. These are reasons, why fORM outperformed the bench-
marking sample including the average of the growth champions.

thE wAy tO FuturE INNOVAtION: tO tESt thE rELEVANCE OF A StrAtEgIC APPrOACh 

fORM´s innovation management is focused on making gradual changes toward new and better products and 
services for domestic and foreign customers.

The company’s innovation management performance is linked to valuable growth above the average and the 
average of the growth champions. Nevertheless, with consulting support at least one key area for improvement 
has been identified: 
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To use strong partnerships strategically in conjunction with a project approach (and other strengths) to 
increase international collaboration and deliver better “hard” results from innovation.

thE IMP³rOVE SErVICE dELIVEry–COMPLEMENtINg PrEVIOuS ASSESSMENtS

As other companies from the Czech Republic involved in IMP³rove, fORM also participated in the project to 
develop relationships with suppliers, especially in the automotive industry. It was organised in co-operation 
with the CzechInvest agency since 2005 (under the umbrella of Ministry of Industry and Trade of Czech 
Republic). The company’s performance was comprehensively assessed in the Czech Benchmarking Index. 
As a synergistic follow up activity, the company decided to take part in IMP³rove to challenge its innovation 
management performance. 

rOOt/CAuSE ANALySIS—tO bALANCE “INtuItION” wIth A SyStEMAtIC StrAtEgIC APPrOACh

fORM’s innovation management performance is strongly linked to value growth. In the IMP³rove Assessment 
its overall score was higher than the average score of the growth champions. It seems that in the mentioned 
class (37 companies) the pragmatism for “hard” results was more important than the strategic approach in line 
with “vision–strategy–actions-results.”

within its own industry, the company´s best results (above the growth champions and market average) 
can be found in the dimensions of innovation organisation and culture, innovation life-cycle processes and 
enabling factors. fORM used the chance to run both assessments, the IMP³rove Assessment and Root/Cause 
Analysis prior to the consulting workshop. The report highlighted many excellent drivers, as, for example, 
intensity in innovation partnerships.

Innovation is not an end in itself. The driver for innovation is clear—the customers and the services deliv-
ered to them. with regard to process parameters, these were observed systematically, and reached excellent 
levels. Areas for improvement were in participation in partnership projects. To support strategic thinking 
in a more formal way, tools such as SwOT assessment, scenario techniques, and competence cards were 
recommended. 

however, from the IMC point of view, fORM reveals that in some cases (in industries with a small sample 
of companies) or for especially small companies (up to 100-150 employees) the growth champions are not 
necessarily the most sophisticated or systematic companies in terms of innovation.

This is also a reason why fORM plans to re-assess its performance in the future, to discover the balance 
between a strategic approach to innovation and “hard” financial results. Especially when the market is not so 
favourable due to a global crisis. 

uSINg IMP³rOVE CONSuLtINg SErVICES FOr StrENgthENINg thE SyStEMAtIC PrOjECt APPrOACh

During the consulting workshop two reports from IMP³rove were analyzed, presented and discussed in the 
small management group and friendly atmosphere. 

Participants, with every reason to be satisfied with the results, put the main focus on the weakest areas, 
discussing potential improvement. The discussion focused on developing the action plan. The management 
team was committed to outlining a systematic approach for the innovation projects, using strategic tech-
niques and all available support measures (including administrative) from the EU.

MEASurES FOr IMPrOVEMENt

Based on discussions during the consulting workshop, a plan was created for the continuous improvement 
of fORM´s innovation management performance. The consulting approach identified a few key areas under 
innovation strategy and innovation results, including the recommendations mentioned earlier.

tANgIbLE rESuLtS FrOM IMP³rOVE—CONtINuEd COMMItMENt ANd ENCOurAgEMENt tOwArd INNOVAtION 

bASEd ON r&d 

The exact impact of the project was not specified and the goals toward income growth, profit growth and 
time-to-profit were not exactly defined. 

Generally speaking, these were the very specific managerial issues for almost each assessed Czech SME during 
the IMP³rove project, rather than more parallel activities and initiatives coordinated over the mentioned 
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period and lack of willingness to clearly define tangible (financial) results from IMP³rove. It was not (and it 
is not) a role of innovation management expert to push them on this or even to define economic effects 
instead of them. 

The impact was stated in the areas of internationalization of customers, creating a strategic “plan,” strengthening 
ideas and management under the quality system were generally named as better competitive position from the 
qualitative and quantitative points of view.

thE IMP³rOVE IMPACt FOr thE SME

The IMP³rove approach and consulting provided fORM with a detailed and comprehensive approach for an 
assessment and benchmarking of the company according to well defined dimensions of the “A.T. Kearney house 
of Innovation.” This holistic view on innovation well complemented previous assessments of the company during 
different support measures where the company also took part. 

The three most valuable elements of the IMP³rove service delivery were: 
The online self assessment tool (helps to identify areas of intervention before a consulting workshop with an •	
IMP³rove Expert) 
International benchmarking of innovation management performance•	
Consulting approach (helps to understand the results of assessment and benchmarking and can facilitate •	
development of an action plan)

Those aspects (together with the online approach) were typically counted among the most valuable by the 
majority of involved Czech SMEs.

5.1.18  IAN Mosey, uk—Expansion in the Agricultural Supply Markets

By CarL JameS

Ian Mosey is producer of agricultural feedstuff. This is developed in collaboration with nutritionist expertise from 
higher education and other bodies. The company undertakes R&D and reviews R&D findings to keep up to and 
ahead of market trends. It is a company, which has diversified from agriculture to agricultural supplies and is 
expanding and developing further. IMP³rove provided outside expertise to enable it to take stock and move on 
to further development and expansion.

IAN MOSEy’S PrOFILE

Ian Mosey, Ltd. manufactures and supplies animal feed throughout the North of England from its high-tech mill 
near York. The range of feeds includes pig, cattle, sheep, game, poultry and horse. The mill is the most recent mill 
to be custom made in the UK. It developed from a mill to supply the farm, which was constructed in 1999.

All the diets are formulated by a team of independent species specific nutritionists, who are among the most 
recognised and experienced in the UK. The team of nutritionists monitor global R&D in order to filter the latest 
innovations into diets. Quality control is made to full UfAS status. 

Since 1977 Ian Mosey has specialised in the breeding and finishing of pigs throughout Yorkshire. Ian Mosey also 
farms sheep and cattle, as well as an arable division that supplies some of the grain that is used in the feed.

IAN MOSEy’S ChALLENgE

Maintaining quality, expanding markets and meeting new requirements are the main challenges Ian Mosey 
is facing.

thE IMP³rOVE SErVICE dELIVEry

The company has developed innovations to meet the challenges of the agriculture sector, to look at every facet 
of the business and try to reduce production costs, while optimising farm performance. The IMP³rove approach 
was expected to provide an all company assessment that might provide insights into matters the company was 
not fully aware of and could provide a way forward.

In terms of UK companies in the database, Ian Mosey is among the top ranked companies in innovation organisation 
and culture. It is well inside the top 10 percent, scoring 81 percent compared to an average score of 76 percent for 
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the top 10 percent of growing companies and a median score of 63 percent for all companies. This is an impressive 
rating and includes:

Above average scores on staff readiness and motivation for innovation •	
Leading edge scores on external co-operation (for example, with nutritionists and other specialists) and the •	
intensity of that co-operation

In innovation life-cycle management, the company scores in the top 10 percent. This shows a well-managed 
approach to product and process development. In this area, the company has particular strengths in:

Time to market•	
Success rate of incremental innovations (both product and process)•	
Continuous improvement•	
Integration of feedback from customers•	

however, within innovation life-cycle management, the company does not appear to have systems for:
Generating and recording ideas•	
Measuring improvements•	

The company ranks about average on enabling factors, which include very good scores on learning from previous 
activities and setting and meeting targets on developments. The company lacks a formal strategy for innovation. 
The company has a low score on innovation results, and lacks systems for identifying and measuring them.

CONSuLtINg SErVICES

for a company, which has just grown to about 30 employees, the lack of systems is not surprising, as it is often 
more efficient to manage such aspects informally. however, if the company continues to grow, more formal 
systems for managing ideas and measuring improvements and innovation results need to be developed. The 
priorities are:

Developing an innovation strategy•	
Adopting means of measurement to enable the company to assess the results of its innovations more accurately.•	

thE IMP³rOVE IMPACt ON IAN MOSEy

Quantitative improvements are demonstrated in the growth of operating profit from £874,433 in 2006 to •	
£1,370.321 in 2008.
Qualitative improvements: The company has submitted a bid for Entrepreneurial Challenge. This was too soon •	
after the report for direct impact. however this has led to a review of the structure and strategy of the organisa-
tion in line with the assessment. This is bearing fruit as outside evaluation is useful and gives more weight to 
the pressures to change.

5.1.19   IMS, uk—developing Markets in Eastern Europe

By CarL JameS

IMS is a marketing company, which has expanded rapidly, and is looking to enter international markets and 
increase its market share in the UK.

IMS’ PrOFILE

IMS provides field marketing campaigns through services such as auditing, merchandising and mystery shop-
ping (or secret shopping). They are based in Yorkshire and the humber. The company has 22 staff members and 
is eight years old.

IMS’ ChALLENgE

The company is developing activities in Poland, the Czech Republic, hungary and Slovakia. It is trying to find 
partners to carry out field work in those countries. The current means of searching is through Google and there 
are many problems of language. Assistance is needed in exporting, through translation and finding agencies. The 
result of these activities would be increased exports from the UK—that is, in payments to IMS from clients for 
co-ordinating marketing activities throughout Europe. 

The company is seeking continuous improvement. It has grown fast and systems need to keep pace. It is neces-
sary to develop innovative services and ways of working to fulfil the above objectives.
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thE IMP³rOVE SErVICE dELIVEry

IMP³rove was chosen as it gave a company overview. The overall performance of Intelligent Marketing Solutions is 
in the top 10 percent of companies in the European database. It performs particularly well on enabling factors and 
is in the leading category in all dimensions. There is little doubt about the overall excellence of the company. 

In terms of innovation management, consideration should be given to developing systems for idea management 
and measurements of innovation results. As the company grows, these areas will become more important. 

with a rating of 59 percent in innovation life-cycle the company is well above the median growth champions’ 
score of 44 percent. however, in this dimension, there are some scores lower than those of the mean growth 
champions and in some cases lower than average. These are notably in the area of idea management, where the 
company may not yet have developed systems given its recent rapid growth. There is also some indication that 
measurements of innovation may not be available.

Based on the IMP³rove results, plans for improvement are now underway in developing measures of costs and 
time to market. The company is ISO accredited and aimed to become the first DMA Marketing Agency at the time 
of the assessment. They will give consideration to improving the structure of idea management.

with these measures, they aim at improving the bottom line and receiving the accreditation at DMA standard.

thE IMP³rOVE IMPACt ON IMS

Quantitative improvements: Shareholder funds have increased from £153,458 in 2006 to £192,641 in 2008.

Qualitative improvements: DMA standard has been achieved and the company is 100 percent compliant.

Overall, IMP³rove was useful in providing an overview of the organisation. It highlighted weaknesses, which have 
received attention and the missing idea management is now incorporated.

5.1.20  Inf.tel. s.r.l., Italy—Stimulating Innovative restructuring in the ICt Sector

By ChriStin PFeiFFer 

Inf.Tel. s.r.l. is operating for almost 25 years in the IT sector. They were facing constraints in their market penetration 
and in service quality. IMP³rove triggered an innovative restructuring process that included a more systematic 
innovation management approach. This resulted in stronger market orientation by improved product quality, 
reduced production time and cost, and acquisition of skilled workers. The use of IMP³rove highlighted that the 
company has reached a below-average mark in innovation strategy. This has confirmed the need to start signifi-
cant changes within the company.

INF.tEL. S.r.L.’S PrOFILE

founded in Cagliari in 1984, Inf.Tel.srl (Informatica e Telematica) extols 24 years of experience in IT. It can be clas-
sified as an SME, employing no more than 50 workers. Its trading activity started when the first home computers 
were launched onto the market. During the first years, it focused on selling and installing such computers in the 
domestic market. Afterwards, thanks to the technological evolution, it modified its offer ranging from home to 
professional personal computers, specializing both in programming customized management procedures and 
in installing local networks based on the main operating systems.

Recently, Inf.Tel. has been working on the programming and development of software platforms operative on 
the Internet. Its innovative objectives involve organisation, production and distribution. In order to reach them, 
the company intends to rely upon an in-house CRM to optimize the whole business system. As for the organisa-
tion of the manufacturing process, it aims to apply a so-called AGILE methodology. Moreover, with reference to 
the product distribution and marketing, having at its disposal strong competencies in web services, the company 
will use its own platform to deliver products and services online. 

INF.tEL. S.r.L.’S ChALLENgE 

A first analysis has shown weaknesses related, on the one hand, to the fact that the company operates in a terri-
torially constrained market, narrowness further stressed by insularity, a high barrier to both the European and 
the domestic markets. On the other hand, difficulties were linked to the implementation of activities in the ICT 
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sector, which notoriously become obsolete in short. In addition, products had not reached the quality level apt 
to overlook new markets. 

Therefore, the need to increase market share was felt, being aware that, to reach this goal, they had to renovate 
all business areas. A new customer-oriented culture was needed as well, to meet their needs better and more 
quickly. Under this perspective, the analysis of competition highlighted the necessity to differentiate goods and 
customize services. Realizing solutions to meet higher quality standards was a must. 

The drive toward innovation had mainly started from those business sectors that deal with quality control and 
marketing. The company realized that only by implementing internal knowledge together with marketing expert 
competencies they could restructure. with reference to this, the company has seen in the IMP³rove approach the 
opportunity to internalize the learnings necessary to help achieve its strategic objectives.

thE IMP³rOVE SErVICE dELIVEry

Inf.Tel. s.r.l. expected from the IMP³rove program: 
Enable the company with tools to self-access a system aimed at the analysis of the innovation level present in •	
a specific moment within the organisation 
Elaborate market strategies to stress the company’s strengths and solve troublesome issues •	
Compare with the strongest competitors in order to learn from successful experiences in the sector. •	

All of this was achieved by a customized support provided by the most qualified experts, directed to cope with 
the criticalities that came out from time to time.

Thus, the IMP³rove project was supposed to enrich the company with a patrimony of knowledge and experience 
that should enable it to self-improve both its effectiveness and efficiency, adapting such acquired competencies 
to its own condition and to the system’s continuous evolution.

No previous approach has been able to satisfy the company’s needs.

while filling in the evaluation forms, Inf.Tel has attained the awareness of the real impact of its own activity on the 
market, of the market extent, of the actual quality of its products and of the organisation’s efficiency.

This allowed them to focus on the weaknesses to be changed and on the strengths to be marketed and 
improved. 

The assessment results have highlighted that the company has reached a below average mark in innovation 
strategy. This has confirmed their need to start significant changes within the company.

The assessment report has shown more in detail where, among the three areas of interest, change was needed 
more urgently. 

with reference to each innovation management area, the evaluation has been the following:

1) Innovation strategy. Communication, understanding and implementation of the innovation strategy 
by employees—that is, subordinates at the lower levels of the company organisation chart—need to be 
improved. Other criticalities have been found about the level of understanding and implementation of the 
innovation strategy at the level just below senior management. The analysis has shown an above average 
result, which is also better than their main competitors, with reference to communication and understanding 
of the innovation strategy at the level of senior management. A further strength regards the balance between 
low and high cost in the innovation project. whereas, the conformity of the innovation project to the innova-
tion strategy has resulted just below average and main competitors, as well as the balance between gradual 
and more radical innovation, between risk and return and between long and short-term perspectives.

2) Innovation organisation and culture. here, the weaknesses refer to employees’ cultural tendency to inno-
vation. whereas, strengths relating to average and main competitors have emerged from both senior manage-
ment and the level right below it. As for motivation and effort put by the company members to create new 
ideas, the evaluation of the external environment, composed of customers, suppliers and competitors, was 
clearly lower than average and the main competitors. from this point of view, in particular, Inf.Tel identified as 
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a criticality the difficulty to communicate to the team the effort to create innovative ideas. Another weakness 
is represented by the situation verified in external co-operation and innovation partnership. 

3) Innovation life-cycle process. here the company found out that its products/services have a short life-
cycle, becoming obsolete in the short term. This is due to lack of innovation that does not enable them to 
remain in the market in the medium and long term. Moreover, compared to average and main competitors, 
the Inf.Tel products and services marketing phase is considerably long. In addition, in the past four years, 
compared to 2007, when the analysis was carried out, no radical innovation has been carried out. whereas, 
compared to gradual innovation projects in process, management and business model, the company has 
obtained a widely positive result. A further weakness is represented by the poor acceptance of stakeholders’ 
requests and stimuli. Innovation life cycle is slowed down by the lack of innovative ideas’ management and 
organisation. 

 As for the process of product/service development, the analysis has shown weaknesses regarding the formal 
development supporting innovation.

4) Enabling factors. from the analysis carried out on the level of investments in innovation, the company’s 
tendency toward innovation has emerged, as it has invested mostly in knowledge and training in the past 
three years. however, the budget devoted to long-term innovation projects is tight.

The evaluation ended by investigating the company’s profitability. Particularly, the analysis of the gross operating 
margin, which measures the economic result that the company achieves through production, has come out to 
be lower than both average and main competitors. This figure has stressed the relationship with the presence of 
weaknesses from the innovation point of view, as mentioned. 

The innovation strategies suggested by the IMP³rove evaluation report which the company intends to apply are 
the following:

Define a strategic management gap analysis and consequent development of detailed plans to implement •	
innovation
Involve company stakeholders in the innovation organisation and culture•	
Manage all stages of the innovation life-cycle process more effectively•	
Increase the number of internal and external resources in brainstorming sessions •	
Improve the quality of products on offer, reduce production time and costs to expand market share and make •	
offers sustainable in the medium and long run
Invest in human resources knowledge management•	

thE IMP³rOVE IMPACt ON INF.tEL.

In light of what has been suggested, Inf.Tel has already launched strategies embracing the whole system. In 
particular, skilled workers have been hired in all areas. The firm has also begun to implement a new form of busi-
ness organisation not only to improve communication among levels but also to increase workers’ awareness of 
their roles. This has allowed a better information flow and exchange of innovative ideas that can now originate 
and develop at all hierarchical levels. 

To realize the development strategy of a market-oriented company, Inf.Tel has started an internal CRM program 
as one phase of its implementation. In the manufacturing process reorganisation, the company is using a soft-
ware complying with the AGILE methodology to allow customers to be involved in the manufacturing process 
as much as possible.

The idea of reorganising the business model also involves product marketing and distribution. The company 
intends to look for alternative and innovative ways to reach their final customers, with experts searching for new 
marketing channels and communications methodologies. In fact, the company intends to remove all territo-
rial barriers that constitute an obstacle to the company’s development—elaborating on its own platform to 
distribute products and services online.

In conclusion, IMP³rove:
Triggered a process of innovative restructuring •	
highlighted the need for greater care of the company’s staff culture and training •	
Improved focus on the company’s external environment to make it more market-oriented•	
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5.1.21  Ionic, uk—Successful divestment

By CarL JameS

Ionic Solutions is a leading edge technology company in the chemical industry. It has faced challenges to develop 
new products and solutions following a management buy-out in 2000. A competitor in global markets, it has grown 
strong via new products and services, but with increasing strain on management systems, according to the assess-
ment. Subsequent actions led to a valuation of the company, which enabled the sale of its entire product and 
production lines for a considerable sum in June 2009.

IONIC’S PrOFILE 

Ionic Solutions was formed in 2000 with a strong commitment to research and development. Over the past nine 
years, Ionic Solutions has developed a comprehensive portfolio of performance chemicals. with 33 staff members, 
the company is based in Bradford in Yorkshire and the humber. 

IONIC’S ChALLENgE

The company is seeking continuous improvement. It has grown fast and systems need to keep pace. Because it 
has to compete in the international market place, it must continually review its operations and develop innovative 
services and ways of working to fulfil its objectives.

thE IMP³rOVE SErVICE dELIVEry

The company had a mixed set of results in the different dimensions, receiving high scores for innovation organisa-
tion, culture and innovation life-cycle management. The impressive ratings were in:

External co-operation•	
Motivation and commitment •	
Intensity of innovation partnerships•	
Time to market and time to profit•	
Success rate of innovations (both product and process)•	
Integration of feedback from customers.•	

with an average rating for innovation strategy, the company set up a formal strategy for innovation but still lacked a 
vision for innovation. Ionic Solutions was at the stage where it needed to develop such a vision.

The weak areas were:
Learning from previous activities •	
Setting and meeting targets on developments•	
Long-term funding for innovative projects•	
Systems for identifying and measuring results•	

thE IMP³rOVE IMPACt ON IONIC

As a result of the assessment consideration should be given to:
Developing a vision statement•	
Adopting means of measurement to enable the company to judge the results of its innovation more accurately•	
Setting targets on developments•	
Establishing systems for learning from previous activities•	

These measures were expected to have an impact on the company’s bottom line and on the systems adopted. 
Neither of these developments was costly and they were to be managed in house. Their adoption should enable 
the company to keep on innovating and growing. The company also gave consideration to improving the structure 
of idea management.

Quantitative improvements: Shareholder funds increased by £1.12 million in 2007 or 25 percent on the previous 
year. The company’s assets were sold to ISP of New Jersey in June 2009.

Qualitative improvements: SAGE systems to measure the value of innovations were adopted.

IMP³rove was useful in providing an overview of the organisation. It highlighted weaknesses in placing a value on inno-
vations, which were remedied, and enabled management to demonstrate the value of the company to the purchaser. 
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5.1.22  kOVOkON Popovice, Czech republic—Improving Communication 
Channels for a better Innovation Management

By LiBor FriedeL

founded in 1998, KOVOKON specialises in serial production of precise metal components. The IMP³rove approach 
and the process of assessment and consulting provided KOVOKON with a detailed and comprehensive approach for 
the assessment and benchmarking of the company, according to the well defined dimensions of the A.T. Kearney 
house of Innovation. In this case, IMP³rove helped to provide additional arguments for the EfQM assessment during 
the National Quality Award assessment period. It also facilitated putting different pieces of innovation, development 
and tools together for the synergy effects, which were stated in the company´s Balanced Scorecard.

kOVOkON POPOVICE’S PrOFILE—AwArdEd FINALISt OF thE CzECh QuALIty AwArd 2008

KOVOKON Popovice, Ltd., was established in 1998 by joining the operations of four independent entrepreneurs 
(father and his three sons) registered since 1990. from the very beginning it has specialised in serial production of 
precise metal components. however, a major change occurred in 1994, when KOVOKON started applying modern 
technologies, enabling innovations of the current product range, particularly in the field of precision processing and 
a leap in productivity. The company invested in the technological modernisation of facilities and addressed prestig-
ious potential customers with whom it still works in partnership. KOVOKON customers are companies from electric, 
automotive and engineering industries.

In 1999, the ISO 9002 quality management system was successfully introduced and later, in January 2003, the newer 
ISO 9001:2000 improved the quality of the supplied parts and helped win some new clients. In 2004, the quality 
management system was upgraded once again to ISO/TS 16949:2002 and in 2005 to EMS ISO 14001:2004. high 
precision standards demand large investments in controlling and measuring devices. fine quality management 
systems are the result of combining excellent controlling and measuring techniques. Regular quality checks control 
the accuracy of the production process and the precise programming of the production cycles of CNC machines. 
Together, with high quality machine tools, preparations and output control, the company achieved sustainable 
customer satisfaction.

The gradual improvement and development of the KOVOKON was recently highlighted when the company was 
assessed by the methodology of EfQM Excellence Model and awarded as a finalist of the National Czech Quality 
Award for the year 2008. Its participation in IMP3rove has certainly played a role.

kOVOkON POPOVICE’S ChALLENgE—brOAdEr INNOVAtION StrAtEgy

KOVOKON is a market and customer-oriented producer that primarily depends on fulfilling clients´ requirements for 
parts production. As mentioned, the company has always been aware of the importance of quality and technological 
development, which are fundamental for the long-term success of those types of companies. Innovation of prod-
ucts (parts) is mostly in the hands of customers, thus KOVOKON has an opportunity to care about the other types of 
innovation—service innovations, process innovations (which IMP³rove uncovered) and organisational innovations.

Because of the quality and “multilevel” approach to communication with its customers (communication with different 
levels of organisations within the customer), KOVOKON is able to sustain customer relations. Life-cycle is another 
driving force.

