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1 Introduction

This guidance note on valorisation has been produced by the Leonardo UK National Agency at ECOTEC Research & Consulting Ltd in order to offer applicants and project promoters information on the concept of valorisation. The first section aims to explain the meaning of the term ‘valorisation’, and to explore the development of the concept within the Leonardo da Vinci programme particularly its links to Commission policy, most notably the Copenhagen Process. The second section discusses valorisation activities within the programme itself including initiatives such as thematic monitoring. This section also examines how potential applicants can incorporate a valorisation plan into their proposals, and how existing promoters can include valorisation in their project activities. Finally, the guidance note offers in-depth case studies of successful valorisation activities collected through interviews with Phase II projects from the UK. The examples are designed to illustrate how the theories behind valorisation can be translated into concrete actions to increase the relevance and transferability of project results.

2 The concept of valorisation

2.1 Background

The principle goal of the Leonardo programme is to improve vocational training systems in the 31 participating countries. This can only be achieved by the promotion of innovation and the transfer of programme results into national systems and practices. A valorisation strategy is intended to add impetus to this process at European and national level.

“It is a matter of prime importance that the products of the Leonardo da Vinci programme are not confined to the archives, that project outcomes find their way into mainstream practice and that the lessons of the programme are transferred into policy development.”

(European Commission, 2002)

This extract from the European Commission’s Valorisation Strategy for the Leonardo da Vinci Vocational Training Programme, published in February 2002, offers a useful explanation of the concerns behind the growing importance of the concept of valorisation for the Leonardo programme.

The Final Report on the implementation of Phase I of the Leonardo programme (which ran from 1995 to 1999) found that there was a need for the Commission to focus on how to capitalise on the achievements of projects. Too often innovative approaches and products were stranded in the experimentation stage, unable to develop further or reach a wider audience. Additionally projects could only be promoted individually as no attempt had been made to discover synergies and links between projects by theme or sector. 

The Commission responded to this need by publishing a discussion document in February 2002 outlining a valorisation strategy for Leonardo. This was followed by a conference in Madrid in April 2002 entitled “Valorisation of the Leonardo da Vinci Programme, Pillar of Lifelong Learning”. The conference discussed the proposed valorisation strategy, and offered an opportunity to define the concept of valorisation. This led to the creation of an Action Plan to Develop Innovation in Vocational Training, which was published in July 2002. A further conference in Stockholm in April 2003 looked in more depth at the actual process and actions constituting valorisation. 

Most importantly the decision has been taken for all projects starting in 2005 and 2006 to include valorisation plans as standard. This means that applicants will have to outline a structured plan for the dissemination and exploitation of project results and allocate an appropriate budget. Advice for applicants in the 2005 and 2006 Call periods is contained in Section 3 of this guidance note.

What is valorisation?

Valorisation is a complicated concept, and any definition or explanation will be of a similar nature. Based on the French verb ‘valoriser’ which means ‘to develop’, the term ‘valorisation’ was generated by the European Commission to describe a specific idea. The nearest we can come to a simple definition is that valorisation means ‘building on achievements’. The European Commission’s Valorisation Strategy gives a slightly longer definition:

‘the process of enhancing or optimising project outcomes through experimentation and exploitation with a view to increasing their value and impact.’

In the context of the Leonardo programme, this means:

· exploiting the results of projects;

· further developing project results in different contexts and situations (e.g. regions, countries, sectors);

· recognising good practice and encouraging relevant key players to do so;

· embedding project results into the practices of organisations; and

· mainstreaming project results into local, regional, national or European provision.

The European Commission has decided on a number of activities to support these strategies, which will be discussed in Section 2 of this guidance note.

It is worth noting that valorisation is distinct from dissemination, although a comprehensive valorisation strategy would include dissemination activities. Dissemination focuses solely on publicising good practices, whereas valorisation is much more about collaboration and continuing development, endeavouring to utilise project results and incorporate them into training systems and practices. For example, a Leonardo project’s dissemination strategy might look at ways to bring a training provider’s attention to materials produced as part of the project. The same project’s valorisation strategy might examine how the training materials could be piloted with the training provider, incorporating amendments to meet the specific needs of the organisation. Valorisation is all about ‘thinking outside the box’ and continuing to build upon project results by taking them (or aspects of them) to new organisations, new sectors, new countries and new target groups.

The example given above does assume that valorisation is the sole responsibility of the project but this is not the case. The Commission itself has a responsibility to direct and deliver an overall valorisation strategy as part of the management of the Leonardo programme. The Commission’s main tasks are to analyse project results, ensure a higher profile for successful project outcomes, and impart momentum to the experimentation process. National Agencies in the participating countries also share this responsibility. Outside of the Leonardo programme, it is crucial to involve key players such as the social partners, regional and national authorities, and relevant stakeholders at project level and at programme level.

Of course, project promoters remain responsible for the valorisation of their own products and results. This is emphasised by the inclusion in the 2005 and 2006 Calls of the requirement for applicants to give a structured valorisation plan covering activities throughout the project’s life and after the funding period.

2.2 Key aspects of valorisation

The Commission has identified three aspects that are crucial to the success of the valorisation process:

1. developing quality criteria;

2. improving dissemination strategies;

3. analysing training needs.

2.2.1 Developing quality criteria

Identifying good practice is a pre-requisite of valorisation. The development of quality criteria to allow the impartial selection of best practice projects is crucial to deciding what can be disseminated and which projects or products are worthy of further development or exploitation. Quality criteria can also be used to ensure better project design, selection, monitoring and assessment at national and European level by the Commission, National Agencies and the projects themselves.

2.2.2 Improving dissemination strategies

The evaluation of the Leonardo programme found that a planned strategic approach to dissemination at European level for Phase I of the Leonardo programme was not fully implemented. In order to ensure the widest possible diffusion of project and programme results there is a need for a systematic European approach to dissemination. This requires effective information systems and an active and coherent strategy.

2.2.3 Analysing training needs

The analysis of training needs at national and European levels would assist the valorisation process, ensuring that Leonardo projects are relevant to current VET requirements. This has also led to a more sectoral focus for the programme. The Call for Proposals for 2005 and 2006 emphasises the role of sectors as testing grounds for the development of international qualifications and competences. This approach acknowledges the fact that key players at sector level are well-placed to identify skills needs and challenges, and are receptive to European education and training solutions. Debate is continuing at programme level on the merits of cultivating a more demand-driven approach.

Valorisation and the policy process

The ultimate aim of valorisation is to feed the lessons of the Leonardo programme into policy development at national and European level. This is accomplished in two main ways, by ensuring that results and lessons are disseminated to relevant players, and by tailoring the Leonardo programme itself to fit more closely with current policy.

2.2.4 Leonardo and European policy

The Lisbon Process (named after the Lisbon European Council of March 2000) is the name given to the Commission’s ambition for Europe to become by 2010: 

‘the most competitive and dynamic knowledge-based economy in the world, capable of sustained economic growth with more and better jobs and greater social cohesion’.

The Council recognised education as a fundamental element of economic and social policies, and that it can enhance Europe’s competitive power world-wide, and assist in the cohesion of European societies. The role of vocational education and training in this process was confirmed in the ‘Copenhagen Declaration’ of November 2002. Following a meeting in Copenhagen organised by the Danish Presidency, the education ministers of 31 countries
, and the European Commission made a commitment to enhanced co-operation in vocational education and training. The Declaration states that the development of high quality VET is a “crucial and integral part” of the Lisbon process and can help to promote social inclusion, cohesion, mobility, employability and competitiveness across Europe.

The Copenhagen Declaration focuses on the need to improve four main areas of VET:

· the European dimension;

· transparency, information and guidance;

· the recognition of competences and qualifications; and

· quality assurance.

The activities taken to secure the progression of these four areas are collectively known as the ‘Copenhagen Process’.

