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Abstract

D3.6 presents the specific actions and B2B training materials developed by SIG to support and ensure a better
connection between best practice owners, best practice adopters, collaborative partners, investors and
European/national/regional funds. As training materials, different ppt presentations have been elaborated: (1)
to prepare best practice owners & adopters to make the most of B2B events, liaising most professionally with
potential investors and business creators (incubators, consultants, etc.), (2) to provide stakeholders looking
for financing opportunities with valuable information on how to become investor-ready, and (3) to present
the general methodology, main steps and existing tools to develop and implement a collaborative project from
a new idea/concept.

Based on the available training materials, the ROSEWOOD4.0 Hubs implemented a tailor-made B2B training
(in-person or hybrid training) for stakeholders involved in the forestry and wood mobilisation sector. Training
materials can be found on the project website as ppt presentations and recordings. The recordings are also
available on the ROSEWOOQOD4.0 YouTube channel.

Deviations

Although the organisation of one B2B training per Hub was foreseen, CWE Hub could not hold its
corresponding one. The main reason was the extra effort and time that this Hub put into the preparation and
organisation of a non-foreseen Study visit in Austria (17-18.05.2022). With the improvement of the pandemic
situation, in agreement with the coordinator (SIG), HCS (CWE Hub manager) decided to prioritise the
celebration of this two-day in-person Study visit, especially relevant for members, experts and stakeholders
from the SEE Hub, who had the possibility of visiting a successful Biomass Trade Center (identified BP&I). Based
on the initiative selected (Biomass Trade Center) by the SEE Hub during the Business Idea Creation Workshops
(T2.2 ,Creation of regional operational groups for best practice implementation and new ideas creation”),
CEKOM (SEE Hub manager), CluBe and GIS, official members of this Hub, together with national experts and
interested stakeholders, are currently preparing a proposal for the implementation of this type of Biomass
Center in Croatia, Greece and Slovenia. With this Study visit, they had the opportunity of getting very valuable
first-hand information from the people in charge.

The CWE Hub made sure that its practitioners and stakeholders related to the forestry sector and wood
mobilisation value chain were aware of the available B2B material developed by the project (and described in
this deliverable). This includes two dedicated ppt presentations and two recordings; one for an internal B2B
training “Access to Finance” held by SIG (in English) and one B2B training implemented by the SWE Hub (in
Spanish).

In total five B2B trainings have been implemented by the NE, CEE, SEE and SWE Hubs. As indicated in this
report, the NE Hub was able to organise two different B2B trainings, one in Norway and a second one in
Finland.
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1. Purpose

Within T3.3 “Access to financing and economic development”, Steinbeis Innovation gGmbH (SIG,
ROSEWOOD4.0 coordinator) designed specific actions and B2B training materials to support and ensure a
better connection between best practice owners, best practice adopters, collaborative partners, investors and
European/national/regional funds. Based on this starting point, SIG has elaborated two ppt presentations:

(1) B2B Training Access to Finance:

- to prepare best practice owners & adopters to pitch their project to make the most of B2B events, liaising
most professionally with potential investors and business creators

- to provide stakeholders looking for financing opportunities with valuable information on how to become
investor-ready

(2) How to develop a collaborative project:

- to present the general methodology, main steps and existing tools to develop and implement a collaborative
project from a new idea/concept

With these training materials, ROSEWOOD4.0 wanted to coach best practice owners & adopters to successfully
pitch their project, when participating to sector organised B2Bs with potential investors and business creators
(incubators, consultants, business angels, etc.), increasing interest in their project with a concise, well-
formulated presentation, covering all aspects relevant for deciding on a potential investment in the project.
Additionally, stakeholders involved in the forestry and wood mobilisation sector looking for financing
opportunities got valuable information and inputs, among others, on the key factors for financial decisions,
the different sources of finance available for innovative companies and the main steps to investor readiness.
Furthermore, stakeholders with a new concept or idea were informed regarding the main steps to be followed
and the best tools to create a consortium and develop a collaborative project efficiently.

Based on the developed training materials, a first (online) B2B training was organised by SIG. Detailed
information related to this training is shown in the following section. After that, each of the Hub managers
implemented a tailor-made B2B training (in-person or hybrid training) for stakeholders involved in the forestry
and wood mobilisation sector, targeting one of the topics presented above. The training topic was chosen by
each of the Hub. The agenda and the material for each of these trainings were adapted to the context of the
corresponding country/countries and the selected profile of the participants. In many of these B2B trainings,
an overview of current European/national/regional funding opportunities (e.g. new Horizon Europe calls
related to the Forest sector) was also presented to the audience in dedicated sessions.

The report of the five held B2B trainings can be found in section 3 of this document.

The training materials are submitted as annexes of this D3.6. Additionally, they can be found on the project
website as ppt presentations and recordings. The recordings are also available on the ROSEWOO0DA4.0 YouTube
channel.
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2. B2B Training Organised by SIG

On the 27" of October 2021, SIG held an online B2B Training on Access to Finance. Figure 1 shows the
invitation distributed via the project website and ROSEWOO0DA4.0 social media (LinkedIn & Twitter). In total, 19
participants attended the training, mainly from the ROSEWOQOD4.0 consortium, as the idea of this event was
to train-the-trainers. In that way, this event was a training for the Hub managers, supporting them with the
future implementation of their own B2B trainings.

4 O Sustainable Wood
. for Europe

B2B Training: Access to Finance

How to become investor ready?
How to deliver a sound investor pitch?

Are you a startup, a young entrepreneur, a young company or an established SME looking for
financing opportunities?

Do you want to know the key factors to improve your access to finance?

Are you willing to learn how to deliver a successful investor pitch?

The ROSEWOODA4.0 project supports stakeholders and digital companies involved in the
forestry and wood mobilization sector to realize and transform their innovative ideas into
marketable products. In this framework, the consortium organizes a free online B2B training
dedicated to investor-readiness. Participants will get valuable inputs on the key factors for
finance decision, the different sources of finance available for innovative companies and learn
how to deliver a sound pitch deck to investors.

Registration:

An early registration is recommended as the number of participants is limited to 40 and places
will be allocated on a first-come, first-served basis. Secure your participation now and register
for the event here.

Where: Online (Zoom)

Date: 27.10.2021

Time: from 10:00 to 12:00 CET

The training is free of cost and limited to 40 participants.

Please note that the training will be recorded for later viewing on the ROSEW0OOD4.0
website. By registration you agree to that.

Figure 1. Invitation for the B2B Training Access to Finance
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In this two-hour training, after a brief overview of the project and its main results for the external participants
presented by Francisco Javier Casado (SIG, ROSEWOODA4.0 Project Manager), Samantha Michaux (SIG Senior
Project Manager), based on the corresponding ppt presentation (B2B Training Access to Finance), developed
and explained in detail each of the following topics:

Key factors for investment decisions

Typical Venture Lifecycle

Sources of finance

Type of financing per development stage
Questions to help steer the investment decision
Framework for decision analysis

The five steps to investor readiness

Typical Don’ts to avoid in your Pitch deck

Key slides of a Pitch deck

Do’s and Don’ts when dealing with investors

Poll guestions were used to ensure interaction and engagement with the attendees and check their
understanding of the explained topics.

The recording of the session is available on the project website and its YouTube channel. Up to the submission
of this deliverable, the recording has more than 150 viewers. Some impressions of the online training can be
seen below.

BUSINESS SUPPORT

Supporting the design of new business
opportunities for sustainable wood
mobilisation through capacity building,
training and development of knowledge
resources.

Creativity workshops for new business ideas.
* B2B Workshops.

+ Training materials.

*+ Based on validated practices, innovations &
research. >
Business support for replicating best practices ERhtisco Jodler Ca
and implementing innovation

Gunnar Hellerst...
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Dos and DON’TS when dealing with investors

It is often difficult to attract funding when a company really needs it.

Think ahead and plan to fundraise well in advance.

Take advice from people who have done it for similar businesses.

Work out exactly how much and what sort of funding you will require.

Plan whom it is appropriate to approach.

Provide them with the information they are looking for, in the format they want
Communicate effectively and honestly.

