
D.C. 3.3.1 
Pilot case study – document structure

Country: Slovenia
Deal no.1: ALBATROSS
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partners: Bogatin & TPLJ

1.2. Date of the document preparation: 25.01.2022

1.3. Date of the last update: /
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup:

ALBATROS (Albatross Foils d.o.o.)

2.2. Industry/Sector/RIS: 

E-foil (nautical)

2.3. Investment needs:

EUR 50,000.00 

2.4. Offer for investors: 

Structured equity + loan deal
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

Startup presented its product at the first Slovenian 2BeAngel event on

February 3, 2021, which took place online via the Zoom platform. The

event was followed by a connection between the startup and a

business angel who expressed interest in investing.
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or

received?

The private investment of a business angel has been combined with

an in-kind contribution by the Technology Park in Ljubljana (free

rental of offices, lecture halls, mentoring and expert advice). The in-

kind contribution is valued at EUR 19,300.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:
Angel investment (by 1 BA) = EUR 30,000: EUR 10.000 in equity and EUR 
20.000 in a loan (with 2 foils as collateral)

In-kind public support (by TPLJ) = EUR 19,300

5.2. How did the preparations for the investment look like?

We had several personal meetings with both the founder and the 
business angels. This included the visit to the manufacturing place 
where the foils are assembled. Our role was to facilitate their 
connection and the eventual deal processing. We have prepared draft 
investment documentation and helped with the public part of the deal
after the private investment was secured. 
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. DEAL FLOW WITH KEY DATES:

•03/02/2021 Beginning of negotiations after the 2BeAngel Event

•18/02/2021 NDA signing

•22/02/2021 Partnership Agreement signing

•22/02/2021 Letter of Intent signing

•08/03/2021 Performed due diligence

•22/03/2021 Convertible loan (EUR 20,000)

•19/07/2021 Angel investment (EUR 10,000)

•16/12/2021 Contract signed between the startup and TPLJ
(the document has been prepared with this date, but has not yet been formally signed due to the 
absence of a signatory on the side of the startup, which is abroad)
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6.1. Conclusions or other valuable information

The co-investment is the result of project activities aimed at
promoting promising startups and connecting them with private
investors. The first co-investment involves an angel investment of one
business angel and a contribution in kind, designed by TPLJ for the
needs of the CE-Connector project. A lot of personal contacts and
engagement is required for the deal to actually happen – most deals
do not happen and personal engagement is the factor that makes the
difference.

6. Important conclusions

8

D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files:

7.2. Contact persons:
Albatross: Aleš Laharnar 

E:aljo@novasub.si

Bogatin: Aleš Pustovrh 

E: ales.pustovrh@ef.uni-lj.si

TPLJ: Milan Lazarević

E: milan.lazarevic@tp-lj.si

7. Photos and other 

9

D.C. 3.3.1 Pilot case study



D.C. 3.3.1 
Pilot case study – document structure 

Country: Germany
Startup: Equalto
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1. General information 

D.C. 3.3.1 Pilot case study

Equalto

1.1. Project Partner

aen Automotive Engineering Network e.V.

1.2. Date of the document preparation

15.01.2022

1.3. Date of the last update

01.06.2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto

2.1. Name of the Startup

EqualTo GmbH, Freiburg (Germany)

Website: https://www.equalto.com/

2.2. Industry/Sector/RIS segment

IT

https://www.equalto.com/
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto

Product SaaS
Sector Sales automation
Customers Small and Medium-sized Enterprises
Market Europe
Model Freemium subscriptions

2.3. Status/problem, business model, solution
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto
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2. Startup summary

D.C. 3.3.1 Pilot case study

Equalto

2.4. Investment needs

3.500.000 EUR for 18 months

2.5. Offer for investors 
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3. BA Matching

D.C. 3.3.1 Pilot case study

Equalto

3.1. How did the startup present itself to Business Angels?

How was the match made?

Step 1 Pitch-Deck distributed to Lead Angel and Business Angels 

Step 2 First feedback from Business Angels to Lead Angel, 

if interested in a potential deal

Step 3 One-on-one meetings including specialists

Step 4 Deal
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4. Public funding/support

D.C. 3.3.1 Pilot case study

Equalto

4.1. What public support programs the startup is looking for and / or 

received?

Equalto received 160.000 EUR from L-Bank Baden-Württemberg

Program: Pre-Seed BW

In Baden-Württemberg L-Bank offers startups its program BW Pre-

Seed with funding from 50.000 € up to 200.000 €.

