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This RoadMap is developed within the framework of the project "Bringing Together» of 

the South-East Finland - Russia CBC Program 2014–2020. 

The roadmap gives an idea of the opportunities for developing the Partner Network for 

organizing innovation projects in the context of modern market globalization, accelerating 

technological development, and new related industries. 

Recommendations for the implementation of activities within the framework of the 

Roadmap will contribute to the formation of a professional community - the eco-environment of 

the innovation project, increase the efficiency of managing the implementation of innovation 

projects of enterprises, reduce their transaction costs, as well as accelerate the implementation of 

projects, primarily in Russia and Finland. 

The materials of the Roadmap was developed by a group of experts of the Bringing 

Together project: Dr. Olga Samovarova, O. Oksanen, Dr. Ludmila Karelina.  
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TERM  AND  DEFINITIONS 

 

Term Definition 

Accelerator1 

an organization whose goal is the intensive development of 
companies through mentoring, training, financial and expert support 
in exchange for a share in the capital of the company being 
accelerated. The accelerator's goal is to increase the capitalization of 
portfolio companies in a short period (usually less than six months) 
by attracting new rounds of investment or multiple growth of key 
indicators. 

Business goal of the 
innovation project 

for this roadmap, the project's reaching the last stage “Transition to 
Round B” of the “Round A” stage (when the start-up becomes a 
company and starts earning its own money, the partner network is 
mostly established). 

Business incubator2 

an organisation dedicated to supporting business projects at all stages 
of development, from idea elaboration to its commercialisation. The 
goal of a business incubator is to create conditions for projects that 
increase their chances of becoming financially sustainable businesses. 
This is usually achieved by providing a comprehensive set of services, 
including consulting, mentoring, training, expert support, office and 
production space, a range of support services (accounting, legal 
services and others). 

Business adviser 

a business entity (private individual or legal entity) that provides 
services to the project initiator in solving problems arising in the 
process of organising an innovation project and managing the 
business, including business planning, accounting, legal support, 
marketing, procurement, logistics, etc. 

A roadmap for the 
development of the 
project's partner 
network 

a tool for planning and visualising the development of business 
relations and relationships with potential and existing partners of the 
innovation project. It is a table and a timeline describing how to go 
through, together with the project partners, the main stages and phases 
of the project, which are necessary to achieve its business objective. 

Customer 
the future owner and user of the project results, who declares his or 
her need for a product or service. The customer can be one or more 
private individuals or legal entities. 

Project initiator a founder of the project. 

Innovation project 

a project to develop and implement innovation products, potentially 
profitable, justified by a business plan, requiring third-party 
investment, the implementation of which involves a high degree of 
uncertainty and risk of return on investment. 

Investment mentor 

an expert/consultant/investor who accompanies the project initiator 
through regular organisational and advisory support of the project to 
the sphere of attention of investors and/or investment attraction; has 
own successful investment and/or entrepreneurial and/or managerial 
and/or consulting experience; believes in success of a particular 
project initiator and wants to work with him/her; and has the resources 
that the project initiator needs (experience, knowledge, connections 
in a particular professional or sectoral field). 

                                                           
1 source: Cohen, Susan. «What Do Accelerators Do? Insights from Incubators and Angels». Innovations. 2013, 

8 (3-4): 19–25 / URL:. https://doi.org/10.1162/INOV_a_00184. 
2  source: RVC JSC, Business Incubator, Accelerator, Technopark: Basic Concepts and Key Differences// 

Methodological Recommendations on Improving the Performance of Business Incubators and Accelerators, 2017 , 

с.7/ URL: https://xn----dtbhaacat8bfloi8h.xn--p1ai/sites/default/files/recomendation.pdf    
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Term Definition 

Cluster3 (or industrial group) is a group of geographically adjacent 
interconnected companies and related organisations operating in a 
particular area of activity, characterised by a commonality of 
activities and complementing each other. 

CustDev 
Customer Development (or “custdev” for short) is testing an idea or 
prototype of a future product for relevance with potential customers, 
through interviews and experiments. 

