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TERMS, ABBREVIATIONS AND ACRONYMS

Term

Executive director

ICDK

Innovation attaché

Innovation officer

Innovation projects

Investment officer

Invest in Denmark

TC

Trade

Definition

The executive director is a representative of the area ‘commercialisation of in-
novation’ and carries out the daily management at each of the Danish Innova-
tion Centres. The executive director is appointed and employed on a contract
with the Ministry of Foreign Affairs of Denmark.

Acronym for the Danish Innovation Centres

The innovation attaché is a representative of the area ‘research, innovation and
education’. The innovation attaché is designated by the Danish Agency for Sci-
ence, Technology and Innovation, but employed on a contract with the Ministry
of Foreign Affairs of Denmark.

The innovation officer is a representative of the area ‘commercialisation of in-
novation’. The innovation officer is employed locally at the Danish Innovation
Centres.

The innovation projects aim at cultivating and disseminating new thematic areas
and building up competences and knowledge internally through the interaction
between the three areas (Research, innovation and education’, ’Commercialisa-
tion of innovation’ and "Investment promotion’) of the Danish Innovation Cen-
tres.

The investment officer is a representative of the area ‘investment promotion’,
Invest in Denmark. The investment officer is appointed and employed on a
contract with the Ministry of Foreign Affairs of Denmark.

Invest in Denmark is Denmark’s official investment promotion agency. It is a
part of the Danish Trade Council within the Ministry of Foreign Affairs of
Denmark.

Acronym for the Danish Trade Council. The Trade Council is the export and
investment organisation within the Ministry of Foreign Affairs of Denmark.

The Danish Trade Council focuses its activities on trade by having trade advi-
sors in foreign countries offering a number of specialised services to Danish
companies promoting Danish export.



1. Executive summary

The Danish Innovation Centres (ICDXKSs) aim to support Danish businesses, research and edncational institutions to
access international knowledge and research, create connections and develop business cases with an international perspective.

The ICDKs are established and managed as a partnership between the Ministry of Foreign Affairs of
Denmark and the Danish Ministry of Higher Education and Science, and the ICDKSs are situated as
parts of the Danish diplomatic missions (e.g., embassies, consulate generals or consulates in the relevant
countries). The ICDKs are founded on three ‘pillars’ or focus areas, which are ‘research, innovation and edu-
cation’, ‘commercialisation of innovation’ and ‘investment promotion’.

The present six ICDKs are located in Silicon Valley, Shanghai, Munich, Seoul, New Del-
hi/Bangalore and Sao Paulo. This evaluation conducted by Oxford Reseatch is the first evaluation that ex-
amines all six ICDKSs. The evaluation sheds light on the value creation and additionality of the ICDKSs, in-
cluding how the ICDKSs contribute to increase knowledge-sharing and collaboration between knowledge in-
tensive Danish businesses, research and educational institutions and leading international research, innovation
and business systems.

Before presenting the results and assessment of each individual ICDK, we summarise the general results of
the evaluation across the six ICDKSs.

OVERALL RESULTS: INCREASING INTERNATIONALISATION OF DANISH RE-
SEARCH, INNOVATION AND EDUCATION

Looking across the six ICDKs, the overall conclusion of the evaluation is that the ICDKs create significant
results by increasing and facilitating internationalisation of Danish research and innovation and higher educa-
tion. The evaluation finds that the ICDKSs especially create value by:

* Bridging the geographical distance from Denmark to foreign markets, R&D and innovation sys-
tems, and managing to create cross-national links, where Danish businesses, research and educa-
tional institutions interact with foreign businesses, researchers and investors in developing and exchang-
ing knowledge, skills, practices and views.

* Playing an important role in incentivising Danish businesses, research and educational institu-
tions to explore foreign markets, R&D and innovation systems and in creating awareness of the
business and research opportunities abroad.

The evaluation also shows that the additionality of the ICDKSs is high, as the ICDKSs have been successful
in making use of alliances and partnerships, as well as relationships that are more informal with Danish clus-
ters, organisations, and networks that support R&D and innovation processes. Abroad, the ICDKSs have es-
tablished partnerships and collaborations with different types of actors in the markets and R&D and innova-
tion systems. These include national and regional governments, research and educational institutions, cluster
organisations, startups, SMEs, multinational companies, business associations and investors.
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From these findings, the evaluation concludes that the core focus of the ICDKs is qualitatively different
from the market focus of the rest of the Danish export promotion system. The ICDKs focus on assist-
ing clients in the eatly R&D stage, identifying potential opportunities, partners and solid business models and
ensuring that plans actually take off internationally. While the Trade Council (T'C) offers a network of foreign
offices with in-market advisors in foreign countries who offer a number of specialised services to promote
exports, including the identification of potential customers, the ICDKSs offer a different kind of support. The
ICDKSs focus on enabling their clients to have a presence in key technology and innovative clusters by sup-
porting them with a deep local knowledge and understanding of R&D and innovation processes as well as in-
sights into technology and market trends. The clients of the ICDKSs are typically from high-tech sectors such
as ICT, life sciences and cleantech, and when looking into the client base of the ICDKs, the evaluation finds
that they are mostly knowledge and technology—intensive businesses. In addition, as a part of the Danish in-
novation system, this evaluation also finds that the ICDKSs add extra value because of their focus on in-
novation as a bilateral and international activity. While the Danish innovation system is largely national-
oriented, the ICDKSs, by being located in regions outside Denmark, can help create more cross-national inno-
vation between the Danish innovation and research environments and the innovation and research environ-
ments abroad.

Value creation of the ICDKs

The clients generally acknowledge that the ICDKSs are in-sync and understand the needs and strategies
of their clients, including high-tech businesses with a strong R&D focus as well as research and educational
institutions. They find that the ICDKSs support them in obtaining an overview of the R&D and innovation
systems because of their solid technical knowledge and overview of the actors in the local R&D and innova-
tion systems. The ICDKSs create value by helping their clients gather knowledge about the market and re-
search agenda in the local regions. The clients receive new and relevant information about the market and re-
search field that they look into as the ICDKSs focus on providing deliverables and services that are designed
to familiarise the clients with the culture and business practices in the foreign regions they are interested in.

While the clients highlight that all of the ICDKs have a strong overview and understanding of the local R&D
and innovation systems, the evaluation also finds that the clients have different experiences of the out-
comes from using the ICDKs depending on the location of the ICDKs. The clients of the ICDKSs locat-
ed in South Korea, China, India and Brazil state that one of the main outcomes from using the ICDKs is to
gain an understanding of the cultural and political practices in the local markets and research area as well as to
access new markets and innovation systems. While it is also pointed out as an outcome for clients in Germa-
ny and the United States, the environment in these countries is more similar to the Danish environment, and
the clients are generally more experienced in operating in these settings. ICDK Silicon Valley and ICDK Mu-
nich mainly create value because of their deep knowledge and understanding of R&D and innovation pro-
cesses, as well as their insights into the key technology and market trends.

Across the ICDKSs, the evaluation finds that the ICDKSs generally create value by enabling their clients to
access local networks and thereby, the ICDKSs provide a platform for establishing joint projects or validat-
ing value propositions. A core focus of the ICDKSs is that they make connections and build up networks with
actors in their local markets and R&D and innovation systems. The clients make use of the established con-
nections that the ICDKSs continually foster and develop.



Given their strong connections and networks in the R&D and innovation systems, the ICDKSs accelerate the
process, enabling research and educational institutions to conclude collaboration agreements with local part-
ners in the foreign countries. Lastly, the ICDKs contribute to promote Denmark and the Danish
strongholds. This is partly as a consequence of connecting Danish actors with foreign actors and partly be-
cause of the setup and focus of the ICDKSs that are considered unique in some regions compared to other
countries’ representations.

ORGANISATIONAL SETUP AND MANAGEMENT

In the day-to-day operations of the ICDKSs, the evaluation finds that the ICDKSs are well managed and are
an integrated part of the Danish diplomatic setup. The expatriate staff at the ICDKs have diplomatic ti-
tles such as consul general (the executive director of ICDK Sio Paulo), consul (the executive director of
ICDK Munich) and counsellors (the executive directors of the other ICDKSs and the innovation attachées of
all the ICDKS). These titles are useful for gaining access to new networks and for establishing valuable con-
tacts. At the same time, the evaluation finds that in countries with a hierarchical business culture such as In-
dia, China and South Korea, the co-location with an embassy or consulate general is a benefit to the ICDKSs,
because an ambassador or consul general can support the ICDKSs in opening up doors to the highest man-
agement level in companies, authorities and universities. Generally, the ICDKs find that collaboration with
the Danish ministries is well functioning even though the administrative reporting and documenting to the
ministries is experienced as burdensome.

Across the ICDKSs, the evaluation finds that the activity of the ICDKSs, to a large extent, is related primarily to
the research and education area or the commercialisation area (o, in some cases, the intersection between the
two areas), while the third pillar, the investment promotion area represented by Invest in Denmark, is
less involved. Many of the ICDKS’ clients, especially the clients from the research and education system, are
generally not aware of the ICDKSs’ setup consisting of a research and education section and a commercial sec-
tion.

In order to increase cooperation and synergy between the research and education area and the commercial ar-
ea, the ICDKs have been given the opportunity to develop and launch so-called ‘innovation projects’. In
short, the evaluation shows that the innovation projects are important for developing new knowledge
and helping the ICDKSs focus more on precommercial and innovation-oriented activities. However, the eval-
uation has also identified potentials for further developing and strengthening the innovation projects as an in-
strument to strengthen the synergy of the centres’ setup . This is discussed further in the section on recom-
mendations.

INDIVIDUAL RESULTS AND ASSESSMENT OF THE SIX ICDKS

Oxford Research has carried out a comprehensive evaluation mixing qualitative and quantitative methods. As
a key methodological element, the evaluation team of Oxford Reseatrch has visited all the ICDKSs and there-
fore gained a deeper understanding of the ICDKS, their activities, context and internal dynamics. There are
quite significant cultural, political and economic differences between the regions where the six ICDKSs
operate and, therefore, variances in the challenges and opportunities that the ICDKs and Danish businesses,
research and educational institutions encounter. In general, the evaluation shows that it has been more chal-
lenging for the ICDKSs in the new growth markets to gain foothold and to create solid results.
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In addition, the six ICDKSs have not been established all at once but over a period of six years. The initiation
of the first ICDK was in Palo Alto in Silicon Valley, California, aligned with the Globalisation Strategy of
2006. In 2007, ICDK Shanghai opened, while ICDK Munich opened in 2008. In 2013, three more ICDKs
were established in Sdo Paulo, Seoul and New Delhi/Bangalore. Thus, the level of consolidation and ma-
turity of the ICDKSs also vary, which should naturally also be taken into consideration when interpreting the
results of the evaluation.

Silicon Valley

Founded in 2006, ICDK Silicon Valley is the oldest of the ICDKSs. Overall, it is the assessment of Oxford
Research that ICDK Silicon Valley is well functioning and provides high value to clients in research and in-
novation. The evaluation shows that ICDK Silicon Valley has created significant results for its clients.
ICDK Silicon Valley has a comprehensive network, and clients emphasise that employees at ICDK Silicon
Valley are good at matching them with relevant high-level actors in the local ecosystem. ICDK Silicon Valley
has been especially successful in helping startups, which 10 rounds of SCALFEit with around 100 startups tes-
tify. The ICDK creates value by giving the entrepreneurs feedback and input from local experts, but they
have also been very successful in inspiring entrepreneurs, organisations and large corporations which have
come to visit and which are motivated by the local energy and culture. Also in the area of research, innova-
tion and education ICDK Silicon Valley has facilitated a number of meetings, conferences and workshops,
where Danish researchers and educational actors travel to Silicon Valley to discuss possibilities for future co-
operation with researchers and educational actors in Silicon Valley. Specifically, this has led to new collabora-
tions and partnerships on fundraising, research projects as well as exchange programmes for researchers and
students.

Furthermore, it is the evaluator’s impression that ICDK Silicon Valley is the centre where the employees
from Invest in Denmark are best integrated in the work of ICDKSs. At the same time, even in Silicon
Valley, cooperation is still limited, and continued discussions and identification on possible synergies and col-
laboration are recommended. The results of ICDK Silicon Valley is naturally caused by the competencies of
its employees and management, but its success is also based on the ICDK being placed in one of the world’s
absolute most famous innovation and tech hubs, where focus on entrepreneurship, innovation and scaling of
technology businesses are an integrated part of the DNA.

Shanghai

ICDK Shanghai opened in 2007, and since the end of 2014, it has been located at the Danish Consulate Gen-
eral in Shanghai. It is the second oldest of the six ICDKSs and is a well-consolidated unit that has gathered
many years of experience in offering innovation services.

China is a unique country, and the very different political, economic and cultural context makes it a complex
location. The additionality of ICDK Shanghai is mainly that they support clients that have little or no
Chinese experience in navigating in China. The feedback from the clients is generally positive, and ICDK
Shanghai adds value by helping them in understanding the Chinese market and innovation system in terms of
other companies, research institutions, barriers, differences, key drivers and trends. Secondly, they have been
introduced to local networks that give them a platform to establish joint development and innovation with



local partners and enabled Danish researchers to establish network and conclude memorandum of under-
standing (MoU)s with Chinese institutions.

A challenge for ICDK Shanghai in relation to additionality and value creation is that a relatively large share
of its clients in the commercial area receive setrvices that are more market-oriented than oriented to-
wards genuine innovation activities. This results in a relatively large grey zone between the innovation ser-
vices of the ICDK and the more classical market-oriented services of the TC.

Munich

ICDK Munich, which is located at the Danish consulate, opened in 2008. Today, it is a well-established
ICDK with in-depth knowledge of the innovation environment in Munich and a solid network to relevant
R&D players at both the commercial and research and education side. It is clear that ICDK Munich has a
sound organisation and has led to convincing results and a high value creation. The interviewed cli-
ents are positive about the quality of services received and share the view that one of ICDK Munich’s main
contributions is to gain access to relevant German business and research institutions as well as increased
technical knowledge and insight into the German innovation system and precommercial market. There is a
common understanding that the staff is dedicated and very skilled in understanding the client’s needs.

However, based on interviews with employees, management and clients, it is Oxford Research’s assessment
that there is still room for improvement in order to increase the value creation of ICDK Munich even
further. First, the grey zone between ICDK Munich and the TC is still large and could be diminished. Sec-
ondly, even though there are examples of valuable interaction between research and commercialisation, the
collaboration between the research and education area and the commercial area could be intensified, a con-
clusion also shared by the management and employees at the ICDK. Finally, the employees and management
of the ICDK believe that the financial setup of the ICDK makes it difficult to find time and resources to
maintain their local network and contacts and to develop more complex innovation projects with clients. This
challenge applies to all ICDKSs, but is especially prevalent for ICDK Munich.

New Delhi/Bangalore

The ICDK in India officially opened in fall 2013 as the last of the ICDKs. The ICDK is placed at the Danish
Embassy in New Delhi but also has a satellite in the more commercial city of Bangalore. While the ICDK has
had a difficult beginning, value creation now seems to be increasing as the ICDK employees gain ex-
perience in offering innovation services, and the ICDK succeeds in establishing valuable networks and rela-
tions to the relevant research and innovation actors in India. Most of the clients interviewed highlight that
ICDK New Delhi/Bangalore’s in-depth understanding of the Indian culture and society and different aspects
of the Indian market and business culture has been of great value. Next to the knowledge of the Indian socie-
ty, ICDK New Delhi/Bangalore’s primary value creation lies in introducing and connecting clients to local
Indian networks and partners.

While being on the right track, the evaluation also shows that ICDK Delhi/Bangalore still faces challenges in
order to fulfil the full potential of the ICDK. Among others, the evaluation points towards a specific chal-
lenge in India when it comes to offering innovation related services and engaging in innovation projects. Un-
til now, the primary focus of ICDK New Delhi/Bangalore innovation projects has been on enhancing market
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access for Danish partners and clients. A challenge voiced internally is also that there is a quite large grey
zone between the services that ICDK New Delhi/Bangalore provides and the export and market-otiented
services that TC offers.

Sao Paulo

ICDK Sio Paulo is the newest ICDK, and it is one of the smallest. The innovation attaché arrived in 2011,
but ICDK Sao Paulo did not open until 2013 when the consul general also became executive director of
ICDK Sio Paulo. The evaluation shows that there is a large interest from Danish educational institu-
tions and among researchers to explore opportunities in Brazil, especially in the Sdo Paulo area. Brazil
and Sdo Paulo are, for most Danish universities, a new country and city where they previously have had no
collaboration. In Brazil, collaboration must often be built from scratch, and the educational institutions have
no prior experience or contacts, so they need assistance and advice in finding and contacting relevant faculties
and researchers. When visiting, there is often a need to help in understanding local culture, customs, language
and transportation. Local employees therefore often accompany visitors on their tour of Brazil. The evalua-
tion shows that in this way, ICDK Sao Paulo succeeds in creating value and additionality within the research
and education area.

The commercial innovation services are less established than the research area. The process of build-
ing a pipeline of potential customers, defining what constitutes innovation services in Brazil and what the
ICDK should offer is still ongoing. In 2014, ICDK Sao Paulo only had a handful of clients buying innovation
services. A challenge which has been pointed out by both the staff at the ICDK and the clients is that it takes
a long time - in general easily three years -and many resources to enter the Brazilian market. This fact makes
the Brazilian market a difficult and high risk market to enter for SMEs and startups. Ultimately, it remains
to be seen how large the Brazilian market for innovation services is. The employees and clients at
ICDK Sio Paulo are confident that there are opportunities, but ICDK Sao Paulo has been hampered by the
fact that there is only one innovation advisor employed at the ICDK, which means that the outreach of
ICDK Sio Paulo so far has been limited.

Seoul

ICDK Seoul is located at the Danish Embassy in Seoul, South Korea and officially opened in 2013 as one of
the three new Danish ICDKs. ICDK Seoul has only existed for a short period and has experienced a difficult
beginning. ICDK Seoul has had difficulties in attracting a sufficient number of clients and in achieving their
earning targets. However, it seems that ICDK Seoul is on the right track as the clients and collaborators of
ICDK Seoul perceive that ICDK Seoul has a sufficient local network and a qualified understanding of the
business and innovation system in South Korea. Still, South Korea is a new market, thus ICDK Seoul en-
counters challenges in cultivating new contacts and maintaining existing relations and networks in South Ko-
rea. Even though there is a high concentration of SMEs, a few major players control the majority of the in-
dustry in South Korea, and it is challenge to gain access to the highest levels in these dominant companies. A
challenge in the organisational setup is the grey zone between the ICDK and the TC, which among other
things stems from the earning targets pushing deliverables towards more commercial and trade-oriented ac-
tivities.



Overall, the evaluation shows that ICDK Seoul is on the right track. Feedback from the clients on the com-
mercial as well as the research and education area is generally positive. It is clear that ICDK Seoul creates
value by helping clients in understanding how to access South Korea and by finding relevant partners
for further collaboration, funding opportunities and concluding MoUs. As an example, ICDK Seoul has been
very successful in delivering ‘Innovation Camps’. The experience is that Innovation Camps provide added
value in the form of extending networks, sharing knowledge and prospective and joint projects.

CHALLENGES AND RECOMMENDATIONS

Even if the findings of the evaluation are positive overall, the evaluation finds that there is room for im-
provement and the value creation of the ICDKs could be increased. In the view of Oxford Research,
the main challenge in increasing value creation is that the grey zone between the ICDKSs and the TCs is still
quite large. This means that the innovation officers at the ICDKSs too often take on tasks that are not innova-
tion related but more commercial and export oriented and therefore could have been handled by the TCs.
While to a certain extent a grey zone between the ICDKSs and the TCs is expected (and the ICDKs are al-
ready focused on diminishing the grey zone), it is still Oxford Research’s assessment that it could be dimin-

ished even further. This leads to more genuine innovation activities and thus increased value creation and ad-
ditionally of the ICDKSs.

A key to increased value creation is that employees and management of the ICDKs have a clear idea of the
purpose, focus and supposed services of the ICDKSs and how these differ from the TCs. It is Oxford Re-
search’s impression that this clear notion has been missing in the early years of the existence of the ICDKSs
but that this has been improved in recent years. Next to a clear notion of the purpose and goal of the ICDKSs,
it is crucial that the ICDKs are able to attract an increased number of clients that ask for genuine in-
novation-related services. Doing this is cleatrly not a simple task, and there seems to be some barriers in do-
ing so.

Based on the evaluation, it is Oxford Research’s impression that the following issues are the most im-
portant to discuss between the ministries and the ICDKSs in order to increase value creation:

* Financial setup
* Home-based support and visibility of the ICDKSs in Denmark

According to the ICDKSs themselves, the financial setup of the ICDKSs and insufficient home-based support
make out the two most dominant challenges and barriers for increasing the number of genuine innovation
clients. However, the evaluation also points towards a couple of other challenges for the ICDKSs, including
the following:

¢  Measurement of the ICDKs
* Synergy and collaboration at the ICDKs
e Cross-centre activities and coordination

Below, the challenges and related recommendations are discussed in more detail.
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The financial setup

The innovation officers in the commercial area of the ICDKSs charge the clients for their services and have
yearly earning targets. The yearly earning targets and the fee for services are the issues that have been dis-
cussed the most during the interviews. In general, the ministries, directors and employees agree that this setup
has a number of positive effects:

*  The earning targets give the ICDKSs and employees direction and a clear goal for their work.

* It keeps the ICDKSs on their toes and forces them to focus and prioritise their efforts. The earning tar-
gets push the ICDKSs to be more proactive in finding and identifying new clients in Denmark.

* Itincreases the engagement and expectations of clients that they pay for the service.

* It serves as a filter for clients who are not genuinely dedicated.

* It generates additional income that is a part of the annual budget of the ICDKs.

At the same time, the setup is believed to be troublesome by the ICDKSs, where both employees and directors
point towards the setup having some unintended consequences, including the following:

*  Challenging synergy at the ICDKSs. The earning targets challenge the synergy between the three areas
at the ICDKSs because the employees in the commercial area are primarily focused on reaching their earn-
ing targets instead of prioritising collaboration with the other areas.

* Less innovation and risk-taking. The push towards more market-oriented services is making the grey
zone between the ICDKs and TCs larger, as the commercial area of the ICDKSs focus on reaching their
earning targets and become less critical about the innovation height among their clients and in the ser-
vices that they offer.

* Less long-term and complex projects. It makes it difficult for the ICDKSs to engage in long-term and
complex projects that require development and preparation time before the ICDKSs can actually start bill-
ing the clients.

* Focus on income as opposed to value. It pushes the ICDKSs to focus on the clients who are will-
ing/able to pay for services rather than on clients who would benefit the most from the provided set-
vices.

*  More difficult to work with SMEs. It makes it more difficult to attract startups and SMEs who in gen-
eral are the least able and least willing to pay for services.

The idea of the earning targets and hourly fees are similar to the setup of the TCs. However, since the ICDKSs
have a stronger focus on precommercial activities, innovation and SMEs than the TCs, and the fact that the
setup is believed to be one of the main obstacles to further value creation by all ICDKSs, it is Oxford Re-
search’s recommendation that the ministries, together with the ICDKSs, consider if the setup could be im-
proved. Adjustments, which could be considered, include:

* Reducing the earning targets in general or making the earning targets more flexible and easier to
reduce to create more room for cooperation across sections and accommodate innovation and R&D-
focused projects far from the market. An important focus area of the ICDKs is startups and SMEs, and
these are clients that find it difficult to pay for the services of the ICDKs.



* Changing the structure and incentives to facilitate cooperation. This can be achieved by aligning the
objectives that the employees in the different areas have. The commercial area is the only area that has set
up earning targets for the employees while the employees in the research and education area and invest-
ment promotion area do not have earning targets.

Currently, the ICDKSs use ‘innovation projects’ as an instrument for focusing on precommercial and
innovation-oriented activities. The innovation projects are used for building up competences and
knowledge internally and for testing and developing new ideas and projects in the precommercial phase. In
the longer term, it can lead to more paying clients. At the same time, the ICDKSs receive a reduction of up to
25% in their earning targets from initiating the innovation projects, giving them an incentive to initiate new
innovation projects. Oxford Research finds that increasing the number and/or size of the innovation projects
is one way of making the system more flexible and allow for more innovation.

At the same time, it is the impression of Oxford Research that the ICDKSs spend a significant amount of re-
sources on developing innovation projects. The reduction in the earning targets creates an incentive to spend
resources on Initiating new innovation projects that the ICDKSs would not otherwise be able to spend. Even
though Oxford Research finds that the innovation projects generally are meaningful, it is important not to
create a system where the ICDKSs pursue reductions of the earning targets for the sake of the reductions
themselves rather than the opportunity to carry out meaningful and valuable innovation projects. Based on
this, Oxford Research recommends that the innovation projects and other reductions in the earning tar-
gets are closely aligned with the strategy of the ICDKs and not approved independently from the strate-

ay.

Home-based support and visibility in Denmark
One of the challenges and potentials for improvements pointed out by many clients - both clients from the
research and education area and clients in the commercial area - is that the ICDKSs are not known among

many potential clients in Denmark. The evaluation finds that, especially among startups and SMEs, the
knowledge of the ICDKSs is low.

All ICDKSs have pointed out that they would like more support to promote the ICDKs, advertise events
and contact companies from the ministries in Denmark. Even though the employees of the ICDKs
travel to Denmark several times a year, it is difficult for them to build a large network in Denmark and to
promote the ICDKSs to a larger group of companies and research and educational institutions. In addition,
there is still room for improvement when it comes to cooperation with actors in the innovation systems, such
as GTS institutes, science incubators, innovation networks, etc. Cooperation does exist, but it could be
strengthened.

Recently, the Ministry of Higher Education and Science and the Ministry of Foreign Affairs of Denmark have
started focusing more on strengthening the support to the ICDKSs, and the process is ongoing. Based on the
evaluation, the recommendation is that the Ministry of Foreign Affairs of Denmark and the Ministry of
Higher Education and Science continue focusing on how they can improve the support to promote the
ICDKSs and increase efforts to:
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*  Promote the ICDKSs and their activities, programmes, conferences etc. in Denmark.

*  Spot and map companies and institutions that could be potential clients of ICDK.

*  Coordinate contacts to companies to avoid having several ICDKSs contact and visit the same companies,
research and educational institutions within a short period of time and instead facilitate the ICDKs in
reaching more companies and institutions.

* Increase awareness and establish closer cooperation with key actors in the innovation systems including
universities and university staff, GTS institutes, innovation incubators and the innovation cluster net-
works.

* Release and distribute a yearly report with examples of good practice cases and dissemination of
knowledge from the innovation projects.

*  Collect and share information and status on key stakeholders in order to support informed outreach by
the individual ICDK.

