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Before we start...

Innovation Partnership (IP) at a glance

both in value and number of
contracts awarded in 2023

increasing
trend

contracts awarded In contract value

in total between = | awarded between
2016-2023 199 - >8.5bn € 2016-2023

CZ

top country for number of
contracts awarded in 2023

4 “ European
Commission



When to Use the
Innovation Partnership




Why conventional procurement often fails for
innovation?

Traditional procurement assumes: . . .
But innovation projects often mean:

* solution already exists

* specifications are known

* price comparison is possible

* unmetneeds
* uncertaintechnical pathway
* need for R&D + deployment

Innovation Partnership bridges the gap between R&D and
actual purchase.



Innovation Partnhership = one procurement
procedure combining

Art. 31, Directive 2014/24/EU

Enables:

 Co-development of innovative solutions

* Follow-on purchase by the same contracting authority

* Multi-stage R&D and validation phases within one contract

PROCUREMENT INNOVATION

PARTNERSHIP (IP)




4.

When to Use the Innovation Partnership — The
Core Condition

Innovation
Partnership
(IP)

It may be used for the purchase of both
R&D-based AND non-R&D-based
innovations

It combines the purchase of R&D /
innovation process and of the resulting
innovative product, service, or works in a
single procedure

The research and innovation process

Is carried out during the contract
execution in partnership with the public
buyer

To be used mainly for RADICAL
INNOVATION (although incremental
innovation not excluded)

— Article 26(3) and
Article 31 Directive
2014/24/EU

— Article 44(3) and
Article 49 Directive
2014/25/EU

For the purchase of “...an innovative
product, service or works that

cannot be met by purchasing
products, services or works already

available on the market™>.

“The innovation partnership shall
aim at the development of an
innovative product, service or works
and the subsequent purchase of
the resulting supplies, services or
works.™



When to Use the Innovation Partnership — The

Core Condition

No off-the-shelf solution exists

R&D is needed before deployment

You want R&D + purchase in one single procedure
The need is complex / highly technical

Long-term partnership with the developer is
desirable

A solution already exists on the market

uuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuuu

You just want a negotiation phase (— use
competitive procedure with negotiation)

R&D + deployment can be sequenced separately
(— PCP then PPI)



How the Innovation Partnership Works — Three
Phases

Phase 1 Phase 2 Phase 3
SELECTION PHASE R&D PHASE COMMERCIAL PHASE
Open call for tenders. Any supplier .Selectetc.i partln(irs delvcilop thde. t If the solution meets agreed
may apply. Authority selects partners Lnnovta |ve.|so: on. errrle Pla © . performance levels and maximum
based on R&D capacity and innovation barf?e ts (Iml ei otr.1e;)tare _Sle t aymen costs, the authority purchases it —
track record. At least 3 candidates Py |tns d men; Iel' © n;' zs ?tnes. under the same contract. No new
must be invited if available. drtners can be efiminated arter procurement needed.

each phase. Negotiation occurs on all
tenders except the final one.

A\ Key rule: minimum requirements and award criteria cannot be renegotiated at any phase.



Innovation Partnership
vs. PCP & Competitive Dialogue




IP vs PCP vs Competitive Dialogue
P

R&D / PCP Design Contest is a process in which participants submit a design proposal
and/or product prototypes to compete for an award. It usually results in a
9 contract with the winner of the design contest for prototyping of the winning
Phase0 B  Phasel ]" Phase 2 Phase 3 @ design and/orthe purchase of that product or service.
Curiosity Solution design Prototype development Original development
Driven and testing of limited
Research volume of 1% ;est
Supplier A BN e Competitive Dialogue is a process that allows public buyers to thoroughly
> / Supplier B . . . .
Supplier B ~~ SuppllerB e discuss each aspect of the procurement with suppliers prior to both

Supplier C
Supplier C i

Supplier D
Supplier D -

specifying the requirements and an invitation to submit full and final

== | SupplierD s
proposals to meet the identified need(s).

R&D Procurement Is a process of Competitive Procedure with Negotiation is a process that may be used to
purchasing research and development meet complex needs in cases in which innovative solutions already existin the
(R&D) of products, up to the prototyping market and there is some flexibility in requirements that allow for negotiations

or first test production/deployment between the buyer and seller to meet the identified need(s).

phases. It does not include the purchase

of the resulting end-solutions beyond Innovation-Friendly Open Procedure refers broadly to outcome-based
rototvbin models/processes that are carried out in such a way that allows innovative
P yping solutions to be considered or are not excluded or treated unfairly by overly

rigid product specifications. Accepting alternative proposals is one way of
making a competitive process innovation friendly

Innovation Partnership

Innovation Partnership is a process of entering into a partnership with selected supplier(s) to
research/develop, and then purchase, an innovative solution to meet an identified need.



Choosing the Right Procedure — Quick Comparison

Pre-Commercial

Procurement (PCP)

Competitive
Dialogue

Innovation
Partnership

Legal basis

Covers R&D?

