
Accelerator - Project Writing 
Training for SMEs
İstanbul, 14th February 2020

http://www.turkeyinh2020.eu



Welcome/TÜBİTAK support for 
SMEs

Tarık Şahin – NCP SME / TÜBİTAK

http://www.turkeyinh2020.eu



Horizon 2020

EIC- SME Instrument NCO Facilities

Merve DİYAR

Tarık ŞAHİN

Horizon 2020 SME Instrument 

National Contact Points

ncpsme@tubitak.gov.tr

Ankara
12 February 2020

mailto:ncpsme@tubitak.gov.tr


https://ufuk2020.org.tr/

Web Site

https://ufuk2020.org.tr/


https://ufuk2020.org.tr/

Web Site

https://ufuk2020.org.tr/


Web Site - Communication
https://ufuk2020.org.tr/

https://ufuk2020.org.tr/


https://ufuk2020.org.tr/

H2020 Coordinators Support

https://ufuk2020.org.tr/


H2020 Coordinators Support



https://ufuk2020.org.tr/

H2020 Coordinators Support

https://ufuk2020.org.tr/
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Accelerator – Built on SME Instrument

– Individual SMEs with high-risk, high-growth potential aimed at creating new 

markets and at technology demonstration (TRL 6) level.

– Substantial funding for the last stages of development

• Product/Service development, trials, prototyping, validation, demonstration an testing 

in real-world conditions, market conditions

– Bottom-up: all sectors, products, services, new business models

– Grant

• €0.5 - 2.5 million (funding rate 70% of total cost of project)

– With equity option (blended finance)

• Plus up to €17.5 million



Cut-off Dates

18 March 2020 19 May 2020 07 October 2020

Green Deal

This Green Deal topic specifically concentrates on those innovations that fuel the societal transition 

towards sustainability while supporting EU’s competitiveness and leadership in clean technologies.

Projects must support the Green Deal implementation by significantly contributing (and proposals must quantitatively estimate

that contribution) to at least one of the following sustainability goals:

• Increasing the EU’s climate mitigation and/or adaptation ambition;

• Supplying clean, affordable and secure energy;

• Transitioning of industry to a clean and/or circular economy (including waste prevention and/or recycling);

• Building and renovating in an energy and resource efficient way;

• Accelerating the shift to sustainable and smart mobility;

• Transition to a fair, healthy and environmentally-friendly food system;

• Preserving and restoring ecosystems and biodiversity;

• Realising a zero pollution ambition and a toxic-free environment.



ncpsme@tubitak.gov.tr

Teşekkürler!

https://ufuk2020.org.tr

mailto:ncpsme@tubitak.gov.tr
https://ufuk2020.org.tr/


Turkey in Horizon 2020 Phase II

Aleksander Bakowski – Team Leader

http://www.turkeyinh2020.eu



Dr. Aleksander Bakowski
Team Leader, Turkey in Horizon 2020 Phase II Project



Turkey in Horizon2020: Phase II
Support to Turkish participation in the EU 
Framework Programmes for Research and 

Innovation

Aleksander Bakowski, Team Leader

İstanbul, 14th February 2020



Turkey in Horizon 2020 Phase II 
Key Project Objectives

• Provide support to Turkish participation in Horizon2020 

• Strengthen capacity of Turkey in Science, Technology and 
Innovation

• Facilitate integration of the Turkish Research Area to the European 
Research Area through increasing participation in Horizon2020

• Variety of activities; Knowledge Diffusion; Raising Awareness;
Networking; Training events; Publications; Online Tools; etc.

Commenced 07.01.2019; closes: 07.01.2022

Web site: http://www.turkeyinh2020.eu/



Turkey in Horizon2020

97 SMEs (137 participations)    
in funded projects

EU = €29m.
49 in SME Instrument

EU = €9,6 m.

586 projects with Turkish 
participation (2,2%)

SME LE

145 Coordinators
EU = €48 m.

816 Turkish participants (0.64%)
EU = €177.0m (0.36%)

Return Amount: €177,0m as of December 2019.



Why to participate in Horizon2020?

Benefits of Participation

Access to new markets

Access to the latest technology Industry-Academia Collaboration

Economic & 
Social

Development

Access to «Industrial Standards» and 
«Regulations» in advance

Partnerships with higher budgets and higher 
impact

Cooperation that complement the impact of national investments

Projects that will shape future technologies



Our project is here to help…
Training Events
• Information Multipliers
• Introductory
• Focus Groups
• IPR
• Access to Risk Finance
• Lobbying
• Project Writing Camps

Networking
• Brokerage Events
• International Study 

Visits
• Award Ceremonies
• Conferences
• National Adisory

Groups

Tools
• Website
• Training
• Helpdesk
• Guides

SME Support
• 1-to-1 Support
• Project Writing Training
• Pitching Workshop
• Feasibility Reports
• Investment Readiness
• Webinars



Turkey in Horizon2020

130 SMEs in funded projects
EU = €29m.

43 in SME Instrument
EU = 9,5 m.

558 projects with Turkish 
participation (2.2%)

SME LE

145 Coordinators
EU = €48 m.

768 Turkish participants (0.64%)

EU = €167.9m. (0.36%)

Return Amount: €167,9m.



Project Launch Event & 
Information Multipliers Trainings

Schedule: 

• Launch & IMS 1: April, 2019, Ankara

• IMS 2: Sep, 2019, Istanbul

• IMS 3 & 4: 2020, Ankara & Istanbul

• IMS 5 & 6: 2021, Ankara & Istanbul

Description / Objectives of the Events:

• A 2-day event dedicated to IMs.

• Familiarise IMs with advanced H2020 issues

• Proposal development & Consortium Building

• Innovation, Business Management

• Impact of H2020 proposals

• Commercialisation of H2020 results



Training: Preparing proposals for H2020 
& Horizon Europe

Events Type of training Year Participants Content

6+3
General & Introductory 
Trainings

2020, 2021 600+300
General information about the new 
programme (Horizon 2020 & Horizon 
Europe)

12 Focused Group Trainings 2019, 2020 360
Proposals development in specific 
thematic priorities, new Green Deal call

3 Project Writing Camp 2019, 2020 60 Proposal writing

3 Access to Risk Finance 2020, 2021 300
Innovation funding schemes, business 
Support

2 Trainings on lobbying 2020, 2021 100
Lobbying on programme and proposals 
level

3 IPR Trainings 2020, 2021 300 Intellectual Property for H2020



General & Introductory Trainings for HE

Schedule (start date June 2020): 

• GIT 1 – 5, 2020

• GIT 6, 2021 

Description / Objectives of the Events:

• 1-Day Introductory Event

• Raising Awareness on TARAL for HE 

opportunities

• Intro to eligibility, rules, calls, themes etc.

Audience:

• Newcomers to Horizon Europe

• Inexperienced researchers



Focus Group Trainings

Schedule: 

• FGT1 Clean Sky, May 2019, Ankara

• FGT2 Security, May 2019, Ankara

• FGT3 Energy, May 2019, Istanbul

• FGT4 ERC, Sep 2019, Ankara

• FGT5 ICT, Oct 2019, Ankara

• FGT6 PRIMA MED, Dec 2019, Ankara

• 6 more FGT events in 2020

Description / Objectives of the Events:

• A 2-day event designed for experienced Stakeholders.

• Increase participation in H2020 & HE

• Deliver Specific Knowledge on project preparation

• Training organised under specific thematic areas.

• Green Deal call event planned



Proposal Writing Camps

Schedule: 

• PWC1 TWINNING, Jul 2019, Ankara

• PWC2 ERC, Oct 2019, Ankara

• 1 more PWC event in 2020 (IF of MSCA)

Description / Objectives of the Events:

• 5-Day Proposal Writing for Coordinators.

• Familiarisation with specific theme/call

• Develop proposal framework & specific 

context

• Targeted on specific H2020 & HE calls



Access to Risk Finance

Schedule: 

• ARF1, April 2020, Istanbul

• ARF2, Sep 2020, Istanbul

• ARF3, 2021, Istanbul

Description / Objectives of the Events:

• 1-Day high profile event.

• Present and explain available EU Finance Instruments for 

innovators (InnovFIN)

• Increase awareness in SMEs and industry of new financial 

instruments

Audience:

• Financial Intermediaries, Finance Professionals (VC’s, Business 

Angel Networks, Banks etc.) 

