SME
BUSINESS SUPPORT
PROGRAMME 2022
This project has received funding from the Bio Based Industries Joint Undertaking (JU) under grant
agreement no 887501. The JU receives support from the European Union’s Horizon 2020 research and
innovation programme and the Bio Based Industries Consortium. This output reflects only the author’s
view and the JU cannot be held responsible for any use that may be made of the information it contains.

CALLING FOR EUROPEAN
BIOECONOMY SMEs
We are proud to announce the second iteration of our SME
Bussines Support Programme - ready to be rolled out from
April to June 2022.
The MPowerBIO programme offers training, matchmaking, and pitching opportunities
to bioeconomy startups and SMEs from all over Europe. MPowerBIO is a business
and investment readiness programme that helps ambitious bioeconomy enterprises
to scale and make a greater impact.
The programme is designed to fuel the growth of leading bioeconomy SMEs by
supporting their close collaboration with clusters, ecosystem builders, and investors.
MPowerBIO offers international expert training, pitching opportunities, networking,
and more.
Applications are now open for startups and SMEs in the bioeconomy. Applications
are received on a rolling basis. Please go to mpowerbio.eu/apply-now to apply. All
services of the MPowerBIO programme are free of charge thanks to CBE JU.
The programme is optimised for a complete digital experience without physical
attendance. 10+ courses are specifically tailored and designed to help you understand
investment readiness level, clearly understand and explain your product, service, and
business idea, and help you define the most suitable way to get investment to cross
the valley of death towards a successful market entry. By participating in MPowerBIO you gain pitching opportunities at regional events and at the final pan-European
bioeconomy event.
To know more about the MPowerBIO Business and Investment readiness programme,
please visit mpowerbio.eu
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Start, build, grow: community engagement
for bio-based SMEs
Learning objectives
The online session sets out to explain exactly how a small business can
benefit from community engagement and it offers a variety of choices on
different community engagement tactics and services that fit the needs of
biobased SMEs. As a highly interactive training session information will
be delivered in the form of an online presence and SMEs will be engaged
throughout the session, soliciting their feedback and active participation.
As the open discussion is a priority, one part of the session will be dedicated specifically to answering participants’ questions and discussing learning takeaways. In the workshop we will cover:
•

The importance of community engagement

•

How to conduct a community engagement

•

Goals and principles

•

Promotion of community engagement

•

Examples of community engagement

This workshop is intended for project managers, marketing personnel,
and other development personnel to address how to conduct a successful
community engagement plan and what are the possible benefits of implementing a community engagement plan in your projects.

About the trainer
Maja Žikić is a Growth Strategist and Digital Marketing Coach at Foodscale Hub. She has over six years
of experience working at the intersection of business
and technology, helping high-potential agrifood startups and scale-ups–in blockchain and IoT to AI and
EO applications and services. Maja has in-depth
know-how and expertise in public-funded innovation and R&I collaborative
programs. In the last two years, she has been dedicated to empowering
founders and entrepreneurs to make the transition to Product-Led growth

Date & time
23 May 2022, 14:00-15:00 h CET

Register now
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Reporting and exit strategies - life with an
investor
Learning objectives
The online session sets out to provide participants with theoretical knowledge and practical examples that will give an overview of the main exit
strategies (both direct sale to the market and stock market) and the usual reporting methods in the relation of a company with venture capital.
This training session will consist of an oral presentation, which will contain
some practical examples allowing the application of learned knowledge.
This workshop is intended for project managers, marketing personnel, and
other development personnel.
Topic covered in the training session:
•

Reporting methods

•

Formal and informal exit strategies

•

Direct sales to the market (including a trade sale, secondary buy out
(SBO),buyback and operations with management teams)

•

Stock market

About the trainer
Maria Nieto Fajardo is Senior Innovation Manager at
Corporación Tecnológica de Andalucía, specialist in
public-private financing of innovation projects. She
has a degree in Business Administration and Management and a Law Degree from the Pablo de Olavide University. As a manager and entrepreneur, she
has participated in the start-up, restructuring, professionalization, and development of companies in sectors such as mass consumption, international distribution, real estate, health, and renewable energy. She has experience as a consultant in conceptual and economic feasibility analysis, design
of the organizational structure and business processes, achievement of
distribution agreements and strategic partners, design of implementation
actions and international commercial networks, and in-company training.

