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1. Introduction 
 

1.1 The Cross-border Venturing Scheme in ACE 
 

The overall objective of the ACE project was to accelerate the international growth of 120+ European tech 

startups and SMEs selected on the basis of an open and competitive call for applications. Selected 

companies benefitted from highly customised business support measures and expert mentoring delivered 

through tailor-made international support teams.  

 

The international support teams are described in detail and an analysis of the most sought after support 

services provided in Deliverable D3.1.  This analysis showed that access to funding was the second most 

in-demand service (sought by 39% of ACE companies), coming a close second only to access to potential 

clients (sought by 41.5% of ACE companies) and well ahead of access to potential distributors and 

mentoring by industry experts which tied for third place (each sought by 24% of ACE companies).  

 

The cross-border venturing scheme in ACE was designed to address the financing needs of, and improve 

investment opportunities for, ACE companies in parallel to the other internationalisation activities 

described  in Deliverable 3.1. It was designed and operationalised in Task 1.4, Design of operational 

scheme to improve cross-border venturing and Task 2.2, Operational action plan for cross-border 

venturing scheme and delivered through Task 3.4, Implementation of ACE cross-border venturing scheme. 

These activities culminated in the achievement of Deliverable 3.2, Cross-border investment secured for 

10-20 companies.  

  

1.2 Scope of this Report 
 

This report provides an overview of the activities and supports associated with the cross-border 

venturing scheme which took place throughout the ACE and the achievement of Deliverable 3.2. 

It also makes recommendations on the basis of the lessons learned during this process.   

 

Specific areas covered are: 

 

1. Design and Implementation of the scheme 

2. Investment Activities: Preparation, Events, investor engagement 

3. Investment evaluation and feedback 

4. Lessons Learned, barriers and potential solutions.  

 

  



 
 
 
 

2. Design and Implementation 
 

The cross-border venturing scheme was designed and set up at the beginning of the ACE project 

(October – December 2013) as part of Work Package 1, ACE Programme Design, and Work Package 2, 

National Programme Launch & Cooperation Summit. It was designed to run in parallel to and 

complement other  internationalisation activities (e.g. expert mentoring by industry experts, 

introductions to potential clients and distributors, etc.) by providing targeted investment preparation 

support  to ACE companies seeking access to funding.   

The scheme integrated inputs from all consortium partners, in particular Technoport, Metagroup and 

Dublin BIC as the relevant task leaders. 

 

Key areas identified in the operational action plan were: 

 

 Investment Preparation Coaching  

 Pitching Opportunities 

 Introductions to Investors 

 Capturing investor/company engagement  

 Train the Trainer Sessions  

 Co-funding Opportunities 

 

These inputs were translated into planned activities by Dublin BIC in Task 3.4, Implementation of ACE 

cross-border venturing scheme.  Implementation of the ACE cross-border venturing scheme began in 

earnest in month 8 (April 2014) of the project with the first public milestone, the ACE Summit at the end 

of that month, clearly in sight.  Preparatory support activities were led at this stage at local level, with 

selected SMEs receiving investment preparation from local mentors and ACE partners inviting their local 

investor communities to attend the investment forum at the ACE Summit.  

 

Sixty SMEs pitched at the first ACE Summit in April 2014 with investors from 18 networks across Europe 

in attendance.  However, the follow-up between investors and companies was low with only 7 

facilitated introductions.  In order to address this and increase the impact of future cross-border 

venturing activities, ACE partners, in consultation with the representatives of their local investor 

communities who had attended the Summit, identified two specific corrective actions:  

i. ACE companies needed more thorough and standardised investment preparation in advance of 

pitching sessions; and 

ii. Several ACE partners would benefit from a “train the trainer” workshop on coaching SMEs for 

investment that could be delivered by consortium members who specialised in this.   

 

Task 3.4, Implementation of ACE cross-border venturing scheme, was updated to include these 

corrective actions which were delivered as part of the investment preparation services in the second 

year of the ACE Programme.  



 
 
 
 

3. Investment Activity: Services, Events & Investor Engagement 
 

Throughout the ACE programme, SMEs were provided with a number of investment preparation 

services aimed at enhancing their potential to capitalise on opportunities to secure investment such as 

pitching events and investor engagement.   The impact of these services was captured via surveys, 

feedback forms and testimonials.   

 

In order to generate wider dissemination and engage greater numbers of investors whose interests 

matched the profiles of the ACE companies, the ACE project collaborated with other initiatives such as 

the EIG (European Investor Gate) project, the Web Summit and the Global Entrepreneurship Congress. 

Joint activities included joint pitching events, promotion and dissemination activities, access to 

investment preparation resources such as webinars and podcasts, promotion of co-funding 

opportunities and investor engagement.  

 

 

3.1 Investment Preparation Services 
 

Companies participating in ACE were at varying stages of development with varying levels of interest in 

investment preparation.  The supports provided took a “far and wide” approach, providing both light 

and in-depth supports to SMEs to suit the variability in interest, focus, and stage of development.    

Many of these supports took place prior to and throughout events where the SMEs were then provided 

with an opportunity to pitch to investors and receive direct investor feedback. 

 

Services: 

1. Pitching Briefs 

2. Pitch Deck Review, test pitches & feedback 

3. In-depth/1-2-1 Coaching 

4. Investor Feedback/Evaluation 

5. Peer 2 Peer learning 

6. Online training  

7. Case Studies/presentation 

 



 
 
 
 

1. Pitching Briefs:  Pitching briefs were provided to all SMEs in advance of pitching sessions.  The 

template provided guidance on how to create an “Investor-ready” presentation and also features a 

section on common mistakes and tips.  The brief was created with the assistance of investment 

preparation specialists – Michael Culligan of HBAN, John Phelan of the Halo Business Angel Network and 

Richard Watson of the AIB Seed Capital Fund. The brief provided a structured template enabling 

entrepreneurs to focus on the key business areas that should form part of their investor pitch.  (See 

annex 1 for brief). 

 

2. Pitch Deck Review, Test Pitches and Feedback:  Taking into account 

the lessons learned during the first ACE Summit, in advance of all 

subsequent ACE pitching opportunities, participants’ pitch decks were 

reviewed by a core team of investment specialists who provided 

feedback.  The SMEs were also provided with feedback on live test 

pitches. This support enabled a “dry run” for SMEs to perfect their pitch 

prior to engaging with investors. 