With its focus on European co-operation in VET, the Leonardo programme fits within this overall strategic framework. The programme offers a wealth of experience and achievements in VET that could be drawn upon to assist the Copenhagen Process. Valorisation activities are intended to turn project results and achievements into reality at European level. The challenge is to ensure that:

· relevant and useful results from Leonardo projects are exploited at European level; and

· the programme remains relevant to the Copenhagen Process to ensure the greatest possible synergy between policy and programme results.

The next section of this Guidance Note examines the valorisation activities taking place at European level.
3 Valorisation activities

A number of activities are ongoing to involve National Agencies and projects in the valorisation of the Leonardo programme. Additionally the new Call for Proposals for 2005 and 2006 asks applicants to plan their own valorisation activities for the duration of their project and beyond. This section gives a brief overview of such activities and offers links to more detailed information.

3.1 Valorisation action plan

The overall progress of valorisation activities is shown in the ‘Action Plan to Develop Innovation in Vocational Training’. This document (available from the Commission’s Leonardo website) sets out the valorisation activities of National Agencies and the Commission, and is updated on a regular basis. Activities are divided into four categories:

· exploitation of results;

· dissemination of information on innovation and results;

· studies and reports; and

· quality.

You can find the Action Plan at http://www.europa.eu.int/comm/education/programmes/leonardo/new/valorisation_en.html.

3.2 Thematic monitoring

The Thematic Monitoring initiative was launched by the Commission in 2002. This initiative aims to develop synergies and exchanges between projects at European level, and to improve the impact of both individual projects and the Leonardo programme as a whole on national and European VET systems. Thematic Monitoring also allows the Commission and National Agencies to gain a better overview of project content, by grouping projects according to five themes.

The themes are:

· Integration into the Labour Market (led by the Austrian National Agency);

· Development of Competences and Skills within Companies, and in particular, within SMEs (led by the Dutch National Agency);

· Quality of Training – Adaptation of the Training Supply and New Training Methods (led by the UK National Agency)

· Transparency, Assessment and Validation of Knowledge (led by the French National Agency)

· E-learning (led by the Danish National Agency)

Each project is allocated to one of these groups at the start of its life. Information sheets allow projects to be analysed in detail and events such as seminars and conferences allow projects to network with each other and with key players in their field. Thematic Monitoring enables projects to build links with similar organisations, to share new training approaches, to discuss and investigate best practice, and to work towards European solutions to common VET issues.

Further information on Thematic Monitoring including news, events and project information sheets can be found at www.socleoyouth.be. 

3.3 Call for Proposals 2005 – 2006

The Commission’s ongoing commitment to valorisation is shown in the final Call for Proposals of Phase II of the Leonardo programme. The Call for Proposals for 2005 – 2006 was published in April 2004 and covers the final two years of the programme.

In addition to introducing new Priorities more tailored to the Copenhagen Process, the Call requires applicants for Procedure B and C projects to submit a valorisation plan for their project. This has replaced the previous requirement for a dissemination plan.

Advice on writing valorisation plans is given below in Section 4.

The Call for Proposals also makes provision for promoters of former (pre-2005) Leonardo projects to apply for further funds as a valorisation activity. Organisations can apply for Transnational Network or Transfer of Innovation projects following the standard application procedure.

Transnational Network projects

Transnational Network projects aim to assemble and disseminate expertise, innovation and best practice in a particular area or sector. The 2005 – 2006 Call for Proposals encourages the development of networks on a territorial, sectoral or thematic basis.

Transfer of Innovation projects

Transfer of Innovation projects aim to adapt innovative project results (into new languages, cultural contexts, or sectors) and to integrate the results of best practice projects and the lessons learnt into public and/or private vocational training systems and companies at local, regional, national and/or Community level. Transfer of Innovation projects must be submitted according to the procedure and measure of the original project. Applicants must ensure that any Transfer of Innovation proposal demonstrates added value i.e. that the Leonardo programme will be funding something new. Applicants must think carefully about what constitutes innovation.
The 2005 – 2006 Call for Proposals is available from the Commission’s Leonardo website at http://www.europa.eu.int/comm/education/programmes/leonardo/new/leonardo2_en.html, and the UK Call (which interprets the Call from a UK perspective) can be downloaded from www.leonardo.org.uk. 

4 Valorisation in practice

This section of the Guidance Note is designed to provide those new to the Leonardo programme, applicants and current projects with further information on valorisation. It aims to offer advice and practical tips to assist people in:

· building their own valorisation plans;

· incorporating valorisation activities into existing projects; and

· recognising where valorisation is already being carried out.

4.1 Applying for a Leonardo project – writing a valorisation plan

As mentioned above, the 2005 – 2006 Call for Proposals asks all applicants for Procedure B and C projects to include a valorisation plan in their proposals. This replaces the dissemination plan required in previous Calls.

At Pre-Proposal stage, applicants are required to provide an outline valorisation plan. At Full Proposal stage, a much more detailed plan will be required as part of the project’s Work Programme (Section E.1. of the Application Form). As with all Work Packages in the Work Programme, the valorisation plan will need to have SMART objectives (Specific, Measurable, Achievable, Realistic and Timebound) and have a budget associated with it.

4.1.1 Requirements of the 2005 – 2006 Call for Proposals

The Call states that each valorisation plan should:

· identify the needs of interested sectors, domains and end users;

· define clearly the end users of the project’s results;

· ensure that these end users will be consulted during the life of the project; and

· explain how during and after the end of the project, the results will be disseminated and exploited; how they will reach these objectives both during and after the development of the project, and which outside players and bodies will be involved.

It is also made clear that all projects are expected to have a website to promote and disseminate their work and results.

4.1.2 What activities should a valorisation plan cover?

Put simply, a valorisation plan needs to cover both dissemination and exploitation activities.

Dissemination

Dissemination can be defined as ‘the process of information-giving and awareness-raising’. Dissemination activities are intended to enable others to benefit from project outcomes – only when people are aware of project results can they begin to use them!

Dissemination activities must be ongoing and inclusive. This means that you should think about how to publicise your project from the very start. Awareness raising activities might include:

· building a project website;

· preparing a leaflet about the project in all partner languages;

· assembling a database of key contacts from each partner country;

· starting a regular newsletter (paper or electronically);

· writing articles for relevant publications, trade journals etc.

You must ensure that all partners take an active role in disseminating the project in their own countries and at European level. The best dissemination plans will ensure that partners are given the opportunity to play to their strengths and utilise pre-existing networks and contacts as well as making new ones.

As the project progresses, the type of dissemination activities you engage in will change. Whilst still making new contacts aware of your work, you can begin to disseminate individual products, and gain a greater idea of the different audiences for different outputs. You may consider attending conferences and seminars to promote your project, or even running your own dissemination conference. The Dissemination Guidance Note mentioned in Section 4.1.4 contains more ideas of the kind of activities you could carry out as part of your dissemination plan, and offers useful tips for making the most of your dissemination activities.

Exploitation

This covers some of the activities, such as mainstreaming, that would previously have been classed under dissemination, as well as new activities. Exploitation activities look beyond publicising your project, focusing on how you can:

· make your products more attractive to your target groups;

· tailor your products to the needs of specific target groups, sectors or organisations; and

· identify products or approaches that could be used by new target groups or sectors and consider how to transfer them. 

All of these points listed above have the aim of mainstreaming your products into organisations and structures at local, regional, national or European level. This aspect of valorisation ultimately attempts to transfer lessons learnt and products into policy. It is therefore important to bring decision-makers into direct contact with your project or partnership. 

In order to exploit the project outcomes successfully, it is essential that they meet needs clearly identified at the start of the project. Your valorisation plan should examine how your partnership will involve end-users in the project. This could be through reviewing the needs of end-users, and getting members of your target group to pilot materials and provide feedback. This will ensure that the products developed are tailored to and suitable for the target group, and this in turn will aid valorisation.

All valorisation plans must contain both dissemination and exploitation activities. The next section considers all the aspects that make a good quality valorisation plan.

4.1.3 What makes a good quality valorisation plan?

A good quality valorisation plan needs to be:

· clear;

· detailed;

· quantified; and

· ongoing.