Link to information, documents for application

https://www.l-bank.de/produkte/unternehmensfinanzierung/start-up-bw-pre-seed.html?etcc_cu=onsite&etcc_med_onsite=Interne%20Suche&etcc_cmp_onsite=Ergebnislink&etcc_st_onsite=pre
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0

D.C. 3.3.1 Pilot case study

Equalto

5. Deal flow
5.1. Sources of funding

▪ 1 Lead Business Angel: FMV First Momentum Fonds 1 GmbH & Co. KG

▪ 6 Business Angels

▪ Public Provider: L-Bank Baden-Württemberg

Investors, Business Angels Location Investment

First Momentum Ventures Fonds 1 GmbH & Co. KG Karlsruhe, DE 150.000,00

B Berlin, DE 25.755,00

C Berlin, DE 199.995,84

D Berlin, DE 29.923,62

E München, Bayern, DE 19.885,95

F Berlin, DE 19.885,95

G München, Bayern, DE 14.961,81

Total Private 460.408,17 €

PreSeed BW Public 160.000,00 €

Total Investment 620.408,17 €

Anteil Public 26 %
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D.C. 3.3.1 Pilot case study

Equalto

5. Deal flow
5.2. How did the preparations for the investment look like?

Thereby several Google video call online meetings took place as laid out in 
chapter 5.3.

5.3. How was the deal flow? Please indicate key dates

▪ Initial screening on 15.12.2020 – pitch deck distributed to Business Angels

▪ Screening meeting on 18.12.2020

▪ Internal BA  „investment committee“ to take an investment decision on 

18.12.2020

▪ Meetings  BA and Equalto on 22.02., 20.04. and 22.04.2021 to discuss future 

funding strategy and go-to market strategy

▪ Deal signed on 25.05.2021
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6.1. Conclusions or other valuable information

6. Important conclusions

2

2

D.C. 3.3.1 Pilot case study

Equalto
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7.1. Contact person

Project Partner CE Connector: aen Automotive Engineering Network 

e.V.

▪ Sieglinde Walz

▪ Email: sieglinde.walz@ae-network.de

Lead Business Angel: First Momentum Fonds 1 GmbH & Co. KG

▪ Sebastian Böhmer

▪ Email: Sebastian.boehmer@firstmomentum.vc

7. Photos and other 

2

3

D.C. 3.3.1 Pilot case study

Equalto

mailto:sieglinde.walz@ae-network.de
mailto:Sebastian.boehmer@firstmomentum.vc
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7.2. Press Release

Wirtschaftsspiegel TechnologieRegion Karlsruhe 2022

7. Photos and other 

2

4

D.C. 3.3.1 Pilot case study

Equalto



D.C. 3.3.1 
Pilot case study – document structure 

Country: HUNGARY
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partner: P-Invent 

1.2. Date of the document preparation: 30/04/2022

1.3. Date of the last update: 15/05/2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup: Heatventors 

2.2. Industry/Sector/RIS: Energy

2.3. Investment needs: 500,000 EUR 

2.4. Offer for investors: 250,000 EUR + 280,191 EUR 
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

Heatventors selected a number of potential investors from the list of

available investors and started one-to-one meetings with the pitch

deck uploaded. They had several meetings with the selected angels

that helped them to improve the business case. The match took place

once Heatventors' business plan reached the necessary level of

content feasibility in order to get invested.
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or 

received?

The startup received funding from NKFIH (National Research,

Development and Innovation Office). The Office supports the scientific

and innovation ecosystem to build a competitive Hungary. Their area of

interest include the following: research infrastructures; Hungarian

participation in Horizon 2020; University Innovation Ecosystem;

University Startup Courses. The NRDI Fund (National Research,

Development and Innovation Fund) earmarked for RDI purposes,
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:

ACIF co-finance: CE-Connector Group 

Business Angel investment: [not public] 

Public provider support: NKFIH (National Research, Development and 

Innovation Office)

5.2. How did the preparations for the investment look like?

Preparation has been done along one-to-one meetings. The angels

raised questions regarding the value for customer, market potential,

customer segments, business model, sales channels. These questions

have been answered and assessed in each and every meeting.

Altogether there were more than 5 meetings before investing. During

these meetings Heatventors often had to finetune answers and parts of

the business model because the answers were not satisfactory

enough.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. How was the deal flow? Please indicate key dates:

• Beginning of negotiations in the summer of 2020.

• Negotiations have speed up early 2021 (more frequent 

negotiations)

Articles of Association with Business Angels signed on 

2021.06.17.
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6.1. Conclusions or other valuable information

• Please complete this section as an option

6. Important conclusions

3

2

D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files

(We don't have photos.)

7.2. Contact person

Name and surname: Akos Dervalics

Email: akos.dervalics@gmail.com

7. Photos and other 

3

3

D.C. 3.3.1 Pilot case study



D.C. 3.3.1 
Pilot case study – document structure 

Country: Croatia
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partner: Optimizacija Ltd.

