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EXECUTIVE SUMMARY

This booklet is based on the activities of the PITCCH 
“Pan-European Open Innovation Network for Corporate 
Challenges in advanced technologies”, an Horizon 2020 
funded project (under Grant agreement ID: 882463) that 
has been aiming to establish an open innovation network 
at European level, building around the PITCCH Open 
Innovation platform, to support structured collaborations 
between Big Corporations (BCs) and Small-medium sized 
enterprises (SMEs) or start-ups, with the intermediation of 
the PITCCH consortium and technology centres.

This document aims to present the PITCCH project, the 
PITCCH Open Innovation platform and the brokerage 
services portfolio; to collect case studies of collaborations 
forged during the implementation; to summarise lessons 
learnt on how to prepare a Challenge, on the most effective 
business and collaboration models, and on the management 
of Intellectual Property in Open Innovation. Finally, it 
anticipates the envisaged future of the PITCCH network.
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The PITCCH project has been implemented between May 2020 and April 
2023, supported by the EU funding earmarked for the call INNOSUP-07-2019 - 
European Open Innovation network in advanced technologies. 

The project finds its purpose in the promotion of Open Innovation as a business 
model for collaborations between SMEs, startups and Big Corporations by 
helping to overcome persistent barriers that hinder companies to get engaged 
with one another, e.g. finding interesting innovations and relevant partners, 
building trust and framing mutual beneficial conditions. 

Collaborations are favourable for improving the competitive advantage of 
industry by reducing the financial risk associated to innovation: on one hand 
SMEs/start-ups are catalysts of innovations, on the other BCs have access to 
resources and markets to facilitate the absorption of these inventions. 
By promoting Open Innovation as a paradigm for establishing structured 
collaborations, PITCCH has sought to accelerate the market uptake of 
advanced technologies hence to improve the European competitiveness. 

PITCCH aims to be the European 
network of reference for building 
Open Innovation collaborations 
where Big Corporations seeking 
excellent technology meet SMEs 
and Start-ups capable of 
developing ground-breaking 
solutions and technology centres 
supporting to develop and 
demonstrate these technological 
inventions.

The project has implemented a 
challenge-based approach, starting 
from innovative issues faced by BCs 
and scouting for potential solutions 
by SMEs. It has been exploring a 
sound approach to bridge the gap 
between external and internal know-
how and resources, by offering 
intermediation support services and 
by testing three different business 
support schemes to identify the most 
appropriate. 

Chapter 1

THE PITCCH PROJECT

VISION MISSION
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Among the PITCCH’s goals, the consortium has ambitioned to create a 
critical mass of innovation actors, promote Open Innovation collaborations, 
establish PITCCH as a recognised network of reference and adopt a 
sustainable business model.

Setting-up of the PITCCH Open Innovation platform and 
scaling-up of a community of +760 innovation actors.

Publication of 16 Corporate Challenges.

Forging of 12 Open Innovation collaborations. 10 as bilateral 
collaborations between BCs and SMEs, and 2 as trilateral 
collaborations involving also tech centres.

A refined portfolio of brokerage services for the establishment of 
structured collaborations.

Brand presence via PITCCH website, Fb, Twitter, LinkedIn, Youtube 
Channel with important resources and case studies on OI.

Evaluated and explored a business model for the PITCCH’s 
continuation.

Big Corporations facing challenges and willing to seek for 
external innovations;

SMEs and Start-ups working on advanced technologies-based 
solutions searching for new collaborations;

Technology Centres providing services to the industry and 
specialised in one or more of the advanced technologies;

Ecosystem Support Organisations (like chambers of commerce, 
EEN members, clusters, associations, accelerators/incubators) 
helping to disseminate opportunities among their ecosystems.

GOALS AND ACHIEVEMENTS

PITCCH HAS PROUDLY ACHIEVED:

TARGET AUDIENCE
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Showcase your value and competences;
Access to and connect with a European ecosystem of more than 700 
innovation actors;
Publish challenges or offer a solution to solve one or more challenges;
Get assistance to scout technology expertise and get support from 
technology centres;
Engage in structured Open Innovation collaborations with the support of 
the PITCCH brokerage services.

KEY BENEFITS OF JOINING THE PITCCH NETWORK
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Chapter 2

THE PITCCH OPEN
INNOVATION PLATFORM

PRESENTATION OF THE PLATFORM

The PITCCH platform aims to serve as an agile and convenient tool for all 
the PITCCH stakeholders, taking into consideration their needs as well as the 
changes in the business model incorporated throughout the project length.
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USE OF THE PLATFORM

As a key enabler for structured collaborations between all PITCCH stakeholders, 
and a central tool for supporting the main actions/steps foreseen in the PITCCH 
Open Innovation approach, the PITCCH platform allows:

All Challenges are assessed by the platform administrators before being 
made public. All solution proposals are first screened by a designated 
Challenge Manager from the PITCCH consortium and then best candidates 
are selected by the Big Corporations for a Pitch Day where SMEs or start-
ups pitch their solutions.

The PITCCH platform enables the publication and dissemination of 
challenges, the collection of solution proposals, the evaluation processes 
and the invitations to the Pitch Day. The Pitch Day and the following 
collaboration stages are managed outside the platform.  

BIG CORPORATIONS

To draft and submit 
Corporate challenges.

SMES OR STARTUPS

To showcase their 
expertise and respond 

to published challenges 
by proposing a solution.

TECHNOLOGY CENTRES

To showcase their expertise, 
follow challenges, o�er their 
expertise to SMEs proposing 
solutions and participate in 

collaborative projects.

ECOSYSTEM SUPPORT
ORGANISATIONS

To become Open Innovation 
catalysts by disseminating 
challenges in their region, 

community and ecosystem.
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ADDITIONAL USES OF THE PLATFORM

The platform offers a Partner search tool and instant chatting system to 
facilitate the establishment of connections and collaborations contributing 
among innovation stakeholders of the PITCCH database to create an 
interactive Open Innovation environment.

The PITCCH platform embeds the CMISA database, allowing to get access 
to additional results through the Partner search tool. CMISA database is an 
aggregator of Innovation Supporting Actors by the European Commission – 
DG GROW. The platform further enables access by providing the possibility 
to integrate PITCCH’s API into other relevant websites and applications. 
PITCCH adheres to the FAIR principle, making data findable, accessible, 
interoperable, and re-usable, offering a unique and centralized tool. 
All personal data are treated according to the General Data Protection 
Regulation (GDPR).

SUMMARY OF THE SCOPE

In summary the PITCCH platform intends to be the 
reference tool for Open Innovation collaborations 

in Europe and the key enabler of intermediation 
among the di�erent stakeholders.
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Chapter 3

THE CHALLENGE

STARTING POINT:
A CHALLENGE-BASED APPROACH

THE ELEMENTS OF A WELL-DEFINED CHALLENGE

The PITCCH project follows a challenge-based OI approach.
Corporate Challenges are technological request that seek for a solution 
of value for a business. A challenge-based approach is a great way to 
evoke external ideas, as an alternative to grant or procurement. Defining a 
successful challenge is not straightforward though, but still paramount to 
attract and find the most valuable solutions.

