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O6cnyroByBaHHA

3aUiKaB/N1€HUX CTOPIH

- nocepegHULUbKI 3axoau
(HauioHaNbHiI i
perioHanbHi)




nocepeaHuULUbKi 3axoau
Dl® 4

Brokerage events 2017 (addressing 2018 calls):

Regional ; i _
Brokerage Event __ 6th November 2017, Prague:

Sustainable Food Securi : an
LT L o 7 . SFS
@ BioHorizon : ™ https://www.b2match.eu/foodsecurity2017/

International f $ 15th November 2017, Brussels
Sroerade Zvent B SFS, BG, RUR, KET-B

Maria, Mariane and wiond Viata Roserch | | - ! / 1 "

I i %o ¢

@ BioHorizon v off https://www.b2match.eu/foodbrokerage2017/

© Dooktcmren prgect

www.ncp-biohorizon.net




nocepeaHuULbKi 3axoan B2B

(BUSINESS TO BUSINESS)

Yt

Introduction to matchmaking

opportunities

- AKI MOXNMBOCTI 3aLiKaBNeHUX CTOPIH

- OnTrUMmi3aLia y4acTi «40» — «BNPOAOBHK» — «Micna»

28 09-2017 el

Ha ocHoBi gonosigi Ha BebiHapi Today's speaker:

(28.09.2017)
Elena Angiolini

National Contact Point for SC2 and KET-B

Elena Angiolini
& International Advisor - Enterprise Europe Network,

ean@impulse.brussels el brosser
Horizon 2020 National Contact Point for SC2 and 4

www.ncp-biohorizon.ne




nocepeaHULUbKI 3axoau
LLlo ue?

XTO BXe 6epe yyacTtb y 3aXxogax 3auUikaB/leHUX CTOPiH?

3 niaTpumKoto um 6es Hei ?

3axia napTHepcTBa YM 3auUiKaBNAEHUX CTOPIH € cepil nonepeaHbO
Y3roaxKeHMx  TPaHCHauioHanbHUX  ocobuctnx  (face-to-face)
3yCTpiYen, opraHisoBaHMX B OAHOMY MiCLi AN KOMMaHIK Ta
AOCNIAHULUBKUX YCTAaHOB 3 VYCIieEl €BponuM 3 METOH MNOLUYKY
BIANOBIAHMX napTHepiB (TexHonorivyHux, NOCNIAHNLUBKUX,
KOMEPLiNHUX)
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Yomy noTpibHO bpaTun

How to maximize your participation in a

matchmaking event:

Step by step approach yHaCTb y I'IOCEpe,EI,HI/ILI,bKI/IX

Workshop 28/09/2017 @ Biohorizon webinar

T 3axonax?
Fip --AKi nepeBarn?

BUKoOpUCTaHHA iHWOI noaii / spMapKy AK rocnogapto AnA npoBeAeHHA NoAibHux 3ycTpiven
MOXX€e MPUHECTU AO0AAaTKOBY LIHHICTb ANA KOMMaHin y dopmi HE3KOWTOBHOro BXOAY HA
noAaito

BKntoyeHHs B KaTasnor noaii (Bmaumictb!) Ta MOXKAMBICTD NPoOBeAEHHA A04aTKOBUX
3yCcTpiven 3 iHWNMKM KOMNAHIAMM, AKI BiABIAYIOTb NMNOAIH

3a3panerigb opraHi3oBaHi 3ycTpiyi 403BONAKOTb 3YCTPITUCA 3 TUMMU, KOO BM paHille obpanu
(BUCOKa AKICTb Ta epeKTUBHICTb!)

