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To Success

From Struggle

Show current or Apply a realistic

imminent EU/global Show high Workplan
Ste p problems and needs demand anq leading to a
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Formula Formula Formula
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General C.R.IT.E.R.I.LA™ Formula
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Citations/references

 What is the difference between a claim and a fact?
 Citations/references claims into facts!

* Experts are not supposed to |

* Hence, evidence on your arguments is supported by
citations/references
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General C.R.IT.E.R.I.LA. Formula

e C. Citations
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Useful Resources for EXCELLENCE and IMPACT

formulas

Rapid Press of EC, europa.eu/rapid/search.htm

Industry related magazines, publications from related industry/topic bodies e.g.
www.marketresearch.com/ or www.profound.com/

Scientific papers databases or alternatively Google scholar scholar.google.com/,
www.researchgate.net and www.academia.edu

European observatories, e.g. European Observatory on Health Systems and Policies,
www.euro.who.int/en/about-us/partners/observatory

EU policies, strategies, actions plans per sector at https://ec.europa.eu/growth/sectors/

Public deliverables e.g. on user needs, state of art analysis, exploitation from other related european
funded projects (check compendia, CORDIS cordis.europa.eu/home_en.html

Sites with statistics http://ec.europa.eu/eurostat Statista.com, http://ec.europa.eu/eurostat
indexmendi.com, stats.oecd.org, trends.google.com

European Parliament Committees (Supporting analyses at
http://www.europarl.europa.eu/committees/en/supporting-analyses-home.html

Policy Roadmaps and Impacts Assessments (e.g. Google Policy Roadmap robotics -> .pdf Strategic
Research Agenda for Robotics in Europe

17 global (incl. EU) Sustainable Goals: https://www.un.org/sustainabledevelopment/sustainable-
development-goals/

Use big brother Google for Market data:

* o Google: Mckinsey “your industry” pdf

* e Google: Forester wave “your industry” pdf (also check their library at https://www.mckinsey.com/)
* o Google: Nielsen “your industry” pdf (also check their library at www.nielsen.com )

e Google: Gartner “your industry” pdf
Gloogle: Global Market research “your industry” pdf

© Nikolaos Floratos



http://www.academia.edu
https://ec.europa.eu/growth/sectors/
https://www.un.org/sustainabledevelopment/sustainable-development-goals/

General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources
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Interesting/Inspiring
* Avoid voice

* Avoid weak words that show hesitation such as ... the project
may achieve...

» Show confidence such as ... the project expects to/will achieve

* Avoid incremental objectives such as “... to improve current..”

n

* Use strong words such as “breakthroughs”, “pioneers”,
“innovations”, ...

* Imagine the proposal as a script of a story
* Apply the VPS or PSV storyline
* Villain: A key problem
* Victim: Key target groups
* Hero: the project

* Make it more personal!

© Nikolaos Floratos



Inspiring/Interesting

* An experiment in Australia on the accuracy of cancer
diagnosis from x-ray images (mammographs) by
physicians/doctors

* Accuracy was increased ~30% when physicians/doctors
were shown a photo of the patient (even a fake one)
along with the x-ray image

© Nikolaos Floratos
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General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources

* |. Interesting/Inspiring
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Tangible

* Tangible= Measurable + Specific
* Tip: Anything that can be measured, is specific
* Tangible (Measurable + Specific) CARTIO:

* Challenges
* Activities
* Results

* largets

* Impacts
 Objectives

e.g. - Y number of people suffer from X and we expect Z numbers will
benefit across EU when we achieve A;

© Nikolaos Floratos



General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources

* |. Interesting/Inspiring

* T. Tangible — Specific
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Executive Summary/Abstract

Executive Summary and Abstract is the first thing most of evaluators read. See it as an Elevator pitch. Abstract
is limited in words and formatics but Executive Summary is not (but 1 page max). Hence, concise and
impressive based on key information (Answer the 4 Whys):

1. Why this project?
2. An EU/Global Problem and why now? (why it is urgent to deal now and not in some years from now)
3. Your breakthrough solution (Unique, innovative, non-replicable), its current TRL with emphasis on innovative part
and how it was developed
4. Expected demand and growth
5 Any external interest (potential/current investors, LoS (10-15), etc)

2. Why you?

1. The current value of the company including the key personnel that justify that the proposed innovation is quite
advanced and it cannot be replicated by others if they have resources and experience —i.e. Strong IP strategy
2. Highlight the ability to access customers
3. Why in this way? (why via this methodology/approach)
1. E.g. involvement of potential clients in demonstration WPs (phase 2) or in user Needs Analysis (phase 1) for the
feasibility study
2. In phase 2 focus on activities such as focus on activities such as demonstration, testing, prototyping, pilot lines,

scale-up studies, performance verification, market replication and bringing your innovation (product, process,
service etc.) to industrial readiness and maturity for EU/global market introduction.

4. Why SMEi funding? (for market validating in at least some EU markets)
Avoid copy and paste from the proposal section!!

© Nikolaos Floratos



A brief example of the four whys

= Sadly, in the next 30 minutes, 40 people that are alive will be dead due to
liver cancer [Why now, why this]

= Qur company, Key Innovations Ltd has developed a 3-D scanner for
detecting liver cancer.We are as accurate as a biopsy but we detect cancer
at much earlier stage and consequently we are decreasing by 50% its death-
rate and 80% the treatment costs. [why this, why you]

* We have received a prize as the best startup of 2019 in EU by EUREKA
European Programme or we have been number one in google store in 22
countries for the past three months or in 3 months we grew from a 50
square meter ofﬂ’c)e to a 1200 square meter building or we have received
funding from ... [why you]

* We will be making revenues by selling out 3-D scanner to [customers, e.g.
Health Centers and hospitals]. We need x amount of external investment for
deploying initially our innovation in UK, France and Germany and we expect
investors to make y amount of money in three years. [why in this way]

16
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General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources

* |. Interesting/Inspiring

* T. Tangible — Specific
* E. Encapsulation/Abstract (4Whys)
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The power of “Cognitive Ease”

When you are in a state of cognitive ease, you are probably in a
good mood, like what you see, believe what you hear, trust your
intuitions, and feel that the current situation is comfortably
familiar. You are also likely to be relatively casual and superficial in
your thinking. When you feel strained, you are more likely to be
vigilant and suspicious, invest more effort in what you are doing,
feel less comfortable, and make fewer errors, but you also are less

intuitive and less creative than usual.

[Daniel Kahneman, Thinking Fast and Slow]
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Restructuring Excellence Section

Current Excellence structure in

template
1. Excellence

©)

O
©)
©)

1.1 Idea and Solution

1.2 Innovativeness

1.3 Stage of Development
1.4 Feasibility and Risks

© Nikolaos Floratos

Excellence Evaluation Criteria
in Evaluators’ form

2. Excellence

Note: The following aspects will be faken it account:

= High-risk/high-potential innovation idea that has something that nobody else has. It
should be better andfor significantly different to any alternative. Game-changing
deas or breakthrough mnovahons are particularly sought after.

Its high degree of novelty comes with a lngh chance of exther success or fatlure.

# Realistic description of current stage of development (at least TRL 6, or something
amalogous for non-technelogical mmovations’), and clear outline of steps planned to
take this innovation to market.

= Highly innovative solution that goes bevond the state of the art m companson with
existimg or competing solutions, inchading on the basis of costs, ease of use and other

Expa'tsmlla]sobe ajd;edto asﬁsﬂ:neupﬂ'atwml capacm ofappllcaﬂisto c;mf out the propose

relevant features as well as 1ssues related to chmate change or the environment, the
gender dimension, any other benefits for society.

* Very good understanding of both risks and opportunities related to successful
market infroduction of the imovation from both technical and commercial points of
VIEW.

Documentation on the technological, practical and economic feasibility of the
innovation.

y J AP N S, L TR N S L N S p—— —— g S L P LS ol | D
AH ] 1LY ASPecT IS PAarTiCIULariy EXamined M ofep < O (R eVaiNainon af rRd

PrOpMOS LS

*  Objectives for the innovation proposal as well as the approach and activities to be
developed are comsistent with the expected impact (Le. conmercialisation or
deployment resuling in company growth). Appropnate defimbion provided of
specifications for outcome of project and critenia for success.

» Taken as whole, to what extent the above elements are coherent and plausible.

19



Mapping Excellence sub-criteria with
oroposal sub-sections 1/2

High-rizk/high-potential innovation idea that has something that nobody else has. It should be better
and/or significantly different to any alternative. Game-changing ideas or breakthrough innovations are

particulary sought after. Its high degree of novelty comes with a high chance of etther success or failure.
Summany: Describe your innovation
1.1 ldea and solution
1.2 Innovativeness

Realistic description of current stage of development (at least TRL 6, or something analogous for non-
technological mnovationsl), and clear outline of steps planned to take this innovation to market.

