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Who are you?

Is there anyone who has successfully created a company?
Is there anyone here who has successfully failed at creating a company?
Are there any incubator/accelerator practitioners in the room?

How many of the present organizations have the ambition to
become a startup generator?
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What | am not

I’'m not a G-man

I’'m not a C-level executive
I’m not an academic

I’m not an investor

I’'m not salesman

Who am |

What | am

| am an incubation expert

| am an incubatee

| am a tentative startupper
| am a networker

| am a consultant

| am a voluntary / forced traveller
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Do you have an idea of the survival rates of a
properly incubated startup?

Survival rates

100% 91% 88% 88% 88% 87% 85%
80%
60%
40%
20%
0%
Within the incubation period 3 years after graduation
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Deal-flow for startup creation

448

144 154121
63 64 5g 54
Enquiries Potential Feasibility Studies Business Plans Start-ups created
Entrepreneurs
Selected

® 2014%® 2015%® 2016
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Manage expectations

NOT F;.,EF'.LL"I".
BUT NOW THIS
2% RATISE WON'T

SEEM SO BAD.

THIS JOB IS ALL
ABOUT MANAGING
EXPECTATIONS.

4-#-08 ©2008Scott Adams, Inc./Dist. by UFS, Inc

www . dilbert.com  scotiadsrms® sl com
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1958: The first
Business
Incubator

established in
Batavia, NY,
USA.

1978: The
term “Angel
Investor”
coined by
researcher at
University of
New
Hampshire.

1990:
Hackerspaces
and
Makerspaces
begin to
appearin
Germany.

1995: First
Coworking
spaces
founded in
Germany and
San Fransisco.

2001: FabLab,
a digital
prototyping
space and
program,
founded at
MIT in Boston,
USA.

2005:Y
Combinator,
the world'’s

first seed
accelerator
launched in
Silicon Valley.

2007: Startup
Weekend
created

Startup/SME Support Programme History

2010:
Business
Model
Generation
Canvas

2011: Eric Reis
publishes “the
Lean Startup”
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Ideation, creativity,
and opportunity
identification.
Usually, but not
always, minimal
product and
customer validation
occurs in this stage;
often business are
launched with one
customer or one
product.

Pre-startis focused
on finding a

repeatable business
model.

Revenue

The Entrepreneur’s Journey

/ Launch \

Companies launch
when they find a
business model that
WO nd is
repeatable. Sometimes.

/ Grow \

During the growth
phase, entrepreneurs
answering the
following: has
extraordinary value
hoan created? Howeflo
we develop systems to
capturgthat value as
efficiently as possible?
How do we grow into

/ Scale

compani

\ new markets? /

For the few s
who can scdle, these

mar
d focus on talent
acquisition.

ook for new
s, new verticals

/

FDeasrThERS



I-:' PARTNERS

Small Business Growth Stages

Risk factor
1. Pre-Start 2. Launch 3. Grow 4. Scale

Revenue

Valley of Death
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Why startups fail?

Pre-start Launch Grow/Scale

Ineffective Go-To-Market Strategy Money: Cashflow, financing, down

rounds

Failure to find Product-Market Fit

Ineffective or incomplete support and
service team
Customer Acquisition costs impact

Failure to build a reliable MVP .
margins

Bad product

Non-profitable business model

Poor communications strategy Failure to maintain product quality

Founders’dilemma
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The Entrepreneurship Support Value Chain (ESVC)

Awareness raising
Education
Stimulation
Mindset

Startup weekends
Hackathons
Ideation
Ambassadors
Vertical topics
Social media
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Training

Proof of concept
Proof of Technology
Proof of Business
Team appraisal
Business modelling
Innovation

MVP Validation
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Early-stage finance
Access to clients
Strategic partnering
Team building
Operations set-up
Housing

Access to finance

Internationalization
Clustering

Sales development
Operational support
Commercialization

Diversification

e
)
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The Key to a sound program is the ecosystem

Ecosystems are made up of institutions, and most importantly, the
people within the institutions that provide services directly to SMEs or
can be leveraged to support SMEs.

There is a difference between the existence of
institutions that typically make up an ecosystem,
and a functioning ecosystem functioning in a way

that benefits entrepreneurs and SMEs.
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Ecosystem building

A methodology that empowers the lgcal actors to jointly decide, through a
participated approach, h/\w ' ' lopment by providing
support to the loc rey ¢ne hr t xploitation of local
resources by leveragi n thelendogenauspotential of the area and its

connections with the world.

Management of local conflicts

From eGosystem to eCosystem



Ecosystems are risk mitigators!
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Who are the
Players in the
Ecosystem?

* Government
e Education

* Support
organizations

* Money
* Corporates
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Education/Human Capital

These are organizations that develop
talent, which can go on to support
entrepreneurs. This is also the inventory
of experts and former entrepreneurs in a
particular place that can help SMEs (or
are a source of entrepreneurs)

* Universities

* Training programmes

* Institutions (science, etc.)
 Companies and corporates



Europe®
Academic spinoffs: 10% of total start-up
creation in 2016: in real terms less that 3
start-ups per innovation center
Question: what is the real contribution
to entrepreneurship of the academic

sector?
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University incubators

Where is the pool? Where is the deal-flow?

Open doors is usually the practice...

Are you sure you want to engage directly in
incubation practices?