Summarize the objectives for the business to communicate them succinctly and with
impact and conviction.

Ensure a company’s objectives have a commercial focus.

Sell the business, not the product!

© ROSEWOODA4.0 consortium | www.rosewood-network.eu
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3. B2B Trainings Implemented at Hub level

As it was already explained, based on the training materials developed by SIG, several B2B trainings have been
held at the Hub level. The agenda of each of the B2B trainings was adapted by the corresponding Hub manager
taking into account the context and the particularities of the country or countries involved, and the profile of
the participants.

Below it can be found the general information of the five organised B2B trainings:

Event Type of Training Number of
Language Participants
Southern- | 04.03.2022 South-East English Hybrid: 28 (21 externals
East Hub Europe Hub and 7 participants

In-person (Croatian

Forestry Society, from CEKOM, SFI &

B2B Training on

how to devellop Zagreb, Croatia) & CluBe)
a collaborative .
) virtual
project
Southern- | 01.04.2022 Access to Spanish Hybrid: 37 (29 externals
West Hub Finance a.nd In person (CESEFOR, and 8 participants
Economic from CESEFOR)

Soria, Spain) & virtual
Development

Northern | 05.04.2022 B2B Access to Norwegian In-person (Inland 16 (14 externals
Hub Finance Norway University of and 2 participants
Applied Science, from TT)
Evenstad, Norway)
Northern | 11.05.2022 B2B How to Finnish In-person (Lapland 16 (11 externals
Hub develop a University of Applied and 5 participants
collaborative Sciences, Rovaniemi, from LUAS)
project Finland)
Central 10.06.2022 B2B How to English Hybrid: 23 (15 externals
East Hub develop ? In-person (tukasiewicz and 8 participants
collaborative from ITD, FORZA
et Research Network — d KO-FA)
projec Poznan Institute of an i

Technology, Poznan,
Poland) & virtual

For Data Protection reasons, the lists of participants of the five B2B trainings have not been included in this
report, but SIG (ROSEWOOD4.0 coordinator) can make them available for the Commission Services upon
request.
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SEE Hub: South-East Europe Hub B2B Training on how to develop a
collaborative project

On the 4™ of March 2022, CEKOM (SEE Hub Manager) in collaboration with SFl and CluBe (SEE Hub members)
organised a B2B training on how to develop a collaborative project as a hybrid event. Figure 2 shows the B2B
training agenda.

29
ftf—“. i
RosEllwoop

407

South-East Europe Hub B2B Training on how to develop
collaborative project

4 March 2022 / Zagreb, Croatia (hybrid)

Objectives
Coliaborative project development training for stakeholders from forestry and wood industry value chain is
initiated to boost the knowledge and funding opportunities.

Addressed to
Stakehalders from forestry and wood industry value chain.

Venue and practical information
Hybrid event:
1. ZOOM meeting (virtual)
2. Croatian Forestry Society, Trg MaZuranica 11, Zagreb, Croatia, (in persan).

Start time: 11:00 | end time: 12:30

Event Language
English

Programme
11:00 - 11:35 | SEE Hub Workshop opening
Presentation of ROSEWOO0DA.0 project and results (20)
- Scope of the workshop (5')
Introduction of participants {10')
1 11:35 - 12:15 | Training: How to develop a collaborative project
! 12:15 - 12:30 | Discussion and closure of the Workshop
12:30 - 14:00 | Working lunch

Contact and registration

Danijela Saric Bartolovié, bartolovic@cekom.hr

Q ROSEWDODS O | www. ou ThES. propect NS rOeiend funding fasm tno ELropedn Union's
Hor2on 2020 reseanth a3 NOOWon prigranmia undis
et agreemant N 86 2

Figure 2. SEE Hub B2B Training Agenda
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The physical part of the training took place on the premises of the Croatian Forestry Society (Trg MaZuraniéa
11, Zagreb, Croatia). As the event language was English, the training was also virtually attended by stakeholders
from Slovenia and Greece. In total, the number of participants was 28, including different types of stakeholders
related to the forestry and wood industry value chain, such as private forest owners, companies, clusters,
associations, cooperatives, but also national chambers (e.g. Croatian Chamber of forestry and wood
technology engineers) and agencies (e.g. Agency for Mobility and EU Programmes Croatia).

At the beginning of SEE Hubs’ B2B training, all participants had the opportunity to shortly present themselves,
their institutions and their interest to participate in the event. This introduction section was followed by a
general project presentation, where an overview of ROSEWOQOD4.0 and its main results were presented, with
a special emphasis on the Knowledge Platform, all available MOOC materials, the six developed Roadmaps, as
well as all produced videos based on selected Best Practices and Innovations (BP&l).

Danijela Sari¢ Bartolovi¢ (CEKOM, SEE Hub Manager) moderated the B2B training. The main aim of the training
was to support forestry and bioeconomy stakeholders through the provision of key useful information and
tools for the successful development of collaborative projects.

In the second part of the training, many participants exchanged their own experiences and opinions on key
components for the effective preparation and implementation of a successful collaborative project. Most of
the participants agreed on the essential importance of very good communication between the projects’
partners and their active involvement and engagement. Horizon Europe programme and its innovation actions
were considered the most favourable option for the preparation of collaboration projects since they allow the
inclusion of multi-sector stakeholders as project partners (e.g. companies, research institutions, policy level,
etc.). The opportunity for knowledge transfer in this type of project was considered remarkable, especially the
knowledge extension for participants with no previous experience with collaborative projects. It was also
positively highlighted the collaboration with partners from different countries, with different mentalities and
perspectives, experiences and levels of knowledge, being considered a great asset for the whole of Europe.

By the end of the training, the representatives of the Agency for Mobility and EU Programmes, which is the
National Agency responsible for the implementation of the following EU Programmes and initiatives in Croatia,
expressed great satisfaction with the implementation and results of ROSEW0OQ0D4.0, but also with the B2B
training.

A couple of impressions from the SEE Hub B2B training are shown below.
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CESEFOR (SWE Hub Manager), with the support of the Institute of Business Competitiveness (Government of
Castillay Ledn, Spain), organised a B2B training “Access to Finance and Economic Development” with a hybrid
format on the 1st of April, 2022. The face-to-face part of this event took place on the premises of the CESEFOR
Foundation (Soria, Spain). In total, 29 external participants (not linked to the project), followed the event. Even

though the training was carried out in Spanish, Figure 3 presents the agenda translated into English.

The objectives of this B2B training were (1) to present the five necessary steps to investor readiness to pitch
effectively in front of potential investors, and (2) to explore the best methods to obtain investment and
financing for companies in the forestry sector, also in the rural environment and in general to any businessman
or entrepreneur interested in developing new business ideas, through experts in financing and fundraising
from the European level to the local one.

Access to finance and economic development

April 1, 2022, 13:00 - 14:00. Face-to-face and online:.
Cesefor Foundation. Soria
Preparation of presentations for meetirigs with investors
European, national and local funding programs

Conclusions

Angela Garcia de Arana
CESEFOR Foundation
Project management, cooperation and fundraising.

Program
13:00 Wekome and opening of the day — Angela Garcia de Arana, Cesefor Foundation.
Presentation of Rosewoodd.0 Knowledge Piatform
13:05 Business presentations and preparation for meetings with investors —
Angela Garcia de Arana, Fundacion Cesefor.
—— The 5 steps to be investor-ready
— What to avoid in your presentation speech
— Key slides of a presentation speech
— Do's and don'ts of dealing with investors
13:10 Ewuropean funding opportunities for R&D projects in international cooperation —
Elena Martin Espino, ICE — JCYL
—— European calls 2022: EUROSTARS and International Technology Cooperation Programs.
— Other European R&D funding programs: Horizon Europe, LIFE, PRIMA.
—— Practical issues to prepare the next calls: draft work programs, positioning, information sources,
partner searches, etc.
13:25 How do you ask for help and not die trying or end up throwing your PC out the window? —
Raquel Puntero, Fundacién Cesefor.
— How can | ensure that my organization does not prepare a project the night before the
closing of the call for proposals?
—— National Aid Catalog: Investment in assets, nmew business, capital, innovative activity,
investment in expenses.
— Regional Aid Catalog: Aid from the Junta de Castilla y Ledn for investment, R&D&! and
internationalization.
— Provincial level.
— TIPS: Administrative solutions for better processing.
13:50 Conclusions and discussion.
14:00 Closing and end of the day.
-
L g
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Figure 3. SWE Hub B2B Training Agenda translated into English
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During the training, the most interesting calls related to the forestry and wood mobilisation sector were
presented to the audience, both at the national and international level, to explain the best way for companies
and other stakeholders to find available funding for the development of their ideas through collaborative
projects.

