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_Tips on open-innovation pacts

for tech start-ups
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At least 50% of the small Indian
high-tech firms, for instance, acknowl-
edged being unable to avoid conflict
with their large partners. The explana-
tions included poorly-defined strate-
gies for managing intellectual property
(IP) risks and lack of proficiency at
resolving IP disputes during the exper-

imentation and operationalization sta-

~ ges of innovation.

Figure 2: Failing to address obsta-
cles to customization and successful
resolution of collaboration conflicts
more than doubles the risk that their
partnerships with big companies
won’t help them reach their goals.

Figure 3: It is time that small high-
tech firms in India resolve this issue
since the innovation ecosystem is
maturing fast. The government is
defining new policies aimed at sup-
porting open innovation partnerships.
And most important, big companies
are eager to get technology-based
innovations into the market swiftly.
Here are five tips on how small firms
can overcome the challenges inherent
in partnering with big businesses:

Be visionary and strategic: Small
high-tech firms based in India must
view the technologies they innovate as
means to achieving their larger vision.
They should be clear about what their
venture stands for, and have a clear
strategy to achieve their vision. More-
over, they should not romanticize their
technologies.

Avoid spreading yourself too thin:
Large companies use a number of

mechanisms to engage high-tech
entrepreneurial firms in their innova-
tion initiatives. These include innova-
tion contests, structured engage-
ments supported by technology inter-
mediaries, innovation accelerators,
guided incubation, start-up platforms
and corporate venturing. Our survey
findings suggest that small high-tech
firms, which spread th
across too many of these mecha-
nisms, risk exposing themselves to
more complexity in their partner-
ships. This could lead to greater fric-
tion with their innovation partners.

Build a decisive team: High-tech
start-ups in which the CEO controls
all decisions related to partnerships
tend to experience friction in these
collaborations and difficulty custom-
izing their technologies to their part-
ners’ needs. A possible explanation is
that CEOs have too much on their
plate and lack time to see and think
through situations that require more
sensitivity and attention. To avoid
this pitfall, small tech firms can build
teams comprising individuals who
excel at managing critical aspects of
collaboration with large companies—
such as negotiation and problem-
solving. The firms must then
empower team members to make
decisions about collaboration mat-
ters such as what aspects of tech
domain knowledge to be shared
upfront with partners, identification
of ecosystem partners to help scale
applications of co-innovated technol-
ogies.
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Communicate with precision:
Many of our study respondents identi-
fied poor quality of communication
with partners as a key reason for their
inability to tailor their technologies to
the partners’ requirements. Planning
what to communicate about their
technologies—and how—is vital for
overcommg thlS hurdle

discussions with Indian start ps
technology entrepreneurs at small
firms showed that many of them waf-
fle on operational aspects of their col-
laborations. Examples include opin-
ions and decisions about how profits
stemming from commercialization of
co-developed technologies will be
shared between the partners. As a
Pune-based entrepreneur acknowl-
edged, “Many of us do not realize how
quickly we dilute our well-defined,
clear positions on key project issues
just to please our partners.” It’s easy to
see how such waffling and overeager-
ness to please partners can lead to
misunderstandings and conflict over
IP. A Chinese tech firm in our study
offered advice: “Set clear boundaries,
and share these with your partners.
Let them see your clarity of thinking
and action at the level of operations.”
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