• SMEs, startups & Entrepreneurs

Photos from Previous Turkey in H2020 Project (2016-17)



IPR Trainings

Schedule: 

• IPR1, May 2020

• IPR2, Oct 2020

• IPR3, 2021

Description / Objectives of the Events:

• 2-Day highly specialised event for experienced 

researchers

• Detailed analysis of IPR issues in Horizon 2020 & Horizon 

Europe

• Exploitation, Commercialisation of Results

Audience:

• Experienced Researchers, Legal professionals, IPR 

practitioners



Training on Lobbying

Schedule: 

• LOB1, June 2020

• LOB2, 2021

Description / Objectives of the Events:

• 1-Day highly specialised event

• Help individuals increase their knowledge on EU institutions and agencies

• understand how to lobby on programme level and through European Partnerships

Audience:

• coordinators, experienced researchers, senior officials, NCPs



Support to SMEs
• Project Writing Training
• Project Writing Camps
• Investment Readiness Training
• Pitching Workshop
• Webinars
• One-to-One Consultancy Support
• Feasibility Report Consultancy



Support to SMEs for Horizon 2020

No Activity Year
No. of 
participants

Content

50
1-to-1 Project Writing  
consultancy support

2019-21 50
Consultations to improve the 
quality of SME Instrument project 
proposals

6 Project Writing Camps 2019-21 120
Proposal preparation workshops for 
selected SMEs

12 Project Writing Trainings 2019-21 600
General SMEI proposal writing 
training

9 Webinars 2019-21 225 For newcomers to SMEI

1 Pitching Workshop 2020 30
For high growth potential start-ups 
who may be invited to pitch to the 
EC

1
Investment Readiness 
Training

2019 30
For SMEs who may be pitching to 
investors

10
Feasibility Report 
Consultancy

2019-21 10
SMEs which have been awarded  
“Seal of Excellence” from EC



Project Writing Training for SMEs

Schedule: 

• 4 events x 1 day held in 2019 (Ankara, 

Istanbul, Izmir & Adana)

• Target 200; 222 attended

• 4 more events in 2020 (Feb, Mar, Jun, Jul) 

and 4 in 2021 – targeted at 50 attendees 

each

Description / Objectives of the Events:

• General guidance on proposal development and authoring

• Explanations and exercises on EC proposal structure

• Review of evaluation process focusing on what evaluators look for

• Shared experience with Turkish proposal developers



Project Writing Camps for SMEs

Schedule: 

• 2 events x 1 day held in 2019 (Ankara & 

Istanbul)

• Target 40; 67 attended

• 2 more events in 2020 (Jan, Mar) and         

2 in 2021 – targeted at 20 attendees each

Description / Objectives of the Events:

• Guidance on each proposal element, based on EC structure

• Review of evaluation process focusing on what evaluators look for

• Share experience with successful Turkish SMEs

• Short evaluation meetings with project experts to review proposals in preparation



Investment Readiness Training for SMEs

Schedule: 

• 1 Event over the course of the Project

• Held in Istanbul on 17th July

• Target 30; 53 attended

Description / Objectives of the Events:

• Presentations/discussions with venture capitalists, bankers and other funding bodies

• Feedback from funding institutions on what makes a potential investment attractive to backers

• Guidance on how to bring out the best in the content of pitches to potential investors

• Guidance on pitching techniques to optimize their impact



Pitching Workshop for SMEs

Schedule: 

• 1 Event over the course of the Project

• To be held in Istanbul on 28 April 2020

• Target 30 attendees

Description / Objectives of the Events:

• Presentations/discussions with EC officials involved in judging process

• Feedback from Turkish judges on what the judging panel look for in SME pitches

• Guidance on how to bring out the best in the content of pitches to EC judges

• Guidance on how to optimize the impact of pitches

This Photo by Unknown Author is licensed under CC BY-SA

https://en.wikipedia.org/wiki/WolfVision
https://creativecommons.org/licenses/by-sa/3.0/


Webinars

Schedule: 

• 3 Webinars in 2019

• 3 held so far (28/03 & 23/07 & 10/12) 

attracted overall audience of 260 

against 75 target 

• 3 more webinars in 2020 (Feb, April, 

Nov) and 3 in  2021

Description / Objectives of the Webinars:

• Aimed at newcomers to H2020 and EC programmes

• Topics selected by TÜBİTAK; Web1 on ‘What is SMEI?’, Web2 on ‘Accelerator’ programme

• Format: introduction to TÜBİTAK services for SMEs, followed by main presentation then live 

questions – 2 hours overall

• Presentations and questions/answers placed on project web site



One-to One Consultancy Support 
Target audience: 

• High-growth, high-tech SMEs

• With proposals that have not reached 

the EC pass mark

• 50 SMEs will receive 2 days of 

consultancy in 2020/21

Description / Objectives:

• Undertake self-assessment exercise

• Identify issues within the businesses – especially those that affect their proposals

• Provide ‘Road Maps’ for the SMEs to use in developing their businesses

• Improve their proposals so that they will have a better chance of funding success



Feasibility Report Consultancy 
Target audience: 

• High-growth, high-tech SMEs

• With proposals that have received EC 

‘Seal of Excellence’

• 10 SMEs will receive up to 4 hours of 

consultancy in 2020-21

Description / Objectives:

• Undertake self-assessment exercise

• Identify issues within the businesses – especially those that affect their proposals

• Provide ‘Road Maps’ for the SMEs to use in developing their businesses

• In-depth improvement of proposals and presentation using external partners to look at markets, 

customers, technology, finance, etc. 



Networking Activities
• Brokerage Events
• International Study Visits
• Award Ceremonies
• Conferences
• Info Days



Networking & Knowledge Diffusion on Horizon Europe

Event Type of training Year Participants Content

2 Brokerage events 2019 300
Collaboration opportunities, F2F 
meetings, Consortia building

20
International Study Visits from 
TARAL to EU key players

2019, 2020, 
2021

200
Networking and projects 
partnerships

20 National Advisory Group Meetings
2019, 2020,

2021
300

Strategic approach to partnership 
& Horizon Europe

3 Annual Award Ceremony 2020, 2021 450
Awards for successful H2020 
participants

1 Horizon Europe Launch Conference 2020 300
International launching conference 
on Horizon Europe

3 Info Days on Horizon Europe (HE) 2020, 2021 300 Info days to present HE



Brokerage Events

Schedule: 

• ICTurkey2019, Istanbul, Jul 2019

• Cities of the Future, Brussels, Nov 2019

Description / Objectives of the Events:

• Networking & Face to Face meetings

• New partnership opportunities

• New collaborations in H2020

Event Participants Meetings

ICTurkey2019 431 > 1000

CoF2019 298 > 700



International Study Visits

Schedule: 

• ISV1, SECURITY / CERTH / Thessaloniki, GR / Jul 2019

• ISV2, R&I Days / Brussels, BE / Sep 2019

• ISV3, SOCIAL SCIENCES / ZSI / Vienna / Dec 2019

• ISV4 – 12 / Jan: AI, Manufacturing, Feb: HEALTH, March: ICT, SECURITY, 

Apr: NMBP/ Germany, Greece, Italy, Spain, Portugal, UK, Netherlands, 

Serbia/ in 2020

• ISV13 – 20 / HORIZON EUROPE MISSIONS & THEMES / Multiple locations / 

in 2021

Description / Objectives of the Events:

• Networking & consortium building between EU & TR 

researchers

• Face to Face meetings to discuss specific calls and opportunities

• Visit to successful H2020 players

• Exchange of knowledge and ideas, concept development



National Advisory Group Meetings

Schedule: 

• NAG1 – Batteries, Apr 2019

• NAG2 - Rare Diseases, Nov 2019

• NAG3 – IPA Projects, Nov 2019

• NAG4 – ESCEL, Feb 2020

• NAG5 – TR Municipalities, Feb 2020

• NAG6 – HORIZON EUROPE, May 2020

• NAG7 – CANCER Mission, Jun 2020

Description / Objectives of the Events:

• A “platform” to support exchanging views between Turkish stakeholders

• Invite key speakers from Europe to present the new Horizon Europe opportunities

• Establish connections between Turkish and European stakeholders

• Exchange of knowledge and ideas, concept development

• NAG8 – 11, 2020

• NAG12 – 20, 2021



Award Ceremonies

Schedule: 

• AWC1,2 : 2020

• AWC3 : 2021

Description / Objectives of the Events:

• Promote the success of achieved stakeholders

• Create a positive trend among Turkish R&D 

stakeholders

• Show to community that policy makers and 

responsible government bodies are aware of 

outstanding accomplishments

• Recognition motivates organisations and 

individuals to strive to do better

• Chance for celebration and reflection



Horizon Europe Launch Conference & Info Days

Schedule: 

• HEC : Sep-Dec 2020

• INF 1 - 3: 2021

Description / Objectives of the Events:

• 1 high profile conference to mark the 

start of Horizon Europe calls

• 3 Infodays to promote participation in 

HE, explain differences between H2020 

and HE, present calls and thematic areas



Make use of our Online tools:

• Website
• Helpdesk
• Guides



http://turkeyinh2020.eu

http://turkeyinh2020.eu/


http://helpdesk.turkeyinh2020.eu

http://helpdesk.turkeyinh2020.eu/


http://bit.ly/TH2020-Legal http://bit.ly/TH2020IPR

http://bit.ly/TH2020-Legal
http://bit.ly/TH2020IPR


Plans for the next 3 months: February

Activity Event No Location Date planned Thematic Area Reference document/ comments

A2.4 VISITS 

TARAL
ISV5 Thessaloniki

2020, February 

10-14
ICT/HEALTH

A1.3.2 Proposal 

Writing Training 

for SMEs

PWT5 Ankara
2020, February 

12
SME Accelerator Eastern Anatolia

A1.3.2 Proposal 

Writing Training 

for SMEs

PWT6 Istanbul
2020, February 

14
SME Accelerator Western Anatolia

A2.5 Advisory 

Group Meetings
AGM4 Istanbul

2020, February 

18
ECSEL

ECSL JU key players, ECSEL success 

stories, EXCEL calls, presentation of 

project ideas -  3 parallel sessions. 

