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Please find the webinar replay video
through the following link:

https://www.youtube.com/watch?v=pF0v4KodFqU

https://www.youtube.com/watch?v=pF0v4KodFqU
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Introduction & agenda
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Topics Key Speakers / Panelists

Introduction

House rules  - Objective of the session  - Tour de table

Stephan Corvers

CEO Corvers Procurement Services BV

Host & Moderator

First topic:

Strengthening and broadening the relationship with the market

Maria Bezunartea Alvarez 

CFO at the Aragonese Institute of Health Sciences (IACS)

Rob Roemers 

Head of Data & Analytics

STIB-MIVB

Maria Kampa

Project Research Associate · Center for Security Studies 

KEMEA

Insights summary and questions from the moderator

Second topic: 

Supporting & intensifying the cooperation with other contracting authorities in the sector (value chain)

Insights summary and questions from the moderator

Third topic: 

Positive side effects of Innovation Procurement for your organization (e.g. HR issues, mindset / culture)

Insights summary and questions from participants

Q&A

Wrap up & Closure
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It is possible to ask 
questions in the 

private chat

The recording of the webinar 
will be made available on

the eafip website

House rules

The list of participants 
will not be 

disseminated

In case there are 
technical problems, the 
session will be recorded 

and published



The Management Perspective on the Benefits of 

Innovation Procurement

22/07/2021



IACS promotes 

Research, 

Innovation and  

Knowledge 

brokering in 

Biomedicine 

and Health 

Sciences

Public institution

Regional Health Department

Regional Health Law  

(6/2002)

Research

Create Knowledge

Innovation

Share Knowledge

Knowledge Transfer

Extend Knowledge

Researchgroups InnovationUnit EvidenceBasedDecision  

MakingUnit

HealthTechnologyAssessmentUnit

ContinuingEducationUnit forhealthprofessionals

ResearchFacilities

ProjectsUnit andEthics  

Committee

WHO WE ARE AND WHAT WE DO





Strengthening and broadening the relationship with the market



Why? Who? How? What for?

●To encourage possible 
suppliers to participate in Rosia 

OMC and future PCP!!! 

● To inform them about ROSIA 
PCP opportunities and process 

●To open a dialogue about 
scope, budget, functionalities, 
requirements, business model, 

DPI...of the future PCP 

●To facilitate matchmaking 
among suppliers: WE NEED 

CONSORTIA TO ADDRESS FULLY 
ROSIA CHALLENGES!!!

R&D groups
R&D centres

Start-ups

Technological companies

Open platform providers

Devices providers

Apps 
providers

Associations

NGOs

Social companies

Community services 
providers

0

4 PRE- OMC 
EVENTS

1

2

BILATERAL 
MEETINGS

OMC LAUNCHING: 
QUESTIONNAIRE

FOR PROVIDERS:
●Interaction with 3 Rosia 

procurers to know needs and 
priorities

●Obtain information about 
future PCP

●Meeting possible partners 
or competitors

●Making procurers knowing 
your entity as a player in 

the Rosia market

FOR PROCURERS:
●To cross-check and clarify 

their assumptions for the call 
for tender 

●Obtain new information 
from the market

● To make potentially 
interested bidders aware

A) Preparation stage: Open Market Consultations







OMC RESULTS
Proyecto SIGLA. HCLB

Presentación: José Luis Sancho. HCLB. Jornada CPM IACS-IAF 23/11/17
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B) Execution: some lessons learnt



None of the 4 companies that had passed the first phase (design of the 

solution)  passed the second phase (prototyping).

As there was a shift from buying washing machines to buying smart laundry

services, and as the companies were not used to this, they did not apply for

the open tender.

A subsequent negotiated procedure had to be carried out with some of the

entities that had participated in the consultation and the contract was signed

and now they both parts are delighted.

SIGLAEMPATTICS 



It is essential:

a) to build trust and establish solid long-term relationships if we are to achieve joint success.

b) be flexible enough to deal with all the changes that will occur in complex and lengthy contracts

such as those dealt with under IP



Supporting & intensifying the cooperation with other contracting authorities in 

the sector (value chain) 



This project has received funding from the European Union’s Horizon 2020
research and innovation programme under Grant Agreement No 101017606

KNOWLEDGE PARTNERS PROCURERS

Municipio 

de Penela 

(Portugal)

Municipio 

de Soure 

(Portugal)

LOCAL VALIDATION

Teruel

Healthcare Sector

(Spain)

Barbastro Healthcare 

Sector

(Spain)
VALDE

(Spain)

Instituto Aragonés de 

Ciencias de la Salud

(Spain)

PROJECT 

COORDINATOR 

PROCUREMENT 

COORDINATOR 

Instituto 

Experiencia 

del Paciente 

(Spain)

Instituto Pedro 

Nunes Associação 

para a Inovação. 