1.3 Stage of development
3.6 summary table of the project (including TRL Simarket

deployment activities |

Source: EIC 20



Mapping Excellence sub-criteria with
oroposal sub-sections 2/2

Highly innovative solution that goes bayond the state of the art n companson with existing or
competing solutions, induding on the basis of costs, ease of use and other relevant features as well as

issues related to dimate change or the environment, the Summary: Describe your innovatian
1.1 |dea and soluton

12 Innovativeness

2.7 Broader mpact
Very good understanding of both risks and ppportunities related to successful market introduction of
the inmovation from both technical and commercial points of view. Documentation on the technological,
prachical and economic feasibility of the innovation. 1.4 Feasibility of the innovation

3.4 risks
Objectives for the innovation proposal as well as the approach and activities to be developed are
consistent with the expected impact (1Le. commercialisation or deployment resulting n company growth).

Appropnate definition prowvided of speafications for outce Hmmm‘“rm
26 KPls
2.7 Broader impact

Source: EIC 21



Restructuring Impact Section

Impact Evaluation Criteria
in Evaluators’ form

Current Impact structure in template
Impact
2.1 Market and customers
2.2 Commercialisation Strategy
2.3 External Strategic partners
2.4 IPR
2.5 Scale up potential
2.6 KPIs
2.7 Broader impact

O 0O 0O O O O O N

© Nikolaos Floratos

1. Impact

Note: The following agpects will be faken info account:

Convincing specification of the potential to create new markets or create market
disnption together with a comvincing specification of the substantial demand
({including wallmgmess to pay) for the mnovation.

Total market size envisaged

Convincing description of targeted users or customers of the mmovation, how their
needs have been addressed. why the users or customers 1dentified will want to use or
buy the product, service or business model, ncluding compared to what is currently
available if anything at all.

Fealistic and relevant analysis of market conditions and growth-rate, competitors and
competitive offerings, ke', stakeholders, clear identification of opportumities for market
infroduction, market creation or disraption (e.g. via new value-chaims).

Eealistic and relevant description of how the innovation has the potential to scale-up
the applicant company (or companies). This should be imderpinned by a comvincing
business plan with a clear timeline, and complemented, where possible, by a track-
record that includes financial data {folluwmgﬂle cut-off date of 5 June 2019: mcluding
ﬁﬂaﬂ:lalmadstoﬂmnﬂlecmnpam sm:cess}

i '--:-.:} ISPecT ana associaied JInaNodl needs are paricuouari)

DAL [ WML Lo CAL-BLEE

_-Uignmﬂlr of proposal with overall strategv of applicant SME (or SMEs) and
commitment of the team behind them Demonstration of need for commercial and
management expenience, including understanding of the financial and organisational
requirements for commercial exploitation as well as key third parties needed.

Realistic and relevant strategic plan for commercialisation, incliding approximate
tm.'e—to—mmket m'deplﬂ}'man Av:tmhfs to be undu'talcmaﬂﬂ'ﬂm pm]m

IFQIegy s ].""' arly examined in Step 2 of the evalumtion of

4 pro

Eumpean.fohh:l dimension of mnovation with respect to both commerciahsation and
assessment of competitors and competitive offerings.

Ewidence of or realistic measures o ensure 'freedom to operate’ (Le., possibility of
commercial exploitation), convincing Imowledge-protection strategy. inchiding
current IPR. filing statns, IPR ownership and hcensing issues. Rrﬂul:tnn and/or
standards requirements addressed.

Taken as whole, to what extent the above elements are coberent and plausible.

Conmments:




Mapping Impact sub-criteria with
oroposal sub-sections 1/3

Convincing specification of the potential to create new markets or create market disruption together

with a convincing specificabion of the substantial derm  Summary: Describe your innovation
2.1 Market and customers;

Total market size envisaged. 27 Commencialization strategy:
2.5 Seale up potential

Convincing descniption of targeted users or customers of the innovation, how their needs have been
addressed, why the users or customers identified will want to use or buy the product, service or business

model, including compared to what 15 currently availa' 2.1 Market and customers;
12 Innovativeness

Realistic and relevant analysis of market conditions and growth-rate, competitors and competitive
1 - F 3 i i rbomibiar Far paadiat mtead v tian rearkbat craatioan e
uffenng_., key _.tE_LkEhuIder:'.. clear !-IjEﬂtlﬁcatlﬂl'l of oppr hauties fur _
disruption (e.g. via new value-chains). 27 Commercialisation strateqy and
25 External Strateqgic parmers
Dooument 2 -Annex 1-3 (Annex 5 Others)

Source: EIC 23



Mapping Impact sub-criteria with
oroposal sub-sections 2/3

[.) How the innovation has the potential to scale-up the applicant company (or companies). ()

Convincing business plan with a clear timeline, and complemented. where possible. bv a track-record
. v - - . HEW'
that includes financial data () including financial n i o )
Document 5 - Annex 4 Financial and corporate information

Alignmant of proposal with overall strategy of applicant SME and commitment of the team behind

them. Demonstration of need for commeroal and mana c sescriptior:

financial and organisational requirements for COMMErckE  Symmary: describe your innovatior:
Surmmary: company's strateqy

Realistic and relevant strategic plan for commercialization, ncuding approximate time-to-market or

deployment. Activities to be undertaken after the project
22 Commercialisation strategy and
25 External Strateqic partners

3.5 Approach and 3.6 market deployment activities

Source: EIC 24



Mapping Impact sub-criteria with
oroposal sub-sections 3/3

Europsan/global dimension of innovation with respect to both commeroalisation and assessment of
competitors and competitive offenngs. 36 KPls

2 7 Broader impact

Evidence of or realistic measures to ensure "freadom to operate’ (Le, possibility of commeroial

exploitation), convincing knowledge-protection strategy, including current IPR filing status, IPR ownership
and licensing issues. Regulatory and/or standards requirements addressed.

2 4 Intellectual Property

Source: EIC 25



Restructuring Implementation Section

Current Implementation
structure in template

3
O
O
O
O
O
O

. Implementation

3.1 Team and capabilities
3.2 Financing needs

3.3 Need for EIC support
3.4 Risks

3.5 Approach

3.6 Resources

© Nikolaos Floratos

Implementation Evaluation
Criteria in Evaluators’ form

3. Quality and efficiency of the implementation

Note: The ﬁﬂﬂwmg mpecm will be taken ifo account:

- - P s

wing the cui-off da ¥ Jume 201 . Evidence that the applicant compamy
cannot lﬂer:lve 51:|.fﬁu:1fnt investments ﬁﬂm the market and’ or, parbicularly for
applicant compames reque.-mng blended finance support, evidence that the apphicant
company 15 deemed 'mon- bankable’ by the market in view of the activities to be
developed
Technical'business experience of the team, imcloding management capacity to lead a
growing team.
If relevant, the proposal mcludes a plan to acqure missing competences, namely
through parmerships and'or subcontracting', and explams why and how they are
selected (subcontractors nmst be selected using best value-for-money' principles).

Fe  FTFTCL T
- Al EECAERLEF L F AL RN ErE

Availability of resources required (persomnel faciliies, networks, etc)) to develop

project activities In the most sutable conditions.

Where relevant, complementarity of partners in a consortium.

Where relevant, realistic desciption of how key stakeholders / pariners / subcontractors
could be mwvolved® (subcontractors mmst be selected using 'best valve-for-momey’
principles).

Where relevant the estimated budget and the procedure plammed for selecting the
subconiractors are appropriate”.

Realistic timeframe and comprehensive description of implementation {'u.mk

packages, major deliverables and milestones, risk management) taking the company’s or
applicant’s immovation ambitions and CIIJJE!:‘II‘I.-‘EE- Into accovmt.

Taken as whole, to what extent the above elements are coherent and plausible.

26




Mapping Implementation sub-criteria
with proposal sub-sections 1/2

Highly innovative solution that goes bayond the state of the art n companson with existing or
competing solutions, induding on the basis of costs, ease of use and other relevant features as well as

issues related to dimate change or the environment, the Summary: Describe your innovatian
1.1 |dea and soluton

12 Innovativeness

2.7 Broader mpact
Very good understanding of both risks and ppportunities related to successful market introduction of
the inmovation from both technical and commercial points of view. Documentation on the technological,
prachical and economic feasibility of the innovation. 1.4 Feasibility of the innovation

3.4 risks
Objectives for the innovation proposal as well as the approach and activities to be developed are
consistent with the expected impact (1Le. commercialisation or deployment resulting n company growth).

Appropnate definition prowvided of speafications for outce Hmmm‘“rm
26 KPls
2.7 Broader impact

Source: EIC 27



Mapping Implementation sub-criteria
with proposal sub-sections 1/2

QUALITY/EFFICIENCY OF IMPLEMENTATION

Availability of resources required (personnel, faclities, networks, etc ) to develop project activities in the
most suitable condibons. Where relevant, complementarity of partners in a consortum. Where relevant,
realistic descnption of how key stakeholders [ partners | subcontractors could be involved. Where relevant,

the estimated budget and the procedure planned for selecting the subcontractors are appropnate.
Company description
3.1 Team and capabilities
3.8 Resources
Document 2 -Annex 1-3 [Annex 2 (Vs)

Realistic timeframe and comprehensive description of implementation (work-packages, major
deliverables and milestones, rick management) taking the company’s or applicant’s mnovation

ambitions and objectives into account
3.7 brief description of each Work Package

Source: EIC 28



Restructure!!