Corporates (short for corporation, one of the attributes is large, often international 
companies) companies with well-established business processes that 
have a significant impact on the business environment or industry, 
formalised development strategies and a well-developed bureaucracy. 
Can attract investment projects in corporate accelerators. Can act as a 
Customer of an innovation project. 

The innovation 
project's network of 
partners 

persons and organisations who, at different stages of the innovation 
project, can take part in the implementation of the innovation project 
in various forms (project partners), through which the project initiator 
achieves the business goal of the project4.  

The term of 
innovation project’s 
roadmap 

from the first stage to achieving the business objective of the 
innovation project. 

Stages of innovation 
project development 

form the lifecycle of the project and combine the totality of project 
stages, are independent of the scope, implementation conditions and 
complexity, and include the following stages (rounds) - idea stage 
(zero stage), pre-seed, seed, angel, Round A, Round B, Round C and 
above (late-stage transactions), IPO. The partner network 
development roadmap for an innovation project is implemented at the 
stages: idea (zero stage), pre-seed, seed, round A. It is assumed that 
when a start-up turns into a company and starts earning 
independently, the partner network is mostly formed. 

A Trade Mission 
(trade representative 
office) 

a representative body of a state abroad that ensures state interests in 
foreign economic activities in the host country. 

The roadmap stage 
of the innovation 
project's partner 
network 
development 

a particular moment in the project management process within a stage, 
marked by an intermediate or final outcome of the process. 

                                                           
3 Porter M. Competition, 2005, p.205 
4 Roadmap for the development of the innovation project’s partner network (Analytical part) / URL: 

https://bringingtogether.ru/about/materials/documents/  

https://bringingtogether.ru/about/materials/documents/
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ABBREVIATIONS 

 

VEB –  State Development Corporation VEB.RF. 

EBOG  –  executive branch of the government. 

SMB   –  small and medium-sized enterprises. 

MTR   –  material and technical resources.  

My Business –  the support infrastructure for small and medium-sized enterprises 

provided by “My Business” Centre, Regional Project Operator is 

NPO “Small and Medium Entrepreneurship Development Fund in 

St. Petersburg”.  

RoIA  –  the result of intellectual activity. 

SPb CCI  –  St Petersburg Chamber of Commerce and Industry. 

SPb UIE  – Public organisation “St. Petersburg Union of Industrialists and 

Entrepreneurs”.  

Bortnik Fund –  Federal State Budgetary Institution “Foundation for Assistance to 

Small Innovation Enterprises in Science and Technology” 

(Foundation for Assistance to Innovations). The objectives of the 

fund are stated as financial support to young innovators and small 

enterprises that are engaged in high-tech developments with 

potential for commercialisation.  

RFTD  –  Federal State Autonomous Institution “Russian Foundation for 

Technological Development” (Industry Development Fund).  

SMEDF -  Non-profit Organisation “Small and Medium Entrepreneurship 

Development Fund in St. Petersburg”.  

CEDS – St. Petersburg State Budgetary Institution “Center for 

Entrepreneurship Development and Support” (hereinafter - St. 

Petersburg State Budgetary Institution “CEDS”). CEDS provides 

comprehensive support and assistance to entrepreneurs and 

individuals who are planning to start their own business.  
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INTRODUCTION 

The purpose of the Roadmap for the development of a partner network of innovation 

projects is to help the Project Initiator effectively plan and implement the development of business 

relationships with the partners necessary and desirable for the innovation project, which can be 

various persons and organizations participating in the implementation of such an innovation 

project at different stages and in different forms. 

With the help of cooperation, timely and effective development of partnerships, the Project 

Initiator will be able to significantly increase the success of his innovation project, achieve the 

business goal faster and more efficiently. 

The target audience of this roadmap is primarily individuals, small and medium-sized 

businesses that plan to implement innovation projects in Russia or Finland. 