Corporate Challenges are technological requests that seek a valuable 
solution to a problem (see ch. 5 for real-life examples). PITCCH has 
optimized the submission form so it evokes well-defined challenges – the 
main elements are shared next.

The Challenge uses plain language where possible and shall be structured 
around these six interconnected parts:

The title and picture are the ‘branding’ of your challenge and the first 
thing people see, so it must be an invite to anyone who might have 
a solution to your challenge. The title should be short, crystal-clear; 
the picture should immediately evoke a response from your intended 
audience (TIP: Revisit this after formulating the other elements so that 
they match well!)

Innovation goal and rationale: a relevant and balanced goal that 
relates to the business objectives and a rationale connected to the 
impacts you hope it will make. A good goal motivates others to solve 
your challenge, attracts the right target group, and allows for creative 
solutions. (TIP: Link this to societal goals, such as the SDGs).

Problem statement: a single and targeted problem to be addressed: 
“How might we [expected result] through/ by [hunch about 
innovation] so that [innovation goal]?”.

1

2

3
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Context of use: Relevant contextual information that solution 
providers may consider.

Expected results and criteria: Technical requirements and key 
performance indicators for evaluation. Help SMEs with clear targets 
so they can be competitive.

Intended use: The process by which the winning solution will be used 
(e.g. scale, implementation, commitments).

4

5

6
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How might we achieve sustainable, reliable, and 
a
ordable steam generation in our factories, by 
sustainable energy solutions? 
Currently our factories operate a fossil fuel-powered 
steam generator, but we want a solution with 
preferably zero emissions, similar performance, and 
a
ordability (cost-e
ective) in a 10-year scope.

Problem
statement

• Workers are certified boiler operators
• Existing piping and machinery uses STEAM-THRU 
II connectors (specification attached)

Context of use

• Reliably deliver 30t/hr
• Range: 17 bars @ 300⁰C (stationary system) – 165 
bar @ 560⁰C (peaks)
• Zero GHG-emissions in operation
• No more embedded emissions than commercially 
available fossil fuel generators
• Break-even in 10 years after purchase

• Cost-e�ciency (e.g. through re-use) of initial costs 
and upkeep
• Interoperability with other systems
• Low risk of resource dependency

The winning solution will be implemented in our 
factory with a service & maintenance contract for 3 
years, after: a feasibility study and a project 
showing successful operation for at least 1 month, 
once reaching peak load – the success criteria shall 
be discussed with the partner. After 1 year of 
successful operation, the solution will be scaled up.

Requirements

Evaluation
criteria

Intended
use

To find a sustainable, reliable, a
ordable way to 
generate steam in our factories.

Innovation
goal

For the energy transition of the company, we aim 
to have a carbon neutral factory by 2025. One 
way in which we aim to do this is by opting for a  
sustainable alternative to steam generation.

Rationale

CLIMATE-FRIENDLY STEAM GENERATOR 
FOR SUSTAINABLE FACTORIES

Example
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Chapter 4

PITCCH BROKERAGE
SERVICES PORTFOLIO

HOW PITCCH HELPS TO BUILD
OPEN INNOVATION COLLABORATIONS

The PITCCH brokerage services portfolio supports and facilitates 
collaboration projects between SMEs, Start-ups, big corporations and 
technology centres. It fosters strategic innovation alliances, increases 
research and development projects commissioned by big corporations and 
ensures the evolvement of promising project results into businesses.

The brokerage services have been provided by the PITCCH consortium 
via the PITCCH online platform and via their own networks. Below a 
presentation of the offered portfolio:

Dissemination of innovation requests via PITCCH 
platform and networksPromotion

Selection of high potential solution suppliersMatchmaking

Scouting of potential innovation solutions from 
SMEs and start-ups via PITCCH platform and 
consortium’s networks

Technology
Scouting

Pre-check of solutions against specific criteria like 
scope, TRL, impact, etc.

Feasibility
assessment/
Technology
readiness

SERVICES FOR BIG CORPORATIONS
TO IDENTIFY SOLUTION PROVIDERS
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Dissemination of innovation solutions from 
pre-selected SMEs and start-ups towards big 
corporations

Dissemination

Training seminars, individual coaching and 
materials on how to pitch a solution

Pitch
preparation

Training seminars on Intellectual Property 
management and exploitation strategies

IP training

SERVICES FOR SMES TO OFFER THEIR SOLUTIONS
TO CHALLENGE OWNERS

Regular meetings with parties involved to assess 
technical/business needs. Support is provided by 
the PITCCH Challenge manager

Process
facilitation

Support to facilitate and assist parties in reaching 
amicable agreementsModeration

Support and advise on strategies for post-project 
strategies (single/joint exploitation, market 
segmentation, licensing)

Technology
positioning

Provision of the collaboration agreement template 
and basic IP advisory support to facilitate 
negotiations between the parties

Negotiation

Competence check, technical needs assessment, 
identification of specialised competences to 
integrate or improve the solutions (e.g. technology 
integration, testing, assembling)

Technology
advice

SERVICES FACILITATING THE ESTABLISHMENT OF 
STRUCTURED OPEN INNOVATION COLLABORATIONS
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Chapter 5

CASE STUDIES 

OVERVIEW OF THE PARTNERSHIPS AND BUSINESS 
MODELS TESTED DURING PITCCH

The challenges from BCs have been launched and published with three 
different cut-off dates. Each cut-off date had a different business model 
applied to test the influence of various factors on promoting collaborations. 
PITCCH provided support during the first phase of 6 months to facilitate 
the initiation of longer-lasting collaborations and stimulate the adoption of 
the Open Innovation approach by companies. The three business support 
schemes are:

FIRST BUSINESS SUPPORT SCHEME

Collaboration type: bilateral between BCs-SMEs;
Public funding support to the selected SMEs. 

SECOND BUSINESS SUPPORT SCHEME

Collaboration type: trilateral between BCs-SMEs-tech. centres 
Public funding support to the selected SMEs and the tech. centres;

THIRD BUSINESS SUPPORT SCHEME

Collaboration type: at the discretion of companies;
Blended funding support to the selected SMEs: public from the 
project and private from the BC.

FIRST ROUND OF CHALLENGES: TYPE OF BUSINESS 
MODEL AND CASE STUDIES

The tested business model for the first cut-off of Challenges aimed to 
promote bilateral collaborations between large companies (BCs) and 
small and medium-sized enterprises (SMEs) or start-ups. Public funding, 
provided by the PITCCH project at a rate of €25,000 per selected SME, was 
used exclusively to support these collaborations. The goal of this business 
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support scheme was to evaluate the role of public funding in facilitating 
open innovation collaborations between BCs and SMEs. Under this cut-off, 
7 Corporate Challenges were published by various BCs, including Aptiv, 
Efacec, P&G, Repsol, Saint Gobain, Siemens Energy, and SPIE. A total of 
54 solution proposals were received and all Challenges found suitable 
solutions, resulting in 7 BCs-SMEs collaborations. Below is presented a 
selection of case studies.

DESCRIPTION OF THE COLLABORATION
APTIV – DROPSLAB

CASE STUDY 1

Challenger

APTIV
Aptiv is an automotive technology supplier 
headquartered in Dublin, developing safer, 
greener and more connected solutions, 
which enable the future of mobility.

