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We train people ... and they start businesses
KKI concentrates on delivering training in the related areas of technology 
commercialisation, innovation, impact, entrepreneurship. Typical workshop attendees 
are scientists and engineers, and other specialists such as legal and financial 
professionals. We offer a number of workshops from introductions to the process of 
innovation through to detailed topics, personal skills and project-specific mentoring.

In some parts of the business world there’s been an ambivalence about training – the 
‘no-one had to tell me how to run my business’ mentality. Its true that ultimately we 
learn best by doing rather than listening to a lecture. But most of us learn in an 
environment with some support. Our boss and management act as a source of advice 
and guidance on ‘how to do this’. Within the organisation there are procedures and 
practices to follow, even if we don’t fully understand the reasons for them.

By contrast today’s technology entrepreneurs are being asked to develop managerial 
and commercial skills for the first time in a largely unsupported environment – the 
small start-up company. Clearly, they are going to need help 
in doing this.

What kind of people are we training?

Despite the preference of many investors to have experienced 
management teams ‘who’ve done it before’, its not going to be 
possible with every potential investment project. And arguably, it shouldn’t just be the 
‘serial entrepreneurs’ who monopolize the investment cash. The economic health of 
any nation must require a broad supply of new  entrepreneurs, especially in high 
technology businesses. There should be a ‘people-flow’ just as much as a ‘deal flow’. 

Many of these new  entrepreneurs will come from a technical or scientific background – 
people who can use their insight to crystallise new  concepts, products, and services 
that the rest of us haven’t begun to dream about.  This vision, accompanied with drive 
and ambition is surely what constitutes leadership for the technology entrepreneur. 
Most of their projects could be classed as ‘tech-push’, but then so was the jet engine, 
the personal computer and antibiotics. And, although it would be nice to ‘pair off’ each 
of these innovators with an experienced commercial team, the number of potential 
projects is always going to be greater than the number of such teams. So at some point 
we will have to turn Research/Academic/technical staff into people
with commercial skills.
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Training Content
There are arguably three aspects to developing commercial expertise. Knowledge, 
experience, and drive/ambition (‘I’m going to do this even if the world thinks I’m 
crazy’). 

Most training is good at the first aspect – transferring knowledge. Unfortunately 
that’s the easy bit – coming up with a list of relevant topics (finance, marketing 
project management etc) and delivering it in a ‘lecture’.  However a simple transfer of 
knowledge (‘OK now I know how  to write a business plan’), will not make someone 
into a successful entrepreneur.  And you’re are probably not going to inculcate 
ambition by sending someone on a workshop on Intellectual Property (important 
though it is).

Training can’t ‘give’ people experience in the same way that it can give them 
knowledge. However, you can give people a degree of vicarious experience – ‘this is 
what happened to other projects similar to yours’ and it is possible to highlight some 
key do’s and don’ts.  One can look in detail at the micro-processes of technology 
projects, where the most valuable lessons largely come from the unsuccessful 
projects). The question ‘how can we get more entrepreneurs?’ Might be rephrased as 
‘what did the successful entrepreneurs do that the others didn’t?’ and
‘how can we apply those lessons to our project?’

Furthermore, although drive and ambition really seem unteachable at first glance, it is 
certainly possible to engender enthusiasm and ‘light a fire under them’ by using the 
right style and good examples. 



Training Styles
Over some 10 years delivering commercial skills training to scientists and 
technologists, we have adopted a distinct training style that seems to work well.

Looking at many of our training attendees, we often find that:

• many have little knowledge of industry and commerce and we therefore start at a 
quite basic level

• most are more intelligent and numerate than average and so we can go much 
faster than is typical of most business training programmes

• because they like to discuss things, it is better to adopt an interactive teaching 
style, so they learn by ‘doing not by telling’

In particular we are incorporating team-based problem solving exercises as the core 
of many of our workshops. Typically, attendees, in teams of 4-6, are given a number 
of tasks to accomplish through the day. In our introductory workshops, for example, 
they are asked to prepare a presentation regarding the potential benefits of 5 nascent 
projects with an environmental focus. The lecture material is just part of the 
resources they are given – they have access to videos, journals and books, Excel and 
Powerpoint templates, and interactive ‘games’, all of which are germane to their task. 