As part of the Roadmap: 

 an approach will be formed to the formation of a list of key partners of the project 

(partner network) during the passage of the project through the main innovation 

stages; 

 an example of building a partner network, a calendar plan for its implementation, 

as well as the expected results of the implementation of key activities of the 

innovation project have been formed. 
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1. Roadmap for the development of the innovation project's network of partners 

 

The roadmap for the development of the innovation project's network of partners is presented in 

the form of a Matrix and a Timeline Plan following the recommended form of the sequential and 

parallel stages of the innovation project, as well taking into account the order of its main stages to 

be passed together with the innovation project's partners.   

 

The network of partners is formed during the whole lifecycle of the innovation project, but most 

of it is created within the period from the zero stage to the “Round A” stage. At this stage, the 

startup usually acquires the status of a sustainable company, i.e., a company in which a working 

business model has been built, a pool of clients has been formed, experience in the market has 

been gained, and a stable team has been created. The company starts earning on its own or attracts 

investors who actively compete for the attention of funders. “Round A” is the end of the early 

stages of project financing. The roadmap for partner network development is mainly planned until 

this stage - until the implementation of the first pilot product series and preparation of the company 

for the next “Round B” stage (if necessary). The next “Round B” phase of the project takes place 

in the context of already established partnerships. 

 

The roadmap for the development of the project's network of partners is drawn up using the 

proposed Matrix for the development of the innovation project's network of partners - from the 

proposed set of possibilities, those needed for the development of the specific project are selected 

on the basis of its specific features. 

1.1. Matrix for the development of an innovation project's partner network 

A Matrix for the development of the innovation project's partner network is shown in Table 3. The 

innovation project's partner network development matrix lists the main possible partners of the 

innovation project, each of which can be useful at a certain stage of project implementation. This 

roadmap takes into account all the main types of partners, which will allow the project initiator to 

work with them in order to promote and develop the project. The list of potential partners and other 

useful services and links for the formation of the Partner Network are available on the digital 

platform of the Russian-Finnish project “Bringing Together”5 (“Partners for Business 

Development” page). 

The Matrix includes a list of the typical stages of an innovation project (horizontally) and a list of 

the main possible partners that can take various forms of participation in the organisation of the 

project (vertically). It provides a roadmap for the development of the partnership network by 

identifying specific partners for the implementation of the innovation project. 

The composition of partners, the duration of the steps, and the overall duration of your roadmap 

will largely depend on the amount of funding and the type of innovation project. 

It is necessary to identify certain regularities in the development of innovation projects and the 

duration of the partner network creation depending on the type and amount of funds raised to 

implement them, and to determine three options for the duration of the partner network formation 

for project initiators, from the fastest Option I, to the longest Option III (Table 2). 

                                                           
5 Investment database (Partners for Business Development)// Digital platform of the Russian-Finnish project 

“Bringing Together”. URL: https://bringingtogether.ru/platform/Investment/  



9 

 

Since we are talking about projects that are innovation, the classification is defined according to 

the direction6 of these innovations' application7: 

 

1) New production technologies or service provision processes - this is a change in the 

manufacturing process of an already mastered product, through the introduction of new technology 

or the use of new materials. 

 

2) Product innovation is the development and introduction of a new product to the market, which 

is qualitatively different from the existing analogues or changes the process of consumption, and 

thus creates its own, new market. 

 

3) Marketing innovation is the application of qualitatively new ways to promote and market 

products. 

 

4) Managerial innovations are the development and implementation of management technologies 

that enable a significant transformation of management processes and obtain significant changes 

in the company's performance. 

 

At the same time, for the purposes of this road map and practical application of the above 

classification, the following clarifications are adopted: 

 

1) New technologies of production and service process are divided into innovations in the field 

of creation of new production methods and innovations in the field of creation of new materials, 

as the processes of technology development and materials development are significantly different, 

and are equivalent and complementary in nature. 

 

2) Marketing and managerial innovations are combined into one group of innovations in the 

field of creating new management structures, since both are to a greater extent aimed at changing 

approaches to process management. 

 

The above classification is generalised, and regardless of industry, the initiator can identify its 

project as belonging to one of the highlighted types, based on the intended use of the project's 

product. 