(Portugal)

Stichting International 

Foundation for 

Integrated Care

(Nederlands)

The Decision 

Group

(Nederlands)

PPCN.xyz 

(Denmark)

Servicio 

Aragonés de 

Salud

(Spain)

National 

Rehabilitation 

Hospital

(Ireland)

Centro 

Hospitalar e 

Universitário 

de Coimbra

(Portugal)

Ireland



Who

How muchWhat

How

Financing

Rigth to assistance

Health services
offered

Governance

Different health systems



70’s organization

Health Ministry Regions

Health Coordination Health Planification

Foreign Health Public Health

Management of Health Care Services
of 

Ceuta y Melilla (INGESA)

Management of Health Care Services

INTER-TERRITORIAL COUNCIL

Division of Competences





Why IP favours joint procurement

1- Common challenges: COVID has taught us a lot about this

2- IP is related to R&D and innovation: much more collaborative environments

3- It is a strategic procurement: the potential for impact is greater if the local level is
combined with other levels. Micro Macro

What are the IP levers that can be used to boost aggregate demand?
- Identifying common challenges (rather than focusing on cost reduction).
- IP processes are long and complex, thus allows time to build stable alliances
- Multi-disciplinary working groups are embedded in all IP processes the point is
include members of all the institutions
- Introducing innovation methodologies (agile…) in the contracting processes can

help



Positive side effects of Innovation Procurement
for your organization



ROSIA RUC3

6 km 28 km

Primary 
Health Care Home

General 
Hospital

Caterina
• 64 years old
• Living alone
• Two grown-up daughters
• Owner of a bar
• Smoke cessation 5 years ago

Respiratory 
phisiotherapy and 

rehabilitation

Current problems
- Short of breath
- Loss of autonomy
- Frequent chest infections
- Decrease in social life



ROSIA RUC3 – REHABILITATION IN COPD

6 km 28 km

Primary 
Health Care Home

General 
Hospital

Respiratory 
phisiotherapy and 

rehabilitation

Rehabilitation components:
• Assessment
• Physical exercise with treadmill, bicycle, strength

training arms and legs, motion and equilibrium
training, postural correction

• Education in order to learn how to incorporate

training to daily life

• Pshichosocial support
• Community support and services
• Nutrition and lifestyle

Need of rehabilitation and self-management support for:
- Recovery after exacerbation
- Maintenance long-term
- Self-management
- Pre/Peri-operative (surgery) rehab, if needed



ROSIA RUC3 – TRADITIONAL ACCESS TO CARE SERVICES AND REHABILITATION

6 km 28 km

Primary 
Health Care 

Home General Hospital

Specialist care
Respiratory 

phisiotherapy and 
rehabilitation

Every 
month

Every 6 
month

Every 2 weeks now 
for 2 months Long-term 

and 
maintenance 
rehabilitation 
NOT offered 



Rosia Open Catalogue

Rosia
OPEN 

PLATFORM

Shared technological 

components

Healthcare services
(dashboard)

Data 

Repository

Individual 

Data 

Control

Governance

SECURE 

Pseudonymi

sed

DATA 

SHARING 

Certifications
Open 

API

SDK

Social care 

Community activity 

ROSIA RUC3 – ROSIA: REHABILITATION AND SELF-MANAGEMENT 

Primary Health Care

Pneumologist

Rehabilitation

Virtual 
coachingAugmented 

reallity glasses for 
training

Spirometry & 
peak flow 

monitoring app

Non-invasive 
blood gas 

monitoring

Monitori
ng

Rehabilitat
ion

Gaming app

Education and 
supportVirtual peer 

supportVirtual counselling

Virtual nutritionist



ROSIA RUC3 – COPD– ROSIA

VALUE – BASED CARE

USER PROVIDER

- Better experience
- Better quality of life
- Better and relevant outcomes

- Better service
- Lower cost
- Workforce satisfaction

- Empowerment
- Self-management
- Person-centred care
- Personalised goal setting
- Shared care plan
- Family involvement 

- Scalable, affordable 
- Medical quality of data
- Data integration
- Interoperable
- Risk shared 
- Paid for value  

INTEGRATED PRACTICE UNIT



What happens if we use IP focussed in 

health results

1- We forget the “it has always been done like this“. Cultural change is possible!

2- We work in multidisciplinary teams: avoiding actual “working silos”

3- The results in health normally bring also health care providers process reengineering

4- Shift from purchasing products to purchasing services

5- Payment by results

6- Impacts of our contracts are more understable and visible





¿What suppor

services they need?1

How can we add

value to them?2

How can we help the Public procurer in IP 

projects?

How is a IP 

procurer?3

What inspiring

examples can we

share with them?
4



Video project Muntstroom  - STIB-MIVB:

https://www.youtube.com/watch?v=jUYMmYl4ebg

https://www.youtube.com/watch?v=jUYMmYl4ebg


INNOVATION PROCUREMENT

CENTER FOR 
SECURITY 
STUDIES -
KEMEA



C E N T E R  F O R  S E C U R I T Y  S T U D I E S  -
K E M E A

Providing research services via pre-commercial procurement of innovation for developing technological and operational 
solutions which are not available in the market

Lead Procurer

KEMEA: The first organization to implement Innovation Procurements in Greece

Public Buyer / Expert



C E N T E R  F O R  S E C U R I T Y  S T U D I E S  -
K E M E A

Inn. 