This approach, using ‘Context and Problem based learning’ (C/PBL) resources, has 
been facilitated by recent development work that KKI carried out for the HE STEM 
project in co-operation with the Royal Society of Chemistry (RSC) and the Universities 
of Leicester and Edinburgh. It has subsequently been trialled at 6 Universities and 
some business clients. Despite the sponsorship from the RSC, the material is readily 
comprehended by non-scientists, and our trials have successfully engaged with 
accountants, architects, political scientists, linguists and law students.
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Interactivity and Business ‘Games’
As part of our commitment to interactivity and problem-based learning, we spend a 
lot of time devising instructive and challenging business ‘games’. All of these are 
team-based, and designed to be:

 - fun
 - memorable

- thought-provoking about the workshop topic
- informative to participants about how they work best in a group situation

For example, the ‘newsflow’ in our ‘Technology Stock Market’ game (‘awesome’ from 
one participant) is subtly designed to impart facts about the market for the 
technologies in question and examples of good and bad practice in their 
development. Expect at least one of these activities on each day with us. 
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Quality Standards

From the point of view of any client your biggest risk can be summed up as ‘Are these people 
any good at training?’  As we have been working in this area for over 15 years we’ve given 
some thought into establishing short term quality  controls and long term impact. We hope that 
some of the information we have provided will help you decide how effective we’ve been.

W try to work within the quality assurance frameworks of: HEFC, FEFC, the Open University  or 
to demonstrate equivalent quality. I seek to monitor and demonstrate the quality of my 
approach and execution, and to continuously improve it. HEFC suggests that organisations 
should carry out:

"Rigorous, self-critical internal review with appropriate external participation”

We have addressed this in four ways:
• We have 15 years of feedback from hundreds of delegates at our courses;
• We measure outcomes in the form of testimonials (see below), and subsequent 

participation in business plan competitions;
• We have been able to quantify (and present at the 2011 Vitae conference), the long 

term impact of our training and mentoring on entrepreneurial outcomes*;
• Training and workshops delivered for the EU PHARE programme, the University of 

Edinburgh, the Royal Society of Chemistry, and the Institute of Facilities Managers 
have all been assessed externally at Diploma, Degree or Masters levels.

We have been collecting feedback from both delegates and workshop funders since we 
ran our first  major training programme in Romania in 1996-7.  KKI devised and delivered an 
intensive 5 day training programme aimed at over 50 privatising research institutes in 
Romania, their directors, management teams and civil servants. External consultants, 
separately  recruited for that purpose by the EU directorate, quality  assessed the entire project. 
The training element was rated as 'outstanding', the highest grade available. We have tried to 
live up to that assessment ever since. 

For external opinion, follow the link below to see testimonials from our extensive client list: 
What they say about KKI . 

*Around  1  in  150  of  student  a1endees  go  on  to  become  successful  entrepreneurs  (slightly  be1er  odds  than  they  have  of 
becoming a professor)

!
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A Range of Workshops

KKI offers a number of workshops for scientists, technologists  or others interested in 
or working on commercialisation or entrepreneurship. An example of a complete 
programme is shown above, but we also do one-off workshops. We offer introductory 
workshops, and follow-up in-depth workshops on both ‘hard’ topics (finance, IP, project 
management, and marketing), and personal skills (such presentation, team building, 
networking). We can tailor workshops or programmes to suit your requirements.

Research Futures
Enterprising 
Researcher Summer 
School 2011

Great Mistakes in Technology Commercialisation 
16th June 14.00-16.00

Leading and Developing Intrapreneurship 
23rd June 09.30-16.30

Structuring and Managing Technology Projects 
30th June 13.30-16.30

Building and Developing Teams 
7th July 13.30-16.30

Financial Literacy, Budgets and other 
Commercial Skills for Beginners 
14th July 09.30-16.30

Introduction to Intellectual Property 
21st July 13.30-16.30

Innovation and Markets 
26th July 09.30-16.30

Are you a PhD student, Research Associate or Lecturer? 
Want to learn more about commercialising your research or 
entrepreneurship? Why not participate in Research Futures 
“Enterprising Researcher Summer School” at Heriot-Watt 
University?  Workshops are free and you can chose to attend 
just one or two, or all 7 in the programme 
between June and July 2011:

Dr Kevin Parker
Director
KKiTech Associates
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Distinctly Ambitious
www.hw.ac.uk



Great Mistakes In Technology Commercialisation.......