Measurement of the ICDKs

The evaluation finds that the current key performance indicators (KPIs) of the ICDKSs are not measuring the
actual value creation of the ICDKs, as the objectives set up in the performance contracts are primarily fo-
cused on activities and outputs (e.g., number of innovation projects, number of workshops and conferences
held between Danish research institutions/researchers and local research institutions/researchers) rather than
outcome and impact.

This is experienced by the ICDKSs as a barrier for them to navigate and set a direction for their activities and
which clients that they should concentrate on. At the same time, the KPIs are not aligned across the sections
of the ICDKSs. The evaluation has identified a number of challenges concerning the measurement of the
ICDKSs where improvement is possible:

* There is a high number of KPIs. The yearly performance contracts typically have more than 10 KPIs.
Employees at some ICDKs have highlighted that this makes them difficult to remember for the staff at
the ICDKSs and makes it difficult for partners - such as Invest in Denmark, GTS institutes, and the re-
gional business link centres -to see how they can propose common activities that not only benefit them-
selves but also help the ICDKSs reach their goals.

* The KPIs do not provide guidance for the daily work—the main focus is on the earning targets. It
appears that the KPIs are mainly taken into account towards the end of the year before reporting of the
performance contract.

* Measurement and management of the ICDKs has many components—strategic foundation, the
overall and individual earning targets, the performance contract and the innovation projects—and they
are not necessarily aligned and part of the same process. The employees do not feel that there is a clear
overall strategy that sets the goals for their work and cannot see the connection to the content of the per-
formance contract and the focus of the innovation projects.

* There is a low extent of following up on value creation. The ICDKSs, to a large extent, do not follow
up on the clients and their projects and are often not aware of the outcome of their activities. This makes
it difficult for the ICDKSs to assess their own outcome and to direct their time and effort towards the
types of clients where they generate the best results on the outcome level.



While Oxford Research is aware of the fact that setting up sound and easily measurable impact indicators is
very difficult and that a certain level of activity-oriented KPIs often would be needed, it is still our recom-
mendation that the ministries and the ICDKSs discuss how the KPIs could be improved and to work towards
simplifying the structure. This could include:

* Lowering the number of KPIs. This can clarify what the main goals of the ICDKSs are and make it easi-
er to communicate them to relevant collaboration partners in the research, innovation, trade and foreign
direct investment system.

* Distinction between output, outcome and impact indicators in order to evaluate actual long term
impact, quality and value. Oxford Research has considerable experience in formulating and setting up
programme theories that illustrate how activities lead to outputs, outcomes and impacts. While it is im-
portant to keep management and performance measurements simple, a programme theory is a useful tool
to introduce, understand and illustrate how the ICDKSs generate results on the output, outcome and im-
pact level.

* A clear ‘red thread’ between strategy and KPIs. Bring strategy, income targets, performance contracts
and innovation projects together in one interconnected process where there is a clear red thread between
the overall strategy, the KPIs in the performance contracts and the focus and content of the innovation
project. Thus, a revised system should, to a larger degree, guide how the ICDKSs prioritise on a daily basis
and work towards reaching the earning targets—instead of reaching the earning targets being the primary
goal in itself.

*  More follow-up on clients in assessing value creation. It enables the ICDKSs to connect its delivera-
bles and services with the outcome or impact that they create. It also allows the ICDKSs to segment cli-
ents and to have a more strategic approach towards their client base.

* Continuous monitoring and evaluation of the ICDKs. It is complex to measure the impact of R&D
and innovation support activities because the outcome and, if possible, impact of an innovation process
is long-term. Another challenge is that the ICDKSs assist the clients with a range of different tasks and of-
ten lose contact to their clients after they have assisted them. Therefore, it is a challenge to measure im-
pact on a yearly basis (and in the longer term). However, the recommendation is that an evaluation with a
specific focus on outcome and impact is carried out every three or four years. It is important to accentu-
ate that conducting impact evaluations is time consuming and takes up a large deal of resources, thus it is
essential to clarify the level of resources that are spent on conducting the evaluation.

Following this, it is important that the ICDKs focus on how they can collect the information neces-
sary to facilitate an impact evaluation. Company registration numbers and contact details (e.g., company
name, contact person, e-mail, phone number) are the basic information that must be collected. Connected to
the basic information, it would also be essential to have descriptions of the type of services the client has re-
ceived. The suggestion for impact indicators include:

0 Science and innovation impact indicators: student mobility, researcher mobility, funding for
joint projects, joint publications, joint courses.

0 Innovation indicators (company level): number of highly educated employees in the target
country, number of established partnerships abroad, introduction of new setvices and/or products,
increase in R&D spending.




Evaluation of the Danish Innovation Centres

An option is to use longitudinal data collected from Statistics Denmark. The strengths of longitudinal
data is that the data can show trends across time, document change on selected indicators and compare
groups across time. The drawbacks of longitudinal data are firstly, that data from Statistics Denmark is pub-
lished with a two-year delay. Secondly, isolating the outcome and impact from an intervention is a challenge.
However, for isolating the intervention of the ICDKSs, we suggest using two control groups—one containing
businesses that have used other innovation programmes, one containing businesses that have not used an in-
novation service or programme.

Synergy and collaboration at the ICDKs

The ICDKSs have three types of employees: executive directors and innovation officers in the commercial ar-
ea, innovation attachés in the research and education area and Invest in Denmark employees in the invest-
ment promotion area. The evaluation has identified several examples of fruitful collaboration to the
benefit of two or more areas. These examples include collaboration between all three groups of employees,
and the fact that the ICDKs can combine a deep network within science with innovation competencies and
networks is often highlighted as very valuable by clients and a key feature distinguishing the ICDKs from the
TCs.

At the same time, it is clear that collaboration between the different areas and the investment promo-
tion area represented by Invest in Denmark is limited as employees in this area are the least involved in
the joint activities at the ICDKSs. In some ICDKSs, they are, in reality, not involved in common activities on a
daily basis but function, to a large degree, as separate units.

Whether this is caused by the aims and activities of the investment promotion area and the two other areas
being too different to gain from regular cooperation or to possible synergies simply not being spotted or
sought enough is difficult to determine based on the evaluation. However, employees and management at
the ICDKSs clearly experience the low level of cooperation as a problem, since they have the impression
that a high degree of cooperation is desired for by the ministries. Based on these findings, Oxford Research
recommends that:

* The ministries clearly express their expectations to the nature and level of cooperation between
the investment promotion area and the two other areas of the ICDKs.

*  The ICDKSs, in cooperation with the ministries and Invest in Denmark, investigate where and if there
actually are possible areas for increased collaboration that clearly leads to added value creation.

Concerning the last recommendation, it should be mentioned that initiatives to investigate and discuss col-
laboration between Invest in Denmark and the two other areas of the ICDKs are already planned.

Cross-centre activities and coordination

The ICDKSs are becoming more consolidated as they have spent significant resources on exploring which are-
as to focus on, which services to provide, how to work together internally and how to get the institutional
setup in place. Even if the ICDKSs still have some work to do in these areas, most employees and directors at
the ICDKSs and stakeholders agree that the time has come to start exploring collaboration across the ICDKSs



in more depth. Some collaboration does exist - for example, between the innovation attachés and in relation
to the innovation projects - but it is limited. Based on this, Oxford Research recommends that:

* All employees of the ICDKs meet once a year in Copenhagen to further explore the potential for in-
creased collaboration. If collaboration is to be promoted, the employees must meet face-to-face occa-
sionally to get collaboration going.

* The knowledge from the innovation projects is spread between the ICDKs to enhance that new
technological and sectorial knowledge are used broadly across more ICDKs.

The ICDKSs are part of highly different contexts, and the main type of tasks they solve for clients can differ
from country to country. Collaboration between all the ICDKs should therefore not necessarily be
pushed. Focus should be on identifying opportunities for mutual beneficial collaboration, and it should be
acknowledged that not everyone necessarily has common interests.

Need for more ICDKs?

The evaluation finds that the there is a positive view of the ICDKs among the clients and collaborators, and
even though their knowledge of the actual setup of the ICDKSs is limited, they assess that the ICDKs add
value as a part of the Danish export promotion system and innovation system. Therefore, they are all positive
about the idea of establishing more ICDKs around the world in the future. However, the data of the evalu-
ation is not sufficiently strong to recommend where the new ICDKSs should eventually be placed in
the future.
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2. Introduction

With the continuing internationalisation of science and innovation, tapping into foreign sources of
knowledge has become increasingly important. Global cooperation has been constantly increasing and
gaining new forms with the opening and globalisation of societies. Over the last decade, internationalisation
and innovation of businesses have been considered two of the most important factors in determining busi-
ness success. In addition, the internationalisation of research and educational institutions is crucial for the re-
newal of society. High-standard education and scientific research are preconditions for the welfare and inter-
national success of Denmark.

The Danish Innovation Centres (ICDKs) aim at supporting Danish businesses, research and educa-
tional institutions to access international knowledge and research, create connections and develop
business cases with an international perspective. According to the strategic foundation 2014-2015, the
vision is that ICDKSs should be a key strategic initiative of the Danish government’s efforts to promote the
internationalisation of Danish research, innovation and institutions of higher education for the benefit of
Danish growth and employment. Furthermore, the mission of the ICDKSs is to help Danish institutions of
higher education and learning as well as businesses transform knowledge into growth by facilitating networks
and partnerships with leading foreign businesses and by offering tailored advice.

The ICDKs have been evaluated in 2008 and 2010, but this evaluation carried out by Oxford Re-
search is the first evaluation that examines all the six ICDKs. Oxford Research has carried out a com-
prehensive evaluation mixing qualitative and quantitative methods. Three main soutrces of data have been
used throughout the evaluation: desk research, qualitative interviews and surveys. Combined, these methods
constitute a methodological triangulation that has the benefit of minimising idiosyncratic opinions and views
of the different data sources and strengthening the validity of the data. As a key methodological element of
the evaluation, Oxford Research has personally visited the ICDKSs and therefore gained a deeper understand-
ing of the ICDKS, their activities, context and internal dynamics.

The evaluation sheds light on the value creation and additionality of the ICDKs, including how the ICDKSs
contribute to increase knowledge-sharing and collaboration between knowledge-intensive Danish businesses,
research and educational institutions and leading international research, innovation and business systems. In
addition, the evaluation identifies the factors influencing the value creation of the ICDKSs, including their or-
ganisational setup and management structure.

This report contains the findings of the evaluation, including opportunities, challenges and recommendations
for further improvement. The report begins with an overall description of the six ICDKS, their organisational
setup and tasks and the management and performance of the ICDKSs. Then, the evaluation looks into the
value creation and additionality of all the ICDKSs and their organisational setup. Lastly, the six ICDKs are
evaluated and assessed individually.



3. The six Danish Innovation Centres

In partnership with the Danish Agency for Science, Technology and Innovation under the Ministry of Higher
Education and Science and the Trade Council, the Ministry of Foreign Affairs of Denmark has established
and operated the ICDKSs since 20006. The initiation of the first ICDK was in Palo Alto in Silicon Valley, Cali-
fornia, aligned with the Globalisation Strategy of 2006. In 2007, ICDK Shanghai opened, while ICDK Mu-
nich opened in 2008. In 2013, three more ICDKs were established in Sao Paulo, Seoul and New Del-
hi/Bangalore. Cutrently, there are six ICDKSs, as shown in figure 3.1 below:

Figure 3.1: Timeline of the establishment of the ICDKs
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Besides being located in Munich, Silicon Valley, Shanghai, Seoul, New Delhi/Bangalore and Sao Paulo, a
joint staff is located at the Danish Embassy in Tokyo as part of the strategic partnership agreement between

the two governments since 2014. Each ICDK has a ta-
Figure 3.2: Three areas of the ICDKSs gline which describes the main purpose for each ICDK.
The taglines are: Silicon Valley: ‘We help you scale by
giving you access to world-class research and capital in
US’; Shanghai: ‘We help you navigate in China and
open doors to research and business opportunities’;
Munich: ‘We give you access to state-of-the-art indus-
try and R&D in Europe’; New Delhi: ‘We guide you to
long-term research and business opportunities in India’;
Sao Paulo: ‘We guide you to research and technology
with high impact in Brazil’; and Seoul: ‘We give you ac-
cess to the Asian powerhouse of applied research and

technology’.

Research, innovation
and education

Investment

romotion . .
P Opverall, three main areas, as shown in figure 3.2, con-

tribute to the content of the six ICDKSs. The employees
at the ICDKSs work in the three areas: ‘Commercialisa-
tion of innovation’ (the executive director and the in-
novation officers), ‘Research, innovation and education’
(the innovation attaché), and ‘Investment promotion’ (invest in Denmark staff). The combination of these
different areas make the ICDK distinct from the Ministry of Foreign Affairs of Denmark’s other missions
abroad.
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3.1 ORGANISATIONAL SETUP AND TASKS OF THE ICDKS

Each of the ICDKs is part of the overall official Danish representation and promotion of Danish interests in
the United States, China, Germany, Brazil, India and the Republic of Korea under the authority of the Danish
embassies in the respective countries. ICDK New Delhi and ICDK Seoul are located at the embassies of
Denmark in New Delhi and Seoul, ICDK Sio Paulo and ICDK Shanghai are located at the Danish Consulate
Generals in Sdo Paulo and Shanghai, and ICDK Munich is located at the Danish Consulate in Munich. ICDK
Silicon Valley is the only ICDK which is not located at an official Danish diplomatic representation in its
country.

The daily management of each ICDK is carried out by an executive director, who is appointed and employed
on a contract with the Ministry of Foreign Affairs of Denmark. At each ICDK, an innovation attaché is em-
ployed, who is designated by the Danish Agency for Science, Technology and Innovation, but employed on a
contract with the Ministry of Foreign Affairs of Denmark. Furthermore, each ICDK has a number of local
innovation officers employed and one or more Invest in Denmark employees.

The ICDK staff’s primary task is to make contact and help Danish companies as well as researchers, universi-
ties and educational institutions gain access to local networks, knowledge, technology, capital and markets.
The ICDKs offer services and deliverables such as market analysis, monitoring of knowledge, technology and
trends, partner search and matchmaking, review of business plans, arranging of contacts and customised visit
programs for delegations.

There are five main pillars which describe some similarities and examples of the deliverables and services that
the ICDKSs offer:

* Entrepreneurship, which include Entrepreneurship Camps, knowledge about and access to funding
possibilities and knowledge import to Denmark.

* Higher Education Collaboration, which include Student Innovation Camps, educational agreements
and promoting Danish higher education and careers.

* Science and technology scouting, partnering and assessment, which include scientific workshops
and partnering, technology scouting and partnering and science and technology—driven assessment.

* Business Development, which include business model development, product and technology assess-
ment and strategy, partnerships and innovation policy development.

* Innovation projects, which aim at cultivating and disseminating new thematic areas and networks in the
respective local region and promoting Danish competencies, products and talent development through
cooperation between ICDK staff from at least two of the three focus areas of the ICDKs. The joint in-
novation projects—of which a certain number have been implemented already—are an important com-
ponent in creating the ICDK brand; therefore, innovation projects get special financial support.

In addition, some deliverables and services are unique to a single ICDK. An example is Top Talent Den-
mark, which was originally initiated by ICDK Shanghai. Another example is the SCALEit programme of-
fered by ICDK Silicon Valley. Also, the focus and strategy of the ICDKSs vary. As an example, ICDK Munich
differs from the other ICDKSs by having a stronger emphasis on EU research programmes such as FP7 and



Horizon 2020 and being the only ICDK that does not work on creating bilateral agreements between higher
educational institutions.

According to the survey data shown in figure 3.3, the clients in the research and education area mainly use the
ICDKs for participation in delegations/visits to foreign countries (79%), while participation in delega-
tions/visits to Denmark is a service that the clients use the least (23%). Nearly 60% of the clients in the re-
search and education area use the ICDKSs for meeting with representatives regarding possibilities for collabo-
ration about either research, innovation or education with local actors. ‘Participation in workshops and/or
seminars and/or other kinds of network activities’ (50%), ‘Participation in events tregarding rectruit-
ment/exchange of students and researchers’ (42%) and ‘Meeting with representatives from the centre regard-
ing the research agenda, possibilities for funding, the research landscape, etc., in the country’ (41%) are other
services that the clients in the research and education area use to a large extent.

Figure 3.3: Deliverables and services used by clients (research, innovation and education area)

Participation in delegations/visits to foreign countries _ 79,4%
Meeting with representatives regarding possibilities for collaboration _ 5899
about either research, innovation or education with local actors 2 /0
Participation in workshops and/ot seminars and/or other kinds of _ 49.6°
network acitivities 070
Participation in events regarding recruitment/exchange of students and _ 41.8%
researchers 5070

Meeting with representatives from the centre regarding the research

agenda, possibilities for funding, the research landscape, etc. in the _ 41,1%

country

Participation in projects with focus on research and/or innovation _ 31,9%
Participation in delegations/visits to Denmark _ 22.7%
owmer [ 9,9%

Source: Oxford Research 2015 n =153

3.2 MANAGEMENT AND PERFORMANCE OF THE ICDKS

The objectives of the ICDKSs are pursued through annual performance contracts with each ICDK, signed
with the Ministry of Foreign Affairs of Denmark and the Ministry of Higher Education and Science. The
contracts define priorities for the coming year based on the success criteria as well as the opportunities that
exist in the local area. The performance contracts contain a number of key performance indicators (KPIs)
such as Number of innovation projects’, ‘Number of workshops and conferences held between Danish re-
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search institutions/researchers and local research institutions/researchers’, ‘Number of science and higher
education related tasks solved for researchers and also science and higher education institutions’, ‘Yearly earn-
ings targets’ and ‘Number of contacts in Denmark and locally’, to name a few.

In 2014, the six ICDKSs had 253 unique clients and completed 397 cases for clients in total, including invoiced
services and unbilled services. ICDK Shanghai provided the highest number of services and deliverables (171
cases) of the six ICDKSs in 2014. In the same year, the total budgeted earnings for the six ICDKs was 7.7 mil-
lion DKK. However, they only managed to sell services and deliverables for 6.8 million DKK, resulting in a
level of goal achievement at 89% (see Table 3.1).

Table 3.1 Number of commercial clients 2014 | Budgeted and realised earnings 2014

ICDK No. of unique No. of cases for Budgeted Realised Level of goal

clients clients in total (DKK) (DKK) achievement (%)
Silicon Valley 52 87 1.578.330 1.580.529 100
Shanghai 107 171 2.342.899 2.032.407 87
Munich 36 48 1.502.625 1.560.300 104
New Delhi/

12 21 790.128 789.819 100

Bangalore
Sdo Paulo 9 17 431.676 439.820 102
Seoul 37 53 1.056.251 442.300 42
Total 253 397 7.701.909 6.845.175 89

Source: CRM data
Note I: ‘Number of unique clients’ and ‘Number of cases for clients in total” include invoiced services and unbilled ser-

vices.
Note II: The hourly rate is 935 DKK for services provided by the commercial area of the ICDKs.

As a part of the TC setup, ICDK is based on the same payment scheme as the one used in the TC. The pay-
ment scheme only applies to the employees in the commercial area. The conditions of the payment scheme
are laid out in the executive order of payment for services in the foreign service!, allowing the Danish foreign
service to charge for consulting services and assistance that aim at supporting international Danish commer-
cial activities. The ICDKSs are separated from the rest of the T'C setup as they can receive a reduction of up to
25% in the earning targets by initiating innovation projects that focus on precommercial and innovation-
oriented activities.

3.3  TYPE OF CLIENTS

The ICDKSs assist Danish companies and research and educational institutions as well as work for establish-
ing partnerships with foreign research institutions, business and organisations. The primary focus areas of the

! Bekendtgorelse om betaling for tjenestehandlinger i udentigstjenesten



ICDKSs are ICT, life science and cleantech. These are typical high-tech sectors, and when looking into the cli-
ents that use the ICDKSs, they are primarily knowledge and technology—intensive businesses. This does not
mean that the ICDKSs work exclusively with businesses in high-tech sectors; the ICDKs work with companies
in any industry as long as they are relevant subjects for the innovation services that the ICDKSs are offering.

Various Danish universities and research institutions have worked with the ICDKs. The ICDKs represent
them and work on specific requests such as connecting researchers and students and concluding agreements.
Danish businesses collaborate with the ICDK on specific tasks and projects such as workshops, conferences,
innovation projects, etc. For many of the businesses, a driver for engaging and using the deliverables and ser-
vices of ICDK is a desire to expand to new and larger foreign markets. Notably, the born global startups per-
ceive the small domestic market in Denmark as a constraint to their growth prospects.

It is a constant challenge for the ICDKS to find clients among smaller companies and startups, and for the re-
search and education area, it has been challenging to collaborate with GTS institutes. If there is an opportuni-
ty, the ICDKSs are looking for connecting with businesses and research institutions. An example is ICDK
New Delhi/Bangalore, which contacted a Dan- Figure 3.4 How the clients got in contact with the

ish university department in food science about ICDKs
collaboration opportunities with Indian dairies.

As shown in figure 3.4, among the clients in the Do not

research and education area, 24% have been k“;‘:’t" do

contacted by the ICDKSs. comember Other 4,3%
Through 3,4%

At the same time, the largest share of the clients |events/seminass/
in the research and education area find the confezences

L)
ICDKSs by themselves and make the first con- 12,5%
tact (34%).
. .. . I made contact
On the other hand, the picture is different if we s
look into the clients from the commercial area. 34,0%

According to the interviews with the clients in
the commercial area, the clients generally point
out that they were contacted by an ICDK, typi-
cally at a conference or event in Denmark or

. . .. made contact
directly by mail or telephone. In addition, many T
of the clients in the commercial area have heard 23,8%
of the ICDKSs through network.

The centee

The evaluation finds that, especially among the ~— Seveee: Oxford Research 2015 n =153
clients in the commercial area, the awareness of
the ICDKSs is low while the clients in the research and education area are more aware of the ICDKs.
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4.Value creation and additionality

This evaluation finds that the ICDKSs bridge the geographical distance between Denmark and the foreign
markets and manage to create a cross-national link where Danish actors interact with foreign actors in devel-
oping and exchanging knowledge, skills, practices and views. Through their deliverables and services, the
ICDKSs play an important role in incentivising startups, SMEs, larger businesses and research and educational
institutions to explore foreign markets, R&D and innovation systems and to create awareness of business and
research opportunities abroad.

From the interviews and survey results, it is clear that the ICDKSs act as vital links for Danish businesses,
researchers and educational institutions looking for new partners, cutting-edge research or R&D re-
sources in foreign markets. The main findings of the evaluation regarding the value creation of the ICDKs
are:

*  The clients acknowledge that the ICDKSs are in sync and understand the needs and strategies of high-tech
businesses with a strong R&D focus as well as research and educational institutions.

*  The clients find that the ICDKSs support them in obtaining an overview of the R&D and innovation sys-
tems in the target countries. The ICDKSs have solid technical knowledge and an overview of the local
R&D and innovation systems, including the relevant research institutions, R&D based businesses, inno-
vation hubs, etc.

*  Across the ICDKSs, the evaluation finds that the ICDKSs create value by enabling their clients to access
local networks, and thereby, the ICDKs provide a platform for establishing joint projects or validating
value propositions.

*  From using the ICDKSs, the clients believe that they receive new and relevant information about the mar-
ket and research field that they look into. Thereby, they learn about the market and research agenda in
the target countries.

*  Given their strong connections and network in the R&D and innovation systems, the ICDKs accelerate
the process to enable research and educational institutions to conclude collaboration agreements with lo-
cal partners in foreign countries.

*  The ICDKs contribute to market Denmark and the Danish strongholds partly as a consequence of con-
necting Danish actors with foreign actors and partly because of the setup and focus of the ICDKs that
are considered unique in some regions compared to other countries’ representations.

Between the ICDKSs, there are differences in their value creation. The above-mentioned outcomes apply to all
the ICDKs, but for the ICDKSs located in South Korea, China, India and Brazil, there is a more prevalent fo-
cus on creating access to their markets. There are three reasons for this:

1. The significant cultural, political and economic differences between the Danish environment and the en-
vironment in the above-mentioned countries make it more difficult for an individual client to navigate in
these markets.

2. The clients are often new to the markets and typically have no prior experience with these regions.



3. ICDK Seoul, ICDK New Delhi/Bangalore and ICDK Sio Paulo are still relatively young ICDKs. Thus,
they are still in the initial phase of building up networks and creating linkages locally.

The evaluation finds that the additionality of the ICDKSs is high, which is suggested by the interviews with
the clients and by the survey data, where the general feedback is that the ICDKSs have been crucial for gener-
ating an outcome for the client. The ICDKSs have been successful in making use of alliances and partnerships
as well as relationships that are more informal with Danish clusters, organisations and networks that support
R&D and innovation processes. Therefore, and to a large extent, they tour Denmark not only to seek con-
tacts with relevant and potential Danish partners but also to maintain their Danish relations. Abroad, the
ICDKSs have established partnerships and collaborations with different types of actors in the markets and
R&D and innovation systems. They range from national and regional governments, research and educational
institutions, cluster organisations, startups, SMEs, multinational companies, business associations and inves-
tors.

From these findings, the evaluation concludes that the focus of the ICDKSs is qualitatively different from
the market focus of the rest of the Danish export promotion system. The ICDKSs focus on assisting cli-
ents in the early R&D stage, identifying potential opportunities, partners and solid business models and en-
suring that plans actually take off internationally. While the TC offers a network of foreign offices with in-
market advisors in foreign countries who offer a number of specialised services to promote exports, including
the identification of potential customers, the ICDKSs offer a different kind of support. The ICDKSs focus on
enabling their clients to have a presence in key technology and innovative clusters by supporting them with a
deep local knowledge and understanding of R&D and innovation processes as well as technology and market
trends.

As a part of the Danish innovation system, this evaluation also finds that the ICDKs add extra value be-
cause of their focus on innovation as a bilateral and international activity. While the Danish innovation
system is, to a large extent, national-oriented, the ICDKSs, by being localised in regions outside Denmark, can
help create more cross-national innovation between the Danish innovation and research environments and
the innovation and research environments abroad.

4.1 VALUE CREATION OF THE ICDKS

This evaluation finds that the ICDKSs create value by acting as vital links for Danish businesses and re-
searchers looking for new partners, cutting-edge research or R&D resources in foreign markets. In
this chapter, we will look into the value creation of the ICDKSs in greater detail by providing concrete exam-
ples of how they work and the outputs and outcomes that the clients get from collaborating with the ICDKs.

The value creation of the ICDKSs is measured on the following indicators:

*  Output indicators describe the delivery of the activities, including number of workshops, number of in-
novation projects, etc. Some of these ate set up in the performance contracts.
*  Outcome indicators describe the changes that the outputs produce on the short and long term.

