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B&D Beginnings



About Me and B&D 



How an Innovation Source Program Works



About Me and B&D 



Bridging the Gap

SME	Collaboration

Enterprise	Collaboration



Bridging the Gap

Researchers,	Startups,	SME’s

Enterprise,	Government
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Startups vs Big Business



Why We Need to Work Collaboratively



Changing Processes



Changing Procurement Processes

Procurement Units

Purchases

Needs

No context of available
innovative tech

Narrow Focus

Poor knowledge + poor
criteria systems mean 

innovative opportunities
from market lost

Enterprise

Startup

Conforming bid
Usually generic

Can spend $$ on bid
Slow moving

Non-conforming bid
Challenges status quo
No $$ to spend on bid

Rapid, Adopts new Tech

Tender Code of Silence



Deal Breakers: Management Mismatch

A different way of communicating at enterprise and startup levels



Deal Breakers: Expectation v Delivery

Startups don’t always have experience with enterprise 
expectations of delivery. Unless communicated, scope and 
expectation can be missed.

Startup Scope Enterprise	Expectation



Deal Breakers: Scalability

Can the startup’s model or technology scale to the requirements 
of the corporate or government organisation?



Deal Breakers: Integration Cost

The process of integration at enterprise level can be lengthy and 
expensive. Startups have to evaluate the risk of winning/lossing
a deal – and they don’t have money to waste time.



Deal Breakers: Longevity

Enterprise always ask “But will this startup be around in 12 
months?”



Taking Positive Steps: Costs

Understand the cost, time and risk of engagement or 
collaboration



Taking Positive Steps: Pilot First

Reduce the risk for the corporate and the startup – pilot first.



Taking Positive Steps: Change Procurement

Red tape, poor procurement evaluation and innovation-limiting 
processes need to change.



Taking Positive Steps: Communication

Translators can help facilitate the process, reduce risk and 
accelerate the timeline for engagement



Taking Positive Steps: Clear Value

Ensure the startup knows and focuses on their core value 
proposition and the problem value to the enterprise.



Case Study: Little Tokyo Two

LT2 secures local government, state government and enterprise 
partnerships within 18 months of operating.