Consider the statistics of new technology commercialisation... 
* It takes about 50 ideas to generate about 5 development projects;

* One in seven new technology projects make it through to commercialisation;

* Only half are successful once launched;

* In Britain and America around half of companies' development money is 
spent on projects which never reach the market;

* In Britain we have a long and not-so proud history of failure to exploit our 
undoubted scientific expertise.

So what goes wrong?  This workshop (typically half a day) examines typical failure 
factors in technology commercialisation projects from their inception, development, 
financing, market studies and market launch.  It combines a scene setting 
introduction with a version of the ‘technology stock market’ game.

Afterwards we attempt to draw some wry and specific lessons from the hard-won 
experience of the participants in the real life projects.  The project failure factors are 
were quite independent of the science involved.

Great Mistakes in Technology Commercialisation



Introduction to Commercialisation and Entrepreneurship
This workshop run over 1 or 2 days, is an uncomplicated yet entertaining introduction 
to the ideas implicit in jargon like knowledge exchange, technology 
commercialisation, employability, research impact (to mention just a few).

Its our way of ‘lighting a fire’ and getting people enthused about the idea of turning 
technical expertise into world or life-changing products or services.

At the end of this workshop delegates will know:
• The simple concept that helps you decide whether an invention, technology or 

know-how, is of interest to the outside world;
• Tools for doing market research and why it is generally done badly in technology 

driven projects;
• What techniques people use for getting new products and services (and also 

research projects!), to market on time and on budget;
• How investors value new companies, and decide how much to invest;
• What to do next – business plan competitions and funding schemes
• technology stock market - a chance to become a (sadly notional) technology 

millionaire!

Over the years a number of our training delegates have gone on to take the ‘notional’ 
out of the above sentence…

!



KKI Commercial Skills Week

This is a new ‘Learning by Doing’ or ‘Problem-based Learning’ training product recently 
developed with support from the HE STEM project, in conjunction with Edinburgh 
University and the Royal Society of Chemistry.

It is a week long event where Teams of around 6 play the role of a group of 
technologists working for Mega Chemicals plc. Their work is to evaluate new  chemical/
pharmaceutical projects and recommend which ones MegaChem might wish to take to 
market. 



Each module is structured like a real part of the technology (‘Stage-gate’) process used 
by many chemical companies, and the attendees have to produce specific outputs (blue 
boxes in slides above). Attending lectures is not a sufficient condition to ‘pass’ each 
module: the outputs have to be checked/validated by a tutor. 

Teams are given a number of resources, including lecture material in the form of video 
and notes, research papers, books, certain interactive activities, and have access to 
mentors/tutors. It is up to them how to organise themselves and their time!

The interactive activities include:
• a ‘technology stock market’ game, where teams buy and sell shares in companies 

whose products are closely related to the technologies they are considering. The 
‘newsflow’ in the game is carefully constructed to provide clues about the real 
market for each technology;

• A twist on the classic ‘pasta and marshmallow  tower’ game where delegates use 
a bio-chemical treatment to increase the flexibility of the materials provided. As 
well as a team-building exercise for each group, it instills basic knowledge of 
staging and structuring technology projects;

• A finance workshop where attendees are shown how to work up project budgets 
using Excel templates. These budgets can then be used to construct budgets for 
the MegaChem projects.

Teams produce elevator pitches for 5 potential projects, will then select 2 projects to 
carry out market research, financial budgets, a project plan, feasibility studies, before 
finally selecting 1 preferred project and delivering a ‘project pitch’. Various ‘soft skills’ 
such as working in a team, communication and designing and delivering a presentation 
are built in to the modules.



Who's in charge round here?
(Project Managing new product development)

This is a one day workshop in the basics of project management. It examines the key 
skills and tools required for projects to be delivered on-time and on-budget. Poor 
project management has been identified as a key failure factor in technology 
commercialisation and examples are legion in the UK.

Project Processes
The emphasis is on structuring technology projects: working out what activities need to 
be carried out in what order. Many projects use formal project management tools but 
still fail because the managers have not identified all the tasks or do not carry out the 
tasks in the right order. This session looks at ways of identifying and ordering the 
project tasks and points out that this must be done before starting to use formal 
techniques. 