* Impact indicators describe progress made towards socioeconomic effects such as job creation, turno-
ver, etc.
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Based on this framework, the evaluation finds that the ICDKSs primarily create value on the output and out-
come level while results on the impact level are sparse. The evaluators assess that the low value creation on
the impact level is expected because innovation processes lie at a distance from the actual market introduc-
tion, and because of that, a time lag is expected before the full economic impact is realised. Therefore, in the
evaluation, the focus is on the results on the output and outcome level.

4.1.1 Results on the output level

Generally, the ICDKSs have been successful in achieving the objectives set up in the performance contracts.
The performance contract mostly focuses on outputs such as the number of joint innovation projects, num-
ber of workshops and number of activities held. Reaching the output goals is the basis for creating outcome
and impact in the long term, therefore the high level of achievement regarding the performance indicators
underlines that the ICDKSs are successful in executing the plan that have been set up for them overall.

As described in the previous chapter, the ICDKSs initiate a broad range of deliverables and services that are
mainly innovation oriented. The overarching purpose of these deliverables is to help the Danish businesses
and researchers connect with businesses, research
institutions and local authorities, and in this way,
clarify the research and business opportunities

Figure 4.1: Level of satisfaction with the ICDKs
(clients in the research, innovation and education area)

Dissatisfied V. . . .
1.3% ey abroad. In the interviews, the clients on the com-
270 dissatisfied Do not . .
0,9% know mercial and research side generally express the
0,9% view that they are very satisfied with the collabora-
Neither ‘ tion with the ICDKSs, a view that is also supported

satisfied nor
dissatisfied
6,4%

by the survey data that shows that since 2010, two-
thirds of all clients in the research and educational
area have used the ICDKs more than once. The
fact that the majority of the clients return to the
\‘ ICDKs after using their services accentuate that
Satisfied | the ICDKs have deliverables and services that
30,2% meet the needs and demands of the clients.
Among the clients in the research and educational
area, the survey result in figure 4.1 shows that the
level of satisfaction with the ICDKs is high; 90%
are ecither very satisfied or satisfied with the
ICDKs.

The clients acknowledge that the ICDKs are in
sync and understand the needs and strategies of
high-tech businesses with a strong R&D focus as well as the needs of research and educational institutions.
The survey data shows that 81%. of the clients in the research and education area strongly agree or agree that
the ICDKSs have a good understanding of their challenges and needs.

Source: Oxford Research 2015 n =153



4.1.2 Results on the outcome level
The interviews with the clients and the survey data show that the ICDKSs primarily lead to results on the out-
come level. The evaluation finds that the following are the main outcomes for all ICDKs:

*  An overview and understanding of the R&D and innovation systems in the target countries.

*  Access to local networks that give a platform for establishing joint projects and validating value proposi-
tions.

* Anincreased level of knowledge of the market and research agenda in the target countries.
*  Conclusion of collaboration agreements with research partners.
*  Marketing of Danish strongholds in the target countries.

Figure 4.2 shows the results from the survey with the research and education clients. It shows that the main
outcome for the research and education clients is that they have expanded their network in the target country
(58%). 41% of the clients in the research and education area have gained knowledge about the possibilities
for collaboration and/or possibilities for funding, while 35% have made contact with new researchers within
their research field. However, not all clients in the research and education area gain from their collaboration
with the ICDKSs, and 13% state that they have not achieved and do not expect to achieve any outcome be-
cause of their collaboration with the ICDKSs. The survey results are unfolded and analysed later on in this sec-
tion.

Figure 4.2: Outcome of using the ICDIKSs (clients in the research, innovation and education area)

We have expanded our network in the country  [EI—— 58,4%

We have gained knowledge about the possibilites for collaboration T
and/or the possibilites for funding 2270

We have made contact with new researchers within our research field  [NEGEGG  35,0%

We have established/ate establishing a collaboration agreement with a I 328
5 0

local university/knowledge institution

We have gained better knowledge about the research agenda and/or the T X
5 o

research landscape in the country

We have placed the Danish educations on the market [N 28,5%

We have made contact with private companies [N 22.6%
We have gained knowledge about the demand for research in the I
5 0

country

We have new ideas for rescarch [N 19.7%

We have made contact with new researchers outside of our research o
e I 17,5%

We have changed our project/research focus/agenda [N 14,6%
We have not achieved/do not expect to achieve any immediate results [N 13,1%

Other results [ 10,2%

Source: Oxford Research 2015 n=153
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4.1.2.1 An overview and understanding of the regional R&D and innovation sys-

tems
A main outcome that applies to all ICDKSs is that clients obtain an overview and understanding of the region-
al R&D and innovation systems. The clients believe that they receive highly qualified support from innova-
tion officers who have a deep knowledge and understanding of innovation and technology markets. For a
high-tech business or a research institution, it is a benefit that they can rely on the ICDKs insights into the
R&D and innovation systems in the respective target countries.

The clients emphasise that it adds value to them that the ICDKSs have highly educated employees with a spe-
cific interest in innovation and with a technical profile. As an example, in ICDK Shanghai, they have recruit-
ed innovation officers with PhD degrees that have a specialised insight and knowledge of technical areas such
as photonics engineering and life science. To illustrate the importance of having specialised technical under-
standing, a small Danish life science company has used two different ICDKSs for the same purpose. In one
ICDK, they had an innovation officer with a specific technical knowledge in life science, and in the other
one, it was a generalist. Even though the company was generally satisfied with the level of service provided by
both ICDKSs, it was a positive add-on and it gave them a better understanding of the challenges and opportu-
nities of the market that one of the ICDKSs had a specialised technical capacity in the field.

The clients and collaborators highlight that the employees at the ICDKSs are flexible, responsive and coopera-
tive. As an example, a larger Danish pharmaceutical company has found that despite the innovation officer at
the ICDK not having any knowledge about the sector beforehand, she quickly learned it and understood the
challenges that the company faces. In another case, the interviewed client, representing a smaller Danish
cleantech company, found that the innovation officer had no technical insight in the cleantech area, but the
added value from their relation with the ICDK was that the innovation officer spoke the language in the
country and had an understanding of the opportunities and challenges in the country.

4.1.2.2 Accessing local networks

A core focus of the ICDKSs is that they make connections and build up networks with actors in their local
markets and R&D and innovation systems. The clients make use of the established connections that the
ICDKs continually foster and develop, thus many clients in the research and commercial area emphasise that
‘accessing local networks that give a platform for establishing joint projects or validating value propositions’ is
an important outcome.

As figure 4.2 shows, the main outcome for research and educations clients is that they have expanded their
network in the target country (58%). Participation in delegations and visits abroad contribute to accessing
new networks, where they meet local actors in research, innovation or education for discussing possibilities
for collaboration. The innovation attachés at the ICDKSs find that the researchers and educational institutions
contact them with a concrete request or idea of what they want to gain from their collaboration with the
ICDK. Often, it is about building up their network and meeting researchers and educational institutions in
their own research field, while they rarely want to explore new research and develop new ideas for research. It
is also mirrored in the survey results in figure 4.2, where about 20% have had new ideas for research and
about 18% make contact with new researchers outside their research field.



In the interviews, many clients have highlighted the importance and benefit they gain from accessing local
networks because in some cases, it gives them a platform for engaging themselves in joint projects with rele-
vant local partners or in validating a value proposition as they go through the process of interacting with po-
tential customers to understand their particular needs. The Innovation Camps are a service where a process is
initiated in aligning the clients’ products offering to the opportunities in the target markets. Large internation-
al Danish companies, in collaboration with ICDK Seoul and ICDK Shanghai, have coordinated Innovation
Camps focusing on bringing together students to develop new ideas for products as well as to encourage fu-
ture cross-national cooperation in innovation.

In the interviews, the clients pointed out that the ICDKSs have strong local knowledge and insight in terms of
knowing the right people and the actors in the country’s research and innovation system. Especially for the
research clients, it appears to be crucial that they meet high-level individuals in order to make agreements
with partners. There are differences between the ICDKSs because the dynamics of creating networks are dif-
ferent between the countries. In the Asian countries (China, India and South Korea), it is crucial to establish
connections with high-ranking officials and researchers; it is also relevant in other countries, but to a lesser
extent. The business culture in Germany is still more formal than in Denmark, while connecting with relevant
actors in Silicon Valley is more informal. The level of consolidation of the ICDKSs is also an influential factor,
as the younger ICDKSs are still in the process of building up their network and making new connections,
while ICDK Shanghai, Munich and Silicon Valley also stay in touch with their network and are continually
making new connections, and therefore, these ICDKSs have been able to build up a denser network.

As an example of a successful case, ICDK Silicon Valley supported a Danish research institution through its
strong and dense network in the local R&D and innovation environment. ICDK Silicon Valley collaborated
closely with UC Berkeley, and through this, ICDK Silicon Valley helped the Danish research institution in
raising money for a large research project. A small Danish cleantech company used the Innovation Growth
service, and ICDK S3o Paulo assisted the company in screening and mapping potential partners for collabo-
ration. In the end, the company was part of an application for research funding, and the interviewed client is
certain that it was possible because ICDK Sao Paulo had an entrance to the right level at the local universi-
ties.

Figure 4.3 shows that the research and education clients believe that the ICDKs know the relevant actors in
the local environment (78% strongly agree or agree) and have access to a sufficient local network (75%
strongly agree or agree).
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Figure 4.3: Access to network (clients in the research, innovation and education area)

The ICDK knows the actors that are relevant for us 8% 4°/. 37% 38%

The ICDK has a sufficient local network 12% 3% 35% 39%

Don't know/not relevant  # Strongly disagree/disagree M Neither agree nor disagree M Agree M Strongly agree

Source: Oxford Research 2015 n =153

4.1.2.3 An increased level of knowledge of the market and research agenda
Another outcome from using the ICDKs is that the clients find that they receive new and relevant infor-
mation about the market and research field that they look into. Therefore, as a result from their collaboration
with the ICDKSs, they get ‘an increased level of knowledge of the market and research agenda in the target
countries’. The ICDKSs focus on providing deliverables and services that are designed to familiarise the cli-
ents with the culture and business practices of the foreign regions. As an example, ICDK Shanghai is very ac-
tive in shedding light on China’s economic development and transition to becoming a more knowledge-
intensive and innovative economy through the facilitation of workshops and networks.

The type of information varies from factual insights about legislation to more tacit knowledge about cultural
practices. From the interviews with the clients in the commercial area, it appears that there are two ways that
the clients gather new information about the markets. In some cases, the clients want to explore a market and
find out how it works. As an example, a Danish SME in the ICT sector contacted ICDK Seoul to meet up
with relevant partners and collaborators in South Korea. ICDK Seoul arranged a tour where the company
had a chance to meet South Korean ICT companies that were potentially relevant as partners. Subsequently,
the Danish SME gained an insight into the South Korean market and its technological and innovative level.
The tour also gave the client a better understanding of cultural codes and business conduct in South Korea.
In other cases, the client contacts the ICDK with a concrete request and need. As an example, a Danish
startup in life science contacted ICDK New Delhi to understand the legislation and regulation of the Indian
medical sector. ICDK New Delhi gathered and structured the information for the company, and the compa-
ny learned about the regulatory challenges of entering the Indian market.

The research clients typically meet with relevant research institutions in a similar research field through dele-
gations and inspirational tours to gain insight into the research agenda. In some countries such as China and
South Korea, the research agenda and priorities at the universities are tightly linked to the state level’s re-
search and science policy. The research clients find that the added value of the ICDKSs is that they help them
in understanding the research priorities and strategies. A representative of a private Danish foundation has
found that ICDK Shanghai supported them in translating the cultural and bureaucratic challenges that they
faced in China into opportunities for them. ICDK Shanghai gave them an understanding of the Chinese re-
search agenda, and as they were new to China, the client avoided making wrong decisions and mistakes.



The evaluation finds that this outcome is especially prevalent for the clients of ICDK Shanghai, Seoul, New
Delhi and Sao Paulo partly because the clients often are new to the market and research agenda in these re-
gions, and partly because the cultural, political and economic context in these regions is very different from
the Danish context. In these regions, the ICDKSs act as a gateway to Danish businesses and researchers that
want to understand the markets and research agenda. While it is also pointed out as an outcome for clients in
Germany and the USA, the environment in these countries is more similar to the Danish environment, and
the clients are generally more experienced in operating in these markets. ICDK Silicon Valley and ICDK
Munich create value because of their deep knowledge and understanding of R&D and innovation processes
as well as insights into the key technology and market trends.

4.1.2.4 Concluding collaboration agreements with research institutions and busi-

nesses
For the clients in the research and education area, ‘concluding collaboration agreements with research institu-
tion’ is a concrete outcome that the assistance of the ICDKSs accelerate. A point made by larger research insti-
tutions is that they have the administrative and professional capacity to conclude agreements with foreign
universities by themselves, but with the assistance of the ICDKs and their network, they are able to do it
more efficiently and at a faster pace. In the survey shown in figure 4.2, one-third have established or are es-
tablishing collaboration agreements with a local university or knowledge institution.

The insight of the ICDKs into the R&D and innovation systems means that they are able to link researchers
and businesses. As an example, ICDK New Delhi/Bangalore assisted a Danish research institute in food sci-
ence in concluding collaboration agreements for an exchange programme for PhDs with Indian research in-
stitutions as well as with businesses.

4.1.2.5 Marketing of Denmark and Danish strongholds in the target countries
‘Marketing of Denmark and Danish strongholds in the target countries’ is an outcome that the collaborators
in the target countries see as an important result of the ICDKSs’ global presence. To them, the ICDKs repre-
sent a unique setup because of their innovation focus that the other comparable countries do not have at
their diplomatic representations. It gives the ICDKSs an advantage in accessing the R&D and innovation sys-
tems in the target countries and, in this way, brand Denmark and the Danish strongholds.

4.2 THE ADDITIONALITY OF THE ICDKS

The additionality of the ICDKs is high, which is suggested in the interviews with the clients, where the
general feedback is that the ICDKSs have been crucial for generating an outcome. Across the ICDKs, the
main additionality is that they help clients efficiently navigate the uncertain process of gaining access to mar-
kets and research and innovation systems in new foreign countries. For many of the businesses, a driver for
engaging and using the deliverables and services of the ICDKs is that they want to establish themselves in
new regions and innovate their high-tech products and services. Notably, the born global startups perceive
the small domestic market in Denmark as a constraint to their growth prospects and in gaining access to new
knowledge. For research and educational institutions, the ICDKs can boost their internationalisation strate-
gies and assist them in concluding new MoUs or in gaining access to cutting-edge research.
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The ICDKSs have been successful in making use of alliances and partnerships as well as relationships
that are more informal with actors and organisations that support innovation processes in Denmark.
Therefore, to a large extent, they tour Denmark not only to seek contacts with relevant and potential Danish
partners, but also to maintain their Danish relations. Abroad, the ICDKSs have established partnerships and
collaborations with national and regional governments as well as with research institutions, business associa-
tions, service providers, nonprofit organisations and investment groups. In the interviews with the ICDKS, it
is also clear that some of the ICDKSs, especially at ICDK Silicon Valley where relations are more informal,
make extensive use of informal ties to support clients in their efforts to access the markets. Therefore, expeti-
enced employees are important because they are able to tap into their social and professional networks when
helping a company identify potential customers, partners, investors or specialised service providers.

Even though the ICDKSs have succeeded in creating results on the output and outcome level, a challenge that
the ICDKS face is to differentiate and segment clients to create the best possible outcome. Many employees
at the ICDKSs underline that it is difficult to work strategically and select the most appropriate clients and
partners for their services as they do not have a tool for measuring the outcome and impact of their services.
Therefore, they are not certain about which client segments that create the highest outcome, and the risk is
that the deliverables and services offered by the ICDKSs are suboptimal.

Figure 4.4 shows the distribution of the research and education clients, when asked about the additionality of
the ICDKSs. The survey data clearly suggests that the ICDKSs create a value that the clients would otherwise
not have been able to create. 46% indicate that they would not have been able to reach the same results with-

out the intervention, and 33% indicate that
Figure 4.4: Would you have been able to reach the they could have reached the results, but not to
same results without the support of the ICDK the same extent. Only 9% state that they
(clients in the research, innovation and education would have been able to reach the same re-
arca) sults without the ICDKSs involvement.

Yes, to the

same extent Between the ICDKs, there are some differ-
8,6% . . L
ences when it comes to their additionality.
While in South Korea, China, India and Brazil
it is fundamental that they can help their cli-
ents in accessing the local markets and give
them an understanding of the cultural and po-
Yes, but not litical context, it is less important in Germany
to the same and the United States. In these countries, the
extent .. . .
33.3% political and cultural environment is closer to
the Danish environment. It appears that the
technological insight and overview of the vital
actors in the R&D and innovation systems in
these countries are important for their clients.

Source: Oxford Research 2015 n =153

Looking into the activities of the ICDKSs, they
focus on assisting clients in the early R&D stage, identifying potential opportunities, partners and solid mod-
els and ensuring that plans actually take off internationally. The evaluation finds that the focus of the ICDKs
is qualitatively different from the market focus of the rest of the Danish export promotion system.



While the TC offers a network of foreign offices with in-market advisors in foreign countries who offer a
number of specialised services to promote exports including the identification of potential customers, the
ICDKSs offer a different kind of support. The ICDKSs focus on enabling their clients to have a longer pres-
ence in key technology and innovative clusters with full immersion in the foreign business environment and
with the assistance of innovation officers that have a deep knowledge and understanding of innovation and
technology markets. Also, as a part of the Danish innovation system, this evaluation finds that the ICDKs
add extra value because of their focus on innovation as a bilateral and international activity. While the
Danish innovation system, to a large extent, is national-oriented, the ICDKs, by being localised in interna-
tional regions outside Denmark, can help create more cross-national innovation between the Danish innova-
tion and research environments and the innovation and research environments abroad.
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5. Organisation and management

This evaluation finds that the ICDKSs are well managed and are an integrated part of the Danish dip-
lomatic setup. The expatriate staff at the ICDKSs have diplomatic titles such as consul general (the executive
director of ICDK Sao Paulo), consul (the executive director of ICDK Munich) and counsellors (the executive
directors of the other ICDKSs and the innovation attachées of all the ICDKSs). These titles are useful for gain-
ing access to new networks and for establishing valuable contacts. At the same time, the evaluation finds that
in countries with a hierarchical business culture such as India, China and South Korea, the co-location with
an embassy or consulate general is a benefit to the ICDKSs, because an ambassador or consul general can
support the ICDKSs in opening up doors to the highest management level in companies, authorities and uni-
versities.

One of the main challenges that the ICDKs face is the grey zone between the ICDKs and TCs, which
means that the innovation officers at the ICDKSs often take on tasks that are not innovation related but more
commercial and export oriented and thus could have been handled by the TCs. While a grey zone between
the ICDKSs and TCs is expectable, the earning targets reinforce the grey zone. Also, the evaluation finds that
the earning targets challenge the synergy between the three areas - research and education, commercial and
investment promotion - because the employees in the commercial area are primarily focused on reaching
their earning targets instead of prioritising collaboration with the other areas. These are challenges that limit
the value creation of the ICDKSs.

An instrument that pushes the ICDKs in the direction of focusing more on precommercial and inno-
vation-oriented activities and in creating synergy at the ICDKSs is the innovation projects. The innova-
tion projects are used for building up competences and knowledge internally and for testing and developing
new ideas and projects in the precommercial phase. The ICDKSs are incentivised to initiate new innovation
projects as they receive a reduction up to 25% in their earning targets from initiating the innovation projects.

In addition, the evaluation finds that:

* The collaboration between the ICDKSs and the Danish ministries (the Ministry of Foreign Affairs of
Denmark and the Ministry of Higher Education and Science) is well functioning. However, the adminis-
trative reporting and documenting to the ministries is experienced as burdensome.

*  The ICDKs need more backup from the ministries in seeking out new clients and in assisting them to
prioritise and segment clients and partners.

* The ICDKs are becoming more consolidated, but so far the level of cross-centre activities has been lim-
ited.

*  The ICDKSs are not satisfied with the performance contract as a tool because it is too focused on activi-
ties and outputs and less on outcomes and impacts. It makes it difficult for them to navigate and set a di-
rection for the activities and clients that they should focus on.

* To a large extent, the activity of the ICDKSs is related merely to the research and education area or the
commercial area (or in some cases the intersection between the two areas), while the investment promo-
tion area represented by Invest in Denmark is less involved. Many of the ICDKS’ clients and especially



the clients from the research and education system, are generally not aware of the ICDKSs’ setup consist-
ing of a research and education section and a commercial section.

In the succeeding chapters, the evaluation examines the following themes: localisation with the Danish repre-
sentations, collaboration with the Danish ministries and cross-centre activities, interplay between the three ar-
eas, including the joint innovation projects, and incentives and performance contracts, including the payment
scheme and earning targets.

5.1 LOCALISATION WITH THE DANISH REPRESENTATIONS

The evaluation finds that co-location with a consulate general or an embassy is mostly a benefit for
the ICDKSs especially in India, China and South Korea, because an ambassador and consul general can sup-
port the ICDKSs in opening up new doors to the highest management level in companies, authorities and
universities. Also the evaluation finds that the royal crown adds value, because the ICDKSs are viewed as offi-
cial representatives of Danish interests. Also in Silicon Valley, where networks and connections are more in-
formal, the royal crown plays an important role, but it is not as vital as in the other regions.

The interviews with the employees and the foreign collaborators suggest that potential partners in the foreign
regions attach great value to the ICDKSs being a part of a consulate, consulate general or an embassy. An ob-
servation obtained from the interviews with the employees at the ICDKSs and the consuls, consul generals
and ambassadors is that from an outside perspective, it is less confusing if the partners view the ICDKSs as an
integrated part of the Danish representation rather than an independent unit. The interviews with the foreign
collaborators suggest that they do not differentiate between the ICDK and the Danish representation. To
them, it is one unit representing Danish interests.

In the day-to-day operations at the Danish representations, sharing the same office and being an integrated
part of the Danish diplomatic setup is generally viewed positively. Cooperation and knowledge sharing be-
tween the ICDKSs and the TCs are actively promoted. At ICDK Seoul, the ambassador pays attention to shar-
ing knowledge between the diplomats and the employees at the ICDK and the TC. There is a joint meeting at
the embassy on a weekly basis, and coordination and management meetings are held continuously. In Seoul,
the focus on creating cooperation has, among other things, led to a joint project between the ICDK and the
TC about water resources. As the head of the diplomatic representations, the ambassadors are the formal
chiefs of the ICDKSs, which sometimes pose a potential challenge especially at the ICDKSs located within an
embassy. If the ambassador wants the ICDK employees to do a certain task in relation to an official state vis-

it, they are expected to participate, even though it is not a success criteria in the performance contracts set up
for the ICDKs.

5.2 COLLABORATION WITH THE DANISH MINISTRIES AND CROSS-CENTRE
ACTIVITIES

The expansion from one ICDK to six ICDKs in seven years underlines the mutual interest and willingness
for further collaboration between the Ministry of Foreign Affairs of Denmark and the Danish Ministry of
Higher Education and Science. Since the beginning of the interministerial collaboration in 2006, the
evaluation finds that the two ministries is gradually getting closer. Taking into consideration that the
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ministries have different political agendas and focuses, the collaboration has been successful. The interviews
with the government officials in the two ministries support this finding.

In addition, the evaluation finds that the collaboration between the ICDKs and the Danish ministries is
generally well functioning, as the ministries are viewed as approachable and easy to communicate with.
However, the interviewees at the ICDKSs point out that there is room for improvement when it comes to the
level of reporting and administration, as their experience is that they spend too many resources and time on
documenting their activities. As one employee of an ICDK puts it, he would appreciate less micro manage-
ment and instead a management approach increasing the ICDKSs’ autonomy for planning and managing their
activities. At another ICDK an interviewee thinks that the ministries need to realise that the ICDKSs can op-
erate in the target countries more independently, and therefore the ICDKSs do not need to be involved in eve-
ry decision at the governmental level concerning them. The most important challenge that the ICDKs
face is that they spend many resources on seeking out and finding potential clients and partners in
Denmark. Except ICDK Munich, all of them are far away from Denmark geographically, which makes it
challenging to maintain connections in Denmark as well as to find new clients and partners. The interviews
with the Danish clients suggest that they experience that the general Danish knowledge of the existence of
the ICDKs among Danish startups and SME:s is low. Because of this, the ICDKSs suggest that the ministries
increase their level of backup in seeking out new clients and in assisting them to prioritise and segment clients
and partners. More focus on marketing and branding the ICDKs in Denmark is another action that the
ICDKSs and the interviewed clients think that the ministries should take.

The ICDKs are becoming more consolidated, but so far the level of cross-centre activities has been
limited. Most employees and directors s at the ICDKSs agree that the time has come to start exploring the
opportunities for collaboration across the ICDKSs. There are examples of collaboration across the ICDKSs,
but the general opinion is that enhancing collaboration would strengthen the total effort of the ICDKSs, as a

higher level of knowledge sharing and spillover effects helps to reduce the level of error of new projects initi-
ated by the ICDKSs.

5.3 INTERPLAY BETWEEN THE THREE AREAS

A large number of the ICDK activities focus merely on the research and education area or the com-
mercial area (or in a few cases, in the intersection between the two areas), while the investment
promotion area represented by Invest in Denmark is less involved in the activities. The employees at the
ICDKSs find the level of involvement of the investment promotion area a problem because they have the im-
pression that the ministries require a high level of cooperation. However, the evaluation has identified varia-
tions between the ICDKs regarding the interplay and collaboration between the three areas. (Please note that
Invest in Denmark is not a part of the setup in ICDK Sao Paulo.) As an example in one ICDK, the innova-
tion attaché finds it easier to collaborate with the employees from Invest in Denmark than with the employ-
ees from the commercial area. This is partly due to the earning targets of the commercial area incentivising
them to reach their own targets and partly due to the common interest between the research and education
area and the investment promotion area, where initiating research collaborations between Danish and foreign
research institutions at the same time is an opportunity to market Denmark as a place for investments.



Generally, the coordinators from Invest in Denmark find that it is more meaningful to collaborate with the
innovation attachés than with the employees from the commercial area. Across the ICDKSs, collaboration be-
tween the commercial area and Invest in Denmark is practically nonexistent. As one interviewee puts it, it has
to do with the differences in their logic. While Invest in Denmark works more commercially and to attract
investments to Denmark, the commercial area in the ICDKs works towards attracting Danish clients to for-
eign countries and has a focus that is more precommercial than Invest in Denmark.

There is a number of good cases and examples of interplay between the research and education area and
commercial area, and an instrument that enhances this is the joint innovation projects that focus on linking
more areas. In the day-to-day operations at the ICDKs, the employees generally experience a high
level of collaboration between the research and education area and the commercial area as they share
knowledge and experiences. Still, the employees at the ICDKs assess that a large share of their deliverables
and services are either in the research and education area or in the commercial area.