This means that your valorisation plan should clearly state all the activities that will be undertaken throughout the project, and should contain a timetable. These activities need to run from start date to end date. You even need to look beyond the end of the funding period and consider how the project results can be sustained once the project finishes. This may encompass changing policies and structures in organisations, accrediting products and/or commercialising them. 

Whatever you and your partners decide, it is important to include information on how your project will share the Intellectual Property Rights (IPR) to project outputs. Where you plan to commercialise products, this is a compulsory element of your valorisation plan. Therefore you should aim to produce an IPR Agreement signed by all partners by the end of the project period at the latest. Further information on IPR issues can be obtained from the IPR Helpdesk, a Commission-funded free-of-charge service available to all those involved in running European projects. The IPR Helpdesk can be accessed via www.ipr-helpdesk.com. Where you plan to commercialise products, you must inform the Commission of your intentions. A standard letter is available from the Commission’s website http://www.europa.eu.int/comm/education/programmes/leonardo/new/leonardo2_en.html.  

Each activity should be discussed in detail. You need to describe what you will do, and how you will do it. Where you are involving people or organisations outside the partnership (e.g. targeting organisations through a mailshot or piloting materials with a group of end-users) you must show how many people or organisations you expect to involve, as well as how you plan to reach them.

For each activity you need to show which partners will be involved. Remember that all partners should be involved in valorisation activities according to their role in the project and their capacity and expertise.

The 2005 – 2006 Call allows project promoters to include Thematic Monitoring activities in their valorisation plans. Each project should plan to attend one seminar per year to meet with other projects working in a similar area in order to exchange expertise, experiences and best practice. Additionally once in their projects’ life they should plan to attend a valorisation conference which would bring together project promoters, decision-makers, and potential end users.

4.1.4 What budget will be needed for a successful valorisation plan?

Even when drawing up your Pre-Proposal, you should allocate money to valorisation activities. In its Valorisation Guide the Commission recommends that 10-20% of the total project budget should be set aside for valorisation activities. This is only a recommendation, and each project will find they have different plans and will therefore require different amounts of money. 

Remember when drawing up your budget to include all costs associated with valorisation activities. Examples of activities under each of the budget headings allowed under Leonardo are given below.

	Budget Heading


	Examples of Costs

	Personnel Costs


	Time spent by all partners working on valorisation activities e.g. staff time spent building the project website.

	Travel and Subsistence Costs
	Expenditure for project partners to disseminate the project, for example by attending relevant conferences and seminars. Remember to include travel and subsistence costs for attending Thematic Monitoring seminars (once per year) and conferences (once in the project’s lifetime).

	ICT Costs


	Hosting the project website, purchasing consumables such as CD-ROMs for demonstrating products.

	Production Costs
	Production of dissemination materials such as leaflets by members of the partnership.

	Subcontracting Costs
	The purchase of services from organisations outside the partnership e.g. if leaflets are produced by a printing company that is not a member of the partnership then this cost comes under subcontracting and should be covered by a subcontracting agreement.

	Other Costs
	For example, press releases, travel and subsistence costs for people involved in piloting materials, and the hire of rooms for meetings/piloting activities.


Explanations of each of these types of costs are given in the Administrative and Financial Handbook. You should consult the Handbook when drawing up your global cost estimate at Pre-Proposal stage and when producing your detailed budget at Full Proposal stage.

Further sources of information

2005 – 2006 Call for Proposals

The Call contains information on the requirement for valorisation plans and the involvement of projects in Thematic Monitoring activities. It can be downloaded from the European Commission’s website at http://www.europa.eu.int/comm/education/programmes/leonardo/new/leonardo2_en.html or the Leonardo UK National Agency website www.leonardo.org.uk. 

Application Form

Please ensure you use the correct Application Form as failure to do so will make the project ineligible, regardless of its quality. Any application received on an out-of-date form e.g. for the 2004 Call will be considered ineligible and rejected. The Application Form can be obtained from the Commission’s website http://www.europa.eu.int/comm/education/programmes/leonardo/new/leonardo2_en.html and the Leonardo UK National Agency website www.leonardo.org.uk.

Valorisation Guide

The Commission has also published a Valorisation Guide to help applicants, and this includes a checklist of issues to be considered. The Guide can be downloaded from the Commission and Leonardo UK National Agency websites as given above.

Dissemination Guidance Note

The Leonardo UK National Agency has published a Dissemination Guidance Note, which provides practical information for project promoters. The following aspects of dissemination are addressed:

· key features – what, when, to whom and how;

· practical guidance for developing and implementing your dissemination strategy;

· tips for public relations (PR) activities; and

· how the Leonardo UK National Agency can assist you in disseminating your project.

The Dissemination Guidance Note can be downloaded from the Leonardo UK National Agency website www.leonardo.org.uk. 

Administrative and Financial Handbook

The Administrative and Financial Handbook can be downloaded from the Commission’s website or the UK website (Internet addresses as above). You must use the Handbook to calculate your project budget. It contains information on cost headings, eligible expenditure, and set limits e.g. for subsistence, overheads and Information and Communications Technology (ICT) costs.

How the Leonardo UK National Agency can help 

The Leonardo UK National Agency is happy to discuss any aspect of valorisation with potential applicants. This can be via the telephone or email helplines, 0121 – 616 3770 and leonardo@ecotec.co.uk respectively, or at specific events. Each year, in the run up to the application deadline, the National Agency runs surgery days where applicants can meet with a member of the National Agency to discuss their project idea in detail. Each individual surgery lasts 30 minutes and looks at everything that will be covered in the Application Form including valorisation. Details of current events including surgery days can be found in the Events section of the UK website www.leonardo.org.uk. 

For a detailed discussion of their project ideas throughout the year, applicants are requested to complete a Project Outline Form, again available from the UK website, which covers all aspects of a Leonardo project. 

4.2 Information for current Leonardo projects

Whilst applicants can build valorisation activities into their project from the very start, and allocate an adequate budget to do so, projects that have already begun have different concerns. Project activities have been agreed upon by partners, the project budget is fixed, and dissemination plans are already in place. This section aims to offer advice on how valorisation activities can be incorporated into existing projects. 

4.2.1 Do the Commission’s new guidelines on valorisation apply to me?

Although it is not compulsory for projects funded prior to 2005 to produce a valorisation plan, promoters and their partners are advised to consider this aspect of their project carefully. Projects are still expected to participate in thematic monitoring activities and ensure the sustainability of project results. It is fortunate that good quality dissemination plans will have included many of the aspects of the valorisation process such as mainstreaming, and a consideration of how to transfer project results into other countries and sectors. Many projects will have undertaken piloting activities to ensure their products meet the needs of the target group, though this will not necessarily have been included in the dissemination plan.

The key here is to recognise where valorisation activities are being carried out, even under other names. Existing projects can use the information on valorisation given above to draw together the relevant activities. It is important for projects to show they understand the new emphasis on valorisation, and this can provide the opportunity to show they remain aligned to the aims and objectives of the Leonardo programme.

Additionally, dissemination plans do not remain static. As new opportunities are discovered, new target groups reached and new approaches thought of, dissemination plans can expand and change direction. After all, what may seem a good plan at the start of a three-year project may look out-of-date after one or two years. For this reason projects should consider their dissemination plans fluid and should try to review them at least on an annual basis. Partner meetings provide the ideal opportunity to discuss future plans in this area. You may consider using your next partner meeting to review your dissemination plan and think how it can be transformed into a valorisation plan. As mentioned above, this need not necessarily entail adding new activities to your work programme, just examining your planned activities from a different perspective.

However, if your dissemination plan no longer seems robust when viewed in the light of the different activities covered by the concept of valorisation, you should certainly try to revise it to include more valorisation activities. Obviously this is dependent upon the resources, both human and financial, that you have available.

4.2.2 How the Leonardo UK National Agency can help

Each project is allocated a staff member from the National Agency for support and guidance. Your designated contact person will be happy to discuss valorisation with you, whether in general terms or in response to your own dissemination plans and ideas. 