 

Thus, depending on the focus, innovation projects are represented by the following variants. 

 

 

 

                                                           
6 Agarkov S. A. A., Kuznetsova E. S., Gryaznova M.O. [Electronic resource]. -Innovation Management and State 

Innovation Policy (Chapter 2). Academy of Natural Sciences, 2011. URL: 

https://www.monographies.ru/ru/book/section?id=3767  
7 Roadmap for the development of the innovation project’s partner network (Analytical part), p.2. //URL: 

https://bringingtogether.ru/about/materials/documents/  

https://www.monographies.ru/ru/book/section?id=3767
https://bringingtogether.ru/about/materials/documents/


10 

 

 

Table 1. Options for innovation projects  

by area of implementation and volume of financing8 

 Type of project (by type of 

innovation) /  

Amount of financing 

Up to US$ 

100,000 

(~ RUB 7 

million) 

US$ 100,000 to 

3 million 

(~ RUB 7 to 70 

million) 

US$ 1 to 5 

million 

(~ RUB 70 to 

370 million) 

Over US$ 5 

million 

(~RUB 370 

million) 

New product development project 

(including IT) 
I I I II 

New materials project - I I III 

Project on the creation of new 

production methods 
- I II III 

Project on new management 

structures 
I I I II 

It is advisable to use the recommended approximate durations of the phases with the participation 

of certain partners, taking into account the specificity of the given project. The timeframes for the 

partners are shown in Table 4 for the base type I. 

However, if the project is of type II or III, the recommended duration of the phase in table 4 should 

be multiplied by the correction factor given in table 2.  

The duration of the stages can be adjusted depending on the conditions of the particular project. 

The duration of the stages and correction factors are based on the assumption that as the 

technological complexity of the project increases (consequently, the cost and duration of 

implementation), the labour intensity of individual activities increases. According to expert 

estimates9, labour-intensiveness (time costs) for medium-term projects increases by 50% (relative 

to short-term projects), and by 80% for long-term projects.  

Thus, if we take labour intensity of a short-term project (I) as a base case with a correction factor 

equal to 1, then for medium-term (II) and long-term (III) projects the values of the correction  

factors will be equal to, respectively: 

K2= K1+K1*50%, K3= K1+K1*80%. 

Table 2. Correction factors for project stage duration for innovation project options 

Project types Project duration  
Correction factor for stage 

duration (K
i)

 

I 

(basic) 
Short-term (~up to 3 years) К1=1,0 

II Medium-term (3 to 5 years) К2=1,5 

III Long-term (more than 5 years) К3=1,8 

                                                           
8 the USD/RUB ~ ₽70 reference rate was used for the calculation, which is subject to update on the date of review of 

the document and development of its map. 
9 Based on expert data from CKP Ltd (SPG Group of Companies // URL: http://spg-group.ru/content/uchastniki-

gruppy-spg). 
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The optimal route for the formation of a partnership network for a specific innovation project can 

be determined by the Project Initiator on the basis of the Matrix, the following (in Table 4) list of 

possible roles and forms of involvement of potential partners, and the recommended duration of 

the roadmap steps. 

Table 4. Possible roles for potential partners  

and approximate recommended duration of the roadmap stages10 

№ Potential partners Possible role at the stage 

Duration “from” 

and “to”, months 

(for basic type 

I)11 

1.  Friends & Family 

1.1. Generating and refining a project idea 0,5 - 1,5 

1.4. Primary financing (pre-seed) 1 – 3 

2.3. Seed financing 1 – 3 

3.8. Human resources 1 – 3 

2.  
Customer of the 

project 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.4. Primary financing (pre-seed) 1 – 3 

