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CARIBBEAN REGIONAL ENTREPRENEURIAL ASSET COMMERCIALIZATION HUB  

 

TERMS OF REFERENCE 

for an 

INDIVIDUAL CONSULTANT  

for  

Development of REACH-Supported Case Studies 
 

GENERAL BACKGROUND 

 

1.1 The Caribbean’s traditional export sectors (i.e. agriculture and tourism) have stagnated 

due to lack of economies of scale and/or high production costs. Innovation can help these 

economies increase value-added and capture a greater share of the benefits by, among 

other factors, monetizing intellectual property (IP) linked to those sectors. Barbados leads 

the Latin America and Caribbean (LAC) region in its innovation capabilities ranking 41 

in the Global Innovation Index 2014
1
. Guyana follows at 80, Jamaica at 82 and Trinidad 

and Tobago at 90 revealing relatively weak performance amongst the larger economies of 

the Caribbean. Intellectual Property Rights (IPRs) are instrumental for small and medium 

sized enterprises (SMEs) to protect and build on their innovations, gain access to higher 

market value, attract current and prospective investors and partners, and open up new 

commercial pathways
2
. Improved management of intangible entrepreneurial assets 

(IEAs
3
) in the areas of technological innovation, brand value, and the creative industries 

would increase a firm’s market value, product marketing, ability to identify partners and 

suppliers, enter export markets, acquire technology and facilitate business transactions.  

1.2 Effective strategies to monetize IEAs
3
 in firms through improved commercialization of 

IPRs would narrow the productivity gap of Caribbean entrepreneurs, relative to global 

competitors and capture more income opportunities for these firms. In the long run, 

improved commercialization efforts will result in increased innovation and productivity 

growth that will boost competitiveness and economic growth in the region
4
. 

                                                      
1
 The Global Innovation Index ranks the innovation capabilities of 143 world economies. The report is co-published by 

Cornell University, INSEAD, and the World Intellectual Property Organization (WIPO, an agency of the United 

Nations, UN). 

2
 OECD (2011), Intellectual Assets and Innovation: The SME Dimension, OECD Studies on SMEs and 

Entrepreneurship, OECD Publishing. http://dx.doi.org/10.1787/9789264118263-en 

3
 IEAs have become important to the firm’s business strategy model. Indeed, the intangible value of companies has, 

over the years, greatly shifted to supersede its book value. According to the International Integrating Reporting 

Committee, in 1975, more than 80 percent of a company’s value was linked to its physical and financial assets. By 

2010, this figure had fallen to less than 20 percent, with “intangible” assets playing an increasingly central role in 

driving market value. 

4
 Ruprah, Inder. 2014. Caribbean Sclerosis. 
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1.3 It follows that the objective of the project is to foster innovation and competitiveness in 

Caribbean SMEs
5
 through the creation of a Regional Entrepreneurial Assets 

Commercialization Hub (REACH) that will assist companies in commercializing their 

intellectual assets.  

1.4 The REACH project is being executed by The University of the West Indies and will 

establish facilities that will provide support services for improved management through 

three main categories of available IPR tools (i) patents, industrial designs and utility 

models (technology transfer) (ii) copyrights in the Creative Industries, and (iii) 

trademarks and product branding of exporting companies. Lessons from the REACH will 

feed into the design of an action plan establishing a framework for the REACH that will 

incorporate practical solutions to sustain implementation of the Caribbean REACH. 

1.5 The project consists of four components:  

1. Landscape analysis and survey:  The landscape analysis will map local and donor 

initiatives on IP commercialization in the Caribbean. The survey will gather 

qualitative and quantitative data on innovative firms aiming to assess current IP use 

and demand, knowledge of IP tools, and firms’ attitudes and perceptions towards the 

IP system. 

2. Stakeholder sensitization: Selected project launches and development of the REACH 

platform will promote REACH and raise awareness of incorporating IP tools into 

business models. 