For projects funded in 2003 and 2004 valorisation will be discussed during a project visit. Visits are carried out by National Agency staff in the first half of the project’s life. They offer a valuable opportunity to provide more detailed help and support than can normally be given on an everyday basis. Visits also allow the National Agency to collect important information on the progress of each project. Each visit will provide a forum to discuss valorisation, answer your questions and assist in generating a valorisation plan for your project.

For those projects funded before 2003, normal monitoring activities such as monitoring calls and interim and final report seminars will allow valorisation to be discussed.

5 Valorisation Case Studies

5.1 Overview

The case studies in the next section provide details of successful valorisation activities by different Leonardo partnerships. The information was collected through in-depth interviews with ten UK promoters managing Phase II Leonardo projects. The interviews aimed to find out the activities that the partnerships have undertaken to disseminate and exploit their projects. The promoters also highlight some of the issues that can arise during a project and advise as to how their partnerships have overcome particular problems.

Several common themes can be identified in these case studies. Firstly, the analysis of training needs is a key aspect of valorisation. The Supply Chain Management in the Music Industry across the Internet case study illustrates the advantages of involving organisations that can access the target group as partners in the project. The involvement of end users through piloting materials and providing feedback is essential to ensure that the products meet the needs of the target group.

The examples emphasise the importance of active dissemination. Dissemination strategies have been in place from the early stages of these projects. The Truckspeak case study provides an example of strong and consistent dissemination activity and how this can lead to opportunities for widespread take-up of the results. The VirtualXChange project also illustrates the importance of dissemination throughout the project in order to secure the maintenance and sustainability of the end product. These examples demonstrate how dissemination can lead to different opportunities for the transferability of results for use by other groups and sectors.

Another common theme is the importance of synergy with local, regional, national or European policy. The REFLECT case study highlights the advantage of synergy between the project aims and local, regional and national initiatives in order to maximise the impact of project results. The experience of SPRITO also emphasises the value of keeping up to date with policy development. The partnership includes the European network organisation in the sector and they provide valuable information on the political agenda across Europe. The projects have opportunities to valorise their results by addressing gaps in their sector where the outputs can feed into the political debate.

Many of the promoters also stressed the importance of choosing the right partners for the project. The experience of Kings College London highlights the benefits of working with partners that you already know. The organisations have now worked together on several projects and have developed a strong and sustainable partnership. The SOLT project emphasises the importance of involving partners where there is a synergy with a partner institution’s strategic goals. This strategic importance means that the organisation will have a vested interest in the project. This not only ensures commitment from the partner organisation but can also help with the dissemination and mainstreaming of the project

The case studies illustrate the advantage of having backing from the key players and professions in the sector. EuroPsy is an example where key players in the field have been included in the project partnership. The Green Entrepreneurs project involves organisations that are widely known in both business and environmental sectors. This pre-eminence in the field enables partnerships to take the project forward in a positive way. It is a clear advantage to include these organisations either as partners or as supporters of the project in order to ensure the valorisation of results. 

The promoters also underlined the limitations of time and funding. The case studies highlight that projects need to develop innovative ways to disseminate and exploit the results and lessons learned. They have created opportunities to capitalise on other events and initiatives. The INCA case study shows how partners have used their partner networks to disseminate the project. The promoter has also made links with other Leonardo partnerships to aid dissemination of the project. Many of these projects have used existing contacts to create opportunities to disseminate and valorise the project and results.

The case studies provide an interesting insight into the opportunities available for valorisation and of the possible impact of Leonardo projects both during and after the lifetime of the project. The examples show different ways that project results can be taken forward including mainstreaming, accreditation, commercialisation and transferability of results to other groups and sectors. In addition to providing some practical examples, these case studies also explore the understanding of the term valorisation. Hopefully they will reassure you that rather than being a new activity, valorisation covers many of the activities that you are doing already! 

VirtualXchange

Contracting Organisation:
Sheffield Hallam University 

Duration: 


01 December 2000 – 30 November 2003

Interviewee: 


Sara Pates, VX Project Manager

The VirtualXchange project has developed a supportive virtual environment for female students studying Business, Science, Engineering and Technology (BSET) subjects. The website provides training, information and guidance to students on their work placements. The partnership involves organisations in Ireland, Finland, Spain, Sweden and the UK.

The partnership discussed strategies for sustainability from the start of the project. Initially the partners considered the possibility of commercialisation of the product as way to continue the project. However, it became more of an objective that users could access the website without a charge rather than developing the site on a commercial basis. The partners felt that the website had been developed by European Community funds and should be used by the Community for free.

Partners signed a copyright release that would give rights to use the site for educational and not-for-profit purposes. During the early stages of the project the promoter approached three competitive organisations involved with student placements in order to ensure the sustainability of the project. These companies were involved in activities from the early stages so they would feel ownership of the project. The Association for Sandwich Education & Training (ASET) has committed to maintain and sustain the VirtualXchange site for the next three years.

The website was originally set up to provide information for young women who are BSET students. However, it became clear that the information on the VirtualXchange website was useful to many people regardless of their gender or subject area. The partnership found a balance where the message for the target group was not lost and other users would not be isolated from the site. 

In fact, as well as the content, the functionality of the site is also transferable to other areas and projects. A lot of groups could use what has been developed in the VirtualXchange project. The website uses a dynamic database so people with no prior knowledge of web-design could also use the website functionality. One project has already used chunks of the website. People don’t have to use the content but instead can use the structure and database. 

In terms of project management, Sara explained that at the start of the project they had tried a democratic approach to the work. However, a firm handed approach was needed to ensure the success of the project. One partner described the process as a spider sitting at the centre of a web! Sara highlighted the fact that for many organisations this is only one of the many projects that they are involved in. If the project is not part of the core business activity then it will not be seen as a priority for the organisation. This means that the success of the project can often be down to the drive and commitment of the individuals involved. 

Sara also emphasised the importance of making the initial application achievable and realistic:

“For example, in the application we were over-committed in terms of online seminars. This was too ambitious. In the bid it was planned to hold on-line seminars with the head of Microsoft and students within the first 6 months of the project. However, at this point in the project the website wasn’t even fully developed!”

There were conflicting pressures about dissemination of the project.  The Leonardo programme encouraged dissemination from the start of the project, however the partnership were keen to ensure that they did not lose the target audience if the website wasn’t ready for users. The partnership found a balance by dividing the target audience into different groups. During the early stages of the project dissemination was concentrated on tutors in order to raise awareness about the project. Students were targeted when more information was available on the site. The dissemination activities and items were also focussed to appeal to the specific target groups of students, tutors and companies. 

Dissemination is also continuing even though the project has ended. The VirtualXchange project is a Regional Winner of the high profile National Languages for Export Awards and has also gone through to the second round of the European Academic Software Awards. Links have also been made with two other Leonardo projects across Europe. They plan to develop the three initiatives in order to bring students, tutors and companies together in one project. 

The VirtualXchange project website is: http://www.virtualxchange.org/

Supporting Online Learning and Teaching (SOLT)

Contracting Organisation:
eNovate Consulting Ltd

Duration: 


01 December 2000 – 31 January 2004

Interviewee: 


Uwe Derksen, Project Manager 


The SOLT (Supporting Online Learning and Teaching) project brought together organisations across Europe to share their experience in online learning and teaching. The project has developed a guidance handbook for training organisations and learners from small businesses. The handbook covers online learning covering generic learning, technical learning and the management and administration of learning. The partnership includes organisations from Denmark, France, Germany, Hungary, Italy, Portugal, Slovakia, Spain and the UK.

Partners discussed commercialisation of the products from the early stages of the project. Even though it was not clear how the final products would look at the start of the project, it was important to prepare the ground by discussing what the Intellectual Property Rights (IPR) agreement would cover. The promoter organisation involved an IPR lawyer as a subcontractor in the project as they are a small organisation and did not have expertise in IPR issues. Each partner agreed to have equal rights to the products and the right to develop any part of the product further. For example, the results of the project are now being used in North East Germany in connection with a regional eLearning project using self-learning centres. 

