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Disclaimer
This presentation is provided for informational purposes only, and should not be relied upon as proposal submission, legal, 

business, or investment advice. Its content is not intended to replace any applicable legal sources. The European Commission,

the European Innovation Council, the Republic of Türkiye Ministry of Industry and Technology, TÜBİTAK, or any member of Turkey 

in Horizon 2020 Phase II Project Consortium as well as their affiliates can not be held responsible for any decisions, actions, or 

their consequences based on its content. Although the best effort have been demonstrated to create the most reliable and 

relevant content, you should always refer to EIC Calls published on the Funding and Tenders Portal and the EIC AI Platform for 

up-to-date information, legal requirements, and comprehensive guidance. 

Certain information shared here, and the views expressed during the presentation have been obtained from third-party sources 

that are believed to be reliable. However, their accuracy or appropriateness for a given situation has not been verified. References 

to any country, company, organization, program, regulation, action plan, theory, or practice are for illustrative purposes only, and 

do not constitute a recommendation or advisory services. 

All data, charts, graphs, projections, estimations, targets, and opinion provided within are for informational purposes only, are 

valid only as of the date indicated, and should not be relied upon when making any decision. They may differ from those offered 

by other individuals, experts, institutions, or authorities. If you refer to this presentation after the indicated event date, its content 

may be entirely irrelevant. Official EU references, program implementation rules, and the EIC AI Platform are still in-progress and 

may change without prior notice. Please use this material at your own risk.
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https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/opportunities/topic-search;callCode=null;freeTextSearchKeyword=;matchWholeText=true;typeCodes=1,2,8;statusCodes=31094501,31094502;programmePeriod=2021%20-%202027;programCcm2Id=43108390;programDivisionCode=43121666;focusAreaCode=null;destinationGroup=null;missionGroup=null;geographicalZonesCode=null;programmeDivisionProspect=null;startDateLte=null;startDateGte=null;crossCuttingPriorityCode=null;cpvCode=null;performanceOfDelivery=null;sortQuery=sortStatus;orderBy=asc;onlyTenders=false;topicListKey=topicSearchTablePageState
https://accelerator.eismea.eu/


Serkan BOLAT
SME & EIC Expert

serkanbolat.com
s.bolat@idi.ie
linkedin.com/in/sbolat
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Evaluation Criteria

Excellence

• Innovation has a breakthrough and market creating nature. It is novel compared to existing offerings.

•Timing is right in terms of market, societal, and technological trends.

Impact

•The company has a high scale up potential and convincing growth vision consistent with its current 
tech and business maturity.

•Positive broader impact is ensured in societal, economic, environmental, or climate dimensions.

Level of risk, implementation, and need for Union support 

•The team has the capability and motivation to bring the innovation to the market. There is a plan to 
acquire currently missing critical competencies.

“I would rather have questions that can't be answered than answers that can't be questioned.”
Richard P. Feynman
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• Be authentic; use your own words; there is no right or wrong answer.

• Think from the customer's point of view; write to convince investors.

• Keep details just enough to make evaluators ask for your Full Proposal.

• Present your perspective and back it with evidence; avoid cherry-picked data.

• Use Full Proposal mindset and terminology; avoid technical jargons and buzzwords.

• Action plans and studies of yours are worth 1.000 more than hopes and references.
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• What?
• Why?

• Short Application Information

• Who?
• How?
• How much?

• For whom?
• For what impact?
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Proposal full title [200]

Innovation, USPs, target market, impact

Acronym of your project [50]

Code/brand name or abbreviation

Keywords
3 keywords from the list & free keywords

Abstract [1000]

Company intro, main customer problem, value proposition, past 

accomplishment, recent developments, impact/growth potential
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|  Accelerator Beneficiaries - Jan 2023 cut-off
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Explain what your choice means to you, and

Reason by, for instance, 

• considering the unsuitability of other options

• providing data and facts

• elaborating on the big picture, cause-and-effect relationships, and correlations
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Based on                       ,  we offer                       with                        for                       who need 
your 

unique 

capabilities

your

solution

key

differentiators
target 

customers
benefits

V a l u e  P r o p o s i t i o n

Describe your solution

• Your solution in the making at a certain Technology Readiness Level.