Venue Boğaziçi University. 

A1.2.3 Focused 

Group Trainings
FGT7 Ankara

2020, February 

17-18 or 20-21
Health Workprogramme 2020

A1.2.3 Focused 

Group Trainings
FGT8 Ankara

2020, February 

25-26
INNO SUP Workprogramme 2020

A2.4 VISITS 

TARAL
ISV6 Madrid

2020, March 9-

13
Security

A.1.2.5 Access to 

Risk Finance
ARF1 Istanbul 2020, April (tbc)

Access to Risk Finance for 

SMEs

The aim of the event is to increase 

awareness in SMEs for new financial 

instruments available.

A1.3.3 Project 

Writing CAMP 

for SMEs

PWC4 Istanbul 2020, March 24 TBA



TH2020 Team of Experts

PHILIP SOWDEN

SME EXPERT

p.sowden@idi.ie

ODYSSEAS SPYROGLU

LEGAL & FINANCIAL EXPERT

o.spyroglou@idi.ie

DR ALEKSANDER BAKOWSKI

TEAM LEADER

a.bakowski@idi.ie

GRIGORIS CHATZIKOSTAS

TRAINING COORDINATOR

g.chatzicostas@idi.ie

YASEMIN EDA ERDAL

SME INSTRUMENT EXPERT

yerdal@idi.ie

mailto:p.sowden@idi.ie
mailto:o.spyroglou@idi.ie
mailto:a.bakowski@idi.ie
mailto:g.floratos@idi.ie
mailto:yerdal@idi.ie


Office Address

Turkey in Horizon 2020 Phase II Project

No:8/12 Çankaya Mah. And Sok.

06680 Çankaya/Ankara, Turkey

Tel: +90 312 467 61 40

http://www.turkeyinh2020.eu/

Aleksander Bakowski
a.bakowski@idi.ie

Odysseas Spyroglou
o.spyroglou@idi.ie

Philip Sowden
p.sowden@idi.ie



Turkey in Horizon 2020 Phase II

Philip Sowden – SME Key Expert

http://www.turkeyinh2020.eu



Presentation:

Horizon 2020 and the SME Instrument

Transition from SMEI to Accelerator

The ‘Green Deal’ Initiative



Horizon 2020 Framework Programme…



H2020 is mainly aimed at SMEs…

1 to 250

Up to €50m turnover



SMEs are very important to Turkey

92% of Enterprises
78% of Employment
53% of GDP



Successful SMEs…







https://www.google.co.uk/imgres?imgurl=https://pbs.twimg.com/media/EOOq0UnXUAIQg2D.jpg&imgrefurl=https://twitter.com/EU_Finance/status/1217004144969637888&docid=hBNTQabdsXrB9M&tbnid=Jh156h_UsLvxmM:&vet=10ahUKEwjHvofCyJrnAhUBonEKHV_HD7wQMwhNKAEwAQ..i&w=1200&h=675&bih=666&biw=1422&q=sustainable%20europe%20investment%20plan&ved=0ahUKEwjHvofCyJrnAhUBonEKHV_HD7wQMwhNKAEwAQ&iact=mrc&uact=8


European Green Deal

AIMS…
• Europe to become first carbon neutral continent by 2050
• Protect human life, animals and plants by cutting pollution
• Help companies become world leaders in clean products and 

technologies
• Help ensure a just and inclusive transition

‘Circular Economy’



Products & Services

OVERALL AIMS
INNOVATION

FUNDING
JOBS

Development

Recycling & Waste Reduction

Extended Life

‘Circular Economy’





European Green Deal

• Will stimulate 1 Trillion Euros of 
public and private sector 
investment by 2030

• 1,000,000,000,000 Euros



European Green Deal

• Stricter emissions standards for vehicles and industries
• Revamped energy taxes
• New rules on subsidies for companies
• Environmental import tax/measures to prevent use of regions 

with lower regulations
• Mechanism of 100 billion euros to help most affected regions
• Switch to greener farming practices
• Measures to prevent loss of biodiversity
• Tougher air quality standards and a water quality action plan





Transition from SMEI to Accelerator…



The SME Instrument so far…

5400 Companies

€2.9bn. spend

5% - 8% success rate

See SME Instrument Accelerator Data Hub:        
https://sme.easme-web.eu  



Accelerator…



SMEI changed to Accelerator 
ahead of introducing Horizon 
Europe…



• ‘Horizon 2020’ will run up until 31st December 2020

• ‘Horizon Europe’ will then run for 6 years



• ‘Horizon 2020’ will run up until 31st December 2020

• ‘Horizon Europe’ will then run for 6 years

77
€

€77bn.

€94bn.



What is the role of Accelerator?







Key criteria for Accelerator projects…

Product, service or business model is:

1. Cross-border
2. High growth
3. Disruptive
4. Close to market
5. Scalable
6. At the prototype stage



1. Cross-border

• European dimension
• Relevance to Europe – innovation, jobs, 

knowledge, etc.
• Analysis of target markets
• Look at competitors
• ‘Fit’ with European goals



2. High Growth

The OECD defines a high growth business as:

‘A firm with 10 or more employees that grows 
employees or turnover by an average 20%+ per year for 
3 consecutive years.’ 

• Potential for high growth as a result of the project is 
also taken into account



Four Related Criteria 

3. Disruptive
4. Close to market
5. Scalable
6. At the prototype stage

At Technology Readiness Level - TRL 6 - or above







Degrees of Innovation

Small changes which influence market share; the progressive 
advance of a product

More significant changes by adding new technology to give a 
major market lead

Creates new markets and value networks by disrupting the 
existing ones



3 - Disruptive Innovation



So, when it comes to H2020 proposals…

1 NEED

2 IDEA

3 PROCESS

But often we found…

1 NEED

2 IDEA

3 PROCESS

PROPOSAL



A problem of perception!

NEED

IDEA

PROCESS

But often we found…

NEED

IDEA

PROCESS

PROPOSAL



Criterion 4 – ‘Close to Market’ 

TRL 6 - PROTOTYPE SYSTEM – Tested in intended 
environment; prototype close to expected 
performance.
TRL 7 - DEMONSTRATION SYSTEM – Operating in 
working environment at pre-commercial scale
TRL 8 - FIRST OF A KIND COMMERCIAL SYSTEM – All 
issues resolved and ready for market
TRL 9 - FULL COMMERCIAL SYSTEM – Fully available 
for market entry



Criterion 5 – ‘Scalable’
‘Demonstrates an ambition to significantly scale up 
production’

• Able to move from final prototype to mass sales:
• Own production
• Production under licence
• Joint venture

Criterion 6 – ‘Minimum - at the 
Prototype Stage’



Same basic logic…

• Lack of finance for breakthrough & disruptive 
innovators – Start-ups, SMEs, Entrepreneurs

• Estimated total equity-funding gap = €70bn.
• Many SMEs can’t find high-risk capital needed to 

get to private investor stage
• ACCELERATOR bridges this gap in finance and risk-

taking



Same basic focus…

• Three key aspects:
o EXCELLENCE
o IMPACT
o IMPLEMENTATION - Quality and efficiency 

• High growth potential, high-risk applicants
• Disruptive innovations
• Sound business plans



Same 3 Key Award Criteria…

EXCELLENCE: Does the project have high innovation 
potential beyond ‘State of the Art’? 

IMPACT: Does the project meet the pressing needs of 
European and global markets?

IMPLEMENTATION: Does the project have a coherent 
and efficient workplan, excellent team and strategic fit? 



Major policy shifts…

• Greater emphasis on COMMERCIALISATION
• …even more emphasis on IMPACT
• NO thematic areas
• OPEN calls
• Greater involvement in private sector financing
• EC will also invest venture capital
• Seen as supporting SMEs which need ‘One last 

push’ before scaling up to market-ready products
• Longer term - move from grants to equity

investments



So what is the funding?…

• Phase 1 grant support disappeared in 2019
• (Phase 2) grant support of 70% up to €2.5m is 

available to projects at TRL 6, 7 & 8
• ‘Blended Finance’ is also offered to projects at TRL 

6, 7 & 8
• Private sector/EC equity only is offered to projects 

at TRL 9 
• Phase 3 as before; coaching and mentoring is 

available to all



‘Blended Finance’

• A new development to get more engagement with 
private sector and better use of EC funding

• Grant plus loan and/or equity investment of up to 
€15m.