 

3. In-depth/1-2-1 Mentoring:  It was identified after the ACE Summit in 

2014 that some of the SMEs could benefit from in-depth investment 

preparation services on a 1-2-1 level.  SMEs were offered this service, 

specifically through Dublin BIC as experts in this area and leader of Task 

3.4, Implementation of ACE cross-border venturing scheme.  The 

objective of the 1-2-1 engagements was to identify weaknesses in the 

participants fundraising strategies and core business areas, providing guidance on how to improve the 

opportunities for securing investment.  The anticipated outcome of the engagement was to develop 

“investor-ready” business plans and pitch deck that would stand up to the scrutiny of the investment 

community.   

 

4. Investor Feedback: Participants were provided with 

direct “in-the-room” feedback at the pitching events.  In-

depth written feedback was also provided after a number 

of events (Silicon Stroll Bootcamp, second ACE Summit) 

where input on core business capabilities was collected 

via an evaluation sheet (annex 3); this feedback was then 

collated and sent to participants providing an invaluable 

insight into the strengths and weaknesses in their 

fundraising strategies.  

 



 
 
 
 

5. Peer to Peer Learning:  Peer to peer learning workshops took place at each of the ACE Summits as 

well as the Silicon Stroll Bootcamp.  The workshops facilitating 

knowledge sharing among participants and were animated by 

experienced business coaches.  

A sample of the workshop topics are found below: 

 Perfect your business model, led by Alexandra Rudl and 
Corinna Voss, bwcon (Germany) 

 Deal flow and exit strategies, led by Catherine Delevoye, Technoport (Luxembourg) 

 Financing strategies for early-stage startups, led by Juliane Schulze, Media Deals (France)  

 

6. Online Trainings and Webinars:  ACE Participants were provided with access to investment 

preparation podcasts and webinars which were created by Go Beyond investing firm.  The materials are 

aimed at early stage entrepreneurs providing advices on stage financing and investment preparation 

topics. 

Topics include: 

 Financing strategy  

 Types of Funding  

 Documents for investors 

 Managing the Round/Closing the round 

 Follow-on Rounds 

The podcasts are available online here:  http://www.eig-project.eu/agenda/Podcasts_ac13228.html  

 

7. Case Studies and Presentations:  ACE participants were provided with high level insights through the 

presentation of case studies, panel discussions and talks from industry/entrepreneurial specialists. The 

supports benefitted the participants by providing an understanding of technology trends, the 

international investment context and real life “war stories” of the investment process.  A number of the 

events are listed below.  

 

(i) Insights on Future Tech Trends and Innovations:   The Silicon 

Stroll Bootcamp event included a tour of three multinational 

corporates, Google, PayPal and IBM, who shared their perspective 

on the key upcoming technology trends.   The format of each 

session can be found  where?. 

 

http://www.eig-project.eu/agenda/Podcasts_ac13228.html


 
 
 
 

(ii)  Entrepreneurial Case studies:  The ACE project invited a number of ICT SMEs that are examples of 

successful internationalisation and/or cross-border investment 

to share their journies and the components of their success 

with ACE companies, during extended questions & answers 

sessions. These SMEs include:   

 Currency Fair 

 The Now Factory 

 Curam  

 Soundwave 

 

 

(iii) Panel discussion: “Challenges of Securing international Investment” 

A panel of 5 speakers drawn from the international investment community shared their perspectives at 

the Silicon Stroll Bootcamp.  The discussion focused on challenges that entrepreneurs face in securing 

international investment.   

 
Panel Members 

 Brigitte Baumann, Go Beyond International Investing Firm 

 John Phelan, Manager Halo Business Angel Partnership, Ireland 

 René Reijtenbagh, Vice President Business Angel Europe 

 Luca Canepa, Italian Business Angel Network 

 Brendan O’Driscoll, CEO,  Soundwave (secured international investment) 

 

 

 

Knowledge sharing in the ACE Consortium: In addition to services for project participants, the ACE 

partners were also provided with training.  Knowledge sharing initiatives were introduced via “train-the-

trainer” sessions which provided ACE partners with guidance so that they could deliver investment 

preparation to SMEs.  Resources such as the pitching brief were also made available to partners share 

with their companies.  

 

3.2 Investment Opportunities: Events & Other Initiatives 
 

From month 9 (May 2014, immediately after the first ACE Summit) of the ACE project onwards, all  ACE 

companies looking for international investment were evaluated in advance of pitching opportunities. 

Those  were selected to go through and pitch to panels of international investors were provided with 

specific training as per the supports listed in section 3.1above.  In advance of the pitching sessions, 



 
 
 
 

summaries of the investment opportunities were sent to potential investors – see annexes 7 and 8 for 

examples.  

The pitching opportunities that took place throughout the programme were as follows:  

Pitching Events: 

Event Name/Description Number of ACE 

Pitches 

Number Investors 

ACE Summit, Brussels, April 2014: Dedicated ACE event that 

brought together all partners, investors and participants 

60 18 

Future en Seine, Paris, June 2014: International event 

throughout Paris.  Dedicated ACE pitch took pace as part of 

the event. 

12 8 

Silicon Stroll Bootcamp, Dublin, November 2014: 

Collaborative vent hosted between the ACE programme and 

the EIG project.  The 2 day event included presentations from 

large industry players, case studies, peer to peer workshops 

and pitching opportunities.  

15 34 

Investor Forum, Dublin, various dates:  Dublin BIC hosts bi-

monthly investor forums.  A number of ACE participant SMEs 

were facilitated with pitches through this initiative.   

5 40 

E-Pitch Session, January 2015: An online pitch was facilitated 

for 6 ACE SMEs where a cohort of investors joined the session 

virtually, engaging with the session via a 2 way platform.  

6 22 

ACE Summit 2, Milan, March 2015: The ACE Summit 2 took 

place as part of the wider Global Entrepreneurship Congress.  

2 pitching tracks were facilitated – “advanced pitches” and 

“early-stage elevator pitches”  

26 24 

E-Pitch Session, April 2015: An online pitch was facilitated for 

6 ACE SMEs where a cohort of investors joined the session 

virtually, engaging with the session via a 2 way platform. See 

annex 6 for flyer 

6 19 

Heidelberg Innovation Forum, Heidelberg, Germany, May 

2015: Participants were provided with investment coaching 

and pitching opportunity as part of the collaborative EIG and 

ACE event.  

2 17 

TOTAL  132 182 

 

Additionally, ACE companies pitched at a number of other international events such as Pirate on 

Shore 2015 in Luxembourg, and the Innovation Marketplace at the IOT Solutions World Congress in 

Barcelona. 



 
 
 
 

 

Other Initiatives:  

Investment and co-funding opportunities were also promoted virtually through a number of initiatives.     