1.5. Prototyping and hypothesis testing 3 – 6 

1.6 Project expertise 1-1,5 

1.7. Finalising a project/product idea 1-2 

2.3. Seed financing 1 – 3 

2.7. Pilot batch sale 1-2 

3.2. Project expertise 1-1,5 

3.3. Investor search 1 – 4 

3.4. Financing 1 – 3 

4.4. Sales of the first pilot series 1-2 

3.  Investment mentor  

1.1 Generating and refining a project idea 0,5 - 1,5 

1.3. Hypothesis and preliminary business planning of the 

project 

1-2 

1.4. Primary financing (pre-seed) 1– 3 

1.6 Project expertise 1-1,5 

1.7. Finalising a project/product idea 1-2 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 

2.3. Seed financing 1 – 3 

2.4. Seeking state support measures 0,5 – 1,5 

3.1. Clarification of the business model 1-2 

3.3. Investor search 1 – 4 

3.9. Administrative support (EBOG) 2 

4.3. Promotion of the project's products, advertising 4 

4.  
Business advisers and 

services (Adviser) 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.3. Hypothesis and preliminary business planning of the 

project 

1-2 

1.6 Project expertise 1-1,5 

                                                           
10 Roadmap for the development of the innovation project’s partner network (Analytical part) / URL: 

https://bringingtogether.ru/about/materials/documents/  
11 Based on expert data from CKP Ltd (SPG Group of Companies// URL: http://spg-group.ru/content/uchastniki-

gruppy-spg). 

https://bringingtogether.ru/about/materials/documents/
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№ Potential partners Possible role at the stage 

Duration “from” 

and “to”, months 

(for basic type 

I)11 

1.7. Finalising a project/product idea 1-2 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 

2.4. Seeking state support measures 0,5 – 1,5 

2.5. Agreement with an investor and/or development 

institution 

1 

3.1. Clarification of the business model 1-2 

3.2. Project expertise 1,-1,5 

3.3. Investor search 1 – 4 

3.7. Certification and licensing 1-2 

3.9. Administrative support (EBOG) 2, 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.3. Promotion of the project's products, advertising 4 

4.5. Shifting to round B 6-12 

5.  
Expert and research 

organisations 

1.3. Hypothesis and preliminary business planning of the 

project 
1-2 

1.6. Project expertise 1-1,5 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 

3.1. Clarification of the business model 1-2 

3.2. Project expertise 1-1,5 

3.7. Certification and licensing 1-2 

4.3. Promotion of the project's products, advertising 4 

6.  Business incubators 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.3. Hypothesis and preliminary business planning of the 

project 
1-2 

1.5 Prototyping and hypothesis testing 3-6 

1.6 Project expertise 1-1,5 

1.7. Finalising a project/product idea 1-2 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 

2.4. Seeking state support measures 0,5 – 1,5 

2.5. Agreement with an investor and/or development 

institution 
1 

3.1. Clarification of the business model 1 -2 

3.2. Project expertise 1-1,5 

3.5. Asset formation and project “landing” 1-2 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.9. Administrative support (EBOG) 2 

7.  Accelerators 

1.6 Project expertise 1-1,5 

1.7. Finalising a project/product idea 1-2 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 
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№ Potential partners Possible role at the stage 

Duration “from” 

and “to”, months 

(for basic type 

I)11 

2.3. Seed financing 1 – 3 

2.4. Seeking state support measures 0,5 – 1,5 

2.5. Agreement with an investor and/or development 

institution 
1 

2.6. Test sample 2-4 

3.1. Clarification of the business model 1-2 

3.2. Project expertise 1-1,5 

3.3. Investor search 1 – 4 

8.  
Technoparks/industri

al parks 

2.4. Seeking state support measures 0,5 – 1,5 

3.3. Investor search 1 – 4 

3.5. Asset formation and project “landing” 1 – 2 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.9. Administrative support (EBOG) 2 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.2. Ensuring the production process 1 - 6 

9.  
Special economic 

zones 

2.4. Seeking state support measures 0,5 – 1,5 

3.5. Asset formation and project “landing” 1 – 2 

3.6. Technological support, infrastructure and MTR 1- 3 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.2. Ensuring the production process  1 - 6 

10.  

Other institutions for 

development (for 

example, in Russia: 

My Business, CEDS 

RFTD, Bortnik Fund, 

VEB, etc.) 