Partnerships can also face various barriers to mainstreaming their projects. Uwe found that in European projects, people can have different agendas, different levels and different understandings of learning, teaching and training content. It is difficult to accommodate everyone’s needs and partners can also have different expectations of the project. This can result in more generic outputs. Uwe explained that a framework of a product could be developed during the project. Each partner could then build on this for the particular circumstances in their region or country. In the SOLT project the partnership aimed to identify the European perspective in the field and now partners can develop the results further.  

Despite the difficulties there are also many opportunities to exploit when mainstreaming products. Uwe highlighted that Leonardo projects can compete in terms of innovation, through their accessibility to harder to reach groups and by exploring the needs of these target groups. The target group were involved in the SOLT project in order to test and provide feedback about the products. The partnership identified people to become involved on a devolved basis through local networks. Some partners already had connections with interested partners and were able to use their links and contacts.  

The partnership used different methods to disseminate the project. Each partner identified organisations and individuals to target. Some focussed their dissemination towards end users whereas others directed dissemination at decision-makers within different institutions. The funds available for Leonardo projects are limited and sometimes a large project launch event is not affordable within the budget. Instead, the SOLT partnership focussed on making links with other organisations and initiatives. They used these other events and activities in order to disseminate the project as widely as possible. 

It is essential to choose suitable partners in each project. Uwe explained that it is important to involve organisations where the project fits with the institution’s strategic goals. This strategic synergy means that they will have a vested interest in the project. It can also help with the dissemination and mainstreaming of the project. It is also necessary to establish good communication channels at the start of the project. Key people should be kept in the loop and people involved in the project need to have the authority to make and act on the decisions that are made.  

Further information about the project can be found at: http://www.solt.info/project/ 

Supply Chain Management in the Music Industry across the Internet

Contracting Organisation:
University of Huddersfield

Duration:


01 December 2000 to 29 February 2004

Interviewee: 


Professor Glenn Hardaker, Project Manager

The Supply Chain Management in the Music Industry across the Internet project supports organisations and individuals across the music industry supply chain. The partnership investigated the changing trends of web based supply chain management in the music industry and evaluated its implications for the marketing strategy of Small and Medium-sized Enterprises (SMEs). The project also looked into new forms of buyer-supplier integration and interactivity emerging from virtual-sourcing and distribution. The project developed a diagnostic tool kit for supply chain management in the Internet that can be customised appropriately for organisational needs. The partnership involved organisations from Denmark, Germany, Finland and the UK.

As part of the project the partnership developed an on-line software tool for learning and creativity diagnostics to be used in organisations on the music industry supply chain. The development side of the product finished in the second year and during the final year of the project the partnership looked for opportunities for income and future funding. The tool is now being extended to meet the needs of other industries and sectors. Glenn is investigating both public and private funding opportunities in order to further develop the tool. 

The results of the project are being taken forward in several ways now that the project has finished. The product is currently being developed as a multi-cultural tool as part of a project involving eLearning and social change in communities in the West Midlands. Glenn is also in collaboration with Setpoint, a network for Science, Engineering, Technology and Maths subjects, to adapt it for use with young people. With further developments the tool is now modular based and specifically deals with Learning Styles (barriers to education, cognitive learning, learning preferences such as visual, auditory, and kinaesthetic) and Creativity (problem solving/creativity, motivation and subject expertise). There are current possibilities to implement these new developments of the project for use in the private sector in relation to human resources management.  

Glenn explained that in terms of commercialisation, they are selling a concept rather than selling a product. As a creativity diagnostic tool there is nothing like it at the moment in the UK or in Europe and there is a gap in the market for the product. Glenn recommended that it would be helpful to have support to take the project forward:

“It would make sense to have a valorisation and commercialisation fund where projects could discuss ways to take the project forward. Projects could be looked at by a panel of experts with direct commercialisation experience in taking products/concepts successfully to market. This may also provide a bridge with organisations with European distribution channels.”

The partnership worked well together and involved a mix of organisations from the public sector and SMEs. Partners had different roles and led on different aspects of the project. Glenn had worked with some of the core partners previously, however they had not worked together on a funded project.  This was beneficial to the project as these partners had already developed significant trust and openness.

Working in a creativity led industry was interesting for the promoter organisation. SMEs were very important in the partnership as they had links with the networks and target group that other educational organisations would not be able to access. SMEs were involved in the piloting and testing phases of the project.  However, it also created risks for the project as micro SMEs sometimes haven’t got the systems in place to manage funding streams such as the Leonardo programme. Glenn explained:

“It is positive that Leonardo focuses on the value aspect of achievements, but we still see too many organisations involved in Leonardo and related programmes that have core expertise in completing funding forms effectively and secondly skills that are truly improving lifelong learning educational knowledge and understanding for non traditional learners…. It is important that organisations that have less familiarity with the Commission of the European Communities are not marginalized from programmes like Leonardo. I feel our project brought together a diverse partnership and this should be encouraged wherever possible even though this we feel increased the risk factor.” 

Further details about the project are available at: http://www.creativityfoundation.org/

Review of Foreign Languages and Cultural Training Needs (REFLECT)

Contracting Organisation:
InterAct International

Duration: 


01 December 2000 – 30 November 2002

Interviewees: 
Helena Christie, Projects Director and Professor Stephen Hagen, Advisor

The REFLECT (Review of Foreign Languages and Cultural Training Needs) project aimed to promote linguistic and cultural competence in individuals and international SMEs in order to increase competitiveness and mobility. The project carried out a review of foreign language and cultural training needs across the partner countries. The partners developed a questionnaire, surveyed companies, published the results of the audit in national reports and collated case studies and videos of best practice. The partnership also produced an on-line guide to communication abroad. The partnership involves organisations from Ireland, Poland, Portugal and the UK.

Dissemination was undertaken throughout the REFLECT project. Helena explained that they were able to use many existing networks to ensure that the results were used beyond the project itself. Professor Stephen Hagen, advisor to the project, is an expert in the field of Languages and Business. He already had many links with organisations such as the Department for Trade and Industry, Regional Development Agencies and Regional Language Networks. Dissemination was automatic, as he was able to present the project results to these Boards. Having the involvement of an expert in the field is invaluable for successful mainstreaming of results. Helena recommended having an expert either in the partnership or as a strong supporter of the project to help develop mainstreaming opportunities:

“It is important to make links both nationally and locally. Without existing networks and a key person involved in the project it is more difficult to promote your project to the right people. Every event throughout the lifetime of the project is important. Even if an event is small and early in the project useful links can be made - these contacts can be key to mainstreaming the project!”

The work programme can be very intense during the last six months and there is a risk that dissemination will fall by the wayside. There can also be barriers to dissemination and mainstreaming for Leonardo projects in terms of financial limitations, time constraints and contacts. Helena explained that after the project, things move on and time can become an issue to mainstreaming the results. Helena recommended that it would be useful to approve expenditure to attend relevant conferences after the project has finished. Dissemination activity is quieter in the summer and many events are held in October and November. Projects can sometimes miss out on opportunities to disseminate their results. 

Commercialisation can be one way of mainstreaming results. Helena explained that if commercialisation is a possibility then organisations are more inclined to market the product. Some of the results of the REFLECT project have been commercialised. InterAct International has collaborated with CILT, the National Centre for Languages, to publish a book. It uses some of the statistics from the REFLECT project together with regional research by CILT. The Portuguese partner, Universidade Aberta, has worked with the Open University in Lisbon to publish a book in Portuguese featuring the REFLECT results. 