Based on the questions and discussion with the participants, a very common problem is underestimating the
time needed to prepare and present a proposal. Elena Martin (Institute of Business Competitiveness)
recommended starting with the preparation of the proposal as soon as the idea/concept of the project is clear.
The company or institution should start to find the most suitable call for its idea and needs. Regional calls are
very different from the international ones, where you need a European consortium but in the end, in both
cases, the successful proposals are the ones prepared long in advance, having time enough to develop and
write the proposal and to identify the right additional partners. In most cases, the regional calls are always
open, with several deadlines every year, so there are many chances to achieve it. Nevertheless, the level of
competition is too high and proposals must be very complete to be successfully evaluated and funded. Also,
requisites may change for each partner in the same proposal; all details of the call must be carefully revised
because a small mistake might make you lose the chance to be funded.

Paperwork and specific requirements might be difficult to deal with for smaller companies and also for the big
ones not familiar with regional and European calls for funding. In her presentation, Raquel Puntero (CESEFOR)
recommended counting on specialised companies or agencies, especially for those companies with no
previous experience. In the case of large companies, it is always interesting having someone from the
administration team to be specialised in funding and submitting proposals to ensure and facilitate the whole
process.

The recording of the session is available on the project website and its YouTube channel. An impression of the
face-to-face part of the training can be found below.
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In the frame of this task, NE Hub implemented two different B2B trainings, one in Norway (organised by
TRETORGET, TT, NE Hub member) and the second one in Finland (organised by LUAS, NE Hub Manager).

On the 5% of April 2022, TRETORGET (TT, NE Hub Member) held a face-to-face B2B Training “Access to Finance”
at the Inland Norway University of Applied Science (Evenstad, Norway). The event, with 14 external
participants (including stakeholders related to the forestry sector and also forestry students), was carried out
in Norwegian. Figure 3 and Figure 4 show the B2B training invitation and the program, respectively.

Hvordan fa tilgang til finansiering
av din forretnigsidé?

Campus Evenstad . 5 April, kl 08.15

INVITASION

Gode ideer og gode planer er ofte alene ikke nok til & giennomfareen forretningsidé
Behovet for kapitalvil etter hvert ogsd melde seg.

Prosjektet Rosewwod 4.0 harutviklet et opplegg som beskriver flere veger il ekstern
finansiering og hvordanman kan posisjonereseg for lettere & fA tilgang til slik kapital.

Igjennom forelesning, caser og diskusjoneransker vi & lyse opp vegen til ekstern
finansiering, og vise at det finnes flere veger til denne type kapital.

Figure 3. B2B Training invitation (in Norwegian)
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PROGRAM.

03:15- 0%:00: Forelesing: Tilgang @il finansziering [5tile Merdgaard/Tretarget)
0%15- 10:00: Forelesningfortsetter + Hvordan ble INND-UT A3 finznsiert? (Ole Bakmann/INND -UT A3
10:15 -11:00: Hvordzn kan grunders og bedrifter oppna finansiering? | Micolaj Hoejer Mielsen/ biostrat.dk]

- Gjernomgang og diskusjon av caser med eksempler pa
bedrifter sam har cppnadd finansiering igjennom en
rekke forzkjellige kilder

Velkommen !

T e o
Tt

smond g s o e Lk ' BT 23
T) [N O e .

Figure 4. B2B Training “Access to Finance” program (in Norwegian)

Initially, Stale Nordgaard (TT) introduced the ROSEWOOD4.0 project to the audience, presenting the project
website, the Knowledge Platform and the YouTube channel. The first part of the replication was led by Stale
Nordgaard, lecturing on the theoretical aspect of access to finance. The material used was an adaptation and
translation of the ppt presentation provided by the project coordinator, on the topic “Access to Finance”
(developed by Samantha Michaux, SIG). To bring theory to a practical level, as a best practice, Ole A. Bakmann
(INNO-UT AS) shared with the attendees how his company was founded, as well his thoughts on the future of
the company. He highlighted that there are several ways and possibilities to finance at an early stage in
Norway, being probably this country one of the safest and more favourable countries in the world for a start-
up company.

In the last part of the training, Nicolaj Hgjer Nielsen (Biostrat), investor, business angel and the author of the
book “Startup Funding”, presented different cases and discussed the possibilities for funding at different levels
in the venture cycle, giving examples and challenging the audience to reflect on the presented options. Nielsen
Underlined the importance of developing a prototype to be shown to potential investors as well. He also
pointed out the importance of having a well-functioning and engaged team, showing the potential investors
the real capability of the start-up as a selling point.
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On the 11" of March 2022, LUAS (NE Hub Manager) held a second B2B training on behalf of the NE Hub. This
face-to-face B2B Training “How to develop a collaborative project” took place at the Lapland University of
Applied Sciences (Rovaniemi, Finland), and it was organised by the ROSEWOOD4.0 project in collaboration
with the Finish project KATOS. KATOS is a three-year (2020-2022) project implemented by LUAS and the
University of Lapland. The development goal of the KATOS project is to increase the competitiveness and
vitality of Lapland and its companies and other actors, especially in the areas of growth and structural change.
Achieving this goal requires the development and utilisation of international research, development and
innovation (RDI) expertise in cooperation between universities, research institutes and other actors in the
region.

The joint ROSEWOOD4.0-KATOS training, with 11 external participants from different forestry related
organisations in Finland, was carried out in Finish. Figure 5 and Figure 6 show the B2B training invitation and
the agenda, respectively.
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KOKEMUKSIA JA TULEVAISUUDEN NAKYMIA LUONNONVARA-ALAN KANSAINVALISESSA
HANKETOIMINNASSA

TERVETULOA ROSEWOODA4.0- ja KATOS-hankkeiden tapahtumaan

Aika: Ke 11.5.2022 kio 12:00-15:00
Paikka: Lapin ammattikorkeakoulu, Jokivdyld 11, Rovanieml (Auditorio B167)

Tilaisuus kohdennettu luonnonvara-alan toimijoille ja yrittdjille seka TKI-toimijoilie

K i i TKI-toimi i hi i ja hyoddy i vaatii y Y
ilai ki ja sidosryhmien kesk Tapah tarkoituk on jakaa
alisistd | a-alan hankkei: kesk ! jen merkityk
seka pohtiay g invalisen rahoituk hdolli ia. Tule k k ]

KLO 12-13 LOUNAS, Ravintola Tekuila
KLO 13-15, Auditorio B167
PUHEENVUOROT, moderaattori Merja Laajanen, ROSEWOOD4.0-hanke
ROSEWOODAJ.0, Horizon 2020: erikoistutkija KARI MAKITALO, Luke
GRUDE, Interreg Nord: lehtori MAARIT TIMONEN, Lapin AMK
DIGICIRC, Horizon 2020 Innosup: projektipaallikkd TYTTI AHORANTA, Digipolis Oy
EU:n uusi ohjelmakausi: TKi-palvelupaallikkd RITTA ALAJARVI-KAUPP1, Lapin AMK/Lapin YO
PANEELIKESKUSTELU, moderaattori Eija Raasakka, KATOS-hanke
PAULA MIKKOLA, NPA chjelman kansallinen kontaktihenkild, Lapin liitto
PERTTI ITKONEN, luonnonsuojelupaallikkd, Metsahallitus
TYTTI AHORANTA, projektipaallikka, Digipolis Oy
VILLE RAUHALA, kehittamispaallikkd, Lapin AMK
ILMOITTAUDU 4.5.2022 mennessd t3st3 linkistd,

L :Anne a, Lapin AMK, anne.saloniemi{at)lapinami.fi, 044 478 0265

ROSEWOODA4.0-hankkeessa hyodynnetdan Euroopan eri alueilla ofevaa osaamista puun kestavan liikkkuvuuden
edistamiseksi. Hankkeessa silrretaan tietoa parhaista metsaalan kaytdnndistd ja uusista innovaatioista mullle
alueille seka kehitetadn toimljoiden valista yh y . Hanke on tu Euroopan unionin Horisontti 2020
-tutkimus- ja innovaatio-ohjelmasta.