2.1. Business plan 1-2 

2.2. Project expertise 1-1,5 

2.3. Seed financing 1 – 3 

2.4. Seeking state support measures 0,5 – 1,5 

3.1. Clarification of the business model 1-2 

3.3. Investor search 1 – 4 

3.5. Asset formation and project “landing” 1 – 2 

4.3. Promotion of the project’s products, advertising 4 

11.  Clusters 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.2. Building the project team 0,5 – 2 

1.5. Prototyping and hypothesis testing 6-12 

1.6 Project expertise 1-1,5 

2.2. Project expertise 1-1,5 

2.4. Seeking state support measures 0,5 – 1,5 

2.6. Test sample 2 - 4 

3.3. Investor search 1 – 4 

3.5. Asset formation and project “landing” 1 – 2 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.8. Human resources 1 – 3 

3.9. Administrative support (EBOG) 2 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.3. Promotion of the project’s products, advertising 4 

12.  
Other technological 

infrastructure 

1.6 Project expertise 1-1,5 

2.2. Project expertise 1-1,5 



 

15 

№ Potential partners Possible role at the stage 

Duration “from” 

and “to”, months 

(for basic type 

I)11 

(engineering centres, 

centres of excellence, 

etc.) 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.7. Certification and licensing 1-2 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.2. Ensuring the production process  1 - 6 

13.  

Universities and 

educational 

institutions 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.2. Building the project team 0,5 – 2 

1.3. Hypothesis and preliminary Business Planning for the 

project 
1-2 

3.8. Human resources 1 – 3 

14.  
CCI, business 

associations 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.2. Building the project team 0,5 – 2 

1.6 Project expertise 1-1,5 

2.2. Project expertise 1-1,5 

3.3. Investor search 1 – 4 

3.8. Human resources 1– 3 

3.9. Administrative support (EBOG) 2 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.3. Promotion of the project’s products, advertising 4 

15.  
Licensors, 

certification centres 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.7. Certification and licensing 1-2 

4.2. Ensuring the production process  1- 6 

16.  
Local and regional 

authorities 

1.6 Project expertise 1-1,5 

2.4. Seeking state support measures 0,5 – 1,5 

3.3. Investor search 1 – 4,0 

3.6. Technological support, infrastructure and MTR 1 - 3 

3.7. Certification and licensing 1-2 

3.8. Human resources 1 – 3 

3.9. Administrative support (EBOG) 2 

4.3. Promotion of the project’s products, advertising 4 

17.  Trade Missions 

1.2. Building the project team 0,5 – 2 

3.9. Administrative support (EBOG) 2 

4.3. Promotion of the project’s products, advertising 4 

18.  Corporates 

1.1 Generating and refining a project idea 0,5 - 1,5 

1.5. Prototyping and hypothesis testing 3– 6 

1.6 Project expertise 1-1,5 

1.7. Finalising a project/product idea 1-2 

2.2. Project expertise 1-1,5 

2.3. Seed financing 1– 3 

2.4. Seeking state support measures 0,5 – 1,5 

3.3. Investor search 1 – 4 

3.5. Asset formation and project “landing” 1 – 2 

3.6. Technological support, infrastructure and MTR 1 - 3 

4.2. Ensuring the production process  1 - 6 
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№ Potential partners Possible role at the stage 

Duration “from” 

and “to”, months 

(for basic type 

I)11 

4.4. Sales of the first pilot series 1 - 2 

19.  Business Angels 

1.4. Primary financing (pre-seed) 1 – 3 

1.7. Finalising a project/product idea 1 - 2 

2.2. Project expertise 1 - 1,5 

2.3. Seed financing 1 – 3 

2.4. Seeking state support measures 0,5 – 1,5 

3.3. Investor search 1 – 4 

20.  Banks 

3.2. Project expertise 1 - 1,5 

3.4. Financing 1 - 1,5 

4.5. Shifting to round B 6 - 12 

21.  Investors 

1.4. Primary financing (pre-seed) 1 – 3 

2.2. Project expertise 1 - 1,5 

2.3. Seed financing 1 – 3 

3.2. Project expertise 1 - 1,5 

3.4. Financing 1 - 1,5 

22.  Venture funds 

3.2. Project expertise 1 - 1,5 

3.4. Financing 1 - 1,5 

4.5. Shifting to round B 6 - 12 

23.  Investment funds 4.5. Shifting to round B 6 - 12 

24.  
Suppliers (goods, raw 

materials) 

