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The paper articulates well the current situation and the factors required to translate public research outcomes. I will focus my response specifically on the suggested plan.
It is important to distinguish between symptoms and root causes to be able to correctly evaluate whether a suggested action is likely to have a measurable impact.
While the report correctly identifies factors such as the below average collaboration between research institutions and commercial organisations, it is important to note that creating incentives to collaborate is dealing with a symptom rather than a root cause. The real issue is how to encourage investment in commercially led R&D, rather than university led R&D. 
Example 1: Australia lacks substantial presence of commercially led research expertise. I began my career in the early nineties as a scientist at a university providing applied research services to Industry. I was later offered a role at one of my sponsoring organisations. This organisation had made a strategic decision to import the leadership research team from global pharmaceutical companies. The result was a mind opening experience about the difference in pace, focus and level of investment in private sector research versus public sector research. Unfortunately, such examples in Australia (and therefore applied commercial training ground) are rare. 
This experience was further emphasised when I spent a further 10 years in a dedicated global product development organisation that specialises in making commercially ready products. There is no comparison between what happens in a lab and what happens in the real world. Both are necessary, but are very different skills. The harsh reality of the commercial world of R&D compared to the academic world is that most of the activities are focused on pragmatic outcomes that focus on customer and market needs in the context of the competitive landscape. In an increasingly complex world, interdisciplinary training is quickly becoming the norm in a commercial environment. Many graduates are simply not equipped for the commercial environment. 
Example 2: You can’t lead an activity if you can’t define what you want. If commercial organisations fundamentally lack internal research capabilities, they are simply not able to articulate their need or manage scope. I have been involved in several investment funds focusing on supporting research and commercialisation. Often the beneficiary is a commercial organisation while the provider is a university. One of the key weaknesses is the inability of a commercial organisation to clearly articulate the need, leaving the scoping activity to often be performed by universities. On the other hand, the universities were driven by alternate factors (the need to fund PhD’s and publications), a fact the influenced the scoping to be less focused on commercial outcomes and more focused on research needs. Universities also are very weak at the discipline of project management
ARC-linkage programs and other funding mechanisms further complicate the focus and the contractual arrangements. In one case the commercial organisation was offered an expansion of scope through an ARC-linkage only to find out after 6 months that the university would use that to leverage their negotiation in the contractual position. It took more than 12 months to resolve the matter. 
Recommendations: while continuing to encourage collaboration between research institutions and companies is necessary and could be further enhanced by increasing the skill of researchers in applied areas as well as in project management, what is more pressing is the need to build critical mass in commercial R&D through:
1. Encouraging global organisations to setup Commercial R&D centres in Australia in areas where Australian researchers have relevant competencies
2. Create market pull rather than technology push by ensuring that SME’s are well equipped and understand how to compete on global scale. Building R&D capacity within an organisation requires an organisation to reach a critical size and growth provides that catalyst.
3. Encourage R&D collaboration between organisations (rather than simply focusing on university to organisation link). This provides the equivalent of critical mass for SME’s. Industry associations such as the Australasian Industry Research Group are well positioned to strategically drive such activities with the appropriate financial support
4. Invest in shared commercially focused R&D capabilities and provide direct access to SME’s to encourage building internal applied capabilities
5. Invest in intermediary applied research and development centres that are managed by commercial individuals. Examples such “Dairy Innovation”, “Smart Water Fund”, “AMIRA” and “Invetech” are the types of organsiations that we need more off. This model allows researchers to do what they do best, but leave the applied commercially focused activities to organisations that are better suited and staffed for that job.




