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EcoQUIP Plus is a collaborative innovation 

procurement project supported under the 

COSME Programme

EcoQUIP Plus works with healthcare providers to 

demonstrate how pro-innovation procurement 

methods can improve the efficiency, quality 

and sustainability of healthcare and build 

awareness of, and know-how in, innovation 

procurement.

https://www.ecoquip.eu
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EcoQUIP Plus builds on its successful predecessor, EcoQUIP
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Partners and Objectives



Five PPI Projects Implemented
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Five different challenge areas

Creating wider market demand

• Enroll healthcare providers that share the same or similar need

• Present a credible and coordinated demand to the market

Explore options and opportunities for joint and collaborative procurement

• Connect via LinkedIn – Collaborative Buyers Forum

• Personalised surgical processes for joint replacement 

• Transformation of the patient journey

• Smart emergency call and response system

• Innovative ward renovation 

• Towards Zero Waste Hospitals



The Supplier Perspective
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Developing new products:

• incurs technical risk 

• requires investments of time and money

• carries an opportunity cost

Rational suppliers innovate and develop new products only if they must. 

For example, to:

• protect margins 

• win new business 

• retain business

Technical and resource risks are under the control of the supplier and can 

be managed 

The risk that the supplier cannot control is:

• Having developed the product will someone buy it? 

• Is there a genuine and credible demand?

How can customers 
encourage and 
enable suppliers to 
innovate?



The Buyer–Supplier Dilemma
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If there was a viable 
and affordable solution 

to my problem, we 
would buy it

If there was a demand, 
we would invest to 

supply solutions

Customer Supplier



Stages of PPI in EcoQUIP Plus
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Defining the 
unmet need

Wider 
market 

demand

Market 
sounding and 
consultation

Pro-
innovation 
tendering

“Why wider market demand?”



Wider Market Demand
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• Ultimately, it demonstrates a viable market for the new solution beyond one single 

procurement

• Positive influence on the investment decision by the supplier

• Finding other potential buyers who share the same need and enrolling them to support 

the initiative increases the credibility of the buyer

• Supports the market engagement stage if other potential buyers are present to take 

part in discussions

• Builds confidence in the team that they are ‘not alone’ 

• How?

• Endorsement from ‘influencers’ 

• Using personal peer networks 

• Interest groups 

• Identify ‘innovative’ organisations 

• Social media and groups



Joint Statements of Demand as a Tool

Title of the Presentation

This project has received funding from the European 
Union COSME Programme under grant agreement no 
857790

EcoQUIP Plus uses an approach to procurement that is based on specifying desirable 

outcomes and engaging with the market to present a credible demand for new solutions

The Joint Statements of Demand are documents that are:

• a tool to attract wider market demand for potential new solutions

• the culmination of an iterative process of challenge identification, research and stakeholder 

consultation

They allow healthcare organisations to:

• collaborate in an organised way

• express collective demand to potential solution 

providers

• collectively create a lead market for future new 

solutions



EcoQUIP+ Joint Statements of Demand
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Joint Statements of Demand 
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• The Joint Statement of Demand 

describes:

• the current situation and its limitations, 

• why innovation is needed

• the outcomes required of the new solution

• It clearly names the organisations and 

stakeholders that share the unmet need, 

support the initiative and are interested in 

the outcomes of the procurement 

• Details of ‘what to do next’ is provided, 

with information about the buyer, who to 

contact and a link to a survey for 

interested parties



The Unmet Need
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Case Example:  Parc Tauli University Hospital, Barcelona

Working towards the personalisation of joint replacement, shifting from a ‘best 

fit’ scenario to tailor-made joints for each patient 



The Unmet Need
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Wider Market Demand
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Case Example:  University Hospitals Bristol and Western NHS Foundation Trust



Market Engagement
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Case Example:  Vilnius University Hospital Santaros Klinikos



Engagement and Outreach
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Outreach to potential buyers via:

• Peer networks

• AI search for innovative hospitals in Europe

• Webinars to raise awareness

• Connecting with other EU projects

Artificial Intelligence search for innovative SMEs across Europe



Market Engagement
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Are they serious about 
this? 
Is it worth my time and  

investment? 

For suppliers 

It is all about the credibility of the 
customer 

For customers 

It is all about confidence that a 
solution will be provided, work and be 

affordable

Will it be delivered?  
Can we afford it? 
Will it work? 
Who can supply it?



Thank you!

www.ecoquip.eu
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