Working with people in Projects
We discuss ways of working in project teams where everyone has a customer/supplier 
relationship with other project members. Clear structures ('put someone in charge') are 
essential.

Project Management Tools and Skills
This looks at management protocols such as PRINCE2 and software tools such as MS 
Project.

Budgeting in Projects
Projects typically receive and consume cash on an objective by objective basis rather 
than as part of an annual spending budget. We look at ways of controlling this activity, 
and also ways of valuing project outcomes.

Risk Control in Projects.
We look at risk identification by structured brainstorming, and risk management 
protocols for the project team

Project Management Game
Participants carry out a multi-faceted practical and PM activity with interlocking and 
dependent tasks, with time and budget constraints.

Project A 
- NPV £3.4m ±£4.6m  

Time ->

-ve

+ve

0

Project B 
- NPV £1.2m ±£0.5m

Bold Line is base case for each project, dotted area is probability envelope

Cash

->

!



’Understanding Markets’

Duration/Format: One day workshop aimed at for scientists and technologists who 
wish to understand more about the basics of markets, and how to research them. The 
day is heavily interactive and the attendees work through case studies and real 
research output.

Outline
• What are markets? The difference between marketing and sales, how do we 

define markets and divide them, looking at things from a customer perspective, 
services and products, identifying the value chain;

• Market Research. Scoping studies, qualitative and quantitative questionnaire 
design, what can you do yourself and what do you need to pay for, sources of 
information (libraries, databases, journals, and the ‘five phone-call trick’);

• Turning market information into profitable products.  Identifying ‘gaps’, 
providing customer benefits, formulating product or service offerings, meeting 
price/performance criteria. Feeding back into the development programme

• Communicating with your customers. Trade Fairs, Trade Journals and Business 
Journals. Advertising – ‘above’ and ‘below’ the line. Direct Mail and Newsletters. 
Market Launches and marketing plans.



Finding Partners and building teams

This workshop helps nascent businesses determine the shape and structure of the 
project team and the eventual corporate entity. Participants need to think hard about 
their business model and its consequent relationships. As well as some of the factual 
do’s and don’ts of partnering and recruitment, the workshop starts to look at team 
effectiveness and ways to improve this.

Outline of Workshop

Principles of Partnering. How your structure is determined by your business model
Identifying people to form the senior management  team. Employing family or 
friends. How to persuade people to join the company
Recruitment. How long it takes, and how much it costs.
Building a successful team. Theory of team building. Preferred roles – what’s yours? 
Ways to speed the forming/storming/norming/performing process. 

Features Team Building exercises
‘Completely changed my view of who I need to talk to and why’ (prospective 
technology-based entrepreneur)



Finance for non-financial people

This workshop is all about demystifying basic business finance and accounts, so that 
us mortals can at least interact with company/organisation finance people and have 
half a chance of knowing what they are saying and signpost situations when they 
absolutely must use professional accountants. You should come on this course if you:

• Are interested in starting a new business, but find the money and the jargon 
intimidating;

• Would like to understand what the stock market is about;
• Watch Dragon's Den and think you could do better, or are otherwise trying to 

raise money for a business;
• Have just been promoted (good news!), but then immediately told by the boss 

'now prepare a budget' (bad news…).

At the end of the day you will be able to:
• Prepare a cash budget using an Excel template; 
• Understand what profit/loss statements and balance sheets are and how they 

are constructed;
• Understand the basics of ‘dragon’s den finance’ (“I’ll sell you 40% of my 

company for £1m”);
• Tell how quickly a company pays its creditors and gets paid by its debtors;
• Understand the difference between capital and revenue items;
• Understand the difference between full and marginal costing;
• Understand the difference between overheads and direct costs;
• Fill out a VAT form;
• Know the meaning of accruals, depreciation, creditors, reserves, and a whole lot 

of other accounting terms.

You will take away
• A hard copy workbook featuring all the slides, explanatory text, exercises, 

examples and references for further reading;
• Electronic copies of the spreadsheet exercises including the Excel budget 

template mentioned above. 

If you are ‘maths-phobic’, a primary teacher tells us that a 10 year old could do it!