Similar to many SMEs, KOVOKON actively seeks relevant supporting measures on a national level, provided by so 
called “EU funds,” which help to improve the company’s competitive position. 

thE wAy tO FuturE INNOVAtION: SErVICES ANd MANAgEMENt MOdEL 

The objectives of KOVOKON´s innovation management activities include the intention to continually invest in the 
development, quality and performance to retain current customers and to win new ones. 

with the consulting support two key areas for change and improvement have been identified:
Improve innovation targeting using a project management approach•	
Shift from intuitive to more strategic and service oriented improvements •	

As family owners are still executive managers of the company, the potential “gap” of middle management can be 
closed by involving employees in the management team.
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thE IMP³rOVE SErVICE dELIVEry

IMP3rOVE—EFQM ExCELLENCE MOdEL SyNErgy

KOVOKON (as more other companies from the Czech Republic, which are involved in IMP3rove and reported here) 
had participated on the project of Suppliers’ in Automotive Development in co-operation with the CzechInvest 
agency since 2005 (under the umbrella of Ministry of Industry and Trade of Czech Republic). As a synergistic follow-
up activity and due to its intention to participate on EfQM assessment for the Quality Award, KOVOKON decided to 
participate in the IMP3rove project and to assess its innovation management performance. The company has also 
participated in the Czech Benchmarking Index, so its performance is assessed in a very comprehensive and holistic 
way which had (and has) a positive impact on the scoring within the Czech Quality Award process.

rOOt/CAuSE ANALySIS—StrAtEgIzINg INNOVAtION PArtNErShIP ANd LONg-tErM PrOjECtS

In the IMP³rove Assessment, the company has reached an overall score on innovation management performance 
below the growth champions and the average within the benchmarking class. Its scores in innovation life-cycle 
processes were above the average, reaching the score very near to growth champions. Also innovation results 
were better than average in the benchmarking class (125 companies).

KOVOKON completed both IMP3rove questionnaires—the IMP³rove Assessment and Root/ Cause Analysis. This 
was followed by the consulting workshop and additional consulting on the Balanced Scorecard topic and process 
of EfQM Excellence Model assessment. The IMP3rove reports highlighted the need to improve some character-
istics of innovation strategy and intensify innovation partnerships, which could help create a basis for long-term 
innovation projects and innovation launches.

weaknesses were found in the innovation strategy dimension and partly enabling factors. Thus Root/Cause 
Analysis concerned the opportunity to consider service offerings and to set some kind of business intelligence to 
be able to better predict competitors’ moves and act on them.

KOVOKON is willing to continue and complete the questionnaires again, to assess the progress that was made 
and to report it for the next stage—toward a successful application for the National Quality Award in the future. 

uSINg IMP3rOVE CONSuLtINg SErVICES FOr ENhANCINg thE OVErALL QuALIty

During the consulting workshop two reports from IMP3rove were analyzed, presented and discussed. The main focus 
was on the weakest areas and setting hypothesis and strategic considerations for the Balanced Scorecard approach 
adopted by the company; the action focused on Criterion 2 in the EEQM Excellence Model (Policy and Strategy). As 
a result, the company´s self-assessment report for the Czech Quality Award was updated and improved. 

thE IMP³rOVE IMPACt FOr thE SME

tANgIbLE rESuLtS FrOM IMP3rOVE

In dynamically developed SMEs, many changes and improvements (gradual and radical) can still occur during 
a certain period of time. The impact of separate initiatives therefore are often just hypothetical, as often it is 
not clear what is the cause and what is the exact tangible effect. however, IMP3rove helped to provide argu-
ments for the EfQM assessment during the National Quality Award assessment period. It also facilitated putting 
different pieces of innovation, development and tools together for the synergy effects, which were stated in the 
company´s Balanced Scorecard. So IMP³rove had a qualitative and quantitative effect that was important for the 
company. Unfortunately, also some negative or side effects rooted from the global economic crisis have occurred 
(in the automotive sector, for example).

VALuE OF IMP3rOVE

The IMP³rove approach and the process of assessment and consulting provided KOVOKON with a detailed and 
comprehensive approach for benchmarking the company, according to the well defined dimensions of the A.T. 
Kearney house of Innovation. This holistic view on innovation has complemented previous company assess-
ments in which different support measures were undertaken. 

The three most valuable elements of IMP3rove: 
The online assessment (helps to identify areas of intervention before a consulting workshop with an IMP³rove Expert) •	
International benchmarking of innovation management performance with the impact on RADAR assessment •	
approach in EfQM model self-assessment (both results and enabling criteria)
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Consulting approach (helps to understand the results of assessment and benchmarking and can facilitate •	
action plan development)

As mentioned earlier, these three aspects are considered the most valuable by the majority of involved Czech SMEs.

5.1.23  Light technologies, France—generating growth in Strategic Partnerships

By Serge gaLant

LIght tEChNOLOgIES PrOFILE

LIGhT TEChNOLOGIES (www.light-technologies.fr) is a young SME that is devoted to the design, development, 
manufacturing and sales of system components using light emitting diodes (LED). These subsystems are inte-
grated into larger data processing innovations that are used in several sectors: biotechnologies, marine, oil, health 
and home applications. 

LIght tEChNOLOgIES ChALLENgES

The major issue for the company is that it has no direct access to the final end-user, since the LED-based subsys-
tems are integrated into such complete data processing units. Thus, it cannot benefit from direct interactions 
with final end users to either better fit their needs, or to propose novel solutions to undeclared needs, thus 
beating potential competition. 

The IMP³rove diagnosis pinpointed that a major effort should be engaged on the life-cycle part of the innovation, 
which is not yet well covered. The proposal: To integrate complete systems with maintenance contracts. This includes 
capturing the full picture of the use of the system and the use of maintenance contracts to improve on next genera-
tion units and, therefore, expand system use both in terms of number of clients and covered industry sectors.

It was decided to brainstorm on new applications of small size sensors using the promising performances of a 
LED and having a market size of several tens of thousands in a market environment that is directly accessible to 
the company sales force.

thE rESuLtS

The brainstorming sessions focused on a need that is already covered in the mechanical industry and for which 
existing solutions are too costly to be widespread. It deals with cleanliness measurements of mechanical surfaces. 
Quantifying surface cleanliness is a generic issue for several mechanical engineering processes due to the organic 
contamination introduced by mechanical processes. To name a few:

Bioengineering applications such as hip joint manufacturing implants must not exhibit traces of hydrocarbon •	
layers higher than 0.05 milligrams per manufactured piece when implanted in human bodies 
Assuring proper adhesion of anticorrosion chemicals requires minimal cleanliness of surfaces in order to guar-•	
antee the longevity of the protective coating.
welding metal parts together in safety components such as airbag systems requires that both welded parts be •	
clean enough to ensure proper joining and proper behaviour under extreme safety conditions.

There are two ways of dealing with cleanliness issues:
Perform cleanliness measurements for each manufactured piece and, when not meeting the required cleanliness •	
level, use proper solvents to clean each piece off, before validating that cleaning was performed effectively
Perform statistical measurements of cleanliness levels for some sample parts and, if not meeting the required level, use •	
proper solvents to clean each piece off before validating the proper cleanliness level for the whole batch of parts 

A feasibility study has been performed by Light Technologies. The proposed innovative sensor to be developed 
and validated uses also light-induced fluorescence, a physical phenomenon with the help of which organic 
compounds (in the form of oil or grease layers), can be measured down to the masThe IMP³rove Impact for the 
SMEs of just a few molecule layers. The contamination found on surfaces is excited by a UV Light Emitting Diode 
(LED) in the spectral range at excitation wavelengths from 250 up to 400 nm to emit light. The fluorescence then 
takes place in a spectral range of 405 nm. The intensity of the fluorescence is measured with the help of a sensi-
tive camera: it is roughly identical in mass to the aliphatic hydrocarbon portion of an applicable oil or grease-like 
material mass. Aliphatic hydrocarbons are—complementary to the aromatic hydrocarbons—non-polar hydro-
carbons with lypophilic behaviour. Therefore if the fluorescing portion of a material compound is known, then 
the total mass of the compound can be deduced from this signal.
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NExt StEPS

LIGhT TEChNOLOGIES has created a consortium with three SMEs and a french research centre to develop 
a prototype starting early 2010. The SMEs will be in charge of testing the prototype units in the biomedical 
sector and the car industry, with the help of this french research centre. Market applications are targeted by 
the end of 2013: Light Technologies will create a dedicated sales force in the mechanical industry. The market 
prospects reach more than 10 000 units at an end user price not higher than 3000 €.

In parallel during year 2009, LIGhT TEChNOLOGIES has gone through a new equity raising stage, getting 
enough cash to be prepared for the above technological development.

5.1.24  MECALbE, S.A., Spain—Establishing Effective r&d&I resources for 
Profitable growth

By FranCiSCo de ariStegui

MECALBE a 20 year old high-tech manufacturing company faced the challenge of increasing the innovation results 
based on more effective R&D activities and a state-of-the art production process. with the development of a mid-
term R&D plan, the establishment of a R&D&I department and transparent allocation of R&D resources the company 
succeeded in effectively launching new high-tech products on the market, while the implementation of further 
improvements of innovation management is still ongoing.

MECALbE’S PrOFILE

MECALBE, S.A. is a company located in Mallabia (Vizcaya), devoted to cutting and mechanising, by means of transfer 
machines, of pieces from diverse materials: aluminium, steel, brass, etc. All this in series of medium and high produc-
tion, taking into account the client specifications but also contributing with own ideas. It has a large experience 
of more than 20 years in the market (founded in 1988), and has evolved and adapted to the market opportunities 
according to its know-how.

MECALbE’S ChALLENgE

The company’s main objective when participating in the IMP³rove program, was to reach an external view on the 
MECALBE innovation management potential, obtaining the own bench marking scores and comparing them with 
leading companies, then identifying weak and strong points.

An urgent problem of the company is that it had not properly organised and quantified the R&D resources, and it had not 
yet successfully managed the resulting economical and personnel issues. The aim was more profitable R&D activities.

thE IMP³rOVE SErVICE dELIVEry

MECALBE obtained a result of 58 percent in the overall assessment. This meant that the company was at the same level 
as the growth champions. while they scored high in innovation organisation and culture and the innovation life cycle 
processes, they received relatively lower scores in innovation strategy and an average score in innovation results.

The measures that were defined to improve the innovation management performance included the elaboration of an 
R&D plan for the next years, as well as the creation of an own R&D department within the MECALBE structure. The R&D 
plan quantified the economical and material resources of the whole activities linked to the company’s R&D activities.

thE IMP³rOVE IMPACt ON MECALbE

The development of an R&D plan is very important since it constitutes the strategic axe of the company policies in 
terms of innovation. This plan pursues the knowledge generation in such a way that it will improve the company and 
its employees’ future development. 

The development of the plan was based on a strong participation of the company’s departments. It is comprehensive 
in the manner that it covered all strategic assets that constituted the company. It is critical for the future economic 
and social development of the company. The plan describes a series of objectives, for example, increasing the science 
and technology level, the human resources devoted to R&D and to promote the role of research. It also includes the 
promotion of the company participation in cooperative projects either on regional, national or European level, facili-
tating the access to financing sources It is taking into account the idea management by means of meetings for idea 
generation, knowledge management, participation in cooperative projects, searching for direction, motivation and 
engagement, incentives, etc.
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MECALBE aims for an R&D&I department constituted by a multidisciplinary team of professionals, with profound expe-
rience, but it is not so easy to implement. The R&D&I department’s strategy is to use efficiently the resources destined 
to research allowing to focus the innovative resources in line with the reality and the market dynamic requirements.

It is still a long way till the department has reached the large number of highly qualified researchers, and is equipped 
with the latest technology. Nevertheless with the current equipments and personnel some very important actions for 
Mecalbe have been carried out.

These established measures have allowed MECALBE to launch new high-tech products with an optimum production 
process. These actions have been influenced by the measures obtained in IMP³rove Assessment where the guidelines 
have been set up.

5.1.25  Medforum, Poland—Improving the Level of Innovation Organisation and 
Culture 

By SyLwia KoSińSKa

Medforum SP. z o.o. is the biggest independent media group that collects and distributes internet portals devoted 
to medical topics. In August 2008, Medforum took part in the IMP³rove Assessment and Root/Cause Analysis. The 
results have shown the overall innovation management performance of the company. In-depth analyses have 
pointed to the areas that need improvement: innovation organisation and culture, and innovation management. 
Based on the IMP³rove consulting workshop recommendations for improvement and an action plan were created.

MEdFOruM’S PrOFILE—EduCAtION ANd MEdICAL MEdIA

Medforum Sp. z o.o. is the biggest independent media group that collects and distributes internet portals 
devoted to medical topics. The group consists of the following portals: Psychiatria.pl, forumNeurologiczne.pl, 
forumGinekologiczne.pl, forumPediatryczne.pl, forumDermatologiczne.pl, Medforum.tv and medical training 
service EdukacjaMedyczna.pl. Specialist doctors, patients and their families are main clients. The monthly rate of 
portal visits amounts up to 1.3 million users who generate around 4 million webpage openings.

Additional business-offering of the company covers: developing internet services, planning and conducting 
advertising campaigns on the internet (along with creating specialist medical descriptions), and organising 
conferences and scientific meetings for representatives from medical branch in Poland. The clients and partners 
of the group are the biggest global companies from medical, pharmaceutical and cosmetic sectors.

Medforum Group was created in 1998 by Maciej Matuszczak (chairman of the board) and Michal Matuszczyk 
(vice-chairman of the board). They first set up specialist medical portal Psychiatria.pl in Poland. from the start of 
its activities, the firm is focused on the virtual medical media market.

Co-operation with foremost Polish and foreign medicine specialists in the group resulted in medical portals and a 
knowledge base for professionals (physicians, medicine students and other me<dical staff ), as well as for patients 
and their families.

The group has at its disposal assets that allow it to process and realize advertising campaigns for the world’s 
biggest global pharmaceutical and medical firms whose clients are physicians and their patients. The company 
covers the conceptual phase, elaboration of technical medical content, and realization of the campaign. 

Thanks to the possession of technical medicine-based knowledge and usage of innovation solutions in the area 
of ICT (own electronic system of conferences’ management) the Medforum Group is responsible for the entire 
organisation of the biggest conferences and medical meetings in Poland.

MEdFOruM’S ChALLENgE—IMPrOVINg COMPANy’S INNOVAtION OrgANISAtION ANd CuLturE ANd thE 

INNOVAtION MANAgEMENt SuCCESS

The main challenge for the group was to improve the level of organisational culture and progress of managing innova-
tions. Many management related processes in the company were initiated, but not implemented holistically. The main 
aim was to better integrate innovation management processes and thus improve the innovation level of the company.

One of the first actions implemented, was to create a motivation system and set up an “innovation incubator.” 
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Elaboration of incentive system had been preceded with internal employees’ survey. On the basis of its results main 
motivation factors were defined and included in developing the incentive system.

The purpose of an “innovation incubator” was to generate more and higher quality innovative ideas by Medforum 
employees. The incubator has been directly linked with the incentive system.

The area of “innovation management success” was one of those, which needed improvement in Medforum. The team 
of the company’s owners and pivotal employees had to run an in-depth analysis in order to develop a tool (imple-
mentation of computer program and procedures), which enabled to define exact innovation product development 
directions and their better commercialisation.

thE IMP³rOVE SErVICE dELIVEry

IMP³rove Root/Cause Analysis has shown that major barriers that block the successful realisation of innovation 
projects are lack of financial resources, qualifications and new ideas. 

Therefore, Medforum focused on exploring the possibility of receiving external financing from the EU structural funds 
for innovation development projects. As a result, Medforum has received funding for a project aimed at using the 
internet for medical commercial purposes. 

Moreover, some actions focused on closer co-operation with other institutions and partners. Medforum thus joined the 
biggest organisations with members from the internet branch called Interactive Advertising Bureau Poland (IAB Poland).

thE IMP³rOVE IMPACt FOr thE SME

According to Medforum the biggest benefits of the IMP³rove Assessment include: European innovation management 
benchmarking (detailed assessment reports); identifying innovation management improvement areas; improving 
innovation management processes and implementation procedures and tools to improve the effectiveness of inno-
vation projects. 

IMP³rove Assessment results invited Medforum to join Knowledge Intensive Services 100 Club (KIS). The Club brings 
together companies that provide the most innovative services in Europe and is part of the Innovative Platform—
Europe INNOVA initiative—that aims at increasing the interest of innovative services in Europe. 

rECOMMENdAtIONS 

The global economic crisis reminds us how important it is for a company to have an innovation management strategy 
to continue to build advantage through innovative products and services.

The Medforum Board is satisfied with the IMP³rove approach and is interested in taking part in other such projects of the 
European Commission. IMP³rove helps SMEs build competitive advantage through effective innovation management.

5.1.26  NOVELtIS, France—Stabilizing business in Niche Sectors

By Bruno PagéS and Serge gaLant

NOVELtIS PrOFILE

NOVELTIS (www.noveltis.fr) is a service SME working in data processing applied to atmospheric sciences, oceanog-
raphy, land monitoring and space environment. Closely linked with the french Space Agency (CNES), it is involved in:

Preparation of space missions involving new sensors•	
Design and development of space sensor simulators•	
Design and development of dedicated data processing units downstream space instruments (with a growing •	
participation in the GMES programme).

NOVELtIS ChALLENgES

The IMP³rove diagnosis revealed the needs to increase the capability of NOVELTIS in providing stable and recurrent 
services on the downstream sector of environmental studies, in order to get away from a developer culture working 
on prototypes only, and to enter a more stable business line in niche sectors with growing demand.

The conclusions reached during the consulting workshop focused on giving NOVELTIS the leadership of an innova-
tive downstream service in the GMES environment.
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The topic chosen is ozone monitoring in rural areas to reduce the stress of ozone on crop growth. Ozone peaks 
impact crop yields. And yet, the impact remains out of the scope of the agriculture world. People measure lower crop 
yields (more than 20 percent with yearly estimated financial losses of 2 billion euros in EU25), but can also implement 
inappropriate remedies leading to lower quality products.

Monitoring ozone dispersion in the countryside is a challenge per se. At the same time, it is also a prerequisite to 
develop mitigation measures that can lower if not annihilate the ozone affects on crops, fruits and vegetables.

rESuLtS ObtAINEd

A plan to develop and demonstrate a set of products and services based on high resolution monitoring of ozone, 
both in time and space, has been constructed by NOVELTIS, through an open innovation approach involving several 
partners (both private and public research laboratories). The decision was also made to be involved in fP7 calls for 
proposals with one major theme: ozone monitoring in rural areas to improve crop yield.

The main objective of the resulting innovative project is to make use of the atmospheric core service (GMES/MACC) 
and land core services. The project is innovative since no such service exists today in Europe. Yet, the project is risky: 
there is a strong need to develop the technical concept: 

how to make optimal use of the regional modelling provided by the core services?•	
how to propose the downscaling rules for the modelling tools? •	
how to make effective use of satellite data? •	

A consortium of companies has been created under the management of NOVELTIS involving:
End-users in the agro food sector •	
Professional associations •	
Research laboratories with critical competences in Europe •	

The project technical risks have been identified. The management structure of the 4 M€ project has been designed 
with a consortium that appears to be strong in the areas of agriculture applications, and air quality modelling. The 
project costs will require some public funding to support the involvement of end users. 

The result at the European level (agricultural mitigation in response to ozone forecasts) should contribute to less 
use of chemical compounds such as pesticides. There is a draft business plan available, and the plan to deal with IPR 
seems agreed by the partners. Prospective users have been defined up to the individual level (for example, farmers). 
The project still needs a formal strategy to interface with end users, for example, through service level agreements.

NExt StEPS

A request for public support will be discussed with the European Commission and ESA in late 2010 to support the 
development proposal. It is hoped that NOVELTIS will hold a first profitable supply of environmental services to be 
ready for business development by 2013.

OthEr kEy SECtOrS OF grOwth

Based on the above success, NOVELTIS also intends to play a significant part in sustainable development and envi-
ronmental areas such as:

Sustainable cities (innovative diagnostic concept regarding the energetic and environmental performance of •	
urban development)
Pollution monitoring and human health (advanced approach of monitoring and preventive tools)•	
Pollution monitoring focused on agriculture and crops (impacts, prevention, innovative decision-support system)•	
Coastal oceanography and specifically Integrated Coastal Zone Management (enhanced integrated solutions)•	
Effects and impacts of climate change•	
Space weather (improved monitoring of solar behaviour for the security of space assets)•	

5.1.27  OrkIS, France—developing a Marketing Approach 

By Serge gaLant

The french company ORKIS represents a young SME developing image storage and retrieval solutions both through 
a product line (AJARIS) and a storage service for clients that have outsourced their data management. IMP³rove 
helped developing AJARIS Version 4, through continuous link and demand analysis with potential existing clients. 
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The breakthrough product that has been developed helps mayors of 36,000 cities in france better manage 
their communications process. The product—AJARIS Pack Mairie—has had promising results since the end 
of 2008.

OrkIS PrOFILE—COMMuNICAtION OF MuLtIMEdIA CONtENtS

ORKIS (www.orkis.com) is a young SME, developing image storage and retrieval solutions both through a 
product line (AJARIS) and a storage service for clients that have outsourced their data management. The 
company is involved in four types of technologies:

IT systems based on storage•	
iDigital Images processing•	
Data storage and retrieval•	
web services•	

It is a highly competitive market with a few very big players and a large number of small players in Europe.

OrkIS’ ChALLENgE—INCOMPAtIbLE COMPANy CuLturES

The IMP3rove diagnosis occurred at a time when growth had been slowed down following the burst of the 
internet bubble; the positioning of the company involved two almost incompatible cultures:

Product development (AJARIS) with very short innovation cycle times•	
Client services for companies willing to outsource their image storage activities•	

thE IMP³rOVE SErVICE dELIVEry

The conclusions from the consulting workshop were to develop a marketing approach for the existing (or 
new) client base to:

Continue incremental innovation•	
Develop innovative breakthrough products to get ahead of the competition but based on valid demand •	
from a sufficient number of candidate customers 

thE IMP³rOVE IMPACt FOr thE SME
 

thE rESuLtS

following the IMP3rove consulting workshop, ORKIS management has adjusted its marketing seminar process, 
which is periodically institutionalized both with existing clients and new business prospects:

Paris on a monthly basis (see website)•	
Other french cities on a quarterly basis (Nantes, Aix-en-Provence, Lyon)•	

These seminars have helped to develop AJARIS Version 4 through continuous link and demand analysis with 
existing and potential clients.

NExt StEPS

ORKIS wants to develop its outsourcing services and internationalize its product line in Europe, with a possible 
extension of its marketing activities in chosen sites in Europe.

5.1.28   Perficable, Spain—Achieving growth with Increased Customer Satisfaction

By FranCiSCo de ariStegui

Poor innovation results triggered Perficable to systematically collect customer feedback and employees’ ideas 
for incremental innovation and continuous improvement. 

PErFICAbLE’S PrOFILE 

PERfICABLE, S.A., established in 1999, develops parts in a series of medium and high production settings, based 
on client specifications and their own developments. The company specialises in the cutting and mechanising 
of all kinds of metallic materials for various industry sectors including automotive, appliances and furniture. 
The company is currently manufacturing the following products for the automotive sector:

Aluminium brides for the air conditioning system•	
Aluminium brackets for air conditioning•	
Aluminium and steel connectors for power assisted direction•	
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PERfICABLE has the most advanced machinery to manufacture high-quality final products. They are known as a 
sustainable company caring for their future and the environment. The company strategy is to capture maximum 
benefits in a solid and sustainable way, guaranteeing the company’s prosperity while generating value for part-
ners, employees and clients.

PErFICAbLE’S ChALLENgE

To increase benefits and successfully position the company within a competitive environment, it is important to 
differentiate from the competition by developing competitive products, therefore R&D is important. Thus, the 
company strategy and vision in general include:

Becoming a supplier of solutions and improvements in manufacturing processes for metallic and non-metallic •	
product parts, customised to the needs and expectations of current and future clients
Contributing manufacturing solutions that are cost competitive and incorporate the newest technologies•	
Expanding geographic reach (Europe) to other continents and clients of any sector requiring manufacturing •	
solutions

Although these tasks have been defined they have not been quantified. for that reason the company partici-
pated in the IMP³rove Assessment to detect areas of improvement in their innovation management.

thE IMP³rOVE SErVICE dELIVEry 

The IMP³rove Assessment revealed room for improvement in innovation strategy and innovation results, while 
they reached good scores in enabling factors, innovation life-cycle processes, and innovation organisation 
and culture.

The main areas to improve include:
Define and implement an innovation plan to capture and exploit new ideas•	
Collect and integrate customer feedback to increase client satisfaction•	

In the meeting with the company some actions were outlined targeting, mainly, these improvement areas.

The innovation plan and capturing new ideas is based on a document that is accessible to all employees in the 
company. This should be more comprehensive than the simple “ideas mailbox.” The idea is to involve the whole 
staff in the process. The responsibility to develop an innovation plan is not only with the idea creator, but also with 
other functions, which would allow developing a new concept including a comprehensive vision of the market. 
The concept integrates idea generation, idea maturation, evaluation and qualitative prospects of the idea.

Therefore, ideas are systematically captured rather than left to mere chance whether the idea is successfully 
commercialized. This is a new aptitude—to exploit the advantages offered by the market with a competitive 
ability to act strategically.