Bce B ogHOMY (B MOTPiGHMM MOMEHT y NOTPiOBHOMY Micui 3ycTpiYaeTbca NpaBuIbHUMA
napTHep)

BinblW WNPOKI MOXKANBOCTI ANA CTBOPEHHA MepeXi 3@ MeXKaMm 3BUYaANHOI Mepexi



AKi 3060B'AA3aHHA

pagHuku / HKMN / ronoBHuMii opraHizaTop

*  CNpUATHU noAanblUOMy CrnocTeperKeHH Ta 0bMiHY
HEKOHPiAeHUiINHO iIHPOPMALLED

* MIATPUMKA nepea - nig yvac 1a nicna noAall

YYACHUKU

* |HBeCTyBaTW Yacy Baw npodinb Ta BUOip NOTEHUIMHUX NAPTHEPIB

* CTEXWTU 33 BalMMU 3yCTpi4amu nicna noaii

°* NoAINUTUCA  BCiElO  BigNOBIAHON  IHOOPMALLED 3  BalUMM
KoHcynbTaHToM / HKI



O TU MOXeLl OYiKyBaTu?

* PWHKOBI Ta TEXHONOrIYHI TEHAEHUII

*  MOXANUBI MOXXAnBocTi piHaHcyBaHHA (H2020)

* BJIaCHE «NpOCyBaHHA» (promotion)

e 3YyCTPITM BiANOBIAHMX NAPTHEPIB ANA BaWMX NOTpeb

°*  OTPUMATU NepLUY NPAKTUYHY iIHPOPMALLiO BiA eKcnepTiB
* BIiABIgaTK BIANOBIAHI KOMMAHII Ta IHCTUTYTU Y BalLOMY CEKTOPI

O TU HE MOXKeLl OYiKyBaTn?

* HerauHe nianNMcaHHA HanbiNbLWOT Yyroan POKYy Ha MicLi
e bHaraTo rpoLweu
* 3HAWTU KNIEHTIB, AKI KynyBaaun 6u Balli NpoaAyKTH



TIMELINE
Introduction to the 3 Phases

Indicative Timeline to prepare your B2B attendance

OpPIiEHTOBHA LWWKaNa Yacy Ana NiarotoBku

PLAN AHEAD!

Bawloro BiaBiayBaHHA B2B

2-3M 6 M+

Before the event Phase 1
Profiling
Selection of meetings During the event Phase 2
IPR Pitching
Attending scheduled
meetings
On site feedback

© Impulse. brussels 2016

A\

After the event Phase 3
Follow up




BioMediTech Institute
University of Tampere, Finiand

o 7

Example profile 3

Juha Lalhe, M.Sc. (Eng), Senlar Acvisor
Profiie lastupdated on 15 Nov 2015, T2:56

Organisation Information 4 Cooperadon Profiles

NMpuKknapg ycniwHoro
npodinto

ABOUT U5

BioMediTech, a joint insticute of Tampere University of Technology and University of Tampers in Finland, brings
together a powerful mix of multidisciplinary expertise in ife sciences and medical technology. Over 250 scientists
conduct research and education in the fields of cell and molecular biology, genetics, biomaterials, bicsensors,
computational systems, biotechnology, biomedical engineering. and regenerative medicine.

The Insutste aims not only to Integrate and strengthen the local Tradition of excellence In basic life-scence research
and t2aching, but alco 1o creaste naw platforms for discovery and Innovation

AREAS OF ACTIVITY

= Commodities and Coasumer Goods
- Ciagnostcs

« Medical Services

= Laboratory Equipment

Crgansaton Information Cooperation Profiles

Techno oty Offer TyPt
In-vitro cell and tissue research platforms (four cases) i

(1) PERMEASYS, 8 davice Tor IneviTro penmesbiity Studies and 1o De appled a5 a parform for gynamic (e culture
Swdies, The technology & based on microflukics technology.

REQUESTED

B . = Y

[2) MINIHYPOXY is a sTall and pormable device for cell cukivation and stucees under hypaxic conditions. BERRS i
[3) NEURO RESEARCH PLATFORM, 5 o device. which can be used 10 yoniows types of in-vitro neuro resesrch as iaee b
necoed.
{4) SPTEEEOOETER, is a e wall chamber coll culture denvice. DATE

November 4, 2010

INNOVATIVE ASPECTS AND MAIN ADVANTAGES

(1) PERMEASYS: Practicslly iy Mnd of memivanes can De studied with Th instrumentacion, induoeng srminca!
membranes, cell cultivated membranes, =x VWO Membranes and even blogsy sarmpies for pesmsabe ity stuches, it X
cast effective and easy 1o use.