© Nikolaos Floratos

Restructure the sections with
headings and subheadings that
allow the evaluators to find
easily the answers to their
guestions

29



General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources

* |. Interesting/Inspiring

* T. Tangible — Specific
* E. Encapsulation/Abstract (4Whys)
e R. Restructuring

* A
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A good paradigm!

How scientists scan journal papers when they first see them

Title
Abstract
Introduction
b . Main focus
Methods &3 @ Detailed reading
images @
Focused scanning
Results A
images Quick scanning
Discussion &
images l
Conclusion B0
If still interested 2016 www.Seyens.com, Creative commons license
References ~ download the PDF (from presentation by Lucia Franco, ELSEVIER 2010)

31
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Illustrations

e 1000 words equal to one picture (Chinese proverb)

e Use illustrations (figures, charts, tables, diagrams, etc)
to substitute or complement text

* Rule of thumb: One illustration per page

© Nikolaos Floratos



General C.R.IT.E.R.I.LA. Formula

e C. Citations
* R. Resources

* |. Interesting/Inspiring

* T. Tangible — Specific
* E. Encapsulation/Abstract (4Whys)
e R. Restructuring

e |. lllustrations
e A.

© Nikolaos Floratos



Aesthetics

e Use of bold, frames, colour or boxes for highlighting key
information

e Use Calibri or Arial instead of Time New Roman for
better appearance but most importantly for winning in
space. e.g. 1000 words in

* Calibriare . pages

* Arialare _ pages

* Times New Roman are ___ pages
* Vedrana are _.. pages

© Nikolaos Floratos



Which is more impressive?

Further innovative element of REGAME project is its well balanced consortium that it is the first
seripus initiative to bring together for collaboration players from the Open Source Community,
game's industry and games' developers, the research community, the educational sector as well as
social partners as end-users, policy advisor and policy makers in the education sectors order to
create a breakthrough in informal and formal training, workplace learning based on disruptive
educational technologies and practices that are supported by related policy making and social and
public processes.

Innovation no. 2

Further innovative elemenf of REGAME project is its well balanced consortium thar it is the first
serious initiative to bring together for collaboration players from the Open Source Community,
game's industry and games' developers, the research community, the educational sector as well as
social pariners as end-users, policy advisor and policy makers in the education sectors order to
create a breakthrough in informal and formal training and workplace learning based on
disruptive educartional technoelogies and practices that are supported by related policy making and
social and public processes.

Innovation mo. 2

Further innovative element of REGAME project is its well balanced consortium that it is the first
serious initiative to bring together for collaboration players from the Open Source Community,
game's industry and games' developers, the research community, the educational sector as well as
social partmers as end-users, policy advisor and policy makers in the education sectors order to
create a breakthrough in informal and formal training and workplace learning based on
disruptive educational technologies and practices that are suppored by related policy making and
social and public processes.

© Nikolaos Floratos



Which is more impressive?
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MONTH 12

ge 2
AWErkpatkage

N PHASE

MONTH 9 -

\ 2 MONTH 24

Workpackag

e4
Workpackage 5

Workpackag
eb

Workpatkage 7 e —— MONTH 22 -
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What EIC and evaluators
are looking for




EIC Accelerator wants SMEs with...

* High risk (_ )
* High potential ( )
* Financial needs ( )

© Nikolaos Floratos



EIC Accelerator Criteria

* Excellence
* High-Risk/High Potential Idea and solution
e Stage of development- TRL
* Innovativeness- Broader impact- CLIMATE
* Feasibility and approach
* Risks

* Impact
* Market demand
* Customers
* Competitive advantage
* Commercialisation strategy and capacity of on board team
* Global dimension
* IP/FTO
* Scale-up potential including financing needs

* Implementation
* Ability to leverage investment- Financing needs/Need EIC support
* Team and capabilities
* Resources
* Work Packages

© Nikolaos Floratos



H2020 EIC Accelerator Winning
Formula

C.R.IT.E.R.I.A. Formula

To Success

From Struggle

Show current or Apply a realistic

imminent EU/global Show high Workplan
Ste p problems and needs demand anq leading to a
addressed via a clear potential complete and

unique.bre.akthrough for growth at market

1 solutl_on in a cost EU/gIobaI level T

effective way by a luti
great team solution
EXCELLENCE IMPACT IMPLEMENTATION

Formula Formula Formula

40
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Proposal Structure

Part A - Administrative form Part B - Proposal Template
Additional call speafic questions:

*  |ntroduction
= Reguest for blended finance and

associated equity amount

=  Section 1 - Baellence

Docurment 1

=  Section 2 — Impact (30 Tias -
requested *  Section 3 - Implementation P pef)
* Consent 1o receive counter-offer *  Amex L -Secunty and Bnics Docurnert ./
with requested grant amount for = Amecl-Cis (no page limit - pdf)
L o - = Amnex 3 - Others
activities above TRLE in the fommn _ Document 3
of blended finance " P~ ool e Coqueie {no page limit -xds and pdF)
Infornation
Dooument 4
= Annex 5 —Pih dedk (o page limit- 10 MB limit-no
template — pdf )

Source: EIC
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Annex 4 — Financial information excel

Tahle 1 - Simplified finandals

- Profit & Loss

- (Cashfiows

- Balance sheet

- Business metrics and ratios
Table 2 — Company finandal data

Tahle 3 — Company finanding history

Table 4 - Company owrership and capital struciure
{Blended applicanis only)

Tahle 5 — Cument finendng round

£I, Figures for the comparty in k€

Source: EIC

=  Simpiified fnandals mastly wsed 1o guantfy the scale-up potential of the imovation
(mpactl

EVALUATION = Impact [ potential to scale-up - Step 1 & 2

= [Fnancial mformation eouied to substantiste the financial needs
= [ash flow gives indication on soheency and ability to further finance the imovation
= Fnanong track-recoeds and cument efforts will be used o subsiantiate the peed for

EIC support
=  Dwmnership & capita structure & relevant for blended fnance requests to understand

nature and impotance of owners
= |nformation on oerent finanong round will be wsefl to explain the remaining
finanang provided by other sounces

EVALUATION = Implermentatian | leveraging of mvestrments and non-bankabiity — Step 1 &
N

L

42



EXCELLENCE Formula



Restructuring content

Application Template Evalution form Restructured Content

Excellence structure suggested
1. Excellence

& 1.0 Our Innovation in brief

2. Excellence

Proposal template o Tl il o e 1.1 EU and Global Challenges
(Technical annex) *  High-risk/high-potential innovation idea that has something that nobody else has. It "
should be better andior significantly different to any altermative. Game-changing

SME instrument - phase 2 e or g oo iy e 1.2 Our Innovation in detail

[Adapted for EIC] s high degree of novelty comes with s high chance of cither success or failure,

+ Realisic descripton of current stage of development, and clear oufine of steps

e = e Pl ki s . 1.2.1 Our breakthrough
by other means « Highly innovative solution that goes beyand the state of the art in comparisan with

Please fallow the structure of the euisting or competing solutioes, incloding on the hasis of costs, ease of use and other
:

purtant mhﬁmlm\nv:lm‘;.ﬂplmnlwma;:::rknlm-wlymu il anble the relevat fatres as well as ises relaod 1 climate change ot the emvironmee, the 122 Current development stage

gender dimension, any ofher beaefits for society, o ncludes plans for oblaining this
(euly sctie PP huclading omver pags and sxscalive information

" Yo ol e of o s e o il 1.2.3 Approach to a full commercial

i lades ing plans for oblaining fhis information. H 1

Please, da oo consider the page limit a5 2 tafet 1% in your interest 10 keep your text o5 concise 25 e o inlales comincing plars o clniag |nnuvat|un
posible, since exp i in a positive ligh « Objectives for the feasibility study and the approach and actvites o be developed

Please respect the foliwwing formatting consraints: e consistet wih the ofthe o

- 3 NS I — e 1.3 Far beyond Market’s State of the Art

1.4 Technological, Practical and economic
feasibility

1.5 Risks and Opportunities
1.5.1 Technical and Commercial Risks

1.5.2 Technical and Commercial
Opportunities

[Propossl Acronym]
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Front Page/Executive Summary

* Win space by reducing the layout for the admin data at the
top

 Apply the four
* Why you: Company Description
* Why this, Why now: Our innovation
* Why in this way: The overall strategy

* Don’t worry on the 200 word limits per section above just
ensure text length for all three sections

* Ensure that you don’t exceed at all the one page
* Write each of the three sections based on the VPS model

© Nikolaos Floratos



]

Example on the VPS on “The Innovation’

* ApplytheVPSmodel (___ ., 1)
 Example:

For the last 25 years scientific and medical research and industry community has
been very busy in finding a treatment of the Alzheimer disease in order to
improve quality of life of Alzheimer patients and their spouses.