Date & time
Pre-recorded session, available from 15 May 2022 on mpowerbio.eu
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The process and phases of raising capital
- main steps including legal specifications
Learning objectives
This online training session will provide participnats with general and
practical knowledge about the legal aspects of investing in venture capital
from an international point of view. You will get a general overview of the
main aspects to take into account in the negotiation of a funding round and
the types of legal documents to subscribe.
Topic covered in the training session:
•

The construction of a partner agreement for a venture capital operation.

•

Economic agreements. Usual clause

•

Control pacts and usual clause

•

Remaining agreements

•

Preferential rights

•

Transfer to statutes of the shareholders’ agreements

About the trainer
Maria Nieto Fajardo is Senior Innovation Manager at
Corporación Tecnológica de Andalucía, specialist in
public-private financing of innovation projects. She
has a degree in Business Administration and Management and a Law Degree from the Pablo de Olavide University. As a manager and entrepreneur, she
has participated in the start-up, restructuring, professionalization, and development of companies in sectors such as mass consumption, international distribution, real estate, health, and renewable energy. She has experience as a consultant in conceptual and economic feasibility analysis, design
of the organizational structure and business processes, achievement of
distribution agreements and strategic partners, design of implementation
actions and international commercial networks, and in-company training

Dates & time
Pre-recorded session, available from 15 May 2022 on mpowerbio.eu
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Market validation: Is there a need for your
product in the market?
Learning objectives
Before stepping foot in the market, validating the need for your product in
the first place is essential. This online training session will provide SMEs
with general and practical knowledge about key aspects to consider when
validating their business idea in the process of testing how relevant a
product or concept is by conducting user research. After the completion of
this course, you will be able to generate your own go-to-market strategies
and viability plan when entering into potential markets of action.
Topic covered in the training session:
•

Develop a market validation analysis to apply in-company.

•

Identify your potential market to target your business idea/product

•

Know different real-case business methods for market validation

•

The four steps of a Market Validation analysis

•

How to carry out a Target Market Analysis: key points and considerations to successfully address your target market

•

Different business methods applied to real case studies (examples)

About the trainer
Ms. Carla Sebastiani holds a BSc in Materials Science
& Engineering focused on polymeric materials and
their processing techniques. She has experience working in digital transformation & business development
proposals, as well as in conceptualizing new product
ideas, conducting market research for target customer
identification and competitive landscape analysis, among others.
Currently,
Manager

she
at

fulfills

Sustainable

the

role

of

Innovations

Marketing
Europe,

&

Business

collaborating

in

several H2020 regarding the bio-based industry, energy efficiency and
circular economy, specifically managing exploitation, business model
strategies, data & intellectual property protection, among others.

Date & time
Pre-recorded session, available from 15 May 2022 on mpowerbio.eu
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Traction and valorisation/Company
Valuation
Learning objectives
In this three-part lecture, you will learn how to engage investors more
effectively and how to properly manage their expectations. Concretely, in
the first part, we will go over the background of the lecturer. In the second part, we will discuss what is the difference between cash and valuation, what is valuation from an investor’s perspective, and why valuation
matters. The third, and last part, will explain the different valuation
approaches and go into detail about the ones most relevant for an
early-stage start-up.
Topic covered in the training session:
•