EYE SEE GLASSES – REMOTE SUPPORT

APTIV’s Portuguese branch looked for an SME/start-up to develop Eye 
See Glasses, which would make remote multi-interactions possible, to be 
implemented in their customer support services, increasing quality and 
customer satisfaction.

Solution Provider

DROPSLAB
Dropslab is a SME based in Luxembourg, is 
a provider of industrial augmented reality 
(AR) solutions.

CHALLENGE
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SOLUTION PROPOSED

The SME proposed to APTIV the AssistAR, an 
assistance platform based on augmented reality 
and artificial intelligence that translates procedures 
into an interactive guide and walks users through 
the necessary processes to make their task easier 
and faster to understand and perform, resulting into 
increased efficiency, quality and reduced errors. 

The 6 months collaboration was implemented between July 2021 and 
January 2022. 

The solution developed by Dropslab consists of two integrated modules: 
Dropslab Core and Drosplab Sense. The former enables users to design, 
follow and monitor procedures and workflows. Dropslab Sense connects 
seamlessly the teams on the field with the colleagues in the office. It allows 
interacting remotely by chat and video and in real-time on iOS or Android 
devices or smart glasses. The implementation of the AssistAR involves also 
an Industrial Internet of Things (IoT) model, which allows accurate tracking 
of process conditions and assisting interaction between the worker, the 
components and the industrial environment. The architecture ensures 
information management for collecting individualized data, unique 
identification of products and support for industrial processes.

The achieved effect is the reduction of non-value-added activities to the 
minimum to ensure value creation without interruption or breakdowns in 
the processes.

COLLABORATION

The involved parties recognise that the collaboration during the 6 months 
was carried out according to the agreed planning and that the outcomes 
were aligned to the technical requirements.

CONCLUSIONS
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EFACEC- IZUM

CASE STUDY 2

Challenger

EFACEC
Efacec Power Solutions SGPS, S.A. is a 
Portuguese company comprising several 
subsidiaries in different international markets.
It delivers worldwide innovative and 
customized solutions for energy, mobility and 
the environment.

CHALLENGE

SMART DIGITAL TRANSFORMER MANAGEMENT SOLUTION

They were looking for a partner to co-develop a cost-effective and reliable 
IoT hardware for remote monitoring, in order to digitize all oil-immersed 
power transformers, allowing a faster advancement of smart grids to cope 
with the energy transition challenges.

Solution Provider

IZUM
IZUM is a Portuguese SME that designs 
IoT and Robotics solutions applied to 
Industry 4.0, having specific competences in 
monitoring and sensing devices.
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The 6 months collaboration was implemented between July 2021 and 
January 2022. During the collaboration, it was developed the electronic 
equipment “Beta Equipment Manufacturing and Testing” and programmed 
the related firmware. By combining the software and hardware, it was 
possible to achieve a device according to the requirements and adjusted 
to the Efacec production process. The solution sends data at the start and 
end of each process of the production line or of a specific equipment; it 
gathers data from the key equipment in order to predict any damage to 
parts or possible downtimes; is capable to pre-select items to feed the 
machine and assist logistics in preparing transportation routes for various 
customers. Faster responses are allowed by the edge data processing 
module, providing also a secure data storage mechanism.

Hardware was defined following a ready-to-use approach ensuring 
seamless usage and configuration. Interoperability and ability to 
communicate in several platforms with and across all equipment is ensured 
by supported protocols. Along the implementation, it was decided among 
the parties to create a new task for the industrialization process, so that the 
prototype could reach the market over the next months.

COLLABORATION

This first phase has been an essential promoter of the collaboration 
between teams from different business partners and contributed to the 
adoption of agile methodologies. The framework for the software and 

CONCLUSIONS

SOLUTION PROPOSED

A novel monitoring solution for power transformers 
that helps to reduce the rate of failures and 
degradation, thereby optimizing utilities to 
significantly increase their reliability and reduce 
maintenance costs.
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hardware developed by Efacec and Izum provides the right platform for 
value generation in the context of intense changes we are living in now. 
This solution, as a novelty/degree of innovation on the manufacturing level, 
is unique. Both parties were enthusiastic about the collaboration and the 
results achieved. Izum also declared that they have achieved much more 
than they expected from the technical requirements.

P&G - CO2BIOCLEAN

CASE STUDY 3

Challenger

PROCTER & GAMBLE 
Procter & Gamble is a multinational 
corporation of consumer goods. The Italian 
branch that participated in the PITCCH 
project is one of the biggest Fast Moving 
Consumer Goods companies in the country. 
Headquartered in Rome, it has also two 
production plants: one in Pomezia (producing 
Fabric Care goods) and one in Gattatico 
(dedicated to Home Care).

CHALLENGE

PLASTIC-FREE - RECYCLABLE PACKAGING 
FOR LIQUID DETERGENTS

P&G’s challenge tackled the critical issue of plastic and they were in search 
for an SME or a start-up that could offer plastic-free packaging that could 
contain cleaning fluids and be compatible with existing recycling streams, 
promoting material recovery in a circular economy. 
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Solution Provider

CO2BIOCLEAN
CO2BioClean is a German SME, with the 
goal of transforming CO2 emissions into 
biopolymers. 

The 6 months collaboration was framed between June and December 
2021. All objectives were reached in due time. In total, 8 formulations and 
compounds were developed, realized and tested against hydrolytic stability. 
Hydrolytic stability was tested upon exposure to liquid household detergent 
in tropical conditions for 6 weeks. Moreover, mechanical testing of the 
materials was executed by an external contractor (i.e., University of Trento). 

Results achieved outperformed the target objectives by fully testing 5 
sets of samples (only 3 foreseen in the project charter). Thanks to the 
collaboration, it has been showed that stability towards hydrolysis in 
a detergent environment can be improved to a great extent by the 
formulation of PHA resins. Two samples have shown good stability 
to prolonged exposure to liquid detergent, without deterioration of 
mechanical properties. Therefore, they are promising candidates for 
further testing and prototyping.

COLLABORATION

SOLUTION PROPOSED

Their solution consists of a material formulation 
with three main blocks through compounding 
extrusion. The expected outcome is suitable 
for paper coating machinery, compatible with 
the paper stream, and is plastic-free. It is also 
biodegradable being a solution PHA-based. 
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Both parties involved were satisfied about the collaboration and stated that 
it worked smoothly and effectively for both parties. The SME appreciated 
the brokerage services offered by the PITCCH consortium.

CO2Bioclean has positively reported: “The participation in the PITCCH 
project was a ground-breaking opportunity, which allowed us to expand our 
network and experience a very positive collaboration with a great reality, 
such as the one P&G is. The collaboration with P&G was great and we 
mutually learnt from each other. This brought us at planning for furthering 
our project in the future and hopefully we will be able to set up many more 
collaborations with them”.

P&G has expressed that “PITCCH gave birth to a fruitful collaboration, helping 
Co2BioClean and P&G to join forces on the path to sustainable disruption”.

