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Engaging with OEMs (Technology Challenge) 
 
On the 10th December at an event at the Royal Academy of Engineering in central 
London and chaired by Richard Parry-Jones, co-chair of the new Automotive Council, 
the winners of the LowCVP Technology Challenge were announced as Axon 
Automotive, Brunel University, Controlled Power Technologies, EVO-Electric, Libralato 
Holdings and Oxy-Gen Combustion.  
 
Demonstrating serious interest in sourcing low carbon car solutions were senior 
executives from Nissan, Jaguar Land Rover, Ford, Tata Motors, General Motors, 
McLaren Automotive, Modec, Alexander Dennis, SMTC UK, Denso, GKN, Kautex-
Unipart, Shell International and TRW. 
. 
As well as presenting to industry each of the winners were presented with an award by 
Richard Parry-Jones and were featured in a promotional brochure given at the event. 
This publication has since been updated and Members can view a pdf of the publication 
on the Technology Challenge including an overview of the event, from: 
LowCVP Technology Challenge Brochure 
 
The event was highly successful and the approach of the Technology Challenge was 
commended by all delegates who indicated strong support for further Technology 
Challenge events.  
 
The Technology Challenge overall was a success however the number of high quality 
applications received for the Technology Challenge was less than anticipated. 
 
The primary factors affecting success are considered to be: 

1. Defining an attractive offer 
2. Reaching the target audience 
3. Selling the offer 

 
To focus entries toward the near-term challenge faced by the sector and to permit the 
first Technology Challenge to be ‘road tested’, the offer was deliberately restricted using 
eligibility criteria which required entrants to demonstrate. The criteria and their 
implications were carefully considered and developed before being agreed with their 
function and additional considerations as below: 
 
Technology Entrant 

Criteria 
Purpose Additional consideration 

>Would reduce CO2 
emissions from 
passenger cars and 
similar light goods 
vehicles; 

Passenger cars provide 
a timely opportunity 
given legislative and 
public drivers 

Space and weight constraints do not 
permit innovations to be simply 
integrated. The market also operates 
on small margins meaning any 
innovation must deliver major 
improvements to be of serious 
interest. 

>Could be 
commercially deployed 
in 3–5 years; 

Ensures short-term,  
commercial focus of 
entrants as would be 
sought by OEM/Tier1s 

Strong companies developing new 
technologies for cars are likely to be 
in discussions with OEM in order to 
refine their product  

http://lowcvp.islecms.co.uk/assets/other/LowCVP%20Technology%20Challenge%20Brochure%20full%20-final.pdf�
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>Were on-vehicle; 
 

As relevant to passenger 
car OEM/Tier1  interests 

Excludes logistical or modal solutions 

>Were compatible or 
could be easily 
integrated into the 
existing transport, 
energy and fuel 
infrastructures. 

As relevant to passenger 
car OEM/Tier1  short-
terms interests and 
independence on unclear 
technology directions 

Excludes biofuels, alternative fuels 
and plug-in electrics or hybrid 
technologies. 

Views on how the Technology Challenge was run and ideas for improvements are 
currently being sought from key individuals involved to better understand and provide 
reasons behind the response from the sector.  
 
Initial best practice and improvements to the scope and process will be reported at the 
next IWG meeting. 
 
 
Resources for Emerging Businesses (REB) 
 
Orion Innovations has been appointed to undertake the gap analysis of support 
available. An interim report on the analysis will be presented at IWG on 12th January. 
 
The survey of emerging businesses’ perspective is also underway, with the support of 
Cliff Funnell and aligned with a survey Cliff is undertaking for the EU. 
 
The survey was developed with consultation of the project steering group with specialist 
contributions regarding intellectual property provided by Highbury Ltd. A copy of the 
survey is given in Annex 1. 
 
It was initially proposed to publish case studies of successes in accessing support; 
however such studies are likely to be resource intensive and soon outdated. As a 
refinement and utilising LowCVP GoToMeeting software, the Secretariat intends to 
create a series of videos from providers of support and resources for emerging 
businesses, available online and covering what support can be provided, how to access 
support and other relevant signposting.  
 
The concept may also be extended to include videos from universities regarding the 
expertise and facilities they have available. Videos will be put onto a single website as a 
resource, probably as an enhancement of the Engaging with Investors website: 
http://www.lowcvp.org.uk/ewi/  
 
 
Securing Investment in SMEs (SISME) 
 
The project objective is to improve prospects for SMEs seeking finance through this 
project. It was proposed that a useful route to achieve this would be to provide an 
evaluation the technological trend of investments into LCV technologies, internationally 
in the past 5 years and, where appropriate, how these compare against the NAIGT 
technology roadmap or local policy frameworks. 
 
From further discussions with individuals who work closely with the investor community a 
common viewpoint suggests that undertaking such an assessment to a suitable standard 
would be significantly costly with unclear benefits. Undertaking a lighter analysis would 
most likely distract from positively engaging the investment community.  
 