The research findings have also fed into the UK debate on National Learning Needs. Stephen explained that on its own the project could not achieve a great deal. However, in collaboration with other organisations the impact can be significant. There should be synergy with policy so that the project can work in tandem with other initiatives. The results of the REFLECT project have informed national data in the UK and have been used by UK Trade and Investment. InterAct International has also involved Chambers of Commerce in many of their projects. Stephen explained that it is important to involve national groups and organisations with an interest in the outcomes as validators to the project so that there can be a multiplier effect onto national policy. Stephen recommended three key tips for mainstreaming the project results:

· Ensure “synergy between the project and local and national policy”.

· “The project should add value by finding a gap where the results can inform national policy.”

· Ensure that “partners have a national role and interest in the outcomes. This can encourage a multiplier effect onto national policy.”

The REFLECT project website is: http://www.reflectproject.com/

European Medical Imaging Technology Training (EMIT)
Contracting Organisation: 
King’s College London

Duration: 


01 November 2001 – 31 July 2004

Interviewee: 


Slavik Tabakov, Project Co-ordinator


The EMIT (European Medical Imaging Technology Training) project is developing work-linked training in hospitals on Ultrasound and Magnetic Resonance Imaging Technology. It will develop curricula, timetables and ICT training materials for two training modules. The training materials will include a Guide, e-Workbook and Image database and a Digital Dictionary. Young medical physics graduates and other healthcare professionals will use the products.  The partnership includes organisations from Italy, Sweden and the UK, and the European Federation of Organisations for Medical Physics.

The EMIT partnership has experience from previous Leonardo projects, EMERALD and EMERALD II, in the field of Medical Physics and Medical Engineering. They have used the lessons that they had learned during the previous projects to adapt aspects of the current project. For example, in the EMERALD projects the final feedback had related to the materials, whereas in EMIT it has also focussed on the approach. Also, during the EMIT project the partnership has invited specialists from America and Asia to attend the final dissemination conference, whereas previously delegates had just been specialists from Europe. 

External experts in the field of Medical Physics have been keen to support the EMIT and EMERALD projects as they want to further develop their profession. Slavik emphasised the importance of having the backing of professionals in the field:

“It would be difficult if the main players in the field are not on your side and it helps to either include them in the partnership or as external verifiers to the project.”

Commercialisation of the products was intended from the project outset. At the start of the EMERALD project, the partnership didn’t know exactly how commercialisation would work in practical terms. They did a trial run of a 100 CD-ROMs in order to estimate the budget required. They calculated costs for all the activities involved in the production of the CD-ROMs. On the basis of these estimates they worked out the costs for each disk and then made the business case to commercialise the products. With the current EMIT project they already had the experience to calculate these costs into the final figures from the start of the project. 

Slavik highlighted that the commercialisation of the products has led to the sustainability of the products and partnership activities. The project covered the production of the first 1,000 CD-ROMs and then production has been sustained from the profits made. The Intellectual Property Rights (IPR) agreement is based on co-ownership as all the partners want to develop the profession further. All funds go back in to updating the products. The e-Learning materials developed by the EMERALD projects are now used in over 65 countries worldwide.
The first year after the project can be slow in relation to the take up of the products. The products developed through the EMERALD projects have had more impact in the second year after the project when more people have heard about the products or seen them in use. Slavik stressed the importance of maintaining awareness of the project:

“It is important to keep the critical mass of people interested…. The major players in the field usually fall into two categories: those who are interested in the project and opportunities from the start; and those who are slower to react and only take up products when they have seen them used by others. It would also be useful to have a small fund available after the project has ended to help with the impact.”

Further information about the project is available at: http://www.emerald2.net/

Intercultural Competence Assessment (INCA)

Contracting Organisation:
The National Centre for Languages – CILT

Duration: 


01 November 2001 – 31 October 2004
Interviewee: 


Linda Cadier, Head of Business Skills and Services
The National Centre for Languages is the contracting organisation for the Intercultural Competence Assessment (INCA) project. The project brings together industrial engineers and trainers working in engineering, with experts in intercultural competence and diagnostic testing and assessment from a range of disciplines. Partners are from Austria, the Czech Republic, Germany and the UK. The project team aim to develop a framework for the assessment of intercultural competence, integrated with language and subject knowledge competence. The suite of assessment tools includes an online product which can act as a model for building other tools and a portfolio to record intercultural learning. The project will also develop a diagnostic tool and a record of competence for use with the framework. 

As the term valorisation is something new within the Leonardo Programme, a thorough understanding of the concept has not yet been achieved. Projects in previous calls were not tasked to give consideration to valorisation. However, the partnership understands that it focuses on broadening dissemination of project results, and this is something that the contractor has considered since the project’s inception. Through this concept, it is understood that adding value products and processes is something that creates value for money for the project. 

The partnership has carried out extensive dissemination to date, and this has occurred since the early stages of the project. 

It was important for the project to ascertain what projects already existed within the Leonardo programme, as such knowledge can provide mutual dissemination and development opportunities. These could in turn become more fruitful in the longer term - for example, this contractor was the external evaluator for the REFLECT project (see P34 for further details of this project). 

The target group (young engineers and the engineering sector) was involved with the development of the tools. A questionnaire was distributed amongst employers and pilot testing was conducted with young engineers in all partner countries.

Throughout the project, a lot of interest has been received from outside the sector. For example, the Arakelian Programme (International Nursing) is awaiting the results of the CILT project, and there have been enquiries from the Construction Sector Skills Council. Further to this, a recommendation has been made to include intercultural competence in training for managers in the hospitality sector. The Institute of Linguists have also approached the project team as they are developing a module for interpreters to accredit intercultural competence. Time constraints have prevented further accreditation. Interest has shown that the project is not confined solely to the engineering sector. 


Following completion of the project, the partnership will implement a commercialisation strategy, and the online 

server that has been created will also be maintained. 

The project felt that the European Commission could put their weight behind the dissemination activity of projects in terms of increasing transnationality. When major transnational events are held, major stakeholders should be invited such as Regional Development Agencies and Sector Skills Councils. Tapping into the European Commission was an important issue in terms of project valorisation. The Commission is well placed to gain a complete overview of the LdV programme, and the contractor wondered if promoters are aware of the need for intercultural skills in order for transnational partnerships to work?

More information about the INCA project can be found at www.incaproject.org
TruckSpeak 

Contracting Organisation: 
Canterbury Christ Church University College
Duration: 


01 November 2001 – 31 October 2004
Interviewee: 


Pam Tipping, Project Manager 
Canterbury Christ Church University College have just completed a project that was successful in the 2001 Call for proposals. The project was entitled Truckspeak and it focused on improving the language skills and cultural knowledge of truck drivers. The project has produced a language course, prompt cards, audio-tapes and promotional materials relevant to the target group. The partnership consists of seven partners from six countries – Belgium, Bulgaria, France, the Netherlands, Poland and the UK.

Involvement of the target group was very important throughout the project, and the product was developed around the needs that were highlighted.

Although a focus on valorisation was not one of the criteria at the time the project made its proposal, the contractor found that it was almost a natural progression. At the stage of writing the application for funding, the contractor set aside a large portion of funding to allow for strong and consistent dissemination activity throughout the project’s lifetime. The project had enthusiastic partners that shared the same vision, and from the early stages of the project’s development, dissemination was part and parcel of what they were doing and all partners were active in the dissemination process. 

In fact dissemination continues even though the project’s end date has passed, and this has resulted in a wide take-up of the product. There was much interest from other sectors during the project (including from Eurotunnel, Road Haulage Association, the Highways Agency, the Freight Transport Association, Dover Harbour Board etc) and when the project finished much of this interest translated into sales of the product. The partnership agreed that the partners would be the designated vendors who purchase the product from them and sell it on to other interested parties. Canterbury Christ Church University College receives royalties. 

Other sources of funding were considered, but the contractor found that the Leonardo Programme was the most suitable, in that it encouraged transnational partnerships which would enhance the project development and final products.


Interest in the project extended to countries outside of the partnership (e.g. Russia, Hungary and Spain), and the contractor was convinced that there was more mileage in the products – there are many other avenues that the partnership would like to explore.