Company valuation

•

Investor readiness

•

Investor engagement

•

Managing company valuation expectations

About the trainer
Willem Bulthuis is a founder & CEO of Corporate Ventures Advisory (CVA), specializing in curated matchmaking between global B2B ventures and corporate
/ government customers. As WBX Ventures supporting B2B startups as Board Member and helping with
fundraising. Willem is also an Interim Investment
Manager and Venture Partner at VCs, Co-Founder of www.sustainabill.
io and Board Member of BAND (German Business Angel Association).
He also serves as Founding Partner of TCF Partners, where his role is
centered around supporting capital-intensive projects on renewable
energy and circularity. He has more than 30 years of Executive Experience at Global High-Tech Corporations like Philips Electronics, NXP Semiconductors, Giesecke & Devrient, in EU and Silicon Valley.

Dates & time
Pre-recorded session, available from 15 May 2022 on mpowerbio.eu
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Innovation and internationalization: practical overview of innovation and internationalization support
facilities for bioeconomy SMEs in Europe
Learning objectives
This online interactive live training session will provide useful information
about support facilities for innovation and internationalization of bioeconomy SMEs in Europe and how to make use of those facilities to grow the
wanted businesses. After attending this training session you will gain an
understanding of the advantages of innovation and internationalization,
get familiar with innovation and internationalization support facilities for
bioeconomy SMEs in Europe, and get a chance to see examples of good
practice.
Topic covered in the training session:
•

Getting familiar with innovation and internationalization support
facilities

•

The reasons for SMEs to go international

•

How can you use EU funds for innovation and internationalization
projects?

•

Examples of good practice

About the trainer
Maja Žikić is a Growth Strategist and Digital Marketing Coach at Foodscale Hub. She has over six years
of experience working at the intersection of business
and technology, helping high-potential agrifood startups and scale-ups–in blockchain and IoT to AI and
EO applications and services. Maja has in-depth
know-how and expertise in public-funded innovation and R&I collaborative
programs. In the last two years, she has been dedicated to empowering
founders and entrepreneurs to make the transition to Product-Led growth

Date & time
6 Jun 2022, 13:00 – 14:00 h CET
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Register now

Sales and marketing channels
Learning objectives
The online session sets out to provide SMEs with theoretical and practical
knowledge about the most practical and recurrent sales and marketing
channels within the business world, to be included in the SME’s current
sales strategy for the target market addressed. This training is intended
for project managers, marketing personnel and other development personnel. To better solidify the learned content real case examples will also
be presented.
Topic covered in the training session:
•

Key aspects when designing an effective sales and marketing strategy.

•

Critical points to consider when addressing your customer.

•

Effective tools for use to when drafting a sales strategy in-house.

•

General and Specific considerations to Sell a Product: Differences between a Sales and Marketing Strategy and main challenges.

•

Strategic decisions about your product: 4P’s Product Mix

•

Channel Distribution Landscape and analysis

•

Customer Relationship Management: Know your sales Funnel

About the trainer
Ms. Carla Sebastiani holds a BSc in Materials Science
& Engineering focused on polymeric materials and
their processing techniques. She has experience working in digital transformation & business development
proposals, as well as in conceptualizing new product
ideas, conducting market research for target customer
identification and competitive landscape analysis, among others.
Currently,
Manager

she
at

fulfills

Sustainable

the

role

of

Innovations

Marketing
Europe,
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Business

collaborating

in

several H2020 regarding the bio-based industry, energy efficiency and
circular economy, specifically managing exploitation, business model
strategies, data & intellectual property protection, among others.