CONCLUSIONS

REPSOL - EV BIOTECH

CASE STUDY 4

Challenger

REPSOL
Repsol S.A. is a global multi-energy provider 
headquartered in Madrid with the ambition to 
drive the evolution towards zero net emissions 
by 2050 by deploying an integrated model of 
decarbonization technologies.
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CHALLENGE

BIO-INDOLE FOR GASOLINE OCTANE BOOSTER

The company was searching for an SME or start-up to develop a new family 
of more efficient bio-additives’ alternative to bio-ethers aiming to increase 
the octane number of gasoline to RON > 100, thus reducing CO2 emissions. 

Solution Provider

EV BIOTECH 
EV Biotech is a Dutch start-up founded in 
2018 by Linda Dijkshoorn, Sergey Lunev and 
Agnieszka Wegrzyn. The company operates 
in industrial biotechnology and their aim is 
to transform strain development utilising 
predictive computational algorithms to 
optimise the process. 

SOLUTION PROPOSED

EV Biotech proposed to develop a new family 
of more efficient bio-additives. By digitalizing 
microorganisms, EV Biotech is able to accelerate 
strain engineering for the efficient and sustainable 
production of biochemical. The combination of in-
house expertise with synergistic use of computational 
modeling together with strain engineering facilitates 
the development of new chemicals by fermentation 
significantly reducing time.
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The 6 months collaboration was originally taking place from August 2021 to 
January 2022, however in November 2021 a mid-term evaluation occurred 
and it was decided to put on-hold the technology development. 

During the first months, a technical and economic feasibility study 
was carried out and prepared based on the reactor scale and type of 
fermentation along with an overview of the industrial bioprocess simulation. 
This study had the scope of identifying risks and opportunities for the 
improvement of the industrial bioprocess for the production of bio-additives 
and for reducing the price of the final product. 

The analysis included a breakdown of annual operation costs, strain 
engineering and equipment-related. A method was developed to identify 
related patents. The output obtained was used to prepare the landscape 
based on a patent application, patent application in different technical 
fields, and assignee of the patents. Finally, EV Biotech obtained a freedom 
to operate.

COLLABORATION

The results of EV Biotech’s feasibility study showed that producing the 
chemical of interest by fermentation could not reach the requested market 
price. By doing a feasibility study before starting the strain development, EV 
Biotech prevents any R&D costs spend on non-feasible products.
 
Repsol’s conclusion was that the final production cost was too distant from 
the established target. So, Repsol decided to put this activity on hold and not 
continue, at this moment, with further development.

Both companies positively evaluated the collaboration. Repsol appreciated 
the expertise of EV Biotech, willing to jointly pursue future collaborations. EV 
Biotech was as well satisfied with this new collaboration and the PITCCH 
support. Being a scale-up, in fact, they considered the PITCCH program 
crucial for entering into contact and starting a collaboration with a BC. As a 
result, they are listed in the portfolio of collaborators and partners of Repsol.

CONCLUSIONS
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SAINT GOBAIN – HAYDALE COMPOSITE

CASE STUDY 5

Challenger

SAINT-GOBAIN
Saint-Gobain Portugal S.A. is a subsidiary 
company belonging to the French 
multinational corporation Saint Gobain. 
Originally a mirror manufacturer, it now also 
produces a variety of construction, high-
performance, and other materials.

CHALLENGE

TILE GROUT AS A CERAMIC IN ADVANCED MATERIALS

The application of tile grout between ceramic tiles is used primarily to create 
a seamless appearance, as well as protecting the tiles and the surface 
underneath from dirt and moisture. Saint-Gobain was searching for a 
partner to collaborate with on developing a similar texture tile grout that 
had a mechanical and fungi resistance comparable to a ceramic tile.

Solution Provider

HAYDALE
Haydale Composite Solutions Ltd is a UK 
SME that brings cutting-edge technology 
and engineering expertise together to create 
material change. They work on next generation 
of advanced materials to improve mechanical, 
thermal and electrical properties for their 
customers using its patented HDPlas process. 
With a portfolio of customisable functionalised 
nanomaterials for a wide range of applications, 
Haydale offers end-to-end support from 
sourcing the correct material for a specific 
application to creating commercial products.
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SOLUTION PROPOSED

Haydale proposed a tile grout that is easy to apply 
and that could come as close as possible to the 
texture of conventional tile grout, but with the 
mechanical resistance and fungi/algae resistance to 
match the ceramic tile itself. 

The project started in September 2021 and ended in March 2022. Haydale 
started from the CeramycGuard, a product by Zirconia using Haydale’s 
proprietary silicon carbide microfibers. This surface treatment is the first 
ceramic-polymer coating that protects concrete and rebar assets, such as 
bridges, water utilities and flooring. The company reformulated this product 
to produce a protective tile grout to be applied as an improved, “ceramic 
like”, replacement to conventional grout, providing a novel solution to Saint-
Gobain’s challenge. Within the project the durability and chemical resistance 
tile grout was evaluated and compared to a benchmark tile grout product 
provided by Saint Gobain. 

The grout formulations containing CeramycGuard displayed significantly 
improved abrasion/scratch resistance and excellent chemical resistance 
compared to the benchmark product in the tests carried out. In addition, 
CeramycGuard provided a “ceramic like” nature to the tile grout 
formulations, which is expected improved anti-microbial performance. A 
CeramycGuard kit was delivered to Saint Gobain for their own trials with 
similar observations made. The technology has a lot of merits and based on 
the current testing looks like a good candidate to alleviate some of the most 
prevalent issues currently observed in standard grouts.

COLLABORATION

The project highlighted the versatility of the CeramycGuard chemistry and 
demonstrated some compelling improvements to the mechanical properties 
and chemical resistance of the grout formulations. The collaboration was 

CONCLUSIONS
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straightforward, with both sides working towards a common goal, and 
in an informal environment that proved productive during the technical 
discussions. Saint-Gobain’s initial expectations were achieved. The 
PITCCH project has allowed to discover the versatility of CeramycGuard, 
demonstrating compelling improvements to the mechanical properties 
and chemical resistance, and new potential markets for the product to 
be explored. However, further development would be required to move 
towards a market-ready product. 

SIEMENS – ENERGINEERING

CASE STUDY 6

Challenger

SIEMENS
Siemens Energy is one of the world’s leading 
energy technology companies. The company 
works with its customers and partners on 
energy systems for the future, thus supporting 
the transition to a more sustainable world. The 
portfolio includes conventional and renewable 
energy technology, such as gas and steam 
turbines, hybrid power plants operated 
with hydrogen, and power generators and 
transformers. 

CHALLENGE

CLIMATE-FRIENDLY PROCESS STEAM SUPPLY

Siemens Energy manufactures highly efficient steam turbines as part of 
many industrial power plants. The required steam is partly provided by 
climate-friendly energy supplies and partly by fossil fuel-fired. To change 
this, they looked for innovative technologies that could provide climate-
friendly process steam.
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Solution Provider

ENERGINEERING
Energineering Ltd is UK R&D company that 
works in an energy system technologies that 
serve industrial plants and large organizations 
by designing and delivering feasible, end-to-
end, innovative technology implementations 
that achieve sustainability goals through proven 
energy efficiency techniques.