In terms of integrating clients’ feedback, it was fundamental to know the client’s satisfaction. however, the 
company did not have any data as all this valued information was lost—unable to support the company in 
terms of product improvements or market adjustments. To overcome this shortcoming, different methods were 
analyzed to establish customer feedback records.

To this end, meetings among the diverse company departments would be carried out to identify all information 
that must be gathered in the customer feedback files.

thE IMP³rOVE IMPACt ON PErFICAbLE

It was essential for PERfICABLE to include innovation as a key factor in its strategy. The company sought to 
capture a higher level of knowledge and build a more innovative culture—one that would motivate employees 
to generate ideas, especially in the area of continuous and incremental improvements in production processes 
and operations. The company has not yet completed the entire implementation of this system, which will allow 
it to capture, assimilate and manage all ideas that add value. The first steps are devoted to establishing direct 
communications with clients, suppliers and partners to collect their feedback. 

Once the management tools are totally implemented, they will allow to:
Overcome the organisational barriers that normally slow down the generation of good ideas•	
Detect important ideas and reduce the risk of eliminating good ideas by mistake•	
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Increase transparency of ideas during their life-cycle, increasing collaboration among the parties involved, creating •	
“feedback” circles and synergies between companies and ideas
Increase the speed and quality of decision-making•	
Reduce time-to-market•	
Improve productivity and quality of service to clients•	
Identify strategies that improve company resources, client satisfaction and the value chain•	

5.1.29  Pilana tools wood Saws, Czech republic—Improving Idea Management 
and Partner relationships for Long-term Innovations

By LiBor FriedeL

PILANA TOOLS wood Saws was founded in 1997 and is part of the PILANA TOOLS group. The company has always 
been aware of the importance of development in advanced technology, quality and innovation. The company 
decided to participate in IMP3rove, with the potential to involve other companies within its group.

PILANA tOOLS wOOd SAwS’ PrOFILE—INtEgrAL PArt OF ONE OF thE bIggESt tOOLS PrOduCErS IN EurOPE

PILANA TOOLS wood Saws (founded 1997) is a part of the group PILANA TOOLS. This group consists of several 
parts: PILANA TOOLS, joint-company provides sales, energy supplies and other service. The tools production is 
carried out by the firms PILANA TOOLS wood Saws Ltd., PILANA TOOLS Knives Ltd., PILANA TOOLS Saw Bodies 
Ltd., and PILANA TOOLS Metal Saws Ltd. 

The tool production firm began in 1934 and from 1948 until 1992 the firm was a state-owned enterprise. In 1992 
the firm was transferred to private ownership.

More than 60 percent of the tools are exported, especially to advanced industrial countries, such as Germany, 
the United States, france and Great Britain. Constant attention is paid to automation and improving production. 
These measures, together with lifelong experience and low costs, enable the company to offer high quality prod-
ucts at competitive prices.

PILANA tOOLS wOOd SAwS’ ChALLENgE—LONg tErM INNOVAtION PrOjECtS

PILANA TOOLS wood Saws has always been aware of the importance of advanced technologies, quality and 
innovation. It is one of fundamental pre-conditions of its international presence, where customers are served 
through the parent company, even in the face of stiff global competition.

The company tries to be at the forefront of technological developments and to maintain close relationships with 
its clients and intermediaries. The company’s vision is to be among the best producers in the field, and flexible 
in serving its clients. 

PILANA TOOLS wood Saws sees innovation as an internal challenge and patiently tries to build up competen-
cies and relevant drivers for translating them into “tangible” results. Therefore, the company’s management is 
always looking for effective and suitable tools and methods for innovation management, strengthening enabling 
factors, and ways to enlarge the customer base and product range. Long-term innovation projects are the way 
to grow the company. 

thE wAy tO FuturE INNOVAtION: IdEAS ANd PArtNErS FOr LONg-tErM INNOVAtION

PILANA TOOLS wood Saws innovation management activities include the intention to make changes toward more 
value-added services, improving customer’s support and to strengthen technologically the company’s core business. 
Targeted support measures provided with the help of EU funds are opportunities to realise those innovation targets.

The company’s Innovation Management performance is strong, however, with consulting support two key areas 
for change and improvement have been selected:

formalize and improve idea management processes•	
Create relevant partnerships based on complementary services•	

Both areas in conjunction with the project management approach should accelerate potential for long-term 
innovation projects.
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thE IMP³rOVE SErVICE dELIVEry
 

IMP3rOVE—SyNErgy ANd PILOt APPrOACh FOr thE grOuP

PILANA TOOLS wood Saws participated in the project dedicated to the development of Czech suppliers organ-
ised by CzechInvest. The company has also participated in the Czech Benchmarking Index pilot exercise, where 
its performance was assessed in a comprehensive and holistic way, following Balanced Scorecard principles 
(financial performance, customer performance, process performance and hR performance).

The company decided to participate in IMP3rove with the potential to involve other companies from the 
PILANA TOOLS group.

rOOt/CAuSE ANALySIS—StrENgthENINg IdEA MANAgEMENt ANd IMPLEMENtINg A kNOwLEdgE 

MANAgEMENt APPrOACh

In the IMP³rove Assessment the company reached the overall score slightly under the average. It was in the 
sample of 131 companies, where very strong growth champions occurred. The company reached nearly 
the same score as champions in the areas of innovation strategy, innovation culture and innovation life-
cycle processes. These areas could be seen as an excellent base for the further development if some other 
enabling factors will be added. This is also the way forward for the company. 

PILANA TOOLS wood Saws took part in the IMP³rove Assessment as well as in the Root/Cause Analysis 
before participating in the consulting workshop. The report highlighted excellent time-to-market and 
time-to-profit as innovation capacity. however, areas for improvement include idea generation and idea 
management and translating innovative ideas into results.

Tools such as those relevant to knowledge management, technology audit, SYMPLE, or guidelines for 
financial management of innovation projects could be adopted and implemented within the company.

Another point of improvement that emerged from the Root/Cause Analysis concerned the opportunity to 
consider service and organisational innovation issues.

In the near future PILANA TOOLS wood Saws would like to complete the questionnaires again and assess 
progress that was made and motivate the whole group to participate in IMP3rove.

thE IMP³rOVE IMPACt FOr thE SME

uSINg IMP3rOVE CONSuLtINg SErVICES FOr StrENgthENINg INNOVAtION ENAbLINg FACtOrS

During the consulting workshop the two reports from IMP3rove were analyzed, presented and discussed 
with the management of the company as a continuation of consulting from previous projects. 

The main focus was on the weakest areas partly mentioned earlier and on setting priorities for the action 
plan. As a result, the company’s managers have committed themselves to formalize the work with ideas, 
implement project management and its relevant techniques, and find further partnerships.

As already mentioned, based on the discussion during the consulting workshop, a plan was created for 
the continuous improvement of the firm’s innovation management performance. The consulting approach 
included three identified key areas under the enabling factors. Some scenarios toward the innovation results 
were also discussed. however, due to other parallel projects and changes, no financial targets were set.

tANgIbLE rESuLtS FrOM IMP3rOVE—CLEAr SNAPShOt AbOut INNOVAtION AS A bASE FOr IMPrOVEMENt 

OF tANgIbLE rESuLtS

Generally speaking, there were specific managerial issues for almost each assessed SME during the IMP³rove 
project: rather more parallel activities and initiatives coordinated over the mentioned period and lack of 
willingness to clearly define tangible (financial) results from IMP³rove. It was not (and is not) the role of 
innovation management experts to push them on this or even to define the economic impact. 

The impact was stated as “improving the quality,” to find new customers and improve export and the inter-
national competitive position. IMP³rove has helped to summarize the topic of innovation and to discuss the 
way toward innovation performance and its measurement.
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VALuE OF IMP3rOVE

IMP3rove approach and the process of assessment and consulting provided PILANA TOOLS wood Saws (as 
well as other participating companies) with a detailed and comprehensive approach for the assessment 
and benchmarking of the company according to the well defined dimensions of the A.T. Kearney house 
of Innovation. This holistic view on innovation complemented previously approached assessments of the 
company during different support measures where the company also took the initiative (program for the 
suppliers and Czech Benchmarking Index).

The three most valuable elements of the IMP3rove service delivery were: 
International benchmarking of innovation management performance•	
Consulting approach (helps to understand the results of assessment and benchmarking and can facilitate •	
action plan development)
Self-assessment on-line tool (helps to identify areas of intervention before a consulting workshop with an •	
IMC)—if available in the Czech language

Those three aspects were typically counted as the most valuable by the majority of involved Czech SMEs.

5.1.30  Promoscience, Italy—Networking Opportunity for a Small Company on 
a European Scale

By ginevra tonini and ChriStin PFeiFFer

As a young and small SME in the area of planning advanced solutions for knowledge management, Promoscience 
benefited from the opportunity IMP³rove offered to network on a European scale. for their own innovation 
management, integrating processes in the innovation life-cycle management was essential to secure the next 
level of growth.

PrOMOSCIENCE’S PrOFILE

Promoscience was founded in 2004 as a spin-off of SISSA-ISAS, the International School of Advanced Studies of 
Trieste (ITALY), upon the initiative of a team of researchers specialised in the planning of advanced solutions for 
knowledge management. 

The company, composed of five professionals, aims at exploring the scientific community’s needs by devising 
new and effective knowledge transfer strategies and developing suitable IT technologies. Overcoming the chal-
lenges and difficulties in preventing a real sharing of knowledge with the public, for a concrete dissemination of 
results and innovation, is the ambitious goal that Promoscience intends to contribute by developing innovative 
solutions and new ICT applications in the fields of document management, content management, knowledge 
management and project management systems.

having considered the mission of the company and its close relations with the scientific and research commu-
nities, the company’s strategy has a clear focus on innovation. The leader of the company is responsible for 
the vision and the mission of the business, but the same propensity and interest in innovation is shared by his 
collaborators, who are always informed about the business strategy. The company, therefore, is not only aware of 
the importance of the use of innovation at every decision-making stage, but is also willing to and interested in 
experimenting with business innovation assessment tools such as IMP³rove.

PrOMOSCIENCE’S ChALLENgE

Operating in a highly innovative sector mastering the “pressure” for innovation and time-to-market is the key for 
the sustainable success of a young and small company. 

thE IMP³rOVE SErVICE dELIVEry

On employing IMP³rove, the company opted for the assisted completion of the IMP³rove Assessment, and then 
used a free consultancy for a joint reading of the report results, with the aim of assessing its level of innovation 
and to identify any problems to overcome to optimise the results. 

The company has obtained an overall score of 55 percent for innovation management. The spider diagram 
showed that the score was 10 percent higher than the European average. A more detailed analysis of the report 
identified an area requiring greater attention by the company so as to improve its parameters. In particular, a 
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number of criticalities were observed in the process of the innovation life-cycle dimension. Also, during the 
debate, these areas were recognised by Mr. Brancaleon, the owner, on behalf of the company, as crucial factors 
for the business. In particular, it was emphasised that the company designs and carries out services on behalf of 
third parties. Mr. Brancaleon underlined that, in the ICT sector where he works, specifically targeted at the crea-
tion of software to improve management of scientific communications, it is practically impossible not to work 
on order. This explains some critical data included in the report. One of the main criticalities observed regarded 
the integrated processes area. The report results showed that the company does not follow defined patterns and 
paths to ensure a systematic revision of new concepts, new ideas and projects. This has partially been ascribed 
to the shortage of staff.

Conversely, on assessing project ideas and projects, the use of an interdisciplinary team at all stages of evaluation 
was considered to be very positive. Another particularly significant aspect concerns the process of assessment 
and analysis of the clients’ feedback and the ratio between newly introduced and completed innovative projects 
regarding predefined objectives, which is evidence that the company is devoting special attention to clients 
(universities and research centres) and business areas. Lastly, excellent results have been observed in both the 
innovation strategy dimension, where it clearly appeared that the company’s strategy is targeted at innovation 
and is also known and shared by all collaborators, and the innovation organisation and culture dimension, where 
considerable propensity for, and interest in innovation and an excellent collaboration with external partners have 
been observed.

During the discussion on how to improve the management of integrated processes, the suggestion was given to 
the leader of the company to define a model for monitoring project success parameters and creating an “index” 
of objectives. To compensate for the shortage of qualified personnel, the advice was to stipulate agreements with 
the universities, to host students and recent university graduates at its facilities, also through the use of training 
scholarships or courses, to register with the European Mobility Portal, where job offers can be posted and the CVs 
of the researchers registered with the portal can be consulted. It is possible to submit ones candidature for the 
Marie Curie projects (7th EfP), as a hosting facility for European researchers. 

thE IMP³rOVE IMPACt ON PrOMOSCIENCE

The Italian Promoscience company was selected as a best practice for the second Europe INNOVA Conference, held 
in Lyon on 23-24 October 2008, when IMP³rove was awarded the prize as “best innovation tool” by the European 
Commission.

for the company’s management, the Lyon conference has turned out to be a very useful networking tool, 
capable of facilitating the creation of new synergies at European level and developing new innovation strategies. 
The privilege of having been invited to present, to the above-mentioned forum, the experience acquired in the 
process of transforming ideas into value and being evidence of the potential of IMP³rove has been a fundamental 
opportunity of discussion with a select community of European innovators and policy-makers. This has undoubt-
edly been one of the most tangible results of the company’s involvement in the use of IMP³rove.

with reference to the perception of IMP³rove, the goal and the mission of the project appear to be very clear; 
in particular, the fact that this tool is oriented toward innovation at 360 degrees is very useful and interesting. 
Businesses operating in the most innovative sectors will probably find it easier to understand the usefulness of 
IMP³rove. for these businesses, the “pressure” for innovation and time to market are fundamental factors.

however, it could be strategic to stimulate businesses operating in the most traditional sectors to use IMP³rove 
so that they can realise to what extent innovation concerns all business processes: from innovative strategies to 
corporate culture, from the involvement of employees to the incentives used, from the rate of success of new 
products and services to idea management.

The possibility of completing a self-evaluation questionnaire on-line, receiving a report on results analysis shortly 
after completing the questionnaire and, above all, receiving a free consultancy, both while completing the ques-
tionnaire and on receiving the report, are the three strong points of IMP³rove. Emphasis should be laid on these 
strengths and the benchmarking analysis to encourage other companies to use IMP³rove.

The experience with IMP³rove has been very satisfactory for Promoscience: thanks to this tool, the company 
management could focus on the business processes, assessing them and examining them from other points of 
view, which is often impossible when carrying out one’s everyday activities. The IMP³rove benchmarking report, 
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the assisted consultancy and the joint reading - together with the consultants—of the strengths and weak-
nesses, the right time to reflect over the future strategies of the company were true benefits. The possibility 
to see where one’s business is positioned within a European sample is undoubtedly a stimulus to improve the 
company’s competitiveness and to understand the orientations of the European market in each area of compe-
tence. finally, access to the project meetings has been a fruitful opportunity for networking with other highly 
competitive businesses.

5.1.31  SbC, France—ways to Survive the Economic Crisis

By vinCent morFouaCe

SBC (www.sbcfrance.com) is an SME devoted until 2005 to the sales of computer solutions. The new shareholder 
and manager of the company is experiencing a business transition to become a service-oriented business to 
companies operating networks of microcomputers. IMP³rove helped to design a roadmap and an action plan in 
order to change the employer profiles and to set a “long term” vision to motivate the small team in order to win 
new clients.

SbC PrOFILE

Since 1997, SBC has assisted businesses and individuals in their deployment of information technology solutions. 
According to the changing demands of its customers, SBC complements the provision of solution elements in 
advising on installation, maintenance and outsourcing of IT assets. 

SbC’S ChALLENgE

SBC has been severely affected by the economic downturn, which started in late 2008 in france, with the loss of a 
few clients that have gone bankrupt. Based on the IMP3rove diagnosis, it was confirmed that the urgent changes 
for the company are in three areas:

Shape the team to meet the new strategic vision where services to enterprises take the lead in terms of •	
turnover and profits 
Create a new company image geared toward the existing client base to better value its new services and •	
to expand on the actual sales of services 
Upgrade the skills of the team to address new technologies involving innovative information system •	
architectures 

thE IMP³rOVE SErVICE dELIVEry 

A roadmap was designed following the consulting workshop to trace the action plan 2008-2009. Yet the following 
progress has been made in line with the initial action plan:

New people have been hired bringing a more service oriented mindset in line with the company’s strategic •	
development 
Customer satisfaction questionnaires with indicators have been implemented and are used to continuously •	
improve on the service quality provided by the company to its old or new client base
The company has obtained the main certifications form Microsoft and Apple Computers to implement more •	
complex IT systems involving state-of-the-art technologies available from several IT manufacturers

thE IMP³rOVE IMPACt FOr thE SME 

SBC is actively searching for business partnerships to accelerate its mutation toward higher added value support 
contracts.

By the end of 2009, SBC will go through a second round of IMP3rove diagnosis, in order to measure the changes 
with respect to the late 2007 evaluation, and to benchmark its own performance against competitors many of 
which are in the same area.

SBC suggests that companies willing to go through yearly diagnosis should use a simplified version of the ques-
tionnaire where only changes from one year to the other would have to be introduced. This would encourage 
SMEs to use the diagnosis on a regular basis.

The IMP3rove diagnosis underlined the needs to harmonize the skills of the personnel with the development 
strategy of the new shareholder and manager. This led to the hiring of new technicians and the filing for certifica-
tions of major IT providers in order to better meet customer demand.
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5.1.32  Spacebel, France—Changing the business Model to Address the Future 
Market Needs 

By Serge gaLant

During the late 1990s, SPACEBEL attempted to diversify its activities in new business segments (especially the 
medical sector which requires real time software for data processing and the remote control of complex pieces 
of equipment) with not much success due to the difference in product life-cycle time and the ways of accounting 
for final customer needs. SPACEBEL is now coming back to its core space based activities and needs to change its 
business model to properly address future space industry challenges.

SPACEbEL’S PrOFILE

SPACEBEL (www.spacebel.be) is a Belgian SME located in the Science Park of Liege. Its core activities since 1980 
relate to the specification, development and implementation of real time software tools aboard satellites, and 
real time data processing software for ground stations collecting data from satellites. Major clients include the 
french Space Agency (CNES) and the European Space Agency (ESA). 

SPACEbEL’S ChALLENgE

Spacebel’s desire to change its business model to properly address future space industry challenges is supported 
through ESA contracts and in partnership with a Belgian company Verhaert. Verhaert requires open innovation 
implementation with several partners, including universities to develop the concept of satellite borne sensors. 
The target market addresses the design, launch and operation of microsatellites, a market with many European 
and foreign competitors. This product is based on two successful product developments (PROBA1 and PROBA2) 
with some support of ESA. The real challenge is now to be fully in charge of the design, development, implemen-
tation and operations of microsatellite systems.

thE IMP³rOVE SErVICE dELIVEry 

The IMP3rove diagnosis reveals that:
“Improving” profit margin figures to give free cash flow capabilities to SPACEBEL requires a new business model. •	
This change is now well understood by the management and the shareholders of the company, with adjust-
ments in the day-to-day software production organisation
Recruiting experienced professional project managers is critical to manage such long term industrial projects•	
The PROBA1 successful achievement (the first microsatellite) and the ongoing PROBA2 development (to fore-•	
cast the particle emissions from the SUN with two sensors: SwAP, a ultraviolet telescope and LYRA, a radiometer 
to measure SUN optical properties in the far ultraviolet) are the cornerstones of the future business develop-
ment strategy

PROBA2 is scheduled to be launched in November 2009 by a Russian rocket, while PROBA1 has been success-
fully working since 2001. This will further show the capabilities of SPACEBEL and its partners to manage complex 
microsatellite development programmes.

thE IMP³rOVE IMPACt FOr thE SME

Several proposals for microsatellites are under negotiation around the world with contracts expected by 2010•	
The new project management structure has been put in place in order to secure the future development•	
with the successful operations of PROBA2 to be reached by the end of 2009, SPACEBEL will be ready to enter •	
a new business model for the company

IMP3rove was able to pinpoint the potential lack of managerial talents to support the technical developments 
needed to change the business model of SPACEBEL.

5.1.33  SPM Engineering, Italy—defining the Positioning in the global Market

By marCo Santoro and ChriStin PFeiFFer

SPM Engineering is an Italian high-tech SME, active in the field of engineering services (product design) and 
strongly focused toward Research & Development. The company perceived some limitations (non-technical) 
in its business model, which could harm the company’s development potential, especially at the international 
level. IMP3rove provided the tools and the needed holistic approach for a correct assessment of the company’s 
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strengths and weaknesses and set the basis for the definition of a global market re-positioning of its most 
advanced products and services.

SPM ENgINEErINg’S PrOFILE

SPM Engineering is a service company active in the engineering field and qualified to offer modern design serv-
ices for new product development in the machinery and plastic materials industry sectors. This activity entails the 
definition of aesthetic functional characteristics, complete technical product design, computerised simulations, 
production process industrialisation and optimisation.

More specifically, the following engineering services represent the company’s core business: design, reverse 
engineering, product projects, mould projects, structural calculations simulations, dynamic calculations simula-
tions, kinetomatic simulations, vibration simulations, dynamic fluid simulations, prototypes and laboratory tests. 

The company has been offering such engineering services for 33 years in the following sectors: household appli-
ances and equipment, automotive, aeronautics, nautical and transportation. Located in Pordenone, Italy, the 
company employees 35 people, mainly highly specialized engineers.

Strongly focused on R&D, SPM Engineering has gained accreditation from the Italian Ministry of Education, 
University and Research (MUR) with the corresponding registration in the ministry’s Registry of Research 
Laboratories. This accreditation allows client companies to access not only the services of qualified engineers but 
also technological research and innovation projects in collaboration with university departments.

SPM ENgINgEErINg’S ChALLENgE 

having such distinctive technological qualifications, the company sees effective innovation management as a 
strategic asset, useful for achieving a market position as a first-class engineering company and a point of refer-
ence in the Advanced Engineering sector for many globally renowned companies. 

Objectives of innovation management include the willingness to make substantial changes to the business model 
to address the competitive environment but are usually not disruptive or dramatic. Management perceives the 
existing business model as lacking managerial and organisational assets that should be integrated with a more 
innovative approach on structuring and leading the company. These weaknesses could in the future represent 
an obstacle for the company’s development and growth.

thE IMP³rOVE SErVICE dELIVEry

The company was looking for an approach toward innovation that could provide a comprehensive evaluation 
of all innovation aspects, not only technology or product, but also marketing, communication and networking. 
IMP³rove met these expectations and was marked as very successful.

thE IMP³rOVE IMPACt ON SPM ENgINEErINg

The evaluation for the self-assessment tool was very good: SPM Engineering ranked higher than the average 
growth champions on innovation management overall performance (company overall score: 78 percent; growth 
champions score: 56 percent). 

The experience of filling in the assessments therefore confirmed the company’s general commitment toward 
innovation and its acquaintance with all the dimensions of the A.T. Kearney house of Innovation approach, in 
particular innovation strategy and enabling factors, as well as life-cycle processes. 

The overall result paired the management perception of a general good overall company performance according 
to technology-oriented assets. 

The detailed analysis of the different innovation management dimensions showed then the existence of areas of 
potential improvement, especially with regards to innovation results.

The company’s key strengths include the following:
Innovation organisation and culture (97 percent against 69 percent growth champions), with extremely intense •	
level of co-operation and partnership for innovation
Innovation strategy, with a very good dissemination of the innovation strategy and a clear focus on promising •	
innovation projects
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Innovation life-cycle processes, with a very high rate of successful projects and quite short project and product •	
development time

The key weaknesses affect mainly the following:
Idea management, with a lack of systematic idea generation procedures. This can be improved thanks to the infor-•	
mation derived from the report and the company now has a good definition of the idea management cycle
Innovation results, with scores lower than the average, and significantly lower than the growth champions, on •	
operational profit from innovation, growth in number of employees, and growth of total income

The company’s management discovered an internal gap in terms of capacity to produce business results, espe-
cially analyzing the future development in a global market scenario. 

SPM Engineering opted to proceed with the consulting process in order to gain a better understanding of the 
company assessment and receive qualified indications on the best roadmap to follow in improving not only 
Innovation Management but also overall competitiveness.

Prior to the consulting workshop the company filled in also the Root/Cause Analysis, in order to use the assess-
ment report as a starting point for discussing new business model approaches.

The consulting approach identified by R.Q. as the involved IMP³rove Expert included a multifold plan of actions 
to be delivered not only in the context of IMP3rove but also as part of a program of an integral new project of 
competitive development, to be financed at the local level with public support measures. The fact that R.Q. was 
able to give additional advice to solve the problem of finding the necessary financing represented one of the 
main success factors for the consulting service delivery.

The main focus of the elaborate roadmap has been the definition of a market re-positioning strategy, which 
could also enhance the company’s strengths in the context of innovation management. 

More specifically, the offered services include: creating a new strategic marketing plan; identifying a specific 
marketing and communication strategy; defining new business models based on innovation and networking; 
identifying models and tools for business and industrial verticalisation of innovation; preparing a plan for interna-
tionalisation, focusing mainly on the European context.