A main finding is that the earning targets for the commercial area push further in the direction of less synergy
between the research and education area and commercial area, as the employees in the commercial area prios-
itise reaching their earning targets instead of creating links and collaboration with the research and education
area. Going through the interviews with the clients of the ICDKSs, many of them use deliverables and services
from either the research and education section or the commercial section. Few have been in direct contact
with both sections, and in the interviews, the clients are generally not preoccupied with the added value of
this ICDK setup. Typically, they have a specific request, and especially among the research and education cli-
ents, the awareness of the commercial area at the ICDKSs is low, as they often have a specific focus on meet-
ing other researchers and potential partners from research and educational institutions.

5.3.1 The joint innovation projects

The evaluation finds that the innovation projects are instruments that create synergy between the re-
search and education area and the commercial area. The ICDKSs receive a reduction in their earning tar-
gets up to 25% from initiating the innovation projects, giving them an incentive to initiate new innovation
projects.

The general feedback from the ICDKS is that the innovation projects enhance the link between the research
and education area and commercial area. The main reason is that the innovation projects are used for building
up competences and knowledge internally and for testing and developing new ideas and projects. As an ex-
ample, ICDK Shanghai has initiated an innovation project in nutrition and health, which is a new area in
ICDK Shanghai, and with the project, they gained an insight into the challenges and opportunities of the
market and research field in nutrition and health in China, knowledge that they can bring into play for future
clients.

In the same way, the evaluation finds that the innovation projects are an important instrument because they
push the focus of the ICDKSs towards precommercial and innovation-oriented projects that lie at a further
distance from the market than some of their other deliverables and services. With the innovation projects, the
ICDKSs get a chance to concentrate fully on their core focus, and because of the reduction in earnings targets,
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they are less incentivised to sell deliverables and services that are in the grey zone between innovation and
market.

However, in the evaluation process, we have identified potential for strengthening the innovation projects
even further and in increasing their level:

* Some interviewees at the ICDKSs mention that the administration of the innovation projects acts as a bar-
rier, as they find the processing time from handing in the application to initiating the project too slow.

*  Because of the low extent of collaboration with the investment promotion area at the ICDKs, Invest in
Denmark is rarely actively involved in the innovation projects. In the action plans and the innovation
project reports, the investment promotion area is often mentioned as a part of the project, but the overall
assessment at the ICDKs is that the involvement of Invest in Denmark in the innovation projects is lim-
ited.

*  Recently, the ICDKSs have started to collaborate more closely and initiated joint innovation projects such
as Industry 4.0 and Megahubs/Smart Cities. However, spreading knowledge from the innovation projects
initiated at the different ICDKSs could be further developed, as some ICDKSs have experienced that they
were unaware of relevant innovation projects that other ICDKSs had initiated.

5.4 INCENTIVES AND KEY PERFORMANCE INDICATORS

The current key performance indicators (KPIs) of ICDKs are not measuring the actual value crea-
tion of the ICDKs, as the objectives set up in the performance contracts are primarily focused on activities
and outputs rather than outcome and impact. The evaluation finds that it constitutes a barrier for the ICDKs
to navigate and set a direction for their activities. In addition, the evaluation finds that the earning targets
challenge synergy between the three areas - research and education, commercial and investment
promotion - and push the ICDKs towards offering more market-oriented services rather than pre-
commercial and innovation-oriented activities.

5.4.1 The performance contract

The ICDKSs use the objectives set up in the performance contracts as general guidelines for the activities that
they initiate. However, the evaluation finds that the KPIs do not provide guidance for the daily work of
the ICDKSs - the main focus is on the earning targets. It appears that the KPIs are mainly taken into ac-
count towards the end of the year before reporting of the performance contract.

As demonstrated in the previous section, the ICDKSs have been successful in achieving the objectives set up
in the performance contracts. In the interviews with the employees at the ICDKSs, they view the performance
contract as a management tool, but across the ICDKs, they are not satisfied with the performance con-
tract because of the following reasons:

*  The performance contracts typically have more than 10 KPIs. Employees at the ICDKSs have highlighted
that the high number of KPIs makes it difficult to remember and makes it difficult for partners such as
Invest in Denmark, GTS institutes and the regional business link centres to see how they can propose
common activities that not only benefit themselves but also help the ICDKSs reach their goals.



*  The measurement and management of the ICDKs has many components - strategic foundation, overall
and individual earning targets, the performance contract and the innovation projects - and they are not
necessarily part of the same process and aligned. The employees do not feel that there is a clear overall
strategy that sets the goals for their work and cannot see the connection to the content of the perfor-
mance contract and the focus of the innovation projects.

* To alarge extent, the ICDKs do not follow up on the clients and their projects and are often not aware
of the outcome of their activities. This makes it difficult for the ICDKs to assess their own outcome and
to direct their time and effort towards the types of clients where they generate the best results on the out-
come level.

5.4.2 The payment scheme and the earning targets

The commercial area of the ICDKSs are subject to the payment scheme, which means that they have to in-
voice the deliverables and services that they sell to the commercial clients. All ICDKSs have earning targets
that they have to meet, and the evaluation finds that the earning targets of the ICDKs are a factor that signifi-
cantly influences the scope and focus of the ICDKSs.

The evaluation has identified both pros and cons with the earning targets. The advantage of having earn-
ing targets is that it gives a strong incentive to find new clients and professionalise the ICDKs, while
the disadvantages are that the earning targets challenge synergy between the three areas and push
the ICDKSs towards offering more market-oriented services. This push creates a large grey zone in the in-
tersection between innovation and commercialisation.

Based on the interviews with the employees at the ICDKSs and their clients, the evaluation finds that the earn-
ing targets have a positive influence on the ICDKSs because:

*  The earning targets give the ICDKSs and employees direction and a clear goal for their work.

*  They keep the ICDKSs on their toes and force them to focus and prioritise their efforts. The earning
targets push the ICDKSs to be more proactive in finding and identifying new clients in Denmark.

*  They increase the engagement and expectations of clients that they pay for the service.

*  They serve as a filter for clients who are not genuinely dedicated.

* They generate additional income and thus additional resources to the basic financial resources of the
ICDKs.

At the same time, the ICDKSs find the setup troublesome. Both employees and directors point towards the
setup having some unintended consequences such as:

*  Challenging synergy at the ICDKSs. The earning targets challenge the synergy between the three areas
at the ICDKSs because the employees in the commercial area are primarily focused on reaching their earn-
ing targets instead of prioritising collaboration with the other areas.

* Less innovation and risk-taking. The push towards more market-oriented services is making the grey
zone between the ICDKSs and TCs larger, as the commercial area of the ICDKSs focus on reaching their
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earning targets and become less critical about the innovation height among their clients and in the ser-
vices that they offer.

* Less long-term and complex projects. It makes it difficult for the ICDKSs to engage in long-term and
complex projects that require development and preparation time before the ICDKSs can actually start bill-
ing the clients.

* Focus on income as opposed to value. It pushes the ICDKs to focus on the clients who are will-
ing/able to pay for services rather than on clients who would benefit the most from the provided set-
vices.

*  More difficult to work with SMEs. It makes it more difficult to attract startups and SMEs who in gen-
eral are the least able and willing to pay for services.

Another challenge with the payment scheme voiced internally, mainly by the innovation attachés, is that the
guidelines for paying clients are too vague. As an example, an innovation attaché mentions that it is unclear
whether or not certain services of the attaché should be charged , such as if a university asks for help about
identifying relevant businesses, as this would be a task for an innovation officer. Another challenge that the
ICDKs face is that for private foundations, the dividing line between the research and education area and
commercial area is not clear. Therefore, one innovation attaché has experienced that it was uncertain if the
private foundations should be regarded as a commercial client or a research client.



6.Innovation Centre Denmark in Silicon Valley

ICDK Silicon Valley is the oldest of the ICDKs. ICDK Silicon Valley was founded in 2006 to give Danish
companies and research institutions access to the world’s premier technology cluster: Silicon Valley. ICDK
Silicon Valley is located in Palo Alto in the heart of the Valley.

Silicon Valley is known for its entrepreneurship ecosystem, its access to capital and its ability to scale startups
and successful ICT companies, such as Apple, Facebook, Microsoft, Google, LinkedIn, Twitter, PayPal and
Instagram, which are all located in Silicon Valley. The location and the local ecosystem have influenced the
activities of the ICDK which has a stronger focus than the other ICDKs on introducing Danish startups to
the ecosystem and providing them with feedback on their business plans from experienced entrepreneurs
from the Valley.

ICDK Silicon Valley also introduces some of the more established companies and organisations to the latest
developments within innovation and technology and link Danish universities and other educational institu-
tions to local educational institutions, such as Stanford University and University of California Berkeley. The
tagline of ICDK Silicon Valley ‘We help you scale by giving you access to world-class research and
capital in the US’ is also testimony to the focus on helping businesses scale. Scaling of businesses is some-
thing which is often highlighted as one of the biggest challenges for Danish entrepreneurs and something
which the Danish ecosystem does not facilitate well.

6.1 DELIVERABLES AND SERVICES

ICDK Silicon Valley offers a number of the same services as the other centres but also has a couple of
unique services which have grown out of the focus on entrepreneurship in the region. The typical clients of
the ICDKSs can be divided into five overall groups:

*  Startups that want to tap into the unique Silicon Valley ecosystem to get feedback from experts and po-
tential investors on their business ideas, business plans, value proposition, pitch, strategy, go-to-market
plan, etc.

* Established companies that would like to build a network in Silicon Valley, find partners, set up opera-
tions or find inspiration to strengthen innovation in their company.

*  Organisations that would like to learn about the latest development in entrepreneurship, innovation,
technology transfer, ICT etc.

* Ministers, delegations from parliament and regions who seek for inspiration for new policies and
initiatives to strengthen economic growth in Denmark.

* Educational and research institutions that seek partners in Silicon Valley, research collaboration and
student/faculty exchange with local educational and research institutions.
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The local culture and way of doing business is closer to the Danish culture than it is in, for example, China,
Korea and India, and the language barrier is not an issue for most clients. The value of services therefore
mainly stems from the substance of the services and not so much related to knowledge of local culture, cus-
toms and language even if it can be valuable for visitors to the valley to be introduced to the laid-back dress
code, networking culture, way of pitching business ideas, etc.

One of the main activities offered by ICDK in Silicon Valley is SCALFEit. The purpose of SCALEit is to
teach startups how to scale their activities. The programme has three steps: Inspire, Ignite and Accelerate.

SCALEit Inspire consists of events around Denmark and seeks to inform startups about Silicon Valley and
demonstrate how companies can benefit from going to Silicon Valley, the growth possibilities in Silicon Val-
ley and why they should apply for SCALEit Ignite.

As part of SCALEIt Ignite, potential high-growth startups are selected to go to Silicon Valley for a weeklong
boot camp. During the week, the startups are challenged through five days of workshops and presentations
with leading experts from the entrepreneurial scene. The participants work on improving the pitches, revisit
their business plans and meet up with potential investors. SCALEIit has been conducted 10 times, and more
than 90 startups have participated.

SCALEit Accelerator is a 12-week programme where participants spend three times two weeks (six weeks in
total) in Silicon Valley. Accelerator gives companies an entrance to Silicon Valley and help companies prepate
to internationalise. The programme connects participating companies to business support from expetienced
and dedicated local mentors. As part of the programme, the participants receive an external mentor; partici-
pate in at least 10 workshops focused on various aspects of the company; engage in a minimum of 10 external
events and conferences and feedback sessions with local entrepreneurs, advisors, and investors and are intro-
duced to minimum two domain experts from the industry of the company. Accelerator has been conducted
fewer times than Ignite because it has been difficult to raise money to conduct the programme, among others.
It is also significantly more expensive for the companies to patticipate and involves a bigger time commit-
ment.

Another key service provided by ICDK Silicon Valley is to organise inspiration tours for organisations that
would like to visit Silicon Valley to learn about entrepreneurship, innovation, the latest trends in technology
and new business creation. This can be both organisations that are relatively new to the field and organisa-
tions that work with entrepreneurship and innovation as their core business. A large number of organisations,
such as ministries, regions, municipalities, GTS institutes, regional business link centres, DI, DEA and EM-
BA classes, have been on these tours. Given the reputation of Silicon Valley as the world’s primary hub for

entrepreneurship and new technology, ICDK Silicon Valley receives more requests for these types of tours
than the other ICDKSs.

ICDK Silicon Valley has conducted a series of innovation projects focused on understanding new and de-
veloping trends and future business opportunities for ICDK Silicon Valley. Recently ICDK Silicon Valley
conducted a project on 3-D printing which included a one-day workshop in Denmark with relevant stake-
holders from Denmark to discuss the ‘maker movement’ enabled by 3-D printing. The workshop also includ-



ed participants from Silicon Valley and helped ICDK Silicon Valley develop a deeper knowledge of 3-D
printing and build a network of Danish and American companies, researchers and other stakeholders. ICDK
Silicon Valley also carried out an innovation project entitled ‘Educational Disrupt’” which focused on educa-
tional technology as a potential future focus area for ICDK Silicon Valley. The project included a summit in
Copenhagen called #EDUdisrupt with 130 participants, including international and Danish thought leaders
as well as private enterprises. Because of the project, ICDK Silicon Valley has been able to build a network
with actors across the Danish and American educational establishments.

ICDK Silicon Valley sells innovation services to individual companies that either contact ICDK Silicon Val-
ley or which ICDK Silicon Valley contacts to inquire about their interest in Silicon Valley. The services in-
clude a variety of tasks, such as market assessments, business plan reviews with a board of experienced entre-
preneurs and businesspeople, go-to-market strategy for how to enter the US market, building and accessing
networks, meetings with investment managers and preparation for raising venture capital and tech scouting
which includes identification of the latest technologies, relevant companies, potential partners and distribu-
tors. ICDK Silicon Valley also provides incubation and sales services for companies that would like to have a
physical or virtual office in Silicon Valley.

In addition, ICDK Silicon Valley has a focus on corporate innovation, which is a service targeted at larger
companies that would like to follow the latest trends in their sector and foster innovation in existing compa-
nies where innovation might need a boost. ICDK Silicon Valley has worked with a number of large compa-
nies but currently focuses on strengthening corporate innovation activities which is an area they hope they
can develop further.

Finally, ICDK Silicon Valley provides a substantial amount of services to educational institutions, mainly
universities, and researchers who would like to build networks and establish cooperation with actors in Sil-
icon Valley. Some of these institutions include Stanford University, University of California campuses, SRI
International, NASA and Lawrence Livermore National Laboratory, among others. These actors are known
not only for their high academic standards but also for their contribution to entrepreneurship and innovation
in Silicon Valley.

The innovation attaché has facilitated a number of meetings, research convenings and workshops where Dan-
ish researchers have come to Silicon Valley to meet local researchers within their field to discuss common in-
terests and possibilities for future cooperation. Concrete common activities include exchange of knowledge,
common funding applications, common research projects, common scientific articles, exchange of research-
ers and exchange of students. Often the innovation attaché will also be involved in the follow-up process af-
ter meetings and workshops to keep the actors engaged and facilitate that further collaboration is established
if relevant.

The innovation attaché can apply for funding from the Danish Agency for Science, Technology and Innova-
tion (DASTI) to organise the initial workshop. This funding opportunity is highlighted by both the innova-
tion attaché and the American and Danish researchers as a key tool to facilitate workshops in order to explore
opportunities for further collaboration. Visits for Danish educational institutions to local educational institu-
tions are also commonly provided by ICDK Silicon Valley.
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There is significant interest in establishing cooperation from both Danish and local universities, and often
ICDK receives more interest than one innovation attaché can handle. Therefore, the innovation attaché has
attempted to lift his work to a more strategic level where he provides the tools and means for Danish educa-
tional institutions and researchers to reach out to the local counterparts without him being the middleman fa-
cilitating one-to-one contacts and meetings. One such tool is a list of American universities that would like to
collaborate with Danish universities and a description of within which fields they would like to collaborate.

The list is based on a questionnaire to all American universities and will be distributed to the Danish universi-

tes.

6.1.1 Results on the outcome level

In general, clients are highly satisfied with the outcome of
their collaboration with ICDK Silicon Valley and the activi-
ties they have been involved in in Silicon Valley. ICDK Sil-
icon Valley has a large group of startups and technology
businesses among their customers, and because of the local
context and competencies, these businesses in particular
have something to gain from being introduced to Silicon
Valley.

The majority of businesses have been able to build a valu-
able network with local companies, research institu-
tions and experts. This is a key outcome for most clients
of ICDK.

Most companies have also acquired a good overview of
relevant companies and potential partners in Silicon Val-
ley as well as an understanding of how Silicon Valley
works and how business is conducted.

The startups in patticular highlight the value of getting
feedback from investors and experts on their business
idea, pitch, business plan, technology and go-to-market
strategy which have provided the startups with tools and
knowledge to develop their business further. Some have al-
so secured access to funding -either in the US or after re-
turning to Denmark with an improved pitch and business
plan -or decided to enter the American market. Since the
ICDKs do not follow their clients systematically, it is not
known exactly how many have achieved this.

The technology was interesting, but the
US was probably not the right market.

A Danish company looking to internationalise
used ICDK Silicon Valley to set up a three-
day programme to meet potential investors,
researchers and experts to get their perspec-
tive on the technology. The representatives
were very impressed that all meetings set up
for them were highly relevant and also high-
lighted that the employees at ICDK Silicon
Valley had many good inputs and a good un-
derstanding of the venture capital market
which helped them prepatre for the meetings.
A member of the board says,

We got what we came for. We found out that our
technology was interesting for investors - even in a
world-leading technology innovation hub. At the same
time, we learned a lot about what it takes to scale the
business and what to focus on if we decide to go for
American venture capital’.

In the end, the company decided that another
market was more relevant for them in the
short run. At the same time, the US market
remains interesting for them in the longer
run, and it was highly valuable for the com-
pany to learn that in the short term, the US
was probably not the right market to spend
too many resources on.




At the same time, some of the companies have also learned from their visit that they are not ready to move
to Silicon Valley/the US or enter the American market. This is also a very valuable outcome for the com-
panies which save time and money by realising this early in the process.

More or less all clients -both companies and other organisations - also highlight that they return to Denmark
full of inspiration to develop their business or organisation and to promote innovation and entrepreneur-
ship. Silicon Valley is a special place, and many return energised by the local culture, openness and drive.

One of the interviewees explained the outcome of their tour to Silicon Valley as follows:

Primarily, ICDK Silicon V alley bas helped us to create a network of companies, research institutions and other
actors that are relevant to our business. They bave additionally helped ns by collecting knowledge abont different
companies and how business is conducted in Silicon Valley. They have opened many doors for us in California.
Finally, they bave heiped us established an office in San Francisco’.

For the clients in the research and education area, the outcome achieved by most respondents to the survey
has been ‘increased network in the US’ (65%) followed by ‘knowledge of possibilities for collaboration
and/funding funding’ (45%), ‘contact to new researchers within the same area of research’ (44%) and new
knowledge of the research agenda and/or the research agenda in the US (Figure 6.1).

Figure 6.1: Outcome/expected outcome of using ICDK Silicon Valley (clients in the
research, innovation and education area)

We have expanded our network in USA . 65,0%

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding

We have made contact with new researchers within our research field I 44.0%

We have gained better knowledge about the research agenda and/or the
research landscape in USA
We have established/are establishing a collaboration agreement with a
local university/knowledge institution

We have made contact with private companies NN 24 4%

We have made contact with new researchers outside of our research
field

We have new ideas for research NN 24,0%

I 45,0%

I 40,0%
I 277 ,0%

—— 24.0%

We have gained knowledge about the demand for research in USA [N 20,0%
We have marketed Danish educations in USA [N 20,0%
We have changed our project/research focus/agenda NN 18,0%
Other results I 9,0%

We have not achieved/do not expect to achieve any immediate results I 11,0%

Source: Oxford Research 2015 n=>55
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Around one out of five has also ‘established/ate establishing a collaboration agreement with a local universi-
ty/knowledge institution’, ‘have made contact with new researchers within our research field’, ‘have made
contact with private companies’, ‘have new ideas for research’, ‘have gained knowledge about the demand for
research in the US’ and/or ‘have marketed Danish educations in the US’. 11% have not achieved/do not ex-
pect to achieve any immediate results.

The survey to clients in the research and education area also included a question about the longer-term out-
come, and the responses to this question are also very positive, as illustrated in figure 6.2). Thus 29% have
prepared/are preparing an application for research funding. Similatly, 29% participate/have participated in
new research and/or innovation projects. The exchange of researchers is another long-term outcome that
22% of clients obtain from using ICDK Silicon Valley , while 20% are in the process of raising/have raised
money for research and/or innovation projects. However, not all clients have a long-term outcome of ICDK
Silicon Valley, and more than a quarter of the clients in the research and education area have not achieved any
results (27%).

Figure 6.2: Long-term outcome of using ICDK Silicon Valley (clients in the research and
education area)

We participate/have patticipated in new research and innovation . 29 17
,1%0

projects

We have developed/are developing application on funding for research [ 29,1%
We have had/ate in the process of exchange of researchers [N 21,8%
We are about to get/have raised new funding for research and I 20 "
,0%

innovation projects

We have developed/are developing jointly research publication [N 16,4%

We have had/are in the process of exchange of students NG 14,5%
We have submitted patent application/registered patents/established . 0%

spin-off companies

No effects I 27,3%
Other NI 18,2%

Source: Oxford Research 2015 n =55

6.1.1.1 Collaboration with clients and partners

The partners are in general very positive towards their collaboration with both the research and innovation
staff at ICDK Silicon Valley. They are regarded as well connected, knowledgeable, competent, flexible and
good at matching the companies and organisations with the right actors in Silicon Valley. Furthermore, they
are good at understanding the needs of the clients.

Two of the clients highlight the following:



They are first and foremost very talented and have an exctremely professional approach. 1 find that the employees
are very competent in their work. 1 have a lot of experience working with professional organisations in Denmark,
and 1 really feel that ICDK Silicon VValley is knowledgeable and very professional’.

They seens competent internally - good organisational structure and culture - but also externally, where 1 feel that
they have a strong network. 1 find that the employees are good at asking what onr needs are, which is very im-

portant’.

The clients in the area of research and education are also highly satisfied. Overall, 89% of the respondents are

DKK 42 million for joint Danish
American research project in 2014

A Danish centre for energy informat-
ics at a Danish university has been in
contact with ICDK Silicon Valley sev-
eral times and has achieved substantial
concrete effects from their collabora-
tion with the ICDK. One of the pro-
fessors from the Danish centre was
initially invited to Silicon Valley to
speak at a Smart Grid conference, and
the innovation attaché has subse-
quently facilitated contacts to and co-
operation with some of the most pres-
tigious research institutions in the ar-
ea, including Lawrence Berkeley Na-
tional Laboratory, NASA Ames and
UC Berkeley. The Danish center has
secured funding for the large research
project ‘COORDICY’ worth DKK 42
million, which they highlight them-
selves they would not have been able
to get funding for without collaborat-
ing with ICDK Silicon Valley.

The center is also involved in ex-
change of PhD CITRIS at UC Berke-
ley.

either very satisfied or satisfied with the service they have received
from ICDK Silicon Valley. The clients are also impressed by the
local network, knowledge of potential local partners, the needs and
challenges of the clients and knowledge of commercialisation and
innovation, which ICDK Silicon Valley possesses. Even when it
comes to knowledge of the clients’ research area - which is un-
doubtedly very complex and highly specialised - only 4% disagree
that ICDK Silicon Valley has a good knowledge of their area.

6.2 VALUE CREATION AND ADDITIONAL-
ITY OF ICDK SILICON VALLEY

Both the survey and the interviews show that the research and in-
novation services provided to clients provide additional value
which the clients could not have achieved without the ICDKs.

First and foremost, ICDK Silicon Valley is able to open doors
and set up meetings that the clients could not have done them-
selves. They have local knowledge of the ecosystem and com-
panies, which makes them able to match the clients with the most
relevant companies, research institutions, etc. In many cases, com-
panies and organisations could probably develop a list of potential-
ly relevant companies and organisations to meet, but they would
still lack the local knowledge to match the companies with local ac-
tors, which ICDK Silicon Valley can do.

ICDK Silicon Valley also has a comprehensive network in Sili-
con Valley, which allows the centre to set up meetings with highly
relevant experts, serial entrepreneurs, investors and established

companies - often at a high level -from Silicon Valley companies and organisations. Furthermore, the fact that
ICDK Silicon Valley officially represents the Danish state and can use the coat of arms also opens doors that
individual companies and organisations often could not have opened.

ICDK Silicon Valley specialises in the tech environment and has strong ties to research institutions, which
is something that sets ICDK Silicon Valley apart from the consulate and embassy and provides added value
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to their services because they are more specialised and therefore have stronger networks within the tech in-
dustry and at research institutions.

One client says:

T would say that what separates ICDK Silicon 1 alley from other Danish actors in the area is that they are more
centred on technology and knowledge. Where others may be more generic - like the consulate or embassy - 1 find
that ICDK specialises more in the tech environment’.

The knowledge and understanding of the local culture and political context is not as important in Sili-
con Valley as it is in, for example, Korea, China and India, because the culture and way of doing business is
closer to the Danish culture. At the same time, there are differences, and ICDK Silicon Valley also provides
value by briefing clients about the local culture and the aspects that are different from Denmark.

The main value provided by the innovation attaché is to match people and organisations. Based on the sur-
vey, most clients in the research and education area also agree that ICDK Silicon Valley provides additional
value they could not have achieved themselves. Thus, 49% respond that they could not have achieved the
same results, 16% do not know, 22% estimate they could have achieved results but not to the same degree
without the ICDKSs, and 13% find they could have achieved the same results to the same degree without the
ICDK.

A client from a Danish university is very clear about the additional value provided by ICDK Silicon Valley
and says,

Tn terms of concrete results we can measure that we have secured funding for a large research project worth DKK
42 million. We would not have been able to get funding for this project without collaborating with ICDK Silicon
Valley'.

6.3 ORGANISATIONAL SETUP AND SYNERGIES

ICDK Silicon Valley currently consists of an executive director, an innovation attaché, three innovation offic-
ers, two investment officers from Invest in Denmark and two trade officers from the TC and are planning to
hire a couple of more innovation officers in 2015 . Thus, ICDK Silicon Valley is one of the biggest ICDKSs.
ICDK Silicon Valley has seen a high turnover of staff the past six months, where around 70% of the employ-
ees have been replaced. The innovation and trade officers are also part of a sector network for all employees
in North America within a specific sector. However, it varies how active these networks are.

Given the large turnover of people, ICDK Silicon Valley is currently rebuilding the team and is focused on
strengthening collaboration internally. It is highlighted by both employees at ICDK Silicon Valley and by cli-
ents that the competencies within research, innovation and commercialisation are highly valuable and distin-
guish ICDK Silicon Valley from what a consulate or an embassy can traditionally offer.

