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2NUEPO  @INOOOCOUNE VO O©O0C TTOPOUCIACOUME
EUXAPIOTO KOl EUANTITO TA €idNn XPNUOATOOOTIKWYV
KEQaAaiwv MIa¢ start up avd oTadio Kal va Oog
glocAyoupe o€ pEBOOOUG atroTipnong Miag start up
a1To TTIBAVOUG ETTEVOUTEG.

Katrola XpAoIMa tippS KATAYPAPOVTAl YIO VA OOG
METAPEPOUV TO KAIMO TTOU ETTIKPOATEI METAEU TWV
ETTEVOUTWYV, OTAV TTPOKEITAI VO XPNHUOTOOOTACOUV .
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Series A, B, C
-Bootstrap financing

Se’ed ) -Corporate accelerator

-@ilol, olkoyévelia, -Corporate VC

-ETTIXOPNYNOEIS -KpaTikd Mpoypduparta, ETixopnyRoeig
-Acc_elerator, Incubator -Debt financing pe eyyinon

-business Angel -Private Equity

-seed/early stage VC -Cash flow & asset based financing
-bootstrap financing -Mezzanine finance

Preseed
-OIKOVOUiEg

-EMIXOPNYNOEIG
yia épguva

Financial stage
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Ol start ups MTTOPEI VA EUTTITITOUV O€ TPEIC (3) KATNYOPIES

XpPNHUaToddTNONG:

Pre-seed:

O1 start ups QUuTAG TNG KATnyopiag €xouv €va apXIKO  TTPWTOTUTIO
TTPOIOVTOG, OEV £XOUV LEKIVAOEL, OV £xouv Kavel MPV oute product market
fit. QoTdéo0 PTTOPOUV VA TTEICOUV YIa TNV OUVAMIKOTNTA TNG I0£AC TOUG KAl
va xpnuatodotnouv yia Tnv avatTu¢n Tne.

[TpoTEIvOuEVEG XPNUATODOOTIKEG AUCEIG:

» Bootstrapping

» FFF : (Family, Friends, Fans)

»> Aigpeuvnon yia co-founders, partners 1 avBpwIroug TTou JTTopouV va
oa¢ BonBAoouv va OTACETE TO TTPOIOV

» AIKTUWON KAl OUPJETOXN o€ TTAAT@OPUEG reward crowdfunding, ptropei
va dwoouV AU OTO XPNUATOdOTIKO TTPORANUG
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Ol start ups MTTOPEI Va EUTTITITOUV O€ TPEIC (3) KATNYOPIEG XPNUATODOTNONG
(ouvéxela):

Seed:

Ol start ups AuTAG TNG KATNyopiag €Xouv TIPOIOV , UTTopEi va gival To MPV

Kal €xel €o0o0da Aiyotepa ammd 100k. 2’ autd 10 OTAdIO avalnTouvTal

KEQAAQIQ yIa £pEUvVa & QVATITUEN, DPACTNPIOTNTEG APXIKWY TTWANCEWY &

marketing kai product market fit. Mtropei va xpeiddovTal JEPIKA KEPAAaia

yia BeATiwon Tou TTPOIOVTOG.

Ol start ups TPETTEl va €XOUV ATTOPACIOElI TNV OTPATNYIKA TOUC Kal va

EXOUV OUYKEVTPWHEVEC TTANpogopiec yia  due dilligence pe mOavoug

ETTEVOUTEG . 2UVTACCOUV ETTIXEIPNUATIKO OXEDIO

[TpoTEIVOUEVEG XPNMATOOOTIKEG AUCEIG:

-Ppilot, olkoyévela, -ETUXOPNYNOELG

-Accelerator, Incubator -business Angels

-seed/early stage VC’s -bootstrap financing
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Ol start ups MTTOPEI Va EUTTITITOUV O€ TPEIC (3) KATNYOPIEG XPNUATODOTNONG
(ouvéxela):

Series A, B, C:

Ol start ups auTAG TNG KATnyopiag ETTIOEIKVUOUV CUVETTEIQ TNV KAIHAKWON

TWV TTWANOCEWYV, €xouv £€00da TTavw atrd 100k, ca@éc product market fit.

MrTropei va xpeldlovTtal HEPIKA KEPAAala yia BEATIiwoN TOU TTPOIOVTOG.