I. Investment Summaries: A key 

barrier to cross-border investment 

is the perceived risk of the activity.  

The ACE programme actively tried 

to decrease this risk by selecting 

SMEs that had already secured part 

of their investment.  A summary of 

these opportunities was 

disseminated to 25 venture capital 

and business angel networks across 

Europe.  FIG 1 is an example of the 

content included.  

 

 

                                                                                      Figure 1 Investment Opportunity - company summary sent to Investor Networks 

 

II. EuroQuity Platform: ACE SMEs were actively encouraged to join the EuroQuity platform, a pan-

European matchmaking platform that links investment opportunities with the investment 

community.  The platform currently has 6500 SME and 4500investor members.  

 

 

 

III. Seed Fund / Business Angel Networks: A number of investment opportunities were sent to seed 

funds and business angel networks to test their appetite for the offerings.  Funds included the 

AIB Seed Capital Fund, Halo Business Angel Partnership, European Venture Capital Association 

and Business Angels Europe.  A sample of the dissemination tools can be found at the end of this 

report in annexes 6, 7 and 8.  

 



 
 
 
 

 

3.3 Investor Engagement 
 

ACE drew on partners’ connections to engage venture capital associations and business angel networks 

throughout Europe.   In advance of pitching events a summary of the investment opportunities was sent 

to invited investors.  Examples of the investment summaries can be seen at the end of this report in 

annexes 7 and 8.  

I. Investor Inputs 

Investor input was integrated into a number of areas of the ACE project to better link the “real-world” 

expectations of the investment community with SMEs seeking funding.   

Investors provided in-depth evaluation of 

pitching SMEs at a number of events where 

they were requested to complete detailed 

“Evaluation Sheets” (Annex 3).  The feedback 

was collated and sent to the pitching SMEs, 

providing invaluable inputs to help them 

understand their weaknesses and areas for 

improvement.   An example of these collated 

results can be seen in table 1.1.  

 

Additionally, investors contributed to training 

sessions at a number of events such as the two ACE Summitsas well as at the Silicon Stroll Bootcamp.  A 

dedicated panel discussion on cross-border venturing also took place at the Silicon Stroll Bootcamp 

event in 2014.  Training materials such as the pitching brief (annex 3) incorporated the inputs from the 

AIB Seed Capital Fund and the Halo Business Angel Network.   

 

II. Introductions and follow-up 

Significant efforts were made to facilitate the investor-company relationship.  After each pitching event, 

investors were contacted and offered introductions to the pitching SMEs; these engagements were 

monitored on a quarterly basis to collect any outcomes.    There were a number of barriers to this 

activity which are discussed in Section 5, lessons learned.   

The total number of tracked introductions made through the programme was:   

ACE Summit 1 7 

Silicon Stroll Bootcamp 12 

ACE Summit 2, Milan 32 

E-Pitches 2 

2.5 3 3.5

value…

sales and…

Competitive…

team…

Financials

Quality of…

Investor Evaluations - Average Rating 
(1 - 5)

Average Rating
(1 - 5)

Table 1.1



 
 
 
 

Other (Direct) 9 

TOTAL 62 

  



 
 
 
 

4. Impact 
 

The impact of the ACE programme has been measured through (i) An overview of the key metrics achieved 

(ii) A summary of feedback provided by participating SMEs and investors on ACE services.  

 

4.1 Key metrics 
 

The cross-border venturing scheme on the ACE project provided tailored supports which facilitated 

relationship development and understanding of business needs between the investment community and 

fundraising participants on the programme.   

The tangible impact of the services provided throughout the ACE project is exemplified by the key 

metrics below.  

 

 Number of dedicated investment preparation sessions before events:  132* 

 Hosted Pitch Events: 9 

 Investors attending pitch sessions: 182 

 Number of introductions: 62 

 Direct Investment: 1 - Vicancy  

 Investments (Indirect)**:  20  

Episcan, Coindrum, All Square, Vivocha, Musement,  Mybaze, Pinlogic, Evercam, Gina Software, 

PhoneX, Bizbase, AirBoxlab, Sport50,, Aossia, Tadaweb, Rhein Asset Management, MaPs System, 

Luxfold, Synergy, ACE Health. 

 

*As investment preparation was offered as an “add-on” service that ran in parallel to the 

internationalisation services, it is difficult to extract and quantify the number of participants that availed 

of the 1-2-1 services outside of the preparation for events.   

 

** Investment is a complex and lengthy process with many contributing components made up of different 

support sources and fundraising phases.  Through the ACE programme we saw that the services provided 

in many cases set the groundwork for further investment opportunities, beyong ACE.   A number of SMEs 

secured investment throughout the programme, although not necessarily as a direct result of being 

introduced to an investor via the programme.  The below testimonials from two ACE companies both 

reaffirm this perspective.  

 



 
 
 
 

John Irwin, CEO, Pinlogic  “The opportunity to pitch at the Milan Summit introduced the company to a 

number of new investors and this gave the promoters a better understanding of the perspective and needs 

of international investors. This in turn has allowed the company to revise and sharpen its presentations 

and pitches to investors to achieve better feedback and greater levels of engagement. 

Pinlogic has secured €75,000 from three independent Irish based investors since Milan. Our preparation & 

approach to pitching to them has in no small part been influenced by our exposure to investors in Milan, 

which has led to us refining the professionalism and confidence of our pitch to these investors.  We are 

currently actively seeking further investment of €125,000 before closing this round.   To this end we 

consider participation in ACE a vital part of this fundraising strategy.” 

 

Enda Madden, CEO, ACE Health “Since our work with the Dublin BIC as part of the ACE programme we 

have grown our business in Scandinavia, Holland and Portugal and positioned ourselves for continued 

expansion in the European healthcare IT market. The assistance given through one-2-one business advice, 

online webinars and events like the Silicon Stroll held in Dublin helped us connect with investors and make 

key investment decisions to help grow ACE Health.” 

 

4.2 SME Feedback 
 

Feedback and evaluation was secured at a number of focal points throughout the programme.  

Additionally, a number of testimonials were collected together with case studies.  Full details of these 

results and feedback can be found in annex 4. 

The below responses are extracted subsets of data collated 

at different evaluation points throughout the ACE 

Programme, including investment preparation services for 

the ACE Summit and the Silicon Stroll Bootcamp.   

They provide evaluation of areas such as pitching briefs, 

webinars and podcasts, test pitches as well as feedback on 

workshops, investor introductions and pitching 

opportunities.  