Cooperation at ICDK Silicon Valley is often informal and often facilitated by meetings in the open office
space. Sharing of contacts and network is highlighted as a valuable form of cooperation. When employees at



ICDK Silicon Valley receives a request for a service, the employees also share information about how tasks
have been solved previously.

The employees from Invest in Denmark seem to have the closest collaboration with ICDK Silicon Valley,
and especially with the innovation attaché. This does not mean that there is no room for improvement, but
the Invest in Denmark employees are not as isolated as in some of the other ICDKs.

Two factors can explain why collaboration is closer in Silicon Valley than elsewhere. First of all, ICDK Sili-
con Valley has had some assignments where Invest in Denmark and one or two of the other units at
ICDK Silicon Valley could see a clear interest in the same project. Contributing to a local conference
where ICDK Silicon Valley had an opportunity to showcase Danish competencies and strongholds is an ex-
ample of this. For Invest in Denmark, this was a good opportunity to present Danish competencies for
American companies that could potentially be interested in investing in Denmark, and for the innovation at-
taché, it was a good opportunity to get some researchers over to the US to promote themselves and meet
like-minded American researchers. Second, Invest in Denmark has done well in the US the last couple
of years and has reached their goals early in the year. This has freed up resources to engage in collabora-
tion which might not create jobs in Denmark short term. Visit from ministers is another activity where the
different parts of ICDK Silicon Valley have worked closely together and have been able to leverage each oth-
er’s competencies to create a better programme for the visit.

6.4 ASSESSMENT OF ICDK SILICON VALLEY

Overall, it is the assessment of Oxford Research that ICDK Silicon Valley is well functioning and provides
high value to clients in research and innovation. ICDK Silicon Valley is the oldest and located in the most
famous innovation hub in the world and can as such be regarded as the flagship among the ICDKSs. Focus on
entrepreneurship, innovation and scaling of technology businesses is such an integrated part of the area that it
is natural for ICDK Silicon Valley to focus on research, innovation, new technologies and trends. Therefore,
ICDK Silicon Valley also has a distinctively different profile, self-understanding and services from
the TC at a consulate or embassy. Some of the ICDKSs have spent a lot of time understanding which in-
novation services they can offer and how they differ from the services already offered by the TC, but this is
not the case in Silicon Valley. In Silicon Valley, innovation and entrepreneurship is the focal point of most ac-
tivities, and therefore, it is a natural focus for ICDK Silicon Valley.

It is the impression of Oxford Research that the employees at ICDK Silicon Valley -despite the earning tar-
gets -often take a long-term approach to their work. In general, they are good at balancing the short-term
focus on reaching the earning targets with a long-term focus on engaging in deep innovation pro-
jects and developing new business areas, which might not be easily convertible into new sales short term.

It is further Oxford Research’s impression that ICDK Silicon Valley is the ICDK where the employees from
Invest in Denmark are best integrated in the work of the ICDK. However, improvement is still possible. The
employees at ICDK Silicon Valley has been able to identify tasks where collaboration between Invest in
Denmark and the other employees is of mutual interest, and they have contributed to both parties in achiev-
ing their goals. When organising local conferences which promote Denmark and visits from ministers, Invest
in Denmark has collaborated with other employees at the ICDKSs to the benefit of all parties. Currently, with
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many new people on staff, the innovation officers at ICDK Silicon Valley also benefit from the network the
Invest in Denmark staff has.

ICDK Silicon Valley has created significant results for its clients. ICDK Silicon Valley has a comprehen-
sive network, and clients emphasise that ICDK Silicon Valley is good at matching them with rele-
vant actors in the local ecosystem at a high level. ICDK Silicon Valley has been especially successful in
helping startups, which 10 rounds of SCALEit with around 100 startups testify. ICDK Silicon Valley cre-
ates value by giving the entrepreneurs feedback and input from local experts, but they have also
been very successful in inspiring entrepreneurs, organisations and large corporations, which have
come to visit and which are motivated by the local energy and culture.

The survey among clients from research and education also shows that they are highly satisfied with the ser-
vice they have received and have obtained concrete results out of the collaboration with ICDK Silicon Val-
ley.

ICDK Silicon Valley has organised 14 visits by ministers in 2014. The visits is a good opportunity for ICDK
Silicon Valley to brand themselves and to illustrate the value they can provide to clients. At the same time, no
additional resources are provided to organise these visits, and the earning targets are not lowered to compen-
sate for substantial amount of time and resources spent on planning and executing a visit by a minister. The
large number of visits has tied up significant resources at ICDK Silicon Valley in 2014. According to the tra-
dition in the Ministry of Foreign Affairs of Denmark, extra resources should not be received if a minister or
delegation from Parliament visits. At the same time, the number of visits to Silicon Valley has been extraordi-
narily high.

In general, it has been pointed out by clients that the ICDKSs are not well known at the universities. However,
in Silicon Valley, the innovation attaché receives more request than he is able to handle and does not need to
reach out to universities to generate interest in exploring potential collaboration with education institutions in
the Silicon Valley area or other parts of the United States.



7. Innovation Centre Denmark in Shanghai

ICDK Shanghai opened in 2007, and since the end of 2014, it has been located as an annex to the Danish
Consulate General in Shanghai. It is the second oldest of the six ICDKSs and is a consolidated unit that has
gathered many years of experience in offering innovation services to Danish businesses and researchers and
in building up network and relations in China. The tagline and purpose of ICDK Shanghai is to help Dan-
ish businesses and researchers to navigate in China and open doors to research and business oppot-
tunities’.

ICDK Shanghai is located in one of the world’s leading and expanding global economic hubs. Shanghai is
China’s leading production centre and is often seen as its economic locomotive. The metropolis is striving to
retain its dominance and has succeeded in developing an innovation environment with extensive global link-
ages and leading research institutions. A large number of China’s elite universities are situated in Shanghai, in-
cluding Fudan University and Shanghai Jiao Tong University. With GDP growth averaging 10% and a popu-
lation of more than 1.3 billion, China recently became the second largest economy in the world? and is in-
creasingly playing an important and influential role in the global economy. Every five years, China’s govern-
ment launches a Five-Year Plan, and the present one is the 12t Five-Year Plan (2011-2015), which focuses on
enhancing the ability of its economy to innovate?.

The political, economic and cultural environment in China is very different from the Danish environment.
This means that there are some obvious points of attention for ICDK Shanghai to operate in China. For ex-
ample, the political and social relations in China need to be acknowledged and dealt with carefully because of
the higher power distance that can be observed in China. Another influential factor is the difference in lan-
guage, which makes it impossible to enter the Chinese market and establish networks and partnerships with-
out having Chinese interpreters at hand.

71 DELIVERABLES AND SERVICES

ICDK Shanghai has a broad range of deliverables and services that aim to help Danish businesses and re-
searchers connect with Chinese companies, research institutions and local authorities in order to ad-
dress research and business opportunities. Going through the deliverables and services of ICDK Shanghai, it
is clear that ICDK Shanghai has a focus on providing different types of innovation services ranging from as-
sisting clients in the eatly R&D stage to identifying potential opportunities, partners and solid models and en-
suring that plans actually take off internationally.

Among the interviewed commercial clients, the idea and motivation behind using the deliverables and ser-
vices of ICDK Shanghai vary, but these are all new to China and they do not intuitively associate Shanghai
and the Chinese market with innovation and knowledge-sharing unlike Silicon Valley. To them, ICDK
Shanghai can provide an entrance to China and connect them with potential partners. They want to access
new and unknown territory. At ICDK Shanghai, they experience that most of the commercial clients do not

2 International Monetary Fund (IMF): World Economic Outlook 2014
3 McKinsey (2011): Unleashing innovation in China
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have a concrete idea for entering China but just want to explore what China is. Therefore, ICDK Shanghai
puts a large deal of resources into helping and supporting the businesses in defining and understanding their
own needs and to match them with the Chinese market.

Since 2010, ICDK Shanghai has initiated and catried out a large number of innovation projects, which focus
on joint projects between the commercial area and the research and education area. At ICDK Shanghai, they
regard the innovation projects as an important tool, because the projects increase synergy between commet-
cialisation and research. An example of an innovation project is Nutrition and Health, which focuses on (1)

strengthening relationships with Chinese universities, (2) initi-
ating research collaboration in nutrition and health under the
MoU framework between the Danish Technical University
(DTU) and the China National Center for Food Safety Risk
Assessment (CFSA) and (3) identifying new commercial inno-
vation leads. For the commercial part of ICDK Shanghai, it is
about serving as a knowledge foundation to build more con-
crete activities in Denmark and/or China in 2015 and to gain
insight into Chinese challenges with a view of accessing the
Chinese market. For the research and education area, the pur-
pose is to disclose new knowledge valuable for Danish univer-
sities and research institutions and to improve their knowledge
about the market/demand for research within nutrition in
China.

Besides the innovation projects, ICDK Shanghai offers its cli-
ents a large number of tailor-made services that fit their specif-
ic needs. Therefore, it is a core activity of ICDK Shanghai to
understand their clients and match their clients’ needs with a
service. An example of this is the Innovation Growth pro-
gramme which helps SMEs identify their potential for growth
through international innovation partnerships. The companies
receive individual advice based on their business models. The
output is a tailor-made action plan for internationalisation
through innovation. Innovation Camps (for research, students,
design processes and commercial interests) and Top Talent
Denmark (an innovation project) are other examples of spe-
cialised services that ICDK Shanghai has fostered and devel-
oped over the years.

The idea behind the Innovation Camps is to give Danish

Attracting Chinese talent to Danish
universities and companies

With the long-term goals of (1) increasing
the uptake of Chinese students at Danish
universities, (2) providing more and bet-
ter-trained Chinese talents to the Danish
industry and (3) providing the stepping
stones for a long-term allegiance of Chi-
nese talent to Denmark, ICDK Shanghai
initiated the innovation project “Top Tal-
ent Denmark’.

One of the key activities has been Top
Talent Denmark Days - the largest Danish
education and career fair outside Den-
mark. Here the Danish universities and
companies have a chance to promote their
education programmes and career opport-
tunities. Furthermore, appointing local
‘ambassadors’ at the Chinese universities
has helped to nurtute the interest from
the Chinese side.

The project has been successful in raising
awareness about Danish opportunities and
the presence of ICDK Shanghai among
elite Chinese universities such as Fudan
University, Shanghai. As a sign of its suc-
cess, other ICDKSs have shown interest in
initiating the same type of project.

businesses and students an authentic experience of going to and being in China. The camps have different
objectives such as helping SMEs understand the Chinese market and, like the Bang and Olufsen Innovation
Camp, bringing Danish and Chinese students together for developing new ideas for products. Top Talent
Denmark, previously known as the Sino-Danish Network, is one of the most prominent innovation projects
and one of the primary initiatives run and administered by ICDK Shanghai. It is an example of a project



where the research institutions and the businesses have collaborated with the aim of attracting Chinese stu-
dents to Denmark. It focuses on bringing Danish companies and universities together with the Danish dip-
lomatic missions around China to promote Danish study and career opportunities to Chinese students and
professionals. Top Talent Denmark has created linkages to several organisations in China and Denmark. Ac-
cording to the survey with the clients in the research and education area, 53% have used ICDK Shanghai to
participate in events on recruitment and exchange of researchers and students.

Besides the more specialised deliverables and services, ICDK Shanghai initiates services in tech scouting,
mapping and analysis, facilitation of meetings, seminars and networks, facilitation of delegations and official
visits from Denmark and incubator services. The most important and defining deliverables and services seen
from the perspective of ICDK Shanghai and the clients are described below.

ICDK Shanghai has highlighted tech scouting as an important tool in China, because it is essential for iden-
tifying competition in a market, but also potential partnerships. Partnerships can be crucial for successfully
entering the Chinese market. For a company that is new to China, tech scouting is typically one of the first
steps to take. Larger companies also use tech scouting. A large Danish pharmaceutical company used the set-
vice because they needed help in identifying the most active innovators in China in insulin and identifying
their development pipelines. A large Danish dairy company also used the service to identify top Chinese re-
searchers in pediatrics, nutriology and food clinic trials, and to communicate with them about future collabo-
ration prospects. On the research side, fact-finding missions are carried out in order to identify relevant col-
laborators with regard to exchange of Danish researchers to China. As an example, ICDK Shanghai support-
ed a large Danish research foundation in establishing two Danish postdoctoral positions at the two best uni-
versities in China.

Mapping and analysis is used internally to build up knowledge about China, such as the newly implemented
foresight analyses, and externally for Danish researchers and businesses to gain insight into the different as-
pects of innovation, research, education and technology in China. From the clients’ perspective, it is consid-
ered a key service because they typically have not had prior Chinese experience. As an example, ICDK
Shanghai has published a report that gives general guidance to Danish secondary and tertiary education insti-
tutions with an interest in China and Chinese institutions. It provides an overview and comparison of the
Chinese regular and mainstream education system and compares it to the Danish system.

Hosting and facilitating meetings, seminars and networks is a constant activity for ICDK Shanghai.
Annually, ICDK Shanghai has hosted the ‘Innovation in China?’ seminars that put spotlight on China’s tran-
sition from being a manufacturing nation towards more innovation. For Danish businesses and researchers,
the transition makes a difference in how they approach China. In the Innovation Community Network,
ICDK Shanghai has helped in gathering a forum and network of senior and upper level directors and manag-
ers for roundtable discussions on challenges and opportunities in working with R&D in China. The Innova-
tion Community Network is especially beneficial to companies wanting to share challenges, experiences and
solutions with Danish peers in China.

Another service often used is facilitation of delegations and official visits from Denmark, which is a cen-
tral activity of ICDK Shanghai that is very popular among the research and educational institutions. Accord-
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ing to the survey with the clients in the research and education area, 69% have participated in delegations and
official visits in China.

7.1.1 Results on the outcome level

All the interviewed commercial clients have had two main outcomes from using ICDK Shanghai. First,
using ICDK Shanghai gave them an increased level of knowledge of the Chinese market and innova-
tion system in terms of other companies, research institutions, barriers, differences, understanding of key
drivers and trends. Second, they have been introduced to
local networks that give them a platform to establish joint de-
velopment or innovation with local partners.

Gaining an understanding of the ‘Chi-
nese way’

A Danish pharmaceutical company used
the insights and knowledge of ICDK
Shanghai to select and meet up with re-

In one case, ICDK Shanghai did not succeed in recruiting the
relevant Chinese companies to a workshop. ICDK Shanghai

searchers and potential collaborators.

ICDK Shanghai had a close and ongoing
dialogue with the company and assisted
the client in its strategical approach to
China. The company used the extensive
network of ICDK Shanghai, and in this
way gained an understanding of the “Chi-
nese way’:

“We bave found ont how to operate in China,
and to understand how the innovation process
works there. 1t is a valuable first step for ns.”

As the company’s development manager
puts it, the combination of the company’s
technological understanding with ICDK
Shanghai’s ability to think strategically and
operationally accelerated the process of
the companv’s desire to enter China.

made an effort in recruiting the Chinese companies but was
met with a general dismissive attitude in China towards the
idea. The client was satisfied with the effort made by ICDK
Shanghai but was also made aware of the challenges and diffi-
culties of operating in China. In this case, the result of ICDK
Shanghai’s effort was that the Danish client realised that China
was not yet a mature market for the services that they offer.
For ICDK Shanghai, a challenge of operating in China is that
the geographical distance to Denmark is high, which means
that they are sensitive when it comes to hosting events in Chi-
na and recruiting Danish companies. If one company cancels
its participation, it is difficult to find a new company.

For the clients in the research and education area, the primary
outcome has been concluding new MoUs with Chinese
research institutions. Other outcomes include gaining an
overview of the actors in the Chinese research and inno-
vation system and gaining access to Chinese researchers
in their own scientific field. The survey data in figure 7.1

support the findings from the interviews. Thus, the primary outcome of using ICDK Shanghai is that the cli-
ents expand their network in China (62%.). From their collaboration with ICDK Shanghai, 49% have mar-
keted Danish educations in China. Compared to the other ICDKS, a relatively high share have used an ICDK
to market their education, which is linked to one of ICDK Shanghai’s main services, Top Talent Denmark,
which focuses on attracting Chinese students to Denmark. By meeting potential Chinese collaborators and
pattners, 44% have gained knowledge about the possibilities for collaboration and/or the possibilities for
funding.



Figure 7.1: Outcome/expected outcome of using ICDK Shanghai (clients in the research,

innovation and education area)

We have expanded our netwotk in China

We have marketed Danish educations in China

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding

We have established/ate establishing a collaboration agreement with a
local university/knowledge institution

We have gained knowledge about the demand for tesearch in China
We have made contact with new researchers within our research field

We have made contact with private companies

We have gained better knowledge about the research agenda and/or the
research landscape in China
We have made contact with new researchers outside of our research

field

We have changed our project/tesearch focus/agenda
We have new ideas for research
Other results

We have not achieved/do not expect to achieve any immediate results

Source: Oxford Research 2015

Iy 62,2
T 489%
I 44.4%
I 31,1%
I 26,7%
I 26,7%
I 244%

I 20,0%

— 11,1%

7%

7%

B 89%

 6.7%

n =45

From their contact with ICDK Shanghai, few clients in the research and education area get new ideas for re-
search (7%) or get in contact with new researchers outside their research field (11%). The interview with the
innovation attaché at ICDK Shanghai supports this finding as the experience is that research clients often
have a clear request or idea that they want to meet other researchers or institutions and, to a lesser extent,
want to use ICDK Shanghai for exploring new research ideas or projects.

The survey also included questions about the long-term outcome. In general, the responses highlight two
main outliners: exchange of students (29%) and exchange of researchers (20%), which is naturally linked to
the specialised service that ICDK Shanghai has fostered, Top Talent Denmark. However, the responses
show that 27% have not yet achieved any results.
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Figur 7.2: The long-term outcome of using ICDK Shanghai (clients in the research,
innovation and education area)

We have had/are in the process of exchange of students I 28.9%
We have had/are in the process of exchange of researchers [N 20,0%

We participate/have patticipated in new research and innovation
projects

We have developed/are developing application on funding for rescarch [N 8,9%

I 15,0%

We ate about to get/have raised new funding for research and
innovation projects

I 6,7%

We have developed/are developing jointly research publication [ 6,7%

We have submitted patent application/registered patents/established
spin-off companies

B 22%
Other I 24,4%
No effects  [INIIIIIN—— 206,7%

Source: Oxford Research 2015 n =45

7.1.1.1 Collaboration with clients and partners

Generally, the clients and collaborators of ICDK Shanghai highlight that the employees are flexible, respon-
sive and cooperative. In addition to this, they regard the employees as skilled and technically proficient in
their field of expertise, as a large number of the employees at ICDK Shanghai hold PhDs. For the clients, it is
a benefit that ICDK Shanghai has recruited innovation officers with special technical skills. The employees at
ICDK Shanghai generally differ from the employees at the TC as they are more into aspects of technology,
research and innovation, and are less commercial oriented. It is also recognised from the clients that are
aware of the distinction between the ICDKSs and the rest of the export system.

Taken together, the clients and collaborators have experienced engaged employees, and the clients are confi-
dent that ICDK Shanghai acts as a worthy representative of their interests with the Chinese counterparts. A
client emphasises that he is content with the honesty and transparency that ICDK Shanghai has demonstrat-
ed throughout their collaboration as ICDK Shanghai did not give him any false expectations as to what they
could achieve in China as a new business.

7.2 VALUE CREATION AND ADDITIONALITY OF ICDK SHANGHAI

Several of the clients share the view that one of ICDK Shanghai’s main contributions is their under-
standing of the Chinese cultural and political context. With this knowledge, ICDK Shanghai can support
Danish companies, researchers and educational institutions in interpreting and translating Chinese conduct
and ways of doing business into a Danish context. As an example, the Five-Year Plan is crucial for under-
standing the Chinese political agenda, and in a country where research is closely tied to the policy dictated by
the government in Beijing, ICDK Shanghai plays a role in linking the Chinese research policy agenda to the
Danish strongholds. One commercial client voiced that they could use even more insight into China and
more clarification of challenges and barriers of operating in China.



Also, with a mix of Danish and Chinese employees at ICDK Shanghai, matching Danish research
and business needs with Chinese demand is made easier. The fact that the innovation officers at ICDK
Shanghai are Chinese and speak Chinese as their mother tongue lowers the risk of information asymmetry be-
tween the Danish and Chinese side. As one of the interviewed researchers puts it, the support of ICDK
Shanghai leads to fewer beginner’s errors and initial difficulties in concluding MoUs with Chinese research in-
stitutions. Likewise, a representative of a large pharmaceutical company has experienced that the insights
ICDK Shanghai have regarding Chinese business procedures has been crucial in preparing the ground for es-
tablishing new relations and networks in China. According to the survey data, 71% of the clients in the re-
search and education area agree that ICDK Shanghai has a sufficient network in China, and furthermore,
73% of clients in the research and education area agree that ICDK Shanghai knows the relevant actors in
China.

The additionality of ICDK Shanghai is high, and the clients interviewed on the commercial side and the
research side voice that using ICDK Shanghai has been crucial for entering China. They all emphasise that
they would not have been able to reach the same outcome without the assistance of ICDK Shanghai. Accord-
ing to the survey, 53% would not have reached the same outcome without the assistance of ICDK Shanghai
while 31% would have reached the outcome, but not to the same extent.

73 ORGANISATIONAL SETUP AND SYNERGIES

From the interviews with the employees at ICDK Shanghai and the TC at the Danish Consulate General,
there is an understanding that the core of ICDK Shanghai’s work is to focus on innovation services before
the market focus of the TC. Generally, the TC and ICDK Shanghai experience that the distinction is mean-
ingful. However, it is also clear that there is a grey zone between ICDK Shanghai’s services and the services
delivered by the TC because the practical distinction between innovation and trade is not as clear cut in prac-
tice as in theory. In many cases, it is clear that it is innovation, such as in the idea generating phase or when
testing a product. However, in other cases, the dividing line between innovation and market is blurred. From
the interviews at ICDK Shanghai, it is observed that the earning targets contribute to pushing the boundaries
towards services that could be handled by the TC.

Generally, the employees at ICDK Shanghai view the co-location with the Danish Consulate General as an
opportunity because they can use each other’s experiences and knowledge base in their daily work. However,
there is also an awareness that they constantly have to demonstrate how their research and innovation orient-
ed approach is different from the rest of the TC.

There are clients that appreciate the synergies created between the research and education area and commer-
cial area at ICDK Shanghai and are aware of the value that they gain from it. This is especially the case for the
knowledge and technology intensive businesses who work at the intersection between science, innovation and
market. Others are not aware of it, and while some SMEs have only been in contact with the commercial ar-
ea, some researchers have only had collaboration with the research and education area. However, internally
there is a sense that the collaboration between the commercial area and research and education area adds ex-
tra value for the clients and collaborators. As one of the interviewees at ICDK Shanghai puts it:
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We are often confronted with the notion that we don’t work together. In my view, we work fogether all the
time. I can’t imagine ICDK Shanghai without the mix of the commercial and research-based perspective. This
is what makes our setup strong and unique’.

However, a challenge in the setup voiced internally is that the commercial earning targets, to some extent,
overshadow the research and education area. Therefore, there is a risk that the agenda of ICDK Shanghai
shifts more towards the commercial perspective than the research perspective because the earning targets
push the innovation officers towards selling commercial deliverables and services and initiating projects with
more of a commercial focus.

Another challenge in the organisational setup has been to link the area of investment promotion, represented
by Invest in Denmark, with the other two. There is a consensus that the interplay between Invest in Denmark
and the two other areas is practically nonexistent. The common explanation is that the purpose of Invest in
Denmark, which is to attract investments to Denmark, and the purpose of ICDK Shanghai, which is to create
and bridge links between Danish companies and researchers in China, are too different from each other.

7.4  ASSESSMENT OF ICDK SHANGHAI

ICDK Shanghai is a consolidated unit that has many years of experience in offering innovation services to
Danish clients. China is a unique country, and the very different political, economic and cultural context
makes it a challenging location. For a Danish researcher or company, entering China for the first time is like a
jungle, and the additionality of ICDK Shanghai is mainly that they can help clients with minor Chinese expe-
rience to support them in navigating in China. The feedback from the clients is generally positive, and ICDK
Shanghai adds value by helping them in understanding China and by finding potential partners and other op-
portunities. As an example, ICDK Shanghai has succeeded in creating linkages and ties to the elite research
institutions placed in China and has enabled Danish researchers to establish network and conclude MoUs
with Chinese institutions.

In the commercial area, the clients are positive about the services provided by ICDK Shanghai, and to a large
extent, ICDK Shanghai offers research and innovation—based deliverables and services and, in some cases,
make use of the synergy between research and commercialisation (e.g., in the innovation projects such as Top
Talent Denmark). However, a challenge voiced internally is the grey zone between innovation services
of ICDK Shanghai and the market-oriented services of the TC. A general notion is that the earning tar-
gets set up for ICDK Shanghai enhance the grey zone. Another side effect of the earning targets is that the
objectives of the commercial area are pushed towards reaching commercially oriented targets instead of
strengthening the synergies between the research and education area and commercial area.

Overall, ICDK Shanghai act as a valuable gateway for Danish clients in the commercial area and research and
education area. ICDK Shanghai has been successful in creating links in the Chinese R&D and inno-
vation system and adds value to its client by creating smoother and easier access to China. At the
same time, ICDK Shanghai adds value by its technological insight and specific knowledge of high-tech sec-
tors such as ICT and life sciences. A challenge for ICDK Shanghai is that a large share of its clients in the
commercial area receive services that are more market-oriented than oriented towards innovation services, a
push that is strengthened by the earning targets.



8.Innovation Centre Denmark in Munich

ICDK Munich officially opened in 2008, a year after ICDK Shanghai, making it the third oldest of the six
ICDKSs. Today, ICDK Munich is well established with a strong focus on the cleantech, life science and ICT
industries. The tagline and purpose of ICDK Munich is ‘to give access to state-of-the-art industry and
R&D in Europe’, which means that the ICDK works as a gateway to the European market and to strength-
en the connection between Danish and German businesses, research and innovation systems.

ICDK Munich is located in one of Europe’s largest, best-performing and most versatile high-tech business
regions. Munich has a financial sector of considerable dimensions as it is Germany's top location for financial
services such as insurance and pension, investment and asset management, venture capital, etc.*. Therefore,
the metropolitan area of Munich is home to several business clusters with a strong focus on IT security and
the financial services industry. Important industry sectors include the automotive, aerospace, cleantech, ICT,
insurance, life science, med-tech and media sectors, including global companies such as Allianz, Audi, BMW,
Brainlab, Siemens, etc. The venture capital community is strong, but compared to Silicon Valley, it has some
disadvantages for local startups and innovative entrepreneurship as Munich is the most expensive city in
Germany®. The Munich region contains leading universities that contribute to delivering excellence in R&D
and developing an innovative environment with focus on high-tech businesses and leading research institu-
tions. Germany is Denmark’s largest export market by far, and the possibilities for innovation partnerships in
the German speaking countries are substantial. However, it is important to understand the cultural differ-
ences between Northern and Southern Germany, as Germany is far from a homogeneous market. Further-
more, the German industry and R&D environment is perhaps not as formal as in Asia but more formal com-
pared to Silicon Valley and the Danish business environment.