However, none of these attempts found an effective treatment of this disease so
fa;rl’;hﬁt affects more than 10.5 million Europeans and more than 50 million
globally.

In this context, the last 3 years we have been developing a novel self-care mobile
device that monitors, guides and alerts when medicine is not taken or patient
with Alzheimer has an abnormal behaviour (e.g. bad eating and hygiene
activities, Fetting lost in the house or outside etc) for improving significantly the
guality of life of people with Alzheimer disease and their spouses which has
been tested with great success in more than 1000 related cases.

© Nikolaos Floratos



Restructuring Excellence Section

Excellence structure suggested

1. Excellence

1.1 Idea and Solution

1.1.1 EU and Global Challenges

1.1.2 Our breakthrough

1.2 Innovativeness — Broader benefits
1.2.1 Innovation beyond the current state of the art
1.2.2 Broader advantages

1.3 Stage of Development — TRL

1.3.1 Current development stage

1.3.2 Steps to a full commercial innovation
1.4 Feasibility

1.4.1 Technological feasibility

1.4.2 Practical feasibility

1.4.3 Economic feasibility

1.5 High-risk/high-potential

1.5.1 Technical risks and gains/potential
1.5.2 Commercial risks and gains/potential

1.6 Alignment between project objectives, approach and
expected impact

© Nikolaos Floratos

Excellence Evaluation Criteria
in Evaluators’ form

2. Excellence
Note: The following aspects will be faken it account:

= High-risk/high-potential innovation idea that has something that nobody else has. It
should be better andfor significantly different to any alternative. Game-changing
deas or breakthrough mnovahons are particularly sought after.

Its high degree of novelty comes with a lngh chance of exther success or fatlure.

# Realistic description of current stage of development (at least TRL 6, or something
amalogous for non-technelogical mmovations’), and clear outline of steps planned to
take this innovation to market.

= Highly innovative solution that goes bevond the state of the art m companson with
existimg or competing solutions, inchading on the basis of costs, ease of use and other

TEL (or its equivalent for
will only b e -.].t-.l Grant
or its equivalent for non-techno mnovation) of 6 to 3

: Expa'tsmlla]sobe asked to assess the operational capacity ofappllcaﬂisto carry out the propose

relevant features as well as 1ssues related to chmate change or the environment, the
gender dimension, any other benefits for society.

* Very good understanding of both risks and opportunities related to successful
market infroduction of the imovation from both technical and commercial points of
VIEW.

Documentation on the technological, practical and economic feasibility of the
innovation.

*  Objectives for the innovation proposal as well as the approach and activities to be
developed are comsistent with the expected impact (Le. conmercialisation or
deployment resuling in company growth). Appropnate defimbion provided of
specifications for outcome of project and critenia for success.

» Taken as whole, to what extent the above elements are coherent and plausible.
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1.1 Idea and Solution



1.1.1 EU and Global Challenges

* Define the problem you are trying to solve very well so start with
Problem Statement

e _ users/customers at EU/global scale and | their

key challenges

e Highlight the consequence (mainly financial but also social,
environmental) of this problem for the EU

» Refer to the report and statistics of the EU on the issue and specify
sources (Citations)

* Use lllustrations (tables, graphs, figures)

* Ensure that you address what are the challenges or problems —
business, technological or societal - that you seek to address by
bringing your innovation to market.

e Use alternatively a self-explained tile, e.g. “1.1.1 The problem for
11 million Alzheimer patients”

© Nikolaos Floratos



1.1.1 EU/Global Challenge Table Example

EU/Global Challenges Expected Impacts

Number of people with To allow people with Alzheimer  Treatment and care costs for
Alzheimer is approximately disease and their spouses to people with Alzheimer to be
10.5 million in Europe costing  have a quality in life with a self-  reduced by 30% that extends
currently €1.83 trillion. care mobile device that in total EU savings of €500
Projections are alarming, i.e. monitors, guides and alerts billion annually.

by 2030 patients are expected when medicine is not taken or

to get to 13.4 million and to patient has an abnormal

18.7 million by 2050 (see latest behaviour (bad eating, hygiene

report PwC 2018). activities, getting lost in the

house or outside)

50
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1.1.1 Global and EU challenge Figure example

Figure 1. The expanding digital universe, 2013-2020

In 2020, the digital universe is expected to reach 44 zettabytes. One zettabyte is equal to one billion
terabytes. Data valuable for enterprises, especially unstructured data from the Internet of Things and
nontraditional sources, is projected to increase in absolute and relative sizes.

° Q PR g T
87 =Lla
—IT L,
Total size of the Data useful Data from mobile Data from
digital universe if analyzed devices and people embedded systems

2013

2020

1

Up to 90% of this data is unstructured

©ee000060

Sources: EMC Digital Universe with research and analysis by IDC, “The digital universe of opportunities: Rich data and the increasing value
of the Internet of Things," April 2014; International Data Corporation, "IDC iView: Extracting value from chaos,” 2011,
www.emc.com/collateral/analyst-reports/idc-extracting-value-from-chaos-ar.pdf, accessed December 23, 2016.

Deloitte University Press | dupress.deloitte.com
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1.1.1 Global and EU challenge Figure example

9%

SITUATION SITUATION

$4444
$4444

40,000,000

childbirths per year without of maternal deaths occur in developing
assistance of skilled personnel countries
PROBLEM EEEECT

WOMEN DIE
EACH DAY

lack of access to quality care by pregnant from preventable causes related to
women before, during and after childbirth pregnancy and childbirth
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1.1.2. Our high-risk/high potential
breakthrough

e Use a figure of

* the product/solution and/or

* The value chain (Stakeholders relations and benefits wrt to
your innovation

e Use a table for highlighting the breakthroughs of your
innovation, the expected benefits and related users &

customers

* Breakthroughs should have already been ¢ and
NOT to be developed during the EIC accelerator

© Nikolaos Floratos



Use images/figures related to the product
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1.1.2 Our Breakthroughs
el el
Economical Benefits

Further elements to highlight

* Ensure in this section that you address convincingly, what are the objectives based on
breakthough(s) that have something that nobody else has. Game-changing ideas or
breakthrough innovations are particularly sought after.

* Briefly show why is your innovation better or significantly different than other existing
alternatives?

* Why is the timing right for your innovation?

55
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1.2 Innovativeness —
Broader benefits



1.2.1 Innovation beyond the current state of the
art

 Compare your innovation with the competition overall based
on e.g.

* performance (e.g. Accuracv. Energy consumption, scalability, ease of
use, etc)

* implied costs

e Usability

e impact to climate change or the environment
* impact to gender dimension

* benefits to society

* Use a table to compare your innovation with the competition

* Choose two __, metrics (e.g. Performance, affordability) and
use the “Magic Quadrant” or “Forrester wave” to show how
you measure up to competition

© Nikolaos Floratos



1.2.1 Innovation beyond the current state of the
art table template

Key Key Advance Key Advance Key Advance | Key
Advance 1 Advance ..

Competition

high

58
© Nikolaos Floratos



1.2.1 Innovation beyond the current state of the
art - Magic Quadrant Example

Affordability

Compet
ition

Ne—

_ Performance 59
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1.2.2 Broader advantages

If not addressed already in 1.2.1 then highlight further
key advantages of your innovation here to
basis of costs, ease of use and other relevant benefits
such as to

* issues related to change or the _ f .,

e the dimension,

e any other benefits for society

e ... check the Sustainable development goals at
https://www.un.org/sustainabledevelopment/

© Nikolaos Floratos
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1.3 Stage of Development
—TRL



1.3.1 Current development stage

* Ensure and show that the technology maturity of your
innovation starts at TRL 6 (i.e. a demonstrable prototype)

e Outline key for reaching current development stage
such as any

Partnerships in the past for development and testing

FTO or Patent filing

Setting up an Advisory Board with (ex-) CEOs/High profile people for
external advice

Agreements with leading players (e.g. distribution channels) in the
related market

Engagement of investors
Any awards/key achievements

e Use a timeline image for visual comprehension (chevron or
https://pincello.officetimeline.com )

© Nikolaos Floratos
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Current EIC Accelerator Coverage
As a reminder,

MEASURE YOUR TECHNOLOGY READINESS LEVELS - TRL

How technology ready is your service/product?

Un'p;'oven cept, no testing has been performed

BASIC RESEARCH
ow ribe the need(s) but have no evidence

Concept and application have been formulated

You have nitial 'offering’; stakeholders like your slideware

SMALL SCALE PROTOTYPE
Built in a laboratory e onment (“ugly” prototype)

LARGE SCALE PROTOTYPE

support commercial activity

APPLICATION
r all consumers

e e

IDEA

PROTOTYPE

VALIDATION

PRODUCTION

as adapted by the CloudWATC
ATCHZ TRL: http://bit.ly/TRL_MRI
°_o
< > > w.cloudwatchhub.eu
Cloumtch CloudWATCH2 has received funding from the European Union's Horizon 2020 programme
Trink Clowd Aces for Governmant. DG CONNECT Software & Services. Cloud. Contract No. 6 748

A proposal should have at
least completed and
undertake activities to achieve
TRL6to TRL9 in order to be
funded.