MEASurES OF IMPrOVEMENt

The activities of SPM Engineering and all the production flow, already responding to ISO 9000 standard, has been 
re-organised into virtual co-operative clusters, in order to make it easier to monitor and improve innovation 
management results, which was a point of weakness for the company.

At the same time, plans were made for developing internal managerial skills and introducing external temporary 
management resources, capable of re-orienting the business model toward global market needs.

The company’s steady participation in European R&D projects has been programmed and organised. New methods 
and tools for managing customer relationships have been adopted, while plans have been made for transferring the 
results of successful research projects to other industrial sectors in order to generate new studies and new products.

QuANtItAtIVE IMPrOVEMENtS

The most important improvement derived from the RQ consulting service is exemplified by the successful 
entering of new international markets for a company’s relatively new technology: virtual prototyping.

More than 15 years ago, SPM Engineering began using highly-sophisticated CAD-CAE 3D systems for product 
design. In the last year, while numerical simulation evolved from a niche application to a fully accepted and 
widely used tool for product and process optimization, the company gained extensive experience in the direct 
integration of different software applications.

The adoption of this new technology generated a number of benefits, both quantitative and qualitative:
Reduced production costs •	
Decreased development time (time to market)•	
Improved quality and reliability•	
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faster delivery of design process •	
Increased customer care and satisfaction•	

QuALItAtIVE IMPrOVEMENtS

Moreover, such innovations became the basis for the company’s new “virtual”: way of product/service delivery, 
which was applied and tested, with the support of RQ experts, in the area of product development of washing 
machines. All the main steps in developing washing machines were made “virtual”: assembly, front panel and oscil-
lating group components design, structural simulations, moldflow simulations and metal forming simulations.

Moreover, a detailed market analysis was carried out to identify potential partners and customers among washing 
machine producers, at a global level, without any geographic limitation.

VALuE OF IMP3rOVE

IMP3rove provided SPM Engineering with a detailed and comprehensive approach for assessing the company 
situation in all the dimensions of innovation management, analysing aspects concerning technology and produc-
tion as well as marketing, organisational culture and human resources skills and orientation toward innovation.

The most valuable “learning” from the entire process was the ability to recognise points of weakness in some 
non-technical aspects of the company organisation and assets that could limit SPM Engineering’s development 
in the future. This awareness made it possible to initiate changes to the business model.

5.1.34  StudIO dr. CAgNIN, Italy—In Search of Excellence by Shortening the 
time-to-Profit

By niCoLa Farronato

Studio Dr. Cagnin, an Italian SME, Veneto based, active in the field of health with dental services, hopes to develop a 
centre of excellence in the field of dentistry and understands the need to adopt new management behaviours and 
processes. well positioned in the overall innovation management IMP³rove Assessment, the company found some 
areas of improvement in the Root/Cause Analysis. with the help of the local IMP³rove expert, Nicola farronato, the 
company started a process of revisions of its business processes and put in place a task force for the business plan-
ning of the centre of excellence in dentistry DENTALMANAGER, opening in the 4th quarter of 2009.

StudIO dr. CAgNIN’S PrOFILE—INNOVAtION CuLturE AS thE rEAL INNOVAtION ENgINE OF thE COMPANy

Studio Dr. Cagnin is an SME active in the health market, offering high-end dental services in the north east area 
of Treviso. The company treats patients affected by dental diseases and boasts very effective social marketing in 
preventive dental care. Thanks to its high quality approach and intense R&D activity in health care, the company 
has been awarded by Azienda Sana 2006 for employee best working environment and Previasme for excellent 
conflict policies between doctors and patients. 

founded in 2003 after six years of partnerships with other professionals, the company employs approximately 15 
people, most of whom are qualified dentists, assistants and administrative personnel, coming from Veneto’s best 
Universities and continuously trained in seminars and courses, clinical and extra clinical. 

The high standards, quality perception and brand awareness of Studio Dr. Cagnin are fostered by the reknowned 
clinical and managerial reputation of Dr. Moreno Cagnin, whose entrepreneurial vision is to build up a centre 
of excellence for clinical and extra clinical dental services in northern Italy. Studio Dr. Cagnin has a strong repu-
tation among suppliers, as trustworthy and collaborative, a fact that enables constant R&D advanced project 
developments. 

StudIO dr. CAgNIN’S ChALLENgE—CrEAtINg A CENtrE FOr ExCELLENCE IN CLINICAL ANd ExtrA CLINICAL 

dENtIStry

Studio Dr. Cagnin has always been aware of the importance of innovation, technological development and 
quality. In fact innovation, technological development and quality are exactly the characteristics of the services 
the company offers to its patients with the aim of increasing added value. 

Therefore, the company sees the opportunity of leading a process toward excellence in its clinical health compe-
tencies, i.e., creating a value network of high-end dentists able to cover all the specialities of dental care and also 
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some of the most common complementarities (for example post-urology or aesthetic surgery), as well as in its 
extra clinical competencies and deliverables, i.e., innovation management. 

The SME can therefore be considered as an enterprise that sees innovation as a fundamental and strategic asset. 
Innovation culture is the real engine of the entrepreneur, which is geared to anticipate market needs. The compa-
ny’s management is always looking for effective tools and methods for innovation management. At the same 
time they perceive a strong need of enlarging their customer base by getting access to new customer segments 
and potentially international markets distribution.

thE wAy tO FuturE INNOVAtION: LEVErAgINg ON INNOVAtION MANAgEMENt tO AChIEVE ExCELLENCE IN 

thE CLINIC

The objectives of the SME’s innovation management activities include the intention to make substantial changes 
to either the business model or the technology (of services and processes) that provide changes to the competitive 
environment but are usually not disruptive or dramatic. The company’s founder and actual strategy expert partner 
are both involved directly in innovation management issues. Studio Dr. Cagnin for both of them can be considered 
as a catalyser for their entrepreneurial future growth. 

with the consulting support of GiuliaMultimedia and Nicola farronato as the involved IMP³rove Expert two key areas 
of change have been identified: empowering the organisation with tools and processes to pursue excellence in the 
SME’s daily life; building up value networks of strategic alliances to create a sustainable base for a centre of excellence 
in dentistry.

thE IMP³rOVE SErVICE dELIVEry

when Studio Dr. Cagnin decided to participate in IMP³rove, the company was looking for an effective ICT assessment 
tool that could give them an additional insight on new methods and models in order to effectively manage and 
increase the knowledge inside the SME, possibly starting from the company’s strengths and capabilities.

The company—even if superficially aware of innovation management as a whole - so far dealt with these issues 
without adopting a systematic approach. IMP³rove represented therefore a good opportunity for accessing struc-
tured and complete consulting services with the help of relatively user friendly ICT tool and the international bench-
marking database. 

rOOt/CAuSE ANALySIS—thE ChALLENgE FOr grOwth ChAMPIONS FOr QuALItAtIVE IMPrOVEMENt. FILLINg 

thE IMP³rOVE ASSESSMENtS: IN SEArCh OF ExCELLENCE by ShOrtENINg thE tIME-tO-PrOFIt

The company reached a very high overall score on innovation management, higher than market average and growth 
champions. Studio Dr. Cagnin can therefore be considered as one of the best companies of its benchmarking class 
(made up of 1,349 SMEs). The company’s best result (which almost meets excellence) can be found in the dimension 
of innovation culture and organisation. The innovation strategy of Studio Dr. Cagnin is quite well balanced between 
incremental and radical innovation, even if the first takes the major role. It shows also to be well defined in terms of 
short- and long-term trends, costs and risks.

Although belonging to the group of excellent companies, the company presents some areas of improvement, where 
further consulting services may help the organisation in filling the gaps. weaknesses can be found mainly in the 
dimensions of innovation life-cycle processes and specifically in idea management, with improvable results in terms 
of time-to-market and time-to-profit, as well as systematic idea generation.

Before taking part in the consulting workshop the company filled in also the Root/Cause Analysis. The report highlighted 
the needs of improving time variables of the company’s innovation/production processes. More specifically, the time 
between proposal and selection of new ideas has to be considered too long, time-to-market could be reduced also by 
a more systematic approach to project management and the innovation culture within the extended workforce.

Another point of weakness that emerged in the Root/Cause Analysis concerned the distribution of innovation crea-
tion inside the organisation, enhanced by evaluation of feedbacks from new projects proposals coming from the 
workforce, especially concerning idea generators.

uSINg IMP³rOVE CONSuLtINg SErVICES FOr IMPrOVINg thE INNOVAtION NEtwOrk

During the consulting workshop the two IMP³rove reports have been analysed step-by-step, in order to evaluate in 
detail the results of each single assessment. All the tools proposed have been clearly explained by the GiuliaMultimedia 
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expert and were understood by the company’s managers. The consultant focused the analysis on the type of innova-
tion to be attained: in fact, the expert registered few innovations in services, management processes and business 
models and proposed the establishment of a more systematic approach for strategic partnering. Since Studio Dr. 
Cagnin can already count on a well organised network of qualified partner this suggestion was warmly accepted.

The company’s director expressed his satisfaction for the results of the assessment as well as for the offered 
service, which put them in the condition of correctly evaluating reports in a critical and more positive way.

MEASurES OF IMPrOVEMENt

Plans were made to further and continuously improve the SME’s innovation management performance and 
to review and update tools of assessment in their application to Studio Dr. Cagnin development strategy.

The consulting approach identified by GiuliaMultimedia as the involved IMP³rove Expert included a multi-
faceted plan of actions to be delivered not only in the context of IMP³rove but also as part of a program of 
an integral new project of competitive development, to be financed at local level, thanks to specific public 
support measures.

The consulting service went in detail concerning the design of a competitive development plan, the defini-
tion of the relative strategic plan, the preparation of a suitable business plan for a department within the 
company and the monitoring and evaluation of the different actions proposed.

INCOME ANd PrOFIt grOwth FOr A COMPEtItIVE MArkEt POSItION—tANgIbLE rESuLtS FrOM IMP³rOVE

There have been an interesting number of changes and improvements thanks to the impact of IMP³rove with 
special regards to GiuliaMultimedia services which are still going on and are currently in the final evaluation 
phase. They can be summarized as follows:

Improve the company’s overall economic results: income and profit growth•	
Strengthen the SME’s competitive position•	
Launch a process of enlargement of the company’s strategic alliances•	
Manage the company’s knowledge also by means of business model redesign and innovation•	

QuANtItAtIVE IMPrOVEMENtS

The SME registered a gradual, but significant increase in the number of patients, also by means of obtained 
access to new national target markets. At the same time the number of innovation projects has been 
increased by stimulating a distributed participation to the innovation process, supported by new incentives 
for the workforce. This more effective and efficient management of processes lead to the creation of added 
value throughout the exploitation of new services.

Access to new competences via new strategic alliances with professionals is allowing Studio Dr. Cagnin 
to put up the fundamentals for the future centre of excellence, which is expected to bring benefits also in 
terms of consulting services for other dental SMEs.

QuALItAtIVE IMPrOVEMENtS

having set up the basis for a new marketing and sales structure, which is based on the concept of Business 
Units and on the verticalisation of the results of innovation projects, Studio Dr. Cagnin is now well equipped 
for promoting its services and competences both at national and international levels. Moreover, a stronger 
attitude toward adoption of new technologies has been transferred: new innovation projects have been 
launched in the field of clinical dentistry and complementary integrated disciplines. 

thE IMP³rOVE IMPACt FOr thE SME

IMP³rove provided the SME with a detailed and comprehensive approach for assessing the company in all 
the dimensions of innovation management, analysing aspects concerning technology and production as 
well as marketing, organisational culture and human resources skills and orientation toward innovation.

The three most valuable elements of the IMP³rove service delivery include:
Online assessment tool (helps identifying areas of intervention before consulting an expert)•	
Integration of “virtual” services with “physical” workshop with excellent local experts and partners•	
Standardised consulting approach (makes it easier to perform benchmarking analysis at global level in an •	
area where this is fundamental)
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The chance of accessing an international benchmarking database without big investments (except for the 
time of filling assessments and attending consulting workshops) is not very frequent for an SME. That is the 
reason why Studio Dr. Cagnin would recommend IMP³rove to another SME.

rECOMMENdAtIONS

Studio Dr. Cagnin could increase the number of companies involved in the project in order to create a wider 
benchmarking database, and open up a specific session for health services to better analyse the status quo of 
the sector. This would make it possible to receive more precise assessment reports with clearer and more reliable 
scores, including in niche markets.

5.1.35  tam telesante, France—the Creation of New business units

By Bruno PagéS and Serge gaLant

As a key player in telemedicine telehealth Tam, founded in 1995, acquired 13 years proven expertise in the field 
of remote monitoring and diagnostics. Tam Telehealth has always anticipated solutions to provide the best tech-
nology and thus be a precursor of many operational telemedicine solutions. The use of the IMP³rove Assessment 
showed that one of the main improvement areas for the company was to avoid leaning on a one man show. 
Therefore, three separate companies (business units) had to be established in order to address the different 
market segments, accompanied by the hiring of three new managers.

tAM tELESANtE’S PrOFILE

This company (www.tamtelesante.com) was launched in 1995 by Dr J. L. wEBER, who is both a medical doctor 
and an engineer. It aims at using state-of-the art telecommunication systems to monitor the health status of 
people wherever they are.

It has developed two lines of commercial products:
A smart unit to monitor new born child respiratory behaviour (the “Chausson BBA”)•	
A portable hypertension on-line monitoring system (with 80 measurements that can be sent to a web server)•	

The idea of merging sensors with a textile framework was spawned by TAM-Télésanté a few years back. It success-
fully incorporated electronic components to link the T-shirt with the outside world. heart rate, respiratory rhythm, 
and cutaneous temperature are all recorded. Via the GSM network, an electronic device sends the data to the 
doctor on duty in a dedicated monitoring centre

tAM tELESANtE’S ChALLENgE

The company is on a growing market with an engineering culture that is based on the multi-disciplinary personnel. It 
has to evolve from a developer culture producing prototypes into a more recurrent industrial approach combining 
products and services. The IMP3rove diagnosis showed that one of the main improvement for the company was to 
avoid leaning on a one man show (Dr wEBER) with several different and somewhat disperse activities leading to a 
lack of profitability when considering the existing technical performances of the product and service lines:

Technological development based on the multi-disciplinary approach, but leading to prototypes which need •	
to be industrialized
Market analysis and consulting on Telemedicine, which is a service activity•	
Manufacturing and sales of technology based solutions within appropriate commercial partnership•	

 
The main challenge of the company is to continue expanding in these three activities while hiring new people in 
order to grow in each of the segments facing specific challenges.

thE IMP³rOVE SErVICE dELIVEry

A full reshuffling of the company has been decided based on the IMP3rove diagnosis and the need to escape 
from management as a “one man show.”

thE IMP³rOVE IMPACt FOr thE SME

Three separate companies (business units) were created in 2008 to address the different market segments, 
accompanied by the hiring of three new managers: 

The R&D business unit: TAM Development:•	  it emphasizes its expertise in sensors and actuators for biomedical 
applications, tele-transmission of medical data, microelectronics, smart textiles. It manages R&D contracts with 
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prototype objectives. CAPhYTEX is a new sensor measuring the respiratory behaviour of people including 
babies.
TAM Info Medicale:•	  It is a consulting company involved in telemedicine projects (assistance to the manage-
ment of project, risk profiling of projects, certification, training).
TAM Services:•	  the company proposes high security web services for the TAM products (Pressiolink SMS, Evalink 
…). It also manufactures and sells dedicated IT solutions to support telemedicine services.

The company is hiring new people to cover its internationalisation step. The most critical point for the next three 
years is the cash flow needed to ensure the industrialization of the different products. An evaluation of the economic 
potential of the TAM Group will help motivate investors (business angels, private or public funds) to join in.

5.1.36  transenergie, France—Involvement in a European Project of high 
International Significance

By Bruno PagéS and Serge gaLant

Transenergie is a leading consulting firm specializing in renewable energy (RE), Energy Efficiency (EE) and 
Demand Side Management (DSM). The company develops a global offer orientated toward sustainable devel-
opment goals. Since 1992, Transenergie has undertaken more than 1,000 projects in over 50 countries, for insti-
tutional and private clients. Transenergie operates in france, in the EU and worldwide. Its core field of expertise 
include the technical, socio-economical, financial and institutional engineering. Transenergie is based in france, 
with headquarters in Lyon and regional offices in Nice (Southern france) and in fiji. By the use of IMP³rove 
Transenergie realized that its R&D structures should be adjusted according to a strategy for becoming an inter-
nationally recognised enterprise.

trANSENErgIE’S PrOFILE

The company was created in 1992 with one business idea: to become an engineering leader in the field of 
renewable energy using solar energy (both photovoltaics and thermal solar).

Today, it has eight lines of business with six locations in france:
Photovoltaics integrated into buildings•	
Centralized photovoltaic power plants•	
Photovoltaics for isolated areas•	
Solar thermal units•	
Energy management•	
Training•	
wind energy (resource analysis)•	
Electrification of isolated sites•	

trANSENErgIE’S ChALLENgE 

The IMP3rove diagnosis revealed that, even though TRANSENERGIE was participating in European R&D projects, 
its European image was unclear and not leading to promising sources of revenues.

The second issue was to reorganise the R&D department in order to improve on the life cycle of the engineering 
innovations, leading to more system oriented solutions.

TRANSENERGIE should improve their R&D structures to gain more prestige projects for a better European or 
world-wide image.

thE IMP³rOVE IMPACt FOr thE SME 

TRANSENERGIE has been involved in the Intelligent Energy Europe project RENDEV, exploring the ways to link 
micro finance and access to renewable energy. The project aims at bringing a contribution to rural develop-
ment and poverty alleviations in Bangladesh and Indonesia, with the following objectives:

The main objectives of the RENDEV project are:

To promote development of income generating activities with renewable energy supply•	
To identify measures justifying involvement of SMEs in the solar energy sector•	
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To build synergies between the microfinance sector, the renewable energy sector and the microenterprises •	
in Bangladesh and Indonesia
To better inform stakeholders providing pro-poor sustainable renewable energy services•	
To bring a positive impact on the quality of life in rural districts•	

The project is ending in December 2009. The project is led by Planet finance, an international NGO dedicated 
to microfinance.

In february 2009, the RENDEV project (www.rendev.org) was awarded the European Union Prize “2009 
Sustainable Energy Award,” giving to TRANSENERGIE a European and world image based on its multidiscipli-
nary competence in renewable energy.

On the R&D side, the organisation of the R&D activities has been centred around a very innovative project 
PREMIO carried out in the Provence Alpes Côte d’Azur region.

TRANSENERGIE is in charge of developing an innovative architecture for renewable energy sources, electricity 
storage coordinated through a virtual power plant aiming at reducing peak consumption.

TRANSENERGIE is now constructing a three-year development plan linked to the growth of renewables in 
Europe.

5.1.37  Valco Melton, S.L. (previously known as Melton, S.L.), Spain—IMP³rove 
Assessment as directive for Planned Merger

By FranCiSCo de ariStegui

Melton S.L. becoming part of the larger Valco Group built its merger integration approach and continuous 
improvement activities on the results of the IMP³rove Assessment.

VALCO MELtON’S PrOFILE

Valco Melton, S.L. (previously known as Melton, S.L.) is devoted to the manufacturing of adhesive application 
systems and control quality systems. On the other hand, Melton, S.L. was founded in 1990, as an initiative of 
several businessmen related to the packaging environment, who identified, thanks to the company, the possi-
bility to cover a large number of technical necessities by means of the hot-melt use. 

The Valco Cincinnati Group acquired Melton in 2006, as a part of a strategic growth plan. The Valco Group, has 
more than 50 years of experience in terms of manufacturing cold glue systems, equipment of hot-melt adhesive 
application and quality detection and control systems. Valco Melton, S.L. is specialised in all kinds of thermo-
fusible or hot-melt adhesive application.

Valco Melton, S.L. is, nowadays, one of the most important manufacturers on a world-wide scale of adhesive 
application systems. The industrial plant located near Pamplona has a productive capacity of three hundred 
systems per month. It is the second largest in the market. 75 percent of the turnover is coming from exports, 
mainly Europe and United States.

The company drives innovation in two directions: that of a permanent updating and improvement of the hot-
melt range applicators and the other one in special machinery, providing solutions to technological challenges 
set out by the clients. Many of these clients are large companies, mainly devoted to mass and standardized 
production, requiring the combination two layers, such as nappies or sheets, but also a great deal of products in 
which the hot-melt technology can be successfully applied, for instance the automotive components.

VALCO MELtON’S ChALLENgE

The integration of the former Melton, S.L. within the Valco Cincinnati group was a challenge as Melton, S.L. 
presented the features of a small company. Although dynamic and internationalised, it was not an organisa-
tion as the one they joined. for that reason, it was really important to know which the strong and weak points 
were that need to be taken into account during the merger. In this sense, it was expected from the IMP³rove 
programme to identify improvement needs that they have to face, which might be complemented with other 
measures proposed from other analysis (even coming from Valco Cincinnati). 
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The participation in the IMP³rove programme has not been the first approach to innovation management; since 
1990 the company has carried out the following innovation related actions:

Several technological audits carried out in the frame of regional (Government of Navarra) support to techno-•	
logical innovation
Design audit carried out in the context of the DDI Program of the Spanish Ministry of Industry•	

The company’s interest in participating in the IMP³rove programme is the benchmarking with manufacturers in 
the metal-mechanic industry, provided that a large number of their equipments are of metal-mechanic character 
and they have to execute the design as well as the manufacturing.

thE IMP³rOVE SErVICE dELIVEry

The IMP³rove Assessment revealed gaps in “idea management.” however, the performance in “innovation results” was 
good, mainly due to the very good results obtained in incomes of new products and services. however the other key 
aspects related to the cost reductions and impact on the operational margins, showed results clearly in the lower range. 
The conclusion was that the innovation from new products provoked a very positive impact in the turnover, however the 
innovation in internal productive processes had limited impact in terms of cost reduction and in operational margins.

Among other different questions, the main key area in which the company shows interest in terms of improvement 
was that of reaching a “higher efficiency in ideas management.”

Improvements in ideas management was further investigated as a promising benefit with low investment and within 
a reasonable period of time.

The following actions were defined:
Encouragement of the whole staff (including the management team), to distribute their innovative ideas. It is •	
worthy to mention that the IMP³rove Assessment report describes that a motivation system was not used
Establishment of the adequate mechanisms to spread these innovative ideas•	
Innovative ideas review and selection•	

The question was whether it would be enough to implement a motivation system and an idea management system 
or whether something with a large scope needed to be implemented. It was suggested to implement a Knowledge 
Management System in the company. Thus following weaknesses could be overcome:

Loss of the information obtained in other departments: for instance the R&D department does not know the clients’ •	
contributions provided to the commercial department. This information could be interesting to know either the 
trends or customer needs
Loss of (innovation) opportunities resulting from the workers’ knowledge•	
Declining quality: if the competitive advantage provided by the knowledge/ information is not used, it will affect •	
the product or service quality
Decrease of innovative potential•	
Bad image or service•	

In fact, Valco Melton, S.L. is a company with a very important commercial network and R&D department. It is required 
that the information between both departments flow. Also from the production department (plant) the machine 
operator’s knowledge must be taken into account in order to improve not only the assembling processes but also 
the product.

It was emphasised that Knowledge Management is more than a technological application: “The knowledge 
management incorporates organisational processes that search for synergies in the combination of data and process 
possibilities of the information technologies, with the creative and innovative potential of the human potential.”

Significant impact was expected in the following aspects:
Reduced costs: product/process (reaching 20 percent)•	
Increased product value (perceived by the customers)•	
Improved product quality (cost of non-compliance must be 0)•	
Improved product features•	
Improved company image•	

It was proposed that top management would monitor the implementation of the Knowledge Management System.
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thE IMP³rOVE IMPACt ON VALCO MELtON

The implementation of the Knowledge Management System has been carried out during the year 2008 as 
scheduled.

QuANtItAtIVE IMPrOVEMENtS

It is difficult to obtain significant improvements, in quantitative terms, only a year after the implementation of the 
idea management system. It is even more difficult to obtain them in an environment of economic crisis. Targets 
were defined for: 

Increase in sales, profit, number of employees1. 
Improved processes (reduction of process cost)2. 
Successful entry into international markets3. 
Successful adoption of new technology4. 

Reduction of process costs have changed specially for those processes with higher labour costs, where several 
improvements have been implemented in terms of operations rationalization and automation or semi-automa-
tion, most of them executed according to ideas proposed by the machine operators.

Performance for points 3 and 4 are being constantly improved and in 2008 the product has been introduced in 
two new countries where Valco Melton, S.L. was not present until then. It is working on five new technologies 
in collaboration with technological centres and universities, so it is working at a level of applied research, a level 
totally new for the company.