3.5. Asset formation and project “landing” 6 - 12 

3.6. Technological support, infrastructure and MTR 1 - 3 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.2. Ensuring the production process  1 - 6 

25.  
Contractors (works, 

services) 

3.6. Technological support, infrastructure and MTR 1 - 3 

4.1. Formation of a cooperation network (Contracts, Terms of 

Reference, etc.) 
2 

4.2. Ensuring the production process  1- 6 

26.  Consumers 

1.5. Prototyping and hypothesis testing  3 – 6 

1.6 Project expertise 1 - 1,5 

2.2. Project expertise 1 - 1,5 

2.7. Pilot batch sale 1 - 2 

3.2. Project expertise 1 - 1,5 

4.4. Sales of the first pilot series 1 - 2 

 

1.2. Example of a roadmap for developing an innovation project's network of 

partners 

The example of partner network development roadmap is made for the conditional example of 

innovation project in IT-sector, with investment volume from 100 thousand up to 1 million dollars 

(~ up to 70 million rubles), which corresponds to variant I of duration, i.e., short-term project (up 

to 3 years). 

 

It is advisable to plan the dates of the project stages, taking into account the possibility of their 

simultaneous implementation, depending on the specifics of the project. 
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Table 5. An example of a roadmap for developing a network of partners 

of an innovation project in the IT sector   

№ 

Project stage Partner Planned cooperation 

Duration 

of a stage, 

months 

Scheduled dates Expected results 

                  IDEA STAGE AND PRE-SEEDING STAGE 

1. GENERATION OF INNOVATION PROJECT IDEA AND INITIAL FINANCING 

1.1 
Generating and refining a 

project idea 
Friends & family 

Consultation, clarification of 

needs 
1 15.01.22 – 15.02.22 The project idea formulated 

1.2 Building the project team 

Universities and 

educational 

institutions 

Joint development of a project's 

product 
2 15.02.22 - 15.04.22 A group of key project implementers is formed 

1.3 
Hypothesis, preliminary and 

business planning of the 

project 

Business advisers 

and service 
Business planning 1,5 15.04.22 - 31.05.22 

Initial hypotheses are formulated and there is a 

draft business plan 

1.4 Primary financing (pre-seed) Friends & family Financing 1 01.06.22 – 30.06.22 Initial funding received 

1.5 
Prototyping and hypothesis 

testing 

Business 

incubator 

 Office space; 

 equipment; 

 consultations. 

6 01.06.22 – 30.11.22 Product prototype produced; hypothesis tested 

1.6 Project expertise Accelerator Technical expertise 2 01.12.22– 31.01.23 Expert judgement received 

1.7 
Finalising a project/product 

idea 
Accelerator 

CustDev, hypothesis 

confirmation 
2 01.01.23– 28.02.23 

The final version of the product idea description is 

formulated 

                  SEEDING STAGE 

2. INNOVATION PROJECT FINANCING 

2.1 Business plan Accelerator Consultations 2 01.02.23 – 31.03.23 
A document - a business plan for the project – 

developed 

2.2 Project expertise Accelerator Consultations 1,5 01.04.23 – 15.05.23 Expert judgement received 

2.3 Seed financing Business Angel  Financing 3 01.06.23 – 31.08.23 Financing received 

2.4 
Seeking state support 

measures 
Business Angel Consultations 1 01.06.23 – 30.06.23 

State support measures identified and a list of 

conditions for receiving state support obtained 
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№ 