Activities above cannot
be financed through grants
but via equity

..._ _ corresponds to 'system
complete and qualified' (not
yet proven in operational
environment)
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Grant or Blended finance?

Grant: TRL6 —-8: 70%
OR

Blended Finance: EQUITY: TRL6 -9, GRANT: TRL6 -8
* Grant: Early-stage innovation for

* Equity: Early-stage and mature innovation for

* Equity is an asset of the company and can be used to
the best of its interests.

* Equity may be used to co-finance the 30% of TRL6 to 8
activities.



1.3.2 Stepsto a Innovation

e May 2016 ¢ Aug 2017 e« Nov 2017 e Dec2017 e Feb 2018 e Apr2018 e May 2019 e July 2020

e R&D of e Market e Public e 10000 e TRL6 e TRL7 e Tested by e Readyto
first Validation  beta users reached reached 20K users  scale-up in
concept e Product released received EU/global

completed markets

65
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1.3.2 Steps to a full commercial innovation

e Outline the planned activities for taking your innovation to EU or
global markets

* Some of these activities will be implemented the EIC project
but the rest after the end of the project e.g.

Pre-requisites: Development of business plan and feasibility study and FTO
research

1. Scaling up and performance verification

Integration, testing and demonstration in pilots/targeted countries
IPR e.g. patent filing (pre-requisite or during EIC pilot)

Validation for Market replication

Regulatory Authorization e.g. CE certification (during EIC pilot or after)
Agreements with distribution channels (during EIC pilot or after)
Market take-up at EU/global level (after pilot)

8. Marketing campaigns in EU/global markets (after pilot)

» Specify expected outcomes from each activity and related success
criteria (2.6 KPls)

* Use a table for better comprehension
© Nikolasos Ftoratos
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1.3.2 Steps to a full commercial innovation

Expected Expected Cost/Resources | Success Criteria

completion | NN  ( pm)

month

Development of
commercialisati
on plan

Patent filing in
EU, global
markets

Validation for
Market
replication

© Nikolaos Floratos

M2

M6

M18

M26

Detailed
Commercialisati
on Plan

IP rights at EU,
global markets

Innovation
validated in 3
targeted
countries

System at TRL9

Accepted by
Advisory Board

Operation at
EU/global level

1000 potential
customers
confirmed the
high value of
innovation

Launched in 4

markets -



1.4 Feasibility



1.4 Technological, Practical and
Economic Feasibility

* Evidence that the proposed project is

* Technologically .  to be deployed in EU/global markets with
the given/requested resources (1.4.1 Technological feasibility)

* Practical with key __.._..__ to users/clients wrt to existing
situation/solutions (1.4.2 Practical feasibility)

* Expected to be highly _ 'in the targeted EU/global markets
(1.4.3 Economic feasibility)

e Evidence should be based on

* findings from a study that should be annexed if
applicable

| results from clients/users that already tested the
innovation

© Nikolaos Floratos



1.5 High-risk/high-
potential



1.5 High-risk/high potential
—ic EEmcienia

e High technical risk 1 * High technical potential 1
e High technical risk 2 * High technical potential 2
* High technical risk 3 .

Potential

* High commercial risk 1 * High commercial potential 1
* High commercial risk 2 * High commercial potential 2
* High commercial risk 3 .

© Nikolaos Floratos
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1.5 High risk/high potential(gains)

Examples of high risks
* Certification process of our medical device complex that

requires min. 1000 successful results ( L)
* Rules in EU regulation on products like ours become
stricter - longer time toadmission (..~ . )

* Non-delivery from suppliers ( )
* Advantage of first in the market is lost ( )

© Nikolaos Floratos



1.5 High risk/high potential(gains)

Examples of high gains (potential)

e Unobtrusive monitoring devices for more than 10 million
people in Europe with severe disabilities and immediate
improve of the quality of life of them and their carers

( )

* Highly affordable and usable solution to support
independent living of more than 2M people with Alzheimer

( and 1 D)

* Permanent pain reliever for more than 50M patients with
chronic pain (’ )

* Exploitation of a new marketof 20Musers (... _ )

© Nikolaos Floratos



.6 Alighment between project
objectives, approach and
expected impact

(Not in the template but sub-criterion)



1.6 Alighnment of objectives and
approach with Impact (e.g.)

Activity 1: Localisation &

Expected Impact:
Commercial Deployment
in 4 EU countries

\J

© Nikolaos Floratos

Obj. 1: Solution
completed

System integration

. specify

Activity 2: Testing and
finetuning

Obj. 2: Strengthen the
brand and distribution
channels

Activity 3: Raising
Awareness

Activity 4: Stakeholder
engagement

Activity 5: Agreement
with distributors

Prepare for wide market
penetration

Activity 6: IPR and CE
certification

also

the key

outcomes and KPIs
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1.6 Alignment of objectives and approach with impact e.g.

Technical- h/w & s/w optimization; Technical and CE marking on our solution; M1-M12
Regulatory clinical documentation; Third-party product approved for clinical

safety approval; Notified body investigation

approval;

Clinical A clinical study on 100 patients Clinical outcome; CE-marking; M16-
peer-reviewed publication M20
submitted

Commercial Investors supporting market Sale of the first systems M20-

expansion; Distributor agreements; M24

Key Opinion/Influencers/Leaders
agreements; Marketing material
produced

Expected impact in EIC Accelerator is commercial deployment in EU/global markets. With this table,
we clearly specify also the key objectives, activities and KPIs/outcomes of project.
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EIC Accelerator Excellence Sub-Criteria checklist

High-Risk/High Potential Idea and solution

v' Game-changing/ breakthrough innovation that has something that nobody else has. i.e. High degree of novelty with a high chance of
either success or failure

v’ Better and/or significantly different to any alternative
v’ High-risk/high-potential innovation

Stage of development- TRL
v’ Realistic description of current stage of development (at least TRL 6)
v’ clear outline of steps planned to take this innovation to market

Innovativeness- Broader impact- CLIMATE
v Highly innovative solution that goes beyond the state of the art in comparison with existing or competing solutions, including on the
v’ basis of costs,
v’ ease of use and other relevant features as well as
v’ issues related to climate change or the environment,
v the gender dimension,
v’ any other benefits for society.

Feasibility and approach
v’ Technical Opportunities
Commercial Opportunities
Technological advantange that can be achieved (Technological feasibility)
Practical advantage that can be achieved (Practical feasibility)

DN NN

Economic advantage that can be achieved (Economic feasibility)

Risks

v" Technical risks and commercial risks for successful market introduction of the innovation

© Nikolaos Floratos



H2020 EIC Accelerator Winning
Formula

C.R.IT.E.R.I.A. Formula

To Success

From Struggle

Show current or Apply a realistic

imminent EU/global Show high Workplan
Ste p problems and needs demand anq leading to a
addressed via a clear potential complete and

unique.bre.akthrough for growth at market

1 solutl_on in a cost EU/gIobaI level T

effective way by a luti
great team solution
EXCELLENCE IMPACT IMPLEMENTATION

Formula Formula Formula

78
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2. IMPACT FORMULA
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Restructuring Impact Section

Impact Evaluation Criteria
in Evaluators’ form

Impact structure suggested

2. Impact

2.1 Market and Customers

2.1.1 Market demand

2.1.2 Targeted Users and Customers

2.1.3 Competitive Advantage

2.2 EU/global commercialisation Plan and core team

2.2.1 Commercialisation plan/ Strategy for penetrating
EU/global markets

2.2.2 Barriers for EU/global penetration

2.2.3 Corporate Strategy and Key Team on Board

2.3 External Strategic Partners

2.3.1 Value chain/Strategic Stakeholders’ engagement
2.4 Freedom To Operate and IPR

2.5 Scale-up Potential

2.6 Track Record/ KPIs

2.7 Broader impact

© Nikolaos Floratos

1. Impact
Note: The following aspects will be taken info account:

Convincing specification of the potential to create new markets or create market
disniption together with a convincing specification of the substantial demand
(including willmgmess to pay) for the mnovation.

Total market size envisaged

Convincing description of targeted wsers or customers of the innovation, how their
needs have been addressed. u.h\ the users or customers idenfified wall want to use or
buy the product, service or business model, imchiding compared to what 15 currently
available if anything at all

Realistic and relevant analysis of market conditions and growth-rate, competitors and
competitive offerings, ke"f stakeholders, clear idenfification of opportumities for market
infroduction, market creation or disruption (2.g. via new value-chains).

Realistic and relevant description of how the innovation has the potential to scale-up
the applicant company (or companies). This should be underpinned by a convincing
business plan with a clear timeline, and complemented, where posslble by a track-
record that includes financial data (follnwmg the cut-off date of 5 June 2019: ncluding
financial needs fo ensure the compauj—' s m:'cess).

’A]].gnment Df pmposﬁl with overall strategv of applicant SME (or SMEs) and
commitment of the team behind them Demonstration of need for conmercial and
management expenence, including understanding of the financial and organisational
requirements for comumercial exploitation as well as key third parties needed.