KAYOS-hankk a edi ) kan: ! TR kehittamista ja hyddyntamists yhteistyossa
korkeakouluj tutk it 1ja alueen mulden toimijoiden kesken. Hanketta rahoittaa Pohjols-
Pohjanmaan ELY-keskus Euroopan sosiaalirahastosta.

< LAPIN YLIOPISTO
NIVERSITY OF LAPLAND

LAPIN AMK |

Capiand Uniwer vy of Apsiied Scevoe

Figure 5. B2B Training invitation (in Finish)
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KOKEMUKSIA JA TULEVAISUUDEN NAKYMIA LUONNONVARA-ALAN KANSAINVALISESSA
HANKETOIMINNASSA

ROSEWOOD4.0- ja KATOS-hankkeiden tapahtuma

Aika: Ke 11.5.2022 kio 12:00-15:00
Paikka: Lapin ammattikorkeakoulu, Jokivdyla 11, Rovaniemi {Auditorio B167)
Tilaisuus kohdennettu luonnonvara-alan toimijoille ja yrittdjille seka TKi-toimijoille

Kansainvdlisen TKi-toiminnan osaamisen kehittaminen ja hyddyntiminen vaatii yhteistyota
oppilaitosten, tutkimuslaitosten ja sidosryhmien kesken. Tapahtuman tarkoituksena on jakaa
kokemuksia kansainvalisistd luonnonvara-alan hankkeista, keskustella verkostojen merkityksestad
sekd pohtia yhdessa kansainvalisen rahoituksen mahdollisuuksia. Tule mukaan keskustelemaan!

KLO 12-13 LOUNAS, Ravintola Tekuila
KLO 13-15, Auditorio B167
PUHEENVUOROT, moderaattori Merja Laajanen, ROSEWOOD4.0-hanke
EU:n uusi ohjelmakausi: TKI-palvelup#allikkd RITTA ALAJARVI-KAUPPI, Lapin AMK/Lapin YO
ROSEWOQD4.0, Horizon 2020: erikoistutkija KARI MAKITALO, Luke
GRUDE, Interreg Nord: lehtori MAARIT TIMONEN, Lapin AMK
DIGICIRC, Horizon 2020 Innosup: projektipaallikkd TYTTI AHORANTA, Digipolis Oy
PANEELIKESKUSTELU, moderaattori Eija Raasakka, KATOS-hanke
PAULA MIKKOLA, NPA ohjelman kansallinen kontaktihenkild, Lapin liitto
PERTT! ITKONEN, luonnonsuojelupaallikkd, Metsahallitus
TYTTI AHORANTA, projektipdallikkd, Digipolis Oy
VILLE RAUHALA, kehittamispaallikkd, Lapin AMK

ROSEWOODA4.0-hankkeessa hyodynnetddn Euroopan erl aluelila olevaa osaamista puun kestavan likkuvuuden
edistamiseksi. Hankkeessa slirretaan tletoa parhaista metsaalan kaytanndistd ja uusista innovaatiolsta muille
aluellle seka kehitetadn toimijoiden valista yhteistyota. Hanke on rahoitettu Euroopan untonin Horlsontt: 2020
-tutkimus- Ja innovaatio-ohjelmasta.

KATOS-hankkeessa edistetdan kansalnvalisen TKI-osaamisen kehittamista (a hyddyntamista yhteistydssa
korkeakoulujen, tutkimuslaitosten ja alueen muiden toimijoiden kesken. Hanketta rahoittaa Pohjois-
Pohjanmaan ELY-keskus Euroopan soslaalirahastosta.

LAPIN AMK

Lagtond Urmmtwiy of Apuiind Scerces

'3 LAPIN YLIOPISTO Luk
S UNIVERSITY OF LAPLAND uKe
&5 e 3

Figure 6. B2B Training “How to develop a collaborative project” agenda (in Finish)
The training started with an introduction section, followed by a general project presentation of the

ROSEWOOD4.0 project (see picture below). Project manager Merja Laajanen, Lapland UAS, moderated the
B2B training: How to develop a collaborative project, based on the material prepared by SIG on the frame of
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the ROSEWOODA4.0 project. The event aimed to share relevant information, tips and experiences on the
planification and implementation of international collaborative projects. The following topics were covered:

e Briefintroduction of the financial instrument
e Consortium building and the importance of networking
e Experience with the financial instrument and project design/implementation (positive and negative)

During the B2B training, relevant information regarding new coming funding programmes was also shared
with the participants during a dedicated session ("New EU programming period”) carried out by Riitta Alajarvi-
Kauppi (RDI Service Manager, Lapland University of Applied Sciences), including Interreg Aurora, Interreg
Europe, LIFE, Horizon Europe, Erasmus and NPA. Especially Horizon Europe (Cluster 5 and 6) were discussed
in more detail during this presentation, as those two clusters include calls related to biodiversity, circular
economy, green rural and other topics very relevant for the participants of this training, forestry related
organisations. Additionally, the event highlighted the importance of networking too. Figure 7 shows a
graphical representation of this issue.

Lots of very interesting discussions took place during the B2B training. Participants were quite active during
the whole event, showing their interest in this kind of event that can be useful for stakeholders with project
ideas but no previous experience on how to build a consortium and prepare a collaborative project. A general
conclusion, based on the general discussion, was that the success of a collaborative project is mainly due to
the skill, involvement, complementarity and motivation of each team member.
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6. Networking
In practise

6 partners &
(+ 2 S-A)

Figure 7. Graphical representation of networking presented during the B2B training

In the final part of the event, a panel session was moderated by Eija Raasakka (KATOS project), who asked
guestions and gave the floor to each of the four panelists (see picture below):

- Paula Mikkola, NPA's national contact person, The Regional Council of Lapland
- Pertti Itkonen, Nature Conservation Manager, Metsahallitus

- Tytti Ahoranta, Project Manager, Digipolis — Kemi Technology Park

- Ville Rauhala, Development Manager, Lapland University of Applied Sciences
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In this session, each of the four panelists was asked to comment on all the following questions/topics:

e Creating international partnerships: how are international partnerships built in your organisation?

e Whatis a strong search consortium like? How do involve stakeholders?

e  What is the significance and benefit of international project work?

e The participants shared their experience with different funding instruments and experience of
implementations.

The audience discussed how companies can be meaningfully involved in projects. In general, different forestry
projects may be difficult to realise for entrepreneurs if there are no specific benefits for them. On the IT side
and the industry side, the role of companies is probably significant and benefits are more evident.

The new financing models were very interesting for the audience. Among others, the Horizon 2020 “Innovation
in SMEs” (INNOSUP) programme was indicated as a useful funding tool directly targeted at SMEs. As a good
example of the H2020 INNOSUP project, DigiCirc was discussed. Within this H2020 project, 75% of its budget
will be channeled directly to support SMEs.

Regarding the establishment of international partnerships, the panelists agreed that is a very long process.
You need to get involved, follow the megatrends, learn, make an impact and identify the potential of your
area.
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CEE Hub: B2B How to develop a collaborative project

On the 10" of June 2022, ITD in collaboration with FORZA (CEE Hub manager), KOFA and NFC (CEE Hub
members) organised a B2B training on how to develop a collaborative project as a hybrid event. Figure 8 and
Figure 9 show the B2B training agenda and the official invitation, respectively. The aim of this training was to
support the creation of new collaborative projects in forestry-wood sector digitalisation through knowledge
transfer and match-making activities.

# A 12 P
Rosgl}woop %Z =

AQ = Kontaktowy
Transformacia
Cyfravea

Central-East Europe Hub B2B Training:
How to develop a collaborative project?