• EC to use a ‘Special Purpose Vehicle’ (EIC Fund) to 
make investments where private sector consider 
risks too great

• Any income to EC from equity investment will be 
put back into programme to fund further projects



96 7 8

Blended Finance; Risk versus Finance

RISK

PRIVATE SECTOR INTEREST

TRL

FINANCE
EC GRANT

EC VC PRIVATE SECTOR VC



96 7 8

Blended Finance – What are your chances? 

TRL

FINANCE

EC Grant – Higher
EC VC – Moderate 
Private VC - Low

EC Grant – Lower
EC VC – Higher 
Private VC - Moderate

EC Grant – Low
EC VC – Lower 
Private VC - Higher

EC Grant – None
EC VC – Low 
Private VC - High



Blended Finance has complexities…
• Applicants must decide on proposal submission if 

they are prepared to consider BF if offered
• If ‘No’, they may be offered a straight grant, but if 

rejected there will be no offer of BF
• EC will consider all applications for suitability for BF
• If applicants have agreed to consider BF and EC 

consider it suitable, they will decide on financing 
mechanism to be offered

• If due diligence fails; any grant offer will be 
withdrawn 



So, TRL is far more important…

• Essential to correctly assess your TRL(s) - this will 
be the key to the type of funding offered

• Applicants agree to consider blended finance if 
evaluators conclude that project is suitable

• Investment part will be subject to due diligence by 
SPV (EIC Fund) team and/or private sector



‘Due diligence’…
An investigation before entering into an agreement or 
contract…

o Review of product, market, customers
o Assessment of accounts; debts, turnover, 

profits, assets
o Management team
o Patents
o Ownership
o Etc.

…gives confidence that investments will be safe and 
expectations will be realised.



Remember, if equity investors are 
involved…
More cash, but…
• Greater scrutiny
• Greater adherence to milestones and results
• Pressure for a good return, to be achieved quickly
• Involvement in management
BUT!
• Quicker to market
• Commercial approach
• More saleable company/product
• Possibility of more investment



Application process

1 REGISTER – Qualify as SME?

2 SUBMISSION - EVALUATION - INTERVIEW if selected

3 DECISION – Grant 4 months, Grant + Equity; longer



Our project is here to help…

Training Events
• Introductory
• Focus Groups
• IPR
• Access to Risk Finance
• Webinars
• Lobbying
• Project Writing Camps

Networking
• Brokerage Events
• International Study 

Visits
• Award Ceremonies
• Conferences
• Info Days

Tools
• Website
• Helpdesk
• Training Guides

SME Support
• 1-to-1 Support
• Project Writing 

Training
• Pitching Workshop
• Feasibility Reports
• Investment Readiness



Especially for SMEs

• 50 SMEs x 20h one-to-one Project Writing Support

• 12 Project Writing Trainings for SMEs (1-day) [7]

• 6 Project Writing Camps for SMEs (1-day) [3]

• 9 SME Instrument Webinars [6]

• 1 Pitching Workshop for SMEs [28/04]

• 10 Feasibility Reports for Innovative SMEs

• 1 Investment Readiness Training [completed]





Contact us…

Office Address

Turkey in Horizon 2020 Phase II Project

No:8/12 Çankaya Mah. And Sok.

06680 Çankaya/Ankara, Turkey

Tel: +90 312 467 61 40

http://www.turkeyinh2020.eu/

Aleksander Bakowski
a.bakowski@idi.ie

Odysseas Spyroglou
o.spyroglou@idi.ie

Philip Sowden
p.sowden@idi.ie



Turkey in Horizon 2020 Phase II

Yasemin Eda Erdal – SMEI Expert

http://www.turkeyinh2020.eu



Yasemin Eda Erdal
‘Turkish experience of SME needs 

in H2020 – an overview’



Short Bio

▪ Deputy Project Director of Turkey in H2020 Project and Manager of IDI’s 
Turkey Office;

▪ Over 14 years of professional experience in Technology Transfer, 
Innovation Management, Proposal Evaluation

▪ Worked for 9 years in largest technoparks in Turkey  

▪ Between 2014-2018 acted as an External Evaluator for H2020 SME 
Instrument Programme and for H2020 Fast Track to Innovation 
Programme. 

▪ Evaluated close to 300 proposals

▪ Has written 12 succcessful proposals (7 Phase 1 & 5 Phase 2) and 20
proposals above threshold (Seal of Excellence)



Success Rate of Turkey vs. EU Average

Source: EASME SMEI 2018 Impact Report



Money Allocated per Country in SME Instrument
(2014-2019)

9.811.800,23 €



Year Number of Winners from
Turkey

2014 3

2015 1

2016 1

2017 3

2018 0

2019 1

Year Number of Winners from
Turkey

2014 3

2015 4

2016 4

2017 8

2018 7

2019 16

Statistics of Turkey in SME Instrument / EIC Accelerator 
(2014-2019)

Phase 1 Phase 2





What could be the reasons behind 
this low success rate?



Most companies are lacking strategic views

• Not fully aware of their potential- less ambitious 

• Too easily satisfied with ‘more of the same’ –some don’t want to 
grow!

• Sometimes there is poor ‘absorptive capacity’- not open to 
outsiders’ recommendations/ view/opinion

• Little awareness of what competitors are doing

• Short-sighted on markets and what influences them

• Little investment in marketing or product development– prefer 
things they can get hold of!

• Many businesses still do very well despite these issues – but they 
could do so much better!



Some examples from the SME visits in the previous 
project

• Proposed product already exist in several countries

• They don’t use company’s main expertise- sector or technology wise

• Not their core target market or customer base

• Too much investment is needed than they could provide– time & 
money wise- not sustainable! 

• Company too busy to bother with strategy and H2020 bids

• Confusing business/revenue model 

• Meanwhile, not enough manpower to market internationally- Often 
managed wholly by technical people



To sum up

• Prefer to deal with national R&D grants

• No formal business strategy-

• Simply respond to customer requirements – the customer takes
over the control

• Not product oriented: instead project based business model

• Poor/unbalanced spread of management skills

• Technology and R&D is what really excites them!



But it is not desperate at all !

• Good talent, very smart engineers

• Very good technologic developments at Technoparks

• Increase of national VCs and private funds, which increase the 
motivation of tech companies to be more market oriented

• TUBITAK is very supportive during H2020 application process both in 
technical and financial terms; very motivating coordinator supports 
and awards 

(https://ufuk2020.org.tr/en/supports-and-awards )

https://ufuk2020.org.tr/en/supports-and-awards


What should be done?

• Essential to go through this review process before attempting 
a formal application and be committed to make the
investment

• Essential data should be gathered ahead of formal business
plan

• Good foundation needed before building a bid!

• Without this process a bid simply becomes a time-consuming 
form-filling exercise to win funding



How could we improve it through trainings?

• Accelerator proposal is not just a regular grant proposal it is the 
business plan of your company

• So the application process needs a change in the mindset of the 
SME founders/ managers

• It needs more than participating to a 1-2 days trainings. So be ready 
to commit more!

• Now be Honest! How many of you have a regularly updated 1-3-5 
years BP/ strategy document of your company? 

• You have to be fully involved in the preparation of your proposal 
even if you work with a professional consultant

• No external person can know your business strategy better than 
you. They can just guide you!



My experience with successful trainings

• Participation of a decision maker/ company owner in the trainings 
not a developer/IT person/ accountant

• Active involvement during the training

• Not just listening but implementing & collaborating and most 
importantly SHARING!

• Coming to the trainings prepared; having studied the proposal 
template, having prepared your draft answers for each question  

• Sharing your project not only with the trainers but with other 
participants. Trying to get everyone’s feedback on your project idea.

• If you can’t commit 1 full day focused only in the training without
being interrupted by emails, messages and other daily work you
may not benefit.



Experience of Turkish SMEs with Pitching

• The most important criteria the judges will be evaluating will be 
TEAM TEAM TEAM

• Some real life examples from the Team related questions:
• Who is the CEO?

• What is the task allocation among company shareholders? Is there a 
balanced team dynamic?

• Who will sell the product?

• Does the person in charge of sales has any sales experience in that spesific
sector

• What % of team members consists of women?

• Why there are so few women in your team?



Pitching (Cont.)

• Business and Revenue Model comes next!
• Give real life examples from your use case
• Convince judges with your real numbers such as the traction numbers of 

your beta, number of visitors etc- especially for B2C model
• Or tell them about your existing relation/connection to your potential

customers if you are in B2B
• Be consistent and confident with your cash flow assumptions- judges may

do calculation during your pitch and may tell you that your CF expectations
are not realistic!

• Final Recommendation- Practice makes perfect!
• Try to make as many pitches as possible in front of VCs even if you are not

actually looking for one



Thank you!



FUNDING & TENDER 
OPPORTUNITIES

EUROPEAN COMMISSION 

Project application and follow-up portal

Website: https://ec.europa.eu/info/funding-

tenders/opportunities/portal/screen/home

https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/home


Step 1: Create 
a new user

Click !

https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/home


Step 2: You will receive a confirmation e-mail. 
Confirm your email and create your password.