3. Building commercialization capabilities for public and private stakeholders:  SMEs 

will be trained and competitively selected SMEs will undergo mentorship programs 

in the three thematic areas: (i) technology commercialization (patents, industrial 

designs, and utility models) (ii) creative industries intellectual asset management (i.e. 

copyrights) (iii) and product branding value capturing (trademarks and geographical 

indicators). 

4. Sustaining implementation of REACH: A self-sustaining business plan will be 

developed to advise next steps that will ensure sustainability. 

 

 

II. Consultancy Objective 

 
 To develop case studies of Caribbean firms who have commercialized intellectual 

property. The case studies will discuss lessons learned and recommendations for 

monetization strategies that can be beneficial for smaller firms seeking to be competitive 

in the Caribbean and international markets. The case studies will be beneficial to students 

and policymakers in understanding the growth of intellectual asset-based firms in the 

region.  

                                                      
5
 SMEs with high innovative potential are the target. The definition of an SME varies across Caribbean countries. For 

the purpose of this project, the SME will be defined as less than 50 workers, with assets less than $800,000 and sales 

less than $1.6 million. See ECLAC’s “SME Competitiveness in the Caribbean: Challenges and Opportunities”. 2009. 

http://www.cepal.org/portofspain/noticias/paginas/5/35505/sme_competitiveness_-_final_version.pdf 
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III.  Activities 

 

Case Studies of Caribbean Firms Assisted through the REACH project: Preparation of 

approximately six (6) case studies. The Consultant will prepare a case studies report to 

understand intellectual asset-based firms and their business models, commercialization 

strategies, growth trajectory and key junctures in company strategy and decision making. The 

unit of analysis of the case study will be the intellectual asset-based company (used 

interchangeably with “firm” in this TOR) defined as a registered business, whose business model 

is mostly or entirely based on its intellectual assets.  

 

To this end, the consultant should carry out the following activities: 

1. Carry out a review of six (6) intellectual asset-based companies located in the Caribbean 

region. Work closely with REACH’s Steering Committee members, the Executing 

Agency, and survey analyst to establish a list of potential firms.  

2. Create selection criteria for case studies to be developed. Criteria can include but not be 

limited to: 

o At least three (3) firms that have demonstrated business success with sustained 

profitable business performance over a period of at least one (1) year;  

o At least one (1) start-up that was not successful in commercializing their 

intellectual assets; 

o Ideally, at least one (1) firm benefiting from the REACH project;  

o Company willingness to discuss business strategy and history in-depth with the 

researcher, and availability of information and time to devote to interviews; 

o Ability of the firm to design a clear sales and marketing strategy over time and be 

able to sell profitably;  

o Potential to generate insights and critical lessons on the nature and dynamics of 

the market; 

o Evidence of a pipeline of innovation driven projects; 

o As best as is possible, choose case studies from diverse sectors, representative of 

the Caribbean. 

3. Using the criteria, create an Excel sheet template to rank each firm on each criterion and 

make a final selection of the top six (6) firms.  

4. Design a questionnaire for the interviews to be conducted. Questionnaire must be 

authorized by the Executing Agency before distributing.  

5. Conduct necessary interviews with firms including project partners, public institutions 

and support organizations involved in the innovation system surrounding the firm.  

6. Identify and assess the effectiveness of the existing IP regulatory system and the 

innovation system where each firm is located to identify the perceived barriers.  

7. Data collection must include the use of multiple sources (primary and secondary). 

Consultant is expected to develop and maintain a chain of evidence. Data collected 

during this phase needs to be organized and documented. The two (2) types of databases 

that will be required are the data and the report of the investigator. All relevant 

documents will be added to the database, as well as tabular materials, narratives and other 

notes. 