SOLUTION PROPOSED

Energineering and Siemens Energy teams agreed 
that the scope of the project should be focused on 
the waste sludge/biomass destruction technology 
that produces positive useful heat output in the form 
of high pressure (~20bar/210ºC) green process heat 
steam. The teams have identified specifications and 
technical requirements of two use cases, collecting 
relevant data that were used for the technical, 
feasibility and financing model analyses.

The collaboration run between December 2021 and June 2022 with the 
scope of using a composite Phase Change Material – thermal storage to 
condense and store the output thermal storage after the turbine (eliminating 
the need for evaporative cooling – condenser) combined with the use of 
a very high temperature heat-pump (VHTHP) to produce real-time Green 
Process Steam. The impact of this approach eliminates the need for the fuel-
combustion-based steam generator, fossil fuel consumption and consequent 
carbon emissions.

Based on Energineering’s patent pending very high temperature heat 
pumping (VHTHP) technology and their agreement with the company that 

COLLABORATION
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has developed the patented biomass/sludge destruction technology, a 
simplified calculation tool has been developed based on subcomponent 
manufacturers’ guaranteed performance specifications. The tool was used to 
estimate the processor’s mass and energy flows, which are dependent on the 
type/content of the input biomass/sludge flow.

Both companies have exchanged significant information, data, scenarios, 
and have progressed towards the development of a combined technology 
for destruction of waste biomass/sludge and the carbon free production of 
green process steam that can be offered to Siemens Energy B2B industrial 
plants’ clientele.

A report of use case is ready to be shared with the plant managers, so they 
can assess the scope and share a second round of plant data in order to 
update the Investor Confidence Project (ICP) development maturity and 
search for investors to finance the technology implementation at large scale.

Regarding the Görlitz turbine testing centre, one of the use cases, it was 
agreed that, due to the complexity and size of the project, it was preferable 
to assess the proposed technology separately in a focused R&D project for 
which other grants funding will be pursued. 

CONCLUSIONS

LESSONS LEARNT FROM THE FIRST ROUND OF 
CHALLENGES & BUSINESS MODEL

SMEs valued with high importance the assisted way to direct contacts 
with big corporations. But the provision of a financial support played as 
well an important role in determining their participation.

Big Corporations appreciated the scouting of SMEs provided by the 
PITCCH brokerage services. In some cases, BCs identified more than 
one suitable solution provider promoting the creation of more than one 
Open Innovation collaboration per Challenge.
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SECOND ROUND OF CHALLENGES:
TYPE OF BUSINESS MODEL AND CASE STUDIES

The business model tested under the second cut-off of Challenges aimed 
to promote trilateral collaborations between BCs, SMEs or start-ups and 
technology centres (TCs). Participation from a TC was mandatory: 

After being selected by the BC, an SME was required to choose and involve 
a TC in the collaboration. Funding support was provided by the PITCCH 
project in the amount of €5,000 per selected SME and €10,000 per selected 
TC to provide services to the SME. 

The goal of this business support scheme was to test the role of public 
funding in promoting the participation of TCs as facilitators in the open 
innovation collaboration between SMEs and BCs. Under this cut-off, 5 
Corporate Challenges were published by different BCs, including Electrolux, 
Mondi, Repsol, SGS, and Signify. 18 solution proposals were received from 
SMEs. Out of these, four Challenges found suitable solutions, of which two 
entered into trilateral collaborations involving BCs, SMEs, and TCs. Despite 
this, the other two solutions did not initiate collaborations under the PITCCH 
support due to other circumstances.

The financial support of €25,000 was a catalyser for both SMEs and 
BCs to engage in Open Innovation collaborations. One downside that 
has been remarked was that the PITCCH financial support, if on one 
hand helped to promote the companies’ participation, on the other 
hand contributed to lower the level of commitment of few BCs in the 
collaborations.
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MONDI-AC BIODE-BEST

CASE STUDY 1

Challenger

MONDI
Mondi is a multinational packaging and paper 
group offering paper based solutions for food 
and non-food applications, integrating the 
whole value chain from the raw material to 
the packaging, becoming an important player 
to meet sustainability targets of the EU.

CHALLENGE

FLY ASH AS FEEDSTOCK TO SPECIALTY MATERIALS

Mondi was looking for a partner who could find value-added utilization 
of their fly ash in advanced materials and that could have a technology to 
compact it to improve its transport and handling at the customer.

Solution Provider

AC BIODE
AC Biode is a Cleantech start-up based in 
Luxembourg. Combining chemical engineering, 
material science and electronics, it develops 
novel engineering solutions for ecological 
sustainability. 
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SOLUTION PROPOSED

AC Biode presented a solution that was based on 
CircuLite, a black box protected process to make 
adsorptive commercial end products from ashes, 
already proven in an operational environment. 
The solution upcycles coal and biomass ash into 
absorbent or antibacterial materials, such as 
filters, soil improvement, wastewater treatment, 
CO2 capture, capture oil from oil spills, and more. 
Before starting the collaboration with Mondi, 
AC Biode had already successfully completed 
two projects in Japan and Taiwan and were very 
excited to work on a European project with Mondi.

THE TECHNOLOGY CENTRE AND ITS ROLE

The collaboration counted on the support of the technology centre BEST 
“Bioenergy and Sustainable Technologies GmbH”. BEST provided a wide 
range of services to the project, which can be broadly divided into the 
categories of support to researchers and facilitating analytical laboratory 
testing equipment (for material characterization).

The collaboration took place between April and October 2022. MONDI 
has appreciated the great support provided by PITCCH and the working 
style with AC Biode and BEST, both motivated and organised teams. 
Frequent meetings were organised to keep track of the progress. The 
products made with AC Biode’s technology and Mondi’s raw materials 
were compared to reference products available on the market and the 
promising results obtained support Mondi’s path to a more sustainable 
future.

COLLABORATION
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CircuLite was successfully produced from Mondi’s FABA (Fly Ash). BEST was 
able to analyse elemental contents, structural composition, particle size 
distribution, specific surface area and pore size distribution, CO2 adsorption 
capacity in dry and wet atmosphere.

Through this project, it was demonstrated to Mondi that CircuLite can 
indeed be made from their fly ash. Secondly, it was partly demonstrated 
that Mondi can use CircuLite to purify their waste water.

CONCLUSIONS

SIGNIFY-COLORFABB-CHILL

CASE STUDY 2

Challenger

SIGNIFY
Based in The Netherlands, Signify is the 
largest lighting company in the world and 
global leader in conventional, LED and 
connected lighting systems/services. Signify 
uses 3D printing in order to produce a series 
of custom luminaires (lamp shades) in small 
and large quantities. 

CHALLENGE

TRULY ORGANIC 3D PRINTING MATERIAL

Signify was looking for a company that could produce a custom material 
that is bio-based, reusable and bio-degradable, which could be used to 3D 
print luminaires.
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Solution Provider

COLORFABB
ColorFabb is a dutch SME specialised in 
advanced material that offers various PHA-
based building blocks to create both durable 
and heat resistant biomaterials for 3D printing. 
They use machine learning to create iterations 
and have commissioned a state-of-the-art 
compounding line for mixing the PHA building 
blocks in house.