• Its evolution, its current capabilities, and how it serves customers.

• Its association with your Value Proposition.

experience

expertise

research/discoveries

business model

novel IP

unfair advantages 

product

service

software

platform

experience

medicine

main product features 

superior advantages

Unique Selling Points 

performance metrics

problem-solving capacity 

customer profile 

user segments 

primary clients

gains

achievements

utilities

satisfactions

Interoperable

Smart

Connected

Integrable

Upgradable
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In consideration of your solution, target customers, and the benefits you provide,

• Identify (1) your direct/indirect competitors

(2) existing/emerging alternative solutions

• Discuss their shortcomings from the customer’s point of view

i.e., low performance, high price, restricted availability, or unsuitable feature packs

• Acknowledge the use cases where your solution may not be the best choice for a customer segment.

• If there is hardly direct competition, elaborate on the opportunities and the customer problems

i.e., market pull, customer demand, global challenges, or favorable trends   

What are the existing solutions and what are their limits?

❑ The gaps and opportunities for market creation or disruption.

❑ The brands and product features most valued by the customers.

“Don’t aim to be the best, 
aim to be the only.”

-Kevin Kelly
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➢ Pain point, challenge, need, or want experienced by target customers. 

➢ Some problems already well known; some even not recognized yet.

➢ Show your in-depth understanding and robust view in a Problem Statement.   

➢ Problem Statement ↔ Value Proposition.

What is the problem you’re trying to solve?

“A problem well stated is a problem half solved.” 
-John Dewey

“The best way to solve a problem is to remove its roots.” 
-John Dryden

When                     ,                       experience                       due to                     , which causes
use 

case

target

customers
problem

underlying 

roots

undesirable 

consequences

▪ Do not try to invent a problem for your solution. 

▪ Is the problem really a problem? 

▪ Is it up to you to solve the problem? (i.e., required regulations or attitude change)  

▪ Is it worth solving? (i.e., multiple use cases, big market, growing problem, known roots, vital   
consequences for several stakeholders, and measurable aspects.) 

P r o b l e m  S t a t e m e n t
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Why it is new compared to the existing solutions?

• Based on frontier science, pioneering research, technological advances, or transformational business model

• Reframing the problem with radical thinking, following a novel development approach, progressing the state 
of the art, enabling something previously impossible, or creating unprecedented value in multiple dimensions. 

How Accelerator (Jan 2023 cut-off) beneficiaries approached the new

✓ New generation of substrates to harness… have the power to revolutionize the status quo of… 

✓ It is the first holistic approach that… On the basis of the unique…, we develop… that fully optimizes and automates… and… 

an AI-based… Our software… drastically improves…

✓ None of these… treatments can prevent… We developed… a unique… system... shifting the paradigm of… from… to…, 

improving patients’ quality of… and saving billions of Euros…

✓ Hoverflies as a new class of managed pollinators for better quantitative and qualitative yields of…

✓ While quantum hardware is…, there is still no quantum software capable of… We are developing the first… software tool… 

and… advanced algorithms for… problems beyond the scope of classical resources.

✓ We invented a patented hybrid technology…which has enabled us to develop… the next generation of… The goal of this 

project is… to raise traffic to a new level of security… at a low cost.

✓ Today, the… tests… are too slow or not… doctors have no other option… We develop… world’s first diagnostic test… which 

detects… with 100% accuracy and… 

✓ Traditional glass fabrication produces… Moving towards… is increasingly more challenging… Our product… with its… 

patent-pending… technology, is the first commercial system that can… without the need of….

✓ … treatments are not always the best option for… The industry now has extensive knowledge on… However, until now 

there has not been a… solution to… We created a technology… to make high-quality…
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❖ Thinking beyond faster, cheaper, lighter, and better

❖ Solid assessment of a high-risk high-gain game and a risk mitigation plan 

❖ Market-creating or disruptive novelties, market traction, proven demand, contracts, or LoIs.

❖ Your strengths & opportunities (SWOT), your Action Plan, or strategies

❖ Unique and compelling elements about your innovation and business model

❖ Sustainable/defensible competitive advantages

Why do you think it will be successful?