 
 
 
 

                       

 

 

   

 

       

  



 
 
 
 

 

4.3 Investor Feedback  

 
Feedback from investors was sought at a number of events throughout the programme such as the 

Silicon Stroll Bootcamp in Dublin, November 2014 and the ACE Summit 2, Milan 2015.  Feedback was 

collected through evaluation sheets which rated the 

SME pitches.   

In an interview with manager of the Halo Business 

Angel Network, John Phelan, the benefits of the ACE 

cross-border venturing scheme are explored from an 

investor perspective: 

“The Halo Business Angel Network has a strong 

reputation in the Irish ecosystem at bringing high 

calibre investment opportunities to our investor 

network.  The networks generates an average of 40 

deals per year with some €10million invested in “High potential” startup companies and SMEs.  Typically, 

the companies that present to the network are indigenous, and similarly, the investors that co-fund 

together are also Irish.  The ACE programme brought an international dimension to the network, 

facilitating the introduction of both international companies and investment opportunities.  At the Silicon 

Stroll Event, which a number of our investors attended, there was an opportunity to see 48 SMEs pitch.  

These companies were drawn from some 13 countries across Europe and really gave a flavour of the 

technology trends that are occurring in different countries and how they differ or compare to Ireland.  

The various ACE events also provided an opportunity for international investors to network; this 

relationship development is the key to encouraging co-funding on an international level.”  

 

 

  

2 3 4

value…

Compet…

Financials

Investor Evaluations - Average 
Rating (1 - 5)

Average
Rating (1 - 5)

Table 4.1



 
 
 
 

5. Lessons Learned 
 

A number of lessons learned have come out of the cross-border venturing scheme in the ACE 

programme.  These relate to the complexities of (i) liaising with the international investor community; 

(ii) de-risking cross-border investment; (iii) engaging high quality SMEs in investment preparation. 

 

5.1 Barriers & Potential Solutions 
 

I. Investor Relations: 

The Barrier: Engaging the investor community in direct and/or sustained communication was a key 

barrier to monitoring the activity for the cross-border venturing scheme.  Many investors were 

unresponsive after events, unwilling to engage and share information.   This made it challenging to 

understand where the weaknesses in the pitching SMEs were and was also demoralising for the SMEs 

themselves when investors did not want to engage in further conversation with no explanation.  

The Cause:  Investment is a competitive process, investors do not typically want to share information 

about who they are interested in or why.  Secondly, investors have busy schedules with heavy time 

constraints, coupled with the multitude of pitching events taking place internationally which are 

competing for their time and money.   

Potential Solution: Selecting consortiums with strong links to active investment communities.  This 

trusted relationship is key to retaining communication between the parties.  A further recommendation 

is smaller, more intimate pitching/networking where true relationship development can occur.   

 

II. De-Risking Cross-Border Investment:   

The Barrier:  A key barrier to cross-border venturing activities, experienced through the ACE project*, is 

the perceived level of risk.  Legal, regulatory, tax, geographical constraints mean that the activity is less 

attractive than national investment where company and investor share the same language, legal system 

etc.  

Potential Solutions: To increase activity in this area the ACE project recommends “de-risking” the 

process as far as possible.   Two core recommendations have been generated: 

(i) Target SMEs that have secured investment:  Investment is a competitive process.  The credibility of a 

company as an investment opportunity can be increased by them securing previous investment or 

getting investors on board to share the funding round.  In the case of cross-border investment, securing 

national investors can provide a key opportunity to increase attractiveness of the opportunity.   

(ii) Select and coach high calibre SMEs: The calibre of the investment opportunity must be sufficiently 

high to be worth taking a chance on cross-border investment.  In order to ensure this quality SMEs 

should be vetted, selected and coached by mentors who are specifically experienced in investment 



 
 
 
 

preparation on an international level.  Feedback from the investment community frequently finds 

weakness surrounding the following areas:   

 Financial information and understanding (valuation, projections, route to market, lack of 

commercial team members) 

 Intellectual property and patents 

 Level of pitch preparation  

These proposed solutions should enable startups, SMEs and investors to take full advantage of the 

Capital Markets Union (CMU)1 when it is realised. 

 

* These recommendations have been developed through the regular engagement with the investment 

community (business angels, networks and VCs) as well as the startup community, business support 

organisations and mentors.  

 

III. Engaging SMEs in the investment preparation process:   

 

The Barrier:  Fundraising is a complex and typically lengthy process that requires significant 

commitment from the side of the SME.  This commitment was difficult to secure from some participants 

on the ACE project for a number of reasons, stated below. ** 

The Cause:  There was an underestimation by some companies of how high the expectations of the 

investment community are, resulting in a lack of commitment from startups and SMEs, as they do not 

perceive this type of training to be crucial for them to secure investment.   

Preparing for investment requires “deep-dive” analyses on all core areas of a business which requires a 

significant time and thought process from a startup or SME.  It is an activity that needs to be taken on 

with singular focus for a long period of time before achieving the end goal of investment.  The majority 

of SMEs participating in the ACE programme were focused on internationalisation as opposed to 

investment, with the latter support being seen as a secondary activity.  Internationalisation itself 

requires deep focus and time commitment, thus operating the two schemes in parallel may have 

overstretched the resources of some participants.  Additionally, the investment  preparation process 

requires a dedicated mentor who delivers this specific type of coaching as a primary activity; it is 

complex to integrate this mentoring into a wider suite of supports.     

This lack of commitment and/or underestimation of the required commitment made it challenging to 

get some startups and SMEs to engage fully with the cross-border venturing scheme in ACE.    

Potential Solutions:  As both internationalisation and investment preparation activities require deep 

commitment levels they could be operated in a linear rather than parallel timeline for selected SMEs, 

                                                           
1 http://ec.europa.eu/finance/capital-markets-union/index_en.htm 



 
 
 
 

where SMEs first secure investment and then, once funding for expansion is secured, they are assisted 

with internationalisation.   

**These finding findings echo the outcomes of other initiatives such as the EIG project, and also draw on 

the experience of the investment preparation specialists in the ACE programme (Technoport, Metagroup 

and Dublin BIC).   

5.2 Summary of Key Recommendations 
 

Key Recommendation 1: to overcome the barrier of getting adequate investor engagement, consortium 

players should be selected with strong links to active investment communities interested in cross-border 

venturing.   Further, more intimate relationship development can take place between investors and 

companies through more intimate pitching/networking events.  

 

Key Recommendation 2: In order to de-risk cross-border venturing as an activity and make it more 

attractive to investors, there are two areas that can be addressed  (i) Target SMEs that have secured 

investment as this action validates the business opportunity (ii) Select and coach high calibre SMEs that 

are worth the risk for international investors. 