The partnership felt that the European Commission could be more instrumental in helping projects to further exchange good practice, results, experience and expertise. Further explanation of events at European level would also be beneficial to projects. 

Commercialisation was an automatic development within the project. This was not necessarily thought about at the beginning of the project, but as the project developed it was clear that commercialisation was a natural progression.

Ongoing enthusiasm for the project idea and products encouraged the contractor to bid again in the following round of the Leonardo Programme, and the bid submitted in the 2004 Call for proposals was successful! The new partnership is slightly larger (nine partners), though includes the same core partners with additional organisations from Spain and UK. 

More information about Truckspeak can be found at www.cebd.cant.ac.uk. 

EuroPsy

Contracting Organisation: 
Cambridge Professional Development

Duration: 


01 November 2001 – 31 October 2004

Interviewee: 


Nigel Lloyd, Project Director

The EuroPsy project aims to create a European Diploma in Psychology, and promotes standardisation and transparency of qualifications. The project is designed to develop an accreditation system at European level. This system will raise standards in many countries, and bring a common and recognised standard which will make it easier for people to live and work in other countries. The partnership spans 16 countries, and the partners involved are well respected and influential in the field of Psychology. Such influence enables them to take this shared vision and the project results forward in a positive way. 

One partner is the European Federation of Psychological Associations, and the brand will remain with them after the project is finished. However, all partners are keen to remain involved in the partnership as they all have ownership. The project has been developed in the light of stakeholder and target group consultation.  

The contractor has considerable experience with delivering European funded projects. The formation of this partnership is particularly exciting as it is considered to be the right mix of partners to encourage valorisation of the product. 

The partnership envisions that the Diploma would be suitable for most of the Mediterranean, and ex-Soviet Union areas as well as other countries such as India, Hong Kong, the Commonwealth in general – Canada, New Zealand, Australia.

The intention is to develop a business plan to make the project self-funding. 

Awareness of other projects in related fields is always beneficial, as the opportunity for collaboration may arise but it is also important to ensure that work is not being duplicated.


Evaluation is an important aspect of the project’s development. It can help to modify the product in order to make it more acceptable in all the participating countries. More information about the EuroPsy project can be found at www.camprof.com. 

Green Entrepreneurs 

Contracting Organisation: 
Banbridge District Enterprises 

Duration: 


01 November 2002 – 31 October 2004
Interviewee: 


Rhonda McDowell, Project Administrator 
The Green Entrepreneurs project addresses the opportunity for creating new opportunities for entrepreneurs within ‘environmental services’. The contractor presents vocational training as a new means of meeting EU policy directives and creating sustainable businesses. The target groups are SMEs, and business provider agencies, who will be recruited to build skill levels relating to ‘green’ business practices, and to generate new markets. The outcomes include a CD-ROM and on-line multimedia training tool, databases of information, new curriculum content, marketing and dissemination. The partnership is drawn from the UK, Denmark, Spain, Ireland, and Poland. The partner organisations include two training providers, two environmental associations, a private consultancy firm, and a regional level business support organisation. 

With some understanding of valorisation, the contractor is developing a product that aims to provide training for entrepreneurs in the environmental sector. 

The project brings together partners from both the environmental and business sectors in order to develop an online training package, which has the potential to be integrated into existing training. The organisations involved in the project are widely known in both the business and environmental sectors.
Opportunities are always taken to disseminate the project’s development through the Leonardo da Vinci Programme, and attending seminars and delivering presentations have been fruitful for the project. Further to this business starter shows, training events promoting their own organisation have provided further avenues to disseminate the project. 

The website has the potential to be transferable, although the specific sectors have not been decided at this stage in the project’s lifetime. The project has potential in terms of commercialisation, and this will to be discussed further with the partnership. 

In terms of testing, the training needs analysis with end users initially took place, and a database of target groups was compiled. Piloting the materials will provide the opportunity to enhance the product further. Internal and external evaluation is included within the project and an internal survey of partners is conducted on a regular basis to ensure that the project is developing in line with their expectations. 


Further details about the Green Entrepreneurs project can be found at www.greenentrepreneurs.net.

Harmonised European Fitness Qualifications and Training (Eurofit-QST) and European Observatory for Sport Education and Employers Network (EUROSEEN) 

Contracting Organisation:
SPRITO 

Duration: 


1 October 2003 – 30 September 2005
Interviewee: 


Allan Pilkington, Chief Executive 
SPRITO is the contracting organisation for two projects, a pilot project called Harmonised European Fitness Qualifications and Training (EuroFit-QST), and a transnational network project entitled European Observatory for Sport Education and Employers Network (EUROSEEN), both successful in the 2003 Call for Proposals. 

The Transnational Network project, will target, build and develop a network of key research organisations across European countries, all of whom have an interest in developing research related to standards, materials and methods in education and training for the Sports and Active leisure industries. This project will support the Social Dialogue Network in the Sports Sector to map the Sport and Active Leisure Market of Europe. Research will be conducted to establish the number, size, type, services and products of enterprises active in this sector, their skill requirements, gaps and shortages. This activity will involve a review of the skill needs and shortages within the sector, development of a database of skills research in the sector, and production of a European Workforce Development plan for the sector. The project aims to promote social dialogue, to facilitate European co-ordination between employer, employee and social partners in the private, public and voluntary sectors, and to support the analysis of the job market in sport and recreation.  The collaboration involves ten other partners from Italy, Germany, France, Belgium and the UK. 

The Pilot Project focuses on the health and fitness sector, as it currently lacks a coherent pan-European qualification structure that can develop the standard of industry professionals demanded by today’s public. There is an urgent need for a quality controlled qualification, assessment and verification structure, which can be recognised and endorsed throughout Europe. This project will meet these gaps by developing and piloting a new five level qualification framework in health and fitness, a European verification system capable of validating qualifications at a number of levels, and a European register of Fitness Professionals. The project will therefore address one of the most important issues in the European health and fitness sector namely, how to harmonise the qualifications of fitness instructors across Europe to ensure the highest quality of instruction is recognised, maintained and delivered to the user population. 

The partnership involves eleven other partners (from the UK, Belgium, Republic of Ireland, Italy, France, and Spain) and they are key to delivering the project as the partnership includes training providers and awarding bodies.

Both projects involve partners that can take advantage of access to already established networks, something which will influence the project’s sustainability and impact. For example, Skills Active is the voice of employers and has the power to make decisions about vocational training in the industry.

Both projects aim to fill the gaps existing across the health and fitness industry, and indicate very good potential for valorisation. The concept of valorisation, although new, is being embedded into the projects, and dissemination activity will involve key organisations and other projects in the industry. Learning and Skills Councils have expressed an interest in the EUROSEEN Project. The Qualifications and Curriculum Authority (QCA) are following the EuroFit project closely, and are keen to pilot it in the service sector.

The contractor is involved in a number of European funded projects, and has gained valuable experience as a result of this. They feel it is also essential to be aware of existing projects both within and outside of the Leonardo Programme, as well as having an awareness of complementary funding streams. Keeping up to date with policy development is important in all projects, and therefore involving key people in the project. For example the President of the European Observatory for Sport Employment (EOSE) provides valuable information on the political agenda relevant to the industry. Vocational training has moved up the political agenda and the project is central to achieving those outcomes. 

The contractor recommends taking advantage of materials within the Leonardo da Vinci Programme, and to be aware of Europe-wide developments and initiatives. For example, early in the project’s duration the European Year of Education through Sport (during 2004) was the focus for issue 15 of the UK Leonardo da Vinci newsletter, European Vocational Training News. An article about the project appeared in this issue and as a result, the project was brought to the attention of a wider audience! Noticeably ‘different’ enquiries about the project have since been received; such articles can be important in the dissemination process. 

Within the projects, accreditation and quality are significant issues. The Eurofit-QST project will be accredited through the European Health and Fitness Association. 

Further information can be found at www.eurofit-qst.net and www.euroseen.net.

6 Sources of Information

This section collects together all the useful documents and information on valorisation mentioned in the text of the Guidance Note.