O1 start ups xpeidlovral Kupiwg Oleupuvarn TTEAATOAOYIOU , ECWTEPIKN

opyavwan Kal yprnyopn €TEKTOON .

[TpoTEIvVOUEVEG XPNUATODOTIKEG AUCEIG:

- Early stage venture capital

- T1OAU TTI0 EUTTEIPOUG ETTEVOUTEG KAl IDIWTEG JE KEPAAQIQ

Eival onugavtiké oto oT1dd10 auTd va AdBeTe CUUBOUAES aTTO £101KOUG
WOTE VA BPEITE CWOTA KEQAAAIA HME TOV CWOTO TPOTTO
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Mepikoi 6pol yia TO ATTWTEPO HEAAOV

Bridge financing: éKTOKTN , TTPOCWEIVA XPNMATOOOTNON MEXP! THV
£I0aywyn MIOG ETIXEIPNONG OTO XPNMATIOTAPIO ) TV al¢non
METOXIKOU Ke@aAaiou 1 Tnv Ayn daveiou 3 Public offering

2TO OTAOIO TNG PEUCTOTTOINONG TNG ETTIXEIPNONG

Mezzanine financing : evOIGMECn XPNHATOOOTNON KATA Kavova
XWwpig eSaoc@alioslg, upnAou K6oTOUG . ZUVROWG Yia TV e§ayopd
EMIYXEIPACEWY HE EKOOON METOXWV | OMOAOYIWV XWwpPig XpAon
TPATTECIKOU dAVEIOMOU .
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oo MiAoUv o1 19101

H Dale Murray (Co-founder Omega Logic, Business Angel) :

«Agv Xpe1ddeTal va CEPEIC TA TTAVTA, TTPETTEI VA XTIOEIC OXEON EUTTIOTOOUVNG
ME TOUG €TTEVOUTEC oOU. I1D1aiTeEpa £CUTTVOI UTTOWN@IOI €ival AUTOI TTOU £€XOUV
EPEUVNOEI TOU ETTEVOUTEC TTIOU OTOXEUOUV KOl WTTOPOUV va TIEIOOUV Ti
MTTOPOUV va TTPocBEoouV ol idlol (T1.X. OECIOTNTEC) OTNV ETTIXEIPNON EKTOC
atrd TNV {nToUpEVN XpnMaTodotTnony.

Robin Klein (etaipog otnv Local Globe) :

«Ayatroupe avBpwTtroug TTou £xouv KAvel TTOAAG Pe TTOAU Aiya. Eival 1o idio
TIPOOEKTIKOI ME TA AEQPTA MAG OTTWG ME Ta OIKA TOug. ETTévduca oe €va
uTToPn@IoO TIou JTTOpece va Treioel 20 KATOXOUG  OIOAKTOPIKWY VA
OOUAEWOUV yI' QUTOV PE  aMOIBr) MEAAOVTIKA TTOPOXN METOXWV. TO NYETIKO
TaAEVTO TOU IOPUTH) TTOU avVAYVWEICO KOl JE ETTEIOE e ETMIRBPABEUCE, N
ETTEVOUOT TTAYVE ECAIPETIKAN.
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Robin Klein (etaipog otnv Local Globe) :
«Eigar apvnmikGG 0€ utTown@ioug TIOU OTOXEUOUV va TIOUAAOOUV Tnv
etmixeipnon o€ 5 xpovia. Acixvel AGBog @IAodOLiecy.

David Giampaolo , Chief Executive Pi Capital , Investment Club:
«Kautravakia apyifouv kai XTutrouv otav ol utTtopn@iol apyxifouv Kai PJiIAouv
yia atrodooelg 10 kal 20 QopES £TTi TNG CUVOAIKNAG ETTEVOUCNGY.