Based on                       ,  we offer                       with                        for                       who need 
your 

unique 

capabilities

your

solution

key

differentiators
target 

customers
benefits

V a l u e  P r o p o s i t i o n

Ideas matter but execution wins.  

“Anything that won’t sell, I don’t want to invent. 
Its sale is proof of utility, and utility is success.”

Thomas Edison 17



Why not 5 years ago or 5 years later? 
What was missing yesterday? What opportunities will not be there tomorrow? 
Why today is the best time for you, your solution, and Europe? 
What are the data and trends that indicate favorable changes or movements over time?

Emerging need/market  
i.e., new regulatory requirements, changing consumption patterns, future challenges, identified 
European priorities/goals, reshaped industries, or geopolitical developments.

Urgency
i.e., despite constantly growing problems, there are still few solutions, non-European alternatives gain 
momentum and Europe had better act fast, or the problem has just appeared but became critical. 

The innovation/solution has just become possible 
i.e., technological advances, new discoveries, permissive authorities/regulations, strong partnerships, 
availability of natural resources, or secured financing.

The first-mover advantage 
i.e., high novelties of the innovation, little competition, exponential growth potential, European market 
leadership is likely in a strategic area. 

Why now?
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Do you have the team you need to implement the action? 

If not, what competencies/skills are missing and how will you acquire them?

Your co-founders, existing/future team members

Their roles, suitability, motivation, and commitment

Gender equality

Recruitment plan for vacancies

Mentors, advisors, board members
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Will you need cooperation with other stakeholders of your value chain to 

implement the action? If yes, can you identify these stakeholders?

• Your value co-creators and their distinctive resources

• The leverage their commitment provides

• Your orchestration of the value chain

“Competition shifts from the functionality of a discrete product to the 
performance of the broader product system, in which the firm is just one actor.”

-Michael Porter
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➢ Use case: The reason (jobs to be done) your solution is bought for. 
Why, how, when, and where do customers use your solution?

➢ Your solution serves a use case through its features.
What specific value does a feature provide?

➢ To develop the features, you need:
-knowledge (i.e., scientific findings or know-how), and 
-technology (i.e., knowledge transformed into applications), 
either existed before or to be created during the project.

➢ Use cases / Features should reflect your value proposition.

➢ One feature can serve multiple use cases.

➢ Focus on demanded use cases and innovative features. 

Use cases / Features

"Programs must be written for people to read, 
and only incidentally for machines to execute.“

-Harold Abelson and Gerald Sussman 21



▪ What are the (max. 3) main outcomes of your project?

▪ How do you define, track, and manage them?

▪ How do they serve your

Deliverables

• value proposition?

• solution?

• milestones? 

• business model?
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What are the risks of failure?

Technological
missing feasibility elements, unproven product performance, interoperability 

issues, manufacturability challenges, AI shortcomings, cybersecurity breaches

Financial
unpredictable cost structure, VC reluctance to invest, exchange rate 

fluctuations, increasing interest rates, moderate willingness to pay  

Commercial
intense competition, market entry barriers, low economies of scale, unknown 

market demand for certain features, emerging alternative technologies   

Regulatory
uncertainties regarding AI regulations, product standardization/compliance 

issues in certain markets, inconclusive Freedom-to-Operate analysis    

Social acceptance
slow market adoption, unfavorable consumer behavioral change, resistance to 

brand switching, low brand recognition, 

Other
geopolitical developments, trade wars, potential new pandemic, natural 

disasters

Startup growth = Risk management

EIC welcomes high-risk high-gain innovations.

Risks had better not be related to the team, its passion, and resourcefulness. 
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Funding you need, its allocation and significance
i.e., hiring key engineers, reducing fixed costs, 
scaling fast, or growing fast 

Your recent fundraising effort 
i.e., VC investment, grant money, bank loans, 
revenue, or strategic partners

Why you cannot raise enough money 
i.e., risk-averse VCs, early-stage technology 
risks, or limited market traction

Added value of the EIC 
i.e., de-risking the investment, crowding-in co-
investors, or being entrepreneur-friendly

Why can't you do it without the EIC? 

Why not other funding sources including national/regional public programs?