SOLUTION PROPOSED

ColorFabb has developed fully biobased and 
sustainable materials for 3D printing based 
on PHA material, which mimic properties of 
performance plastics.

The key impacts envisioned are the use of 
fewer fossil-based materials, no generation of 
microplastics, and multiple end-of-life options 
(recycling, degradable). This is in compliance 
with the sustainable development goals: circular 
economy, renewable and biobased, avoiding 
pollution.

THE TECHNOLOGY CENTRE AND ITS ROLE

Chemelot Innovation and Learning Labs (CHILL) provided support to 
ColorFabb by facilitating high-tech laboratory testing equipment.
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The collaboration took place between April and October 2022. Signify 
enjoyed a productive collaboration with ColorFabb and the facilitation 
by PITCCH was a great way to facilitate the open innovation process. 
In hindsight, Signify called PITCCH “a well-organized Open Innovation 
opportunity to find solutions that you weren’t aware of”.

COLLABORATION

Good results have been achieved in the project, and the outcome is that 
the developed PHA formulation is close to the specification of Signify. 3D 
printing PHA looks promising and will be further investigated for luminaire 
applications.

CONCLUSIONS

LESSONS LEARNT FROM THE SECOND ROUND OF 
CHALLENGES & BUSINESS MODEL

Most of the participating SMEs have reported that the financial support 
was not the most important factor for participation. The possibility of 
establishing a new commercial relationship and a use-case opportunity 
were considered most relevant. The TC was originally expected to  
facilitate the interaction between the BC and the SME, smoothing out 
the pressure of a bilateral collaboration. In  practice, however, the TC 
provided testing facilities for the SME and was not directly involved in 
the SME-BC collaboration. The PITCCH challenge manager was more 
instrumental in smoothing out any cultural and procedural problems. 
Furthermore, making the TC involvement mandatory was perceived as a 
barrier for some SMEs (who felt a TC was not needed for their solution). 
Therefore, an actively facilitated but optional involvement of a TC is a 
more attractive option for future rounds.

SMEs chose a TC either based on their own previous collaborations 
or based on suggestions by the BC. The role of PITCCH in supporting 
SMEs to scout specialised competences by TCs was minimised in favour 
of the involvement of a party that was already known and considered 
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technically adequate by the companies. A more active role by PITCCH 
in the selection of TCs might have enabled more new collaborations (i.e. 
where the SME and TC had no previous relationship); but this would also 
have made the trilateral collaboration more difficult and thus reduce the 
chances of successfully addressing the challenge.

THIRD ROUND OF CHALLENGES:
TYPE OF BUSINESS MODEL AND CASE STUDIES

The business model tested under the third cut-off of Challenges aimed to 
promote the most suitable model for the type of Challenge and solution 
proposed. Participation of a TC was at the discretion of the companies 
involved, based on the capacities and needs of the selected small and 
medium-sized enterprises (SMEs).

The funding support was a blend of both public and private financing. 
€10,000 were provided to the selected SME, which included €5,000 from 
the PITCCH project and a minimum of €5,000 from the Big Corporation 
that owned the Challenge. The SME could use this funding to cover their 
own expenses or access services and equipment provided by a TC.

This business support scheme aimed to test the willingness of Big 
Corporations to commit their resources in advance to attract solution 
proponents and assess the inclination of companies to involve TCs in 
collaborations. Under this cut-off, 4 Corporate Challenges were published 
from different BCs, namely Eternis Fine Chemicals UK Ltd, Galp and 
Mann+Hummel, Repsol, and 17 solution proposals were received from 
SMEs.

All four Challenges found suitable solutions and entered into bilateral 
collaborations involving BCs and SMEs However, one Challenge did not 
move forward into a collaboration as it was considered not economically 
competitive.
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ETERNIS – ENGINZYME

CASE STUDY 1

Challenger

ETERNIS
Eternis is a leading aroma chemicals producer 
and the largest exporter of aroma chemicals 
in India, with a turnover of US$225 million. The 
company has been in operation for almost 30 
years and is privately held and professionally 
managed as part of the Mariwala Group, 
which includes Marico Limited.

CHALLENGE

PRODUCTION OF SUSTAINABLE CHEMICALS

Eternis was looking for an SME or start-up to create value from the ‘aroma’ 
by-product that is generated during their manufacturing process and 
normally incinerated as waste. 
They seek a biotransformation approach to reduce the amount of material 
that is normally sent to be burnt and by doing so reduce their carbon 
footprint and greenhouse gas emissions. 

Solution Provider

ENGINZYME
EnginZyme is a Swedish company that 
produces chemicals, foods, materials, and 
other products that modern society relies 
on, in a truly sustainable way. EnginZyme´s 
technology platform uses their proprietary 
enzyme engineering and immobilization 
to develop stable heterogeneous catalysts 
which are then operated in continuous flow 
fixed bed reactors. The purpose is to produce 
sustainable chemicals.
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SOLUTION PROPOSED

EnginZyme used a stepwise approach with GO/
NOGO check-points to evaluate the potential of 
their EziG-based process in producing octanal from 
1-octanol. 
The aim was to optimize both parties’ efforts in 
developing a viable solution with key deliverables. 
EnginZyme’s core innovation is its enzyme 
immobilization technology, which they call EziG. This 
technology can immobilize and utilize all enzyme 
classes successfully.

The project identified the most suitable enzyme to use for Eternis’s process 
and estimated the effect on costs of using this catalyst. It showed that En-
ginZyme’s solution is viable, but should be primarily applied to higher-val-
ue targets. The partners agreed to jointly identify promising targets before 
proceeding with technical development.

COLLABORATION

The collaboration took place between October 2022 and January 2023. 
Both parties have recognized the potential of the evaluated EziG-based 
process for oxidizing alcohol to aldehydes. However, the process for 
producing octanal is not the ideal application to start with. Investing time 
and money into the development of a novel process of this kind would 
be more suited to a chemical target at a higher price point (with higher 
margins). By demonstrating the potential of the technology, it becomes 
easier to identify a more suitable chemical target for new enzymatic catalyst 
and process development, thus paving the way for further collaboration.

CONCLUSIONS
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CASE STUDY 2

REPSOL – METGEN

Challenger

REPSOL
Repsol S.A. is a global energy company 
headquartered in Madrid that aims to achieve 
zero net emissions by 2050 through the use of 
various decarbonization technologies, such 
as enhanced efficiency, renewable power 
generation, and low-carbon fuel production. 
The company employs over 24,000 individuals 
and serves roughly 24 million customers in 
nearly 100 countries.

CHALLENGE

VALORIZATION OF LIGNIN TO CHEMICALS OR MATERIALS 
IN AN INTEGRATED BIOREFINERY

Repsol was seeking an SME or startup that could offer a technology that 
converts lignin into green products or materials that improve the economic 
performance of the biorefinery without worsening the carbon footprint.