Therefore, points 2, 3 and 4 have resulted in a clear improvement thanks to the contribution of innovative 
ideas coming from the staff of the company and also from external personnel from technological centres and 
universities. 

QuALItAtIVE IMPrOVEMENtS

If quantitative improvements have been clear, qualitative improvements have been even more so. The innovative 
culture is extended to the whole staff (plant and technical office). It is allowing to establish a new business model 
based on a highly innovative potential of the Valco Melton, S.L. Spanish plant, becoming a very competitive plant 
within the Valco group in its specialisation (hot-melt technologies) in terms of innovative ideas generation and in 
terms of its development of new products and production at really competitive costs.

VALuE OF IMP³rOVE

The three most valued items as contribution from IMP³rove to Valco Melton, S.L. have been:
Methodology of rapid diagnosis of the company innovation potential•	
Benchmarking within the industry sector •	
Implementing methodology of rapid improvement measures •	

The three most valuable “learnings” of Valco Melton, S.L. through IMP³rove have been:
Innovation as a fundamental part of the company culture•	
Quantification of the company’s real innovative potential •	
Importance of detecting weaknesses and the implementation of measures to eliminate them.•	

5.2  Case Examples from Innovation Management Consultants, 
Intermediaries, Policy Makers and Financial Actors

In the following chapter a selection of 14 cases shows how innovation management consultants, intermediaries, 
policy makers and financial actors from all across Europe have benefited from IMP³rove. Cases are presented in 
alphabetical order and include a profile of the organisation, the challenges it was facing, the implementation of 
IMP³rove and information on further applications of IMP³rove. 

5.2.1  List of Innovation Management Consultants, Intermediaries, Financial 
Actors and Policy Makers 

A brief summary of the cases from consultants, intermediaries, financial actors and policy makers is listed by 
country to provide some background information. 
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Austria

CAMPUS 02: CAMPUS 02 University of Applied Sciences for industry is an Austrian university for entrepre-
neurial thinking in Graz that focuses on the industry’s needs. As such, all Degree Programmes focus on key 
roles in companies. As a University of Applied Sciences for industry, CAMPUS 02 trains management staff for 
the industry.

Five I’s Innovation Consulting GmbH: five I’s innovation consulting is a registered and approved IMP³rove 
consultancy located in Dornbirn (Austria), close to Lake Konstanz and to Germany and Switzerland. The service 
portfolio of the consultancy covers five important topics on innovation management: Innovation projects, inno-
vation systems, ideation, innovation strategy, and identity.

Egypt

ITIDA: As a government entity, ITIDA works in collaboration with the Egyptian Ministry of Communications and 
Information Technology (MCIT) and the private sector to support the quality of IT services and applications. ITIDA 
offers a number of services that are aimed at supporting and nurturing its home ICT industry and ensuring that 
Egypt is well-equipped to support local and international companies. These services range from support pack-
ages for Small and Medium Enterprises (SMEs) through to comprehensive education and training packages that 
focus on developing Egypt’s highly ambitious pool of graduates, in turn feeding the large number of experienced 
IT employees who live and work in the country.

Finland

Borenius & Co: Borenius & Co, a finnish patent agency since 1928, provides a holistic intellectual property rights 
service for companies. The services cover development of strategies and processes, support in legal matters, as 
well as patenting and registration of design rights and trademarks. 

Kajanus Consulting: Kajanus Consulting based in the city of Iisalmi in finland is a small consulting enterprise 
since 2005 that offers analysis, development, advisory and training services for SMEs, entrepreneurs and public 
organisations mainly in the area of eastern finland.

Savonia University: Savonia University of Applied Sciences that operates in eastern finland is one of the largest 
and most versatile polytechnics in the country. The university provides degrees in seven fields of education and 
performs R&D and innovation activities extensively by offering services and customised solutions for both the 
business and public sector. Regional, nation-wide and international co-operation and networking are the driving 
forces within the university.

France

OSEO: OSEO was born in 2005 by bringing together ANVAR (french innovation agency) and BDPME (SME devel-
opment bank) around a mission of general interest supporting the regional and national policies. Its mission is to 
provide assistance and financial support to french SMEs and VSEs in the most decisive phases of their life cycle: 
start up, innovation, development, business transfer / buy out. OSEO is a holding with public status. It reports to 
both the Ministry for Economy, finance and Industry, and Ministry for higher Education and Research.

UNATRANTEC: National Union of the Consultants in Innovation and Technology transfer. UNATRANTEC is a 
professional body whose members are independent research and consulting companies specializing in innova-
tion and technology transfer. It aims to help provide companies, in particular SMEs, with the high-quality services 
needed to facilitate their growth through technology, innovation and partnership.

Germany

Continua Unternehmensentwicklung AG: Continua AG is a privately held corporation specialized in organ-
ising national and international networking events of entrepreneurs, investors and advisors in the venture capital 
sector and in the SME sector. furthermore, since 1993 Continua AG advises companies on their strategies and 
provides access to financing for companies. 
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Corporate Finance Partners (CFP)—Beratungs-GmbH: Corporate finance Partners provides corporate 
finance advisory services with a focus on Mergers & Acquisitions and Private Equity/ Venture Capital transaction. 
Geographically, CfP is focused on Europe, North America and East Asia. Corporate finance Partners was founded 
in 1998 by investment banking professionals formerly active at investment banks Rothschilds and UBS warburg. 
At that time, CfP was focusing on small and mid-size companies in high growth sectors such as technology, 
telecommunications, and the Internet.

Italy

AREA Science Park: The AREA Science Park is one of the leading multi-sector science and technology parks oper-
ating on international level. It is managed by a “Consortium”, recognised by the Ministry of Education, University 
and Research (MIUR) in 2005 as a 1st level national research body, whose purpose is to provide a national point 
of reference for technology transfer.

Serbia

Ministry of Economy and Regional Development (see case “The Enterprise Policy and Innovation Project in 
Serbia”, chapter 5.3.2)

Spain

KIMbcn: Knowledge Innovation Market Barcelona (KIMbcn), newly created in 2008 in the Spanish innovation and 
technology transfer system, is a non-profit advisory organisation that collaborates with a wide range of organisa-
tions involved in technology innovation and development, with a particular focus on SMEs.

Switzerland

InnovationsTransfer Zentralschweiz ITZ: ITZ acts as a broker between SMEs, IMCs, and academia. It 
is linked with the University of Applied Science and Arts in Lucerne in Central Switzerland and acts as a hub 
between research and business. Its vision is to foster economic growth in Central Switzerland by offering serv-
ices to SMEs in the region and supporting them in improving their performance. In addition, it facilitates the 
knowledge transfer from research to business and vice versa. ITZ is experienced in offering support services in 
Innovation Management.

5.2.2 Intermediary: ArEA Science Park, Italy—Improving Support Services

By ginevra tonini and ChriStin PFeiFFer

The friuli Venezia Giulia-Trieste APRE helpdesk provides businesses with funding, co-operation, and training 
possibilities. In addition to promoting IMP³rove, the helpdesk organised a training course entitled “IMP³rove and 
INNOV7: guiding businesses toward innovation”. The IMP³rove experience has been very positive for the helpdesk 
itself, as it enabled it to improve its skills in the field of innovation management and to acquire direct knowledge 
of the criticalities of local businesses.

ArEA SCIENCE PArk PrOFILE—INFOrMAtION, ASSIStANCE ANd trAININg

The friuli Venezia Giulia-Trieste APRE helpdesk was set up following the convention signed between APRE (Agency 
for the Promotion of European Research) and the Trieste AREA Science Park Consortium. The latter is a first-class 
state research centre, under the supervision by the Ministry of University and Research. The Convention with 
APRE stems from the fact that, among its priority tasks of the Consortium, which is an APRE ordinary member, 
there is the promotion of research and the dissemination of technology innovation at local level. These strategic 
objectives of the Consortium are mainly pursued by providing assistance in the use of national and community 
funds, information on innovation processes as well as technical and legal assistance in drafting international 
contracts. 

One of the strategic priorities of the Research Coordination Office consists of facilitating the participation of 
research centres and businesses, operating in this region, in the EU Research and Technology Development 
programmes. This task is carried out through the activities of the Regional Friuli Venezia Giulia-Trieste APRE Helpdesk 
of AREA Science Park.
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According to the APRE institutional objectives, the Trieste helpdesk provides: 
Information on funding possibilities as well as scientific and technological co-operation opportunities existing •	
at European level 
Assistance to businesses, universities, research centres and other bodies interested in taking part in the •	
European research programmes 
Training on the framework Programme, targeted at the staff of businesses, universities and research •	
centres

In general, the Trieste APRE helpdesk provides the following support services: 
Assistance in the submission of project proposals: review of participation requirements, technical and •	
administrative support in drafting the proposal, support in partnership creation
Assistance in project management: support in administrative and/or technical project management as well •	
as the management of relations with partners, the European Commission and any other funding bodies 

ArEA SCIENCE PArk’S ChALLENgE—IMPrOVINg thE buSINESS ASSIStANCE

Given the helpdesk’s purposes and activities, it is strategic for the staff involved in the consultancy activity to 
be able to experiment with better and more innovative tools, so to be able to provide increasingly qualified 
assistance to businesses. 

The helpdesk has therefore decided to collaborate with the IMP³rove project, as it perfectly coincides with 
the APRE helpdesk’s vision, which aims at supplying assistance in innovation management to small and 
medium-sized companies (SMEs) and start-ups. 

thE uSAgE OF IMP³rOVE (IMPLEMENtAtION IN thE SuPPOrt PrOCESSES)

Since 2007, the Trieste helpdesk has been actively involved in the IMP³rove European innovation manage-
ment project. The national project coordinators have sent out all the informative documentation and the 
relevant promotional material. In practice, the helpdesk has promoted the project throughout the region by 
organising informative events and publishing several issues of its newsletters as well as through the consor-
tium’s AREA Magazine (a quarterly publication widely circulated at local and national level).

In addition to promoting the project, the helpdesk organised a training course entitled “IMP³rove and INNOV7: 
guiding businesses toward innovation”, held on 15 february 2007, intended for the business consultants in 
the Northeast of Italy, with the aim of illustrating how this tool can be used.

During the seminar, thanks to the direct participation of the Italian coordinators of the project, consultants were 
offered the opportunity of testing this tool directly and trying the assisted completion of the assessment, i.e., the 
IMP³rove Assessment questionnaire. 

After this first stage of training and awareness-raising on the project, the Trieste APRE helpdesk selected a number 
of high-tech companies and start-ups in the friuli-Venezia Giulia Region for the purpose of experimenting with 
the innovation management tool at the local level. Once the companies were selected, the helpdesk offered 
them the possibility of using the assisted completion of the assessment at its headquarters. Then, after complying 
with all the project instructions, the helpdesk provided a feedback, i.e., an interpretation of the report generated 
based on the assessment; subsequently, it organised one-to-one meetings with the SMEs and outlined a custom-
ised proposal for each company, including a set of objectives and a roadmap to achieve them. 

Specifically, in view of the meeting between consultants and companies, the helpdesk reviewed the reports 
generated based on the IMP³rove Assessment, taking into account both the company’s general results and the 
results by dimension (innovation strategy, organisation and culture of innovation, processes of the innovation 
life-cycle, etc.), according to the A.T. Kearney house of Innovation structure. Together with each company the 
consultants agreed the date of the interview and the topics for discussion, they prepared a list of objectives in 
line with the progress that the company was required to make and drafted a temporary roadmap to achieve 
the defined objectives with the aim of improving the SME’s performance in innovation management. 

During the meeting, which turned out to be an extremely interesting occasion for both the consultants and 
the companies involved in the process, the consultants first of all listened to and took note of the company 
managers’ impressions on the IMP³rove evaluation report. This enabled the consultants to clarify the feedback 
on the key issues of the report and single out possible areas of progress which, in certain cases, had not been 
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identified by the company. furthermore, on closing the meeting, the consultants recorded the SME’s feed-
back on the IMP³rove approach (platform, assessment tool usability and the consultant’s role/skills).

This meeting has been fundamental to identifying potential tools that could be used to improve the SME 
performance in innovation management and develop a strategy, together with the company, to overcome 
the critical issues identified by the report and the interview.

FurthEr APPLICAtION OF IMP³rOVE

Concerning the capability as consultants, the Regional Friuli Venezia Giulia-Trieste APRE Helpdesk has realised 
that, recently, the topic of innovation has been at the centre of many debates and has involved the world of 
research, the service providers and the entrepreneurs. As a matter of fact, the business system is polarising 
between innovative and dynamic businesses investing in research and innovation and companies that are still 
tied to obsolete market dynamics which do not help them to become more competitive. having a good idea 
or a good intuition, however, is not sufficient for success. Innovation is, first of all, a matter of management.

The IMP³rove experience has been very positive for the helpdesk itself, as it enabled it to improve its skills in 
the field of innovation management and to acquire direct knowledge of the criticalities of local businesses. 
If, on the one hand, the tool and the report deriving from the questionnaire have enabled companies to 
reflect on the main criticalities and strong points in business innovation management, on the other hand 
the training and assistance process have certainly succeeded in implementing the helpdesk’s consultancy 
skills, not only by supplying us with highly innovative tools for customised business consultancy, but also by 
putting us in contact with the best European consultants in this field.

As consultants, the helpdesk has immediately realised that the reports and the meetings identified a series 
of recurrent critical points in local businesses: a certain difficulty in managing the internal communication, in 
managing the life-cycle processes of innovation and the introduction of procedures to improve the overall 
company operation. As a matter of fact, favourable feedback did arrive. Some companies resulted to rank 
above the European average in the business management of innovation. Most SMEs have had excellent scores 
with regard to their ability of entering international partnerships and developing innovative projects.

from the experience as IMP³rove consultants, the helpdesk particularly appreciated the holistic approach of the 
project, the IMP³rove Assessment and the integration of two consultancy modes, namely a “virtual” on-line mode 
and a direct and customised mode. furthermore, the European dimension of the project should not be forgotten 
nor the possibility for consultants to discuss with the top European experts of innovation management.

rECOMMENdAtIONS 

finally, the helpdesk advocates the use of a single auditing tool for innovation such as IMP³rove, at European 
level, in order to identify the level of innovation of businesses and achieve a single European certification to 
facilitate the participation of innovative companies in EU projects.

5.2.3  Innovation Management Consultancy: borenius & Co, 
Finland—Expanding to Innovation Management Consulting Services 

By Janne LehenKari

BORENIUS & Co, a finnish patent agency, provides a holistic intellectual property rights service for companies. 
The services cover development of strategies and processes, support in legal matters, as well as patenting and 
registration of design rights and trademarks. These services are available under the company’s IPR 360°™ service 
portfolio. During the IMP3rove field Test, BORENIUS & Co provided the assessment for an innovative software 
development company. After the study, both the SME and BORENIUS & Co were satisfied with the IMP3rove 
framework and warmly recommend it for others as well. BORENIUS & Co looks forward to continue the use of the 
IMP3rove framework as part of the company’s consulting services. 

bOrENIuS & CO’S PrOFILE: bOrENIuS & CO—dECAdES OF ExPErtISE IN INtELLECtuAL PrOPErty rIghtS

BORENIUS & Co has been practicing intellectual property law in finland since 1928. The initially small family-owned 
firm has developed into a modern company with a staff of nearly forty professionals. Today the experienced and 
skilful staff of the company handles patents, trademarks, designs and related matters all over the world.
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bOrENIuS & CO’S ChALLENgE : IMPrOVINg CLIENtS’ kNOwLEdgE MANAgEMENt PrOCESS

In finland, the law on employee inventions sets not only guidelines but requirements for the company’s knowl-
edge management process. BORENIUS & Co helps the client to face the challenge of how to ensure that valuable 
ideas become protected innovations, while following the requirements of the inventions act. 

thE uSAgE OF IMP³rOVE FuLL SErVICE FOr thE INNOVAtION MANAgEMENt FrOM IdEAS tO IP ASSEtS

In terms of SME’s business operations and strategy, it is essential to know the players on the market and their 
products. Market information is necessary to ensure a successful entry into the market.

Competitors also apply for patents. The patenting and trademark systems offer SMEs a unique channel for moni-
toring the R&D and marketing operations of competitors. Patent and trade mark applications that are in the public 
realm can reveal where a competitor is transferring its focus or what kind of features its new product will include.

To help its clients to make most of the tools available to them via the IPR system, BORENIUS & Co has developed 
an extensive set of services to cover the needs of the innovation process from ideas to IP assets. These services 
are available under the IPR 360°™ service portfolio.

The goal of the IPR 360°™ co-operation is to include an IPR strategy in the business strategy of the client company 
in order to protect and expand the company’s own territory and to comprehensively, actively, sensibly and finan-
cially utilise the IPR system. To ensure the vision, BORENIUS & Co has created a separate consulting unit in addition 
to their patent and trademark attorneys.

IMP3rOVE—thE ChOSEN APPrOACh

Prior to the IMP3rove toolkit, BORENIUS & Co developed a series of services, built on the employee invention code, 
invention reports and on the needs faced by the invention councils addressing the inventions reported. 

for BORENIUS & Co, the IMP3rove toolkit represented a unique and vendor-neutral framework to assist its clients in 
assessing their knowledge management process in a feasible and effective manner.

SuPPOrtINg thE IMP3rOVE ASSESSMENt

The success case of IMP3rove Assessment was performed for one innovative BORENIUS & Co customer in the 
field of mobile security. The customer found the assessment tool thorough and complete, even stating that the 
questionnaire tool exceeded their expectations. In a couple of occasions, though, the customer found some 
of the questions somewhat unclear. with the help of the consultant, the assessment was however successfully 
completed within the timeframe proposed by the tool. 

The results identified certain bottlenecks in their capabilities, especially toward radical innovations. A plan was 
prepared to ensure that the issues identified were addressed. 

The Root/Cause Analysis was not performed as the customer concluded that the consulting process and the self 
assessment tool together raised their attention to some very important points they need to take care of instantly. 

At the time, BORENIUS & Co marketed the IMP3rove services in its monthly newsletter. It was via this channel the 
customer need was identified. 

FurthEr APPLICAtION OF IMP³rOVE
 

IMP3rOVE CONSuLtINg AS PArt OF thEIr SErVICE POrtFOLIO

BORENIUS & Co continues to use IMP3rove Assessment as part of the IPR 360° service portfolio. The services are 
performed by the company’s consulting unit. The value of BORENIUS & Co consulting unit is that it is skilled in 
combining the innovation process and IPR to product development and R&D. 

To facilitate a successful assessment, these skills and experiences are combined with selecting a consultant who is 
experienced in customer’s field of operations.

MEASurES OF IMPrOVEMENt

In the success case, the recommendations of BORENIUS & Co for improving client’s knowledge management were 
given in following areas: 
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Systematic and continuous communication of company vision•	
Better support for radical innovations in addition to management of product improvements and features•	
A formal innovation process to be put in place with management support•	
An improved long-term planning framework to better identify the research and development needed to ensure •	
the continuous company success

having performed the IMP3rove Assessment BORENIUS & Co supports it by its other services related to innovation process 
management, from idea assessment to protecting the invention with the help of the IPR tools and legislation in place.

QuANtItAtIVE ANd QuALItAtIVE IMPrOVEMENtS: bEttEr SuPPOrt FOr CuStOMErS tO SuCCEEd IN INNOVAtION 

MANAgEMENt ANd POLICy

while the value of IMP3rove as a tool for building customer relationships cannot be underestimated, in quantitative 
terms, IMP3rove is a niche service in the service portfolio BORENIUS & Co. however, BORENIUS & Co estimates the 
importance of IMP3rove will grow in the near to mid-term future. 

The IMP3rove framework is expected to strengthen the services BORENIUS & Co related to innovation management. 
In most cases, patent agencies step in at the time when companies have already made the technological inventions 
part of their product development life cycle.

Therefore, qualitatively the IMP3rove Assessment is an important part of the consulting services of BORENIUS & Co 
related to innovation process and knowledge management. The IMP3rove Assessment provides a means to help the 
customers to better manage their innovation policy. This is the key benefit of IMP3rove for BORENIUS & Co.

VALuE OF IMP3rOVE: tANgIbLE bENEFItS FOr thE IPr SErVICE POrtFOLIO

The IMP3rove framework benefits BORENIUS & Co in a tangible way. first, it provides BORENIUS & Co with an inde-
pendent framework for assessing customer innovation capabilities, and enables the company to offer value in an 
unprecedented manner. Additionally, it fitted well in the existing innovation services of BORENIUS & Co. The IMP3rove 
framework together with the company’s IPR 360° ™ service portfolio provides the company with a top-down view for 
the knowledge management process as a whole.

The IMP3rove approach has proved to be a useful learning tool for the internal learning process of BORENIUS & Co as 
well, because it covers the various aspects of a complete knowledge management process.

from the customer point of view, the unique cross-reference capability of the IMP3rove database was intriguing. The 
customer is able to compare their knowledge management process score with that of the peer companies in the EU. 
BORENIUS & Co sees that the EU-wide cross-reference capability really distinguishes the IMP3rove from other similar tools.

rECOMMENdAtIONS

BORENIUS & Co recommends continuous improvement of the cross-reference capability of the IMP3rove database. 
The questionnaire in use is very clear and innovative as such. while the portal works well technically, it could be 
enhanced to be more coherent and user friendly, and to better highlight the IMP3rove brand. 

As with any new tools, the documentation made available via the tool could be the area for next improvements on 
the platform. while the documentation served well in most cases, a few questions proved to be quite difficult to be 
interpreted correctly when performing the assessment.

5.2.4 Intermediary: CAMPuS 02, Austria—Acquiring Implementation and 
 Strategic Innovation Competence with IMP³rove

By miChaeL terLer and PaSCaLe Koo

The following article demonstrates how IMP³rove can successfully be implemented as part of an academic program 
for innovation managers. During the course of their education, students analyzed and assessed their own companies 
and derived measures accordingly. By analyzing their own company in respect to the IMP³rove criteria the students 
deepened their knowledge and abilities in the field of innovation management, the companies profited from the 
insight knowledge of their employees and the university learned about how well its students understood the content; 
a win-win-win situation for all parties involved.
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CAMPuS 02’S PrOFILE: EduCAtION ANd INNOVAtION MANAgEMENt At CAMPuS 02

CAMPUS 02—a university of applied sciences in the southern part of Austria (Graz) long knows about the impor-
tance of combining theoretical knowledge with practical applications. Its core competence lies in its expertise 
in offering the completion of academic programs to students that are full-time employees in companies from 
different sizes and industries.

The youngest Degree Program at CAMPUS 02—University of Applied Sciences in Graz is innovation manage-
ment. This program is unique in its form and aimed to educate innovation experts that have a strategic, holistic 
and systematic approach to innovation management.

Thanks to its part-time structure (friday afternoon and all-day Saturday), the degree program in innovation manage-
ment offers working professionals the possibility of bringing together working life with a degree program. 

CAMPuS 02’S ChALLENgE 

In an ever-changing, complex environment, innovation managers undertake strategic, planned, shaped and 
cross-linked tasks within a company whilst providing the link between suppliers and customers. They form the 
strategic interface and bring together people from business and technology; they bring together hierarchical 
levels within a given company and build bridges to external co-operation partners. In addition, innovation 
managers work on goals and targets with their team and are responsible for performance and management. In 
this position management skills are just as important as enjoying team work. 

This degree program is aimed at people looking to acquire solid methodological know-how so as to be able to 
take over the leadership of innovation projects at management level. It is particularly suited for people wishing 
to play a leading role in the shaping of new products, new services and new business areas or organisational 
changes, thus securing the long-term success of the respective company. 

thE IMPLEMENtAtION OF IMP³rOVE 

Through the degree program, students acquire skills to fully understand relationships within companies and learn 
how to take into account business, technical, legal, personnel and international aspects. They deal with questions 
concerning all areas of the birth and implementation of innovations and are taught all about the development 
and optimization of products, process and services, from the decision process right through to introduction 
onto the market. It is necessary to plan, steer and promote innovation workflows and, as such, it is essential for 
innovation managers not only to have management skills, but also to be equipped with technical, business and 
innovation skills. Innovation managers are executives who act as a competent and integrating bridge between 
product develop ment, technology, company management, research, marketing and clients. The following chart 
illustrates this holistic view on innovation management, which we want to impart to our students.37

Figure 37: A Holistic Approach to Innovation Management
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The main objective is to manage challenging innovation projects and to head interdisciplinary teams with people 
from the most varied departments (technology, marketing, distribution and R&D) and a whole range of sectors. 
In order to find innovative and strategically good ideas and to be able to position them in the market, innovation 
managers have to be visionaries that think out of the box as well as possess corresponding implementation skills.

The following matrix shows the core competencies students should acquire during their studies at our institution.

The y-axis displays the competence in finding the right innovations, whereas the x-axis depicts the implementa-
tion competence. without implementation competence, employees become “gamblers,” relying on their own 
fortune or lucky coincidence when managing innovation projects. They are visionaries with great goals, but abso-
lutely no idea of how to reach them. “Gamblers” are full of revolutionary, new ideas and strategic foresight, yet 
without any process and project management competence, many of their ideas end in talk. 