8. Evidence Based Conclusions, Lessons Learned and Implications. The results of the study 

will include a detailed description of procedures and the results derived from the 
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reliability and validity tests.  Of particular importance will be to link the lessons, 

conclusions and implications with the particular context, and identify what lessons are 

applicable to other contexts, and which ones are exclusive to sector, location or 

product/market portfolio. A critical aspect of the case study is to have a thorough 

description of the market and its potential for development. 

For the purpose of this study, the case study shall emphasize the following elements and include 

the following structure: 

 

a) Executive Summary; 

b) Introduction ; 

c) Methodology; 

d) Findings: 

a. Brief History of the Business; 

b. Description of the Company’s current products or services as well as the company 

value proposition and competitive advantages or challenges; 

c. Identification of the intellectual assets of the firm, corresponding IPRs protecting 

the assets, and the perceived market value; 

d. The process of how the company has developed its IP strategy over time to 

achieve competitiveness in markets where it is currently operating. How have the 

firms dealt with the challenge of offering low margin products/services in small 

markets such as the Caribbean? 

e. Description of the elements which have allowed the company to develop its 

business growth strategies with respect to:  

i. Value proposition/Differentiators; 

ii. Arenas/Perimeter/Segment; 

iii. Vehicle (execution processes and resources); 

iv. Staging (sequence of decisions and actions); 

v. Challenges overcome and still to be faced;  

vi. Economic Logic; 

e) Discussion of strategic, operational and organizational issues that have marked the 

company’s growth and strategy positioning over time ; 

f) Lessons learned;  

g) Discussion Questions for University level curriculum. 

 

Preparation of mini-cases on issues and challenges:  Three (3) thematic "mini" cases will be 

prepared – two (2) confirming cases, and one (1) disconfirming case, and presented to reflect 

where and how innovative, intellectual asset-based firms competing in Caribbean markets see 

opportunities for growth in the knowledge economy, and where they share common issues, 

obstacles, and challenges that must be confronted in order to grow and attempt to successfully 

serve new markets. This will include policy recommendations to support the scaling up of firms 

to compete more effectively in markets. The report will include a final summary document 

where the most important commonalities and differences are portrayed, analyzed, synthesized, 

compared, and contrasted between the in-depth business case studies analyzed and the 

opportunities/challenges/issues found and depicted in the mini-cases.  The thematic mini-cases 

are expected to generate a series of lessons learned to benefit other smaller private sector firms in 
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the region, as well as recommendations for policy makers and donors who may be able to 

enhance the innovation ecosystem of private sector development through regulatory changes or 

targeted donor support. The unit of analysis will be the opportunity, challenge or problem that 

firms encounter when trying to commercialize their intellectual assets. 

 

In terms of the structure of the three (3) thematic mini-case studies, the case studies shall include 

at least the following elements: 

 

a) Definition of the common opportunities, problems or challenges faced in growing the 

firm, and serving new markets; 

b) Brief history of the businesses;  

c) Description of the pattern of decisions and actions leading to the company’s current 

efforts;  

d) Analysis of the causal factors that prevent firms from being more effective in 

implementing the proposed IP strategies; 

e) Lessons learned;  

f) Recommendations for firm strategy moving forward to overcome current obstacles and 

achieve business success;  

g) Policy recommendations than can support increased firm interventions;  

h) Conclusions. 

 

Dissemination of Results: The Consultant will execute dissemination activities in conjunction 

with the IDB and UWI to deliver findings at one or more seminars hosted at the UWI. Of 

particular interest will be to create awareness of the business opportunities for intellectual asset-

based business models and create a knowledge base of critical guidelines, best practices, and 

lessons learned key to the growth and competitiveness of these firms.  

 

 

IV. Products and Deliverables 

i. Work plan with proposed methodology and timelines for deliverables; 

ii. Case Studies Report of  six (6) intellectual asset-based firms; 

iii. Three (3) Thematic Mini Case Studies on IP Commercialization; 

iv. Dissemination Events (at least two seminars) with short reports on each event 

(number and types of persons in attendance, etc.) 