12) MINIHYPOXY: One Can CUltvate C2115, eXpose Them 10 varnous Treatments snd Tollow behavor of the (es armer

tr under ¢ P auT e, a need 1o e=xXp them 1o normal amblent condions st any
rime of the study.

13) NEURO RESEARCH PLATFORM: It can be used to study functonality of the neuronel netvwork by
electrephysiological measurements (MEA) and vizual detection. In agdition, It <an be usad for muRtiple ocher sTudy
purpocec such ac myelinacion, profferation, differentiation, migration, groweh and apoprosis. Device & baced on
microfludics technology.

4) SFIKEBOOSTER: The solution provides 2 mechad for culturing and measuring neural celds with a microsiscrode
N3y (MEA) NCe 3N0 STU0Y Te S3MPE WIthouT The restrdtion Gaused by the Solid CuRivation strucures, Itis
Uesigned to be compstitle with e.g, Multl Thannel Systems GmbH "s 60-0 weli MEAs as wel| as with custorm-made
MEAs.

TYPE OF PARTNER SOUGHT

Sandce provigers (ie. CROC) far technology eusluaton
[ndustrial companies for technology evaluaton, technology trarsfer and/or dstribution cevelopment
Investors

ORGANISATION
BioMedilech Institute

COUNTRY
Finiand
Gity: University of Tampers

TYPE
University

SIZE
250+ people

WEBSITE
wwawe.biameditach.fi

PARTICIPATING TN
10:30-14:00 Wed B2B Wednesday Morning
10:30-14:00 Thu B2B Thursday Morning




MNiACYMOK

AKi Knrouosi enemeHTU fobporo npodinto?

YiTKMK onuc Bawoi opraHi3auii

YiTKMIM onuc Balwioro 3anuTy cnisnpadi i/abo npono3unuii
[106pa AKiCTb i KinbKicTb iHPpOopMaLii

Jlorotun i $OTO y4aCHMKa



— CKknapaHHA npodaiiny

Phase 1: Profiling
Merta ,quguﬁ i npusabansumn npodaunn

Goal=> Good and attractive profile

Important for your company to be like a showroom and to be identified by the right partners
6yTh ynisHaHMM anA napTHepiB

Tips:

1) Take your time to write a good profile = save time to be selected by other participants during the
meeting and after [06puit npodaiin 36epexe yac BU6OPY yyacHUKamMMm

2) Add exhaustive information on the organization and main core business (organization information)
Dopatn BuuepnHy iHpopmauito Ha opraHisauito i ronoBHe AAPO AiANbHOCTI
3) Add an exhaustive description of what you are looking for = Cooperation profiles to offer or request

technologies or services or project ideas
Joaatu BUMepnHUM ONUC TOro, YOro LWyKaerte ---- Mpodinb cnisnpaui agna npono3suuii ,um 3anuTty

TeXHO/IOTiN, UM CepBicy ,4M NPOEKTHUX iaen



<>

Phase 1: Profiling A

"Organisation details” section

# Home i= Participants Bilateral Meetings Pitching session Past Editions ~ Location Agenda FAQ Contact & Your Account O Sign out

Dimitrios Karadi ° Ses shaw Profite
g o siee OnKMe opraHisauii

picture

i

s=Dashboard  SaPlan your Attendance & Registration [ Organisation @ Add Cooperation Profile [l Evaluation  # Settings &2 Meetings
Organisation Details

Description® g 7 £ = = NormalText -~

VVBC Is a technology consultancy supporting businesses and organisations to r2alise their technological and operational goals. Its mission is to provide
concrete and measurable results of significant added value for its clients’ bottom line, VBC Is involved In a wide range of activities pertaining to operations
support, business development, applied research and software development, process improvement, innovation management and technoiogy transfer.