Step 3: Login with your email and password



STEP 4: Register your company

Click !

https://ec.europa.eu/research/participants/urf/registration/research?ticket=ST-5678385-zVRtL9DZu4RZwVncdG8x7vibNzZgiNrOzW14p40zNZC76JjPztXI0BigSVKRXDuR0V8eznvNA7nqvr7vK9ehAneG-rS0vSrmBGYCqxcQHPaJ3L4-YnqvzT2kSeCunJBMnKgavrQcxtzU3C9N1h1xuKoFYXtm


❑ Modify Organisation
Complete your company information and register the
form.

Click !

https://ec.europa.eu/research/participants/urf/view/research/903209778


❑ LEAR IS IMPORTANT !
Define your roles in the project and organization. Click !

https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/myarea/organisation/903209778/roles


STEP 5: SME VALIDATION
To apply for the SME Instrument Program, you must verify that 
you are a SME.

Click !

https://ec.europa.eu/research/participants/sme/secure/smeq.do?execution=e1s1


STEP 6: Let’s apply for H2020 EIC Accelerator!



You can filter open calls in this section.

Click !

https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/opportunities/topic-search;freeTextSearchKeyword=;typeCodes=1;statusCodes=31094502;programCode=H2020;programDivisionCode=null;focusAreaCode=null;crossCuttingPriorityCode=null;callCode=Default;sortQuery=openingDate;orderBy=asc;onlyTenders=false;topicListKey=topicSearchTablePageState


Select SME Instrument as Type of Action.

Click !

https://ec.europa.eu/info/funding-tenders/opportunities/portal/screen/opportunities/topic-details/eic-smeinst-2018-2020;freeTextSearchKeyword=;typeCodes=1;statusCodes=31094502;programCode=H2020;programDivisionCode=null;focusAreaCode=null;crossCuttingPriorityCode=null;callCode=Default;sortQuery=openingDate;orderBy=asc;onlyTenders=false;topicListKey=topicSearchTablePageState


Select your company and start entering your project data.

Click !

https://ec.europa.eu/research/participants/submission/manage/secure/createdraft?callId=H2020-SMEInst-2018-2020-1&sfs=SME-1&preregtype=Topic&preregvalue=EIC-SMEInst-2018-2020


Fill in the Administrative Form.
Add Annexes in the PDF format, only Annex 4 in Excel format. 
“Validate” to ensure all forms are uploaded successfully and finally press the "Submit" 
button.



After the submission, the green box will appear along with the 
Project ID



Checklist for the Submission
■ Register your company to the EC participant portal and get your PIC number

■ SME Validation Test (Obligatory)

■ Financial Capacity Check (Optional before the submission, Obligatory before the contract 
signature if you are granted the project) 

■ Prepare your Abstract (Short project summary- max 2000 characters)

For  EIC Accelerator (SME-2b):

Prepare:

■ Proposal in PDF

Proposal Template: https://ec.europa.eu/research/participants/data/ref/h2020/call_ptef/pt/2018-
2020/h2020-call-pt-eic-sme-2-2018-20_en.pdf

■ Annexes 1-3 (Ethics and Security, CVs, Others)

■ Annex 4 - Financial and corporate information Excel file (submitted in Excel format and PDF 
separately)

■ Annex 5 - Pitch-Deck

■ Validate and complete the submission 

https://ec.europa.eu/research/participants/data/ref/h2020/call_ptef/pt/2018-2020/h2020-call-pt-eic-sme-2-2018-20_en.pdf


THANK YOU!



Accelerator - Project Writing 
Camp for SMEs

İstanbul, 14th February 2020

http://www.turkeyinh2020.eu



Expectations from 
the today’s event

Grigoris Chatzikostas – Training Coordinator

http://www.turkeyinh2020.eu



Turkey in Horizon 2020 II
Horizon 2020 SME Instrument (EIC Accelerator) –

Project Writing Training for SMEs
Understanding the evaluation process and 

expectations of evaluators
Grigoris Chatzikostas

Training Coordinator



Grigoris Chatzikostas
Training Coordinator  in ”Turkey in Horizon 2020 – Phase II” project 

Μanaging multi-national and cross-sectoral consortia, writing
proposals for EU funding and coordinating large-scale projects
that promote tech-enabled entrepreneurship in various sectors
such as agrifood, ICT, environment, health, manufacturing,
entrepreneurship etc.

15yrs
Experience in EU 

projects

100+ m€
Total value of 

projects managed

1st position in 
Serbia in attracting 

H2020 funds

Training, coaching, mentoring and supporting researchers
and innovators on issues related to proposal writing for EU
funding opportunities, project management of EU funded
projects, IPR management and entrepreneurship, in countries
such as Greece, Serbia, Bulgaria, Turkey, Tunisia, Poland etc



Projects (indicative)PROJECTS (INDICATIVE)



EVALUATION EXPERTS: GENERIC ADVICE

For most 

evaluators, 

English is not 

their first 

language.

Evaluators 

are human! 

They can get 

bored, tired, 

ill, 

confused...

The proposal 

must be 

easy to 

follow, even 

by a non-

expert.

It must be easy 

for the 

evaluators to 

find the key 

points relevant 

to the Call and 

to the evaluation 

criteria.

Evaluators 

might not 

have time to 

read every 

word of your 

proposal.



EIC ACCELERATOR EVALUATION PROCESS



EIC ACCELERATOR EVALUATORS: WHO ARE THEY?

FIRST STEP: INDEPENDENT 
EXPERT EVALUATORS 

Remote Evaluation

• Technology
• Business 
• Finance

SECOND STEP: JURY

Business 
Angels …

Entrepreneurs
20%

Venture 
Capitalists

20%

Others (Accelerators, 
innovation hubs, 

corporate)
45%

https://ec.europa.eu/easme/en/section/sme-instrument/evaluations-eic-accelerator-
sme-instrument#inline-nav-1

https://ec.europa.eu/easme/en/section/sme-instrument/evaluations-eic-accelerator-sme-instrument#inline-nav-1


EIC ACCELERATOR EVALUATORS: HOW THEY THINK?

SUGGESTION MANY OTHER GOOD BOOKS



EIC POLICY BAKGROUND: FAST 



EIC POLICY BAKGROUND: FAST 



NON - BANKABILITY

Non-bankability: “The inability to attract sufficient funding” due to the high-risk 
level or a market failure”
• No revenues and no assets at all
• Not enough assets to be able to generate revenues 
• Not yet profitable commercial activities
• Not yet attractive to other investors 

An applicant may have secured on its side co-investors ready to partially finance 
the project activities, on the condition of receiving additional investments such as 
EICs’. In such a case, the company shall not be considered as bankable. 



NON - BANKABILITY

If the level of risk is high but so is the potential, the project will be deemed non-bankable 
and therefore can be supported by the EIC Fund. 

WHY IS THE PROJECT NON-BANKABLE?

❑ Lack of attractiveness from business perspective? 
❑ Result of a systematic risk capital market gap?
❑ Present shareholding structure being a constraint? 

It is  expected that the financing granted by the Enhanced EIC Pilot will decrease 
the level of risk, hence attract co-investors that would otherwise abstain. 

RISK vs  POTENTIAL



EIC POLICY BAKGROUND: FAST 



EIC POLICY BAKGROUND: FAST 



SCALABILITY

Scalability: A company’s ability to maintain or improve profit margins while sales 
volumes increase. 

❑ Scalable business model
❑ Motivated and capable team
❑ Substantial demand
❑ Favorable market conditions
❑ Well defined financial needs
❑ Realistic financial projections

HOW TO DEMONTRATE SCALABILITY?

Light Asset Base Automated Process Low-cost labor Replication potential

DRIVERS OF SCALALING



SCALABILITY

Scalability as such refers to the degree to which revenues can be increased without 

proportionally increasing investments in production or infrastructure. In other words, 

scalability is about increasing productivity, creating more output with the same input.



SCALABILITY RISKS 

Scaling too fast, hurting 

customer experience

Capital intensive battles for 

leadership and existence

Scaling for its own shake 

(premature scaling)



EIC POLICY BAKGROUND: FAST 



PRACTICAL TIPS FOR SUBMISSION

PAGE LIMIT: 30 PAGES



PRACTICAL TIPS FOR SUBMISSION

DOs

• Ask different people to check the 
whole text

• Make sure formatting is according 
to specs

• Make sure .pdf looks like word 
document

• Look at all questions in the platform 
upfront so that you have answers

DOWNLOAD AND CHECK 
AFTER YOU SUBMIT!

DON’Ts

Keep the proposal in separate files 

Use different computers/ versions of 
software

Forget to fill in all tables and Sections

Submit the last moment of the deadline

MAKE IMPORTANT CHANGES IN 
THE LAST MOMENT

TIP: Start making trial submissions a couple of days before the deadline to test the 

system, BUT make sure that at the end you have the correct version uploaded!



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu



Thank you!

Teşekkür ederim!