Date: June, 10, 2022

Start time: 10:00 CET | end time: 15:30 CET

Objective

Supporting the creation of new collaborative projects In forestry-wood sector digitalisation through knowledge
transfer and match-making activities

Participants
Stakeholders of the Forestry and Woed industry Value Chain from Ukralne, Poland, Romania, and Slovakia
(Central-East European Hub), experts engaged In the ROSEWOO0D4.0 project, Hub members

Venue and practical information
—  inperson: tukastewicz Research Network — Poznan Institute of Technology
Industry Contact Point for Digital Transformation
ul. E. Estkowskiego 6, Poznan, Poland, room 3094
—  Online: MS Teams

Part 1: How to develop a collaborative project? (hybrid, English)

10:00-10:15 CEE Hub Workshop opening and intro
- Presentation of ROSEWOODA.0 and its main results

10:15-10:45 How to develop a collaborative project

Presentation of basic rules for project development, finding partners and preparation of project
proposal

10:45-11:15 Funding opportunities

Presentation of incoming calls - funding opportunities for joint projects dedicated to forestry-
wood sector (Horizon Europe, Interreg, Eureka Danube call, CBE JU, LIFE, biiateral projects)

11:15-11:30 Break

Part 2: Match-making and ideas’ development (in person, Polish)
A session organised in cooperation with an Industry Contact Point for Digital Transformation
for enhancing R&D cooperation towards Morizon Europe and other EU funding schemes

11:30-12:00 Introduction of participants & competences
- Short presentation of research offer (science institutions)
- Shortp ion of needs (business)

12:00-12:45 Match-making and ideas development - workshop (1)
12:45-12:55 Break

12:55-13:40 Match-making and ideas development — workshop (2)
13:40-13:45 Summary and closure

Lunch & networking (Nifty No. 20, PURO Hotel Poznan)
D RCGEWOODA.D | waw. etwork.eu

Thi peopct b munnd funding from B Euwtpoan Union's Horan 2000
TR areh and uncer Rraet gy N BEJEEL

Figure 8. B2B Training “How to develop a collaborative project” agenda
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«J for Europe

May 24, 2022

Dear colleagues and experts,
We are pleased to invite you te participate in the Central East Europe Hub B2B Training: How to
develop a3 collaborative project?, which will be held within the ROSEWOQCD4.0 project on:

June 10* 2022, 10:00 — 11:30 (CET)

Context

ROSEWOOD4.0: EU network of Regions Qo Sustainable WOOd mobilization ready for Digitalization is
a two-year Coordination and Support Action, funded by the European Commission’s Horizon 2020
research and innovation program. ROSEWOODA4.0focuses ontailored (user- and region-
specific) transfer of know-how and information that enables and supports stakeholders of the wood
value-chain to exploit inncvations and best-practices and facilitate the capture of innovative ideas,
enhancing the development of the field.

Objective
— To support the development of new collaborative projects in the forestry-wood sector
digitalisation through knowledge transfer and match-making activities

Participants

Stakeholders of the Forestry and Wood Industry Value Chain from Ukraine, Poland, Romania, and
Slovakia (Central-East European Hub).

Event Language
English

Registration
Due to restrictions caused by the COVID-19 pandemic, the workshop will be hybrid and wili take piace
simultaneously in Poznan, Poland and virtually via the Teams platform.

Please register here:

https://forms gle/BridXzTPy4ConcBu7

After registering, you will receive a confirmation email containing information about joining the
meeting.

We are looking forward to your participation in the training and your contribution to the enhancement
of sustainable use of wood potential. If you are not able to participate personally, please suggest
another representative of your organization and feel free to distribute this invitation.

Piease feel free to contact us for additional information.

Sincerely,
Dobrochna Augustyniak-Wysocka, tukasiewicz Research Network — Poznan Institute of Technology

This propct his received Tunding from the Eurogosn Usos’s korzan 2000

CTROSEWONDED consortium [ www rosewood network.ou
T ch sod inscvaetion Srogr amme wther grant sy et No 362631 -

Figure 9. B2B Training invitation
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The physical part of the training took place on the premises of the tukasiewicz Research Network — Poznan
Institute of Technology (Poznan, Poland). As the first part of the event was carried out in English, the training
was also virtually attended by stakeholders from Ukraine and Romania. In total, the number of participants
was 23 (13 in person and 10 online), including different types of stakeholders related to the forestry and wood
industry value chain, such as private forest owners, business representatives, research institutions, NGOs and
a national chamber (Polish Economic Chamber of Wood Industry).

In the first part of the training, after a short presentation of the project and its results (e.g. Knowledge
platform, Roadmaps, etc.), the training topic on how to develop collaborative projects was covered. For this
purpose, the material developed by the ROSEWOOD4.0 Coordinator was used. Furthermore, open and
incoming calls for projects related to the forest sector and wood mobilisation value chain were presented,
including Horizon Europe calls (Cluster 4 & 6 and CBE JU incoming call), Interreg regional calls, Eureka (Danube
Call and Network Projects), LIFE and as well some national funding opportunities. The potential project topic
was presented together with short information about funding rules for different types of participants.

The second part of the training was a workshop (Match-making and ideas’ development) organised in
cooperation with an Industry Contact Point for Digital Transformation for enhancing R&D cooperation towards
Horizon Europe and other EU funding schemes. This workshop was held only offline, in Poznan (Poland) and
in Polish. It started with a short introduction of the business needs and competences of the research
institutions, which set the context for further discussion. This was followed by the interactive work in (3)
groups, where participants were discussing possibilities for collaboration based on identified needs and HE
calls presented in the 1°* part of this event. Possible activities, enabling technologies and their applications
were covered. This part ended with the short presentations summarising the work of each group. Identified
opportunities included:

- Strategy building project of Industry 4.0 implementation in CEE countries (possible funding Interreg
Central Europe);

- Application of IT solutions in wood processing;

- Wood traceability solutions in different applications;

- Using sensors for detecting and preventing forest threats and monitoring the biodiversity in forests.

Following the workshop, the specified opportunities were described and sent among the participants to decide
which ones will be further developed into project proposals and what kind of funding would be most suitable
for the selected ideas. Additional information about forthcoming Horizon Europe calls in Polish was prepared
for Polish Economic Chamber of Wood Industry.

A couple of impressions from the CEE Hub B2B training can be found below.
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Annex 1. B2B Training Access to Finance

B2B Training Access to Finance
How to become investor ready?
How to deliver a sound investor pitch?

Key factors for investment decisions

Typical Venture Lifecycle

Sources of finance

Type of financing per development stage
Questions to help steering the investment decision
Framework for decision analysis

The 5 steps to investor readiness

Typical Don’ts to avoid in your Pitchdeck

Key slides of a Pitchdeck

Do’s and Don'’ts when dealing with investors

d/Taly | Rage 3\

POLL QO

thing you did wh ttending an oniine meet

Brushed my te
Cooked lu
Watched ®
Other b

1t decis

opment: recently or not yet established
ngd?
Level of Risk: likelihood that
remuneration sought (e.g. higher interast r
Simplification: Are the goals simply achieval
Fil Clear exp s of financial ¢ (eg debt 2 interest rate

on)

ch firm
fuation; critical nt In negotiation pro; valuation too low -> reguest of
of shares or debt reje 5. ¥ on high = | not
cluded becaus her deals more attractive high valuation incorporates high
jevel of risk/ high Int 1rates

Secured/unsecured loans VC{EIC: blended Finance) EU (ERDF, EIC, HEU, ESIF)
(banks)

Friends & Family {unsecured) Buslness Angels Natlonal Funds

Micro loans (Involce/trade PO Regional Funds
firancing)

Leasing Crowd Investing
Crowd-Lending Strategic Investors llke corporates (MEA)
Bonds Friends & Famlily

Own resources/ internal funding

Background Information
What is the current level of turnover and employment of the company?

In which type of industry/sector does the company operate?
What is the ownership structure of the company?
What is the nature of the company operations? Exporting or importing
company? Local, international or global o tions?
What type of innovation does the company bring in the mix, and how is this
innovation measured? How much ahead of the competition does th
innovation bring the company? What is the technological >-art in the
company's industry sector? (e.g., patents, trademarks, copyrights etc.)

o
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tment ¢

meline)
What will the company use the finance for?
For arch, development, mark nalysis, marketing, reorganization,
expal to new range es, expansion to new geographic
markets, expansion of production capacity, working capital, long-term f
equipment
Is the need imr iate cash fiow or for anticipating future projects ?