Understanding Investment and Raising Finance

This workshop follows on from ‘finance for non-financial people’. It is relevant to 
managers preparing capital project budgets for the first time. This might be writing a 
capital investment case within an existing business, but also to start-up companies 
looking for external finance. It will also show  you what to look for in the financial 
pages of newspapers, investment reports and pension funds. You should come on 
this course if you:

• Are writing a capital investment case where the returns are more than 2-3 years 
away;

• Are raising money from Business Angels, Venture Capitalists or Private Equity;
• Want to get to grips with the basics of discounted cash flow (DCF) and net 

present value (NPV) techniques;
• Are interested in new valuation processes for long 

term assets such as renewables.

At the end of the day you will be able to:
• Prepare a capital budget using an Excel template; 
• Calculate NPV and internal rate of return using Excel;
• Understand how discount rates are calculated and 

the assumptions they are based on);
• Use stock market betas;
• discuss the strengths and weaknesses of current DCF 

techniques and some alternatives such as real option 
pricing;

• Understand the current financial crisis a bit better .

You will take away
• A hard copy workbook featuring all the slides, explanatory text, exercises, 

examples and references for further reading;
• Electronic copies of the spreadsheet exercises including the Excel capital 

budget templates mentioned above. 



What you need to know about IP

This is a half day workshop in the basics of intellectual property for scientists and 
technologists. 

This workshop looks at intellectual property (IP) from the perspective of the inventor 
or technologist. It addresses basic questions such as Why do we have intellectual 
property? What types of IP are there? How much do they cost? The workshop features 
at least one hands-on exercise (‘spot the IP in this product’) and concludes with an 
overview of various sources of IP advice. 

Outline
 Ownership of IP
 Types of Intellectual Property (including some obscure ones!)
 Non-patent IP
 What can be patented
 - the patent process in various countries
 Patent searches

‘At last - a workshop on intellectual property when I didn’t want to kill myself 
halfway through’ (participant asked to remain anonymous…….)



Business Presentations

Despite our e-mail dominated business culture, face to face contact is still crucial in 
business – and an important aspect is the ability to present well. The seemingly casual 
‘I’ll just run through the main points of the report’ 10 minute presentation has far 
more impact than the 50 page report itself. However, for many people, being asked to 
make a presentation releases as much adrenaline as mountaineering or being 
mugged. 

This one day workshop is designed for attendees who have either little experience of 
presenting at all or who are only used to presenting in an academic context (lecturing 
etc). Attendees prepare and deliver 2-3 presentations during the day. We pay a lot of 
attention to improving delivery and overcoming nerves. 

Certain parts of the day are quite personally ‘challenging’ but because we work in a 
supportive low-stress atmosphere participants usually surprise themselves…… 

Outline of Workshop
Structuring your ideas. Mind maps and brainstorming. Telling a logical story. 
Highlights and emphases.
Putting the presentation together.  Using Outlining. Controlling Powerpoint ‘Feature 
Creep’. Rehearsal. Using data projectors - some pitfalls!
Improving your delivery.  Overcoming nervousness. Using your voice correctly. 
Pacing and dynamics.

‘I was really scared to start, but it was great by the end' 



Consulting Skills

Service or consultancy work can be an important output of many commercialisation 
projects, whether they are spin-out companies or commercial services offered by a 
university or research institute.  The service business model can be sustainably 
profitable, as seen by the high ratings some IT support organisations have achieved 
on the stock market in recent years. Yet the elements of the service business are not 
widely understood by potential technology entrepreneurs and their investors. This 
workshop reviews the consultancy/service business from theory to practice and 
culminates in an ‘accelerated real-time’ problem solving exercise. 

Outline of Workshop

Scoping the work. Listening to clients needs. Identifying actions that meet the needs. 
Workplans.

Key Issues. What you will and won’t do! Responsibilities of client organisations 

Pricing. Realistic costings. How to make a sustained profit. Hourly rates or fixed 
prices.

The small print. Contractual issues, Intellectual property, liability and insurance.