Turkey in Horizon 2020 II
Horizon 2020 SME Instrument (EIC Accelerator) –

Project Writing Training for SMEs
Section 1: Excellence  

Grigoris Chatzikostas
Training Coordinator



PROPOSAL TEMPLATE



INTRODUCTION

Describe your innovation in no more than 200 words, avoiding jargon or 
technical language. 

Briefly explain, in no more than 200 words, how your innovation relates to the 
overall strategy of your company. 



IDEA AND SOLUTION: 

Innovation in detail

What are the objectives 

What are the challenges or problems
– business, technological or societal
(climate change, environment, gender
dimension, etc.) - that you seek to 
address by bringing your innovation to 
market. 



INNOVATION IN DETAIL 



INNOVATION IN DETAIL 



✓ How will you verify that each objective has been met?
✓ What measures will be used?
✓ How does each objective relate to the call?

Make clear clasification (if aplicable)

✓ Industrial objectives
✓ Economic objectives
✓ Social objectives

For each objective also record:

✓ Relationship to the call: Achievable
✓ Critical assumptions:
✓ (Timescales will be added later): Time bound

OBJECTIVES

Your objectives MUST be in line
with call objectives!



OBJECTIVES



THE PROBLEM



THE PROBLEM

The Big Picture

1) Population growth

2) Shifting economic power

3) Environmental concerns



... BUT STILL



THE ALTERNATIVE PROTEINS CONCEPT



INNOVATIVENESS

How is your innovation better or significantly 
different than other existing alternatives? 

"All the forces in the world are not so powerful
as an idea whose time has come." - Victor Hugo

Why is the timing right for your innovation? 



COMPARISON TO EXISTING ALTERNATIVES



TIMING: HYPE CYCLES

• Innovation Trigger: A potential technology breakthrough kicks things off. Early proof-of-concept
stories and media interest trigger significant publicity. Often no usable products exist and
commercial viability is unproven.

• Peak of Inflated Expectations: Early publicity produces a number of success stories — often
accompanied by scores of failures. Some companies take action; many do not.

• Trough of Disillusionment: Interest wanes as experiments and implementations fail to deliver.
Producers of the technology shake out or fail. Investments continue only if the surviving providers
improve their products to the satisfaction of early adopters.

• Slope of Enlightenment: More instances of how the technology can benefit the enterprise start to
crystallize and become more widely understood. Second- and third-generation products appear from
technology providers. More enterprises fund pilots; conservative companies remain cautious.

• Plateau of Productivity: Mainstream adoption starts to take off. Criteria for assessing provider
viability are more clearly defined. The technology's broad market applicability and relevance are
clearly paying off.



TIMING: HYPE CYCLES



Current stage of development) 
Technology Readiness Levels), 

Activities and results achieved 
so far. 

Next steps planned to take this 
innovation to the market? 

STAGE OF DEVELOPMENT:



CURRENT STAGE OF DEVELOPMENT 



ACTIVITIES AND RESULTS ACHIEVED SO FAR AND NEXT STEPS 



• Technological

• Practical 

• Economic

Product Development Process

Customer Development Process

FEASIBILITY 



The EIC Accelerator supports high-
risk, high-potential small and
medium-sized enterprises and
innovators to help them develop
and bring onto the market new
innovative products, services and
business models that could drive
economic growth.

RISKS



RISKS

Only brief description

Mitigation measure to be 
presented in Section 3

EIC projects must be risky!



High-risk/high-potential innovation ideas that have something that nobody else has. It

should be better and/or significantly different to any alternative. Game-changing ideas

or breakthrough innovations are particularly sought after. It’s high degree of novelty

comes with a high chance of either success or failure.

Realistic description of the current stage of development; at least TRL 6, or something

analogous for non-technological innovations and clear outline of steps planned to take

this innovation to market.

Highly innovative solution that goes beyond the state of the art in comparison with

existing or competing solutions, including on the basis of costs, ease of use and other

relevant features as well as issues related to climate change or the environment, the

gender dimension and any other benefits for society.

CRITERIA



Very good understanding of both risks and opportunities related to successful

market introduction of the innovation from both technical and commercial points of

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

innovation. The 'feasibility' aspect is closely examined if you are invited to present

your proposal.

Objectives for the innovation proposal as well as the approach and activities to be

developed are consistent with the expected impact (i.e. commercialisation or

deployment resulting in company growth). Appropriate definition provided of

specifications for outcome of project and criteria for success.

Taken as whole, to what extent the ‘Excellence’ elements are coherent and plausible

CRITERIA



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu



Thank you!

Teşekkür ederim!



Accelerator Project Writing 
Training for SMEs

‘Please complete the event 
evaluation form’



Turkey in Horizon 2020 II
Horizon 2020 SME Instrument (EIC Accelerator) –

Project Writing Training for SMEs
Section 2: Impact  
Grigoris Chatzikostas

Training Coordinator



• Market assessment (inc. conditions 
and growth rate)

• Potential customers
• Unique Selling Points 
• Differentiators 

MARKET AND CUSTOMERS



TAM: Total Available Market
Focus on: Total market / size
Example: Total Agricultural Robotics Market

SAM: Serviceable Addressable Market
Focus on: Your own technology/ services
Example: Total market for spraying robots (Segment of total 
agricultural robotics market)

SOM: Serviceable Obtainable Market
Focus on: Which realistic market share can be obtained by myself 
considering: competition, trends, expected demand/forecast, 
countries, my sales/distribution channels and other market 
influences?)
Example: My realistic goal to sell spraying robots to farmers.

MARKET ASSESSMENT: TAM SAM SOM



MARKET SIZE

MARKET SEGMENTATION

POTENTIAL CUSTOMERS



“A unique selling proposition or point (USP) refers to the unique benefit exhibited by a
company, service, product or brand that enables it to stand out from competitors. The
unique selling proposition must be a feature that highlights product benefits that are
meaningful to consumers.

UNIQUE SELLING POINTS AND DIFFERENTIATORS



• Strategy for commercialization

• Regulatory approvals/compliance needed 

• Time to market/deployment

• Revenue model

COMMERCIALIZATION STRATEGY 



COMMERCIALIZATION STRATEGY 



A revenue model is a framework for generating revenues. It identifies which revenue source to pursue, 
what value to offer, how to price the value, and who pays for the value.

REVENUE MODEL



REVENUE MODEL – THE CASE FOR HARDWARE STARTUPS

HARDWARE AS A SERVICE HARDWARE-ENABLED SERVICES CONSUMABLES

Sale or lease of a device that 
only works when a recurring 
fee is paid

Same as previous, but service is 
optional

One-time sale of 
hardware, continual sale 
of consumables

Meraki (acquired by Cisco)
“IT guy in a box”

Meural
Digital art frame

Kindle
Amazon earning from content



• Key partners required to develop and commercialise your innovation, 
• What their roles/competences are 
• To what extent they are already committed and incentivized

EXTERNAL STRATEGIC PARTNERS



From relevant organizations
Custom (explain their interest in the letter)
Singed by decision makers
Scanned copy in Annex 3 

LETTERS OF INTENT



• Specify your Intellectual Property Rights in relation to your innovation. 

• What are the key assumptions 

• What measures are needed to ensure freedom to operate (e.g. IP, etc.)? 

INTELLECTUAL PROPERTY 



• How you intend to scale up 
your innovation, including 
the potential to develop new 
markets 

• What the impact of the 
innovation on the growth of 
the company will be. 

SCALE UP POTENTIAL



SCALE UP POTENTIAL - NEW MARKETS



IMPACT ON GROWTH OF THE COMPANY



KPIs for the expected outcomes and the related success criteria for the innovation 
(i.e. the technological, practical, economic, market)

Current values and the target values at specified dates (breakeven point, etc.). 

KEY PERFORMANCE INDICATORS



• Societal, 
• Economic, 
• Environmental 
• Climate impacts 
be if your innovation if successfully commercialised? 

BROADER IMPACT



GOOD FOR BUSINESS = GOOD FOR ENVIRONMENT

GREEN DEAL



Convincing specification of the potential to create new markets or create market disruption
together with a convincing specification of the substantial demand (including willingness to
pay) for the innovation. The total market size envisaged.

Convincing description 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 comparison with what is currently available,

if anything at all.

Realistic and relevant analysis of market conditions and growth-rate, competitors and

competitive offerings, key stakeholders, clear identification of opportunities for market

introduction, market creation or disruption (e.g. via new value-chains).

CRITERIA



A realistic and relevant description of how the innovation has the potential to scale-up the

applicant company. This should be underpinned by a convincing business plan with a clear

timeline and complemented, where possible, by a track-record that includes financial data.

The ‘potential to scale-up’ aspect and associated financial needs are closely examined if

you are invited to present your proposal

Alignment of proposal with overall strategy of applicant SME and commitment of the

team behind them. Demonstration of need for commercial and management experience,

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, including approximate time-to-

market or deployment. Activities to be undertaken after the project. The 'commercial 

strategy' aspect is closely examined if you are invited to present your proposal.

