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STRUCTURE

•Future Cities Catapult

•Why Cities?

• Innovation in Cities 
and its Stakeholders

• Live example







PEOPLE !













RESEARCH vs INNOVATION

RESEARCH

INNOVATION

Focusing on 
understanding 
technology, 
science, and to 
generate 
knowledge

Focussing 
on hitting 
the market 
and making 
money

Both are aiming at re-shaping the future



INNOVATION ECOSYSTEM IN CITIES

CITIES

CITIES
GOVERNMENT

FUNDING 
ORGANISATIONS

STARTUPS AND 
SMES

UNIVERSITIES

FACILITATORS

BIG CORPORATES

NGOs

CITIZENS





BARRIERS TO THE CITY MARKET

▪ the market is ill-defined and the language confusing

▪ cities are not good at taking joined-up decisions

▪ there’s no established business case or business-model

▪ there are significant financial, legal and procurement obstacles

▪ there are no or few city-scale facilities for demonstration and 

validation

▪ there are no or few neutral spaces for cities and businesses to 

collaborate openly 







PROBLEMS:

▪ Idea is everything 

▪ Reluctant to share

▪ They think the need to own the product/service

▪ They think that giving the academic the opportunity to do 
entrepreneurship is all what matters

Universities have a phenomenal 
potential for innovation





“A start-up is a company that is 
confused about a number of things: 
what its product is; who its 
customers are; and how to make 
money. As soon as it figures out all 
three things, it ceases being a start-
up and becomes a real business” 
(Dave McClure, founder of 
500Startups) 

“A start-up is a temporary 
organization used to search for a 
repeatable and scalable business 
model” (Steve Blank, world-renown 
serial entrepreneur and academic)

A scale-up is a as a development-
stage business, specific to high-
technology markets, that is 
looking to grow in terms of 
market access, revenues, and 
number of employees, adding 
value by identifying and realizing 
win-win opportunities for 
collaboration with established 
companies. Aligning with his 
definition of a start-up from 
Steve Blank, a scale-up is past 
the search phase and rather in 
the execution phase of the 
business model.

A scaler is that established 
company that can provide 
growth opportunities to scale-
ups. Generally, it can be 
discerned by having gone 
through a growing phase (has 
grown in sales and number of 
employees) and by having 
received major investment 
capital. These companies tend 
to be medium sized SMEs.

START-UP SCALE-UP SCALER



POINT OF NO 
RETURN

PRODUCT-
MARKET FIT

START-UP TO 
SCALE-UP



▪ Do not try to be too perfect – that’s why MVP (Minimum Viable Product) 

exist

▪ Do not get too much in love with your technology – know when to pivot

▪ Do not confuse NEED with DEMAND

▪ Know the name and surname of the person who will buy your product

▪ Think sell through and sell with- less sell to

▪ Use your support network

▪ Leverage an advisory group

▪ Contacts, contacts, contacts !

RECOMMENDATIONS FOR START-UPS







INNOVATION HUBS, INCUBATORS & ACCELERATORS
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WHY ARE THEY 
DIFFERENT?



CLUSTERS 
are 

IMPORTANT!











































•

•

•

•

•

•

•

•

•

•

•

OPEN CALL



QUESTIONS