Fr ework

Three important elements of an enterprise and ist business to be

considered:

Level of innovation: innovation levels are strongly associated with the
inherent risk of the venture

Size of the enterprise: large companies find it easier to raise debt
with the use of bonds

Amount of money requested: the selection of the right financing
source depends on the amount of money needed.

1. You are an SME (20-50) with a high level of innovation and risk and are seeking & large amount
of money? Which form of financing can you go for?
nds / Mic g)/ Venture Capl

2. You are a small enterprise (10-20) with a low level of innovation and risk and are seeking a large
amount of maney? Which farm of financing can you go for?
- Family and Friends / Micro loans (involce-trade financing)/ Ventura Capital/ Business Anggls/ €

3. You are a micro enterprise (1-10) with a high level of innovation and risk and are seeking a small
amount of money? Which form of financing can you go for?
> Family and Friends / Crowd-in

Define your strategy
What is your mar
How are you going to enter y
Can you explain how you
What does your product roadmap look like?
What about your past t:
product?
What is your EXIT Strateg

How alig 5 r founder team? Does every

D3.6 Report on B2B training, incl. trainings’ materials

Suitability

What are the company's ncial and business development projections for the
next 3-5 years?
What percentage of the amount required will be made available by the
company's owner(s)?
What type of collateral is the SME willing to provide to secure the financing
requested? (e.g., real-estate collateral or other tangible items {for loans) or
ownership share, intangible assets like IPR)

it the first time the company is requesting financing? If not, what type of
financing did they receive in the past?

Investme

Investment readiness is a wide concept, which includes
the different steps to be taken to align the company
business/project with the financing provider’s
objectives.

1. Define your strategy

What is your market position and how can you protect it?

Assess your technology readiness with the

i
!

» Assess your market readiness with the

Develop your
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Who are your major competitors?
What competitive products or s
exist?
What are the future expectations 1
the market success of these products?
(marke ds)
What strengths and weaknesses do they
have?
duct offers a What weaknesses does the innovative
Qtonas(ciy company have in relation to its major
. competitor?

Wi jvantages do
P What advantages do

compared w

1. Befine your strategy

How are you going to enter your target markets?

Focus initially on an attractive market niche that is
big enough to start with an access to customers
Define your marketing strategy shaping four
aspects: Froduct, Price, Placement and Promotion
( )
For highly intangible products {services), the
marketing mix can be extended to 3 further
aspects { ) Frocess, “eople and
hysical evidence

Marketi

Has the focus of the market entry strotegy been def

* Have product, price, sales channels and communication been coordinated?

What prices are charged by the competition?
What price will be charged for the product?
What after sales services” will be offered?

** How high is the profit margin?

What valumes are envisoqged for sales and turnover?

* Have the sales channels and the sales organisation been named?
How are sales orgoni
Are qualified soles personnel available?
What will the marketing costs be?
Which advertising materials will be used for which target groups?
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1. You founded alrcady your company and are about deploying your business with paying
customers; your cash flow starts to become predictable. Which MRL did you reach?
> MRLE/ MRLS /MRL 6 / MRLS

2. You founded already your company and are about deploying your business with paying
customers; your cash flow starts to become predictable. Which MRL did you reach?
> MRLE/ MRLS / MRL6 / MRLY

3. You founded already your company and are currently testing your business by involving some
pilot customers. Which TRL did you reach?
> TRLE/TRL5/TRL TRLA

4. You want to create your business and have developead an Innovative business idea. First steps to
reach a Proof of Concept have been reached. Which TRL did you thus achieved?
< TRLS 5/TRL3/TRL2

Performance process
Work steps
Customer integration

Process

Facllity design
Equipment
Certificates

1. Define your strategy

Can you explain how your product will evolve?
Penetration of Marke
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1. Define your strategy 1. Define your strategy

Can you explain how you will scale-up your business? What does your product roadmap look like ?

— » A product roadmap includes:
< Themes
Timeframes of releases
Descriptions of features that are being built
e - ’ @ The problems the features will solve
; - Questions to ask?
L What are you going to do next?

What are your products’ future capabilities?
i What problems are you going to solve?
What features will be available in the next release?

1. Define your strategy 1. Define your strategy
What about your past traction? What is your EXIT Strategy?
How can you show that there is dema"dforyourpmdu“? < 1PO (Initial Public Offering): stock market launch in which shares

of a company are sold to Institutional investors and usually also

retail (individual) investors.

=

|
» Proved market traction boils down to risk for | w

Quantitative evidence of market demand @ Trade Sale: the management withdraws from the business and

sells it to ancther company, mostly from the same branch (e.g.,

strategic investors buy the company as long-term and strategic

an investor. The more market traction you | o
| investment)
s

nstr the less risk there is in the
b SEIC et Nete = < Secondary Sale: Shares are being sold to another company from

investment. another branch (e.g., other PE or Hedge funds)

ompany Buy Back: the founders/company buy the shares back o

1. Define your strategy 1. Define your strategy
What is your EXIT Strategy? How aligned is your founder team?
MEA: merging with a similar company or being bought by a larger Does everyone have the same goals?
company.
Make it your cash cow: business with a steady revenue stream, pay 2. An aligned team is a team who

?E-k g i ,\ h aspires to achieve the same vision,
AR LANA

understands the goals, and is made

off investors, find someone you trust to run it for you, while you
use the remaining cash to develop your next great idea. You retain

SMnerstip and oy LI AN Yy B i 3 up of individuals who understand
¢ If applicabl n of anine capltal: ¥
HiepoRcalIc, ine dapital the cone " oA how to contribute their strengths to
pays silent investment back or pays subordinated loans off 2 BN 6 24
o Ligu The assets and property of the company are them.

redistributed

Back In 10 minutes...

Does your financial plan convince investors?
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2. Does your financial plan convince investors? s e 0 e e v s e

+ Revemmes
» Turrover fiom peocuct sales
¢ Provide financial statements: Coss
Coats of sk
Cocts of goocs sold
General and adminstratave (GEA| tosts
- Other operating expensey [marketing degreciation)
= Operating income (EBIT]
*Interest income
- Intarest Expences
+ Other intarest mcomes
- Other tedest Sxpensss

= Profit bedore income Taxes (ESITOA)

» Balance Sheet
P&L account / income statement

~ Cash Flow

PROFITAND LOSS STATEMENT

For start-ups, Cash Flow is THE key item for the management to check solvency
and identify when out-of-cash looming

Tea
= Mt profit (surply/deficit)
+ Take care of your burn rate = negative cash flow : ; i
Burn rate is typically calculated for new businesses as a way of measuring how long :jfjrﬁ':':,::""“
the company has to either become profitable or find new funding. . 2 Gt Plow
= g - 2 . Currmlative Cash Flow = fundicg gaps requiring capital from external funding
2. Does your financial plan convince investors? 2. Does your financial plan convince investors?
How to Calculate Burn Rate? How to Colculate Burn Rate?
1. Gross Burn Rate 2. Net Burn Rate
Gross Burn Rate is a pany’s operating exp It is calculated by summing all its Net Burn Rate measures how quickly a company is spending money. it is calculated by
operating expenses such as rent, salaries, and other overhead, and Is often measured on subtracting its operating expenses from its revenue. It is also measured on 3 monthly
a monthly basis. It also provides insight into a company’s cost drivers and efficiency, basis. It shows how much cash a company needs to continue operating for a period of
regardless of revenue. time. However, one factor that needs to be controlled is the variability in revenue. A fall
Cash in revenue with no change in costs can lead to a higher burn rate.
Gross Bumn Rate = Cash
Monthly Operating Expenses Net Burn Rate =

Monthly Operating Losses

3. Can you explain the valuation of your start-up?

» It is about determining the current {or

attorr
ue” value
fundamen

projected) worth of an asset or a company.

n flow, and the

+ In general, a company can be valued on its

te ’
own on an absolute basis, or else on a Ralaive Aekotion B
jhe compan

relative basis compared to other similar
companies or assets.
+ There are several methods and techniques
Can you explain the valuation of your start-up? for arriving at a valuation—each of which

may produce a different value.