 

Key recommendation 3:  Operate internationalisation and investment preparation activities in a linear 

fashion to overcome the obstacle of time and resource commitment.  This also enhances the 

opportunities of the company to internationalise as they will have the financial support to expand their 

operations.   

  



 
 
 
 

 

6. Dissemination and Exploitation of Results 

 

The successes and key learnings from the ACE programme have been integrated into a number of new 

initiatives, as well as being disseminated on an International level. 

 

Exploitation and Integration into Current Practices 

Key findings and best practices developed in the ACE programme have been integrated into the 

following initiatives: 

 Invest Horizon Project:  Investment preparation project operating on pan-European level.  ACE 

project results such as the pitch preparation activities have been integrated into “Investment 

Academies” operated by Dublin BIC. 

 

 EBN Special Interest Groups: Sub-groups of EBN members that are segmented by specific topics.  

The findings from the ACE programme have been incorporated into both the 

Internationalisation SIG and the Finance SIG, building on the lessons learned and best practices. 

 

 Silicon Stroll Event: The Silicon Stroll event has become an annual event hosted by Dublin BIC.  

The 2016 event intends to engage up to 1,000 delegates, a significant increase from its original 

participant level of 150.  

 

 Pitch Preparation: The pitching brief and preparation methodology has been adopted by Dublin 

BIC and a number of other ACE partners to prepare SMEs for investment.  

 

Sources of Dissemination 

Results of the ACE Cross-border venturing scheme have been disseminated through a number of 

channels:  

- Collateral:  A booklet on ACE activities was created which included a section on cross-border 

venturing. 

- Speaking Engagements:   

(i) Tara Beshoff of Dublin BIC presented outcomes of the ACE cross-border venturing scheme at 

ICT 2015 in Lisbon, October 20th2015. Topic: “Beyond Public Funding” 

(ii) John Phelan, Dublin BIC highlighted lessons leanred at the Invest Horizon stakeholder 

meeting – May 2015, Panel discussion: State of play and challenges to support R&I driven 

SME’s” 



 
 
 
 

- Investor-ready projects were sent to European investor networks.   

- EBN Congress: Most investable company award presented to All Square and highlighting the 

project successes 

- Dissemination via ACE Partners various channels - social media, websites and press releases.  

  



 
 
 
 

 

7. Selection of Pictures from Investment Events 
 

 

Figure 2: Entrepreneur Pitching at the ACE Summit, Brussels, 2014 

 



 
 
 
 

 

Figure 3: Investment preparation and peer learning - ACE Summit, Brussels, April 2014 

 

Figure 4: Gianluca Ferranti pitching his company Vivochia at the Silicon Stroll Bootcamp, Nov. 2014 

 



 
 
 
 

 

Figure 5: Entrepreneurs watching a presentation at Google, Silion Stroll Bootcamp, Nov 2014 

 

Figure 6: Entrepreneurs at the networking session, Silicon Stroll Bootcamp, Nov. 2014 

 

 



 
 
 
 

 

Figure 7: Carolina Mesquita, Inside Visions enjoying the tech expo, Silicon Stroll Bootcamp, Nov 2014 

 

Figure 8: Richard Morton AIB Seed Capital Fund is joined by John Aherne, Microsoft and Gilles Le Cocguen, EuroQuity Platform as 
pitching reveiwers, Silicon Stroll Bootcamp, Nov 2014 

 



 
 
 
 

 

Figure 9: Joana Soares (IPN) & Heidi Corr (Dublin BIC)  keep the pitching to time, Silicon Stroll Bootcamp, Nov 2014 

 

Figure 10 Victor De Wiit, CEO Recipay (Luxembourg), enjoying the tech expo in IBM (Silicon Stroll Bootcamp, Nov 2014) 



 
 
 
 

 

Figure 11 Patrick Rahme of All Square (Luxembourg) with team members at the Silicon Stroll Bootcamp networking (Nov 2014) 

 



 
 
 
 

 

 

Figure 12Tony Corrigan pitches his company Tenderscout at the ACE Summit 2, Milan, March 2015 

 



 
 
 
 

 

 

Figure 13 Brigitte Baumann of Go Beyond International Investment firm coaching entrepreneurs at ACE Summit 2, Milan 

 

 

Figure 14Bill Murphy pitching his company Fikstores at ACE Summit 2, Milan March 2015 



 
 
 
 

 

 

 

Figure 15 Candace Johnson, President of EBAN, watching company pitches, Milan 2015 

 

 

Figure 16 ACE Partners are joined by ACE company award winners, EBN Congress, October 2015 

 

  



 
 
 
 

 

Figure 17 John Phelan, Manager of the HBAN Investor network joins the ACE project members for networking at the ACE 
Summit, Milan, March 2015 

  



 
 
 
 

 

Annex 1 – Pitching Brief 

ACE PITCHING BRIEF: 

Tips for Preparing and Executing an Effective Investor Pitch 

 
This document sets out a guideline for your slide deck together with some tips and mistakes to avoid. 

 

1. Content of the Slide Deck 
 

A typical pitch format will be about 5 – 8 minutes.  The below template allows for approx. 1 minute per slide 

 

1. Establish the Credibility of the Team at the outset  

 

 Who are you? Define your team, and what you have done in the past, your qualifications & experience. 

 

 Include skills-gaps, as investors can bring more than money to the relationship.  

 

2. The Product/Service and what it does  

 

 Work hard on developing a clear description of the product or service offering using appropriate graphics 

to better illustrate your intent.  

 Be capable of showcasing a working example from a client engagement to completion of service/product 

along with payments etc.  

 

3. Clearly articulate the Market Opportunity for the Product/Service  

 

 What is the market need and how does you product solve it. 

 

 This will help the investor understand the assumptions made in relation to the sales/revenue forecast. 

  

 Avoid making assumptions about capturing unrealistic portions of the market  

 

4. Talk about how you will succeed and deliver sustainable competitive advantage 

 

 Explain the Product/Service value creation/evolution over the medium term.  

 

5. What is the competitive environment like? 

  

 Who are the competition, what’s their USP, and how big are they etc.  

 

6. Sales & Traction 

 



 
 
 
 

 Outline how you will get traction with your Product/Service and how you will execute on your sales 

strategy  

 Include a ‘bottom up build’ sales forecast which includes sales channels to market, direct and indirect.  

 

7. Identify your Funding Requirements and possible Exit Strategy.  

 

 Include detail on how the funding is to be utilised, this will give comfort around the level of strategic 

planning that has taken place.  