8.1 DELIVERABLES AND SERVICES

ICDK Munich’s deliverables and services consist of a wide variety of projects. Generally, they follow the aim
of helping Danish businesses, research institutions and local authorities gain access to the European market
and establish partnerships across business and research institutions in Germany. This means that the deliver-
ables and services concern every level of the innovation process, from developing and accessing business cas-
es to setting up partnerships and collaboration to facilitating access to fundraising.

The joint innovation project is an intiative that combines the three areas at ICDK Munich. The innovation
projects, of which more than 30 have been implemented since 2010, are given high priority and are an im-
portant component for establishing ICDK Munich as well as the ICDK brand. An example of a joint innova-
tion project in ICDK Munich is the European Bioeconomy project, which focuses on the life science tech-
nology sector, with the aim of positioning Denmark as one of the world leaders within innovative biotech-
nology. ICDK Munich’s mission in this project was to explore and facilitate opportunities within bioeconomy
through three focus areas: (1) drug discovery and therapeutics, (2) patient data and registries applying big data
and (3) industrial biotechnology. All of the three areas of ICDK Munich were involved in the project. On the

4+ ICDK Munich, Latest News; https://icdk.um.dk “Finance and IT Across Border”
5> Engel, J. Global Cluster of Innovation, “Germany: high-tech region in Munich”
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commercial side, the main activity was to find relevant cluster organisations and major players in Germany
relevant for partners and projects. The research side facilitated a collaboration agreement between a partici-
pating Danish company and a university/research institute, possibly via available EU funding . Finally, the in-
vestment promotion part participated in a conference for finding key stakeholders from German cluster net-
works to promote investment in Danish knowhow in the field of bioeconomy.

ICDK Munich offers its clients Entrepreneurship and Innovation Camps, which aim to establish an in-
ternationalisation programme for SMEs within the industries of cleantech, life science and ICT through meet-
ings and workshops. ICDK Munich has hosted several of these activities, and the mission of these activities is
to open doors to venture capital, corporations and innovation and entrepreneurship agencies to deliver
firsthand feedback to business ideas and establish partnerships across countries. These Entrepreneurship and
Innovation Camps demonstrate that one of the core deliverables and services of ICDK Munich is to help
SMEs identify their potential for growth through matchmaking and networking events and camps.

Another type of deliverable and service for the purpose of matching Danish business and researchers with
German stakeholders are study/delegation tours and collaboration missions. ICDK Munich holds
events and arranges study/delegation tours for Danish partners, including SMEs and tresearch and education-
al institutions. The main aim is to establish an opportunity for Danish partners who are specialised in certain
tields of science to exchange knowhow, give inspiration on how to improve production and research and to
find partners for EU cooperation. ICDK Munich uses their extensive network within the commercial and re-
search side, which has been essential to providing Danish partners opportunities to exchange contacts and fa-
cilitate meetings, opening doors to cluster networks and consortiums for fundraising and collaboration part-
nerships. According to the survey conducted with the clients in the research and education area, 71% have
used ICDK Munich to participate in foreign delegation visits/meetings, which include activities with different
objectives, but in general aim to give Danish research and educational institutions an understanding and
overview of the research and innovation possibilities in Southern Germany. An example of such deliverables
and services is a study tour to the cleantech area called Innovative Express 2.0 Smart Grids & Renewable En-
ergy . The purpose was to visit key players in the smart grid and renewable energy sector in Southern Germa-
ny with representations from both countries and with input and reflections over future technology require-
ments. Both research institutions and businesses collaborated to organise the study tour for Danish SMEs,
large companies and research institutions to explore German opportunities. In addition to these deliverables
and services, ICDK Munich also facilitates partnering missions, where the event takes place in Denmark
and with participation from both Danish and German companies and researchers.

Furthermore, ICDK Munich works with technical assessment/precommercial review and mapping of
potential partners. In general, the objective is more concrete than other types of deliverables and services
because ICDK Munich gets a specific request for support, such as a precommercial assessment, in relation to
the German and BEuropean market. Typically, the service outcome is more knowledge about the market as
well as identifying relevant partnerships. In contrast with a trade assessment and business review, this type of
service requires a technical understanding and knowledge about the specific industry, for example cleantech,
life science and ICT, to support the precommercial process. In these types of deliverables, it is an advantage
to have a strong network in the research and innovation environment in order to find experts at universities
or other research institutions to elaborate on the necessary technical assessment and conduct a precommer-
cial review of the product.



The innovation attaché makes it clear that one of the core elements in the deliverables and services concerns
matchmaking between universities and knowledge institutions in order to kick off opportunities such
as Horizon 2020 applications. From the client’s perspective, there is also a strong interest in the funding op-
portunities within the EU, and therefore, ICDK Munich devotes many ressources in funding assessments
to facilitate collaborative projects, which typically concerns the EU’s Horizon 2020. According to the survey,
33% of all the clients in the research and education area (the sum of the two variables) have either prepared
an application for funding or have accomplished funding for research and innovation projects. Following the
funding assessment, the interviews with the clients show that ICDK helps with lobbying in relation to Hori-
zon 2020. The main activity leading up to lobbying is setting up meetings with relevant businesses and re-
searchers in order to prepare common interests for the European Commission.

8.1.1 Results on the outcome level
Generally, as shown in the interviews and published cases by ICDK Munich, there is a clear line from the
commercial partners that the main outcome concerns increased technical knowledge and insight into the
German innovation system and precommercial mat-

ket. There is a common understanding that the staff is Matchmaking between
dedicated and very skilled in understanding the client’s universities led to DKK 11 million in fund-
needs. Secondly, there is a common understanding from ing for research.

the commercial clients that a main outcome from using . o
ICDK Munich is to identify experts within a scientific | €DK Munich contacted a university in Den-
field in Germany in order to extend the clients net- | Mtk with the purpose of initiating workshops
work and set up innovation events between comple- n Denmatk.for. forcign rescarchers in order to
. . . prepare application for elite funding and grants.
mentary 1ndusFr1es. The purpose of contacting ICDK Besides initiating the workshops, ICDK. sup-
Munich has mainly concerned insight into the Southern ported the concept economically.
German market, including an assessment on local ex-
pertise in order to make a precommercial analysis of the Also, an add on from ICDK was the connec-
product. tion to relevant researchers outside Denmark
and insight into the funding opportunities. Ac-
cording to the Danish university, the ICDK
contributed to a fruitful matchmaking day,
which launched several applications for fund-
ing. For example, an application succeeded in a
large grant of 11 million DKK.

From the interviews with the employees at ICDK Munich
and the clients, it is clear that a key outcome of the deliv-
erables and services of ICDK Munich is about network
extension. All interviewed clients agree that they are very
satisfied with the contacts ICDK Munich has helped them
to establish. Clients in the research and education area say
that the primary outcome has been the expansion of networks in Germany (51%.); thus, they gained better
knowledge about the research agenda and the research landscape in Germany (38%). In contrast to other
ICDKSs such as Shanghai and Sao Paulo, there is less focus on completing MoUs with German authorities
and research institutions because of the existing collaboration on the research and education level in the Eu-
ropean Union. The survey data in figure 8.1 elaborate the picture on the outcome of the research and educa-
tion clients.
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Figure 8.1: Outcome/expected outcome of using ICDK Munich (clients in the research,

innovation and education area)

We have expanded our network in Germany

We have gained better knowledge about the research agenda and/or the
research landscape in Germany

We have new ideas for research
We have made contact with private companies

We have made contact with new researchers within our research field

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding

We have gained knowledge about the demand for research in Germany

We have established/ate establishing a collaboration agreement with a
local university/knowledge institution

We have changed our project/research focus/agenda

We have marketed Danish educations in Germany

We have made contact with new researchers outside of our research
field

Other results

We have not achieved/do not expect to achieve any immediate results

Source: Oxford Research 2015
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The survey also included questions about long-term outcome, and the results contribute to the understanding
that ICDK Munich assists clients within the research and education area to participate in new research and
innovation projects (27%). In addition, another primary outcome from using ICDK Munich is about prepar-
ing new applications for funding for research (20%), and 13% of the clients are about to get/have raised new
funding for research and innovation projects (see figure 8.2).



Figure 8.2: Long-term outcome of using ICDK Munich (clients in the research, innovation
and education area)

B e e N 2,
0
:

projects

We have developed/are developing application on funding for research [ 20,0%
We have had/are in the process of exchange of students [N 15,6%
We are about to get/have raised new funding for research and I
5 [

innovation projects
We have had/ate in the process of exchange of rescarchers [N 8,9%

We have developed/ate developing jointly research publication [N 6,7%

We have submitted patent application/registered patents/established e
5 o

spin-off companies
Ocher - | 22,2%
No effects - [ III— 26,77

Source: Oxford Research 2015 n =45

8.1.1.1 Collaboration with clients and partners

Opverall, the interviews highlight that the clients and partners are very satistied with the collaboration with
ICDK Munich. The clients and partners highlight that the employees are flexible, responsive and cooperative.
Furthermore, the quality of their competences in technically understanding the client’s needs and challenges is
high. For the client, it is a benefit that ICDK Munich has recruited specialists within the three main high-tech
areas - cleantech, life science and ICT -which is, moreover, seen as the main difference from the employees at
the TC. ICDK Munich is more specialised in the aspects of technology innovation and R&D and less com-
mercial oriented.

8.2  VALUE CREATION AND ADDITIONALITY OF ICDK MUNICH

The vision of the ICDKSs is that its stakeholders should experience substantial value in their international ac-
tivities. In the interviews and survey with the clients, it is clear that ICDK Munich overall complies with this
vision. Several of the clients share the view that without ICDK Munich’s help, they would not have achieved
the same results, or at least not to the same extent. It is possible to point to several explanations for value
creation and additionality that ICDK Munich provides, and it is clear that three conditions in particular con-
tributes to value creation and additionality for the clients.
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Firstly, several of the clients share the view that one of ICDK Munich’s main contributions is to gain ac-
cess to relevant German business and research institutions.

The accessibility to Germany is relatively easy in terms of language and resources; however, it is still crucial to
gain knowledge and relations in order to be successful in value creation. The professional culture in Germany
is more formal than the business and research environment in Denmark (though not as formal as in Asia),

A fruitful dialogue for improving
innovation process and design.

A Danish global healthcare company
asked ICDK Munich to identify rele-
vant specialist within different indus-
tries in Germany in order to allow an
innovation dialogue between non-
competitive industries. The result was
a fruitful dialogue and insight in re-
gard to how German industrial players
innovate. From the Danish company,

which means that it is necessary to invest in existing and new net-
work. According to an ICDK Munich employee, ‘i is nuch easier to
gain access if you are supported by the royal family’, and furthermore, as
one of the research clients puts it, he way you talk, spell and expresses
yourself is different, and if you don’t have an understanding for the setting, you
will lose the deal’. However, it is important not to overrate the formal
culture because the entrance to the German market is relatively
easy. ICDK Munich already has a good understanding of the envi-
ronment, including strong contacts and network. For example,
among the clients in the research and education area, 87% agree
that ICDK Munich has a sufficient local network and 78% agree
that ICDK Munich knows about actors who could be relevant col-

they contacted ICDK Munich because
they have the network and insight to
open doors to key players in the sec-
tor. Afterwards, the company ex-
pressed interest in similar ‘innovation
dialogue’ to Seoul, Silicon Valley and
Shanghai.

laboration partners.

However, the interviews with ICDK Munich employees also high-
light that it is a challenge to maintain strong and continuous con-
tacts. This mainly concerns the KPIs that make it difficult to doc-
ument more ‘soft’ effects such as contact with researchers, busi-
nesses and networks. Therefore, the risk is that investment in net-

works of relevant business and research partners will be down-
graded in favour of more ‘hard’ services such as funding, venture capital and joint application, which is a chal-
lenge because the services often depend on a well-established network.

Secondly, there are good examples of valuable interaction between research and commercialisation,
contributing to the linkage between the two areas in the ICDK Munich organisational setup. First, the inter-
action between research and commercialisation is valuable because of the potential synergies. When synergies
occur, it will expand the network and knowledge, because both areas will jointly support the client’s needs.
An example of a valuable collaboration between the research and commercial area is the case of the Sound
CARE workshops. The innovation attaché invited a Danish cluster organisation to stay an extra day and
spend the time to meet relevant German SMEs. The client got in contact with a commercial network of po-
tential partners and experts of technology and knowhow. ICDK Munich succeeded in connecting the cluster
organisation during an innovation camp. Furthermore, this will qualify the opportunity to raise awareness of
the innovation camp for potential Danish participants. Another good example of a valuable interaction is a
Swiss-Scandinavian Matchmaking Day in connection with the EUREKA Innovation Event, where the com-
mercial area used their network to recruit SMEs and enterprises, the research and education area contributed
by contacting innovation networks, GTS institutions and innovations agencies and Invest in Denmark
matched foreign investors with the Danish companies.



These examples illustrate that ICDK Munich contributes to valuable interaction between the research and
commercial side. However, there is potential to create more synergies. First, the interviews with the employ-
ees clarify that in practice, they have trouble in seeing the collaboration besides services such as
study/delegation tours. One interviewee said: “To run in the same track, we need to have more clients who are interested
in R&>D and innovation, which is further away from the market and where the universities play a stronger role’. To realise the
potential of synergies, a strategic focus on finding the right client is recognised as a key challenge to create
additional value for the clients.

Finally, the additionality of ICDK Munich can also be detected in their ability to make high-tech as-
sessments for clients. According to the research clients, 84% agree that ICDK Munich has a good under-
standing of the client’s challenges and needs, and 56% agree that they have a sufficient knowledge of the cli-
ent’s research area, which illustrates that ICDK Munich has the necessary competencies and potential to cre-
ate value for the clients. Overall, the interviews show that the employees have a good understanding of the
technical area, especially within cleantech, life science and ICT. In addition, it is clear that ICDK Munich has
well-established networks within excellent research institutions which can support the technical assessment
which the client can benefit from. An example of the technical assessment is a Danish solar business who
contacted ICDK to gain insight into the German market, including a precommercial analysis of the product.
The service concluded, with support from researchers at leading universities within renewable energy, that the
company was not fully ready for the German market and needed further product development.

8.3 ORGANISATIONAL SETUP AND SYNERGIES

ICDK Munich is located within the Danish Consulate in Germany, and the collaboration focuses on contin-
uous information and joint projects where the director takes on the responsibilities. The relation to the Dan-
ish Consulate is strengthened because of the organisational setup, where the ICDK Munich executive director
is also the Danish consul/head of mission at the Danish Consulate. Generally, the employees at ICDK Mu-
nich welcome the close connection because they can work jointly and use each other’s competencies and
network. Furthermore, it is clear that being a formal part of the consulate also opens up doors in Germany,
especially in the perspective of a more formal German business environment than the Danish one.

In the description of the organisational setup of ICDK Munich, it is relevant to mention that ICDK Munich
had a difficult beginning. However, the interviews clarify that things were improved, and today, ICDK Mu-
nich is a well-functioning and well-managed organisation with coordination, both internally between the re-
search and commercialisation area and externally between ICDK Munich and the Danish Consulate.

ICDK Munich is in line with the other ICDKSs organised in a setup containing three areas. Whereas the co-
operation and links between the ICDK and the TC in Munich has been improved and seems to be increasing,
it is also clear that the link to Invest in Denmark could be further strengthened. The employees explain that
ICDK Munich and Investment in Denmark’s different KPIs seem too dissimilar to make frequent synergies
in their daily work.

Overall, the TC and ICDK Munich find that the distinction between these separate units are unclear.
From the interviews with the employees, it is clear that there is a grey zone between ICDK Munich’s services
compared to the TC because of the practical distinction between the commercial side in the innovation pro-
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cess and the business side with the trade perspective. The challenge especially concerns the invoice system
and earning targets, which overshadows the research/innovation part. As the interviews made clear, there is a
risk that ICDK Munich services shift to a more commercial perspective, including selling deliverables and
services with a more commercial/trade perspective than innovation and research, in order to complete the
earning targets. According to an employee at ICDK Munich, it is difficult to separate innovation and com-
mercialisation in a trade perspective. The solution is to take in clients that are only interested in R&D; how-
ever, as the person interviewed explains, ‘#his is a challenge because the client then will be further away from the market,
which means that the current payment structure will be a problem for the client’.

Secondly, because many of the research activities are not ideal for invoicing, it is difficult to recruit employees
that on one hand must be salespeople and on the other have an in-depth understanding of the R&D commu-
nity with a preestablished network.

8.4 ASSESSMENT OF ICDK MUNICH

ICDK Munich opened in 2008, and today, it is a well-established ICDK with in-depth knowledge of the in-
novation environment in Munich and a solid network to relevant R&D players at both the commercial and
research and education side. After a turbulent beginning, it is clear that ICDK Munich is now on the right

track with convincing results, and it creates value for many Danish companies as well as universities and other
knowledge and R&D stakeholders.

However, the evaluation of ICDK Munich also shows that there is potential for improvement. From Oxford
Research’s perspective, the grey zone between innovation and trade is still too large and occurs too often.
Employees at ICDK Munich carry out projects for commercial clients that are more oriented towards the
market and export services, similar to those of the TC. The employees and management at ICDK Munich
have also expressed that the payment scheme and the earning targets make it difficult to develop and pri-
oritise more genuine innovation projects and services, since this typically takes many resources and working
hours that are not billable. In the view of the employees in ICDK Munich, it is also a challenge to maintain
relations and networks. They experience that frequent contact and participation in formal events is even
more crucial for keeping good relations in Germany compared to Denmark. With few nonbillable working
hours, the employees find it very difficult to prioritise this.

Finally, even though ICDK Munich has succeeded in creating synergies and collaboration between research
and the commercial side in some projects, ICDK Munich can still do more in order to seek synergies and
collaboration between the innovation attaché and the commercial innovation officers in order to
strengthen the links between research and commercialisation, a conclusion that is shared by the employees
and the management of ICDK Munich.



9.Innovation Centre Denmark in New Delhi and Banga-
lore

The ICDK in India opened in September 2013 as the last of the three new ICDKs (ICDK Sio Paulo and
ICDK Seoul being the two others) as an annex to the Danish embassy in New Delhi. At the same time, a sat-
ellite ICDK office opened in Bangalore. Therefore, ICDK New Delhi/Bangalore has only existed for a short
period. However, working with a trial-and-error approach, they are continuously building valuable experienc-
es in offering innovation services to Danish companies and researchers and are building useful networks and
relations in India. ICDK New Delhi/Bangalore’s tagline is ‘We guide you to long-term research and business opportu-
nities in India’, as long-term relationship building is key in India. ICDK New Delhi/Bangalore focuses on life
science, cleantech and ICT, but also has a special focus on the potential within frugal innovation® or sustaina-
ble and inclusive innovation. As one of the interviewees at ICDK New Delhi/Bangalore puts it:

ICDK New Delhi/ Bangalore is trying hard to find the areas where there are opportunities for Danish compa-
nies as for instance frugal innovation. The Indian middle class earns a salary that is the equivalent of the pov-
erty level in the United States. 1t is difficnlt for Danish companies, especially SMESs, to operate in the Indian
martket. However, if one can perform in India, you can perform everywhere. India is a good development terrain
Jor companies that dare to think long term.

ICDK New Delhi/Bangalore is located in two of the fastest growing cities in one of the fastest growing
countries in the world in terms of increasing population. With a population of 1.2 billion, the Indian market is
potentially very large. Furthermore, India has yearly GDP growth rates at 6-8 percent and a growing middle
class. Nevertheless, India is still an emerging economy with many challenges. However, the new Indian gov-
ernment is prioritising to create jobs for a growing population through the programme Make in India and to
provide officially recognised education to more Indians through the initiative Skilling India’. Though there
are many possibilities for Danish businesses and researchers in India, a number of barriers make it complex
to operate there.

Firstly, Denmark and India face different market realities. Many Danish companies specialise in selling inno-
vative and refined products and services at relatively high prizes, which is difficult in India, as highlighted in
the above-mentioned quote.

Secondly, relationship building is essential in India, and it takes time to build long-term relationships there.
This makes it difficult to ‘sell’ India in Denmark compared to the United States and Germany. Other issues
which make it challenging to sell India in Denmark are its reputation as a ‘difficult’ country, a country where
western companies mainly outsource simple ICT tasks and a country with much bureaucracy.

¢ In the context of limited resources, frugal innovation is the commercialization of quality products and setvices that are
affordable to the masses. http://blogs.ufm.dk/indlaeg/kristoffer-brix-bertelsen/en-maaned-i-indisk-forskning

7 http:/ /www.business-standard.com/content/b2b-manufacturing-industry/ focus-on-skill-development-to-achieve-
make-in-india-goals-economic-survey-115022700655_1.html
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Thirdly, Indian universities are not at the top of international rankings, and the national accreditation system
has not yet penetrated fully into the institutions, making it difficult to identify the top research and education-
al institutions and environments in India. However, India is highly specialised and has top researchers in
fields such as ICT, space research, virology/health biotechnology.

9.1 DELIVERABLES AND SERVICES

In 2014, ICDK New Delhi/Bangalore provided deliverables and services to Danish companies and research
and educational institutions under all four major service offerings: entrepreneurship, higher education collab-
oration, science and technology (partnering and assessment) and business development. More specifically,
they have provided deliverables and services such as analysis of market potential, proof-of-concept, partner
identification, setting up meetings, study trips, and initiatives such as the Innovation Camp and Top Talent.
Denmark.

During 2013 and 2014, ICDK New Delhi/Bangalore initiated a number of joint innovation projects be-
tween the commercial area and the research and education area. Examples of innovation projects are:

1. Frugal Innovation: a Blue Sky innovation project which attempts to specify the content of the special In-
dian innovation way (Frugal Innovation or Sustainable and Inclusive Innovation)

2. Emerging Health Devices: development of services in the health sector based on wireless diagnostics

3. MEGAHUBS: sustainable urban development and urban design in India with a focus on technology and
infrastructure (as part of a comprehensive innovation project across all six ICDKs)

From the interviews with ICDK New Delhi/Bangalore and TC employees, there is a specific challenge in In-
dia when it comes to designing innovation projects that have a high level of innovation, understood as a
knowledge or technology transfer. Until now, the primary focus of ICDK New Delhi/Bangalore innovation
projects has been on enhancing market access for the Danish partners and clients as ...) there is not much Blue
Sky innovation in India’, as one interviewee puts it. In India, innovation is mostly understood as product or set-
vice modifications which can help make access to the Indian market easier, as ...) price point is king in India’
Another issue regarding joint innovation projects is that they were underprioritised during 2014 because the
commercial innovation officers prioritised working on achieving their earning targets. As a new ICDK, the
employees wanted to prove they could manage to sell enough services to Danish clients to reach their earning
targets.

According to the ICDK New Delhi/Bangalore employees, Innovation Package and Innovation Growth
services have worked especially well in the Indian context in 2014. Looking further across all the deliverables
and setvices sold by ICDK New Delhi/Bangalore, most activities were related to the label Tech Scouting,
Analysis and Mapping. More specifically, these are services helping Danish companies — mostly SMEs — to
get a better insight into the Indian market, including focused and customised market analyses related to prod-
uct, technology and/or service customisation, proof-of-concept, technology scouting, partner identification
(e.g., at universities), opening doors and setting up meetings. Based on the interviews with clients, the market

8 Price points ate prices at which demand for a given product is supposed to stay relatively high.
http:/ /www.nojsommelosninger.dk/Mere/Case-stoties/ Prispunkter-i-matrkedet.aspx



analysis/reporting from ICDK New Delhi/Bangalore is knowledge intensive and consists of valuable infor-
mation on data such as the specific market and is of high quality (see example in text box).

According to ICDK employees, the area of science and technology scouting also seems to work well albeit
they still need more experience on the matter, as there are many projects from 2014 which will end in 2015.

However, commercial activities which did not reach its full potential also need to be looked at. The first in-
novation camp did not turn out as well as hoped in an Indian context, as it was difficult to attract Danish
SMEs to the event on the possibilities and opportunities in India. The main challenges were identifying the
right Danish partner, the recruitment of participants and availability of funding. All of these challenges were

very time-consuming processes, and the success rate, as
well as revenue generation, could not be guaranteed. Alt-
hough their first camp was not a success, ICDK employ-
ees will arrange more innovation camps in the future,
learning from their experiences from the first Innovation
Camp in India.

Another activity, which did not reach its full potential,
was the first Top Talent Denmark event in India.
Around 1,100 students signed up for the event, but only
130 of the registered participants attended the Top Talent
Denmark event. Despite not reaching its full potential,
the innovation attaché sees great potential in the Top
Talent Denmark programme if they can manage to bring
Danish educational institutions to India to present the
possibilities of studying in Denmark for Indian students.
Another important issue in relation to the latter is that
ICDK New Delhi/Bangalore is now aware of the fact
that they have to customise the Top Talent Denmark
event to different kinds of Danish educational institu-
tions, as universities and universities of applied sciences
(business academies and university colleges) have differ-
ent target groups and offerings for students in India. Ac-
cording to the survey data, the main deliverables and set-
vices for clients in the research, innovation and educa-
tion area are participation in events on recruitment
and exchange of researchers and students (52%)
which is most likely a result of the Top Talent Denmark
event.

According to the innovation attaché, he has spent much
time approaching Danish research and educational insti-

A two-phase study for a Danish company in
2014

Phase 1: The company was interested in explor-
ing the opportunities in the Indian market for
the CADScor device for the detection of coro-
nary artery disease. Towards this end, ICDK
helped the company explore Indian market dy-
namics for their product.

Phase 2: ICDK finished the Indian market
analysis for the CADScor device and recom-
mended a model that suits the business. As next
steps, the company received assistance from
ICDK to dive even deeper into the distribution
setup, gather physicians’ opinion on the product
and get some conference and event support.
ICDK identified and shortlisted a number of
suitable distributors, who could give the com-
pany direct feedback on business models and
product-market fit of their CADScor device.
ICDK also managed to arrange meetings with
some top physicians for the company in order
to have complete information on suitability of
the product as per the local market needs. Fur-
thermore, ICDK helped in identifying the key
partners and opinion leaders that the company
can work with for conducting Clinical trials in
India for its CAD score device. Lastly, ICDK
also helped the company be a part of the CSI
conference with an aim to provide an easy plat-
form to the company for marketing their prod-
uct.

tutions in order to spread the word that the ICDK in India exists, about what ICDK New Delhi/Bangalore
has to offer and about the possibilities in India. According to the survey results, 38% have participated in
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delegations/visits in India and 38% have participated in meetings with ICDK New Delhi/Bangalore
about possibilities of collaboration with Indian partners on research, innovation and education. The
innovation attaché predicts that in one or two years, when more stakeholders become aware of the existence
of ICDK New Delhi/Bangalore and the possibilities in India in the areas of research, education and innova-
tion, more will participate in more narrowly focused workshops and seminars or in projects focusing on re-
search and innovation with Indian partners.