VBC has been established in 2005 in Athens. focusing initially on operations support, business development and technical training. it has further

expanded its activities later, providing expert consulting services to European Cemmission's RTD Framevwork Programmes on several technological —
domains for projects’ evaluation and review, as well as exploitation and innovation strategy consuitancy VBC activities cover a broad spectrum of

services today, for the implementation of which the company draws on the extensive industrial & research experience. engineering & scientific

knowledge, skills & competences of its associates VBC has developed and is maintaining a network of business partners and associated consuitants

from different educational and professional backgrounds in Greece and Europe, capable to engage with and support clients and projects wherever such

It is a showroom of the company you are representing = reputation!!



Phase 1: Profiling
Tips: Onwuc opraHisauii
"Organisation information” section

O Describe your core business and your main activities, years of experience and sectors of
interest

1 Add the logo, website and your picture
[ Be coherent with your objectives
1 Add your area of activity or any relevant keyword to facilitate selection

U Use a simple language




< Cnisnpaui npodann
Tips: Phase 1: Profiling
“Cooperation profile” section

Dimitrios Karadimas E3
‘Wision Business Consultants (VBC)

== Dashboard =2 Plan your Attendance & Registration =| Orpanisation @ Add Cooperation Profile dl Evaluation # Settings

Create new cooperation profile

Profile Type

Cooperation Offer

Conperation Request
Conperation for [mestors
Title

Description

Cooperation Sought
Offered Requested
Research co-operation

Techmnical IZIZI-IZI|JE'ra[il:II1

It is the channel leading you to the right partner based on what you offer or request

Y pe3ynbraTti — NnpaBUAbHUNA NAapPTHEP Ha OCHOBI BaLUOi NPONO3UL,ii Y1 3anNUTy



- Cnisnpau npoc_l?avm ﬁ
Tips: Phase 1: Profiling

“Cooperation profile” section

v" Add a "sexy" title for each offer or request

v describe your offer or request without confidential information in a short introduction

v Add the innovative aspects of your offer (why you instead of another?) 1OMY came BU?

v Indicate what kind of partner you are looking for (subcontractor or commercial agent?
Technological partner to develop a new technology or research project?) AKMi1 napTHep ?

v Indicate market applications in particular if you are looking for contractual agencies

v" Add what kind of agreement you are looking for ~ flka yropa ?

enterprise
europe
network




NIACYMOK

MaTpuua npoointo
Profile template:

1. Company details ~ [leTani opraHisauii/ ycraHoBu/KomnaHii

2. Selection of at least 3 areas of activity (green chemistry, E-health, Big data...)
Bubip 3 ranysi gianbHocrTi (3eneHa ximina, E-3gopoB’a, «Benuki» gaHi ...)
3. Cooperation profile including:
v Profile type (offer or request)
v Title
v Description
v" Cooperation Sought (technological partnership, business cooperation, Joint venture etc)



Ponb kepisHuKa /HKIM/ FlonoBHOro opraHisatopa

ADVISOR/NCP/MAIN ORGANISER ROLE

v" Ensure that the company enters timely a qualitative profile _3abe3neunTu

v Provide information on Iggistics of the event 3abe3sneuunTun

v In some cases, possibility to enjoy discounts <
MOX/TNBOCTI KOPUCTYBATUCA SHUXKKAMU



Homamku eebiHapy

Bubip 3ycTpiui

 check the website of the company and make up your own mind about the
company),

J who am | meeting (decision level) — chat possibility on the platforl*

] How to avoid meeting partners you are not interested in (REJECT meetings
in advanc

] detect a good profile reading between the lines using keywords, activity
sector

 be strict in your selection — be selective - enterprise
europe

network



PR before - during - after the event ?

If you are participating to a matchmaking event, it is because you have

Identified that collaborating is necessary for your development.

Collaborating = disclosure of confidential information, secret know how

—> PREPARATION = "secure before sharing”

-




l Phase 2 - During the event
"The Art of Pitch! " -

Forget “| think, therefore | am.” For entrepreneurs, the operative phrase

s, “l pitch, therefore | am.”

