
Countries with wind power predcitions from the Anemos partnership

Regarding the current typical layout of EU funded research projects, 

with a total number of 15 to 30 partners and budgets of several million 

Euros, it is not easy to bring the findings from these projects into 

commercial exploitation. In most cases, it is evident that every single 

partner benefits from the project research activities and funding, but it is 

a big challenge to use the synergy of the consortium as a whole.

In particular, it is a challenge to produce spin-off from such projects in a 

common effort of multiple partners cooperating on a commercial basis. 

In general, the basis for the commercial success is laid already during 

the construction of the consortium and the matching of research and 

demonstration activities in the project application phase.

The partnership of the original 

Anemos research project. In 

total, 24 partners were 

participants of this activity, 

including researchers, end-

user, and SME. The 

commercialisation is driven by 

a sub-group of 6 partners (see 

author list). In the meantime, 

there are 2 follow-up projects 

existing, Anemos.plus and 

SafeWind. 
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Discussions!

ÅInitiate open discussions

ÅPermanently identify project highlights and

let people present them

Use end-user knowledge

ÅDevelop a common vision

ÅKnowledge for product definition

Meet frequently

Å6 month interval is too long!

ÅPerform workshops between meetings

ÅOrganize regular phone meetings 

Right mix is crucial

ÅTry to find active end-users

ÅIdentify partners who just want to observe

ÅIntegrate research institutions which want to

support commercial activities

ÅHave hungry SMEs in your consortium

Structure the consortium

ÅIt helps a lot if there is a core group which

knows each other

ÅLimit the number of Ănewñ members (less

than 2/3)

ÅPrefer active contributors to big size of

consortium

Business model

ÅFind a business model which is favorable

for researchers and commercial exploiting

companies

ÅTalk openly about competition, limitations,

licensing conditions, ...

ÅFind a business model which is win-win for

competing partners (like common

dissemination, marketing, workshops, big

new customers, ...)

Researcher benefit

ÅCould be license fees, and/or

Åclose contact to end-users

Årelationships and ideas for new projects

Åexternal partners for student qualification

Scientific dissemination 

ÅUse scientific dissemination for marketing

ÅUse marketing to support scientific partners

(future research projects, publicity, ...)

ÅCreate a brand which benefits from

scientific background

Define the product

ÅWhich benefit for customer?

ÅIdentify and communicate single selling

point in addition to research background

Marketing

ÅLet your product be great

ÅLet your product look great

In the framework of the Anemos research project, the Anemos  wind 

power prediction system was developed which today is commercially 

exploited successfully in and outside Europe by a sub-group of the 

original project consortium. 

In our paper, we present the lessons learned from our commercial and 

research cooperation on the levels technical development, 

demonstration of R&D results, time to market, appropriate research 

results for customers, stimulation of further research, and the balance 

between the need of advanced research on the one hand and 

development results which lead to a fast exploitation on the other. 

Face to Face!

ÅEmail and web meetings are nice.

ÅPersonal face-to-face meetings are better. 

ÅUse workshops to improve relationships

Divide and Conquer

ÅTry to define sub-groups

ÅMake sub-group workshops

ÅUse existing relationships

Care for the human factor

ÅProject success depends on people

ÅClassic project management goals and

personal interests 

Producing commercial output and products in a big consortium is not 

easy, but possible. In all cases, good personal relationships, at least 

inside a core group of the consortium, are essential for the success. 

If and only if the core partners are convinced that there is a clear win-

win situation for all of them, there could be a successful attempt for 

common commercial exploitation.

The direct contact to end-users and the possibility to demonstrate new 

achievements in the framework of R&D projects help to define a product 

which is useful and has single selling points.

Essentials

ÅOrganise face-to-face meetings every 3 month 

ÅTry to find a core group which pushes the commercialisation

ÅDevelop and maintain relationships of the partners

ÅDefine an unique selling point of the project

ÅSearch actively for win-win points and situations