Covers purchase of result?

Market exists?

IPR stays with...

State aid risk

Best for research organisations?

Outside directives
(R&D exemption)

v Yes (core purpose)

X No — separate PPl needed

Not required

Contractors (shared R&D)

Low if PCP compliant

Early TRL / basic research

Art. 30
Dir. 2014/24/EU

Partially (in dialogue)

v Yes (after dialogue)

Partial / complex solution

Supplier (typically)

Low

Complex known need

Art. 31
Dir. 2014/24/EU

¥ Yes (built-in)

v Yes (same contract)

No market solution exists

Defined in contract docs

Moderate — monitor closely

TRL 4-7, unique tech need



When should you use Innovation Partnership?

‘B Competitive Dialogue

Procedure
DECISION TREE Competitive Procedure
_" Directive with Negotiation
- % 2014/24/EU

Negotiated rocedure
without publication

Design contest

|Competitive Dialogue
(Procedure

(Negotiated Procedure |
{with prior call for

Can the solution _" Directive | competition

be defined with the B* 2014/25/EU | — —
necessary level of \ t— [Negotiated rocedure
detail during the |without publication

procurement process? p
|Design contest

Cgb} Does Directive
= ~ procurement i
\é} procur e Bzommw&u

involve R&D? . | . .
- and Directive Innovation Partnership

2014/25/EU
Innovation
Partnershi q
QX Free choice, - Do you intend to purchase afterwards?
-by-cé , ,
Sroels lie 2-step * Yes > Innovation Partnership
approach

* Notyet/exploratory > PCP



When should you use Innovation Partnership?

The below diagram shows how the level of complexity and uncertainty influences the procurement procedure
chosen:

A\

High

Do you intend to purchase afterwards?
* Yes 2 Innovation Partnership
* Notyet/exploratory > PCP

<-HZ=P4AMOZC

Low

Low COMPLEXITY High



Key Designh Choices




Defining Requirements: Functional, Not Prescriptive

"Supply a superconducting magnet with field strength =
8.3 T, bore diameter 56 mm and quench protection
integrated into the coil assembly."

X Problem: This eliminates any supplier who could
achieve the performance with a different technology.
Locks in a solution before the partnership starts.

Y What NOT to do: Translating existing equipment
specs verbatim into the contract notice.

"Develop a magnetic focusing element capable of
sustaining the particle beam within specified loss
thresholds under the following operational conditions
[describe envelope], with a target deployment cost
below €X per unit."

v Why it works: Partners can propose different
technologies (HTS, Nb-Ti...). Competition is preserved.

v Key principle: Describe the problem and the
performance envelope, not the solution.
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Negotiation Rules: What Can (and Cannot) Be
Discussed

Technical approach and solutions proposed

activities
Resource allocation and team composition
Price — at each phase, linked to milestones

Contractual terms and deliverables (except final
tender)

Number of partners (can be reduced after each
phase)

CAN be negotiated CANNOT be negotiated

Minimum requirements (set in contract notice)
Award criteria and their relative weighting

Final tender — no negotiation after last
submission

Confidential info of one partner shared with
others



Case Study — CLIMABOROUGH: Multi-City Climate
InnovationPartnership (Horizon Europe)

@ Context: ANCI Toscana (Italy) coordinated 8 European cities needing climate-resilience solutions (energy, mobility,
waste).Budget: €2.4M. No single off-the-shelf solution could fit all city contexts.

Rigorous 5-Stage Structure MEAT Criteria: Quality + Scalability

1 Open accreditation — bilateral technical negotiations — 4 Award criteria included: technical soundness,
financial offers — selection = 12-month deployment. Fully demonstrated prior results at scale, co-design capacity
compliant with Art. 31 Dir. 2014/24. with city teams, and total cost of deployment.
64 applicants = 15 winners Purchase Option Reserved

2 Wide market reach across EU. 6 selected partners 5 Cities reserved the right to purchase additional volumes of
operated outside their home country, demonstrating the validated solution after the R&D phase — under pre-
genuine cross-border innovation transfer. agreed conditions. Classic IP structure.

Functional Requirements per City

3 Each of the 8 cities defined its own performance envelope
(e.g. kWh savings, CO, reduction targets) rather than
specifying particular technologies.



Key Takeaways

© 4

The innovation partnership is not a flexible procurement option — Express your need as a performance challenge, not a solution
it's the right tool when the market has no answer. Always do a blueprint. The more functional your requirements, the more
preliminary market consultation first. creative and competitive the responses.

MEAT is mandatory. Weigh R&D capacity and technical merit Define it explicitly in the contract documents. Consider open-

heavily. Don't let price dominate — you're investing in a co- licensing models (like CERN's OHL) to maximise ecosystem value
development partnership, not buying a commodity. without creating vendor lock-in.

You can refine the approach through R&D phases. But set your
minimum requirements and award criteria clearly in the contract
notice — they're locked from day one.
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