Deliverables must be submitted in electronic format in one file containing the front page, the 

main document and any attachments.  This file must be in an application that the IDB uses, 

namely PDF or MS Office formats (Word, Excel, Power Point etc.) or JPG. Databases, interview 

notes, etc. should be submitted with deliverables. 

All official correspondence and associated attachments must be presented in electronic form 

in PDF file or MS Office formats (Word, Excel, Power Point, etc.) or JPG. These include, among  

others, the following:  

 

 Consultant’s reports; 
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 Progress reports; 

 Any other reports. 

 
 
V. Schedule of Payment   

The Consultant will be paid in lump sum payments as detailed below:  

(i) 10% on submission and acceptance of Work Plan; 

(ii) 20% on submission and acceptance of draft Case Studies Report; 

(iii) 20% on submission and acceptance of draft thematic mini cases studies; 

(iv) 40% upon submission and acceptance of final Case Studies Report and final thematic 

mini case studies; 

(v) 10% upon completion of dissemination events and submission of reports thereon. 

 

VI. Characteristics of the Consultancy  

Consultancy Category & Modality: Product and Services (PEC) Lump Sum 

Contract Duration: Forty-five (45) Days over a Nine (9) Month Period 

Place of Work:   Place of residence with travel as required. 

 

Qualifications: 

 

a) Advanced degree with specialization in Intellectual Property related work; 

b) At least ten (10) years working experience, including experience in creating 

strategies for implementing IP commercialization;   

c) At least five (5) years experience designing/supporting the design of 

multilateral/bilateral donor financed Intellectual Property management projects;  

d) At least five (5) years experience as a lecturer or trainer on IP related topics; 

e) Knowledge in technology transfer/intellectual property issues to support 

commercialization;  

f) Experience in carrying out assessments of value generation from IP; 

g) Experience working with international development agencies (e.g. the European 

Union, World Bank/IFC/FIAS, IADB, UNIDO, UNDP, ECLAC DFID, CIDA, 

CAF) on intellectual property projects is desired;  

h) Language: Excellent written and oral communication skills in English are 

required.  

 

VII. SUBMISSION OF PROPOSALS 

 

Individuals interested in undertaking the consultancy must submit a proposal, including details of 

prior experience, consultant’s curriculum vitae and the cost of the consultancy, to the REACH 

Project Assistant by e-mail at:  AdminAssistantREACH@sta.uwi.edu. 

 

The deadline date for receipt of applications is 15
th

 July 2016. Late submissions will not be 

accepted. 

mailto:AdminAssistantREACH@sta.uwi.edu
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VIII. GENERAL 

 

Coordination  

The technical responsibilities of this consultancy will be coordinated by Ignacio L. De Leon 

Delgado, Private Sector Development Lead Specialist (IFD/CTI). The day-to-day technical 

coordination of the consultancy will be the responsibility of the Executing Agency, UWI. 

 

Payment and Conditions of Employment: Remuneration will be determined in accordance 

with Bank regulations and criteria. The Bank may additionally contribute toward travel and 

moving expenses, if applicable. If a candidate is not a citizen or resident of the country where 

he/she will be working, the Bank will assist him/her to obtain the corresponding visa or work 

permit. If a candidate cannot obtain a visa to work at the IDB the contractual offer will be 

canceled. 

Consanguinity: Individuals with relatives working for the IDB within, and including the fourth 

degree of consanguinity and the second degree of affinity are not eligible for employment as 

staff or consultants.  Candidates must be citizens of a member country of the Inter-American 

Development Bank. 

Diversity: The IDB is committed to diversity and inclusion and to providing equal opportunities 

in employment.  We embrace diversity on the basis of gender, age, education, national origin, 

ethnic origin, race, disability, sexual orientation, religion, and HIV/AIDs status. We encourage 

women, Afro-descendants and persons of indigenous origins to apply. 

 
 

 

 