< 1 hod "

and tech for

Calculate today’s value of expected future cash flows using & discounted cash
flow analysis.
Estimate the value of a company using a multiple of comparable
companies.
Calculate the nat book value of tangible and intangible assets
Value 3 startup using average valuations of startups operating within
the same sector, stage, and region.
Calculate a future post-revenue valuation, and then use that figure to
arrive at a pre-revenue valustion.
Cakculate the value of a startup by assigning value of up to $500,000 to different

parameters.

Which is the right Investor for your start-up?

Estimate the value of a pre-tevenue startup by scoring 12 risk

categories.
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4. Which is the right investor for your start-up? e

Business Angels

de capital for a busnass start-up, usually kn exchange foi

vertible debt ar ownershep equity

et to start-ups at the initial moments (whare risks of faifing are reiatively high) and when mast investors ar
reparad to back them.

> Different levels of know-how and capital disposition

» nave long-ife experience in management, clalm for majoaty stakes ano above-average
expected ROI
isualty get engaged in investars’ netwarks in zeographically close areas (g ERAN) and
Iweest for income of 1o gain 3 job.

wealthy Investors who invest high capital without interests of active influence on
management
- active entreprenenes who want 10 strengthen thes awn corporate through the estment

|e.2. extension of portfolio of products|

- Inves:

ment-experienced westors without engagement in ths last 3 years

New (nuestars without any exp

4. Which is the right investor for your start-up?
Crowdfunding
oans (peer-to-peer — P2P — or crowdlending) or equity [crowd-invasting). Companies recelve maney from

the “crowd"

on less formal conditions by “selling” thelr Idea or project 1o 2 group of lenders or Investors.

This works more Iy with B2C projects — e.g. in the Ine business or media — where financiers in the

crowd are at the same time potential consumers of the good or service developed.

funding

4. Which is the right investor for your start-up?

Diffe b

Angels and

<« Investing their own money gives flexibility % Investing from a fund of other people's

Capital

# No one to justify investment decisions to maoney
*» Can accept greater identified risks o auditors, i i
«» Benefit from significant tax breaks peers

< No need to make investments
+ Can provide specialist skills and experience
< Less capital available

o Generally, need to mitigate identified risk
+» Rarely benefit from any fiscal incentives
< Are paid to make investments

< Provide general commerdial business skills
“ Usually have deeper pockets

How do you manage dynamics in negotiations and achieve best results?
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4. Which is the right investor for your start-up?

Banks provide:

i

Why are bank loans not et i

relevant for some SMEs ?

» credit fines am
promotional loa

» sub-ordinate lo: ompanies with wezk

Mo loans.
avaiable
that are providers of

0,
® 4b huge network with
omic chambers, tax

Interest rate R
15 00 hugh Fsuffeian

colateral

4%

equity ratios, if ¢
* Banks often hay

L7

SOb <_4

leasing, guaran
microfinance In

Not
advisors, consul needed gional financing eco-
system. %
= @

4. Which

is the

ht investor for your start-up?
Venture Capital & Corporate Venturing
enty is a form of private equity and a type of financing that investors
provide to startup companies and small businesses that are believed to have long-term
growth potential.
f is a form of venture capital whereby established companies make
investments in new businesses — usually as a way to acquire access to a new technology

or market. It can be direct into a company or via a separate fund specifically set up to

invest in start-up and growth companies.

1. Which source of finance should you consider, if you are seeking for seed finance
in order to develop your first prototype of product?
~» Business Angels / Venture Capitalist / Private Equity / Public Funding

2. Which source of finance should you consider, if you seeking for financing your
expansion phase?

- Corporate Venturing/ Venture Capitalist / Private Equity / Bank loans

5. How do you manage dynamics in negotiations and
achieve best results?

¢ Process of raising Investment Is long: 6-12 months
% VCs and CVCs say “No" if you go too early for their stage of investment or risk profile; or readily
say, “Interesting; come back when you have ..." de-risked.

=2 Do the research on Investors and VC funds

# Is this 3 sector they have interest in?

# What other companies are in the porticlio?

s there confiict or alignment to the portfolio?

Are they a sector lead or do they syndicate as part of 3 wider group?

* Are they currently investing, with funds available?
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yti

5. How do you manage dynamics in negotiations and 5. How do you manage dynamics in nege ions and
Y ge ay g Y ge ay £
achieve best results? achieve best results?
< What are the costs of ralsing Investment? < Set the company systems up from the start so DD is simplified
~ Regular management account reporting (cash flow, sales projections)

\

Charges of outside consultant
» Director and staff contracts

Charges to pitch
: » Sales process and contracts
Charges to produce video or online presence

1P Strategy

Success fees
¢ Craft your Pitchdeck

Legal fees
» Do convince the viewer of why the markst opportunity is large

» Do include visually interesting graphics and images

to cover i costs

< Plan the investment raising strategy to imize funds ; > %
~ Do tell a compelling, memorable, and interesting story that shows your passion for the business

» First 2 months is talking to as many individuals/groups as possible
i i AR ¥ CUsiNRopsas s ~ Do show that you have more than Just an idea, 3nd that you have got early traction on developing

round

» g 3 lead i up th c hey will help for
Finding a lead can speed up the process as they will help form the product, getting customers, or signing up partners

e < or more is hopefully all abot % )
# The next 4 months or more is hopefully all about the due diligence (DD) o) » Do have a soundbite for investars to remember you by )

Typical don’ts to avoid in a Pitch Deck Key slides of a Pitch

make the pitch deck more than 15-20 slides long (investors hove limited attention mpany Overview The Technology
spans). Mission/Vision of the company The Competition
't have too many wordy slides. The Team Traction
‘t provide excessive financial details, os these con be provided in a follow-up. The Probiem Business Mode!
Don’t try to cover everything in the pitch deck. Your “in-per presentation will give The Solution The marketing Plan
The Market Opportunity Finoncials
The Product The Ask — how much money you want

1 opportunity to add and highlight key information.
Don't use a lot of jargon or acronyms that the investor may not ediately understand.
Don’t underestimate or belittle the competition
Don't hove your pitch deck look cut of date. Moke sure thot the date on the cover page is
recent - not several months old (ovoid putting o dote on the cover page).
Don’t have o poor layout, bad grophics, or a low-quality “look ond feel.” Think uz:gu MAX. 10 slides!!

The Customers

hiring a graphic designer to give your pitch desk a more professional icok.

1 NONT S ot 5 e e POLL C
nd DON'TS when dealing with investor =

It is often difficult to ottract funding when o company reclly needs it.
Think ahead and plan to fundroise well in advance.

Toke odvice from peopie who hove done it for simiiar businesses.
Work out exactly how much and what sort of funding you will require.

More about the concept of investment readiness
How to make a powerful pitch deck

Better understand business metrics

Assess the Technology and Market Maturity Level
How to deal with investors

Plan whom it Is appropriate to approoch.

Provide them with the information they are looking for, in the format they want
Communicate effectively and honestly.

Summarize the objectives for the business to communicate them succinctly and with

impact and conviction Get a better overview of all sources of financing

Ensure a company’s objectives hove a commercial focus
Sell the business, not the product!
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Introduction
General methodology & steps
1. Concept & idea
2. Right partners & consortium
3. Results & economic issues
4. Market’s analysis
How to develop a collaborative project 5. Implementation follow-up

Name Surname

Organisation

Intoduction

What Is a Collaborative project? It is a project where groups of peopie from Background Information

different organisations, institutions and disc es work together in a coordinated

way to achieve common goals and objectives The target of the coaching methodaologies presented here is to provide the
wood forest or biceconomy related stakeholders essential information and

The success of a coll rative is due above all to the skill, involvement and tools to support the successfu velopment and implementation of

motivation of each tear collaborative proje

In general, a generic innovation pi s model s to be developed
e the focus of concerns. Therefore, the process includes a minimum of 5 steps.