On the other extreme, “unguided missiles” with strong implementation competence, but no clear strategic inno-
vation goals, aimlessly shoot in all directions and later see what they have hit. These employees, if given the 
power, can cause even more harm than “gamblers”, since they have the ability to drive their company into several 
one-way streets in a very short amount of time. 

Only innovation managers who are able to combine creativity, strategic planning and a visionary mindset with 
the corresponding skills to put their ideas into practice are true “stars” in innovation management and a valuable 
asset to any company.

for this reason courses such as “Creative Problem Solving Methods”, “Systematic Innovation” and “Strategic Management” 
as well as classes such as “Project Management,” “Process Management” and “Innovation Controlling” are essential parts 
of our curriculum.

Students begin applying their skills during the course of the degree program in practice-oriented projects 
focusing on current themes. 

One of these projects and an integral part of the curriculum is the application of the IMP³rove approach. This 
includes the IMP³rove assessment, benchmarking, interpretation of the benchmarking report with the support of 
a trained IMP³rove Expert and development of measures and their implementation to close the gaps identified. 
In other words, students assess their own companies, derive measures accordingly and can implement some of 
them immediately in their daily work. 

FurthEr APPLICAtION OF IMP³rOVE

IMP³rove fits perfectly into our curriculum since it needs both fields of core competence (implementation and stra-
tegic innovation competence) explained earlier. By analyzing their own companies in respect to those competen-
cies the students deepen their acquired knowledge and abilities in these fields. 

38

Figure 38: The Innovation Management Matrix
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This kind of procedure is a win-win-win for all three parties involved and therefore proved to be a great success 
ever since its start in 2007.

wIN FOr thE StudENtS

The students apply their theoretical knowledge on innovation management to find practical solutions for their 
companies. furthermore, this project gives them the opportunity to position themselves as innovation experts 
within their company which can lead to great long-term career perspectives.

In addition, the experiences gained in the practical application of IMP³rove can later become part of the student’s 
bachelor thesis.

wIN FOr thE COMPANIES

Not only do the companies learn more about their innovation status, they also profit from the insight knowledge 
of their employees. The whole internal organisation of IMP³rove is entirely taken over by the students, so finan-
cial and personnel resources needed for this project are extremely small. The learnings generated through this 
project can immediately be implemented by their employees, our students, which are supervised and guided by 
professionals at CAMPUS 02, who have many years of practical and academic experience in the field of innova-
tion management.

wIN FOr thE uNIVErSIty

The university, respectively the responsible coordinators at the institution, learn how well its students understood 
the content and how well they can derive measures in order to solve real practical problems in the field of inno-
vation management. By integrating the learnings generated into the curriculum of the semesters to come, the 
degree program can constantly improve—an innovative way of quality management.

Since the project deepens co-operation with the industry, CAMPUS 02 increases its reputation amongst SMEs 
and the probability that companies, which are satisfied with the co-operation, return to the university with future 
projects.

PArtICIPAtINg COMPANIES

Up to now, 20 companies have taken part in the IMP³rove study implemented via the above explained procedure. 
Nearly 90 percent of the participating companies were SMEs with less than 250 employees, more than 60 percent, 
companies with less than 100 employees. The small companies (up to 20 employees) represent the largest share 
in the number of participating companies which underlines that especially smaller companies know about the 
importance to utilize innovation management to secure and further develop the company’s growth and wealth. 
The companies that have taken part in the IMP³rove study so far come from different industries.

OutCOME

Our overall experience with this way of implementing the IMP³rove project is very positive. The most relevant 
insights were gained throughout project implementation on the one hand and from project results on the other. 

Most importantly, the students experienced their first attempt as innovation managers and got the opportunity 
to perform as “innovation consultants” by putting the acquired knowledge from their studies into practice in their 
own companies. It should however be added that some students experienced obstacles when trying to retrieve 
sensitive data such as revenues or spending on innovations. Especially larger companies were hesitant to give 
away such information, whereas smaller companies turned out to be a lot less reluctant. Also, both the extent 
and complexity of the project are not to be underestimated.

All companies involved benefitted from the results of the projects, since it allowed them to compare themselves 
with the competition and helped them raise awareness of innovative potential within their companies. Not only 
can IMP³rove be a starting point for new innovations, for example in product development, it could also be a 
possible “way out of the crisis”. Needless to say, the deduced measures must therefore be really put into practice and 
assessment should be carried out repeatedly, before companies’ day-to-day business catches up on them again. 

Due to its tremendous success, the IMP³rove project is already an integral part of the innovation management 
degree program and executed on a regular basis. That way more and more SMEs are reminded to review their 
innovation performance by benchmarking themselves with other companies. Yet, not only SMEs are interested in 
assessing their innovation performance, as can be seen from a high number of requests from bigger companies. 
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This proves that they, too, understand that IMP³rove supports companies to develop their innovation management 
and their employees, while our students ensure that this is not a one-time shot, but an ongoing, continuous process.

5.2.5 Intermediary: Continua unternehmensentwicklung Ag, germany— 
 better Offerings in Financing Support for SMEs 

By marKuS Kuntze

Being an intermediary in the arena of financing SMEs, Continua Unternehmensentwicklung AG has leveraged 
IMP³rove as a powerful complementary means to bring together very different stakeholders.

CONtINuA uNtErNEhMENSENtwICkLuNg Ag’S PrOFILE

Continua Unternehmensentwicklung AG is a privately held corporation with three company objectives:
Organising events in the Venture Capital sector: European Venture Market•	
Organising events in the SME-sector: Expofin•	
Advising companies on their strategies and seeking capital for companies with individual mandates•	

CONtINuA uNtErNEhMENSENtwICkLuNg Ag’S ChALLENgE

In the highly transparent market of financing support services for SMEs, Continua Unternehmensentwicklung 
has created the “Expofin” a new format of a fair where SMEs could meet potential partners in the area of financing 
as well as in the area of professional support services ranging from IPR issues to innovation management. The 
attractiveness of these events depends on the quality of the partners that SMEs could talk to. Therefore Continua is 
continuously looking for offerings to SMEs that would strengthen their competitiveness and secure the financing 
of their growth strategies. IMP³rove turned out to be one of these differentiating offerings.

thE uSAgE OF IMP³rOVE

Given our three main business areas we could leverage IMP³rove in different ways: 
As partner on our Expofin•	
As approach to better support our clients as advisors•	

IMP³rove has proven to be a very useful tool for the SMEs participating in the Expofin as it is highly versatile, and 
therefore meets the needs of the various target groups of the Expofin. SMEs looking simply for financing part-
ners found IMP³rove helpful to strengthen their business case for which they were seeking funding. Consultants 
focusing on SMEs learned about the value propositions of IMP³rove and how they could integrate it in their service 
portfolios. Intermediaries such as chambers of commerce or development agencies were introduced to IMP³rove 
during these fairs. This created a win-win situation. IMP³rove was promoted and could generate contacts to 
companies willing to use the tools to assess their innovation status and potential. At the same time, it increased 
the attractiveness of the Expofin as a marketplace where state-of-the-art services for SMEs are offered. 

we also applied IMP³rove in the context of advising companies on their strategies and in seeking capital for compa-
nies with individual mandates. The solidity of the IMP³rove approach and the analytical depths of the IMP³rove 
Assessment proved to be extremely helpful for both the SME and the potential investor. In this case, the IMP³rove 
Assessment revealed the strategic strengths and weaknesses of the SME. The SME identified hidden risks in its busi-
ness strategy, but at the same time also the potential that the company had. The potential investor gained additional 
information of the SME’s future growth potential that could not be gained with a standard due diligence approach.

FurthEr APPLICAtION OF IMP³rOVE

Since we feel, that a lot of companies in the SME-sector are not completely aware of their real potential or on the 
other side are too relaxed about their product portfolio, we will apply the IMP³rove approach also in the future 
with companies asking for our support to find investors. we will help them to better evaluate their potential and 
through this process get a better idea for the company’s potential. we therefore expect to apply the IMP³rove 
approach with at least 20 SMEs within the next two years. we are confident that we might exceed that number 
since the tool shows positive effects and result in companies looking for investors to focus even more on their 
technologies, their markets and their innovation strategies.

Another proof of concept of IMP³rove involves expanding our co-operation with IMP³rove through our events in 
both sectors, VC and SME, thus raising the awareness for the innovation process in companies.
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5.2.6 Financial Actor: Corporate Finance Partners (CFP), germany— 
 Making the right Investment decisions

By andreaS tümmLer

In the following case example, a German based M&A boutique with offices in frankfurt, Berlin, Budapest, Miami, 
Tallinn, Tokyo and Vienna has applied IMP³rove as an “innovation due diligence” to support the management of 
its current mutual investment fund and decide on value-enhancing measures.

CFP’S PrOFILE

Corporate finance Partners provides corporate finance advisory services with a focus on Mergers & Acquisitions 
and Private Equity/ Venture Capital transaction. Geographically, CfP is focused on Europe and North America and 
East Asia. Corporate finance Partners was founded in 1998 by investment banking professionals formerly active 
at investment banks Rothschilds and UBS warburg. At that time, CfP was focusing on small and mid-size compa-
nies in high growth sectors such as technology, telecommunications, and the internet. In the following years, the 
company has continually been built up into a diversified M&A firm with 12 managing directors, supported by 50 
investment banking professionals in eight offices.

thE uSAgE OF IMP³rOVE 

The IMP³rove Assessment was successfully applied among firms of CfP’s mutual investment fund and in the 
context of due diligence activities. The CfP team was supported by a trained IMP³rove Expert. In one case, the diag-
nostic confirmed some hypotheses regarding strengths and weaknesses of the firm’s innovation management 
and future growth potential, but also uncovered some new and unexpected issues. for example, the IMP³rove 
Assessment revealed that growth in profit during the past few years was mostly due to efficiency improvements 
in current operations and a well-utilized workforce. for future competitiveness, however, the SME lacked the capa-
bility to innovate. It would need a steady stream of innovation from internal and external resources. The IMP³rove 
benchmarking revealed that creating value would depend on leveraging the capabilities of strategic partners for 
innovative “value propositions”. At this time, the SME did not have a thoroughly developed innovation strategy that 
built on strategic partnerships, and cultural issues would hinder the implementation of an innovation strategy.

The assessment of the SME took place in a team meeting by the presence of the financial investor, who is also member of 
the SME’s management board. The participants discussed the key issues and determined actions in order to strengthen 
the innovation strategy by setting up clear defined targets. During the follow-up meeting, further actions were defined 
supporting the German M&A company to take measures for developing the SME and enhancing its value.

FurthEr APPLICAtION OF IMP³rOVE 

The IMP³rove benchmarking increased the effectiveness of portfolio management by providing information on 
the company’s future innovation management capabilities complementing the CfP’s due diligence procedures. 
It generated insights into the key strengths and weaknesses of the company’s innovation management activities. 
furthermore, IMP³rove helped to focus on issues of highest importance and therefore to increase the efficiency 
and the effectiveness of portfolio management. The assessment of the portfolio in innovation management 
complemented traditional methods of portfolio analysis.

5.2.7 Innovation Management Consultancy: Five I’s Innovation Consulting— 
 Providing IMP³rove workshops for demonstrating the Importance of 
 Innovation Management to SMEs

By thomaS FiSCher

five i’s innovation consulting is a registered and approved IMP³rove consultant located in Dornbirn (Austria), close 
to Lake Konstanz and to Germany and Switzerland. Together with a German and an Austrian business develop-
ment agency they organised two seminars promoting the IMP³rove initiative and demonstrating the importance 
of innovation management to SMEs. 

The agenda included: 
Presentation of success stories where SMEs improved their innovation performance with various innovation •	
management measures
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Identification and discussion of critical success factors (for example, ideation, innovation processes and •	
portfolio management)
Introduction of IMP³rove and a sample based walk through the questionnaire, the evaluation report and •	
the benchmarking database
Questions and answers•	

Both agencies, “wiR-wirtschafts- und Innovationsförderungsgesellschaft Landkreis Ravensburg mbh” and 
“wirtschafts-Standort Vorarlberg Gmbh (wISTO)”, had invited each over 300 SMEs of the Lake Konstanz 
region. The two seminars took place on April 1st (Dornbirn) and April 2nd (Ravensburg-weingarten) 2009 
and were partly funded by EfRE (Interreg IV). This ongoing European Programme supports regions across 
national borders. Topics for this transnational initiative comprise the competitiveness of SMEs, the exploita-
tion of common infrastructure and co-operation in networks. IMP³rove can thus on the one hand benefit 
from Interreg by exploiting the scheme. On the other hand, IMP³rove can increase the innovation capacity 
and therefore strengthen the region.

In Dornbirn, more than 20 and in Ravensburg more than 10 participants followed the presentations and 
discussed the topics lively. The attendance in Ravensburg comprised mainly of rather small companies 
(5-50 employees), while in Dornbirn also larger companies (>100 employees) participated. The feedback 
was rather positive; all participants confirmed the importance of innovations. The project and the brand 
IMP³rove had not been known before and some companies expressed their interest to consider their 
participation.

The conclusion of the hosts and organisers can be summarised as follows:
Innovation is an important topic for SMEs, even for very small ones•	
Innovation management is sometimes associated with some bureaucratic efforts, similar to ISO 9000 in •	
Quality Management.
SMEs do not know the IMP³rove project and its benefits for European SMEs. A strong, nationally promoted •	
brand would help.
The benefit of benchmarking the results of the IMP³rove evaluation against other European SMEs was •	
discussed controversially.
The seminars have been organised from scratch by the agencies and five i`s innovation consulting. Some •	
sort of framework and support provided by IMP³rove would be beneficial. The Cooperation with existing 
networks and funding schemes such as Interreg can support this.

5.2.8 Intermediary: Information technology Industry development 
 Agency—ItIdA, Egypt—Adopting International Standards in 
 Innovation Management Support

By SaLLy metwaLLy mohammad

ITIDA as a governmental agency in Egypt supporting SMEs in the ICT sector gained access via IMP³rove to 
a wide variety of innovation management support services that meet international standards.

ItIdA’S PrOFILE

ITIDA, is the Egyptian business partner that are primarily concerned with building the capacities of the local 
IT companies, attracting and servicing multi-national IT companies, and growing a qualified, sustainable, 
and deployable talent pool. ITIDA adheres to a Public-Private Partnership mode to achieve the goals of the 
IT industry and create for you a business environment where co-operation is a salient feature. ITIDA is the 
executive IT arm of the Ministry of Communications and Information Technology, MCIT, and is located in 
the heart of a modern business environment at the Smart Village. with local and international outreach, 
ITIDA plays a fundamental role as a one-stop-shop for foreign direct investors seeking to enhance their 
global offering using what Egypt has to offer and the competitive advantages of the country.

Led by Chief Executive Officer, Dr. hazem Y. Abdelazim, ITIDA extends a helping hand to their business 
and provides the Egyptian IT industry with the right tools to increase IT/ ITES exports. ITIDA is aware of the 
importance of innovation and talent to company’s prosperity and that is why they leave no stone unturned 
to ensure sustainable talent supply and great innovations.
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The Research and Innovation Support (RIS) Department within (ITIDA) is responsible for engaging with different inter-
national collaboration programs, through which it targets local ICT SMEs to effectively participate in; allowing them 
to gain an international competitive edge through research, innovation, and networking for market expansion and 
technology transfer. Moreover, the department is also responsible for ensuring and facilitating the participation of 
ITIDA in different collaboration programs, either national or international, that would bring real value to our local ICT 
companies allowing them to be competitive, profitable and adding a considerable boost to our national GDP.

ItIdA’S ChALLENgE

ITIDA was looking for an effective methodology to assess and further develop SMEs in the ICT sector in Egypt 
regarding their innovation capabilities. The assessment should be comprehensive and allow for a comparison 
on a national as well as on an international level. The methodology used should provide a holistic approach to 
innovation management that can be adopted by the SMEs in the ICT sector.

The IMP³rove approach fulfilled many of the requirements: It is holistic by covering all dimensions of innovation 
management as defined in the A.T. Kearney house of Innovation. It allows for national and international bench-
marking. And it establishes a common “language” for innovation management at SMEs.

ITIDA is currently piloting the usage of IMP³rove and analyzing how to widely utilize it to serve as a solid basis 
for selecting the most promising SMEs for a publicly funded support program. ITIDA is planning to develop the 
consulting expertise in innovation management within its local companies.

thE uSAgE OF IMP³rOVE (IMPLEMENtAtION IN thE SuPPOrt PrOCESSES)

IMP³rove is used by ITIDA in a stepwise approach: 
Training of IDITA experts in the IMP³rove approach1. 
Benchmarking of the ICT companies based on the IMP³rove Assessment2. 
Selecting the most suitable candidates for participation in international conferences based on the IMP³rove 3. 
Assessment Report
Offering monthly breakfast meetings for the ICT companies where in each meeting a different dimension of 4. 
the A.T. Kearney house of Innovation is presented and the possibilities to improve the innovation manage-
ment capabilities in this dimension are discussed.

FurthEr APPLICAtION OF IMP³rOVE

ITIDA is planning to develop the consulting expertise in innovation management within its local companies. 

with IMP³rove and a capable consulting expertise in innovation management, IDITA will be able to offer via its 
team and the local companies a wide variety of innovation management support services that meet interna-
tional standards.

5.2.9  Intermediary: Innovationstransfer zentralschweiz Itz, Switzerland—
Leveraging IMP³rove within a knowledge transfer Organisation 

By wiLLy KüChLer

Regional players such as knowledge transfer centres, which promote innovation of SMEs in their region, have 
already been leveraging IMP³rove to complement their existing services. In Switzerland, the Innovation Transfer 
Centre of Central Switzerland (ITZ) successfully introduced IMP³rove into its regional support activities. ITZ acts 
as a broker between SMEs, IMCs, and academia. It is linked with the University of Applied Science and Arts in 
Lucerne in Central Switzerland and acts as a hub between research and business. Its vision is to foster economic 
growth in Central Switzerland by offering services to SMEs in the region and supporting them in improving their 
performance. In addition, it facilitates the knowledge transfer from research to business and vice versa. ITZ is 
experienced in offering support services in innovation management. 

Innovation coaches at ITZ offer basic support in the areas of business planning, IPR, and knowledge transfer with 
academia. During the IMP³rove field Test, ITZ joined the IMP³rove network of associated partners as a coordinator 
for Switzerland. IMP³rove has been successfully established as a value-added approach both for IMCs and SMEs 
in Switzerland, with ITZ acting as a broker. with the support of the European Coordination Team, a number of 
IMCs were trained in how to use the IMP³rove approach to conduct consulting workshops. ITZ recruited SMEs 
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within the region, especially the innovative ones such as the former Innovationskulturführer (leader in innovation 
culture), and supported them in completing the assessment. 

The first consulting workshops were conducted by innovation coaches or trained consultants, followed by 
workshops for SMEs in the area of Zurich and Ticino where we already installed an Italian speaking consultant 
team at the knowledge transfer organisation of SUPSI (Scuola universitaria professionale della Svitzzera Italiana). 
Experiences from the field Test revealed the benefits ITZ accrued from IMP³rove. for example, IMP³rove can 
enhance existing client relationships, as it provides the regional intermediary with significant information on the 
key strengths and weaknesses of the SME. In turn, ITZ can execute its broker and coaching role in a more value-
added way. IMP³rove creates a win-win situation: On the one hand, regional intermediaries can offer value-added 
services to SMEs and IMCs, strengthening their competencies. On the other hand, they can strengthen their own 
competencies by learning more about innovation management. European benchmarks complement regional 
information on the innovation performance of SMEs.

finally, IMP³rove offers ITZ the possibility to further improve its innovation management performance by linking with 
other regional support programmes—from joining with the Regional Innovation Strategy of Central Switzerland, 
to engaging in research activities (i.e., projects that study the innovation capability of regional SMEs) and execu-
tive education programs. for example, IMP³rove could be a tool for innovation management in the Master of 
Advanced Studies in Business Excellence and in the Master of Advanced Studies in Business Administration.

5.2.10  Innovation Management Consultancy: kajanus Consulting, Finland—
Enhancing Innovation Management Consultancy Competences 
through IMP³rove

By Janne LehenKari

Kajanus Consulting, a finnish management consultancy, delivers analysis, development, advisory and training 
services for SMEs, entrepreneurs and public organisations. Kajanus Consulting started to work with the IMP³rove 
approach in December 2007. Since then, the enterprise has accomplished some 30 IMP³rove consulting proc-
esses. In addition, IMP³rove is regularly used as a training tool in company’s expert training sessions dedicated to 
innovation management. Kajanus Consulting is devoted to continue the use of IMP³rove. IMP³rove has greatly 
helped the company to discover new business lines and to adjust its consultancy services in line with the require-
ments of today’s innovation management.

kAjANuS CONSuLtINg’S PrOFILE: kAjANuS CONSuLtINg—A SMALL CONSuLtANCy wIth A rEgIONAL FOCuS

Kajanus Consulting is a small consulting enterprise that offers analysis, development, advisory and training services 
for SMEs, entrepreneurs and public organisations mainly in the area of eastern finland. founded in 2005 and based 
in the city of Iisalmi, the company offers customized solutions for the clients with the help of a partner network that 
includes five other finnish and Estonian consultancies. Trained in economics and engineering, the key personnel 
of the company has a long track record in business finance and administration at banks and large corporations.

kAjANuS CONSuLtINg’S ChALLENgE: PrOVISION OF uP-tO-dAtE SErVICES wIth SMALL-COMPANy rESOurCES

The greatest challenge for Kajanus Consulting is to secure sufficient human resources and a knowledge base for 
service provision on a permanent basis. Instead of recruitment, the company has relied on the partner network that 
provides complementary expertise and resources in addition to the service portfolio of Kajanus Consulting. Another 
challenge is to efficiently learn new management consultancy skills required in everyday consultancy practice.

As to the market environment, the constant challenge is to provide up-to-date services that are required by the 
clients. It is essential that Kajanus Consulting is sensitive to new demands emerging in the market and able to 
offer adequate services in response.

thE uSAgE OF IMP³rOVE: FrOM A FEASIbILIty Study tO A PErMANENt PrACtICE

A few years ago, Kajanus Consulting got interested in innovation management issues on the basis of the expe-
rience gained in a feasibility study on corporate innovation activities. The importance of innovation for the 
competitiveness of organisations turned out to be evident. Subsequent business cases and feasibility studies 
reinforced this insight. Later on, both Kajanus Consulting and its partner network have paid close attention to 
innovation management in consulting work.
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IMP3rOVE—thE ChOSEN APPrOACh

Kajanus Consulting devoted itself in developing expertise in innovation management, and, in 2007, the company started 
to search for suitable tools for being implemented in the innovation management service portfolio of the company. 
After testing five different tools available, Kajanus Consulting ended up working with the IMP³rove approach.

SuPPOrtINg thE IMP3rOVE ASSESSMENt: LOCALIzAtION wOrk tO FACILItAtE rESPONdINg

Kajanus Consulting has collaborated with some 30 companies that have accomplished the IMP3rove Assessment 
and taken part in the subsequent consulting process provided by Kajanus Consulting. On the basis of this expe-
rience, Kajanus Consulting has found that companies are not keen on using the self-assessment tool on their 
own. This could be due to the fact that the entrepreneurs and R&D staff of the finnish SMEs expect that the 
consultancy process does not increase their own work load to any significant degree. In the case of the self-
assessment tool, the SMEs were not ready to reflect on the demanding questions in a foreign language. Instead, 
they expected that the consultant would assist in the use of the self-assessment tool.

Kajanus Consulting found that letting the SMEs answer in finnish greatly facilitated the use of the self-assessment 
tool. The company carried out interviews with the SMEs in finnish and the results of the interviews were filled in the 
self-assessment tool by the consultant. On the basis of the experience of Kajanus Consulting, the finnish SMEs greatly 
benefit from the external assistance in filling in the self-assessment tool that is not available in finnish at the moment.

Most of the SMEs that have participated in the IMP3rove assessment guided by Kajanus Consulting are tech-
nology leaders in their industrial sector and search actively international markets for their products and services. 
Typically, the major strengths found in the IMP3rove Assessment concern the resource base and organisational 
capabilities of the SMEs. The major weaknesses relate to lack of development efforts in the area of innovative 
organisation culture and to absence of the life cycle approach in innovation management. 

The SMEs have not performed Root/Cause Analysis in general. The fact that the first phase of the analysis already 
shows important areas for improvement diminishes the interest in performing Root/Cause Analysis.

The SMEs have taken part in the IMP3rove Assessment as a result of active marketing work performed by Kajanus 
Consulting. Consulting work still continues with a major client to whom IMP3rove Assessment was offered as an 
additional service in the first place. In this success case, the IMP3rove Assessment has opened up a long-term 
consultation process in the field of innovation management.