Solution Provider

METGEN
MetGen is a biotechnology company 
providing bioprocessing solutions for 
multiple industries and biorefineries 
enabling a new wave of bio-based products. 
They combine synthetic biology with 
chemistry and process engineering to create 
full industrial solutions that enable better 
utilization of raw materials and transition 
towards bio-based economy for energy, 
forestry and chemical industries.
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SOLUTION PROPOSED

MetGen’s demonstration products are based 
on METNIN™ lignin refining technology. 
METNIN™ products are bio-based materials 
used in packaging, resin, and foam products 
with demonstrated environmental benefits with 
respect to their oil-based counterparts. The refining 
technology is lignin agnostic and provides the 
missing link in the value chain between crude lignin 
and high-value lignin fractions for specific end-user 
products. This technology enables a cost-efficient 
conversion of lignin into a wide variety of building 
blocks with specific molecular sizes.

The collaboration took place between October and December 2022 and it 
had the scope to validate MetGen’s proposed solution. MetGen was able 
to provide Repsol biobased lignopolyol product METNIN™ NANOPolyol 
L30 for proof-of-concept validation. Further, MetGen was able to increase 
the TRL of NANOPOlyol production from TRL3 to TRL4. Last but not least, 
MetGen is in progress to commission of a pilot reactor to scale up to 
production to TRL6.

COLLABORATION

Additional evaluations still need to be performed before entering into a 
long-term collaboration. Both parties are satisfied with the collaboration. 
Repsol’s commitment was demonstrated with its team being involved in the 
evaluation and assessment of samples provided by MetGen. Repsol had a 
very positive experience with PITCCH which they consider to be a relevant 
network at European level catalysing the matchmaking process between 
challenges and solutions.

CONCLUSIONS
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LESSONS LEARNT FROM THE THIRD ROUND OF 
CHALLENGES & BUSINESS MODEL

SMEs were given the option to involve a TC in their collaboration with 
BCs, but none of the selected SMEs chose to do so. As a result, all Open 
Innovation collaborations under this program followed the bilateral 
model between SMEs and BCs.

An important difference with earlier rounds was the financial 
contributions from BCs which motivated them to be more engaged in 
the collaboration and in the development of solutions. As a result, BCs 
had buy-in from very senior stakeholders (including active engagement 
of the managing director in one case) and some BCs chose to engage 
with more than one solution provider. The option of investing more than 
the minimum contribution of €5,000 gave BCs flexibility to choose the 
best solution even if that one needed more investment. 

WRAP-UP LESSONS LEARNT FROM THE THREE BUSINESS 
MODELS

To sum-up main conclusions from the three tested business models, we 
will make few considerations based on their impact 1. to attract solution 
providers; 2. to providing and build capacities to innovate and collaborate; 
and 3. to effectively forge Open Innovation collaborations.

PITCCH provides a central connection to an Open Innovation network for 
finding novel partners and unconventional ideas. PITCCH seems to have 
built a relatively structural and sustainable European network that helps 
spread the understanding of and comfort with open innovation, although 
the reach strongly decreased over the course of three rounds. This brings 
BCs novel solutions from outside of their own network or even their sector, 
through a single entry point (http://pitcch.eu). This network effect to expand 
the reach of challenges has been achieved to a certain extent through 
several strategic partnerships, although more of these partnerships are 
encouraged – especially where cross-platform access is possible.

Financial incentives have also been shown to be effective in stimulating 
the open innovation process. Offering a grant for a successful solution 
has resulted in significantly more SME participation. Although companies 

THE CAPACITY TO ATTRACT NOVEL SOLUTION PROVIDERS
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may not mention money as a driving factor, it reduces costs and leads to 
a higher level of commitment from big corporations when they contribute 
funds to support the selected SME. During the project, companies may 
realize the value of each other’s network, further accelerating the open 
innovation process. Even with €10K of prize money, great results are 
achieved, and a larger amount of money attracts more proposals from 
more countries.

Non-financial incentives are also of great importance, as SMEs tend to 
invest more resources than the amount of prize money. SMEs get an 
opportunity to directly match and collaborate with a BC with the potential 
to scale up the collaboration. The assistance of a CM in mediating the 
matchmaking and collaboration – essentially protecting their interest in 
terms of IP and requirements – was of value to SMEs.

Identifying, scoping, formulating and disseminating challenges is 
an essential service. The way in which the challenge is written and 
disseminated has a large impact on successfully finding novel partners and 
unconventional ideas. This is also one of the first activities where the CM 
became more involved. Acquiring challenges from BCs and assuring their 
quality tended to be difficult, as the challenge had to be interesting and 
valuable enough to be solved while not exposing sensitivities of the BC.

SMEs and BCs were largely positive about the PITCCH process and 
describe it as well-organized, straightforward, self-explanatory, 
professional, and smooth. The proposal submission process was gradual 
enough that it balanced between effort, the chances of winning and the 
speed of the process, although SMEs requested more detailed information 
regarding the challenge to help shape their pitch. This was especially the 
case in round 1, where there were multiple selection phases. Trainings for 
SMEs on IP and pitching were appreciated and created a level playing 
ground for SMEs.

PROVIDING AND BUILDING CAPACITIES TO INNOVATE AND COLLABORATE

EFFECTIVELY FORGE OPEN INNOVATION COLLABORATIONS

Overall, internal buy-in was successfully created. This is achieved by 
identifying senior innovation managers as CO and requiring a BC to 
commit to a contribution of at least € 5K (on the condition that a winner is 
selected) created buy-in and increased the chances of a collaboration that 
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is finished and followed up. It may be possible to capitalising on this buy-in 
through stimulating stakeholders to showcase their successes, emphasizing 
potential benefits and encourage new organisations (especially BCs) to 
participate – thereby growing the network.

The role of the challenge manager (CM) is crucial in reducing barriers 
to the collaboration and ensuring that the open innovation process is 
followed. The CM makes sure that the expectations of all parties are 
clear, challenges are formulated correctly, and the right audience is 
targeted. They create a core team at the start of the project by identifying 
and involving multiple stakeholders and are trusted by both parties as a 
mediating, independent person. The presence of a CM can be seen as a 
unique selling point of the new business model.

PITCCH was able to support structural collaboration between BCs and 
SMEs that resulted in technological improvement. As argued before, 
the funding mix may contribute more than the total amount of funding. 
Nonetheless, most stakeholders have a better understanding of and 
comfort with Open Innovation after a collaboration. As only 80% of winners 
entered a collaboration, this might be improved by better communication 
of rules and striving for more solution proposals. Furthermore, the 
Corporate Challenges provided a strong uptake of technology, as most of 
the challenges saw a TRL improvement of 1 level at the end of a 6-month 
pilot project, increased technical knowledge and - quite surprisingly - 
often a marketable product, albeit a first iteration.
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Chapter 6

INTELLECTUAL PROPERTY 
IN OPEN INNOVATION

In the Open Innovation context one question is whether Intellectual 
Property is an enabler or a barrier to this type of multi-party 
collaborations. When it comes to collaborate with Big Corporations, 
many SMEs fear to put at risk their IP either losing it or having to agree to 
disadvantageous terms. 

IP is a key enabler of Open Innovation collaborations, but it can become 
a barrier when companies are not well-prepared or lack capabilities to 
handle and negotiate IP aspects.

In the following paragraphs, we summarise the preparatory steps, 
recommended contracts and examples of exploitation strategies. 
Information below combines knowledge from experts and examples 
collected under the PITCCH project. 