Dates & time
Pre-recorded session, available from 15 May 2022 on mpowerbio.eu
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How to strategically match your company
growth and EU funding opportunities
Learning objectives
This online interactive session aims to provide participants with up-to-date
applicable knowledge considering EU funding opportunities and the company’s growth, by giving topic-specific training, with following Q&A sessions. Additionally, a tutoring option is a possibility if a certain participant
aims to engage in the training more deeply and thoroughly. Namely, after
this session, you will be able to spot relevant opportunities and avoid irrelevant/lower chances.
Topics covered in the training session:
•

Overview of EU funding opportunities;

•

Criteria to judge how a grant is or is NOT suitable for the specific case;

•

Criteria to decide how and if to partner up with other parties, or how
and if to lead bid

•

How to best position your organization toward a specific bid

•

Bioeconomy public funding opportunities

About the trainer
Filippo Giancarlo Martinelli European Ambassador and
Executive MBA, PDEng, MSc, has become the first full
time CEO of the Irish Bioeconomy Foundation (IBF) in
2019, and now is a part time European Ambassador
since February 2020. He began his professional career
as a PNO Consultants group of firms, working toward to
become a Consultant to Pipeline Manager, as well as Brussels-EU P&L
unit Operations Manager, and later came to work as an International Sector Team Leader in Agri-Food Bioeconomy. He is considered as an excellent Business Advisor with extensive Management consulting and project
development experience within agri-food, forestry, marine and textile.

Date & time
26 May 2022, 10:00 – 11:00 h CET
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Register now

Optimizing your access to capital:
investors, grants, or crowdfunding
Learning objectives
This online training session explores the potential of crowdfunding to empower entrepreneurs with both financial capital and social capital. The
training intends to introduce you to the science behind successful crowdfunding, it will also highlight different crowdfunding models and explain
which of them are most fitting for certain projects or SMEs. Moreover, the
webinar will give practical advice on which aspects have to be considered
to run a successful crowdfunding campaign and how crowdfunding can be
used to validate a potential market.
Topics covered in the training session (among others):
•

What is crowdfunding and how does it work?

•

Different types of crowdfunding

•

Choosing the right crowdfunding platform

•

Keys to a successful crowdfunding campaign

•

Intro to crowdfunding models and choosing the most suitable model
for a specific SME

•

Overview of the crowdfunding market

About the trainer
Grigoris Chatzikostas is an expert in financing innovation in agtech and foodtech. He is managing multi-national and cross-sectoral consortia, developing
proposals for EU funding, and coordinating large-scale
projects that promote tech-enabled entrepreneurship
in the agrifood sector. In the past 15 years, he has
managed projects exceeding the total value of 100 mEUR. He has delivered programs supporting more than 150 startups and SMEs with
pre-seed funding and business support services. As a passionate and
engaging public speaker and trainer, he makes complex subjects related to EU funding and technologies accessible and easy to understand.

Dates & time
15 Jun 2022, 10:00 – 11:00 h CET

Register now
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How to create and deliver a compelling
investor pitch deck
Learning objectives
This interactive online session sets out a goal to provide guided valuable
advice to SMEs, as well as some useful tips and tricks, on how to prepare and deliver a memorable pitch presentation to potential investors and
secure funding for their business. In this training, the focus will be on how
to communicate a vision, business model and impact model clearly and
convincingly to gain interest and attention from business investors.
Topic covered in the training session:
•

Overview of pitching basics including pitching DOs and DONT’s

•

Elements of presenting - how to perform a convincing pitch and
make it memorable

•

Online pitching

•

Common questions from investors

•

Handling feedback and gaining funding

About the trainer
Grigoris Chatzikostas is an expert in financing innovation in agtech and foodtech. He is managing multi-national and cross-sectoral consortia, developing
proposals for EU funding, and coordinating large-scale
projects that promote tech-enabled entrepreneurship
in the agrifood sector. In the past 15 years, he has
managed projects exceeding the total value of 100 mEUR. He has delivered programs supporting more than 150 startups and SMEs with
pre-seed funding and business support services. As a passionate and
engaging public speaker and trainer, he makes complex subjects related to EU funding and technologies accessible and easy to understand.