 

 

2. Pitching Tips and common mistakes: 

 

 Appearance matters, dress to impress 

 

 Get your timing right - there are plenty of tools out there to help you get a pitch down to particular time. It 

is up to you to get your point across in the allotted time – Do not go over!  Most pitching sessions are very 

strict about time, this may cut off some of the most vital info that you need to get across. 

 

 Use the time well: What are the specific needs that your product addresses? Why would someone be 

compelled to purchase this offering? What is the impact of the investment? 

 

 You are selling yourself as much as your idea, charisma goes a long way 

 

 Communication - Clarity of speech and tone of voice means you get your message across, eye contact, body 

language and posture say a lot about you and your confidence in your idea, 60% – 70% of pitching is about 

communication! 

 

 Avoid complex graphs and exhaustive lists of figures, provide an overview – details can be qualified later 

 

 Make some sales – This is vital to your pitch credibility and validates your offering 

 

 Show respect for an investors money - An investor will want to know if you will be prudent with their 

money. Pitch how you would spend their money as if it were your own. 

 

 Be realistic with your valuation: There needs to be a middle ground that suits both parties and valuations 

that are off the scale are off – putting 

 

 Practice! Investors do not like being treated like a test pitch! 

 



 
 
 
 

REMEMBER you do not need to go into too much technical detail in an initial presentation - FOCUS on 

the business elements (The VALUE CREATION) - the remainder can be qualified later. 

 

 

  



 
 
 
 

Annex 2 – Sample feedback on Pitch Decks – Open Telly (ACE Summit 2, Milan)                 

Investment Opportunity Evaluation 
 

1. Company  Name OPEN TELLY         

2. Name of Evaluator:    Julian Seymour, Dublin BIC 

 

 
 
 
 

1   (Weak) 2 3 4 5   (strong) 

No Category Average 

 

1. 

Value Proposition 

 Strong Value Proposition 

 High growth sustainable Market  Opportunity identified 

 Defines and meets a market need 

 

4 

 

2. 

Sales/Marketing 

 Clearly developed route to market strategy 

 Solid Revenue Model 

 Commercialisation potential  

 Team capabilities (Sales/Marketing) 

 

3 

 

3. 

 

Competitive Landscape 

 Demonstrated deep understanding of the Competitive Landscape 

 The product/service likely to succeed in the competitive environment 

 

4 

 

4. 

 

Team Capability 

 Strong team capability in startups and/or target industry 

 Necessary Skills present 

 

4 

 

5. 

Financials 

 Financials demonstrated a high growth scalable opportunity 

 Exit Strategy   

 

2 

 

6. 

 

Quality of Pitch 

 Promoter clearly communicated the  Investment opportunity 

 Managed Questions & Answers comfortably 

 

Pending 



 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Additional Comments: 
This is obviously a unique technology and first to market, the key concern (admittedly as non tech 

person) would be that this should/could ultimately become free from existing players.  Is this essentially 

code that may or may not receive a patent and/or can be easily replicated in the medium term without 

breaching any patent, by either existing players, the browser providers or the embedded OS in the 

device. What is the patent status and how high are the barriers to entry for competitors. How 

hard/costly would it be to defend the patent? 

On the commercial side, there needs to be clearer definitions of customer segments (who are the 

professional and enterprise user) and how do they use it day to day (sample use cases). Their needs to 

be a business case articulated for the user (what are the costs to them by not using this). What is the go 

to market strategy of Opentelly in terms of the enterprise solution?  What is the specific sales strategy 

and the corresponding related financial forecasts (including details of value of sales to date and current 

sales pipeline)? A market size analysis would be beneficial.    As a company how do they intend to scale 

and maintain competitive position. There are no details of any potential exit. I.e. who would acquire 

Opentelly (YouTube? Vimeo?). 

 

Julian Seymour, Dublin BIC 



 
 
 
 

Annex 3 – Investor Evaluation Sheet  

 

 

  



 
 
 
 

  



 
 
 
 

Annex 4 – Survey Results and Participant Feedback 
 

Testimonials - ACE: Cross-border Venturing  

John Irwin, CEO, Pinlogic  “The opportunity to pitch at the Milan Summit introduced the company to a 

number of new investors and this gave the promoters a better understanding of the perspective and 

needs of international investors. This in turn has allowed the company to revise and sharpen its 

presentations and pitches to investors to achieve better feedback and greater levels of engagement. 

Pinlogic has secured €75,000 from three independent Irish based investors since Milan. Our preparation 

& approach to pitching to them has in no small part been influenced by our exposure to investors in Milan, 

which has led to us refining the professionalism and confidence of our pitch to these investors.  We are 

current actively seeking further investment of €125,000 before closing this round.   To this end we 

consider participation in ACE a vital part of this fund raising strategy.” 

 

Noel Dolan, CEO, Episcan “Following the approval of our ACE application, we attended the Milan 

Summit in March 2015 to pitch for investment and met with a number of ACE partners and their 

mentors. After our pitch, we also met Thomas Wiborg Steen, Accelerace Management A/S, Denmark 

who was in attendance at the Summit as an investor and he has offered Episcan the opportunity to set-

up a base in Denmark. The pitching event in Milan was very important for the company in terms of 

investor feedback and in terms of allowing us to fine tune our pitch deck for future approaches to 

investors.” 

 

Archie Ravishankar, CEO, Bizbase “We received network support, help in investment preparation and 

pitching opportunities at various events such as the Silicon Stroll Bootcamp hosted by Dublin BIC in 

November 2014 and the ACE Milan Summit, where we were invited to speak about our positive 

experience of the ACE project and how it had assisted our growth.   We are also received constant 

mentoring from Dublin BIC consultants through the course of 2015. This guidance has helped fine tune 

our business model and our strategy, improving our potential for securing investment. 

We have received a number of supports in this area to include pitching briefs, dry run pitch practice and 

pitch deck review.  The ACE Programme has also provided us with a number of pitching opportunities such 

as the Silicon Stroll Bootcamp where 30+ international investors attended, and provided written feedback 

via evaluation sheets. DublinBIC mentors Mark McCarville and Conor Carmody have also worked with 

bizbaze on an investor ready business plan, and assisted with channelling our focus into the right areas.”  

Enda Madden, CEO, ACE Health “Since our work with the Dublin BIC as part of the ACE programme we 

have grown our business in Scandinavia, Holland and Portugal and positioned ourselves for continued 

expansion in the European healthcare IT market. The assistance given through one-2-one business advice, 

online webinars and events like the Silicon Stroll held in Dublin helped us connect with investors and make 

key investment decisions to help grow ACE Health” 

 



 
 
 
 

Patrick Rahme, CEO, All Square “The Silicon Stroll Bootcamp was a great test and experience to get to 

know the ins and outs of securing cross-border investment. The programme also offers excellent 

mentoring and a great networking opportunities with successful entrepreneurs and leading technology 

companies.” 