Realistic and relevant strategic plan for commercialisation, mcluding approximate
u.u:e—to—mm'l-:et m'deplﬂ}man Activities to be u.udﬂ'ta]:enaﬂﬂ'the pro_]m

Eurn-pean.w']enb:l.l dimension of innovation with respect to both commerciahisation and
assessment of competitors and competitive offerings.

Evidence of or realistic measures to ensure ‘freedom to operate’ (1.e.. possibility of
commercial exploitation), comincing Ikmowledge-protection strategy,

current IPR. ﬁ.lu:lg status, IFF. ownership and heensing issues. Rrﬂu]arnn andfor
standards requirements addressad.

Taken as whole, to what extent the above elements are coherent and plausible.
Comments:
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2.1 Market and Customers



2.1.1 Market demand

 Understand the difference between ___._ and

| (e.g in a 3-D MRI scanner)

* |dentify the users of your innovation, explain briefly
their profile and prioritirise their needs

* |dentify the clients (if different) of your innovation,
explain briefly their profile and prioritirise their needs

© Nikolaos Floratos



2.1.1 Market Demand

e 1 market problems/needs with your solution

* Provide evidence on customers willing to pay for your
innovation (e.g. price for a 3-D MRI scanner with 98% prediction
accuracy vs a standard MRI scanner with 90% prediction
accuracy) — Seek/Use as evidence surveys, interviews, focus
groups, etc and annex any supporting findings

* Mention here any __paying customers or
with potential customers and distributors

* Include if any, the interest or the commitment of external
investors BUT with the condition to invest _____ the EIC pilot

* Seek and highlight any LoS on the above (10-15 LoS is a nice
number ©)
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2.1.1 Evidence of Substantial Demand

Supplement this section with a

User(s)
Problem/trend Implications Solution Innovation
Advance
Client(s)
Problem/trend Implications Solution Innovation
Advance




2.1.2 Targeted Users and Customers

Specify the

e TAM - : the total market demand for your

innovation globally

e SAM - . the segment of the TAM
interested in your innovation within your first geographical reach

* SOM - . the portion of SAM that
you can first engage

© Nikolaos Floratos



2.1.2 Targeted Users and Customers

- Do not your research to a few national markets even if
these are your starting countries
- No .____ only in your own country even if it’s a large market

- Highlight if applicable the ease of use and affordability of
your innovation since it makes the TAM more reachable

- Describe which international markets, you would first target

- No focus only on the ones with the highest TAM but on other
factors also (e.g. appropriate legislation/regulatory status,
cultural, economical, technological, social demographical,
environmental issues

-Add __________ inyour approach for SOM/SAM by
considering any suppliers/distributors locally

© Nikolaos Floratos



2.1.2 Targeted Users and Customers
You can use a stacked Venn diagram for TAM/SAM/SOM

© Nikolaos Floratos
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Be Clear on your Sales Projections

Most early stage Business Plans
focus on the first 2 or 3 levels THE MARKET — Overall Global Market (TAM)

Gartner, Frost & Sullivan etc, Estimates based

> e o
We plan to win 2% of this 3 Billion on Number of Potential Users etc.
Euro Market”

YOUR TARGET MARKET (SAM)
The portion of the market that you will be
focusing on to win business

YOUR ADDRESSABLE MARKET (SOM)
The portion of your target market that you can
get access to — based on plans, resources’, etc.

Names, contact details??

VALIDATED CUSTOMER PIPLINE
Who have you spoken to — what is their
interest?

CUSTOMERS and Finally RECURRING CUSTOMERS

Investors want to see that you have

actually spoken with and validated
your target customers.

Source: TH2020II/ARF



2.1.3 Competitive advantage

* Show that you know your competitors and their advantages

* Avoid statements as such “We have no ”. There are

always competitors
 Compare your USPs with the competition via a detailed table

e Usea from Blue Ocean to show visually how you

position with respect to the competitors on specific factors
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2.1.3 Competitive advantage

\ canvas example
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—4— Netflix
== Cable TV
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2.1.3 Competitive advantage

Strategy Canvas shows

* Factors that should have been reduced/eliminated
well below the industry’s standard and are
reduced/eliminated with your innovation (e.g.

)

 Factors that should have been raised/offered well
above the industry’s standard and are
raised/offered with your innovation?

* (e.g. _ , )
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2.1.3 Competitive Advantage

Harvey Balls

W""‘I‘T'ﬁ'
9

L T S
- T T R T

Further research is being scheduled to verity the results

| TemHere | . Twxl Herw .?mum L Tast kiere ‘ Tkl Hsrm Your Logo

Use Harvey balls
as__ or
‘ to

strategy canvas
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2.2 EU/global
commercialisation Plan and
core team



2.2.1 Commercialisation plan/ Strategy tor
penetrating EU/global markets

* Focus on commercial exploitation and scaling up in
EU/global markets

* Highlight for more
* Any current/planned investments in other countries

* Any current/planned partnerships with key actors (e.g.
distributors) in other countries

* The engagement of the proper team (with management,
technological and marketing experience) to exploit and scale-
up in Europe

© Nikolaos Floratos



2.2.1 Commercialisation plan/ Strategy for
penetrating EU/global markets

|dentify your per phase for introducing your innovation to the
market e.g.

* Pre-requisites
Technical feasibility
Market assessment
Key partnerships
Regulatory & IPR
Business Plan

* In EIC Accelerator (+up to 2 years)
* Localisation and integration
* Testing/clinical trials and finetuning
 Certifications
* Marketing campaign and delivery of the innovation in initial markets

» After EIC Accelerator (+2-3 years)
* Market uptake in more countries in EU

* In phase 4 (+2 — 3 years)
* Market uptake in Europe/international markets
© Nikolaos Floratos




2.2.2 Barriers for EU/global penetration

Check especially for any

¢ _barriers such as CE certification for EU and
FDA for USA

. or Business barriers to scale-up in Europe
such as
* high capital costs for operating in EU/global level
* Well-established competition in new EU/global markets
e Lack of trust in your brand and technology
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2.2.2 Barriers for EU/global
penetration

e Use first as a checklist
 Political barriers and respective necessary conditions

e Economical barriers (e.g. capital costs, economies of scale,
predatory pricing) and respective necessary conditions

 Social barriers (e.g. cultural refusals) and respective necessary
conditions

* Technological barriers and respective necessary conditions
* Environmental barriers and respective necessary conditions
* Legal barriers and respective necessary conditions
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2.2.2 Barriers for EU/global
penetration

Check especially for any

¢ _barriers such as CE certification for EU and
FDA for USA

e ____________orBusiness barriers to scale-up in Europe

such as
* high capital costs for operating in EU/global level
* Well-established competition in new EU/global markets
e Lack of trust in your brand and technology
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CNecKlIst Tor the strategy 1or penetrating
EU/Global markets

v'Realistic and relevant strategic plan for

commercialisation,
v'including approximate time-to-market or
w 0 deployment.
\/ v'Activities to be undertaken after the project.

v’ European/global dimension of innovation
with respect to both
v'commercialisation and
v’ assessment of competitors and competitive
offerings.
v'N.B.:The 'commercial strategy' aspect is
particularly examined in the interview
process. Highlight that in your

99
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2.2.3 Corporate Strategy and Key Team on Board

In this section,

* Align the and the overall __of the company with
the proposed innovation
* Highlight the of the key team behind.

* Ensure and highlight essential skills from the key team behind
such as commercial and management experience, including
understanding of the financial and organisational
requirements for commercial exploitation

* Ensure and highlight other expertise on board from key third
parties (e.g an _board)

Important: This section is notinthe L but key criterion
in Accelerator-Impact
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2.3 External Strategic
Partners



2.3.1 Value chain/Strategic Stakeholders'
engagement

Check which of the following that apply to your innovation!

Minbound logistics and actors for the receiving, storing and distributing of any raw
materials or data used in the production process

MOperations and actors for the raw materials and data turned into the final
innovation

MOutbound logistics and actors for the distribution of the final innovation to
consumers

MMarketing and sales and actors for advertising, promotions, sales-force
organization, distribution channels, pricing and managing the final innovation to
ensure it is targeted to the appropriate consumer groups and countries

MService resources and actors to maintain your innovation's performance after it has
been produced, including installation, training, maintenance, repair, warranty and
after-sale services in the targeted countries

MEnd-users and clients of your innovation that either use or pay for your innovation
in the targeted countries

N.B.: Identify the key partners from above that are required to develop and
commercialise your innovation, what their roles/competences are, and to what extent
they arg)alreadycommltted and incentivized (provide .____._ _. ...__.._ if available in
Annex

© Nikolaos Floratos




2.3.1 Value chain/Strategic Stakeholders'
engagement

Stakeholder type Current Relationship Expected

relationships by
end of project

e.g. Supplier, distributor,  e.g. f2f meetings, e.g. negotiations, e.g. x no. of
etc campaigns, social media, etc discussions, LoS, already agreements with
collaboration, etc specific
stakeholder type

_ 103
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2.4 Freedom To Operate and
IPR



2.4 Freedom To Operate and IPR

* Ensure and show that you have conducted a FTO search
via a __ company

e Refer and annex any letters that confirm FTO
* Highlight any patents you have filed/awarded
* Refer and annex if applicable any patent certificates
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2.4 FTO and IPR checklist

Ensure that you have specified

v'your Intellectual Property Rights in relation to your
Innovation.

v'realistic measures to ensure 'freedom to operate' (i.e.,
possibility of commercial exploitation), convincing
knowledge-protection strategy, including current IPR filing
status, IPR ownership and licensing issues

v'Regulatory and/or requirements.
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2.5 Scale-up Potential

* Provide a realistic and relevant description of how the
innovation has the potential to scale-up the applicant company
(or companies). This should be underpinned by a convincing
business plan with a clear timeline, and complemented, where
possible, by a track- record funds raised so far including further
financial needs to ensure the company’s success and growth).
Align this with the information required in .