Eileen Burbidge, partner Passion Capital :

«Agv gival ouveto va mrpooeyyidovTal UTTEPBOAIKA TTOAAOI £TTEVOUTES. O
XPOVOC TOUG TTPETTEI VA Eival 0EBAOTOG, TTOTE OEV CEPEIC TTOTE BA XPEIQOTEN va
(NTAOEIG KATI cava»
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Investment Readiness Level

9. Validate Metrics That Matter
8. Validate Left Side of Canvas
1. Prototype High Fidelity MVP
6. Validate Right Side of Canvas
5. Validate Product/Market Fit

4. Prototype Low Fidelity MVP

3. Problem/Solution Validation

2. Mkt Size/Competitive Analysis
1. Complete First-Pass Canvas

Steve Blank
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Key Partners

8.0 KUpPLOTEPOL

OUVEPYATEG Kol
TPOUNOEUTEG pag

Ti1 Oa {nTRoel va d&1 o ETevduTig

Business Model Canvas

Key Activities

6.0 KUPLEG
SpaoTnPLOTNTEG IOV
ektelel n emyeipnon

T(POKELMEVOU VQL
epappoceL 10
ETUYELPNHUATIKO
povTéAo tnG.

Key Resources

7.0 KupLoteEPOL UAKOL

Kol UAOL TTOPOL GTOUG
omnoiou¢ Bact{Opacte
yla th A€ttoupyia Tou
ETUYELPNHOLTLKOU
povtélou pag

Value Proposition

20 ouvoUaoNOG
npoidviwv /
UTtNPECLWV TTOV
TLPOTEIVOUE,
T(POKELUEVOU VL
LKOLVOTIOL{COUHE TLG
AOYIKEG 1} KOl
OUVOLLOONUATIKEG
avaykeg KAOe opadag
TLEAQLTWV HOG

Customer
Relationship

41 €ld0¢ Twv
OXECEWV MOV
KaAALepyoUnE PE KAOE
pio amo TG opadeg
TWV TEAQTWV MG,
avdAoya pE To oTadLo
ToU KUKAOU Twiig TOoUG.

Customer
Segments

1.0 OMASEG
TLEAQTWV HLOLG KO TAL
Swadopomnoia
XOLPOKTNPLOTLKA TOUG

Channels

3 Ta kavéla pHéoa

amnd ta onoia
TPOCEYYI{OUHE TOUG
TLEAALTEG MO,
ETUKOWVWVOUHE podi
Toug, tPOoWOOUHE Kall
TOUG «TIWAOUUE» TV

Npotewopevn Adia

(Anpoypadrka,
Wuyxoypadika,
HAwLoKd KATR.)

Cost Structure

9 1a KUPLOTEPA KOOTH TIOU QUIALLTOUVTOLL YLaL
TNV EMUXELPNHATIKY) TIPOOTIABELA pog

Revenue Streams

gruyeipnong

5.0 pOEG £608WV, EEXWPLOTA VLo KAOE THAHQ
REAQTOV PO, yia KAOE «aglakn mpdtacn» Tng




T1 0a {nTno&l va 8&1 o EmMevOUuTAG
Wik ¢ Meén .
KENTPO EOEAONTQN MANATZEP EAAAAOX BMC & BP KaTa osterwalder

BUSINESS PLAN

Executive summary

The team

eManagement Profile

eWhy We Are a Winning Team

& - =
I'mlgmgmMgQ Business Model Canvas

KEY PARTNERS KEY ACTIVITIES VALUE PROPOSITIONS | CUSTOMER CUSTOMER

" RELATIONSHIPS SEGMENTS
Who are our key partners? J| What key activities do our What value do we deliver to the -
valug propositions require? customer? How do we get, keep, and grow I e S I n e S S m O e
Our distribution channels? Which ane of our customers” stomers? u
. bl o hich
urcesare | Customer have we established?

Revenue streams?

partners?
‘which key activities do
partners perform?

How are they integrated with

o =
i ers?
an , at are the eustomer - . - -
g toeach | the rest of our business modet? l archatypes .VI I n M I I n n V
How costly are they? y y

What is the minimum viable
product?

e How Our Business Model Works

‘What key resources do our Through which channels do aur
opositions require? cust

Our distribution channels? reached?
P How docoher compariesreach evalue Froposition
them now?