PErFOrMINg IMP3rOVE CONSuLtINg SErVICES: IN-dEPth FAMILIArIzAtION wIth bENChMArkINg rESuLtS 

ANd CLIENt’S PrOFILE ESSENtIAL 

During a typical IMP3rove consultation process, Kajanus Consulting interviews the client in finnish and fills the 
response data in the IMP³rove Assessment on the behalf of the client. After the interview and data filling, the 
client is asked to send the benchmarking report to Kajanus Consulting for analysis. On the basis of the analysis, 
Kajanus Consulting prepares an executive summary that is utilized in a consulting workshop arranged at the 
client’s premises. The results of the analysis and suggestions for improvement are elaborated jointly with the 
client during the workshop. Later on, consultation is continued as a business strategy development process that 
incorporates innovation management into client’s overall business development.

On the basis of the experience gained over the years, Kajanus Consulting sees that the successful IMP3rove consul-
tation delivery is based on in-depth familiarization with the benchmarking results, on one hand, and with the 
needs, capabilities and medium and long-term objectives of the client, on the other hand. what really matters is 
the ability to summarize and deliver the results of the analysis in a language that the client understands.

FurthEr APPLICAtION OF IMP³rOVE

MEASurES OF IMPrOVEMENt

Kajanus Consulting adjusts its service provision in accordance with the issues coming up during a consultation 
process. Large-scale consultation processes are pursued by offering to the client development programmes for 
commercialization of innovations, for instance.

During the consultation work with the IMP3rove approach, Kajanus Consulting has improved its understanding of 
the conditions of innovation process and innovation management. This has led to major changes in the operation 
model of the company. In the success case, the results of the IMP3rove analysis spurred the client to start a strategy 
development process and implementation of a comprehensive quality management system with the consultant.
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QuANtItAtIVE ANd QuALItAtIVE IMPrOVEMENtS: A buSINESS ASSEt FOr A SMALL CONSuLtANCy

By using IMP3rove, Kajanus Consulting has built a business asset in the terms of new field of expertise, innovation 
management consultancy. The company foresees that incorporation of the IMP3rove approach into the consul-
tancy service portfolio continues to facilitate new business prospects. The company has deliberately carried out 
the IMP3rove assessments and consultations in assignments, in which innovation management has not been on 
the agenda in the first place. The results of the analysis easily convince the client to pay more attention to innova-
tion management issues. 

VALuE OF IMP3rOVE: A SECurE FOOthOLd IN thE INNOVAtION MANAgEMENt CONSuLtINg

The work with the IMP3rove approach has advanced the professional expertise of Kajanus Consulting. Now, 
the company understands innovation and innovation management in a comprehensive way that is a neces-
sary requirement for successful innovation management consulting. Kajanus Consulting welcomes the bench-
marking aspect of IMP3rove and foresees that benchmarking and baseline comparisons will also affect other lines 
of consulting business practised by the company. Benchmarking that is based on real company data has proven 
to be a key argument when the IMP3rove is introduced and marketed to SMEs. 

rECOMMENdAtIONS

In general, Kajanus Consulting is satisfied with the current structure of the self-assessment tool. Besides trans-
lation and localisation issues, the company anticipates that simplification work on question formulation and 
questionnaire structure continues in order to facilitate finnish SMEs to use the self-assessment tool on their own. 
Kajanus Consulting hopes that questions related to a specific subtheme of innovation management, such as 
design, are omitted from the future versions of the tool for the sake of simplicity. 

5.2.11  Intermediary: kIMbcn (knowledge Innovation Market barcelona), 
Spain—Offering a greater Customisation of the Improvement Actions 
and Services to the Client

By ana viLLaCamPa

The non profit organisation KIMbcn offers global solutions to the needs of technological innovation focusing 
each step of the value chain: from the research phase to the commercialization stage through development and 
protection. The services are offered in a personalized and tailored way adapted to each business and technology. 
After the usage of IMP³rove, KIMbcn saw that IMP³rove supported in finding the right tools, methodologies and 
timelines to initiate an innovation management programme for clients.

kIMbCN’S PrOFILE

Knowledge Innovation Market Barcelona (KIMbcn), newly created in 2008 in the Spanish innovation and tech-
nology transfer system, is a non profit advisory organisation that collaborates with a wide range of organisations 
involved in technology innovation and development, with a particular focus on SMEs. 

kIMbCN’S ChALLENgE

KIMbcn’s innovation team are executing a study on the state of innovation of the Catalan SMEs, visiting and 
identifying the companies innovation needs in order to give them a global solution under the framework of 
a project called “Creixem Innovant” (“Let’s Grow Innovating”) from the Barcelona Chamber of Commerce. Two 
consultants from this team received the training on IMP³rove, and KIMbcn applying IMP³rove since february 2009 
by exploiting this tool as a one service offering.

thE uSAgE OF IMP³rOVE

The methodology utilised follows a very intuitive and beneficial logic for the user company, since once the 
company identifies that it wants to know its current state and carry out new actions to improve its innovation 
capabilities, it completes the necessary application to conduct the study. Once this has been carried out, the 
company will meet again with the KIMbcn expert and both analyse the current company situation from the 
IMP³rove benchmarking report generated.

Once the required needs or improvement steps to follow are identified, they can be aligned to the services port-
folio offered by KIMbcn, in such a manner that the client receives a tailor-made solution. In addition to innovation 
diagnosis, other services offered include innovation planning, innovation management, innovation training and 
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other technology transfer activities such as research valorisation and commercialisation. As a result of this inte-
gration between the results of the report generated by IMP³rove and the services supplied by KIMbcn, a greater 
personalization of the improvement actions and services offered is perceived by the client.

The tool offers a wide range of strategies based on a rigorous treatment and personalized results-oriented diagnosis 
and implementation of innovation strategies. The service offered is tailored to the level of maturity of the relevant 
technology and so adds value in accordance with the type of customer. IMP³rove provides recommendations for 
tools, methodologies and timelines to initiate an innovation management programme. It energizes and reduces time 
to market of technology and optimises the chances of the technology reaching the market place. These improve-
ments are achieved thanks to a clear definition of the company needs, taking into consideration their current level of 
innovation, comparing not only against companies established in their own geographical region, but also taking a 
much broader vision over all Europe and their potential competitors on a global economic scale.

FurthEr APPLICAtION OF IMP³rOVE

KIMbcn is very positive about the outlook for IMP³rove and believes it can further build on the impact already 
achieved and reach an ever-widening SME audience in the drive to target innovative SMEs as the main engine 
for European economic recovery. Moreover it is giving KIMbcn the chance of training the company in innovation 
trends and strategies at European level, thereby increasing its competitiveness. Upcoming specific actions to 
be taken by KIMbcn for contribution to tool dissemination include a link to the IMP³rove web page is going to 
be implemented in the new KIMbcn platform and successful results are going to be also announced. follow-up 
activities of implementation cases are going to be reinforced.

It is widely recognised that innovation and R&D are the twin pillars toward achieving required economic targets, 
but that in the past SME participation levels on both fronts have not been at a desired level. This situation is now 
been targeted for improvement at both regional and European level, with an SME R&D participation level of 15 
percent been sought under fP7 and a host of innovation policy initiatives been developed. IMP³rove, with its 
emphasis on supporting SME growth through superior innovation management, is ideally positioned to play a 
vital role in this trend toward greater SME involvement as the catalyst toward a stronger European economy.

5.2.12  Intermediary: OSEO, France—Increasing Effectiveness of Innovation 
Voucher Schemes

By Serge gaLant

OSEO as the national french “innovation agency” supporting SMEs is using IMP³rove for selected innovation support 
programs that are co-financed by the European Commission.

OSEO PrOFILE

OSEO (www.oseo.fr) is a french public organisation in charge of:
Supporting SME based innovation to cover technology development risks•	
funding and guaranteeing loans•	
funding investments and exploitation needs of companies with the help of banks•	

In 2008, more than 5,000 innovative companies (mostly SMEs) have been supported by OSEO with 800 M€ of 
direct funding support. Moreover, 75,000 companies have raised 14 Billion € funding thanks to 6 Billion Euros of 
risk covered by OSEO.

thE ChALLENgE FOr INNOVAtION SuPPOrt At OSEO

OSEO is a key player in supporting innovative french SMEs. It has 23 regional offices which are in direct contact with 
SMEs expressing funding needs. They have built internal risk assessment tools for the technology development; they 
use external experts to analyse further the innovation project before granting the support (zero interest loans).

OSEO has been made aware of the IMP³rove project as soon as at the proposal preparation stage in mid 2005 
for IMP³rove took place. They were invited to analyse the tool in early 2007 during the dry run tests to validate 
the complementariness of the tool with their own internal tools (full test session with Mrs Gelly). OSEO was then 
deeply involved in the building up of the data base with french companies, providing a list of OSEO supported 
companies in all sectors of technology development specified by the french IMP³rove coordinator.
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In parallel, OSEO, as a partner of the KIS-PIMS contract, encouraged the use of the IMP³rove tools in the voucher 
support scheme for innovative services.

In support of innovation in services, a training session was delivered by TEChNOfI to OSEO and AfNOR project 
managers on April 2009 in order to grasp the use in IMP³rove in assessing SME capabilities to manage collabora-
tive projects.

for innovative services, OSEO is now involved in two other contracts that started in September 2009 with EC 
DG Enterprise: GREENCONSERVE (greening the building industry) and REMAKE (helping manufacturing SMEs to 
ecoinnovate in the mechanical engineering sector). Two voucher schemes will be tested with the probable use 
of IMP³rove in the early detection of SMEs ready to innovate in the service and manufacturing sectors.

IMP³rOVE: ON AMONg SEVErAL dEtECtION tOOLS FOr INNOVAtIVE SMES

OSEO, in line with several other innovation organisations in Europe, aims at tuning the use of several different 
tools (amongst which IMP³rove) to respond to french SME needs:

As part of a structured national approach to support innovative business models through services as well •	
as innovative services (ongoing contracts with DG Enterprise will help support different approaches toward 
SMEs): IMP³rove must then complete its database of SMEs developing innovative services, and will be used 
more extensively over 2010-2012 to detect the capabilities of SMEs at managing such development projects
As part of a structured national approach to detect the capabilities of SMEs to manage collaborative projects •	
within an Open Innovation Scheme
As part of an ongoing national approach to help SMEs taking a better account of Intellectual Property Rights •	
very early in projects, especially within collaborative schemes

Moreover, several ancillary recommendations have been made to upgrade the existing user interfaces in the french 
language so that the proposed descriptions and semantics appear more coherent with the concepts used.

tANgIbLE rESuLtS FrOM IMP³rOVE

The tool is now used by OSEO in the KIS PIMS contract with DG Enterprise. The contract foresees a test with 250 
SMEs having the potential for service innovation, but it gives full freedom to the partners to reach this test figure. 
At the beginning of the contract, TEChNOfI has been supporting the compulsory use of the IMP³rove assess-
ment, before the voucher is decided by the public agencies: this is not the case anymore, which requires process 
adjustment when compared to what was foreseen initially. however, there are ongoing discussions with OSEO 
to use IMP³rove as a detection tool for service innovative companies which would amplify its use for 200 + SMEs 
involved in the development of renewable energy sources.

This test is decided within the KIS PIMS contract by early October 2009, and if it reveals to be successful, replica-
tion of the same approach will be studied for the GREENCONSERVE and REMAKE contracts (400 + SMEs in the 
building and manufacturing sectors).

5.2.13 Intermediary: Savonia university of Applied Sciences, Finland— 
 developing New Service Models for the business and Public Sector

By Janne LehenKari

Savonia University of Applied Sciences that operates in eastern finland is one of the largest and most versatile poly-
technics in the country. The university provides degrees in seven fields of education and performs R&D and innova-
tion activities extensively by offering services and customised solutions for business and public sector. Regional, 
nation-wide and international co-operation and networking are the driving forces within the university.

Currently, Savonia is reorganising its activities in order to respond more effectively to the development needs 
of the companies in eastern finland. As a consequence, new service models are being tested and piloted in 
different development projects. The university decided to apply IMP3rove to innovation management develop-
ment in the context of a pilot project. The results achieved by using the IMP3rove Assessment and by taking part 
in an IMP3rove Expert consultation workshop guided the next steps taken in the service model development and 
the design of new innovation services at the university. from the managerial point of view, IMP3rove underscored 
the need to systematize the innovation strategy and related activities of the university.
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SAVONIA uNIVErSIty’S PrOFILE: SAVONIA—A bOLd INNOVAtOr ANd COOPErAtIVE FACILItAtOr OF FuturE 

ExPErtISE

Savonia, founded in 1992, is a university of applied sciences that operates in the cities of Kuopio, Varkaus and 
Iisalmi in eastern finland. The general task of the university is to improve professional, business and cultural 
expertise in the region, as well as to promote competitiveness and welfare of the region by education and R&D. 
According to its vision, Savonia is a bold innovator and cooperative facilitator of the expertise required in the 
future. Its regional task is to secure economic and social vitality of eastern finland. 

At the beginning of 2009, Savonia was reorganised into three profit centres: technology & environment, welfare, 
and business & culture. Savonia has a budget of c. 60 million € and a staff of about 600 employees, of which one 
hundred works in R&D activities. Savonia has received numerous accolades, including the quality award of the 
higher Education Evaluation Council. 

SAVONIA uNIVErSIty’S ChALLENgE

The main challenge of Savonia is to address the needs of the regional business. The province of North Savo has 
selected four business focus areas: Technology Industry, Energy and Environment, Measurement and Sensor 
Technology, and welfare Services and Products. Savonia plays a key role in all these areas. In addition to science- and 
technology-based R&D, the local SMEs call for support for demand-driven and distributed innovation activities.

Savonia is undertaking a major organisation reform at the moment. At the beginning of 2009, the number of 
profit centres changed from five to three. In the autumn of 2009, five centres of expertise start their operations. 
The centres of expertise utilize the expertise of several training programmes. The centres of expertise gather 
teachers, research staff and students into development projects by utilizing the partner network. The topics of 
the centres of expertise are the following: Energy and Environment, Entrepreneurship and Innovation, welfare 
Products and Services, Secure Life, and Industrial Design. The centres of expertise are demand-driven and serve 
the region by channelling education, R&D and innovation efforts into targets that are of benefit for the regional 
economy. The launch of the centres of expertise will bring about challenges for the innovation management. The 
challenges are mainly addressed by the centre of expertise for Entrepreneurship and Innovation.

The centres of expertise are supervised by the deputy headmaster and the executive group of the university. Each 
centre of expertise has a coordinator who is responsible for planning, implementing and evaluating the activities in 
collaboration with the rest of the staff. The coordinator is supported by an expert team consisting of teachers and 
R&D personnel. The centre of expertise for Entrepreneurship and Innovation is responsible for developing innovation 
management as a whole. The personnel of the centre possess strong expertise in R&D and innovation activities.

thE uSAgE OF IMP³rOVE (IMPLEMENtAtION IN thE SuPPOrt PrOCESSES): FrOM A PILOt PrOjECt tO AN 

EStAbLIShEd PrACtICE OF thE CENtrES OF ExPErtISE

Savonia has developed innovation services in pilot projects. At the end of 2008, IMP³rove was taken into use as 
a development tool in a pilot project for innovation services. The staff of the project had previous experience in 
use and development of quality management tools. In the autumn of 2009, all the development activities will be 
integrated into the activities of the centres of expertise.

FILLINg thE IMP3rOVE ASSESSMENt: thE SyStEMIC APPrOACh POINtEd Out dEFICIENCIES wIthIN SAVONIA

An IMP³rove Expert, Kajanus Consulting, introduced IMP³rove to the staff of the pilot project for innovation serv-
ices. Kajanus Consulting had already established a collaborative relationship with Savonia. The staff filled in the 
IMP³rove Assessment with the help of Kajanus Consulting. It was decided that the input should be based on 
context and experience of the pilot project for innovation services. An outlook on Savonia as a whole will be 
carried out in the next phase. It requires involvement of a large group of key actors within Savonia. 

The key strength found in the IMP³rove Assessment was well-working innovation culture, especially concerning 
external networking and collaboration. The key weakness was the lack of innovation strategy. while Savonia has estab-
lished a clear vision and development strategy, strategy for innovation management was lacking. Therefore, innova-
tion activities are fragmented and without systemic purpose. The Root/Cause Analysis was also filled in. It was decided 
that related development work will continue in the autumn of 2009 along a new large-scale consultation process. 

FurthEr APPLICAtION OF IMP³rOVE

Constant communication with the IMP³rove consultant is an ongoing practise at Savonia at the moment. A 
large-scale consultation process will be carried out in the autumn of 2009 with an expert group of the centre of 
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expertise for Entrepreneurship and Innovation. A new consultation process is required for connecting the work 
done with other development activities at Savonia. Savonia sees the IMP³rove expert as a competent partner also 
for further development work. 

MEASurES OF IMPrOVEMENt: SyStEMIC INNOVAtION StrAtEgy LEAdS tO MOrE SyStEMIC INNOVAtION ACtIVIty 

The consultation process resulted in the start of preparatory work for the integrated innovation strategy. Savonia 
follows the principle of single strategy, which means that earlier separate strategies have been integrated into 
one overall strategy. This implies that also the innovation strategy has to be integrated into the overall strategy of 
Savonia. Other measures achieved addressed, for instance, commoditisation of innovation services.

Concerning the further work, the centre of expertise for Entrepreneurship and Innovation will take charge of the 
preparation of the innovation strategy. It is planned that the innovation cycle of Savonia will be systematized 
and the procedures addressing the innovation process will be formalized. for instance, a systemic procedure for 
management and selection of innovative ideas will be designed and put in use. The work will continue by iden-
tifying enabling factors of the innovation activity.

QuANtItAtIVE ANd QuALItAtIVE IMPrOVEMENtS: IMP³rOVE IN CONtINuOuS uSE

The traditional quantitative indicators, such as an increase in sales, do not apply to an educational and research 
organisation. The use of IMP³rove has resulted in the foundation of an expert group responsible for the further 
development work. It is foreseen that IMP³rove will make the upcoming procedures of the centres of expertise 
more effective. Previously, the lack of innovation strategy has led to fragmented actions. It is foreseen that the 
new organisational model based on centres of expertise and the continuous use of IMP³rove will strengthen 
Savonia’s overall performance. 

IMP³rove will be also used in the innovation service portfolio provided for the regional business. This will improve 
the capabilities of Savonia to meet the needs of regional business.

VALuE OF IMP³rOVE: dEVELOPINg dIStrIbutEd INNOVAtION SErVICE MOdEL

The key benefit of IMP³rove for Savonia was the detection of the lack of innovation strategy. This would have 
probably not taken place without the help of the systemic approach provided by IMP³rove. Second, IMP³rove 
provided a useful tool for the assessment and comparison of new innovation services. Third, IMP³rove will 
supplement the innovation service portfolio of Savonia with a new tool since IMP³rove will be used as part 
of business consultation services of Savonia on a regular basis. 

During the IMP³rove process, the staff learned to take an overall view on innovation activities and related 
development work (A.T. Kearney house of Innovation). This enabled the staff to understand links between 
different activities and to present practise-based development ideas.

Savonia can recommend IMP³rove to other educational and research organisations as well as to firms because 
the online tool was flexible to use, it supported team working and creation of a shared standpoint on innovation 
activities. The comparative database was useful for benchmarking. IMP³rove is different to other tools available 
because it facilitates overall understanding on innovation that is usable for practise-based development work. 

rECOMMENdAtIONS

filling in self-assessment forms is an essential part of utilizing and learning from IMP³rove. Therefore use of illustra-
tive examples on the online forms would support learning among practitioners. Each question could be linked 
to a practical example. Another recommendation is that the company database used for benchmarking should 
still be expanded, which would once again facilitate the utility of IMP³rove.

5.2.14  Policy Makers: the Enterprise Policy and Innovation Project in Serbia

By CarL JameS

The Enterprise and Innovation Project in Serbia, which is part of Serbia’s process of application for EU member-
ship, had three main elements: development of expertise in the Ministry of Economy and Regional Development, 
development of innovation policies and assistance to enterprises. To assist in all these elements of the project, 
the team chose to use the IMP³rove Assessment and methodology.
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thE PrOjECt

The project aimed to make available to 150 companies assistance in developing their businesses. The IMP³rove 
Assessment was used as a selection tool to target that assistance to the companies that could make best use 
of it. This did not mean that the most innovative companies were supported, but that the assistance that 
was available could be targeted at the companies, which would make best use of it. The aim was to make 
the most efficient use of limited resources. A mapping exercise was undertaken to determine what resources 
were available in Serbia and from the European Union to assist the enterprises. These resources were both 
public and private.

thE uSAgE OF IMP³rOVE

There were a number of problems. There was doubt that a tool developed in the European Union and 
predominantly in western Europe, the old member states, would be applicable to an economy in transition. 
There was also the need to translate the questionnaire into Serbian because few of the entrepreneurs had 
adequate knowledge of English or another community language in which the assessment was presented. 
The first doubt could only be resolved by testing the assessment in Serbia. however, the fact that it had been 
used in Bulgaria, Romania and hungary did tell in its favour. without that experience, it is doubtful that the 
Ministry would have consented to use it with Serbian firms. The second problem was translation. Many of 
the terms, used in the assessment needed specific translation into Serbian. To this end, a number of Serbian 
experts co-operated, including a professor of entrepreneurship. It required at a number of pilot assessments 
to ensure that the right terms were being used.

The most supportive institution was the Serbian export promotion agency. They had contact with many 
Serbian firms with views of the outer side of the country. They made available their database of companies 
and assisted in the promotion of improving to those companies.

The first step was to train Serbian experts in the use of the assessment. It was not possible in the first stages 
to introduce them to an online assessment as the Serbian authorities did not have the resources to translate 
the online questionnaire in all its aspects. This was probably an unintended benefit. It enabled the training of 
Serbian experts, who could go to companies, help the assessment, and then deliver support in the next stage. 
however, the training did take some time. There had to be a formal training, and then a set of pilot assess-
ment conducted jointly with an accredited EU expert. Nevertheless, as soon as the training was completed a 
number of Serbian experts could deliver and develop the work themselves.

A surprise was the high response rate from Serbian enterprises. About one in three of the enterprises 
approached wanted to undertake the assessment. This was for a variety of reasons. In some cases, the 
potential for gaining assistance from the state was important; in others, the prestige of an EU approved 
tool was convincing; for some others there was a genuine interest in gaining an insight into improving their 
performance.

One of the problems which resulted from the high response rate was the limited capacity to service all the 
companies. It was therefore necessary to stagger contracts with the companies and to recruit more experts 
to service them.

An analysis of the responses of the Serbian companies showed a similar profile to that of EU companies. 
Their main difference lay in the results aspect, where the hurdles faced by Serbian companies in exporting 
were significant. Reporting the profiles back to Serbian companies and demonstrating their similarities with 
companies in the EU was encouraging.

To date about 80 companies have been assessed. The profile of the companies is also being fed into the 
Ministry of economy and regional development and may be useful in formulating priorities for the imple-
mentation of the law on innovation. 

FurthEr APPLICAtION ON IMP³rOVE

The plan is to assess and assist 150 companies. As part of the process, it is planned to train a number of 
regional advisers in the IMP³rove methodology, so that they can work with the companies and assist them in 
further developments. IMP³rove is therefore being used as a tool for assessing companies and as an instru-
ment for embedding knowledge and expertise on innovation in the business support infrastructure in Serbia. 
It is also a small element in assisting Serbia in its trajectory for membership of the European Union.
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5.2.15   Innovation Management Consultancy: uNAtrANtEC, France—
Sharing Methodologies within the Network

By Serge gaLant

uNAtrAtEC’S PrOFILE

UNATRANTEC21 (www.unatrantec.asso.fr) is a french professional association of 12 consulting companies founded 
in 1984. One of its main purposes is to develop ethical rules regarding innovation consulting:

from four points of views: the customer, the service provider, the company and its personnel•	
Potential impact on the long term risks taken by customers based on consulting conclusions•	
Clear cut relationships between customers and service providers in view of reliable and high quality assignments•	
Delivery of breakthrough solutions that have to be passed through the customers •	

As such, UNATRANTEC is interested in sharing methodologies between its members to address the above issues.

IMP³rove belongs to the category of tools which helps innovation management consulting bodies entering into 
a reliable business relationship based on a benchmark of the innovation capabilities of the customer.

uNAtrANtEC’S ChALLENgES

UNATRANTEC has implemented a prudent approach toward the use of IMP³rove. A first training of one NODAL 
consultant (member of UNATRANTEC) occurred in December 2007, within a group of public intermediaries of 
the Ile de france (Paris) region. A second training of several UNATRANTEC members occurred in April 2009 with 
the goal to implement the use of the tool in the current business activities of the attendees. five consultants 
promised to bring at least one of their clients. So far only one has complied with the commitment, thus showing 
the difficulty to have consultants getting fast into new approaches on innovation management.

thE IMP³rOVE IMPACt

Yet, the first major impact is a change in the high level messages of the UNATRANTEC association, where inno-
vation management and the diagnosis of innovation management capabilities of companies (see the website) 
become key priorities of the association, and thus showing that benchmarking innovation management capa-
bilities is possible while bringing added value to SMEs for their continuous process improvement approaches.