Date & time
27 May 2022, 10:00 – 11:00 h CET
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Register now

Marketing, communications and branding
for your bioeconomy business
Learning objectives
The aim of this interactive online training is to guide new entrepreneurs
through a series of simple steps on how to uniquely brand their business
and communicate their value proposition to potential customers. During
the session, we will discuss and highlight the main principles of the importance of brand image and inbound marketing. Case studies will be provided for reference. After the completion of the training you will be able to
create a voice within your industry and create a good marketing, communication and brand strategy that can increase leads, boost sales, widen
the consumer base.
Topic covered in the training session (among others):
•

Understand the true idea of branding and why people buy brands

•

Create brand personality to build relationship with your customers

•

Define and communicate a real value proposition of your product

•

Turn your company values into more customers

•

Use a process-based approach for planning and designing creative
marketing communications

About the trainer
Maja Žikić is a Growth Strategist and Digital Marketing Coach at Foodscale Hub. She has over six years
of experience working at the intersection of business
and technology, helping high-potential agrifood startups and scale-ups–in blockchain and IoT to AI and
EO applications and services. Maja has in-depth
know-how and expertise in public-funded innovation and R&I collaborative
programs. In the last two years, she has been dedicated to empowering
founders and entrepreneurs to make the transition to Product-Led growth

Dates & time
30 May 2022, 14:00- 15:00 h CET

Register now
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The Lean Canvas – your company’s business model on a single page
Learning objectives
By attending this well-structured training session participants such as
yourself, will get insights on how to use the lean canvas and its nine building blocks to reduce complexity and present their company’s business
model in a clear and concise way.
Topic covered in the training session:
•

Introduction to the lean canvas

•

Importance of reducing complexity and language universality

•

Holistic approach to business model creation

About the trainer
Stefan Weber - International Business & Social Science. 7+ years of experience in open innovation as an
ecosystem and portfolio manager in corporate accelerator/incubator programs in the energy, logistics and
data sectors.
Martin Bellof is a trained bio-scientist with 9+ years of
experience in life science and healthcare startups as
Business Development Manager, CEO & Consultant
in the biotech, chemical and medical device industries.
He also has educational backgrounds in Biology and
Business Administration. Over the past years, Martin
helped many founders de-risk their ideas from different perspectives
(technology, market, finance), managed international R&D projects and
acquired millions of Euros in public & private funding. Currently, he manage a biotech startup that makes products from plants and am in the process of starting a new venture.

Date & time
25 May 2022, 14:00 – 15:00 h CET
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Register now

Reverse investor pitch and “ask me anything”
session with bioeconomy investors
Learning objectives
This session works in a way that it turns the table on SMEs by asking
organizations to pitch the problems they want startup teams to solve and
offer a pathway to funding. Claus Mortensen will with three other investors
provide an open space for Q&A after the session to ensure the information
learned is successfully acquired.

About the trainer
Claus Mortensen Msc. Business & Innovation Management, is a trained export consultant who has +10 years
of business development in the agrifood sector, mainly
in the upstream part of the value chain. Over the course
of his career, he was building partnerships and planning
activities in +35 countries within livestock production,
agtech, and bioenergy, worked on 1-1 consultancy on export, funding,
and network, taught knowledge about how to find access to finance –
heads up the investment focus in Food & Bio Cluster in Denmark. Furthermore, he runs Copenhagen Agrifood Incubator – one of three agri
food incubators in Food & Bio Cluster in Denmark. He is also a mentor
in Rockstar Agrifood VC, leads the agrifood investor group in the largest business angel and sweat equity network in Denmark, Keystones.

Dates & time
9 Jun 2022, 15:00 - 16:00 h CET

Register now
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MPowerBIO Partners

This project has received funding from the Bio Based Industries Joint Undertaking (JU) under grant
agreement no 887501. The JU receives support from the European Union’s Horizon 2020 research and
innovation programme and the Bio Based Industries Consortium. This output reflects only the author’s
view and the JU cannot be held responsible for any use that may be made of the information it contains.

Learn more on www.mpowerbio.eu