Revenue streams? N
Wihich ones work best?

eTarget Markets

with customer routine:

‘COST STRUCTURE REVENUE STREAMS 9 . M arketi n g P I an

What are the most important costs inherent to our business model? For what value are aur customers really willing to pay?
Which key resources are most expensive? For what do they currently pay?

e pelnd eKey Resources and Activities
et Ao Ot Yo P Financial analysis
eBreakeven Analysis
eSales Scenarios and Projections
eCapital Spending
eOperating Costs

eFunding RequirementS
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2Td apXIKa oTadia Tng startup

> Market size

> Penetration

> Users

> Active users

> Paying customers

> Average revenue per
paying customer

> MeAareiakn Baon
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2Td apXIKa oTadia Tng startup

> Ouada kair eav douAevouv full time

> Eooda

> EmevlUoeiIg amdé aAAoug ripiv €pOouv o€ euag

> NATEVTEG

> Bpafeia amé aAAoug S1aywvioHoUg

> MpwTto Business Plan (kupiwg yia va
adioAoynOouUv o1 EKTIHNOCEIS KAl | OTPATNYIKN)

> ZNTAVE o€ 5 €T MMEVTE POPES aTTOdOON OTNV
emMEVOuUON
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2TA EMOMEVA oTad1a TG startup

NOAHZEIX

> MPAYHOATIKEG HEXPI ONHEPA TTWANCEIC KOl
OO EC ATTO AUTEG Eival emMAVOAAUBAVOHEVEG

> Mwg CUYKPIVOVTUI AUTEG HE TIC HEAAOVTIKEG
ToU Business Plan (Hockey Stick Effect)
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CLTV /CAC

Customer Life Time Value/Customer Acquisition Cost

> MITOPEI PAIVOUEVIKA VA CUVTPEXOUV KATTOIES
nmpouUnoB<£oceig emTU)Xiag Hiag Startup (ocwoTn
Opada, Product Market Fit, Business Model kKAmn)

aAAa,
> OTav 0a @Oaocel oTnv aon TnG KAIHAKwWoNG, To
KOOTOG ATMOKTNONG MEAATWYV N KAl N aduvapia
Si1aTiPNoONg Toug, va KabIoTa TNV £TAIPpEIia BN
Biwoiun Kal MPOBANHATIKAG ATTOTIiHNONG
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CLTV

givar To oUvoAo Twv KaBGapwv Ecé6dwv
TTOU aVAaHEVOUHE va ouvelo@Epel Evag MeAdarng,
KATd TO XPOVIKO S1doTnpa TnG CUVEPYATiag Hag

CAC

gival To NMNooo6é mou AammravoUpe
YIid VA TOV EVTOMITOUHE KAl VA TOV HETATPEYWOUHE
anoé duvnTiké ummowneio o€ Evepyod MNeAdarn pag
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NMAPAAEITMA
Av Aoimrov kKara peco 6po £vag NeAarng pag

> Kavel T¢ipo 1.300 €
> Zuveio@épel ota Képdn tng Eraipeiag pe 1.000 €
> Mapaupévelr Evepyog MeAarng pag yia 5 xpovia
EVW,
> [MNa va Tov Kavoupe meAarn gag damraviocaue 1.500 €
TOTE:
10 CLTV €ivan 5.000 €
1o CAC ¢€ivar 1.500 €

Kal
o Aciktng CLTV/CAC=3,33
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BURN RATE

givan AgikTng mou ek@palerar o MRveg
Kol Scixvel yia méoco AiagoTnua Siapkouvv
Ta upioTaueva KepaAaia ocuv Képdn peiov Ta Kéorn.

Na 11g Startups,
TIPIV TNV @Aaon va yivouv autoduvapueg amd Ta KEpdn Toug,
Ocixvel To AIGOoTNHA TTOU ATTOHEVEI
nipiv BpeBci NMNpdoBeTn XpnuarodéTnon
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Mia NMeioTikn Opada

ATTO@AOCICTIKN

Agpévn

peE Mabog

IKavh yia TiI¢ SUOKOAEGQ

YV V V V

* KaraoTaoeig (TTY pRvag HE PNOeVIKEC MWANOCEIG)
Kal

°* Amoaosig (mx pivoting )

> Na kaAurnrel eupU @aocpa Skills & Competencies
(apa Kai pe MOAAATAACIAOTIKA ATTOTEAECHATA)
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Mia NMeioTikn Opada
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Asset based approach

H amoTipnon yiveral Baocer Tng mapouvocag agiag Twv
TIEPIOUCIAKWY OTOIXEIWV HEIOV TIG UTTOXPEWOTEIG

Earning value approach

ExTipwueva peAAovrika emmimeda cash flows cuykpivopeva
HE TpayHaTommoin@évra oro mapeAOOvV mpooOETOVTAC KA
PICKO .