9.1.1 Results on the outcome level

According to the interviews with clients, the two main outcomes for the commercial clients are more
knowledge of the Indian market and introduction to local networks and partners in universities for ex-
ample. One client has used ICDK New Delhi/Bangalore for several purposes with the goal of getting into
the Indian market and to open a new office in New Delhi, including finding a native Indian director for the
new Indian office. They also used services in relation to proof-of-concept (POC), getting introduced to dif-
ferent investors in India and Denmark as well as practical issues such as logistics. The support from the am-
bassador level is highlighted as very important as it has had a great impact in terms of opening doors at the
top level. Another client was interested in getting an overview of the landscape of researchers on dairy prod-
ucts and the dairy market in India, China and South Korea. Secondly, the client wanted the three ICDKSs to
conduct interviews with the researchers. According to the client, it was of great value that all three ICDKSs
had an existing network of researchers and institutions and could help conduct the interviews with the re-
searchers for the client.

According to employees at ICDK New Delhi/Bangalore, various forms of knowledge-intensive market anal-
yses relating to product and technology development and adjustment, accessing niche opportunities in India,
identifying partners and research and technology scouting, to name a few, creates high value for commercial
clients.

The survey results show that the main outcomes in the research and educational area are marketing of Dan-
ish educations in India (43%), extension of their network in India (38%) and knowledge about oppor-
tunities for collaboration and funding in India (see figure 9.1), which is corroborated by the interviews
with clients. For example, one client has received services from the innovation attaché and the senior com-
mercial officers which has led to a collaboration on the exchange of students and researchers and internships
between the Danish company, a Danish university and Indian partners. Another client attended the Top Tal-
ent Denmark event in India, and a third client got introduced to top level individuals at an Indian university
and received help in terms of writing research applications to Danish institutes and associations. Among the
clients surveyed, 10% have not reached or do not expect to reach any outcome at all.



Figur 9.1: The outcome of using ICDK New Delhi (clients in the research, innovation and
education area)

We have matketed Danish educations in India I T——— 42,9%

We have expanded our network in India [ 38,1%

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding
We have established/are establishing a collaboration agreement
with a local university/knowledge institution
We have gained knowledge about the demand for research in

: |
India 19,0%

T 38,1%

T 33,3%

We have made contact with private companies [N 19,0%

We have gained better knowledge about the research agenda
and/or the research landscape in India
We have made contact with new researchers within our research o
I 9,5%
field
We have made contact with new researchers outside of our
research field

I— 19,0%

0,0%
We have changed our project/research focus/agenda  0,0%
We have new ideas for research  (0,0%

Other results  INIIGEGG____————_— 14,3%

We have not achieved/do not expect to achieve any immediate
results

I 9,5%

Source: Oxford Research 2015 n=21

The survey results also show that the main long-term outcome in the research and educational area are ex-
change of students (29%) and exchange of researchers (19%). In addition, many clients answered other re-
sults (30%) as well as no effect (19%), which is an indication that the working process is in an early stage for
many clients.
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Figur 9.2: The long-term outcome of using ICDK New Delhi (clients on the research and
education area)
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Source: Oxford Research 2015 n=21

9.2  VALUE CREATION AND ADDITIONALITY OF ICDK NEW DELHI AND BAN-

GALORE
Most of the clients highlight that ICDK New Delhi/Bangalore’s in-depth understanding of the Indian
culture and society (socially, politically and economically), of Indian business culture and of differ-
ent aspects of the Indian market has been of great value because the commercial employees are native In-
dians and are insightful.

According to the interviews with the clients, it is also of great added value that ICDK New Del-
hi/Bangalore is located near major and important actors in India, including authorities, companies and
universities which ICDK New Delhi/Bangalore has a large network of many relevant contacts. Given
ICDK New Delhi/Bangalore’s network, they are capable of establishing contacts and arrange meetings
with companies and/or researchers in India much easier and faster than the clients. In addition, an important
contribution which has been highlighted by several clients is that ICDK New Delhi/Bangalore has helped
open doors, with assistance from the ambassador, to powerful and important players, as hierarchy is very
important when building important relations in India. According to the survey results, 57% agree that ICDK
New Delhi/Bangalore has a sufficient local network in India, and 62% agree that ICDK New Del-
hi/Bangalore know relevant actors in India.

Based on the interviews with clients, many clients could not have gotten in contact with specific com-
panies or institutions without the help of ICDK New Delhi/Bangalore, while others say they could, but
not as fast and/or with fewer resoutces. According to the survey, 24% would not have reached the same out-
come without the assistance of ICDK New Delhi/Bangalore, while 43% would have reached the same out-
come, but not to the same extent.



9.2.1 Collaboration with clients and partners

The employees at ICDK New Delhi/Bangalore are generally highly rated by clients and collaborators as well
as by employees from the embassy and TC in New Delhi. ICDK New Delhi/Bangalore employees are de-
scribed as professional, competent and having great knowledge of the Indian market, society and culture. Fur-
thermore, they are described as flexible, accessible and helpful. Most clients also agree that the employees
have good insight and knowledge of the customers’ needs and of their market. According to the survey re-
sults, only one respondent did not think that ICDK New Delhi/Bangalore had sufficient knowledge of
his/her research area.

However, even though the interviewed clients in general have been very positive and appreciative of the ser-
vices ICDK New Delhi/Bangalore employees provided, some have delivered a few critical comments such as
slow response time and lack of insight into the client’s target group.

9.3 ORGANISATIONAL SETUP AND SYNERGIES

Since mid-November 2014, ICDK New Delhi/Bangalore has been operating without an executive director.
Furthermore, the two senior commercial officers were recruited in March and April 2014 - one for the Banga-
lore office and one for the New Delhi office - which means that ICDK New Delhi/Bangalore has only been
fully staffed for 7-8 months. Therefore, the innovation attaché has spent much time supporting the senior
commercial officers, which of course means he has had less time to work on his own tasks such as the inno-
vation projects. The employees managed to achieve most of their objectives in 2014. However, the employees
all agree that ICDK New Delhi/Bangalore has suffered from missing an executive director especially in terms
of matketing ICDK New Delhi/Bangalore in Denmark.

From the interviews with the employees at ICDK New Delhi/Bangalore and the TC at the Danish Embassy
in New Delhi, it is clear that there is a grey zone between the innovation services delivered by ICDK New
Delhi/Bangalore and services delivered by the TC. Historically, TC employees in India have sold some of the
same services as what the ICDK sells now, which has created confusion on who is supposed to do what.
With help from the Ministry of Foreign Affairs of Denmark, the ICDK and TC in India have designed a
‘spider web’ to rate how well different activities build on the common core-story of the ICDK and the four
common ICDK services. What is important about the spider web is that it specifies the core activities of the
ICDKSs which can then be benchmarked up against the tasks of the TC. The understanding the ICDK has
with the TC is that whenever there is a borderline case, they will sit down together and run through the spider
web for that case to reach an agreement.

ICDK New Delhi is located at the Embassy of Denmark in New Delhi, but also has an office with two em-
ployees at the Danish Trade Commission in Bangalore where the Invest in Denmark country manager in In-
dia is also situated. The ICDK employees in New Delhi are therefore located in the same building as the TC
employees and embassy employees. On a daily basis, the Danish ambassador is in charge. The co-location
with TC and embassy employees at the Danish Embassy in New Delhi has pros and cons. One of the bene-
fits of this setup is that there are possible synergies when working in the same building as TC and embassy
employees, as it is easier to communicate and coordinate on a daily basis and to make use of each othet’s re-
sources and competencies. The innovation attaché also participates in three weekly meetings at the embassy
to coordinate, share knowledge and create synergies. In addition, hierarchy and relationship building are im-
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Facilitation of a new collaboration be-
tween an Indian university, a Danish
university and a large Danish company

At a conference, the Innovation Attaché
met representatives from the Institute of
Food Science from an Indian university,
who wanted to find a Danish partner. The
Innovation Attaché identified an equiva-
lent department in a Danish university. At
the same time, one of the Innovation Of-
ficers met with a large Danish company
which was interested in having a technol-
ogy tested on the Indian market. The
company agreed to sponsor a PhD-project
to an Indian student to do the testing of
the technology.

With the help from ICDK New Del-
hi/Bangalore, representatives from the
Danish company and the Danish universi-
ty were introduced to each other, and the
Danish university agreed to host the PhD-
student. Both parties went on a compre-
hensive and intensive visit programme to
India planned by the Innovation Attaché
and the Innovation Officer. The visit led
to agreements on student exchange and
research collaboration between the two
universities and the content and the scope
of the PhD-project was agreed with the
Danish company.

portant factors of the Indian (business) culture. ICDK New Delhi’s ability to bring the ambassador to meet-

ings and events with powerful and important persons is re-
garded as an important addition by many ICDK clients as the
ambassador's esteem and position can help open doors and
build relations.

On the other hand, a disadvantage of this setup is that when
the ambassador wants ICDK employees to do a certain task,
for instance to do a presentation at a conference or in relation
to an official visit from a Danish minister, they are expected to
participate, even though it is often not a success criteria in
their performance contract or is not recognised as part of the
overall ICDK strategy. In addition, the original plan was to lo-
cate ICDK in Bangalore to become patt of the Indian ICT
hub. Being located at the embassy, ICDK New Delhi is not in
proximity to a strong innovation/R&D environment.

Based on the interviews with the employees at ICDK New
Delhi/Bangalore, there ate positive and negative aspects te-
garding the cooperation across the three ICDK pillars. The
collaboration between the innovation attaché, the former ex-
ecutive director and the senior commercial officers has worked
and still works very well according to the employees, and they
have been working very closely together to achieve their tar-
gets. The fact that the employees work from both New Delhi
and Bangalore has not been a problem as they coordinate and
work closely together on a weekly and often on a daily basis
(via a video conference every Monday, e-mail, phone and face-
to-face meetings). On the negative side, one of the main chal-
lenges regarding the organisational setup has been to link in-
vestment promotion to the two other pillars. Before October
2014, there has not been much cooperation between the
ICDK and the Invest in Denmark employee who is based in

Bangalore. However, in October 2014, one of the senior commercial officers and the Invest in Denmark em-
ployee in Bangalore built a joint road map on how to work closer together in the future.

9.4 ASSESSMENT OF ICDK NEW DELHI AND BANGALORE

Since the opening of ICDK New Delhi/Bangalore in September 2013, the ICDK employees have gained
useful experience in offering innovation services to Danish companies and research/educational institutions.
Furthermore, they have established valuable networks and relations in India and they are on track in finding
value propositions for Danish actors.

In 2014, the primary focus of ICDK New Delhi/Bangalore - including the innovation projects -has been on
enhancing market access for the Danish clients in India by providing valuable knowledge of the Indian mar-
ket and help in terms of creating new networks and relations between Danish and Indian actors. Many clients



would not have reached the same outcome without the assistance of ICDK New Delhi/Bangalore, while
others would have reached the same outcome, but not to the same extent. Most of the clients highlight that
ICDK New Delhi/Bangalote’s in-depth understanding of the Indian culture and society (socially, politically
and economically), of Indian business culture and of different aspects of the Indian market has been of great
value.

Taking into account the lack of staff resources in much of the relatively short lifespan of ICDK New Del-
hi/Bangalore and the fact that there has been no executive director since mid-November 2014, the ICDK has
been successful in achieving most of its objectives. However, a challenge voiced internally is that there is a
grey zone between the innovation services that ICDK New Delhi/Bangalore provides and the export and
market-oriented services which the TC offers. Historically, TC employees in India have sold some of the
same services as what the ICDK sells now, which has created confusion as to who is supposed to do what. A
general notion is that the earning targets set up for ICDK Delhi/Bangalore enhance the grey zone. Another
side effect of the earning targets is that the objectives of the commercial area are pushed towards reaching
commercially oriented targets. One effect of the earning targets is that the innovation projects have been un-
derprioritised.
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10. Innovation Centre Denmark in Sao Paulo

Brazil is undergoing rapid economic development, and with more than 200 million inhabitants, it represents a
large market. Brazil is also investing heavily in higher education, science and technology, and is therefore also
an interesting partner for Danish universities and other educational institutions.

ICDK Sio Paulo is the smallest ICDK, and it is also one of the newest. The innovation attaché arrived in
2011, but the ICDK did not open until 2013 when the consul general also became executive director of
ICDK Sio Paulo.

The centre is located in Sdo Paulo where it shares the same premises with the Danish Consulate General. Sio
Paulo is the economic engine of Brazil and home to some of the country’s leading research institutions. It is
therefore a natural home for an innovation centre. Areas of common strategic interest include agriculture and
food science, biotechnology and life science, renewable energy, nanoscience and ICT.

Since the innovation attaché arrived prior to the opening of ICDK Sio Paulo, the activities in the area of re-
search, innovation and education have the longest history and have achieved the most significant concrete re-
sults. Today, ICDK Sio Paulo has an executive director, an innovation attaché, an employee at the Top Tal-
ent Denmark programme and an innovation officer. The executive director of ICDK Sao Paulo is also consul
general and therefore has a number of tasks in addition to leading ICDK Sao Paulo.

ICDK Sio Paulo operates under the tagline ‘we guide you to research and technology with high impact
in Brazil’.

10.1  DELIVERABLES AND SERVICES

On the innovation side, ICDK Sao Paulo is the smallest of the ICDKs measured in size. The first innovation
officer, who specialises in the food industry, was employed in the summer of 2013 but stopped after about
half a year. In the summer of 2014, a new innovation officer, who specialises in life science, was employed.
Given the change in area of expertise, the new innovation officer had to start from scratch in terms of build-
ing a pipeline of potential clients. In 2013, ICDK Sao Paulo had five unique paying clients which increased
to nine in 2014. In total, ICDK Sio Paulo has solved 23 tasks for commercial clients.

In addition to the change of staff, the development of the innovation services has taken some time since it is
less obvious in Brazil than in other ICDKSs like Silicon Valley what kind of innovation services Danish com-
panies would be interested in and what portfolio of services the centre should offer. The centre has therefore
spent both time and resources since its opening on defining and developing its portfolio of services.

The services provided by ICDK Siao Paulo have mainly focused on three types of services so far. Partner
search and matchmaking between Danish clients and local companies and education institutions is the set-
vice the centre has provided most often. Almost two out of five services are of this nature.



Facilitation of Networks and Communities, where the centre provides Danish companies and organisa-
tions access to local networks and communities, is the service provided second most often. This is followed
by Intelligence, Tech Scouting, Analysis and Mapping, where the centre identifies emerging local tech-
nologies and analyses and maps the latest trends within different aspects of innovation, research, education
and technology in Brazil.

ICDK Sio Paulo also provides incubation services where Danish companies can either have a physical or
virtual office at the innovation centre. ICDK Sao Paulo can also represent the companies physically in Brazil,
if relevant. The centre does not provide a unique innovation programme or services that the other ICDKs do

not provide.

On the research side, the overall framework for the work
is a MoU on collaboration in science, technology, in-
novation and higher education from 2011. The MoU is
signed by the Ministry of Higher Education and Science
and the Brazilian counterparts, and the objective is to en-
courage, develop and facilitate cooperation between Dan-
ish and Brazilian actors in fields of common interests. The
MoU has since been followed by several specific and tar-
geted agreements between funding organisations and insti-
tutions of higher education and research in Denmark and
Brazil.

Brazil is a relatively new market for Danish universities
and other higher education institutions, and most of them
have not traditionally been present in Brazil. However, the
interest in building networks and setting up collaboration
and partnerships in Brazil has been high. The innovation
attaché has been assisting universities who are interested in
establishing partnerships in Brazil at an institutional level,
individual faculties or schools and individual professors
looking for partnerships in Brazil.

The service provided typically includes discussing the goals
and needs of the clients, identifying relevant local universi-
ties, professors and researchers within the relevant field,
putting together a programme for the visit to Brazil, ac-
companying clients to meetings and conferences, follow-
ing up to facilitate further collaboration and keeping the

Danish and Brazilian maritime students
sailing to the Olympics in 2016

A concrete example of cooperation at the in-
stitutional level between Denmark and Brazil
is found within the maritime sector. In 2012
the innovation centre organised a tour to Bra-
zil for the Danish Maritime Authority, com-
panies and education institutions. One of the
results of the tour was an agreement on col-
laboration on maritime education between
Denmark and Brazil. One of the concrete out-
comes of the agreement is that a Danish mari-
time educational institution wishing to interna-
tionalise has initiated formal cooperation with
two large Brazilian maritime institutions.

An initial result of the agreement is that the
Danish Training Ship DANMARK had four
Brazilian students on board the 2014 expedi-
tion. Danish maritime students will also be
sent to Brazil in internships and as exchange
students. The Training Ship DANMARK will
also be used for promotional activities during
the Olympics in Rio de Janeiro in 2016. Brazil
has great interest in Danish maritime
knowledge, particularly in the offshore area,
where the country has major oil interests.

dialogue alive and moving the process forward. Like the innovation attachés at the other ICDKSs, the innova-
tion attaché in Sdo Paulo can apply for funding from DASTI to bring local and Danish scientists together at
workshops and research conventions to explore common interests and possibilities for further cooperation.
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ICDK Sao Paulo is also part of the Top Talent Denmark programme and promotes Danish education and
career paths for talented young Brazilians. As part of the programme, ICDK Sao Paulo has organised Top
Talent Denmark events in Brazil with participation from several Danish universities and companies.

10.1.1 Results on the outcome level
In general, the interviewed clients have achieved the results they were hoping for when contacting ICDK Sao
Paulo. On a more immediate level the clients have built a valuable network with local companies, re-
search institutions and experts. Also, most companies have been able to build a good overview of rele-
vant companies and potential partners in Sao Paulo and have been able to establish a relationship with
companies and potential partners and customers.

ICDK Sio Paulo has provided the clients with valuable
knowledge of the Brazilian market, innovation system and un-
derstanding of key drivers and trends. One of the important fac-
tors that the centre has informed the clients, looking at the Brazili-
an market, about is the time it takes to establish a new entity. The
Brazilian market is large and the potential reward big if one is suc-
cessful. However, it often takes two to three years before one
starts getting return on an investment.

Danish company seeking local
partners to introduce new prod-
ucts

A concrete example of a company
that the innovation center has helped
includes a Danish company, which
the innovation center has assisted in
developing new innovative products
targeted at the Brazilian market.
Based on meetings and discussions
with potential local partners orga-
nized by the innovation center the
Danish company has developed a go-
to-market strategy for how to ap-

Some clients have been able to take their results a step further and
have or are about to introduce products or services to the Brazilian
market. An example is a Danish technology company, which
ICDK Sio Paulo introduced to potential Brazilian partners - re-
search institutions and companies - and which was included in an

proach the Brazilian market and iden-
tified the most relevant potential Bra-
zilian companies to do business with.
Based on the meetings new products
have been defined and the Danish
company is negotiating a contract to
produce the new products for two lo-
cal companies who are interested in
introducing them on the Brazilian
market.

application for funding for a large research project led by a Brazili-
an university.

For the clients in the research and education area, the most com-
mon immediate outcome is expansion of network in Brazil (64%).
In addition, the clients mainly establish collaboration agreements
with a local university or knowledge institution (59%), gain
knowledge about the possibilities for collaboration and/or the
possibilities for funding (56%) and market Danish educations in
Brazil (54%). It is remarkable that 59% have established or are es-
tablishing a collaboration agreement with a local universi-

ty/knowledge institution since this is often something that takes longer to establish.

As illustrated by figure 10.1, only 8% of the clients have not achieved or do not expect to achieve any imme-
diate results.



Figure 10.1: The outcome of using ICDK Sa6 Paulo (clients in the research, innovation and

education area

We have expanded our network in Brazil

We have established/ate establishing a collaboration agreement with a
local university/knowledge institution

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding

We have marketed Danish educations in Brazil
We have made contact with new researchers within our research field

We have gained knowledge about the demand for research in Brazil

We have gained better knowledge about the research agenda and/or the
research landscape in Brazil
We have made contact with new researchers outside of our research
field

We have new ideas for research

We have made contact with private companies

We have changed our project/research focus/agenda
Other results

We have not achieved/do not expect to achieve any immediate results

Source: Oxford Research 2015

I ——— 64.0%
I 59,0%
A 56,0%
I 54,0%
I 44.0%
I 306,0%
I 33,0%

I 21,0%

I 15,0%

. 10,0%

. 10,0%

I 13,0%

. 8,0%

n =39

The survey about the long-term outcome also shows that 51% of the clients have established or are establish-
ing student exchange programmes, 41% of the clients have established or are establishing exchange pro-
grammes for scientific personnel and 23% has participated in or are participating in new research and innova-
tion projects. Thus, the outcome from participating in the research activities under ICDK Sao Paulo is very

high.
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Figur 10.2: The long-term outcome of using ICDK Sao Paulo (clients in the research,

innovation and education area)

We have had/ate in the process of exchange of students

We have had/are in the process of exchange of researchers

We participate/have patticipated in new research and innovation
projects

We have developed/are developing application on funding for research

We are about to get/have raised new funding for research and
innovation projects

We have developed/are developing jointly research publication

We have submitted patent application/registered patents/established
spin-off companies

No effects

Other

I 51 3%
I 41,0%
I 23,1%

I 23,1%

I 17,9%

I 17,9%

0,0%

I 17,9%

I 20,5%

Source: Oxford Research 2015 n =39

10.1.1.1 Collaboration with clients and partners

The paying clients interviewed by the evaluator are highly satisfied with the collaboration with ICDK Sio
Paulo. They see the employees as competent and dedicated and would all use ICDK Sao Paulo again, if rele-
vant.

For the clients in the research and education area, the overall satisfaction with ICDK Sao Paulo is also very
high. 92% of the customers are either highly satisfied or satisfied with the service they have received from
ICDK Sao Paulo. The remaining 8% are neutral and not a single client is dissatisfied.

A Danish professor who has collaborated with ICDK Sao Paulo says,

Tn Sao Paulo, I also experienced also a very competent team, with a good network and cultural understanding,
which is crucial when it comes to building networks and relationships in South America’.

The survey also shows that the respondents find that ICDK Sio Paulo has a good understanding of the cli-
ents’ needs and challenges, knowledge of their area of research, commercialisation and innovation as well as a
sufficient network and good knowledge of relevant local actors.

Even if ICDK Sio Paulo has collaborated with a large number of education institutions, the main criticism
during the interviews has been that many researchers and research institutions in Denmark are not aware of
ICDK Sio Paulo and the services they offer. This is supported by the responses to the survey. Thus, only 7%
responded that they feel that researchers and research institutions in Denmark ‘to a large degree’ are aware of
the ICDKSs and the services they offer. On the other hand, 40% responded ‘to some degree’ and 33% said ‘to
a low degree’.



10.2 VALUE CREATION AND ADDITIONALITY OF ICDK SAO PAULO

As mentioned, the sample of companies from the innovation area is fairly small for Sdo Paulo, but the ones
who have been interviewed have received significant value from using ICDK Sao Paulo and could not have
received the same results without the services provided by ICDK Sao Paulo.

ICDK Sio Paulo helps the clients understand the local culture, overcome language barriers and han-
dle local transportation. In terms of cultural difference and language barriers, Brazil is placed in between
Silicon Valley and Munich, where the differences are smallest, and Korea, China and India, where the barriers
are the biggest. Several clients have pointed out that it has been useful for them to have local employees from
ICDK Sao Paulo assist them during their tour to Sdo Paulo or other parts of Brazil.

ICDK Sao Paulo also uses its local knowledge to identify the most relevant companies and research in-
stitutes to open doors and set up meetings at a high level. This is also an important value provided by
ICDK Sio Paulo. One of the Danish companies that have used ICDK Sao Paulo to plan a weeklong visit to
potential partners in the Sao Paulo area highlights,

Tt was very relevant companies they had found for us. It was definitely the top ones among the ones we conld im-
agine to get in tonch with. We managed to become part of a joint research proposal for funding with a university
in Sao Panlo and this was only possible because they had found people who sat very high up in their organisation
dealing with research applications. When they see the Danish Coat of Arms it opens doors. It is an important
and essential feature and something you cannot do yourself. If we hadn’t had the option of going through an inno-
vation centre or a consulate we wonld not have gone to Brazil.

For the clients in the research and education area, responses to the survey show that the additionality is very
high. Only 13% of the respondents estimate that they could have received the same results without ICDK
Sao Paulo. On the other hand, 54% estimate they could not have received the same results, and 26% estimate
they could have achieved the same but to a lesser extent. During the interviews, clients have also highlighted
that the value of the services in Brazil have been extra high because they have no prior experience with build-
ing partnerships in Brazil and little knowledge of the academic landscape in the country.

10.3 ORGANISATIONAL SETUP AND SYNERGIES

The organisational setup in Sao Paulo differs a little from the standard ICDK model because the executive di-
rector, who is also consul general, is in charge of the TC as well. Invest in Denmark does not have any em-
ployees in Sao Paulo, so the executive director is the head of all the employees in Sao Paulo.

At the same time, ICDK Sio Paulo and the TC are both quite small, and combined, they only have one per-
son specialised in life science, one in ICT and one in agriculture and fisheries. To allow both the ICDK and
the T'C to have specialists in more areas, the model for cooperation applied in Brazil is more flexible. Where
some of the ICDKs make an effort to distinguish between the tasks solved by the TC and ICDK, the distinc-
tion is more blurred in Sdo Paulo. If ICDK Sao Paulo gets a request for a service within life science which
would normally be handled by an employee from the TC, it will still be handled by the life science expert
even if he/she is from the ICDK. The same goes the other way around.. Since the employees have the same
boss, this model functions smoothly and creates synergies between the TC and ICDK Sao Paulo. Coopera-
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tion is not challenged by the fact that the employees in ICDK Sio Paulo has a director that wants them to fo-
cus on reaching their earning target and the employees in the TC has another director that wants them to fo-
cus on reaching their earning target.

Cooperation with the innovation attaché is also working well, and the innovation attaché assists with tasks
outside his/her own area and receives assistance from other employees when relevant. It can sometimes be a
little unclear how much the innovation attaché can be assisted by the innovation officers and the commercial
advisors - who would normally charge for their services - but this is not only unclear in Sdo Paulo but a chal-
lenge the innovation attachés share across all the ICDKG.