 

Conor Loughlin, CEO, Glofox “The mentorship also refined our proposition as we pitched to potential 

investors. In August 2015, we secured seed funding of €500k which will accelerate our growth across 

international markets. We would not be where we are today without the ACE Programme support.” 

 

Tony Corrigan, CEO, Tenderscout “Over the course of an 18 month engagement, I met with several 

mentors, who each provided different perspectives on both our business opportunity and how it might 

best be positioned to resonate with investors. The ACE programme afforded me several pitching 

opportunities (Silicon Stroll in Dublin and the ACE Summit in Milan) where investor readiness could be 

tested. The programme has enabled us to pivot our business model to a point where we are much more 

credible in our discussions with investors. We expect to successfully conclude our investment 

discussions in Q3 with investors at a valuation that is much better than it might have been had we not 

received such great support over the course of the programme.” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Investment Preparation Services: 



 
 
 
 

Q1: How would you rate the level of investment preparation support provided to you to? 
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Q2: Please rate your satisfaction with the following events (i) Pitching Opportunities, (ii) 

Entrepreneurial Workshops (iii) Access to Investors 
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Average Ratings of SMEs by Investors 

 

The below chart provides an average ratings from investors on 48 pitching SMEs that participated in the 

Silicon Stroll bootcamp.  The data is a collation of 355 Investor feedback forms, averaging 7.4 feedback 

forms per company.   
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Annex 5 – Case Studies 
 

 

 

 

“All Square connects the power of people's love for golf on 

one completely free, accessible and engaging social media 

platform designed exclusively for golfers.” 

Sector 

 

Services 

 

Investment Secured 

 

€1.1 million  

 

Country 

 

Luxembourg 

Stage of 

Development 

Early 

All Square All Square gives golf clubs the opportunity to enhance their online presence among a very 

targeted audience of golfers. Our platform has a global reach and creates a strong marketing avenue 

that forward-thinking golf clubs and brands can use to increase incremental revenue. We use the latest 

social media and app technologies to harness the passion for golf on a community level. Our business 

model and solution have been validated through strategic partnerships with worldwide SMEs such as 

Troon Golf® and KPMG. Troon® partnered with us to increase the overall visibility of their 230 resorts 

located in 27 countries and 33 states. All Square received international recognition at the 2014 HSBC 

Golf Innovation Forum and was shortlisted among the 100 most promising startups in Amsterdam during 

the Red Herring Awards. 

www.allsquaregolf.com 

ACE INPUTS 

 

AllSquare Golf engaged with the ACE programme in February 2014.  The following investment 

preparation supports were provided throughout the course of the programme.   

Investment Preparation 

 Internationalisation preparation – Catherine Delevoye, Technoport 
 Pitch brief in advance of the Silicon Stroll Bootcamp 
 Test pitch/dry run and feedback in advance of the bootcmap 

 

AllSquare Golf received a very positive investor feedback at the Silicon Stroll bootcamp in November 

2014.  The feedback is a collation of approximately 12 evaluation sheets that completed by investors 

throughout the company’s pitch.   

 

http://www.allsquaregolf.com/


 
 
 
 

 

 

Case study 2: Tenderscout 

 

 

 

 
“Increasing win-rates for sales teams” 

Sector 
 

Services 
 

Investment Sought 
 

€750,000 
 

Country 
 

Ireland 

Stage of 
Development 

Seed 

Tenderscout SaaS stops sales teams from writing losing proposals and increases win rates for public 

sector contracts. TenderScout applies competitive intelligence to predict the outcome of procurement 
competitions for individual SMEs. Our clients experience an average 11% return to the bottom line 
through better sales force utilisation and increased sales.www.tenderscout.com 

INVESTOR FEEDBACK: BOOTCAMP 

Value 

Proposition 

Sales/Marketing Competitive 

Landscape 

Team 

Capability 

Financials Quality of 

Pitch 

INVESTOR FEEDBACK: BOOTCAMP   

Value 

Proposition 

Sales/Marketing Competitive 

Landscape 

Team 

Capability 

Financials Quality of 

Pitch 
  

4.2 4.4 4 4 3.9 3.8   

ACE OUTPUTS 

 

 Tech Giant Tour with Google, IBM and Paypal 
 Investor Pitch at the Silicon Stroll Bootcamp 
 Networking Opportunities 
 Secured cross-border Investment of €1.1million 
 Grew Team from 2 – 8 team members  

 

TESTIMONIAL 

 

Testimonial ““The Silicon Stroll Bootcamp was a great test and experience to get to know the ins and 

outs of securing cross-border investment. The programme also offers excellent mentoring and a great 

networking opportunities with successful entrepreneurs and leading technology SMEs. ”  Patrick 

RAHME, Co-Founder and CEO ALLSquare 



 
 
 
 

3.8 3.7 3.6 3.7  3.7 3.8 

EIG INPUTS 

 
Tenderscout engaged with the ACE programme in February 2014 where they began their in-depth 
mentoring.  The following investment preparation supports were provided throughout the course of the 
programme 
 
 
Investment Preparation 
 

 Pitch Brief – covering  the core elements of a pitch deck and guidance on common mistakes and 
presentation skills 

 Test pitch and feedback 
 Guidance on the core elements of creating an investor ready business plan 
 Strategic Review session with 3 investment preparation specialists who provided a funding 

review of the investment opportunity.   
 
 

EIG OUTPUTS 

 
 Investor ready business plan 
 Investor ready pitch deck 
 Access to international investors 
 Increased investor readiness 
 Pitching opportunity at the Silicon Stroll Bootcamp (November 2014)  
 Tech Giant tour: Google, PayPal & IBM – “Future Insights, Trends and Innovations”  
 Pitching opportunity at the ACE Summit, Milan March 2015.  