Market value approach (comparables)
‘FiveTal oUYKpION YIad ayopamnmwANCIiES TTOU £yIvVaV yid
TTOPOHOIES ETAIPIES KOl dpaocTnpioTnTES (Earnings, Cash
flows, Book value, Revenues)



M£OGodo1 AmmoTipnong ava oradio

=K EMEA 1ng start up
ZTadio Kpimipia MeOobdoAoyia
Seed ‘loTopIk6é TG Opadag Comparables (Ti

Start up

Early

Aloiknong

‘MéyeOog ayopag /avanrudn
*AVTaywVvIOHOG
*‘ETTEVOUOEIC HEXPI ONHEPA

‘MéyeOog ayopag /avanrudn
‘Working Prototype
‘Opada

‘MéyeOog ayopdag /avanmruén
‘MoocooT6 aAUENONS MWANCEWYV
‘MikTO TTIEPIOWPIO

‘Méxp1 onUeEpa mopeia

ICXUEI OTNV
TTEPIOXN)

Comparables

Comparables
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DISCOUNTED CASH FLOW YIELD

n
INTERNAL RATE OF RETURN

> Eival €évag OEIKTNG EKPPACTHEVOS COE TTOCOOTO TTOU
Ocixvel Tnv Amédoon piag Emévéuong ocuvnOwcg oe
TEVTE £TN).

> F1d TOV OKOTIO aUTO CUHNTTANPWVETAI HIO (POpHA
Cash Flow peg Tnv apyiki Emévéuon kal Ta HeAAOVTIKA
Képdn peiov Toug Poépoug.

> OAa Ta mooda ammonmAnOwpif{ovral og NMapouvoeg Agieg
Kal abpoilovrail

> TO OUVOAIKO auTo mooo gival n Amodoon Tng
Enmévouong o€ amOAUTEG aieC KOl HETATPETTETAI OE
TMOOO0OTO HE Th BonOsia MvAaAKwYV.
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R DCF Yield or IRR
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NMAPOYZA A:ZIA ENENAYZHZ yia MQAHZEIZ emi AYTOKINHTOY
Zuvolo 2017 2018 2019 2020 2021
Ayopd AUTOKIVATOU 10.000
Képdog mpo ®opwv 10.000
AmnooBéosig 2.000
S T (LI 8.000 2.000 10.000 20.000 30.000
AmmoofBéocewyv
EUVaAD ‘.’rf“";‘:‘x“"“ 40.000 18.000 2.000 10.000 20.000 30.000
ETRo106 NMANOWPIoCHOG i 3% 3% 3% 3%
Tovoho o€ Tipég 2016 | 34.442 18.000 1.942 9.426 18.303 26.655
peiov ®opog
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. Moia gival Ta duvara pag onHEia

. ZXNHATIOHEVN ZTPATNYIKA YIA TO TI
EMOIWKOUHE ( TIC KOKKIVEC YPAHMHES HOG )

. Anpioupyia geoTIC Mapovciaong /pitch
ToU va TPpoAaBaivel BAGIKESC EPWTNOEIG



WIK' € MEA [fpoeroipacia yia ThV ZuVEVTeuén
Anuioupyia peoTng mapoucoiaong /pitch mou
va ntpoAafaivel BAGIKES EPWTNOEIG

Na gival amAn Kal oucI1a0TIKN

TI NTOYAAME

. Video,demos,photos BonOave moAv
. H opada

Business Model ( xai Canvas )

Mg moooug TTEAATEG HIANCAUE

. Eav uttapyXouv MwWANCEIC KAl TIOOEG
EMAavaAauBavoueEVEG

NG RwNR



IKEMEA To PNAVUHA TWV APIOHWYV
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21oixeia atro tnv British Private Equity & Venture Capital Association (BVCA)
To TT006 £TEVOUCEWYV APXIKOU OTADIOU O BPETAVIKEG ETTIXEIPAOEIG :

Enevduoelg 126 ek GBP 112 ek GBP
EmuxelpnoeLg 179 145
Méon enévduon 704. 000 GBP 772.000 GBP

H BVCA &eKTIgd 611 To 10% 60wV aiTouvtal XpnHAToddTNON KATAPEPVOUV
va £XOUV OUVAVTNOon HE ETEVOUTH Kal a1rdé auToug povo 10 10% AauBdvel

XpnUaTOdOTNON
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EPQTHZEIZ/2YZHTHZH