6.1 European Commission Documents

All documents produced by the European Commission can be downloaded from the Leonardo website at www.europa.eu.int/comm/education/programmes/leonardo/new/leonardo2_en.html. 

Essential documents include:

· 2005 – 2006 Call for Proposals

· Definition of Valorisation

· The Valorisation Plan – Guidelines for Promoters

· Application Form 2005

· Administrative and Financial Handbook

Other documents of interest:

· Valorisation Strategy

· Action Plan and Table

· Conclusions of the Stockholm Conference entitled ‘Valorising good products and experiences in educational and vocational training for an enlarged Europe’ (April 2003)

· Conclusions of the Madrid Conference entitled ‘Valorisation of the Leonardo da Vinci Programme, pillar of lifelong learning" (April 2002)

6.2 Thematic Monitoring Information

Information on all thematic monitoring activity is available from www.socleoyouth.be. The website includes an introduction to thematic monitoring, a calendar showing all planned events, and specific information on each of the five themes. There is also a database of projects searchable by theme.

6.3 National Agency Documents and Contact Details

All documents produced by the Leonardo UK National Agency are available from the UK website at www.leonardo.org.uk. 

Useful documents include:

· Dissemination Guidance Note (for Procedure B projects)

· Transnational Partnership Guidance Note (for Procedure B projects)

· Project Outline Form (for Procedure B projects)

The website also contains details of Surgery Days in the Events section.

The Leonardo UK National Agency for Procedure B projects can be contacted as follows:

Leonardo UK National Agency

ECOTEC Research & Consulting Ltd

12-26 Albert Street

Birmingham B4 7UD

Helpline Number:
0121 – 616 3770

Email:


leonardo@ecotec.co.uk

6.4 Featured Projects - Contact Details
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	Project Number
	UK/00/B/F/PP-129_044

	Project Name
	VirtualXchange

	Organisation
	Sheffield Hallam University

	Contact Name
	Sara Pates

	Address
	Learning and Teaching Institute
Adsetts Centre
Sheffield Hallam University
City Campus
Howard Street
Sheffield S1 1WB

	Email
	S.Pates@shu.ac.uk
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	Project Number
	UK/00/B/F/PP-129_071

	Project Name
	SOLT

	Organisation
	e-Novate Knowledge Span (previously eNovate Consultancy Ltd)

	Contact Name
	Caron Brenner

	Address
	PO Box 328
Margate
Kent CT8 8GN

	Email
	caron@enovateknowledgespan.org
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	Project Number
	UK/00/B/F/PP-129_117

	Project Name
	Supply Chain Management in the Music Industry across the Internet

	Organisation
	University of Huddersfield

	Contact Name
	Professor Glenn Hardaker

	Address
	Learning and Teaching Innovation Unit

University of Huddersfield

Queensgate

Huddersfield HD1 3DH

	Email
	g.hardaker@hud.ac.uk
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	Project Number
	UK/00/B/F/LA-129_179

	Project Name
	REFLECT

	Organisation
	InterAct International

	Contact Name
	Helena Christie

	Address
	InterAct International

Ouseburn Building

Albion Row

East Quayside

Newcastle upon Tyne NE6 1LL

	Email
	mail@interactint.com
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	Project Number
	UK/01/B/F/PP-129_308

	Project Name
	EMIT

	Organisation
	King’s College London

	Contact Name
	Dr Slavik Tabakov

	Address
	Department of Medical Engineering and Physics

Kings College London – School of Medicine and Dentistry

London SE5 9RS

	Email
	slavik.tabakov@kcl.ac.uk
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	Project Number
	UK/01/B/F/LA-129_315

	Project Name
	INCA

	Organisation
	CILT – The National Centre for Languages (formerly known as Languages NTO)

	Contact Name
	Linda Cadier

	Address
	CILT – The National Centre for Languages

20 Bedfordbury

London WC2N 4LB

	Email
	Linda.Cadier@cilt.org.uk
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	Project Number
	UK/01/B/F/PP-129_440

	Project Name
	TruckSpeak

	Organisation
	Canterbury Christ Church University College

	Contact Name
	Pam Tipping

	Address
	Centre for Enterprise and Business Development

Canterbury Christ Church University College

The Mount

Stodmarsh Road

Canterbury

Kent CT3 4AQ

	Email
	p.j.tipping@canterbury.ac.uk 
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	Project Number
	UK/01/B/F/PP-129_444

	Project Name
	EuroPsy

	Organisation
	Cambridge Professional Development Limited

	Contact Name
	Nigel Lloyd

	Address
	Cambridge Professional Development Limited

1 Milton Road

Cambridge CB4 1UY

	Email
	NigelL@CamProf.com
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	Project Number
	UK/02/B/F/PP-129_558

	Project Name
	Green Entrepreneurs

	Organisation
	Banbridge District Enterprises

	Contact Name
	Ciaran Cunningham

	Address
	Banbridge District Enterprises Limited

Scarva Road Industrial Estate 

Banbridge BT32 3QD

	Email
	Ciaran@bdelonline.com
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	Project Number
	UK/03/B/F/PP-162_017 and UK/03/B/F/NT-162_018

	Project Name
	Eurofit-QST and EUROSEEN

	Organisation
	SPRITO

	Contact Name
	Allan Pilkington

	Address
	SPRITO

1 New Market Street

Clitheroe BB7 2JW

	Email
	Allan@sprito.org.uk





“Valorisation is about ensuring that there is a clear strategy for the project to continue after the funding period……”








“Valorisation is both dissemination and impact; this could be through focussed activity, commercialisation, mainstreaming or influencing decision makers to try to encourage change.”








“Valorisation means using the project results beyond that stated in the contract, for example, through dissemination, in a different sector or countries.”








“Valorisation is taking what you’ve got and adapting, changing, exploiting, extending to get it out there.”





 The contractor feels passionately that results of products should not sit on shelves!  The financial implications for not increasing valorisation of Leonardo da Vinci products should be realised...








“Valorisation covers the range of activities from having a product developed. It includes internal and external assessment, dissemination of the project, using the feedback and incorporating it into the final products.”





“National Agencies could help with mainstreaming.  We met with Leonardo UK National Agency staff towards the project end, and discussed our dissemination strategy in depth.  This resulted in links being created with the European Commission that might not have been otherwise achieved…”





“… The main barrier is that the idea of intercultural competence is not familiar to people.  The area is relatively new.  Intercultural competence is a mouthful and we are looking to find another way of describing it..!”





Calls for proposals should be more geared towards small/ medium sized enterprises, not just public sector organisations…





…transferability of the products is important and there has been interest from other sectors such as the emergency services, airports, and police forces…








The promoter’s experience has convinced him that in terms of valorisation a two-phase process, similar to the Equal programme would be ideal for the Leonardo da Vinci Programme.











“It would be a good idea to have an event where it was possible to network with the partners involved in projects, not just the promoters. If it was feasible, a networking event for partners within Ireland…”





“Projects could be provided with some practical examples of valorisation; best practice guides so that some model/ overview can be attained.”





“…Not sure what valorisation is but it sounds like something you do on Star Trek!”





“In terms of mainstreaming, social partners are always the biggest problem as it is usually difficult to get the attention of employers.  They understand about quality and people, but they do not necessarily want to sit down and discuss it all day…” 





“In terms of quality, obviously systems within the projects exist!  Project outcomes are all about a quality system of which people are a major part.  Each project will include a consultation process with the target group e.g. social partners and observatories.”








� The then 15 Member States (Austria, Belgium, Denmark, Finland, France, Germany, Greece, Ireland, Italy, Luxembourg, Netherlands, Spain, Sweden, Portugal, and the United Kingdom), 13 Candidate Countries (Bulgaria, Cyprus, Czech Republic, Estonia, Hungary, Latvia, Lithuania, Malta, Poland, Romania, Slovakia, Slovenia, and Turkey) and the 3 EFTA-EEA Countries (Iceland, Norway and Liechtenstein).
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