Missing assets/capabilities and their significance
i.e., business network, market outreach, 
stakeholder trust, qualified employees, global 
partners, or regulatory compliance

How EIC support/BAS will empower you
i.e., increased trustworthiness thanks to EIC 
approval, ease of access to the necessary 
resources, or exclusive networking events

T h e  N e e d  f o r  E I C  S u p p o r t  i n  t e r m s  o f  

M o n e t a r y                        a n d               N o n - m o n e t a r y  a s p e c t s
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Grant first

Innovations that need further 
validations (a Key Milestone) before 

full market deployment

30% co-financing and subsequent 
equity support optional.

Grant-only

Innovations with secured funding for 
TRL 9 onwards.

Blended finance

Full blended

grant + equity for TRL 5 through 9

Equity-only

for TRL 9 onwards scaleup

Small mid-caps can apply for equity-only.

Fundraising, valuation, and de-risking

▪ Current Technology Readiness Level

▪ Major risks to validate and key Milestones/KPIs to reach

▪ Utilization of other funding sources

Grant < €2.5M    and    Equity <€15M
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total eligible costs

70% of total costs

EIC Fund

co-investors

EIC Fund

70% of total costs

EIC FundEIC Fund

co-investors

+ +
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30% co-financing

total eligible costs

EIC Fund

co-investors

70% of total costs

70% of total costs

EIC Fund30% co-financing

70% of total costs

30% co-financing co-investors

+

+
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total eligible costs

70% of total costs

30% co-financing

co-investors

70% of total costs

70% of total costs

30% co-financing co-investors+
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Customer profile
• demographic, psychographic, geographic, behavioral
• interest (use cases / features)
• buying power
• access 

Market size
• customers served, units sold, revenue generated

Rationale to choose this market
• creating and capturing enough value consistently
• attracting, serving, satisfying, keeping customers (Net Promoter Score)

Any accomplishment so far
• market traction, product-market fit, pilot studies, market research

Your next move
• recurring revenue, growth, profit, scaling 
• repeatable business model, new solutions, other markets

What is your targeted market?

a particular portion of the total population 

to be the most likely to purchase

Total Available 

Market

Serviceable 

Available Market

Serviceable 

Obtainable 

Market
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Who cares? 
Market pull

Who should care?
Your push

What they care about? 
Underlying reasons and emotions

How much they care?
Willingness to buy/pay
Spreading the word

How will you increase the attention to care?
Communication, branding, lobbying

Who cares about your innovation?

What’s in it for 

whom? 

Pains Gains
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UN Sustainable Development Goals

Climate change
• Reduced carbon emission
• Energy savings
• Circular economy
• ‘Do no significant harm’ principle
• New European Bauhaus

Strengthening Europe
• Europe’s technological and industrial sovereignty
• Pushing the state of the art in science and innovation
• Raising the bar in your industry
• New European legislations, standards, or practices

Impact pathways and KPIs

Can you describe potential societal or industrial applications? Will your 

innovation have broader societal, economic, environmental, or climate impacts?
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What are the payoffs for your company in case of success? 

How do you see your company in 5 years?

Revenue

Job 
creation

Scalability

Company 
Valuation

Customers

Profit

Your view and estimations

• Growth strategies and risks

• Business and revenue model

• Market positioning

• Metrics and KPIs
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• Diagnostic results and ratings can barely predict your success.

• You can revise most things in Full Application; no need for 
overthinking or perfection.

• Proposal writing requires team effort; a second opinion helps.

• Do not take anything for granted; Go means you have the 
attention for more.

• No Go does not prove you wrong. 

• Take Evaluation Reports seriously, but do not overestimate them.

Final Remarks
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All recordings and presentations of our previous events are accessible on our website:
Turkey in Horizon 2020 Phase II (Horizon Europe) Project

Follow us on social media where we share on our events, updates, and funding opportunities:
TÜBİTAK Ufuk Avrupa Programı TÜBİTAK Ufuk Avrupa Programı

Please feel free to contact us if you have a question or would like to share your comments:
info@TurkeyinH2020.eu
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https://ufukavrupa.org.tr/en/th2020II
https://twitter.com/UfukAvrupa_TR
https://www.linkedin.com/company/t%C3%BCbi%CC%87tak-ufuk-avrupa-program%C4%B1/
mailto:info@TurkeyinH2020.eu
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