Procurement 

players

Buyers/procurement 

offices Tenderers
Contractors/

Successful 

Tenderers

End Users
Lead 

Procurer

Relations between the different players



C E N T E R  F O R  S E C U R I T Y  S T U D I E S  -
K E M E A

Lead 

Procurer

Buyers

Tenderers

Successful 

Tenderers

JPA

Call for 

Tenders

Framework 

Agreement Phase

1

Phase

2
Phase

3

Specific Phase Contract

Legal Issues related to each phase

Inn. 

Procurement 

players



Interaction with the Industry



3. Interaction during the OMC

The interaction with the market should be done in a structured way during OMC.

5. Contract Implementation

Monitoring meetings will be held at least monthly

The interaction with the market will ensure a solution that meets end users needs

There is no specific mechanism to assess the Solutions’s TRL

Due to the peculiarities of the security domain, building trust between the Contracting Authority & the

contractor(s) is a prerequisite for a successful outcome

4. Tender Phase

Support to the industry should be provided : Q&As , webinars, events etc

Background IPRs from the Buyers should be clarified in tender documents

The timeline/schedule of the Procurement should not be very tight- extension may be needed

2. Open Market Consultation

For an OMC to be successful, it is advisable to hold more than one OMC Event, nationals and

internationals; additional national webinars would increase the efficiency of the OMC.

1. Prior art/state of the art definition and update

Open Market Consultation Events give the information needed to redefine, verify, update, improve prior

art/state-of-the-art. Partners however need also to perform their own analysis to identify interesting market

players



Cooperation with other 
contracting authorities



1. Financial capacity should be ensured

It is possible that a member of the Buyers Group decides to withdraw from the Procurement (for financial

reasons) before the launch of the procurement. Such development leads to several changes.

2. Formulation of the requirements

When Universities or Research Institutes with R&D in the scientific area of the procurement participate in the

Consortium and Buyers Group, they may be biased as to the description of the specifications, imposing

specific technology (the development of their own R&D); if specifications are not described in a general

manner the market will not propose new solutions (because the specs do not allow it) or the tenders

submitted may be less than expected (as they may have developed different technology which corresponds to

the solution but such solution is not allowed by the specs).

3. Different approach on the formulation of the Specifications

It is possible that Partners do not agree on the formulation of the Specifications; Advisory Board’s opinion may

prove to be helpful in this case (although its contribution does not guarantee the undisputed resolution of the

disagreement).

• Agree on a high level common vision , concept and challenges

• Workshops among members of the Buyers Group are highly recommended



Background IPRs

1. Definition of the background IPRs

Partners rarely define with clarity their background IPRs in the Agreements. It is necessary that Partners

clarify what Background IPRs is contributed to Project in order to permit access to such Background.

2. Publication of the background IPRs in the tender documents

It is better to make available all Background IPR in the Framework Agreement only to the successful

tenderers. Tenderers should be allowed to decide whether they will use the IPRs or not. Whether the IPR

will be available may affect financially the submitted offers and lead to risks if one of the Tenderers does

not ask information as to the background IPRs.

3. Background IPRs

Background IPRs should not affect the description of the specifications. The specs should be described in a

general manner, in order to permit the market to propose different solutions.

4. Scientific publications of the Buyers Group affecting the Procurement

Buyers own research must be abstained from any publication which affects the Procurement. Such 

publications remain out of the scope of the Procurement; in any case they cannot affect the Procurement



C E N T E R  F O R  S E C U R I T Y  S T U D I E S  -
K E M E A

Positive side effects
:

Innovation Procurement

is a catalyst for the market 

uptake for the outcomes of 

security research

1

3

Improved and effective 

cooperation among 

the members of the 

Buyers Group

9
10

Promote 

innovation 

procurement 

on national 

level

Promote sectorial, 

cross- sectorial 

corporation in 

National and EU level 

among procurers

8

Unlock the Market to “new 

European players” 

especially SMEs

2 

Enhance 

communication 

channels among 

procurement, 

technical and 

other 

departments

5
Modernization 

of public 

services 

Active 

interaction with 

the Industry

4

7
Change of 

organisational 

mindset

6 

Strategic 

decision to invest 

in innovation 

procurement





Stephan Corvers
Corvers Procurement Service BV

Q&A



Stephan Corvers
Corvers Procurement Service BV

Closure
Conclusions & future events
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5 October 2021
webinar-workshop

Innovation Procurement:
How to strengthen EU strategic autonomy and resilience

Next webinar
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https://ec.europa.eu/eusurvey/runner/EAFIP2021

More information on www.eafip.eu/assistance

https://ec.europa.eu/eusurvey/runner/EAFIP2021
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Thank you for your attention

Corvers Procurement Services

The Netherlands

Tel: +31 73-612 6566

info@corvers.com

www.corvers.com

www.eafip.eu

For any questions regarding EAFIP-Assistance and/or 
applying for free assistance, please contact: 

Analucia Jaramillo

Tel: +31 6-20552773

a.jaramillo@corvers.com

mailto:info@corvers.com
http://www.corvers.com/
http://www.eafip.eu/
mailto:a.Jaramillo@corvers.com