 
TESTIMONIAL 

 
Testimonial “DBIC were first recommended to me by Enterprise Ireland to help with the investor 
readiness of my business plan for TenderScout. Over the course of an 18 month engagement, I met with 
several mentors, who each provided different perspectives on both our business opportunity and how it 
might best be positioned to resonate with investors. The ACE programme afforded me several pitching 
opportunities (Silicon Stroll in Dublin and the ACE Summit in Milan) where investor readiness could be 
tested. The programme has enabled us to pivot our business model to a point where we are much more 
credible in our discussions with investors. We expect to successfully conclude our investment discussions 
in Q3 with investors at a valuation that is much better than it might have been had we not received such 
great support over the course of the programme. Tony Corrigan, CEO, Tenderscout 

 

  



 
 
 
 

Annex 6 – E-pitch Flyer 
 

 

   -PITCH 
 

6SMEs  

 

 

6Sectors 

 

 

3.5Million € 

Investment Sought  
 

 

Join the ACE E-Pitch to view the pitches of 6 innovative international SMEs selected by the ACE 

Project*. 

The e-pitch is an online pitching session within a web conferencing system run by BPI France on the 

EuroQuity platform**. Investors from across Europe are invited to watch the 8-minute-pitches of six 

innovative SMEs.  Participants can engage directly with the entrepreneurs via a Q&A session at the end 

of each presentation.  

 

Date:  2nd April 2015 

 

 

Time:  5pm CET 

 

 

REGISTER:        HERE 

FURTHER DETAILS: tarabeshoff@dublinbic.ie  

http://goo.gl/forms/KOKGesyzxa
mailto:tarabeshoff@dublinbic.ie


 
 
 
 

*The ACE Project is a European acceleration program aimed at increasing internationalisation, cross-border 

activity and investment in ICT Startups throughout Europe – see our website to get involved: 

http://www.europeanace.eu/  

**The EuroQuity Platform hosts 6500 investors and 4500 startup SMEs, for further information and to join the 

community click HERE 

 

                                                                                                        

The Investment Opportunities 
 
 
 

 

 
 
 

“Replacing Verbal Directions with Technology” 

 
 

 
Sector 

 
ICT/Location Services 

 

 
Investment Round Size 

 
€200k 

(€50k secured+€50k 
pledged) 

 

 
Country 

 
Ireland 

 

Pinlogic uses cloud based technology to locate customers and staff without the need for 

previous contact, pre-installed apps or any expensive hardware. Pinlogic relies solely on our 
software process and the global saturation of smart phones. Our vision for the product was 
to make the geo-location of every person with a Smartphone on the planet visible to all 
business sectors, but only when requested.  A snapshot in time. No tracking. No sign up. No 
preinstalled app and no expensive bespoke hardware, just the technology in almost all our 
hands. Pinlogic is powerful business tools, making it possible to rethink logistics, hardware 

economics, staff utilisation and field management like never before.  www.pinlogic.co  
 

 

 
 

 

 
 
 

“Mobile Stores: Create, Customise, Manage ” 

 
 

   

http://www.europeanace.eu/
https://www.euroquity.com/eu/european-investor-gate
http://www.pinlogic.co/


 
 
 
 

Sector 
 

eCommerce 
 

Investment Round Size 
 

€400k 
(€200k secured) 

 

Country 
 

Portugal 
 

Fikstores enables the easy to creation, customization and modification of online 

stores with 4 affordable monthly subscription plans tailored for entrepreneurs and 
businesses that want to start selling online without investing too much in the platform. 
Our SaaS platform is based on WordPress, so for store owners, developers and 
designers creating a store, using Fik Stores and managing orders is as easy as creating 
and managing a blog www.fikstores.com 
 

 

 

    
    
      

 

 
 
 

“iTunes for sheet music. Finally.” 

 

 
Sector 

 
Creative/Music Technology 

 

 
Investment Sought 

 
€1.5 (Series A) 

(€500K secured) 
 

 
Country 

 
Belgium 

 

NeoScores offers content owners a  platform to securely sell their content online. Up 

until now, content owners are using sub-optimal solutions like PDF, thus giving away the core 
value of their business. Users, on the other hand, are ready to make the shift and use 
homegrown or PDF-based solutions, next to a lot of illegal or free content. neoScores makes 
the process of exchanging content hassle free, secure and in an unseen and truly dynamic 
format, that adapts to any screen size and any operating system. For the content owner, this 
means a new and powerful sales platform online. For the content user, this means a web app 
that is capable of showing, sharing and buying sheet music, in a slick all-in-one solution. 
 
www.neoscores.com 

 

 

 

 

 

 
 
 

“Wifi User Experience Metrics ” 

 

http://www.neoscores.com/


 
 
 
 

 
Sector 

 
ICT/Telcom 

 

 
Investment Sought 

 
Seed 

 

 
Country 

 
Portugal 

 

Metrifly shows how users experience wireless networks, gathering metrics directly from 

user devices and  allowing 3G, 4G and WiFi network providers to evaluate user experience 
and network performance in real time, which leads to higher customer satisfaction, less 
churn and lower maintenance costs.  We provide metrics that matter about user and 
network, from global network insights to individual user experience evaluation, combining 
real time analysis, Big Data processing and remote device management.  
www.support@metrifly.com 
 

 

 

    
    
       

 
 
 

“The next generation video player for the web.” 

 

 
Sector 

 
Media/Video Tech 

 

 
Investment Sought 

 
€800k  

 

 
Country 

 
Belgium 

 

OpenTelly is developer of THEOplayer. The first HTML5 based video player for adaptive 

streaming of online video content that offers support on all popular platforms and devices; 
and this without requiring viewers to have installed third-party plug-ins on their devices such 
as Flash, Silverlight or QuickTime. Millions of broadcasters and content publishers can 
benefit from THEOplayer to stream their online video content more easily to a wide range of 
different platforms and devices and reduce their online streaming costs. www.opentelly.com 

 

 

 

    
         

 

 
 
 

“Greenspider SMASH,  Smart sharing” 

 

 
Sector 

 
Investment Sought 

 
Country 

http://www.support@metrifly.com


 
 
 
 

 
Mobility 

 
€800k  

 

 
Germany 

 

GreenSpider recently patented a “Mobile Access Method” for innovative mobility 
schemes, based on the combination of Satellite positioning and Near Field Communication, 
currently supported by most ultimate smartphones. The solution, an “NFC-based, Cloud-
Shared Mobile key”, has been developed and validated in field, and enable easy access to 
Smart Mobility systems, in particular sharing scheme of innovative vehicles electric vehicles, 
addressing a global market with the potential to deploy millions of units. 
Greenspider is supported by European Space Agency and FraunhoferIIS, and protected its 
unique solution by EU Patent Application. The current aim is to involve investors and 
compete at global level. 
 www.greenspider.eu 

 

 

  



 
 
 
 

Annex 7 – ACE Investment Catalogue – ACE Summit 2 
 

 

 

  



 
 
 
 

ANNEX 8 – Silicon Stroll Investment Catalogue  
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