Project stage Partner Planned cooperation 

Duration 

of a stage, 

months 

Scheduled dates Expected results 

2.5 
Agreement with an investor 

and/or development 

institution 

Accelerator Investor search, Financing 2,5 15.05.23 – 31.07.23 
Investor found, agreement with investor signed, 

additional financing obtained 

2.6 Test sample Cluster 
Advice, provision of production 

and technological facilities 4 01.07.23 –30.10.23 
Space leased from partners; Test sample product 

created 

2.7 Pilot batch sale Consumers 
Selling the product on the 

market 
3 01.11.23 – 31.01.24 Pilot batch sold; revenue generated 

                  ROUND A 

3.  SETTING UP INNOVATION PROJECT 

3.1. 
Clarification of the business 

model 
Accelerator Consultations 2 15.01.24 – 15.03.24 Business model formed and described 

3.2 Project expertise 
Business advisers 

and service 
Consultations 1,5 15.03.24 – 30.04.24 Expert judgement received 

3.3 Investor search 

Other institutions 

for development 

(for example, in 

Russia: My 

Business, CEDS 

RFTD, Bortnik 

Fund, VEB, etc.) 

 consultations; 

 meetings; 

 contacts. 

2 01.04.24– 31.05.24 
An investor is found and an agreement with the 

investor is signed 

3.4 Financing Venture funds Financing 1 01.05.24 – 31.05.24 Additional financing received 

3.5 
Technological support, 

infrastructure and MTR 

Technoparks/Indu

strial parks 
 production/working space 

- equipment 
2 01.05.24 – 30.06.24 

Production space purchased or leased on a long-

term basis from partners; Utilities connected; 

Equipment delivered, installed, set up 

3.6 Certification and licensing 

Licensors, 

certification 

centres 

Checking the development for 

compliance with legal 

requirements and technical 

regulations 

1 01.06.24 - 30.06.24 Activity license obtained; production certified 

4.  LAUNCH AND PILOT SERIES 

4.1 
Formation of a cooperation 

network (Contracts, Terms of 

Reference, etc.) 

CCI,  

Business 

associations 

 consultations; 

 meetings; 

 contacts. 

2 01.05.24 - 30.06.24 

The project's supply and sales chain established 
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№ 

Project stage Partner Planned cooperation 

Duration 

of a stage, 

months 

Scheduled dates Expected results 

4.2 
Ensuring the production 

process 
Contractors 

Counterparties - subcontracts 

for works and services (supplies 

of raw materials, materials, non-

core work) 

2 01.07.24 – 31.08.24 

Production is supplied on time and in full with 

necessary materials, raw materials, goods and 

services 

4.3 
Promotion of the project’s 

products, advertising 
Adviser 

Marketing, advertising 

(development and 

implementation of an 

advertising campaign, 

organisation of sales channels) 

4 01.07.24 – 30.10.24 

Project product promotion campaign launched, key 

metrics highlighted, campaign continuously 

monitored and adjusted 

4.4 Sales of the first pilot series Consumers 
Purchase of a pilot series of 

products 
2 01.09.24 - 30.10.24 

Pilot series sold in the market; revenue generated 

4.5 Shifting to round B Venture fund Financing 6 01.11.24 - 30.04.25 
An investor is found and an agreement with the 

investor is signed; Financing received; Expansion 

of production/sales volumes 

5.  TOTAL, DURATION OF THE ROAD MAP (start and end dates) 15.01.22 - 30.04.25 
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21 

CONCLUSION 

 

The elaborated partner network development roadmap allows the project initiator to effectively plan 

the development of business links and relationships with the necessary innovation project partners 

involved in the implementation of the project at various stages. 

 

The partnership network development matrix formed as part of the roadmap allows the project 

initiator to define a list of key project partners (the partner network) for each investment stage. In 

turn, the list of partners for business development included into the investment database of the digital 

platform of the Russian-Finnish "Bringing Together" project can help participants in selecting 

potential partners to achieve their business goal more quickly. 

 

In this way, the elaborated roadmap helps to reduce the transaction costs of the initiators as well as 

accelerate the implementation of projects, primarily in Russia and Finland. 
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