* Ensure growth in financials but also in _ involved

* Provide a list of KPIs for the expected outcomes and the related
success criteria for the innovation (i.e. the technological,
practical, economic, market), indicating the current values and
the target values at specified dates (breakeven point, etc.).
Align this again with the info in ____(Document 3 - annex 4
Financial and corporate information)
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2.5 Scale-up Potential



2.5 Scale-up Potential

* Show the expected .,  of your company for the next six years
wrt
 profit (EUR) and
* no. of employees

e Estimate the per year wrt
 Raw materials

Infrastructure

Personnel (incl. marketing)

IPR

Subcontracting

Shipping

Indirect costs

e Estimatethe ._. _.._.__ per year wrt
e Unit price x SOM for first year(s)
e Unit price x SAM for next year(s)
* Unit price x % TAM for the other years
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2.5 Scale-up Potential

. contribution can be between 150K-750 K EUR

* Indicate if applicable and align with info in Annex 4
* The share values and ownership % of your company
* The cash flow of your company
* Any pending investments from shareholders
* Any expected investments from VC, BA

» Refer any letter of potential investment from
shareholders/externals but remember that they should be
willing to invest after the EIC pilot
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Tip for EU/global scale-up

Consider the following activities for successful EU/global scale-up

* identifying and engaging the most effective .....,.....,.) (i.e. sale
force, distributors, partners or digital platform such as Internet, etc)

for scaling up at EU or global level.

* jdentifying and engaging the most appropriate and
—® expertise for adapting your innovation to the local needs of the EU
and global market

. Having multiple distribution, sales and suppori for the
different geo raphical areas for accelerating market penetration at
EU or global level

Examinin? if applicable the different countries’ regulation and
licensing laws and about foreign import regulations. Alternatively
consider actions for getting that knowledge such as export
counseling via experts or via the embassies. You can always use the
EC portal for EU export/import https://europa.eu/european-
union/business/import-export _en

* Using the success 's of the innovation of your market for
attracting further external funds (e.qg. Venture Capital Funds) for
scaling up in EU or global markets

* Joining an ‘programme such as EIT Digital Accellerator
(https://www.eitdigital.eu/accelerator/)
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https://europa.eu/european-union/business/import-export_en

Tip for EU/Scale-up

© Nikolaos Floratos

Especially if you are based in an associate
country outside EU (e.g. Israel, etc) you can
consider and say the following:

Although our company is based outside EU,
we have global partnerships, experience and
presence. Also, we will move our HQ to
Europe (Specify Most likely Ireland
or Netherlands with attractive incentives for
start-ups), to be closer to European
customers and respond to their
requirements better.
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2.6 Track Record/ KPlIs



2.6 Track record/KPIs

* Points to consider for your business/revenue
* Do you sell your innovation per unit?
* Do you charge for a service?
* Do you have a membership fee?
* Do you charge for post-sale assistance?

e Do you provide it for free but have revenues from advertising and/or
for selling data you have gathered?

* Do you intend to use licensing

* Do you consider leasing?

* Do you consider any other revenue option?

* Do you consider any combination of the above?

* Have a __ to conduct if possible your revenue and cost
model for the next six years for adding credibility
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2.7 Broader impact



2.7 Broader impact

 Examine any broader societal, economic, environmental or climate
impacts applicable if your innovation is successfully
commercialized

 Examine whether such broader impacts may support any of the 17
_goals (i.e. No Poverty, Zero Hunger,
Good Health and Well- belng, Quality Education, Gender Equality,
Clean Water and Sanitation, Affordable and CIean Energy, Decent
Work and Economic Growth, Industry, Innovation and
Infrastructure, Reduced Inequality, Sustainable Cities and
Communities, Responsible Consumption and Production, Climate
Action, Life Below Water, Life on Land, Peace and Justice Strong
Institutions, Partnerships to achieve the Goal

* N.B. Broader impact is not part of the evaluation criteria per se but
improves the general ___ for the Impact criterion!
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EIC Accelerator Impact Sub-Criteria Checklist

v" Market demand
v' Clear potential to create new markets or create market disruption
v Evidence on substantial demand (including willingness to pay) for the innovation
v' Total market size envisage

v Customers
v Convincing description of targeted users/customers of the innovation,
v how their needs have been addressed,
v" why these users/customers will want to use/buy your innovation also in comparison to what is currently available

v' Competitive advantage
v Realistic and relevant analysis of market conditions and growth-rate, key stakeholders, clear identification of opportunities for market introduction
v' competitors and competitive offerings
v" market creation or disruption

v' Commercialisation strategy and capacity of on board team
v’ Realistic and relevant strategic plan for commercialisation,
approximate time-to-market or deployment.
Key third parties needed
Activities to be undertaken after the EIC accelerator project
Alignment of commercialization strategy with overall strategy of applicant SME
Commitment of the core team
Commercial and management experience, including understanding of the financial and organisational requirements for commercial exploitation

D NI N N NN

v Global dimension
v' European/global commercialization scale-up
v European/global advantage in comparison to competitors and competitive offerings

v IP

v Realistic measures to ensure 'freedom to operate' (i.e. possibility of commercial exploitation),
v Clear IPR strategy, including current IPR filing status, IPR ownership and licensing issues.
v' Regulatory and/or standards requirements addressed

v’ Scale-up potential — including financing need
v/ Expected company growth due to innovation
v' Convincing business plan with a clear timeline, and complemented, where possible, by a track record that includes financial data including financial needs.
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H2020 EIC Accelerator Winning
Formula

C.R.IT.E.R.I.A. Formula

To Success

From Struggle

Show current or Apply a realistic

imminent EU/global Show high Workplan
Ste p problems and needs demand anq leading to a
addressed via a clear potential complete and

unique.bre.akthrough for growth at market

1 solutl_on in a cost EU/gIobaI level T

effective way by a luti
great team solution
EXCELLENCE IMPACT IMPLEMENTATION

Formula Formula Formula
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IMPLEMENTATION
Formula



Restructuring Implementation Section

Implementation structure
suggested

3. Implementation
3.1 Team and capabilities

3.1.1 Technical and Business
experience

3.1.2 Management capacity to
lead a growing team

3.1.3 Planned
partnerships/subcontracting

3.2 Financing needs and need
for EIC support

3.3 Risks
3.4 Workplan/Approach
3.5 Availability of Resources

© Nikolaos Floratos

Implementation Evaluation
Criteria in Evaluators’ form

3. Quality and efficiency of the implementation
Note: The ﬁrﬂr:awmg mper:rs will be taken ifo account:

i i-off date af 5 Jume 201 . Evidence that the applicant compamy
cannot lﬂernﬂe m.fﬁﬂfnr investments ﬁﬂm the market and’ or, parbicularly for
applicant compames requestmg blended finance support, evidence that the apphicant
company 15 deemed 'mon- bankable’ by the market in view of the activities to be
developed

*  Technical’business experience of the team, mcloding management capacity to lead a
growing team.
If relevant, the proposal mcludes a plan to acqure missing competences, namely
through parmerships and'or subcontracting', and explams why and how they are
selected (subcontractors nmst be selected using best value-for-money' principles).

*  Availability of resources required (persomnel faciliies, networks, etc) to develop
project activities In the most sutable conditions.
Where relevant, complementarity of partners in a consortium.
Where relevant, realistic desciption of how key stakeholders / pariners / subcontractors
could be mwvolved® (subcontractors mmst be selected using 'best valve-for-momey’
principles).
Where relevant the estimated budget and the procedure plammed for selecting the
subconiractors are appropriate”.

» Realistic timeframe and comprehensive description of implementation {u.ﬂrk

packages, major deliverables and milestones, risk management) taking the company’s or
applicant’s immovation ambitions and r:ul:ljectmes Into accovmt.