IP PREPARATORY STRATEGIES 

It is paramount for SMEs prior to enter into a collaboration:

SMEs should keep an inventory of their background IP that includes 
hard IP (patents) and soft IP (trademarks, copyrights, registered designs, 
business secrets, datasets, algorithms, assembling or manufacturing know-
how). While patents are of immediate identification, soft IP can often be 
neglected. Not identifying and stating ownership of the background IP 
since the start risks to lead to illegitimate claims of ownership by other 
counterparts of the collaboration. 

To understand and clearly define what is the background IP that are 
going to bring into the collaboration;

To have strategic awareness about what foreground IP is intended to be 
generated from the collaboration; 

To enter into legal frameworks that report the background IP and define 
principles for handling foreground IP.
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Those SMEs that are most successful in OI collaborations normally engage 
in the following contracts:

All PITCCH OI collaborations entered into a Collaboration Agreement, 
following the template provided by the project, which clearly stated the 
background IP of all parties in the collaborative project and the principles 
regulating the foreground IP. Some collaborations integrated the CA, with 
NDAs or other relevant agreements.

Memorandum of Understanding (MoU) is a declaration of intentions to 
collaborate, precursor to formal agreements;

Non-Disclosure Agreement (NDA) or Confidential Disclosure Agreement 
(CDA) is a legal contract or part of it finalised to ensure confidentiality of 
the scope and of the information exchanged;

Collaboration Agreement (CA) or other type of agreement is a legal 
contract to define the terms and conditions of the collaborations.

Joint Ownership and Management Agreement defines how parties will 
manage IP prosecution, disposal and use for commercial purposes;

Or Licensing agreement outlines the usage rights of IP for specific terms 
and conditions. It is an alternative to the joint ownership and foresees 
each partner owning the core IP that is most relevant to them providing 
access to others on a licensing or cross-licensing basis;

EXPLOITATION STRATEGIES 

At the beginning of a collaboration, details about the exploitation strategy 
might be challenging to define in detail. What is important at the start is 
to agree on general principles for managing foreground IP: the PITCCH 
Collaboration Agreement template, based on the H2020 principles, 
foresees a joint ownership among the parties that contributed to severable 
improvements of innovation on a pro-rate basis proportionate to their 
intellectual contribution. Details on the jointly owned Foreground IP shall be 
set on a separate agreement.

Hence as the collaboration evolves, a more robust exploitation and 
commercialisation strategy shall be arranged and supported by additional 
agreements, such as:
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Or Assignment agreement for transferring the right on IP from one 
party to another against a fee.

Towards the end of the collaboration, other post-project provisions can 
be agreed such as Join venture agreement to create a new business 
unit pulling resources together for a common objective or a Spin-off 
agreement to establish a new company dedicated to the development and 
commercialisation of the innovation. 

Most SMEs that were selected to start a collaboration with a BC under 
the PITCCH project had identified their background IP in the collaboration 
agreement prior to executing the project and had a clear approach and 
well-prepared alternative strategies for negotiating foreground IP. Some 
exceptions applied to younger companies, i.e. spin-off, that still were in 
need of defining a strategy to protect their IP.

Among the selected SMEs, those proposing solutions based on industrial 
biotechnology, advanced materials, nanotechnology or advanced 
manufacturing, owned hard background IP meaning a protected 
technology by a registered patent. Whereas SMEs proposing solutions 
based on digital technologies, often owned soft background IP meaning a 
technology protected in other way than a patent. As example, a platform-
based solution proposed a system of licenses and floating licenses that 
can ensure to control “breach of contracts” issues. Another SaaS solution 
was protected by trade secrets and companies duly signed an NDA before 
starting the collaboration. In terms of exploitation strategies, most SMEs 
opted for Licensing agreements, and only one is evaluating the possibility of 
a Joint venture agreement with a BC.

IP MANAGEMENT FROM PITCCH CASE STUDIES 
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Chapter 7

THE FUTURE OF THE 
PITCCH NETWORK

There are many platforms that support Open Innovation. While PITCCH aimed 
to differentiate itself by enabling a tri-partite collaboration of challenge 
owner, solution provider and technology centre, in practice the distinction with 
other platforms proved to be less appreciated by the market thus making it 
difficult to gain the necessary scale for commercial success. 

At the same time, the ecosystem of Open Innovation is fragmented, with 
individual platforms and intermediaries supporting specific sectors, parts of 
the value chain, or local markets. The lack of end-to-end, multi-sector support 
limits the potential impact of Open Innovation, especially towards large 
societal objectives which require collaboration among a variety of actors. 

Platforms serving separate connection within a value chain do not connect to 
each other (e.g. RTO not connected to SME/BC)

Platforms serving separate value chains components do not connect (e.g. 
healthcare-focused platform not aware of chemical-based solution)

Scale of Sustainable Developement Goals (SDG) challenge is too big for any 
one player to address; but requires mature solutions to be deployed, which 
does not fit with standard collaborations models.

BRIEF ANNOUNCEMENT OF THE WAY FORWARD

FRAGMENTATION OF THE ECOSYSTEM

MARKET GAP

MARKET FAILURE
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e.g. NineSigma

LE BCSMESME

e.g. KETmarket e.g. GovTech Accelerator

e.g. Healthcare

e.g. Automotive

e.g. Clean energy

To address this gap, PITCCH will pivot towards supporting Open Innovation 
intermediaries, building a network of networks to unleash Open Innovation 
to tackle societal challenges for the public good. We will help Open 
Innovation intermediaries to reach critical mass for deployment of 
solutions that contribute directly to Sustainable Development Goals and 
to connect to more diverse innovators in order to accelerate solutions 
to markets. PITCCH will offer connections to complementary platforms 
and targeted technical consultancy while providing a set of code of 
conduct rules to govern the relationship. This will supercharge the EU’s 
contribution to Sustainable Development, while growing the market for 
Open Innovation platforms and increasing efficiency and new product 
development throughout the EU industry. 
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Addressing Big societal goals (UN 
Sustainable Development Goals) 
require scale and collaboration.

“Open Innovation for the public 
good” unlocked by not for profit 
network of OI intermediaries.

Common vision
Common approach/ templates
Access to best experts
Platform for policy makers & KOLs

TARGETING BIG GOALS THROUGH OPEN INNOVATION

WE ARE LOOKING FOR PARTNERS 

Both intermediaries such as platforms, public 
sector stakeholders and experts - to co-create and 
pilot this new Open Innovation for the Public Good 
network. Contact us to discuss how you can join!
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RESOURCES

Join our community of innovation actors by registering at the 
PITCCH Open Innovation platform!

Access resources and materials on Open Innovation in our  
PITCCH website and YouTube channel

Stay tuned on news following us on LinkedIn, Twitter and Fb.
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https://innovation.pitcch.eu/login
https://pitcch.eu/
https://www.youtube.com/channel/UCHhZJR_NI-wdkWO85gX1I8g
https://www.linkedin.com/company/pitcch-network/
https://twitter.com/PITCCH_Network
https://www.facebook.com/PITCCHOpenInnovationNetwork