Can the ecosystem come at hand?
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Government

How does government support
entrepreneurship?

* Through policy initiatives

* Through tax incentives

* Through programme Funding
* Through early stage Startup Funding

* Through Research and Development

* Through international connectivity







Lead the Ecosystem

Create effective policies




I-D PARTNERS
Not yet convinced?

Why should Government invest in business and
innovation support organizations?

Example: The Irish EU|BICs in 2016

Public financial contribution to the Irish Business and Innovation Centers = € 3,505,272.00

Public funds provided to Irish entrepreneurs supported by the Irish Business and Innovation centers

-> € 8,600,000.00

Total public investment to the entrepreneurial ecosystem surrounding the EU|BICs € 12,105,272.00

Total number of jobs created by the Irish EU|BICs = 818

Survival rate of the companies sustained by the Irish EU|BICs = 85%




I‘DPARTNERS

Total Public Sector Investment _ 12,105272.00 _ € 14.798.00
Public sector investment per job created = Jobs Created - 818 B S

Average gross wage in Ireland (OECD Stats) - € 51,336.00

Income tax for average household (family with children) = 20% up to 42,800 Euros, 40% for greater income

Average annual tax inflow from each job created at average wage = € 11.974,40
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Pay Back Period for Irish government

Public Sector Investment € 14,798
: . , = = 1,45 (1 year 5 months)
Public Sector gain x survival rate €11,974.40 x 0.85

5-year Return on Investment for Irish government

(5 x Public sector gain x survival rate)— Public sector investment _ (€11,974.40 x5 x 0.85) —14.798.00 _ 2.44

Public sector investment € 14,798.00
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The Irish Government repays its investment in 1 year and 5 months and has a 340%
gain in 5 year time on the investment on the local incubators...

Without factoring in 2>

e VAT due to increased spending

e Savings on the welfare system

e Trickledown effects on induced economy
* Trickledown effects of families

* Increase happiness!
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Support Organizations

Support organisations include those O
specific to entrepreneurs, and others O
that have facilities and equipment that ‘ O

might benefit a startup.

* Incubators

* Accelerators

* Fab Labs/Maker Space

* Prototyping organisations

* Technology services providers
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Coaching is... key

A © S

Mind Set Tool Set Skill Set Strategy



Soft Skills




Outreach &

The Entrepreneurship Support Value Chain (ESVC)

Awareness raising
Education
Stimulation
Mindset

Startup weekends
Hackathons
Ideation
Ambassadors
Vertical topics
Social media
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Training

Proof of concept
Proof of Technology
Proof of Business
Team appraisal
Business modelling
Innovation

MVP Validation
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Early-stage finance
Access to clients
Strategic partnering
Team building
Operations set-up
Housing

Access to finance

Internationalization
Clustering

Sales development
Operational support
Commercialization

Diversification

e
)
3
O
S
O




I-" PARTNERS

Government

Example: Liverpool

Support

Department for

Liverpool :
City coungl | International Trade

\’_ Liverpool City Region
LocaIPEntcrprgc Pagrtnership

e s Liv'erpool

g Alder Hey Children’s

NHS Foundation Trust

INNOVATION

LAB‘ BALTIE

powered by Capacity
Angel Network avenue hq
LIVERPQOL
Supported by * Eagle Lat
SENSOR
Making the future happen
LL R

ACTIVATE

The Women's Organisation

Liverpool

= LIVERPOOL

JOHN MOORES
UNIVERSITY

B LVERPOOL
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Example: Liverpool’s challenge

Lots of support organisations.
Not a lot of money.
Government support not strong.

Not a great pipeline producers
(education, corporate) for the
number of support organisations
in the city.
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The ESVC Toolset

www.hndpartners.eu/toolset
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The Self-
Assessment
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The typical user of your entrepreneurship support program

3
- il

The user The business The services

- | 2. BUSINESS IDEA (what is the business idea 1 1 4. CHALLENGES (what is impeding the user to 1
| and how did the user came up with it?) - | reachthe goals?)

The User Profile

1 1. PROFILE (name, age, location, family situa- 1 :
| tion, financial situation, education, business expe- I
| rience) I
I
I :

I
5. SUPPORT (what support would the user
need to fulfill his/her ambitions?)

Brought to you by H&D Partners SRL www.hndpartners.eu
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The services

How do you connect with your typical
user?

What action/service do | need to
establish to properly connect with the

typical user?

What are my priorities?

FDPARTNERS

Outreach

The Entrepreneurship Service Value Chain Design

TARGET BENEFICIARY:
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The ecosystem

What partnerships do | need to

. I'D FARTHNERS The Entrepreneurship Service Value Chain Ecosystem
establish to ensure | can properly
o . Outreach TARGET BENEFICIARY:
connect with the typical user? -
il
How do | convince the most
influential ecosystem player to work

together?

Value Proposition

Pitch
Action

Brought to you by H&D Partners SRL www.hndpartners.eu @ ? @




Where to find
free interesting
tools?

www.hndpartners.eu/toolset



http://www.hndpartners.eu/toolset
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Contact me @

Giordano Dichter

Founder and Partner

H&D Partners

Entrepreneurship solutions

Email: giordano@hndpartners.eu
Phone and WhatsApp: +32 471 309623
Skype: g.dichter
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