»  Taken as whole, to what extent the above elements are coherent and plaunsible.
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3.1 Team and capabilities



3.1 Team and capabilities

* Ensure that you have the following profiles on
 Manager and Leader with experience in the targeted industry (3.1.2)

* Technical/Operational manager with experience in targeted industry
(3.1.1)

e Business and marketing manager (3.1.1)
* Innovation and IPR manager (3.1.1)

* Financial and fundraising manager (3.1.1)
 Human Resource manager (3.1.2)

* Include _ of the people next to their key expertise

* Avoid _ _____unless something specialised (e.g. clinical
trials, CE certlflcatlon Patenting, FTO search, etc

* Always consider an “board with high profile people such
as investors, technical experts, distributors, marketers, IPR
experts, etc
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3.1 Team Experience checklist

Ensure

v’ Describing your team, the different roles, commitmentand _
achievements/experience (strategic, technical and commercial) in relation to your
innovation.

v’ Explaining the role of the company's owner(s) if not part of the team. For each
team member (including management and company founders where relevant)
please provide relevant information, including shareholding and stock options in
the company for demonstrating commitment.

v’ Describing how the team members are incentivized (e.g. share options)

v Highlighting the technical/business experience of the team, including
management capacity to lead a growing team.

v If relevant, to include a plan to acquire missing competences, namely through
.., andfor_..__....._....., and explain why and how they are selected
(subcontractors must be selected using 'best value-for-money' principles). (3.1.3)

v’ Use subcontracting only for highly specialized activities that it is OK not to be
offered by the company inhouse, e.g. IP filing in other EU countries, EC
certification, FDA approval, etc

© Nikolaos Floratos



3.2 Financing needs and
need for EIC support



3.2 Financing Needs and need of EIC
support

* Provide evidence that the applicant company __....__leverage sufficient investments
from the market and/ or,

 Particularly for applicant companies requesting blended finance support, provide
evidence that the applicant company is deemed 'non- bankable’ (i.e. not able to attract
loans or investments? by the market, in view of the activities to be developed. (e.g.
Ie'lcte)rs of support to invest from bank loans and/or investors _____ the successful EIC
pilot

* Explain why it is not possible for your company to raise the reauired financial resources
from private investors or other sources, (see special letter of to invest

* Describe your company’s .. ._...___... _. .... __...._... and current efforts for fund-raising

e Explain what would be the impact if you do not receive financial support from the EIC
pilot (e.g. missed opportunities at EU/globally for the company, the investors, the
market, for clients, maintenance of societal and economic problems in EU/globally,
lose of the advantage being the first, etc)

* Remember that this section is a key criterion in phase

* Ensure that any letters of interest to invest further by external investors are upon
condition that the EIC will validate the expected technological and market expectations
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3.3 Risks



3.3 Risks

Outline the key risks and refer here to the risks previously
identified in Excellence section ( ), as well as to the
measures you intend to take to mitigate them
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3.3 Risks

Management

Infrastructure

Design

Lack of integration within
the rezearch teams, areas
and =P

Financial risks

Inaccessibility to key
research data

Insufficient
computational resources

Failure of
electronic instrumentation

Inaccessibility to
humans resources/services

Delays in the realization
of the different tasks/
Inappropriate methodology

Unsatisfactory behavior of
hardware implementations

Medium

Medium

Lionar

Medium

Medium

Lonar

High

Medium

- online evaluation meetings and biannual face-to-
face meetings between participants. Definition of common
specs and operational procedures.

Cost analysis and budget allocation early in the
grant agreement.

Bibliography granted by accessing to comprehensive printed
and electronic publications provided by all partners. Creation
of wide-ranging database to trainﬂ Generation of
additional data

Use of redundant, high-performance computers in all
centers. Distributed and consistent data backup under

& revision tools.

Access to alternative equipment guaranteed by
the exhaustive number of resources available at
partner institutions.

Interviews and consultations early during the
grant agreement.

Generous time planning. Specification of concrete milestones.
Dedication of additional personnel to work, in parallel with
the fellow. Periodic meetings. Elaboration of concretely-
scheduled reports and contingency plans (C1:1, C1.2).

Source: Access4SMEs 128



3.4 Workplan/Approach



3.4 Workplan/Approach

Provide a realistic timeframe and comprehensive
description of implementation

* work- packages,
* major deliverables and
* milestones

By taking the company’s innovation ambitions and
objectives into account
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3.4 Workplan/Approach

WP/Activities

* For EIC Accelerator projects activities can be
__________1Validation Activities (40%-60%)
* Scaling up and performance verification
* Integration, testing and demonstration in pilots/targeted countries
‘Validation Activities (60%-40%)
* |IPR e.g. patent filing
 Validation for Market replication in 2-3 initial markets
» Regulatory Authorization e.g. CE certification
* Agreements with distribution channels
EC funding €0.5M -€2.5M
Own Contribution 30%

o NIT Qlléo'stF v ;;:tigsapproach, objectives and expected impact 1.6 section




3.5 Availability of
Resources



3.5 Availability of Resources

* Follow the rule between technological and
market validation

* Be careful with subcontracting. Detailed justification is
reauired and sound procurement procedures, else
——.......__.with mark below threshold
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3.5 Availability of Resources checklist

Ensure that you

v'Provide a a realistic description of the resources needed
(personnel, facilities, networks, etc.) to develop project
activities in the most suitable conditions.

v'"Where relevant, provide a realistic description of how key
stakeholders / partners / subcontractors could be ... .. __
(N.B.: subcontractors must be selected using 'best value-for-
money' principles).

v'"Where relevant, demonstrate clearly the estimated budget
and the appropriate _ _ for selecting the
subcontractors.
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3.5 Resources Example

m  This is where yvou mention the devices and eguipment yvou will purchase. Ensure you
put in the depreciated costs for all capital items. Give qualified detail on high cost
capital itemns. Make sure to complete this table for each participant (not
individual persons).

m Explain explicitly all "other direct cost™ and their need for the project.

EXAMPLE:
I

20,000 for the two pilots in WP3 (includes total & month-long accommodation at
Travel 40,000 €2.500/each and 5 week-long visits at €1.000/each);

£20,000 for WP2 and WP4 (estimated 20 visits to target markets/stakeholders at

average approx. €1,000/each)

Equipment 0 According to -—|:|:|ur'|tr',.r'5 accounting practices equipment used RE&D projects
P are put directly at cost and therefore no depreciation is required

€£800,000 for materials & consumables of the prototype pilots in WP3:
-£4600,000 for optimization and production nfi
-£200.000 for :
£150.000 for services:
250,000 -€10,000 in WP1 for audit services;
-£30,000 for legal services in WP2 (Task 2.2);
-£50,000 for transport services in WP3;

-£50,000 for trade fair services in WP4 (2 fairs at €25.000 / eachi);
-£10,000 for web-related services in WP4

Other goods
and services

Total 220,000

Source: Access4SMEs 135



3.5 Resources Example

EXAMPLE:

Person Months
Personnel Costs (€)
Travel Costs (€)
Equipment (€)

Materials [(€)

Other (€)

Direct Costs (€)
Indirect Costs (25%)
Subtotal (€)
Subcontractor - - €}
Subcontractor 2: - ()
Total Budget (€)

Requested EC
Contribution (70%) (€)

80
400,000
10,000
40,000
150,000
100,000
300,000
175,000
875.000
100,000

975,000

682,500

15
75,000

5,000

70,000
75,000
37500

187,500

70,000

257,600

180,250

10
50,000

3.000

2.000
5,000
13,750

68,750

68,750

48,125

70
350,000
5.000
350,000
100,000
455,000
201,250

1.006.250

1,006,250

704,376

Source: Access4SMEs

10
50,000

5,000

20,000
25,000
18,750

23.750

3,750

65,625

25,000

3.000

2,000
2.000
7,500
37500

37.500

26,250
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EIC Accelerator Implementation Sub-Criteria
checklis

Low ability toFeverage investment- Financing needs/Need EIC support

v’ Evidence that the applicant company cannot leverage sufficient investments from the
market (Need EIC support)

v’ particularly for blended finance support, evidence that the applicant company cannot
attract investments or loans for their accelerator activities

Team and capabilities
v’ Technical/business experience of the team,
v’ management capacity to lead a growing team

v If relevant, a plan to acquire missing competences, via partnerships and/or
subcontracting™, and explains why and how they are selected

v’ subcontractors selected using 'best value-for-money' principles
Resources

v’ Availability of resources required (personnel, facilities, networks, etc.) to develop project
activities in the most suitable conditions

v If applicable how key stakeholders / partners / subcontractors will be involved
Work Packages

v’ Realistic timeframe and comprehensive description of implementation for such an
ambitious project (work-packages, major deliverables and milestones, risk management)
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H2020 EIC Accelerator Winning
Formula

C.R.IT.E.R.I.A. Formula

To Success

From Struggle

Show current or Apply a realistic

imminent EU/global Show high Workplan
Ste p problems and needs demand anq leading to a
addressed via a clear potential complete and

unique.bre.akthrough for growth at market

1 solutl_on in a cost EU/gIobaI level T

effective way by a luti
great team solution
EXCELLENCE IMPACT IMPLEMENTATION

Formula Formula Formula
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Congratulations!

You did it! You are familiar now with the recipe for
impressing the EC evaluators with the CRITERIA,

EXCELLENCE, IMPACT and IMPLEMENTATION formulas in
an EIC Accelerator formula



