r

-4

Procure
4

Your Guide to Successful Procurement of Innovation

Funded by the European Union.
GA n.101057209




r,
I.+.l

Capacity Building Catalogue (CBC)

Are you looking to stay ahead of the curve and drive
innovation in your organization? Do you have an unmet need
that requires a new solution?

Innovation procurement might be the answer. But where do you start? How do
you choose the right procurement path and ensure successful deployment
and impact?

In this guide, we'll take you through the five phases of innovation procurement
and provide you with the knowledge to make informed decisions and achieve
successful outcomes.

Read on to discover the key components of each phase and how they
contribute to a comprehensive and effective innovation procurement process.
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PHASE 1: Explore and Initiate

The starting point for innovation procurement is recognizing that you have an
unmet need that needs a solution and then deciding to do something about it.

As such key components of the exploration phase is:

e |dentifying this unmet need

e Understanding whether there are solutions available on the market for
(fully) addressing this need

e Securing the adequate resources for proceeding being able to “do
something about it".

A thorough analysis is required, for understanding and responding to the
following questions.

e What is the actual, organisational unmet need,

e Corresponding to that unmet need, what is current state-of-the-art and
maturity of on-market/near-market solutions,

e What is the business case, i.e. what is the near-term result and potential
long-term impact of a deployed solution addressing the unmet need?

e Who are the (key) stakeholders and what is their organisational readiness?

For a comprehensive and thorough analysis, a wide perspective needs to be
considered, taking into account not only originally perceived stakeholders but
a range of actors relatable as end-users, service provisioners, buyers,
service providers from the target industry and other cross-sectoral technology
providers.




Phase 2: Procurement path & process

Choosing the right procurement path requires a well-executed analysis of

needs and wider context, which should include an open and broad dialogue
with external actors like industry and academia.

Choosing the most appropriate path may be supported by checklists which
highlight important aspects to consider. The answers to the questions may
vary depending on the project and context, but provide a good indication of
which path, or strategy, is most advantageous.

e |s arelevant solution to the identified need available on the market or not?

e |s the main purpose to explore different potential solutions and to gain
insights within a specific area related to a need, or to develop and
implement a solution to the identified need?

e What technology readiness level (TRL) have the potential solutions reached,
in cases concerning technological development?

Only once these types of questions have been considered, a
suitable process can be defined for the procurement project
at hand.




PHASE 3: Innovation Procurement &

collaborative development

Co-development is a highly participatory process of joint activities for
development and implementation, with actors contributing with necessary
unique skills and roles, and clearly defined responsibilities. Using the prior
analysis as the starting point a range of definitions are produced and shared,
being of legal, technical, financial or other nature, to be able to in a transparent
and mutually understood manner carry out a procurement to select and
secure the single (or multiple) most competent service provider or R&D
partner(s).

A transparent and clear process must be defined, based upon established
principles of public procurement; Fairness and equal treatment, proportionality,
transparency, and mutual recognition, also considering mutual gain, and
scalability and exploitation of results.

A well-defined process for implementing a procurement (or
collaboration) of an innovative product is key for proceeding
from analysis to resulits.

The collaborative approach presents unique, complex challenges for the
involved actors, and several aspects must be clearly analysed and mutually
understood.

e What are the common goals and expectations of the collaboration?

e What are the end results of the collaboration process, dose it for instance
result in a highly mature prototype solution (PCP), or in an implemented
and deployed finalised solution (PPI)

e What functional requirements does the unmet need translate into?

e How is the selection process to be defined, how are evaluations performed
(and shared)?

e What type of contractual agreements are necessary and how do they for
instance formalise the sharing of generated results?

e What type of legal aspects must be considered in the co-development
process, for instance MDR or other regulatory requirements.



Phase 4: Deployment & Impact

Results generated from development and innovation projects and processes
may come in many forms, this final step in the process focuses on results in
terms of deployment, implementation, and utilisation, since it is only when
implementation has been achieved that the real values of the innovation can
be realised, for the different actors involved but also for society at large.

Implementation of new innovations is in many cases a comprehensive and
complex activity that goes far beyond technical installation or integration of a
solution. The effects of new technology or other innovations often entail
changes in working methods and organisation.

Knowledge, particularly in change management, is of great importance, and
ensuring, at an early stage, that the development work is firmly rooted at all
relevant levels within the organisation is crucial.
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Aspects of scalability and wider exploitation of results shall be considered,
and revisiting the business case defined at early phase of the process offer the
opportunity to consider market readiness, market uptake, new or improved
value chains, etc.

Aspects to consider and understand in order to realise the full potential of the
innovation is

e Has the target market been re-defined during the collaborative process,
are there new actors or stakeholders to consider?

e How do the participants in the process share and exploit the results of the
process?

e What is the organisational readiness of the buyer and how can/have
change management methodologies affected/improved the deployment?



There are challenges related to the procurement of innovation solutions which
are not necessarily related to the proposed process, but rather of:

e A perceived lack of innovative culture
e Wider use of cross-border procurements
e Cross-cutting nature

Access curated resources to guide you on each step of the
process. Successful examples, case studies, methodologies
and much more! All health-related



https://procure4health.eu/resources/