10.4 ASSESSMENT OF ICDK SAO PAULO

ICDK Sao Paulo is the smallest ICDK, and it is also one of the newest. Cooperation between the innovation
officer, the innovation attaché, the employee on the Top Talent Denmark programme and the commercial
advisors from the TC is smooth. One of the main reasons for this is that the director of ICDK Sao Paulo is
also the head of the TC. This differs from some of the other ICDKSs where the head of the TC and the direc-
tor of the ICDK are different and therefore have different goals. The setup in Sdo Paulo thereby creates
an incentive structure which to a larger degree than elsewhere encourages cooperation because it is
the same director responsible for both the ICDK and the TC goals. .

The interviews and the survey show that there is a large interest from Danish educational institutions and
among researchers to explore opportunities in Brazil, especially in the Sao Paulo area. Brazil and Sdo Paulo
are, for most universities, a new country and city where they previously have had no collaboration. The needs
of the education institutions are therefore different from the needs in Germany or the United States where
some of the universities have been present for many years and already have some collaboration and expeti-
ence. In Brazil, collaboration must often be built from scratch, and the educational institutions have
no prior experience or contacts. The need for the innovation attaché to point out the right universities and
the right faculties and researchers to meet with and how to establish cooperation is therefore high.

Also, there is often a need to help understanding local culture, customs, language and transportation. Local
employees therefore often accompany visitors on their tour of Brazil.

The innovation services are less well-established than the research area. This is partly because the in-
novation services were established later, partly because the first innovation advisor left her job within the first
year and partly because it has taken some time to define what kind of innovation services ICDK Sao Paulo
should offer to potential clients. The process of building a pipeline of potential customers, defining what
constitutes innovation services in Brazil and what ICDK Sao Paulo should offer is therefore still ongoing. In
2014, ICDK Sao Paulo had nine unique companies buying innovation services.

A challenge which has been pointed out by both the staff at ICDK Sao Paulo and the clients is that it takes a
long time -three years in general - and many resources to enter the Brazilian market. This fact makes the Bra-
zilian market a difficult market to enter for SMEs and startups that cannot devote too many resources to
something that might not succeed and often does not have the financial resources to finance activities that
take three years to start generating return on investment even if they succeed.



It therefore still remains to be seen how large the market for innovation services is in Brazil. The em-
ployees at ICDK Sio Paulo and clients are confident that there are opportunities, but currently, ICDK Sio
Paulo only has one innovation advisor and had nine unique commercial customers in 2014. More employees
would provide an opportunity to do more outreach to potential clients and increase the number of custom-
ers, but currently it remains to be seen if there is a significant amount of Danish companies that are interested
in innovation services in Brazil.
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11. Innovation Centre Denmark in Seoul

ICDK Seoul is located at the Danish Embassy in Seoul, South Korea and opened in 2013 as one of the three
new Danish ICDKs. ICDK Seoul has only existed for a short period of time, and is still in a development
stage in establishing network and relations in South Korea. The purpose of ICDK Seoul is to create innova-
tion and business opportunities, and build up relations between Korean and Danish R&D intensive compa-
nies, research institutes and universities. The tagline of ICDK Seoul is “‘We give you access to the Asian
powerhouse of applied research and technology’.

South Korea is not in the same economic scale as China, but some of the most globalised and innovative
companies in the world are located in South Korea. However, it is important to be aware that few major
companies such as Samsung Electronics, Hyundai Motors, POSCO and LG, govern the industry, making it a
challenge to gain access to the highest levels in these companies. A key to the South Korean success is deter-
mined investment in education, research and new technologies over the last decades. The number of students
who completes a higher education has exploded and the quality of universities is excellent. Five universities
are among the 25 most patent-active universities in the world. Furthermore, the government of South Korea
spends more than any other OECD-country in research and development (approximately 5% of GDP), lead-
ing to results such as South Korea topping this yeat’s overall ranking of the Bloomberg Innovative Index®.
South Korea increasingly plays an important role in the global economy focus areas, such as in energy and
environmental technology, ICT, nanotechnology, life science and biotechnology, which creates good oppor-
tunities for synergy between Korean and Danish authorities, research institutions and business, especially in
the area of green energy. South Korea also has a proactive policy of free trade; EU and South Korea have
signed a free trade agreement, which came into force in July 2011.

11.1 DELIVERABLES AND SERVICES

The Korean market is new and it needs to be cultivated. Therefore, it is a premise for ICDK Seoul’s delivera-
bles and services to Danish business and research institutions to employ time and resources in activities that
help expand their network and build relationships. These types of activities may not be in line with earning
targets; however, they are crucial in order to maintain qualitative deliverables and service because the primary
purpose of ICDK Seoul is to provide access to the ‘Asian powerhouse’ of applied research and technology’.

In 2014, ICDK Seoul initiated and carried out two innovation projects, which is a joint action between the
three areas of the ICDKSs. The two innovation projects, Chaebols & Innovation and Medtech & Robotics, in-
cluded project goals and value for all the three areas of ICDK Seoul. From the interviews with ICDK Seoul
employees, there is a good understanding of the joint innovation projects, and it is clear that they have good
opportunities to collaborate, thus complementing their skills and contacts in the areas of research, commer-
cial and investment. Despite their good experiences with innovation projects, there is an issue concerning the
amount of time and resources that are used on these deliverables.

? https:/ /bloomberg.com/graphics/2015-innovative-countties



Another activity that ICDK Seoul offers to its clients is the Entrepreneurship/Innovation Camp and
workshop/conferences. These kinds of deliverables have the purpose of sharing knowledge between Dan-
ish and Korean businesses and research institutions, and thus matchmaking and identifying potential partner-
ships in the innovation and research environment. Because of the inherent differences between the Danish
and South Korean market and innovation systems, it is important for businesses, researchers and students to
experience an authentic understanding of being in South Korea. An example of an Entrepreneurship Camp is
the Chaebols Camp that was arranged in March 2014 and was

a pre-result of the innovation projects mentioned earlier about
Chaebols & Innovation. Furthermore, the camp was a part of
the Danish prime minister’s visit to South Korea. Five startup
SME companies participated, and three of them are in contin-
uous dialogue with Samsung Electronics as a direct outcome of
the camp.

Danish and South Korean students
meeting up to come up with innova-
tive solutions

ICDK Seoul facilitated a ‘Student Innova-
tion Camp’ with the operational focus of

bringing talented students from Denmark
and South Korea together for a weeklong
intense camp to come up with new inno-
vative ideas. Ten Danish students and 10
Korean students in the field of engineer-
ing were selected from leading universities
for the camp. Besides coming up with an-
swers to concrete challenges, the camp
sowed the seeds for future cooperation
between young minds in Denmark and
South Korea.

In relation to these camps, workshops and conferences, ICDK
Seoul also assists Danish businesses, authorities and research
institutions by organising delegation/study tours to South
Korea. The purpose of these activities is to target the specific
needs of the Danish clients and partners in the best possible
way, thereby securing a setup where relevant Korean actors
participate. It is considered an important way to highlight Dan-
ish competences in certain fields of science and to give Danish
partners insight into the South Korean innovation system.

The camp was arranged in a close cooper-
ation with Korean universities, Danish
universities and a large Danish company,
strengthening the industry-academia con-
nections between South Korea and Den-
mark.

Along the same lines, ICDK Seoul delivers a large number of
tailor-made services that fit the client’s specific needs. These
activities include Innovation Package, which typically helps
SMEs identify their potential for growth and readiness in rela-
tion to the South Korean market. The deliverables and services
are precommercial oriented, and the purpose is to identify the
client’s needs and challenges in order to make a valuable as-
sessment. The output is often a tailor-made action plan for internationalisation through innovation. An ex-
ample is the collaboration with a Danish software company. As part of an Innovation Camp in Copenhagen,
an employee from ICDK Seoul contacted the manager in order to identify if there were precommercial rea-
sons to get involved in the South Korean market. In the interview with the client, it is clear that the delivera-
ble from ICDK Seoul was valuable in bridging the research area with the commercial area:

They have a good knowledge abont the research and education system and the business in Korea. They under-
stand the organisational setup at universities and know that it is important to have other arguments than eco-
nomics when you are in collaboration with universities’.

In addition to these types of deliverables and services, ICDK Seoul also works in the area of science and
technology scouting. For example, they identify relevant conferences in South Korea for Danish clients and
partners and identify competition in the market, as well as potential collaboration partnerships.
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Finally, ICDK Seoul works within the education sector in order to strengthen the link between Danish
and South Korean educational institutions. The aim is to foster exchange agreements, for example in
Master programs in higher education or PhD degree programs. In this context, ICDK Seoul has made a spe-
cial effort to introduce Danish maritime educational institutions to selected Korean universities, which has
led to two new student exchange agreements.

11.1.1 Results on the outcome level

According to the interviews with the clients in the commercial area, there are two main outcomes: Firstly, by
using ICDK Seoul, they were introduced to potential collaboration partners. Secondly, they gained
an insight into the South Korean precommercial market and innovation system.

In one interview with a client, ICDK Seoul assisted them in exploring the South Korean market, and eventu-
ally to find a partner for gaining access to the market. ICDK Seoul conducted a relevant screening of the
market and found potential for establishing contact to the South Korean market. The client highlighted that
one of the main outcomes beside the precommercial analysis is an access through the ICDK, which has
reduced the amount of unnecessary cost and risk. Furthermore, the Danish client has hired an employee
from ICDK Seoul, which today represents the company and therefore, provides an opportunity for more di-
rect links to South Korean research institutions, business and other relevant collaboration partners. The Dan-
ish client is clear on what he has gained from the cooperation with ICDK Seoul:

T think we wonldn’t been able to have created relationships onrselves. We do not know the Korean market, so
they screened the partners and translate our value opportunities for the Korean market’.

Overall, clients on the commercial side value ICDK Seoul’s knowledge about the South Korean mar-
ket and innovation system. Even though the cultural gap between the South Korean market and Europe
has closed over the last few decades, it is still necessary to gain an understanding of the South Korean busi-
ness market in order to gain access to it. A client highlighted that it is valuable that ICDK Seoul has hired lo-
cal employees because through them, it is easier to create contact and collaboration opportunities with local
companies. In particular, the local employees give the clients a platform to negotiate and speak on behalf of
the client.

From the clients in the research and education area, the primary outcome has been student exchange
agreements and relation building with research institutions in South Korea. In figure 11.1, the out-
comes from the survey are illustrated, which support the findings in the interviews. The interviews elaborate
the outcome and point out that ICDK Seoul has established a joint stand for research institutions at confer-
ences and workshops and facilitated in establishing the Student Innovation Camp.



Figure 11.1: The outcome of using ICDK Seoul (clients in the research, innovation and

education area)

We have expanded our network in South Korea

We have gained knowledge about the possibilites for collaboration
and/or the possibilites for funding

We have made contact with private companies

We have established/are establishing a collaboration agreement with a
local university/knowledge institution
We have gained better knowledge about the research agenda and/or the
research landscape in South Korea

We have marketed Danish educations in South Kotea

We have made contact with new researchers within our research field

We have gained knowledge about the demand for tesearch in South
Korea

We have new ideas for research
We have changed our project/research focus/agenda

Other results

We have made contact with new researchers outside of our research
field
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Source: Oxford Research 2015 n =30

Besides concrete agreements with South Korean universities, the interviews clarify that these activities con-
tribute to create good relation in South Korea. The survey data supports this outcome, thus the primary
outcome of using ICDK Seoul is that the clients expand their network in South Korea (50%). The next three
findings outlines that the main outcome of using ICDK Seoul are to gain knowledge about possible collabo-
ration/funding (47%), to make contact with private companies (37%) and to establish agteements, for exam-
ple student exchange agreements, with a South Korean research institution (33%). From the interview with
the innovation attaché, an example of an outcome in regard to student exchange agreements is illustrated.
The innovation attaché noticed that the internationalisation of the Danish maritime education system was
low, and because South Korea is a strong maritime nation, he mapped opportunities in South Korea for Dan-
ish research institutions which eventually led to strengthening a link for student exchange and further collabo-
ration between Korea Maritime and Ocean University and a Danish Maritime Academy. According to the in-
novation attaché, the next step is to develop joint education programs between the partners.

The survey to clients in the research and education area also include questions about the longer term outcome
and it illustrates that the main effects from the clients are exchange of students (27%) and exchange of re-
searchers (23%). Furthermore, there is a large number of clients who answer other results (33%) and no ef-
fects (23%), which indicates that the clients are on an early stage and cannot evaluate the long-term outcome.
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Figure 11.2: The long-term outcome of using ICDK Seoul (clients in the research, innovation
and education area)
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Source: Oxford Research 2015 n =30

11.1.1.1 Collaboration with clients and partners

From all the interviews with clients and partners, it is clear that ICDK Seoul’s ability to collaborate is positive.
Generally, the clients highlight that employees are flexible and responsive. For example, a Korean collabora-
tion partner explains:

Last year there was a big accident, and we had to change the programme, but without any complaints from the
Danish side. After we finished the programme, ICDK Seoul is still helping us, which is different from other
representations. ICDK Seoul follows np compared to the Finnish embassy and American embassy - they don’t
Jollow up, but just use it for marketing

Opverall, the clients and partners perceive that ICDK Seoul has a sufficient local network and qualified under-
standing of the business and innovation system, both in Denmark and South Korea. An example of a collab-
oration is a large Danish manufacturing company who collaborated with ICDK Seoul in order to establish an
Innovation Camp to attract relevant and skilled engineering students. In the interview, they highlight that the
collaboration with ICDK Seoul was very fruitful because the employees had an understanding of how to
identify relevant research institutions with a similar qualification and focus. Here, it is important for the client
that the employees at ICDK Seoul are technically proficient in their field of expertise in order to create effec-
tive results, which is what differentiates the ICDKs from the TC. However, interviews with the employees
indicate that the distinction between the ICDKSs and the rest of the export system can be unclear. It is there-
fore essential to ensure that the employees at ICDK Seoul have an expertise, for example, hold a PhD, in or-
der to maintain their distinction from the T'C and give the innovation process a technical understanding,.



11.2  VALUE CREATION AND ADDITIONALITY OF ICDK SEOUL

In order to clarify the value creation and additionality of ICDK Seoul, three main contributions are identified
which are special to ICDK Seoul.

First, ICDK Seoul has insight and understanding of South Korea’s innovation system, including the
cultural and behavioural differences between Denmark and South Korea. Even though the South Ko-
rean market has moved towards the European market, for example through the free trade agreement, there is
still a large geographical distance. Hence, the EU agreement creates opportunities for doing business in South
Korea; the cultural differences make it important to support both South Korean and Danish clients and part-
ners in this process. As a collaboration partner points out, it is a challenge that Denmark is a small market,

Creating a Danish interest for the op-
portunities in South Korea

A smaller Danish software company real-
ised that South Korea could be an inter-
esting market for them. To begin with,
they had not thought of South Korea as a
market at all, but as ICDK Seoul present-
ed the possibilities in the South Korean
market at a meeting, the company could
see a potential. In a close collaboration
with ICDK Seoul, they started to investi-
gate the networking opportunities in
South Korea.

The first reason for going to South Korea
was a conference held in Seoul that
seemed relevant for the company. ICDK
Seoul helped the company in gaining the
best possible outcome of the conference
by screening relevant South Korean com-
panies and matching them with the Dan-
ish company.

This effort made the company realise that
there were great opportunities in South
Korea, and it therefore adapted a strategy
of being a strong plaver in South Korea.

and South Koreans do not look into Denmark for opportuni-
ties because of the amount of energy and time needed. How-
ever, it is clear from the interview with clients and partners
that ICDK Seoul plays a role in linking the South Korean re-
search and business environment, such as in translating and
mailing across the two countries. As a partner elaborates, with
the support of ICDK Seoul, Denmark could be a hub for the
European innovation system and potentially export market.
Furthermore, it is clear that the local employees at ICDK
Seoul support this value creation. The local innovation officers
speak Korean and can help the Danish clients translate and
speak with South Korean business and research partners.

Secondly, the connection between the commercial area
and the research and education area has been a factor for
many clients to create the additionality of using ICDK
Seoul. According to the interviews, there is a consensus that
what differentiates ICDK Seoul from the TC is that they un-
derstand both sides of the innovation and precommercial pro-
cess. Particularly, the added value appears when ICDK Seoul
supports the process of Innovation Camps. For example, a
Danish collaboration partner highlights that the linkage be-
tween research and business makes sense. They were a Danish
partner for the recently completed Innovation Camp for
sound companies in January 2015. As the Danish partner put
it, there is an exclusive opportunity for Danish SMEs to pitch
ideas and at the same time, achieve qualified feedback from
South Korean experts in a specific field of science within the

South Korean R&D environment and conglomerates.

Finally, the additionality of ICDK Seoul is clear in regard to their network with South Korean part-
ners. Generally, all of the Danish clients and partners interviewed highlight that they would not have been
able to achieve the same results without the assistance of ICDK Seoul. The South Korean market is relatively
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new to many Danish clients, and it is therefore essential for access that ICDK Seoul have sufficient networks
within Korean businesses and research institutions. ICDK Seoul has also put in an effort to make ties to gov-
ernmental institutions as the political agenda is closely tied to the trends in the R&D and innovation system.
According to the survey, 67% agree that ICDK Seoul has a sufficient local network and 70% agree that
ICDK Seoul knows about actors who could be relevant collaboration partners. Compared to other ICDKs,
the result could be better, which illustrate the fact that ICDK Seoul has challenges in building and maintain-
ing a sufficient network because they are still relatively new, and it takes time and resources to follow up on
all South Korean actors at the same time. In other words, there is potential for extending the network be-
cause it would benefit and be an added value for Danish clients and partners.

11.3  ORGANISATIONAL SETUP AND SYNERGIES

According to the interviews with ICDK Seoul, there is an understanding that the co-location with the Danish
Embassy in Seoul is an important factor for their unique deliverables and services. In general, there is an un-
derstanding that the embassy supports ICDK Seoul. The co-location allows them to best exploit the interac-
tion and learn from each other. Ongoing coordination and management meetings support these processes,
where it is possible to share knowledge and develop ideas for joint projects. For example, a client from the
commercial area explain that it was very fruitful to have a meeting with the ambassador because he could out-
line the macroeconomic challenges and conditions in South Korea.

However, the interviews also revealed that there is a challenge in constantly adjusting and coordinat-
ing the deliverables between the TC and ICDK Seoul because there is a weak distinction between the
precommercial area and the trade perspective. The adjustment concerns mainly the orientation towards the
client. The grey zone is not a singular challenge, but in the case of ICDK Seoul, the distinction was more
blurred because of a turbulent beginning of ICDK Seoul. However, the interviews also clarify that today,
there is a better understanding of the distinction and role of ICDK Seoul compared to the TC.

Another challenge in the organisational setup has been to link the three areas. It is clear that there is a chal-
lenge in incorporating the third area, Invest in Denmark, in the organisational setup. The employees highlight
the question of whether it is necessary to use Invest in Denmark because in practice, they are not part of the
setup. However, it is also clear that ICDK Seoul’s focus is on integrating Invest in Denmark through initia-
tives like Innovation Camps.

The interviews also highlight that there is a need for further coordination and collaboration across the
ICDKs. There is an understanding that they are typically struggling for the same clients; however, this also
adds potential for greater collaboration in further joint projects, as an employee explains: We need more joint
projects with the other ICDKs. Last time we met, we initiated an interdisciplinary cooperation on mega hubs/ cities’.

11.4 ASSESSMENT OF ICDK SEOUL

ICDK Seoul has only existed for a short period and has experienced a difficult beginning, as the distinction
between the TC and the commercial activities within ICDK was not clear. However, the data collected from
the evaluation demonstrates that ICDK Seoul is on the right track overall. Feedback from the clients is gen-
erally positive. It is clear that ICDK Seoul creates value by helping clients in understanding how to access
South Korea and by finding relevant partners for further collaboration, funding opportunities and concluding



MoUs. As an example, ICDK Seoul has been very successful in delivering Innovation Camps, especially be-
cause these camps clearly differs from the TC and give a good opportunity for the three areas -the commer-
cial, research and investment areas- to cooperate. The experience is that Innovation Camps provide added
value in the form of extending networks, sharing knowledge and prospective and joint projects.

Even though the cultural gap between South Korea and Europe has closed quickly in the last two decades,
there are some inherent differences, especially in regard to the political, economical and cultural environment.
This means that there are some obvious challenges for ICDK Seoul to operate in South Korea. For example,
relationship-building is more formal, thus the access to networks and contacts is time-consuming and re-
source-intensive. In 2014, ICDK Seoul had a goal achievement of 42%, which is well below the average of
other ICDKSs. Overall, the main challenge is that South Korea is a new market to the ICDKSs. However, the
data provided for this evaluation demonstrates that ICDK Seoul is on the right track in creating value for
Danish and South Korean partners and clients. Today, ICDK Seoul continues to build experience in offering
innovation services to companies and researchers, they are still working with establishing networks and rela-
tion, and they are on track in creating value. However, from the Oxford Research perspective, the evaluation
of ICDK Seoul shows that there is still potential for improvement.

Overall, the clients and partners perceive that ICDK Seoul has a sufficient local network and qualified under-
standing of the business and innovation system, both in Denmark and South Korea. At the same time, ICDK
Seoul has experienced that it is a challenge to cultivate new contacts and maintain existing relations
and networks in South Korea. ICDK Seoul has only existed for a short period and they are still building
their networks. Furthermore, South Korea has a high concentration of SMEs in a favourable innovative envi-
ronment; however, a few major players control the majority of the industry in South Korea, making it a chal-
lenge to gain access to the highest levels in these companies.

In the case of ICDK Seoul, there are challenges in achieving the earning targets. In 2014, the target
achievement was 42%, which is well below the average of other ICDKSs. However, the interviews show that

the employees are aware of the underperformance and have extended the focus on achieving the targets in
2015.

A challenge in the organisational setup is the grey zone between the commercial area and the TC. Besides
the awareness and the ongoing adjustments expressed internally, there is a challenge to make the distinction
clearer in order to keep their deliverables and services from overlapping with the trade and market—orientated
focus. A finding is that the earning targets for ICDK Seoul maintain the grey zone because the focus in
achieving the targets push deliverables towards a more commercial and trade orientation.

South Korea is a new market, and there is a need to extend the focus in cultivating and attracting po-
tential clients and partners. As an employer highlights, there is a need to be more structured when ICDK
Seoul approaches potential clients, especially in regard to having a clearer outline of resources and time spent
in different phases.
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12. Methodology

The data collection consists of five parts:

Desk research and systematic review of written material
Personal interviews with key stakeholders in Denmark
Field visits to all the ICDKSs and follow-up interviews with ICDK employees

Interviews with Danish clients and collaboratotrs

a ks owbdeE

Online survey with Danish clients in the research and education area

Three main sources of data have been used throughout the evaluation: desk research, qualitative inter-
views and surveys. In combination with the broad scope of informants and respondents, these methods
constitute a methodological triangulation that has the benefit of minimising the impact of idiosyncratic opin-
ions and views of the different groups involved and, as such, strengthen the validity of the data.

In addition, the evaluation team has conducted several meetings with representatives of the Ministry of For-
eign Affairs of Denmark and the Ministry of Higher Education and Science. Thus, Oxford Research has kept
a close dialogue with the contractors throughout the data collection and maintained an ongoing assessment of
the data.

Part 1: Desk research and systematic review of written material

Oxford Research has systematically carried out desk research to understand the organisation, strategy and
activities of the ICDKSs. The desk research has consisted of thorough reading and analysis of written material
such as strategy and action plans, performance contracts, activity overviews, evaluations and summaries. This
has established background knowledge about the ICDKSs and the different stakeholders. It has also qualified
Oxford Research to further point out relevant informants among clients, collaborators and employees and to
produce meaningful drafts for the interview guides for the qualitative interviews and for the survey.

Part 2: Interviews with key stakeholders in Denmark

Oxford Research has conducted 13 qualitative interviews with key stakeholders chosen on the basis of cri-
teria developed by the Ministry of Foreign Affairs of Denmark and the Ministry of Higher Education and
Science. These interviewees are high-ranking government officials of the Ministry of Foreign Affairs of
Denmark and of the Ministry of Higher Education and Science who are responsible for the overall operation
and political management of the ICDKSs. In addition, interviews have been conducted with former innovation
attachés of the ICDKSs of Shanghai and Munich.

Part 3: Field visits and follow-up interviews with ICDK employees

A central element of the data collection has been the field visits to the ICDKSs, each lasting for approximate-
ly two days. Through 64 personal and focus group interviews with management, employees, local foreign
collaborators, consuls, consul generals, ambassadors and employees from Invest in Denmark, Oxford Re-
search has gained a deeper understanding of each ICDK, its activities, its internal dynamics and the local en-



vironment. The face-to-face approach has been valuable to the data collection by providing Oxford Research
a confidential platform for interviewing employees from every segment of the staff. At the same time, by be-
ing physically present in the ICDKSs, Oxford Research has been able to observe and patticipate in less formal
interaction and hereby recognise unsaid values and opinions and gather inspiration for the follow-up inter-
views.

In preparing for the field visits, Oxford Research developed a collection of ethnographic reflections as
complements to the interview guides, which prepared the evaluation team for the diverse cultural and political
contexts of the ICDKSs. These proved useful especially during the field visits to the ICDKSs in China, South
Korea and India, since the social hierarchies and traditional values in these countries have a2 much more fun-
damental impact on both the internal and external workings of the ICDKSs.

Part 4: Interviews with Danish clients and collaborators

After the completion of the interviews with clients and collaborators and the survey with the clients in the re-
search and education area, Oxford Research presented the results to the executive director and innovation at-
taché at the ICDKSs. By doing this, Oxford Research has been able to nuance the results of the evaluation and
to create an ownership of the evaluation.

In the last phase of the data collection, Oxford Research conducted 37 qualitative interviews with Danish
clients and collaborators of the ICDKs by phone—approximately six from each ICDK. The interviewees
were selected by the ICDKSs themselves based on criteria presented by Oxford Research. In general, the in-
terviewees represented the diversity of the services and deliverables of the ICDKs and the diversity of the
sizes of client companies, which meant that they had been in contact with all the three areas.

Part 5: Online survey

The survey was set up with the online survey software Enalyzer and sent out by e-mail to 454 respondents in
the research and education area chosen by the Ministry of Higher Education and Science. In total, 153 re-
spondents or 34% filled out the questionnaire during its run time between the 5th and the 24th of March. In
case the respondents had used more than one ICDK, they would answer the same questions for each. The
survey has given Oxford Research a statistical insight into the respondents’ assessment of

* the process of the service/deliverable, the competencies of the ICDK and the satisfaction with the
service/deliverable;

¢ the achieved outcomes; and
* the expected outcomes and/or impacts.
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