Skill requirements. Listening, analyzing, presenting, persuading

‘I've suddenly got some ideas on how to keep my institute alive' 
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Interview - Robert Hastings, Director 

‘We only used to sell to Rutland Water, but this deal with Universal Aqua should take 

us into the big time. Trouble is, Universal keep going on about environmental policy, 

contingent liabilities, and total quality management. Well, Bill has always kept an eye 

on quality for us and we don’t have many filters that leak. But they’ve actually sent 
some batches back to us, complaining about faults of some sort. And I’m really not 

sure what they’re going on about with all this environmental stuff. I don’t know, 

perhaps we need to be a bit more systematic. It’s all a bit worrying because I never 

seem to have any time these days. And another thing, there doesn’t seem to be any 

money to do any thing – I know I gave myself a pay rise but even allowing for that we 
should have more in the bank. As it is, our overdraft’s gone up and I’ve even had to 

lend the company some money myself. Can you people help us do you think?’ 
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See for yourself

Here is a 10 minute video taken at a one day training workshop, showing us talking to 
delegates, them working on various activities, and their response/reactions after the 
day http://www.youtube.com/watch?v=wuI9Gn1VAJM

We don’t do all the talking! Here is a video of students presenting their ‘Project Pitch’ 
following a week of problem-based learning and commercial skills training. These are 
undergraduate and Masters students who have never been previously exposed to any 
commercialisation or KT concepts. There are two presentations on this video. One is 
presented by a single student, the other by a (multinational) team. 
h#p://youtu.be/gUwLnPj3Nto

Here, (with rather murky sound) is what those students thought about their experience:
http://www.youtube.com/watch?v=hJkpLF6v400

http://www.youtube.com/watch?v=wuI9Gn1VAJM
http://www.youtube.com/watch?v=wuI9Gn1VAJM
http://youtu.be/gUwLnPj3Nto
http://youtu.be/gUwLnPj3Nto
http://www.youtube.com/watch?v=hJkpLF6v400
http://www.youtube.com/watch?v=hJkpLF6v400


About Us
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KKI Associates is  the consultancy  and training company  of Dr Kevin Parker. Kevin is  perhaps the UK's 
most  experienced  and  versaFle  individual   consultant  working  in  the  field  of  technology 
commercialisaFon. With KKI, founded in 1993, he has carried out over 100 training assignments in the 
area  of business  development and technology commercializaFon. He is  one  of the few people  who can 
claim to have worked in all  parts  of the  commercialisaFon process  from R&D to 
sales: his interest in the field goes  back to 1990 when he led a  project reviewing 
and drawing lessons from BriFsh Petroleum's major diversificaFon acFviFes. 

Kevin  trained as  a  chemist  (at  Edinburgh and Cambridge),  and worked  for  12 
years  with BP. Of that Fme 6 years  was  spent in R&D (winning a  research prize in 
1985) and 6  years as  a 'fast‐track' commercial  manager.  In the  la#er period he 
worked  in  sales  management,  literally  'selling  oil  to  the  Arabs',  internaFonal 
product markeFng, and technology strategy. 

Kevin  is  a  Fellow of  London Business  School's  Sloan Masters  Programme,  with 
disFncFons  in  entrepreneurial   finance,  environmental   economics   and  internaFonal   business 
development.  As  well  as  the  training  courses  described  in  this  brochure,  Kevin  carries  out  award‐
winning,  pro bono,  adult  training  for  the Scout AssociaFon  and  the  Princes  Scoash Youth Business 
Trust.

KKI’s  long‐standing collaborator and Associate, Dr Tony Aldhous, helps  to facilitate 
Group sessions. Tony’s  background was in  the energy  sector, with BP and others. 
From 1993  onwards, working for  Scoash Enterprise  (SE)  in Aberdeen,  Tony was 
one  of the pioneers  of innovaFon and commercialisaFon in Scotland. He and his 
team provided direct support to establish and grow more than 20 spinouts, ofen 
engaging  with  the  management  team  prior  to  company  formaFon.  Support 
included  direct  grant  assistance,  feasibility  studies,  market  research,  compeFtor 
analysis, business  planning, and help with raising iniFal  investment. He has  a  PhD 
in metallurgy from Imperial College and is a Chartered Engineer.

As  well  as  being an Associate  of KKI,  Tony  acts  as  ‘Gatekeeper’  to Grampian Biopartners, one of the 
leading business  angels  in Scotland, and meets  regularly with other  investors. He is  thus well  placed to 
comment on issues around funding and financing new projects.
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