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Talk overview

ÅThe context

ïOpen Innovation

ïTechnology Intelligence

ÅThe problem

ïWho are they?

ÅAn example of how they could be helpful
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Docherty, M. (2006),Primer on óOpen Innovationô: Principles and Practice, pdma (Product Development and Management Association) Vision (April 2006), 

pp.13-17.

Chesbrough, H. (2003), Open Innovation: The New Imperative for Creating and Profiting From Technology, Boston: Harvard Business School Press.

Technology Intelligence is the óeyesô and óearsô 

needed for Open Innovation
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Report

Downloadable from:

http://www.ifm.eng.cam.ac.uk/service/books/form_oi09.html

How would we build a Technology 

Intelligence system?

Kerr et al., (2006)

http://www.ifm.eng.cam.ac.uk/service/books/form_oi09.html
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Intelligence is sourced through social networks

Å Published information:

Pros:

ï depth of information

Cons:

ï difficult to search (information has to be structured), 

ï óoldô information, 

ï source reliability issue.

Å Information from direct contact:

Pros:

ï ónewerô information, 

ïeasier evaluation of sourceôs quality,

ïinformation is digested to accommodate the audienceôs needs ïTacit.

Cons:

ï maintaining and creating networks is expensive,

ï it is difficult to justify the value of networks,

ï it is difficult to make networks explicit (i.e. it seems all down to individuals 
initiatives and personal contacts).

TI networks: intermediaries, a key element

A company can 

increase the number of 

contacts whilst 

maintaining and 

increasing selectivity.

1) direct the information 

towards the company

2) diffuse the companyôs 

requirements into their 

networks.
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Literature 1/2 - Different terms 

ï Agents
ÅTechnology transfer agents (Matkin, 1990)

ï Intermediaries
ÅInnovation intermediaries (Howells, 1997; Chesbrough, 2006; Stewart, 2008) 

ÅConsultants as sector intermediaries (Fincham et al., 2008)

ÅTechnology Market Intermediary (Tiezke, 2008)

ÅMarket intermediaries (Lucking-Reiley and Spulber, 2001) 

ï Brokers
ÅKnowledge Brokers (Sousa, 2008; Ward, 2009) Specialist Knowledge 

Providers (Tether et al.,2008); Virtual Knowledge Brokers (Verona, Prandelli, 
Sawhney, 2006)

ÅInnovation brokers (Klerks and Leeuwis, 2008)

ÅTechnology brokers (Roman and Puett, 1983; Rosegger, 1986; Bryant and 
Reenstra-Bryant, 1998; Hargadon; 2003; Verona et al 2006)

ï Knowledge/Technology Transfer
ÅKnowledge Transfer Networks (Bond et al., 2004)

ï Knowledge Intensive Business Services (Howells 2006)

ï Bridger (Bessant and Rush, 1995; Burt 2004)

Literature 2/2 ïApproaches and uses of 

intermediaries

Å �1�D�P�E�L�V�D�Q���D�Q�G���6�D�Z�K�Q�H�\���������������������$���%�X�\�H�U�¶�V���*�X�L�G�H���W�R���W�K�H���,�Q�Q�R�Y�D�W�L�R�Q��
Bazaar
ï For looking for inventions 

Å Patent brokers, Licensing agents, Idea scouts, Invention capitalists, Internet marketplaces (also Chesbrough, 2006; 
Lichtenthaler and Ernst, 2008)

ï For looking for market-ready ideas
Å Innovation capitalists that invest in or nurture new ventures for increasing the readiness level. 

ï For looking for market-ready products
Å Internal and external business incubators

Å Venture Capitalists

Å Yusuf (2008)  Intermediating knowledge exchange between 
universities and businesses
ï Specialised intermediary e.g.,Technology Transfer Licensing Office

ï Financial Intermediary. e.g., VC, Business angel, which also add some business knowledge

ï Institutional intermediary which offers incentives and encourages knowledge transfer

Å Tether (2008) Uses of intermediaries by types of sector 
ï Private research organisations

ï Public science-base

ï Universities

ï Government Research laboratories