CRITERIA



The European/global dimension of innovation with respect to both commercialisation and

assessment of competitors and competitive offerings.

Evidence of or 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. Regulatory and/or standards

requirements addressed.

Taken as whole, to what extent the ‘Impact’ elements are coherent and plausible.

CRITERIA



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu
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Accelerator Project Writing 
Training for SMEs

‘Please complete the event 
evaluation form’



Turkey in Horizon 2020 II
Horizon 2020 SME Instrument (EIC Accelerator) –

Project Writing Training for SMEs
Section 3: Implementation

Grigoris Chatzikostas
Training Coordinator



• Team
• Different roles and commitment 
• Achievements/experience (strategic, technical 

and commercial) in relation to your innovation
• Role of the company's owner(s) if not part of 

the team. 
• Shareholding and stock options of team 

members (including owners). 
• Strengths and weaknesses of the team
• Plans to acquire currently missing 

competencies 
• Incentives for team members 

TEAM AND CAPABILITIES



ROLES AND COMMITMENT

Team Member 
(Name and 
Surname)

Position Department Function/ key 
competencies

Commitment (from 1-100% 
where 100% is full time,  i.e. 
no other commitment 
outside of the company)

CEO ?

CTO

COO

CMO

Other?



ACHIEVEMENTS AND EXPERIENCE

Strategic (CEO)
Technical (CTO) 
Commercial (CMO)
...In relation to your innovation



SHAREHOLDING



STOCK OPTIONS OF TEAM MEMBERS

An employee stock ownership 
plan (ESOP) is an employee 
benefit plan that gives workers 
ownership interest in the 
company. Startups often use 
ESOPs as a corporate-finance 
strategy and to incentivize 
employees, align their interests 
with those of their shareholders 
and compete against large 
companies in attracting talent.



CREDIBLE AND REALISTIC ASSESMENT 

AMBITIOUS PLANS 

STRENGTHS, WEAKNESSES AND MISSING COMPETENCIES

STRENGHTS WEAKNESSES

Technical know - how Lack of sales/ marketing skills

Long-term previous collaboration Limited contacts in Europe

Commitment Lack of hierarchy

…. ….



FINANCIAL INCENTIVES

INCENTIVES

• Salaries
• Stock options
• Bonus (based on targets)
• Other?

• Flexible working hours
• Training/ travelling 
• Team-building activities 
• Company car
• Working environment
• Working for a purpose
• Other?

NON-FINANCIAL INCENTIVES



FINANCIAL NEEDS

• Estimation of  the total financial resources
• Required timing of financial needs to develop your 

innovation and to reach the break-even point 

• Simplified financial information on revenues, expenditures, cash flow 
and balance sheet; 

• Company up-to-date financial data relating to cash and debt; 
• Summary information about company financial history; 
• Company ownership and capital structure (Blended applicants only); 
• Information about current financing round. 

FINANCIAL TABLES



BREAKEVEN POINT



SIMPLIFIED FINANCIAL INFORMATION 



SIMPLIFIED FINANCIAL INFORMATION 

… CONTINUED FROM PREVIOUS TABLE



UP-TO-DATE FINANCIAL DATA



FINANCING HISTORY



OWNERSHIP AND CAPITAL STRUCTURE (ONLY FOR B.F.)



CURRENT FINANCING ROUND



EQUITY (ONLY IF BLENDED FINANCE IS REQUESTED)

Describe what the requested equity component will be used for and how much 
equity share the company plans to give in return. 

Descibe/comment how the valuation of the company has developed over time 
(e.g. financing rounds) and the rationale behind it - relevant metrics/milestones 
achieved from start to present. 

Explain the company ownership and capital structure presented in Table 4 of 
Annex 4. If there are different classes of shares, describe why. 

What exit strategy do you expect, including the timeline and expected return on 
investment? Explain the assumptions. 



NEED FOR EIC SUPPORT

• Why it is not possible for your company to raise the required financial resources from 
private investors or other sources:

Reminder: ”Venture capital is too small, fragmented, short term, concentrated on digital, 
not enough oriented towards deep-tech and lacking critical mass for patient capital. Bank 
lending, Europe’s predominant investment channel and inherently risk averse, is not adept 
at supporting breakthrough and deep-tech innovation. Public support for innovation –
including EU support - is perceived as complex, slow, designed for R&D and fails to bridge 
the gap to private investment.” Use relevant facts and data for Turkey!
• Description of your company’s track record and current efforts (to complement the 

information provided in Table 3 of Annex 4). 
Demonstrate that you tried all three above and more. E.g. Corporate investors, other? 
Use Annexes to provide evidence (and make clear reference)
• What would the impact be if you do not receive financial support from the EIC pilot? 

?
FOMO (brain drain)



RISKS



APPROACH

• Overall structure
• Approach 
• Timing of work packages and 

activities 
(Based on the objectives and 
strategy)



SUMMARY TABLE

Work Package 
(number and 
title) 

Start 
month 

End 
month 

Deliverable 
(number 
and title) 

Milestone 
(description 
and date) –
if applicable 

Person 
months

Indicative 
budget

Grant 
or 
Equity

• Including TRL 9 / market deployment activities covered by EU investment in equity 
up to break-even point 

• Not more than 5 Work Packages 
• Only essential deliverables (ideally one per Work Package)



WORK PACKAGES

Work Package Number

Work Package Title

Start Month End Month

Person Months

Budget

Indicate if requesting financing by grant or 
equity investment 

WP description (You should provide enough detail to justify the proposed resources and also 
quantified information so that progress can be monitored, including by the Commission): 

Description of tasks: 

List of deliverables:

Number Deliverable name Type Dissemination Level Delivery date



DELIVERABLES

Deliverables are outputs (e.g. information, special report, a technical diagram brochure, list, 
a software milestone or other building block of the project) that must be produced at a given 
moment during the action. 

R: Document, report (excluding the periodic and final reports) 
DEM: Demonstrator, pilot, prototype, plan designs 
DEC: Websites, patents filing, press & media actions, videos, etc.
OTHER: Software, technical diagram, etc.

PU - Public, fully open, e.g. web 
CO - Confidential, restricted under conditions set out in Model Grant Agreement
CI - Classified, information as referred to in Commission Decision 2001/844/EC. 

TYPE

DISSEMINATION LEVEL



MILESTONES

Milestones are control points to help chart your progress. Milestones may correspond to 
the completion of a key deliverable. They may also correspond to other inputs, allowing 
the next phase to begin, to decide on further steps or to take corrective measures. 

Together with 
deliverables they 

help the EC to 
assess whether a 

project is on 
schedule

Identify sufficient 
milestones to enable 

progress to be 
monitored at high level 

in all areas of the 
project at regular 

intervals and explain 
your choice

There should be a 
milestone when a 
particular stage is 

complete, or a target 
has been reached.

There should be 
milestones in each 
year of the project, 

so that annual 
reviews can be 

effective



RESOURCES

What are the resources, equipment and facilities required for the project and how 
you will access them? 



JUSTIFICATION OF COSTS

Only if the sum of the costs for’ travel’, ‘equipment’ and ‘goods and services’ exceeds 15% 
of the personnel costs.

Cost (€) Justification

Travel

Equipment

Other goods and services 

Total



SUBCONTRACTING AND THIRD PARTIES

If you plan to subcontract any tasks:
• Describe and justify the tasks to be subcontracted and the amount. 
• Explain the measures to comply with the best value for money principle 

Task(s) Estimated amount Measures to comply with best value for money (eg. criteria used 
amount for the selection of the subcontractors) 

Linked third party is an affiliated entity or has a legal link to a participant implying a 
collaboration not limited to the action. 
Contributions in kind provided by third parties: Third parties contributing in kind make 
available some of their resources to a beneficiary without this being their economic 
activity (i.e. seconding personnel, contributing equipment, infrastructure or other assets, 
or other goods and services). 

Subcontracting may be an essential part of the implementation of the project, but should 
not be a disproportionate part of the total estimated eligible costs. 



ANNEXES

Annex 1 - Security and Ethics
Annex2 - CVs
Annex 3 - Others
Annex 4 - Financial and corporate information Excel file (provided as 
.pdf and .xls/.xlsx/.ods)
Annex 5 - Pitch-deck (provided in .pdf)



PITCH DECK

Total duration 10 mins:

Company Purpose
Problem & Solution
Value Proposition
Market Opportunity & Risks 
Competition 
Business Model 
Commercialisation & Marketing 
Strategy 
Financial Projections Team
Conclusion 

After submission for step 1 of the 

evaluation, the pitch document cannot 

be changed anymore 

One slide for each heading 

ONLY applicants whose proposal has 

passed to step 2 are invited for face-to-

face interview in Brussels 



PITCH DECK - RECOMENDATIONS

▪ Take award criteria into account and address all of them in your pitch 
appropriately 

▪ While writing the proposal, plan enough time to prepare the pitch deck 
▪ Be precise and to the point: you only have 10 minutes to present 
▪ Explain your technology/innovation/business in way that everyone 

understands it immediately (avoid technical language) 
▪ Use visuals and do not overload slides with text 
▪ Do not forget that update of pitch deck before interview date is not 

possible
▪ Do not ignore the technical requirements: Separate PDF file in Annex 5, 

should not exceed 10MB



PITCH DECK – TIPS AND TRICKS FROM EASME

Do you want to perfect your pitch? Answer these 3 questions 

▪ What are you selling?

