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Purchasing innovation or what makes a purchaser tick

Inreal life, a purchaser’s prime focus is not on
innovation. He cannot be enthused if someone
orders him to buy “more innovation”.

A purchaser cares about getting the best value
for money and compliance with European
regulations.

According to Ditmar Waterman, project manager
at PIANOo, a Dutch network organisation

for purchasers: " In public procurement the
officials generally care foremost about risk-
reduction, not innovation".

But even though innovation is not the top
concern for a purchasing officer, it will be in

his own interest if the market provides him

with innovative products and services. The
trigger can be either improved cost-efficiency,
creation of new opportunities or fewer customer
complaints.

Find the “spider” in the network: How to get the
message through to your project’s stakeholders

As innovation proves to be good for purchasers
the question remains how to introduce this
concept in the purchasing process?

This is part of the STEPPIN mission to convince
decision making units, project managers

and the political leaders to promote in their
organisations the positive effects of innovative
products and services. STEPPIN will also
provide the purchaser “on the ground” with
tools to allow their contractors to come up with
innovative solutions. Functional or performance
based standards are such a tool.

In January 2008, STEPPIN is organising one
of two workshops at which purchasers and
other experts are invited to assess a first set
of practical recommendations for innovating
purchasing.
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A great number of EU-funded projects are
launched every year with good intentions in
mind: promoting interoperability of systems,
creating a better environment for innovations
to take off or improving competitiveness

of SMEs. However, many projects often
encounter the same problem: How to
communicate the results of the work done
to the external stakeholders who would be
the real key beneficiaries and users of the
knowledge acquired?

The INNOVAFUN Standards Network, whose
main objective is to help furniture SMEs to
adopt the funStep standard and integrate the
resulting innovations and business efficiencies
into their normal business, is an excellent
example of disseminating project results. They
have found out that the key is to use resources
efficiently and to participate in the right
networks. INNOVAFUN has formed an alliance
with the European Furniture Manufacturers
Federation (UEA) that represents the countless
European furniture producers and therefore
guarantees a direct and very reliable dialogue

with the right target group. Moreover, at the
UEA General Assembly held on 13 December
2007 in Porto (Portugal), the INNOVAFUN
project coordination team presented the
funStep solutions to European national
furniture manufacturer federations in order
to disseminate the results to all European
countries.

The project manager of INNOVAFUN, Mrs Maria
José Nufiez, explains: "At an early stage we
recognized the importance of cooperating
with the SMEs’ primary provider of knowledge
about new technologies. It became evident
that it was crucial for the sustainability of the
project that the most important market player
supports the INNOVAFUN results. In other
words, the key is to find the "spiders"” in the
network that pull the strings".

Mrs Nufez stressed the fact that they still have
a long way to go until all the small furniture
manufacturers are aware of the INNOVAFUN
results, but at least they are on the right track.





