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Te c h A d v a n c e

If you want to go
fast, go alone. If
you want to go far,
go together.
African proverb

Key outcomes of my UIC research and experience
1. University-Industry collaboration is essential for moving towards a
knowledge society
2. There are a broad range of collaboration activities:
Education | Research | Management (incl. infrastructure/equipment) |
Commercialisation
3. University-Industry collaboration is driven by PEOPLE not transactions
4. Mutually-beneficial relationships underpin successful and sustainable
collaboration
5. Building relationships take time and are built on mutual trust

PARTNERSHIP STAIRWAY MODEL

SOURCE:
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framework. Journal of Engineering and Technology Management, 30 (1), 21-44.
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Dairy Crest & Harper Adams University
▪ Dairy Crest (DC), a leading British dairy
company

▪

Set up a £4m (€4.8m) innovation centre on
the campus of Harper Adams University

▪ Looked to develop capability in foodtech
and food security

▪

Aims to deliver 10% of year-on-year growth
through new product development; with
scientific research, technology and
product development at the core of this
objective

▪

The partnership has been awarded the
‘Most Innovative Contribution to BusinessUniversity Collaboration’ category in the
Times Higher Education (THE) Awards 2016

▪ Started cooperating in joint research and
development R&D projects with a local
university, Harper Adams University in
Shropshire (England)
▪ DC also provided additional education
input to the design and delivery of
curricula

Karlstad, Sweden

Awarded Vinnväxt (Swedish UI
funding) funding for 10 years
(50% co-funding).
A total of €10 million co-funded
by regional government,
business and university
(quadruple helix)

Paper Province Sweden
Regional innovation cooperation to transition paper to a
sustainable development
Aim
Wanted to be a leading region for a forest-based bio economy
(not just paper)
Recognition of the importance of paper to the region
A need to balance tradition and future
Already existing cooperation and trust in the region
Historic development of regional innovation system (paper)
(i) 2005-07 OECD initiative
(ii) 2010-14 research agreement including:
10 Professor programme – co-funded professorships
Won Vinnväxt funding for 10 years (50% co-funding)
€10 million funded by regional government, business and university

Paper Province Sweden
Inclusive co-creation of knowledge for regional innovation systems and transition
to sustainable development
Embraced the quadruple helix concept (uni., Bus., Govt., Society) including
societal actors e.g. Trade unions, conservation groups a women owning forest
Initiatives
• Engaged students, thesis topics, regional innovation competitions
• Co-funded professorships
• Enacted a ‘borrow a professor’ for a day initiative
Key success factors
• Buy-in and commitment from all quadruple helix actors
• All actors are knowledge producers
• Stamina is required (time, energy and resources)
• Tolerance between actors
• Change terminology e.g. chemistry to bio-design
• Long term commitment allows real development

Any questions or
comments?
Todd Davey
todd.davey@imt-bs.eu

The profile of a
Boundary Spanner
Todd Davey

Why did a true ‘academic
entrepreneur superhero’
develop eleven biomedical
companies?

Spanning Boundary Agent
Defining the spanning boundary agents:

All of the following are initiating, coordinating and
supporting cooperation between university and industry.
1. Protagonists
Working in university / industry. May or may not be
involved in the cooperation they coordinate:

a) Academic SBA
b) Business SBA
2. Intermediary SBA:
Working between university and business

a) Internal intermediary – employed by of one of
the cooperating organisations
b) External intermediary – are not employed by
one of the cooperating organisations

Source: Spanning Boundaries
www.spanning-boundaries.eu/

PROFILE OF THE
“ACADEMIC COLLABORATOR”
THE ‘UNIVERSITY EFFECT’?
Years working at the HEI negatively impacts
academics cooperation with business
THE “UNDERSTANDING EFFECT”?
The longer an academic has worked in
industry, the more they collaborate (even 6m)
THE “EXPERIENCE MULTIPLIER”?
The longer an academic work in UI
collaboration, the more they collaborate

Source: Davey, T., Meerman, A., Galan Muros, V., Orazbayeva, B., Baaken, T., (2018). State of University-Business
Cooperation in Europe, European Commission, www.ub-cooperation.eu/img/finalreport2018.png

PROFILE OF THE
“BUSINESS COLLABORATOR”
THE ‘RESEARCH EFFECT’?
Having an R&D capability or employing PhD
students positively impacts
successful and fulfilling cooperation
THE “EXPERIENCE MULTIPLIER”?
The longer a business work in UI
collaboration, the more they collaborate

Source: Davey, T., Meerman, A., Galan Muros, V., Orazbayeva, B., Baaken, T., (2018). State of University-Business
Cooperation in Europe, European Commission, www.ub-cooperation.eu/img/finalreport2018.png

Manuel Pérez Alonso
Founder, Imegen et al.
University of Valencia
Spain

Johannes Partanen
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Founder, Science-toBusiness Marketing
Research Centre,
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ADD BOUNDARY SPANNER MASTERIES
A true ‘academic entrepreneur superhero’, Manuel Pérez Alonso,
professor of genetics in University of Valencia (Spain), has migrated
from the university lab to the foundation and management of eleven
biomedical companies director of the Institute of Genomic Medicine
(Imegen).

Manuel Pérez Alonso
Founder, Imegen et al.
University of Valencia
Spain

His activity as a researcher focuses on Molecular Genetics and
Genomics Applied to Medicine. He has participated in numerous
international research programs, including three genome sequencing
consortia. He has directed more than 20 research projects and is the
author of more than 50 international scientific publications, including
three articles in the prestigious journal Nature. He is the author of
three biotechnology patents that have been licensed to the
biotechnology industry. As an entrepreneurial scientist, he is the
promoter and founding partner of several biotechnology companies
dedicated to Biomedicine. Founded in 2009 by a team of scientists
with more than 20 years of business experience, Imegen has
established itself as a leader in the field of genetics and genomics.

•
•

Thomas Baaken was appointed as Vice Rector Research and Technology
Transfer and applied the concept of marketing to the university's research
and technology transfer activities.
High performance in getting money for projects and research results from
companies and non-profit organisations.

Thomas Baaken
Founder, Science-toBusiness Marketing
Research Centre

Key success factors
1. Vision for centre
2. Selected the right people and cared about them
3. Gave them space and freedom to work e.g. Own hours
4. Aligned the centre vision with the individuals objectives
5. Finance: Student-business projects (spending), funded projects (salary)
6. Exhibited the behaviour he expected e.g. Sought & delivered projects
7. Bend/break the rules in the university
8. Serious - fun... With a family atmosphere

MASTERIES OF A BOUNDARY SPANNER

Source: Spanning Boundaries
www.spanning-boundaries.eu/

SPANNING BOUNDARY AGENTS
Results from a large international survey of boundary spanning agents:
• Most developed in leadership skills and creativity skills
• Least developed in mobilising resources and entrepreneurship skills
Differences between academic, business, and intermediary SBAs:
1. Business SBA
• More developed in complex problem solving and diverse knowledge
• Needs to develop collaboration skills
2. Academics SBA more developed mastery in creativity and specific expertise
3. Intermediaries more developed mastery in:
• leadership
• technical knowledge (Internal Intermediaries)
• value of knowledge (External Intermediaries)

SPANNING BOUNDARIES MASTERIES | POLL

1. To what degree do you believe that you have
the following 'spanning boundary' MASTERY
to support/lead UIC?
2. Input ideas into menti
www.menti.com
Code: 93 20 20 4

Any questions or
comments?
Todd Davey
todd.davey@imt-bs.eu