▪ What are your customers? 

▪ Why should they pay for it? 

How to take your pitch from good to amazing?

▪ If you're making money, you should mention it!

▪ Engage the audience!

▪ Use storytelling for really complicated products or markets! 

▪ Prepare as much as you can for Q&A.

▪ Be clear, positive and credible. Always! 

https://ec.europa.eu/easme/en/news/do-you-want-perfect-your-pitch-answer-these-3-questions
https://ec.europa.eu/easme/en/news/how-take-your-pitch-good-amazing


CRITERIA

Evidence that the applicant company cannot leverage sufficient investments from the 

market, particularly for applicant companies requesting blended finance support. Evidence 

that the applicant company is deemed 'non- bankable' by the market, in view of the 

activities to be developed. The 'leveraging of investments' and 'bankability' aspects are 

closely examined if you are invited to present your proposal.  

Technical/business experience of the team, including management capacity to lead a 

growing team. If relevant, the proposal includes a plan to acquire missing competences, 

namely through partnerships and/or subcontracting* and explains why and how they are 

selected (subcontractors* must be selected using 'best value-for-money' principles). The 

team aspect is closely examined if you are invited to present your proposal. 



CRITERIA

Availability of resources required (personnel, facilities, networks, etc.) to develop 

project activities in the most suitable conditions. Where relevant, realistic description of 

how key stakeholders / partners / subcontractors* could be involved (subcontractors* 

must be selected using 'best value-for-money' principles). Where relevant, the 

estimated budget and the procedure planned for selecting the subcontractors* are 

appropriate. 

Taken as whole, to what extent the above ‘Implementation’ elements are coherent and 

plausible.

Realistic timeframe and comprehensive description of implementation (work-

packages, major deliverables and milestones, risk management) taking the company's 

or applicant's innovation ambitions and objectives into account.



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu



Thank you!

Teşekkür ederim!



Turkey in Horizon 2020 II
Horizon 2020 SME Instrument (EIC Accelerator) –

Project Writing Training for SMEs
Case Studies: Successful bids

Grigoris Chatzikostas
Training Coordinator



EIC ACCELERATOR AS A SUCCESOR OF SME INSTR. PHASE 2

• Data presented refer to SME 
Instrument Phase 2

• Only publicly available data 
have been used



STATISTICS FOR SUCCESFUL COMPANIES



STATISTICS FOR SUCCESFUL COMPANIES



STATISTICS FOR SUCCESFUL COMPANIES



STATISTICS FOR SUCCESFUL COMPANIES



CASE 1: NURITAS (IE)

Company: NURITAS LIMITED
Project: PeptiEUForce: a game-changing 
ingredient for the pre-diabetic population
Total budget: 3.136.008 €
EU Contribution: 2.195.205 €
Start date: 01/09/2016
End date: 31/08/2019

HUGE TRACTION

RIGHT MIX BETWEEN 

CORPORATE AND 

SCIENCE



CASE 1: NURITAS (IE)

Nuritas was founded in 2014 by mathematician and bioinformatician Dr Nora Khaldi. 

It combines IT and life sciences expertise to mine DNA and protein data from 

plant materials in the hope of discovering new food components to help 

prevent, manage and possibly even cure disease. In particular, the company 

focuses on using AI to discover hard-to-find bioactive molecules called peptides 

which can be found in plants and can be used as ingredients to improve health.



CASE 1: NURITAS (IE)

• Breakthrough to develop a new product with biopharma giant BASF called 

PeptAIde, a sports nutrition ingredient containing a unique set of plant-based 

peptides identified using artificial intelligence (AI), for regulating inflammation. 

• Working with Nestlé to discover bioactive peptide networks within natural food 

sources. These health-promoting peptides can be added to functional foods

for people with certain medical conditions.

• Considered by Forbes one of the 20 leading companies in AI in health and 

drug discovery.

• Raised $20 million in its first round of funding led by Cultivian Sandbox 

Ventures. 

• Earlier investors include Bono and The Edge, two members of the Irish rock 

band U2. 

• Raised €30  million by the EIB to  scale up development of new therapeutics in 

areas of interest including anti-ageing, anti-inflammatory and diabetes 

treatment.



CASE 2: HYDROGENIOUS TECHNOLOGIES (DE)

Company: HYDROGENIOUS TECHNOLOGIES 
GMBH
Project: Hydrogenlogistics: Enabling the 
hydrogen economy
Total budget: 3.260.269 €
EU Contribution: 2.282.188 €
Start date: 01/02/2017
End date: 30/01/2019

SOLID TECHNICAL SOLUTION, 

REALISTIC BUSINESS MODEL



CASE 2: HYDROGENIOUS TECHNOLOGIES (DE)

▪ Founded in 2013 by Dr. Daniel Teichmann and Profs. Arlt, Schlücker and Wasserscheid; 
staff of 45; 25 patent families filed 

▪ Global technology leader for Liquid Organic Hydrogen Carriers (LOHC) – the revolution 
in hydrogen storage and transport 

▪ Focus on commercialization of hydrogen storage and release systems for industrial and 
mobile applications 



CASE 2: HYDROGENIOUS TECHNOLOGIES (DE)

• Hydrogenious' patented technology enables safe and cost-efficient high-density hydrogen storage in 
an easy-to-handle oil, thus eliminating the need for pressurized tanks for hydrogen storage and 
transportation. 

• LOHC will reduce the operating cost of hydrogen transport by up to 80% and open up new business 
opportunities for users. 

• Initially, Hydrogenious plans to focus on the market for hydrogen logistics, followed by the market 
for mobility refueling solutions (fuel cell vehicles). 

• Hydrogenious' technology has already attracted strong interest from a number of potential 
customers, including sales contracts worth ~1.5 Mio. € already signed. 

• The goals of the Phase II project are to (i) develop a highly dynamic, fully automated hydrogen 
release system (the "ReleaseBOX"), (ii) to reduce price, complexity and delivery time and (iii) to 
prepare commercial roll-out in key EU countries. 

• Hydrogenious is targeting revenues in excess of €90m, with 235 employees, three years after 
completion of the project. The LOHC technology can be an important enabler for a strong European 
hydrogen economy and has the potential to create many thousands of indirect jobs.



CASE 3: SVENSKA AEROGEL HOLDING AB (S) 

Company: SVENSKA AEROGEL HOLDING AB
Project: Quartzene: Market uptake of the 
world's first low cost aerogel-type nano-
material
Total budget: 1.492.858 €
EU Contribution: 1.004.576 €
Start date: 01/05/2016
End date: 30/04/2018

VERY WELL-ORGANIZED PROJECT

KEEP IT SIMPLE



CASE 3: SVENSKA AEROGEL HOLDING AB (S) 

• Svenska Aerogel has developed an aerogel-type nano-material “Quartzene®” which can be 
produced at a 70-90% reduction in cost. 

• Quartzene® can be used as insulation in many applications, from buildings and household 
appliances to food packaging. 

• Using Quartzene as thermal insulation in existing buildings in the EU could potentially lower CO2-
emissions from heating and cooling by 42% (353 million tons per year). 

• In the proposed project Svenska Aerogel will allow three European companies and one company 
from the Republic of Korea to perform the final verification of Quartzene® as insulation material 
on a tonne scale, in an operational environment. 

• The project will also verify the final design of the first future full-scale plants that Svenska 
Aerogel or its customers (through licensing agreements) aim to operate in the EU. 

• By the end of the project, Quartzene® will be ready for commercial use as an insulation material 
(i.e TRL 9) and by Q2 2018 made available for a number of customers, some who have already 
signed agreements with Svenska Aerogel. 

• The SME instrument will therefore be vital to facilitate the market take-up and commercialisation
of Quartzene®. Svenska Aerogel expects the project to lead to a turnover of €25.7 million and an 
EBTIDA of almost €15 million by 2022.



CASE 3: SVENSKA AEROGEL HOLDING AB (S) 

• Validate the production process
• Validate the product
• Become investor-ready
• Let stakeholders know about it



Contact:

Office Address

Turkey in Horizon 2020 Project

And Sokak 8/12 Akasya Apt. 06680 Çankaya/Ankara

06520 Çankaya/Ankara,Turkey

Tel: +90 312 467 61 40
http://www.turkeyinh2020.eu/

info@TurkeyinH2020.eu



Thank you!

Teşekkür ederim!



Concluding questions and 
comments and CLOSE 

http://www.turkeyinh2020.eu



Accelerator Project Writing 
Training for SMEs

‘Please complete the event 
evaluation form’