Pitching isn't only for raising money—it's for reaching agreement, and
agreement can yield many good outcomes including sales, partnerships,

and new hires. f




Phase 2 - During the event

"The art of pitch! “
Prepare:

v'"Know who you meet and why: before you get to the meeting, study the
bios and social-media accounts of the person(s) who will be attending the
meeting. Send the right person/profile of your company!

v'Are you host or guest of the meeting?

v'Know your product/service/technology/project idea very well and what
you're looking for!

v'Bring a laptop loaded up with your presentation. Bring printouts of your
presentation in case nothing works




Phase 2 - During the event

"The art of pitch! ”

Set the stage

v"When the meeting starts, you should set the stage for the rest of the
pitch. The thing to ask is, "How much of your time do | have?” Then
ask, "What are the three most important pieces of information that |
can provide?” Finally, ask, "May I quickly go through my presentation
and handle questions at the end?”

v'Listen to what your counterpart has to say and try to get a first
evaluation of the potential collaboration (or not)



*2 2
imprilee brussals Je

Phase 2 - During the event

"The Art of Pitch! "

Observe the 10-20-30 rule

The 10/20/30 Rule of Presentations is that you should use ten slides In

‘ twenty minutes with a minimum of thirty-point text. Ten slides force you
to concentrate on the absolute essentials. Twenty minutes Is the time you

have for each meeting in a B2match setting.



' Phase 2 - During the event

"The Art of Pitch! ”
Answer the little man
Imagine there was a little man sitting on “Bill" shoulder.

During presentations every time “Bill” said something, the little man would
whisper, "So what?"

You should imagine this little man on your shoulder and listen to him
because the significance of what you're saying Is not always self-evident,
much less awe-inspiring. Every time you make a statement, imagine the
little man asks his question.




' Phase 2 - During the event

"The Art of Pitch! ”

Pitch constantly.

Familiarity breeds contenf. When you are totally familiar and comfortable
with your pitch you'll be able to give it most effectively. There are no
shortcuts to achieving familiarity—you have to pitch a lot of times.



Phase 2 - During the event

"The Art of Pitch! "

Shut up, take notes, and regurgitate

v'You're saying something worth writing down = “I want to summarize the
conversation so that | am sure to have the right information, | can remember it and
share it internally afterwards”

v'Then follow through, within a day, on all the promises that you made during the
meeting—for example, providing additional information = kick-off of the follow up!



MokazaTe CNesyrOLWYHD CTREHWLY (cTpenka anpaﬂo]i
ﬁ {-‘-}
W
impulpe brusssls o

Phase 2 - During the event

"The Art of Pitch! ”

Rewrite
v Adapt your pitch according to your counterpart
v'Adapt your style and wording accordingly



hase 3 - After the event

The importance of the Follow-up activity

v’ your company invested time and money to take part in this event

v'You went to the event with a specific goal: to find partners

v'You probably promised follow-up actions to your potential partner

v"You don't want to miss an opportunity of collaboration in case of positive meetings
v' out of respect for the counterpart (negative or positive)



Potential outcomes of your participation

@

)

On 14th February 2017, a Research Partnership Agreement
was reached between the research team of the Agricultural
University of Athens and the European Food Information
Council (EUFIC) through theirr common involvement in the
European proposal with Acronym BioFreshPack & Proposal
Number: 774058 submitted on 14th February 2017 under
H2020-SFS-2016-2017 call (Sustainable Food Securty —
Resilient and resource-efficient value chains) and to the SFS-
35-2017 topic of the Horizon 2020 Programme. The project
ams at designing, up-scaling and commercializing
innovative EMAP packaging solutions for added value fresh
and fresh-cut fruits and vegetables, by offering prolonged
storage and shelf-life, while, minimising food loss and at the

)

same time the environmental impact

;}' Partnership Agreement | <z

Phase 3 - After the event

11,11%

76,39% °

B Insufficient interest/no further contact planned
B Very informative but no cooperation planned

B Potential successful cooperation



Take home message:

v Profile is the first impression that you give of your company

v Your profile is sustainable you can recycle it! (via NCP Networks or EEN
database)

v Take your time to write all information (invest your time before the event to gain
during and after the event

v" Read between the line and be strict in your selection
v Prepare your pitch before and be ready for the event

v Enjoy your matchmaking and ensure the follow-up! ©