5.3 List of authors

Francisco de Aristegui: Senior consultant and innovation management expert at Asesoría Industrial 
Zabala, SA.

Nicola Farronato: works for the Italian consultancy GiuliaMultimedia s.a.s. Co-author of the project 
INN-OVATION (www.inn-ovation.it) to the Italian Minister for innovation Luigi Nicolais, in co-operation with 
the web-based research group EgoCreanet//ON-NS (Open Network for New Science). In the same year, he 
founded in Berlin the network YEAM (Young European Avantgarde Minds), an innovation focused group of 
knowledge entrepreneurs, targeting new prospects for knowledge and innovation governance.

Farshad Feyzi: founder and owner of “Dr. farshad feyzi”, the German Techno-Economic Consulting. The 
company was founded in 1994. As an international consultant and trainer team they support their customers 
from concept analysis and strategy development to implementation and performance measurement.

Thomas Fischer: Senior consultant at the Austrian five i`s innovation consulting. his expertise covers all 
fields of innovation management, especially creativity methods and innovation processes.

Libor Friedel: Management trainer and consultant, Managing Partner of his own company NOVATIO 
Consulting. he is also a part-time manager for external co-operation with the Center of Applied Economic 
Research, established in April 2007 at Tomas Bata University in Zlin, faculty of Management and Economics. 
he is registered in CzechInvest Czech National register of advisors (for example, as a benchmarking consultant 
and cluster facilitator).

21 Union National des Consultants en Innovation et en Transfert de Technologie.
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Serge Galant: CEO of TEChNOfI, in charge of its business development where TEChNOfI (www.symple.eu) 
provides innovation management expertise to both manufacturing and service companies, using its own innova-
tion management methodology (SYMPLE). his main activities and responsibilities cover growth through innovation 
in three main areas: energy, large volume manufacturing and downstream satellite applications. he is also in charge 
of finding new growth sectors for TEChNOfI based on the implementation of eco innovation processes within 
European companies. As such, he is the acting President of Greenovate!Europe (www.greenovate-europe.eu), 
an open innovation platform where investors, company clusters, professional associations, research centres and 
innovation management experts meet to promote further eco innovation support processes. 

Carl James: Owner and consultant at TECC—The European Consulting Company Limited, previously known as 
IAGO European Consultants Limited. his expertise is in the areas of organisation and knowledge, aiming at the 
development of learning organisations. he has also worked nationally and internationally on the development 
of innovation policies. 

Pascale Koo: former University Lecturer at CAMPUS 02—University of Applied Sciences, Austria, who now 
works as a self-employed consultant in the field of innovation marketing.

Ralf Kopp: Senior researcher and consultant at the Central Scientific Institute of the “Technische Universität 
Dortmund” (Sozialforschungstelle Dortmund). he coordinates the interdisciplinary research unit “Organisational 
Development and Consulting in the Network Economy.”

Sylwia Kosińska: Associate researcher at The Entrepreneurship and Economic Development Research Institute 
by the Academy of Management in Lodz, Poland. her main interest focuses on innovation management, entre-
preneurship and regional development.

Willy Küchler: CEO and Innovation Management Coach at the Innovation Transfer Centre of Central Switzerland 
(ITZ).

Markus Kuntze: CEO of the German private company Continua Unternehmens- entwicklung AG. he formerly 
worked as a bank manager at Dresdner Bank and LGT Bank.

Janne Lehenkari: A consultant at Advansis Ltd., finland. he holds a Ph.D. in Adult Education (2006) from the 
University of helsinki and an M.A. in history of Science and Ideas (1997) from the University of Oulu.

Sally Metwally Mohammad: Responsible for one of the departments in ITIDA, Egypt, that supports SMEs 
working in the ICT sector in Egypt to improve their research and innovation capabilities.

Vincent Morfouace: Senior consultant and project manager at TEChNOfI s.a. in france. he is in charge of the 
eco innovation activities in the energy sector, addressing both product and service innovation. his expertise 
covers innovation support in large industrial groups, SMEs and start-ups. 

Bruno Pagés: Senior consultant at TEChNOfI s.a. in france, in charge of change and innovation management, 
responsible for the development and upgrade of the proprietary Symple® methodology.

Christin Pfeiffer: Project manager at APRE—Agenzia per la Promozione della Ricerca Europea, Italy. 

Marco Santoro: Innovation Management Expert and Technology Scout at R.Q. Consulting, Italy.

Michael Terler: full-time University Lecturer for the Degree Programme in Innovation Management at CAMPUS 
02—University of Applied Sciences, Graz, Austria. he also works as a consultant in the field of process and quality 
management.

Ginevra Tonini: Innovation Management Expert at AREA Research Coordination Office. Italy.

Andreas Tümmler: founder of Corporate finance Partners Group (CfP) in 1998 in frankfurt/ Germany as an 
M&A and Corporate finance advisory boutique initially focused on small- and medium sized transactions in the 
technology and telecommunications sectors in Germany. he has worked as an M&A specialist with Rothschilds 
in frankfurt and warburgs in London before establishing CfP.
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Ana Villacampa: Responsible for the European and International Projects Department of KIMbcn in Spain. 
She has a Doctorate in Chemistry from the University of the Balearic Islands and a Degree in Chemistry from the 
University of Zaragoza. After working as a researcher for seven years on the crystalline structure of bio-minerals, 
including a post-doctoral stint in the Lawrence Livermore National Laboratory in the United States, she has 
subsequently worked in research management in the public sector. She was R&D European Project Manager 
in the Andalucía Delegation of the Spanish National Research Council (CSIC), and a technology transfer Project 
Manager at the University of Barcelona, within the areas of Chemistry, Nanotechnology and Electronics.

5.4  IMP³rove Network

The IMP³rove network has grown continuously starting off with the IMP³rove Consortium and now expanding to 
the IMP³rove Expert network. Many of them contributed to the success of IMP³rove, and ensured that the proof 
of concept for IMP³rove can be delivered in a most convincing manner. In the following all contributors including 
the IMP³rove Coordination Team, the National Coordinators, the software provider, associated network partners 
and financial actors, are listed below.

European Coordination Team

A.T. Kearney, Düsseldorf, Germany, www.atkearney.de•	
fraunhofer—Institute for Industrial Engineering (IAO), Stuttgart, Germany, •	
www.fraunhofer.iao.de

National Coordinators

The National Coordinators played a key role in introducing IMP³rove across Europe, in successfully testing this 
new approach, and sharing their insights within the IMP³rove consortium.

Abis, d.o.o, Ljubliana, Slovenia•	
Advansis Oy, helsinki, finland, www.advansis.fi•	
APRE, Agenzia per la Promozione della Ricerca Europea, Rome, Italy, www.apre.it•	
EEDRI—Academy of Management, Lodz, Poland, www.eedri.pl•	
I.con.innovation Gmbh, Stuttgart, Germany www.icon-innovation.de•	
InnovationsTransfer Zentralschweiz ITZ, horw, Switzerland, www.itz.ch•	
Logotech SA, Athens, Greece, www.logotech.gr•	
Malta federation of Industry, floriana, Malta, www.foi.org.mt•	
Pro fill CS, s.r.o., Prague, Czech Republic•	
SC tr@net servicii SRL, Bucharest, Romania, www.topengineering.ro •	
TECC—The European Consulting Company Limited previously known as IAGO European Consultants Limited, •	
Pudsey Leeds, United Kingdom, www.tecc.eu.com
Technofi SA, Sophia-Antipolis Cedex, france, www.symple.tm.fr•	
ZABALA INNOVATION CONSULTING, Mutilva Alta (Navarra), Spain, www.zabala.es•	

Software provider

A critical success factor of the IMP³rove project was the development, hosting and maintenance of the software 
and the IMP³rove platform. with Dirk Röhrborn and his team from Communardo Software Gmbh, human Network 
Competence, Dresden, Germany we had excellent design and support since the start of the IMP³rove project in 2006.

Associated Network Partner Organisations 

The organizations with the associated network partners and intermediaries listed below have significantly 
contributed to the success of the IMP³rove project since March 2007. This support is highly appreciated by the 
IMP³rove Consortium.

Austria
BBK Unternehmensberatung Gmbh, Klagenfurt, Austria, www.bbk.co.at•	
biz-improver Unternehmerberater, Leobersdorf, Austria, www.biz-improver.at•	
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Campus Graz—fachhochschule, Graz, Austria, www.campus02.at•	
Clusterland Oberösterreich Gmbh, Linz, Austria, www.clusterland.at•	
Danube—Europäische Programme für Bildung, forschung und Technologie, wien, Austria, www.danube.or.at•	
Dr. Michael heidenreich, wien, Austria•	
Ennsfellner Consulting e.U., wolkersdorf, Austria, www.ennsfellnerconsulting.eu •	
five i`s innovation consulting Gmbh, Dornbirn, www.five-is-innovation.com•	
IMG Innovation—Management Group Gmbh, Grambach, Austria, •	
www.innovationsmanagement.at
Innovation-Strategie+förderung, Bergheim, Austria•	
IT-Business Development Gmbh, Vösendorf, Austria, www.itbusinessdevelopment.net•	
Knowledge Management Associates Gmbh, wien, Austria, www.km-a.net•	
Luger Research, Dornbirn, Austria, www.lugerresearch.com•	
MAGNA CONSULTING, wien, Austria, www.magna-ibc.at•	
Memeticor, wiener Neustadt, Austria, www.memeticor.com•	
Reischauer Consulting Gmbh, wels, Austria, www.reischauer.at•	
Rudolf Schiller Unternehmensberatung, Neukirchen bei Lambach, Austria, •	
www.schiller.co.at
SchwarzQuadrat, Markt Piesting, Austria•	
Steinbeis Transferzentrum Innovation und Mobilität, Linz, Austria•	
StupConsult KEG, Dürnbach, Austria•	
Towanda, Großmutschen, Austria, www.towanda.at•	

Belgium
Akira, Antwerpen, Belgium•	
Brabo Ventures, Brussels, Belgium, www.braboventures.com•	
Brainwin, Overijse, Belgium, www.brainwin.com•	
Centre D’Entreprises heracles, Charleroi, Belgium, www.heracles.be•	
Creative hR Solutions, heusden-Zolder, Belgium •	
gro3, Lier, Belgium, www.gro3.com•	
IhT Marketing, Tournai, Belgium, www.ihtmarketing.com•	
Innovity sprl, Louvain-la-Neuve, Belgium •	
Kite Consultants NV, Antwerpen, Belgium, www.kiteconsultants.eu•	
Yellow window, Antwerpen, Belgium, www.yellowwindow.com •	

Bulgaria
hIRON Management Consulting Ltd., Sofia, Bulgaria, www.hiron-mc.com•	

Czech Republic
NOVATIO Consulting s.r.o., Zbyslavice, Czech Republic, www.intellectualcapital.cz•	
ProTest, Czech Republic •	
Tomas Bata University in Zlín - faculty of Management and Economics, Zlin, Czech Republic, •	 www.fame.utb.
cz/caev

Denmark
Center for Ledelse, Arhus N, Denmark, www.cfl.dk•	
DELTA Dansk Elektronik, Lys & Akustik, hørsholm, Denmark, www.delta.dk•	
force Technology, Brøndby, Denmark, www.force.dk•	
Tolstoy Associates, Lutry, Denmark,www.tolstoyassociates.com•	

Egypt
The Information Technology Industry Development Agency, Giza, Egypt, www.itida.gov•	

El Salvador
SME’s Business Consultant, San Salvador, El Salvador, www.jaxtr.com/mdelrme•	

Estonia
European Project Management Association in Estonia - Eesti Projektijuhtide Liit, Tallinn, Estonia, www.epu.ee •	
foronte OÜ, Tallinn, Estonia, www.foronte.ee•	

www.fame.utb.cz/caev
www.fame.utb.cz/caev
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funding Ltd., Tartu, Estonia, www.funding.ee•	
Marketing Management Concept Oy, Tallinn, Estonia, www.mmc.fi•	

Finland
Borenius & Co Oy Ab, helsinki, finland, www.borenius.fi•	
Datagen, Iisalmi, finland, www.datagen.fi•	
Gearshift Group Oy, helsinki, finland, www.gearshiftgroup.com•	
Innova Consulting Ltd, helsinki, finland, www.innova.fi •	
J. Soininen Business Consulting, Espoo, finland•	
Kajanus Consulting, Iisalmi, finland, www.kajanusconsulting.fi•	
Kuopion Teknologiakeskus Teknia, Kuopio, finland, www.teknia.fi •	
Multimart Oy, helsinki, finland, www.multimart.fi•	
North Karelia University of Applied Services, Joensuu, finland, www.pkamk.fi •	
Prodia Oy, helsinki, finland, www.prodia.fi•	
Solutum Oy, Seinäjoki, finland, www.solutum.fi•	
Swot Consulting finland Ltd, helsinki, finland, www.swotconsulting.fi•	
TC—Target Consulting, finland•	
Ylä-Savon Kehitys Oy, Iisalmi, finland, www.ylasavonkehitys.fi•	

France
Alma Consulting Group, Lyon, france, www.almacg.com•	
Antoine Ducrocq, Aix en Provence, france •	
A.P.C.I, Paris, france, www.apci.asso.fr•	
APTN Pole Technologique de Nogent—52, Nogent, france, www.poletechno52.com•	
Assystem UK Limited, france, www.assystem.com•	
Brendan Dunphy Associates—Innovation, Thought Leadership & Sustainability, france, •	 www.brendan-dunphy.
co.uk
CEEI Loire, St Etienne, france, www.ceeiloire.org•	
CEEI Theogone, Ramonville St. Agne, france, www.theogone.com•	
CEEI TVT-Toulon Var Technologies, Toulon, france, www.tvt.fr •	
CEIS-Innovation 128, Paris, france, www.innovation128.net•	
Chambre de Commerce et d’industrie de Lyon, Lyon, france, www.lyon.cci.fr•	
Chambre de Commerce et d’Industrie Nice Cote d’Azur, Sophia Antipolis Cedex, france, •	 www.ccinice-cote-
azur.com/fr/page-daccueil.aspx
CICOM Organisation, Sophia Antipolis, Valbonne, france, www.cicom.fr•	
CRITTMECA Les Algorithmes, Gif Sur Yvette Cedex, france, www.crittmeca.com•	
DATEM, Paris, france, www.datem-fr.com•	
Doriès Accélérateur d’évolutions, Cesson Sévigné, france, www.dories.com•	
Efficience Marketing, Clamart, france, www.efficience-marketing.com •	
france Intelligence Innovation, Paris, france•	
Laval Mayenne technopole, Laval Cedex, france, www.laval-technopole.fr•	
Les Chambres de Commerce et d’Industrie Rhône-Alpes, Lyon, france, www.arist.rhone-alpes.cci.fr•	
Luminances, Paris, france, www.luminances.com•	
Idealtech, Brestot, france•	
Incubateur Multimédia Belle de Mai, Marseille, france, www.belledemai.org•	
Institut Maupertuis, Bruz, france, www.institutmaupertuis.fr•	
Niji, Issy les Moulineaux Cedex, france, www.niji.fr•	
Technopolis france, Paris, france, www.technopolis-group.com •	
Tectonis, Paris, france•	
Université de Technologie Compiègne, Compiègne, france, www.utc.fr •	

Germany
AGILeVIA Gmbh, Stuttgart, Germany, www.agilevia.de•	
aurivio, Munich, Germany, www.aurivio.com •	
Bayern Innovativ Gmbh, Nürnberg, Germany, www.bayern-innovativ.de•	
BBL Betriebswirtschaftliche Beratungsgesellschaft Lippe mbh hüls, Grotebrune & weitling, Detmold, Germany, •	
www.bb-lippe.de 
Brinkmann Logistik Consulting, Mülheim, Germany, www.blcgmbh.de•	

www.brendan-dunphy.co.uk
www.brendan-dunphy.co.uk
www.ccinice-cote-azur.com/fr/page-daccueil.aspx
www.ccinice-cote-azur.com/fr/page-daccueil.aspx
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Brödler Gmbh, Marktredwitz, Germany, www.broedler.com•	
CfK Consult, Gräfelfing, Germany, www.cfk-consult.de•	
Christiane hagmann-Steinbach Management Consultant, Berlin, Germany, •	
www.hagmann-steinbach.com 
cipoc, hamburg, Germany, www.cipoc.com •	
Consurge Innovationsmanagement, Berlin, Germany, www.consurge.de•	
Cora Kindt Unternehmensberatung, Berlin, Germany, www.ckmc.de •	
Corporate finance Partners, CfP Beratungs-Gmbh, frankfurt/Main, Germany, •	
www.cfpartners.com
Delta Systemtechnik horn Gmbh, Bruchsal, Germany, www.delta-systemtechnik.com •	
Dr. farshad feyzi Technisch-wirtschaftliche Beratung, Aachen, Germany, www.feyzi.de •	
Dr. Pilz Gmbh & Co. KG, Augsburg, Germany, www.pilz.com •	
Dr. Pulz & Partner—Managementberatung, Groß Grönau, Germany, •	
www.mehr-innovationserfolg.de
Dr. Ralf Kopp—Technische Universität Dortmund—Sozialforschungsstelle Dortmund, Dortmund, Germany, •	
www.sfs-dortmund.de 
Evocon, Eltville, Germany, www.evoconsulting.de •	
fraunhofer Institut fabrikbetrieb und -automatisierung, Magdeburg, Germany, •	
www.iff.fraunhofer.de 
Gate—Garchinger Technologie und Gründerzentrum Gmbh, Garching, Germany, •	
www.gategarching.de 
Gisela hagemann Strategisches Innovationsmanagement, Gauting, Germany, •	
www.erfolgsmethoden.de
Global Management Competence GbR, Nürnberg, Germany, www.gm-competence.de•	
gmte Gesellschaft für Mittelstandsentwicklung, hamburg, Germany, www.gmte.de•	
GründerRegio M e.V., Munich, Germany, www.gr-m.de •	
hessenAgentur Gmbh, wiesbaden, Germany, www.hessen-agentur.de•	
holzhauerei, Mannheim, Germany, www.holzhauerei.de •	
Ihr Innovationscoach—Mechthild wolber, Rottweil, Germany, www.mechthild-wolber.de •	
IMG Innovations-Management Gmbh Rheinland Pfalz, Kaiserslautern, Germany, •	
www.img-rlp.de 
Inno Nord Gmbh, hanover, Germany, www.innonord.de •	
Innovation * Organisation * Realisierung, Paderborn, Germany, www.alfons-jakob.de •	
Innovision Consult, Ellerbek, Germany, www.innovisionconsult.de •	
Innoways Gmbh, Leipzig, Germany, www.innoways.de•	
kaeter business concepts Gmbh, Munich, Germany•	
Kontext work GbR, hanover, Germany, www.kontextwork.de•	
lambertz-i3, hannover, Germany, www.lambertz-i3.com •	
Lansdowne Consulting Gmbh, Munich, Germany, www.landsdowneconsulting.com •	
LCS Life Cycle Simulation Gmbh, Backnang, Germany, www.lcslcs.de •	
Management Consulting Robert Silberhorn, hof, Germany, www.silmacon.de •	
Manzel & himmerich Consulting, Dortmund, Germany, www.manzelhimmerich.de•	
Masterhouse AG, Munich, Germany, www.masterhouse.de •	
mawe beratung Gmbh, Krefeld-Traar, Germany, www.mawe-beratung.de •	
MCM Cristophery—Managementconsulting für den Mittelstand, Iserlohn, Germany, www.mcmchristophery.de•	
motum projekt gmbh, Berlin, Germany, www.motum-projekt.de •	
Procontrast Ltd., Enkenbach-Alsenborn, Germany•	
Projektallee, Bremen, Germany, www.projektallee.de•	
Pumacy Technologies AG, Berlin, Germany, www.pumacy.de •	
RInConsult GbR, windach, Germany•	
RKw Bw Gmbh, Stuttgart, Germany, www.rkw-bw.de •	
RKw Nordwest, hanover, Germany, www.rkw-nord.de•	
RKw Rheinland-Pfalz, Mainz, Germany, www.rkw-rlp.de•	
RKw Thüringen Gmbh, Erfurt, Germany, www.rkw-thueringen.de•	
ROLf POPP PRO Consult Gmbh (RPPC), Reichenberg/würzburg, Germany, •	
www.pro-consult.com 
Dipl.-Ing. Berthold Seßler, würzburg, Germany, www.sessler.biz•	
Staufen AG, Köngen, Germany, www.staufen.ag •	
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Steinbeis Transferzentrum Innovationsmanagement für KMU, Stockach, Germany, www.stw-vertrieb.de•	
Sutoris Gmbh, Munich, Germany, www.sutoris.eu •	
t-bs, Berlin, Germany, www.tbs-berlin.de•	
Technische Universität Bergakademie freiberg—fakultät für wirtschaftswissenschaften, freiberg, Germany, •	
www.wiwi.tu-freiberg.de/up 
TMG Technologie Management Gruppe, Markt und Innovation Gmbh, Karlsruhe, Germany, •	
www.tmg-karlsruhe.de
Tum-Tech Gmbh München, Neubiberg at Munich, www.tumtech.de•	
ValyouTeam Management- und Shareholderservices, Stadtlohn, Germany, •	
www.valyouteam.de 
ZENIT Gmbh, Mühlheim a.d.R., Germany, www.zenit.de •	
Zentrale für Produktivität und Technologie Saar e.V., Saarbrücken, Germany, www.zpt.de •	

Greece
ATLANTIS Consulting S.A., Thermi—Macedonia, Greece, www.atlantisresearch.gr •	

Ireland
Dolmen Innovative Product Development, Dublin, Ireland, www.dolmen.ie •	
Innovator, Dublin, Ireland. www.innovator.ie•	
National University of Ireland, Maynooth, Dept. of Design and Innovation, Kildare, Ireland, http://busines-•	
sandlaw.nuim.ie/department-design-innovation
NCPP, Ireland, www.ncpp.ie•	
The Synergy Group house, Dublin, Ireland, www.synergy.com •	

Italy
A – CCI, Milano, Italy, www.a-ccic.com•	
AREA Science Park, Trieste, Italy, www.area.trieste.it•	
Ars Qualitatis— Confindustria Veneto SIAV S.P.A., Treviso, Italy•	
Asset Partners & Associati s.r.l., Brescia, Italy, www.assetconsulting.it•	
Aster S. Cons. p.a., Bologna, Italy, www.aster.it•	
BIC Sviluppo Italia friuli Venezia Giulia S.p.A., Trieste, Italy, www.sviluppoitaliafvg.it•	
CEii Trentino, Trento, Italy•	
Consulente Progetto Nord Est—Confindustria Veneto SIAV S.P.A., Italy•	
Effecierre s.r.l., Potenza, Italy•	
fAZ Consulting, San Donato Milanese, Italy•	
friuli Innovazione (Science Park), Udine, Italy, www.friulinnovazione.it•	
Giulia Multimedia s.a.s, Montebelluna, Italy, www.giuliamultimedia.com•	
Grassi & Associati, Roma, Italy•	
I3P s.c.p.a., Italy•	
Individual company, fornacette, Italy•	
Innovhub Azienda speciale per l’innovazione CCIAA Milano, Milano, Italy, •	
www.mi.euroinfocentre.it
IPL/Piminet, Bologna, Italy, www.fipl.it•	
Katia Chiriatti, Lecce, Italy•	
Maurizio Petrelli, Rome, Italy•	
Meta Group, Terni, Italy, www.meta-group.com•	
Pi.M.I.NET Centro per l’innovazione, Bologna, Italy, www.piminet.org•	
R.Q. s.r.l., Milano, Italy, www.rqsrl.it•	
SMART UP, Milano, Italy•	
Studio Dott.ssa Maria Rosa Greco/Parco Scientifico PSt Parma Tecninnova S.r.l., Parma, Italy•	
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Innovation management is a key driver for sustainable and pro�table growth of enter-

prises – and hence for the competitiveness of Europe. To increase the innovation 

management capabilities the European Commission’s has launched an initiative to 

develop and test better services in innovation management – mainly for  small and 

medium-sized enterprises (SMEs) in Europe. This initiative is known as “IMP³rove”. 

IMP³rove stands for IMProving Innovation Management Performance with sustainable 

IMPact. The impact results from linking innovation management performance with the 

company’s sustainable and pro�table growth. IMP³rove builds on a holistic innovation 

management approach covering innovation strategy, innovation organization and 

culture, innovation management processes, as well as enabling factors for innovation 

management. It drives an integrated and performance-oriented improvement processes.

The proof of the IMP³rove concept is provided by more than 3,500 European SMEs that 

have been introduced to the IMP³rove approach since the launch in 2007. More than

400 innovation management support service providers across Europe have been 

trained in the IMP³rove approach. They now constitute an international network. 50 case 

examples have been selected to illustrate the impact and the versatility of IMP³rove.
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