
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
The objectives of labs’ IP strategies are mostly networking, social or 
innovation related, but less market or finance related: Is their aim to 
address the networked economy? 

 

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%100%

Reduce costs

Develop and grow new markets

Minimise risks

Professional/brand recognition

Signalling the competitors about your strengths

Generate financial value

Deepen and expand knowledge and skills

Form strategic collaborations

Become better at innovation and research

Exploit and access technologies

Giving something to the community

Develop stronger strategic networks

High Average Low Not an objective
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2 Preliminary Results of Lab of Labs Online Tool  

Open labs rely on softer forms of formal Intellectual Property 
strategies to achieve their objectives: Why?  

 

Open labs rely on fast innovation and trust as informal Intellectual 
Property strategies to achieve their objectives: Is it all about being 
cutting-edge?  

 

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%100%

Lab sells IP

Lab buys IP

Lab grants permission to use IP for a fee (i.e. out-
licensing)

Lab obtains the right to use IP by paying a fee (i.e.
in-licensing)

Lab grants permission to use its own IP in return for
a similar license (i.e. cross-licensing)

Lab jointly pool patents, which are made freely
available to the group

Lab acquires innovation start-ups

Lab gives away IP

Lab uses IP given away for free by others

Lab licenses IP for royalty-free use, on the condition
that any improvements are made available free

Lab participates in open source (e.g. creative
commons, open software and Wiki publishing etc.)

Lab uses secrecy or non-disclosure agreements

Very Moderate Not at all Not Applicable

0% 10%20%30%40%50%60%70%80%90%100%

Complex product designs by the lab naturally
protects IP

Lab has a representative in different
innovation clusters to scout IP informally

Lab provides restricted access to information

Lab protects IP by introducing a clear division
of duties

Lab makes use of first mover advantage

Lab cultivates commitment, loyalty and trust
for informal protection

Lab introduces fast innovation cycles as a
mechanism for informal protection

Very Moderate Not at all Not Applicable



3 Preliminary Results of Lab of Labs Online Tool  

Labs’ business models are neither close to market nor to basic 

research: Are labs the new intermediaries?   

 

 

Labs mostly share ideas, knowledge and skills: Is this because markets 

for IP and business processes are not working?   

 

0% 20% 40% 60% 80% 100%

Developing products/services ready for
market launch

Market expansion

Conducting basic research

Developing processes and methodologies

Conducting applied research

Developing minimum viable
products/services (e.g. prototype/ patent)

Problem formulation and idea generation

High Average Low

0

50
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200
Data and information

Physical resources

Human resources

Ideas

Knowledge and skillsMarket networks

Other useful networks

Intellectual property

Business processes
and best practices

Score - Extent of sharing by Partner collaborators

 



4 Preliminary Results of Lab of Labs Online Tool  

Open labs mostly rely on basic funding from parent organizations and 

public bodies: Are labs mainly about long-term investment? 

 

A majority of labs do not think that a revenue model is applicable 

unless they are engaged in selling products and services: Are labs 

mainly cost centres?  

 

0% 10%20%30%40%50%60%70%80%90%100%

Banks

Venture capitalists

Donations & charities

Crowd funding

Partners

Funding bodies (e.g. EU, national and local
authority funding)

Parent organization

Very Moderate Not at all Not Applicable

0% 10%20%30%40%50%60%70%80%90%100%

Membership based revenue

Selling office space (e.g. co-working space)

Event based revenue (e.g. networking events,
pitch events, knowledge exchange events…

IP based revenue (licensing and patents etc.)

Taking an equity share in a company

Selling products

Selling any other services

Testing, fabrication, prototyping and related
services

Very Moderate Not at all Not Applicable

 

 