General steps for the development of a collaborative project

1. 2. 4.
Definition of the Finding Markst's
concepl & idea the right analysis

pariners

1. Con

In the first step, t | For a successful collaborati
different organisations st e c also setting the proper
wering: WHAT? WHY? HOW?
The SMART+C method! supports the development of objectives

ectives should be Specific, IVieasurable, Achievable, felevant, Timed and
HOW? in which way do you want to reach your objective(s) hallenging.

WHAT? Which are your ma According to this approach, objectives serve for defining “

munity Tool Box, University of Ka
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The SMART+C method

= Specific objectives tell you how much of what shall be achieved by when?

= Measurable objectives requires the information on objectives to be collectable,

detectable and obtainable. 2. Right partners & consortium
« Achievable objectives describe that it is feasible to pull them off. -

* Relevant objectives are in line with the project mission.

« Timed objectives are brought into a schedule indicating when they will be

achieved.

» Challenging objectives target at reaching significant improvements in the forest

community or market.

SOrt

Competency matrix: it is a tool that documents the competencies need for a
successful project and shows where those competencies exist within the

2 T
consortium. ask1

Task 2
Task 3
It is useful for identifying strengths and weaknesses and distributing task/’ Task 4

ut the partners to meet project’s needs Task 5
Task 6
Task 7 X X X

A competency matrix template helps identify competency gaps within the

consortium that should be addressed through recruiting additional partners. In this example, it is clear that an additional partner (or partners) needs to be
added to cover task 6, as nobody in the current consortium has the competence
to carried out this specific task.

sortium e artn consortium

Value chain analysis?: The expected project’s results (e.g. new processes, new Value chain analysis:
services, new ucts) should be brought into the value chains to exploit their

Identify the product(s)
potential

Identify the key stakeholders

To assess the value chain for a new service or product, the value chain analysis Define the Technology Readiness Levels — TRL {if applicable)

tool enables to get an overview of relevant aspects and players Assess the innovation potential

Develop the tem model
The value chain analysis allows to assess value chains in five basic steps.

A description of the tools is available here

consortium

Value chain analysis Value chain analysis:

The products can be ideas for new (advisory) services, processes or products in Three categories of stakeholders:
the forestry sector along the e value chain, an expertise that could be turned Key stakeholders contribute with knowledge, skills and/ or position of power

into an (advisory service], an (existing) service or a physical product to improve and can thus significantly influence the project outcome. They are of crucial
and/ or extend the portfolio in the wood sector. At this stage of the value chain importance and must be consulted for a successful implementation.

analysis, it must be developed a clear understanding of the characte 2 Primary stakeholders comprise stakeholders that should be on-board, but are
targets of the products. It shall relate to the consortium (e.g. how do they fit to not as important as key stakeholders.

their expertises) and to the market (e.g. how do the products fit in the markat) s can be involved on a temporary or in-direct basis, e

intermediaries or service organizations.
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Value chain analysis:

For identifying the most relevant stakeholders a set of five questions to facilitate
this process was suggested by Graham Kenny3!
I, Can you expect a fundamental impact on your project’s performance by
involving this stakeholder?
Il. What is your specific expectation from the stakeh
Ill. Do you want the relationship with the stakeholder to grow?
V. Are you dependent on the stakeholder?
Is there an existing relationship with the stakeholder?

Value chain analysis

THL 1 - basic principles observed
technology
3 - experimental
logy validated in lab

jogy validated in relevant environment {incustrlally relevant environment in th

ted in relevant enwvi industrially reievant o entin the

ion in aperatonal enviconment

onal environment (competitive manufacturing in the case of key

Value chain analys
v ' (7) ideas might be competitive innovations, which should be well
connected to the strengths of the company for becoming successful.
(8) and ‘transformative’ (9) innovations have high potential for success or might
even rede e market. The innovation strategy should be described as
appropriate as possible. A new product or process might not necessarily be
completely new to the market, but may be applied for e.g. modernization,
geographical modification or diversification

Value chain analysis:

For a proper system design, the following elements should be considered:

= Tools offering the key functionality of the product concept

* Source of materials, components, information or data

» Channels planned for distribution and sources delivered to the tool

* Pack payloads are discrete packets of materials and information

= Organization of interaction between elements in the concept should be
controlled

» The connectivity of the concept/ product to other systems and products shall be

an integral part
]
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Value chain analysis

Knowing about the state and development steps for a new technology or product
is essential. First of all, one must identify the steps to take. Depending on the
Technology Readin evel (TRL), different support schemes through regional,
national or EU-funding are available. A definition has been provided by the
European Commission*

Rig

Value chain analysis

The success and level of innovation in a sector depends on the most impactful path
of the product. Therefore, nine levels were defined for the innovation Michaux &
ink
The innovation potential level has to be closely questioned if it ranges from
" {1), over ’ ‘(2) and v (3)to
Levels from * " (5) may be considered when re
might be successful depending on the right conditions

Value chain analysis

For new products or services, a blueprint should be developed following e.g. the
‘System Model’ by Shtein & Shteyn, which is described in detail in Michaux 8 Link

(2018)°. Such a bluegrint of a system includes all relevant elements required for a
scalable growth for a product concept. This concept also brings together the top
ranked stakeholders for an integrated system.

& economic issues
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eco ( | 3.

it is essential to think and define the expected results of the project at 3 different

Example: Development of a new online trainings for
levels

stakeholders in the forestry sector

[ = ] + f [ -

The developed new online trainings (immediate result)

The use of the online trainings for stakeholders after the project’s end
(medium-term)

The direct immediate term results associated with a project Impacts: The benefits (e.g. reduction of costs, management improvement,
The medium-term consequences after the project’s end

reduction of waste) for real application of the knowle! acquired fror
Impacts: The long-term consequences after the project’s end

online trainings (long-term consequence)

lear about the proper
IPR:

L . R Alegallybinding document

Patent New Inventions Registration is reguired

expectations for both, inputs and outputs
Utility made| New Inventions

Registration is required
fiemens Distiacttie sk Registration s required Further, the role and responsibility of each partner can be defined

Industrial design  Appearance of products Registration is required oper nally, technically, and finandially.

Copyright Sclentific works Not required

Confidentiality  Confidential business Informaticn/trade secrets  Not required In the case of IPR, the targets and exploitation rights should be defined in

The European IP Helpdesk provides support free of charge: § advance.

Several tools allow us to assess the market, competitors and the business
side of the project

The PESTEL-analysis includes six perspectives: Political, Economic, Social,
Technical, Environmental, and Legal aspects. For the forest sector,

ecially the political and legal frameworks are of high impaortance for
considering the framework, regulations and financial support scheme
This analysis allows to provide a broad picture and may be used to
compare different target markets in Europe as well.

4. Market ySIS

Business Model: It describes the rationale of “how an organisation creates,
delivers and captures value”. They key objective of a business model is to
answer the question of how the project can make money with the business
idea. The Business Mode!l Canvas by (Osterwalder & Pigneur, 2010) is used to
analyse and reflect about =

o o p—
new and existing businesses —

using a template of 9 blo
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1. Marke

The 9 blocks capture the following topics:

= Value Propositions
nnels

stomer Relationships e s — “ : 5. IINDIGHWGHTJUOH fD“O\M’

* Re Streams

* Key Resources
* Key Activities
» Key Partnerships

= Cost Structure

Implementation fo

A project management methodology is a set of principles and practices that Examples of project management methodologies:
guide the coordinator in organising the project to ensure its optimum

performance Waterfall methodology (traditional linear approach)

Agile methodology (iterative & flexibel approach
To choose the right methodology you should consider the following factors:

Critical path method (for large-scale & complex projects
Cost and budget
Team size

Flexibility

There are many project management tools and softwares that could help you
with the coordination and implementation of the projec

Timeline

Client/stakeholder collaboration

mentation follo

Some key elements for the successful implementation of a collaborative
project:

Regular & continuous communication (online meetings, physical meetings)
Clearly defined roles for all partners

Trust & transparency

Engagement & dedication, all partners are in the same boat

Sharing isimportant! good project repository/sharepoint (e.g. Teams,

dropbox, nextcloud, etc )
www.rosewood-network.eu
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