Given these considerations it is proposed that an effective route to engaging the investor 
community will be an event presenting where new technology opportunities exist under 
the NAIGT roadmap with a target audience of investors in high-tech businesses. 

http://www.lowcvp.org.uk/ewi/�
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Annex 1 REB Survey Questions 
 
 
1. Which best describes your business’ current primary focus for 

improvement (please tick)? 
 Technical performance of product 
 Integration into existing platforms/infrastructure 
 Encouraging adoption by the market 
 Streamlining, cost reduction, process scale-up 
 Other – please detail:       

 
2. What route to market do you plan to take (please tick)? 

 Rapid mass market introduction 
 Limited introduction 
 Collaboration with a major OEM/Tier 1 player 
 Stealth/under the radar development 
 Other – please detail:       

 
3. What do you consider to be the positive traits and strengths of being an 

SME (please tick)? 
 fast decision making 
 low bureaucracy 
 visibility and connectivity across all business aspects 
 high levels of motivation 
 innovative, naturally intuitive networking abilities 
 close relationships with customers suppliers, employees , investors and 
other important stakeholders 

 ability to exploit new experience and knowledge 
 Other – please detail:       

 
4. What do you consider to be the negative aspects of being an SME? 

 
5. Have you explored working with a research institute and if so how did you 

go about finding the right expertise and capabilities? 
 

6. What support have you successfully applied for (e.g. Advice from Business 
Link, R&D funding from a Regional Development Agency, Carbon Trust 
incubation)? 

 
7. Were there any major problems in accessing support that had to 

overcome? 
 
8. What support have you not been successful in obtaining? 
 
9. What support do you envisage applying for as the business grows and 

who from? 
 
10.Are there any support initiatives that you would recommend to similar 

SMEs? 
 
11.Are there any support initiatives or directions that you would not 

recommend and why not? 
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12.Are there any strategic directions that you would recommend, e.g. 
collaborating with researchers, supply chain collaboration, external 
mentoring, regional, national, European funding and support schemes? 

 
13.How have you found collaborative partners, or where have they found 

you? 
 
14.Did you encounter any difficulties in agreeing terms with partners and if 

so, how did you overcome them? (e.g. IP, Confidentiality, defining 
objectives) 

 
15.Where do you seek relevant qualified personnel from? 
 
16.Which three of the following would you prioritise most necessary to you 

and would you know where to obtain them (please tick)? 
 Test and analysis facilities 
 Validation and certification services 
 Technical Partners 
 Financial Partners 
 Information on markets 
 Information on technology 
 Other – please detail:       

 
17.Have you experienced any problems managing growth steps or transitions 

of the business?. If so, how were these addressed and was any support 
utilised? 

 
18.What could be improved about any of the support you have considered 

(please specify which scheme/provider)? 
 
19.Are there innovations that your business is seeking to adopt? 
 
20.What are your three greatest constraints (please tick)? 

 Management Time 
 Finance & investment from outside sources 
 Identifying and securing expertise 
 Finding suitably qualified personnel 
 Market research & information 
 PR & marketing communications 
 Business development, Sales 
 Identifying collaborations/cooperation partners 
 Other – please detail:       

 
21.Do you know where to get support from the public sector? 
 
22.What support would you like to be available? 
 
23.Worldwide patenting, trademark, copyright and Intellectual Asset (IA) 

management can be very confusing. What is your preference for 
managing your Intellectual Property (IP) (please tick)? 

 I’d prefer to outsource management of my IP 
 I’d prefer to manage my IP myself 
 I don’t know 
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24.In your experience, which part of the IP wealth creation process has 
caused you the greatest difficulty? (Please indicate rank, where 5 is the 
highest level of stress). 
  Patent costs and process 
  Finding partners, licensees, licensors 
  Managing assets 
  Valuing technology/ patents/ your company 
  IP due diligence/market analysis 

 
25.What is your preference to find the help you need to license-out or find 

partners for your IP/technology/product? (please tick) 
 Self help via an online service 
 Specialist Consultants 
 Business Link / Flexible Support For Business 
 UKTI / International Business Wales 
 Lawyers and patent agents 
 Do not need any help 

 
26.Intellectual Assets (IA) – i.e.  patents, trademarks, copyright, registered 

designs, know-how, trade secrets etc – help determine the value of your 
company. Have you ever had these assets valued for your current 
company (please tick)? 

 Yes   
 No   
 I don’t know 

 
27.Which of these online business development tools are of most value to 

you to help you manage your IP assets? (Select all that apply) 
 Valuation 
 Partnering 
 Asset audit 
 Portfolio management 
 Patent management 
 IP health check 
 Patent searching 
 Funding 
 Pre negotiation advice and management 
 Business development consultancy 
 Due diligence (market, economic, financial and IP analysis) 
 Mentoring for IP, Boardroom, negotiation skills 
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