1.2. Date of the document preparation: June 30, 2022

1.3. Date of the last update: June 30, 2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup: AMPNET IO Ltd.

2.2. Industry/Sector/RIS: Energy and Sustainable Environment

2.3. Investment needs: $ 3M

2.4. Offer for investors: 

SAFT (Safe Agreement for Future Tokens) Agreements for AMPnet 

Token Sale Investors from January-June 2021.(at valuation of $17.5M)
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

AMPNET was introduced to Business Angels and the investment was

realized trought SAFT (Simple Agreement for Future Tokens).
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or 

received?

On 31-12-2020 the EIT InnoEnergy have concluded €350k Agreement on 

investment for commercialization of innovative idea and supporting 

their operations at the start-up phase of their existence. 

We acted as a communicator between the two parties and supported 

the implementation of the investment process. 



TAKING COOPERATION FORWARD 3

9

D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:

Public Provider contribution: 150k EUR (year 2019) + 350k EUR (year 2020)

Business Angel investment: Token Sale investors (year 2021) - SAFT 
Agreements at a valuation of $17.5M – inventment up to $3.6M (TBC) 
depending on the taxation office.

A significant portion of the amount raised under the SAFTs will be used to 
fund the Company’s development of a decentralized blockchain-based 
computer network (the “APX Protocol”) that enables a decentralized, 
scalable system for tokenization and verification of real-world assets.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.2. How did the preparations for the investment look like?

During regular reviews of venture results and performance, our main task 
was to expand business development capacities and to help AMPnet to 
improve their results. With the aim to develop a successful use case and 
to help AMPnet to attract first customer and potential investors we were 
helping them to identify market/investment opportunities. In purpose to 
matchmaking them with potential customers and investors, we also 
monitor events where AMPnet could attend and make new contacts and 
we also assist AMPnet in the ongoing management
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. How was the deal flow? Please indicate key dates:

AMPnet won PowerUp! 2019 Country Finals Winner - The biggest 
competition for energy related start-ups in CEE organized by 
Optimizacija (INVENTO) in Croatia and by this success startup Entering 
Highway® acceleration program- Tailored InnoEnergy Bussiness 
Creation Support Program by which they received 150kEUR of EIT 
funding in 2020. On 31-12-2020 concluded Agreement on 350kEUR 
investment. In 2021 AMPnet attracted additional funding of private 
investors. 



TAKING COOPERATION FORWARD

6.1. Conclusions or other valuable information

AMPnet Platform have been developed and piloted and Launched in
2021 and First customer arrived as a result of Optimizacija (INVENTO)
matchmaking activity.

After a series of matchmaking activities, we can conclude that events
with a large number of participants proved to be a good place to
present a large number of start-ups to interested audiences, mostly
investors.

Mislav Javor, the founder o AMPnet shared his experiences at the 3rd
Industrial Lunch. His story inspire young start-ups owners and also
encourage potential investors to invest in start-ups.

6. Important conclusions

4

2

D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files

7. Photos and other 

4

3

D.C. 3.3.1 Pilot case study
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D.C. 3.3.1 Pilot case study

7.2. Contact person

Name and surname: Mislav Javor, Director

Email: mislav@ampnet.io

mailto:mislav@ampnet.io
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup: MOBILITY ONE Ltd.

2.2. Industry/Sector/RIS: Energy and Sustainable Environment (Mobility)

2.3. Investment needs: 1,5M EUR 

2.4. Offer for investors: 

4,9M EUR (pre money valuation)
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

AMPNET was introduced to Business Angels and the investment was

realized trought Faundersbeam

).
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or 

received?

MobilityOne was financed via an EU grant for €200k EUR.



TAKING COOPERATION FORWARD 4

8

D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:

Public Provider contribution: 200k EUR (two years agreement signed 2019) 
+ 200k EUR (TBC) investment committee – 2022  July 11th

Business Angel investment: 259k EUR (private investors via Funderbeam) 

Funderbeam campaign have been launched in October 2021 and with lead

investor supports successfully raised €283k to achieve the following goals:

- Develop SaaS for corporate and enterprise users, including product

redesign with integration platform for leading corporate Enterprise

Resource Planning (ERPs)

- Create a Go-to-market (GTM) strategy along with sales and marketing 
activities. 
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.2. How did the preparations for the investment look like?

First, MobilityOne raised 200,000 euros for the development of its 
software from European funds . Additionally raised € 259,000 at the 
Founderbeem with the lead investor (BA) to develop global multilingual 
software in the cloud and enter the international market. With our 
support startup applied for EIT Urban Mobility investment support for 200 
kEUR but the results of the investment committee will be published after 
July 11th. 
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. How was the deal flow? Please indicate key dates:

MobilityOne started Funderbeam campaign with lead investor Marko 
Linke and ended successfully in October 2021 with additional 
investments of other private investors. Marko Linke participated at 
one of the Connector 2be Angel events and shared his experience. 
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6.1. Conclusions or other valuable information

Streamlined syndication have been done over Funderbeam platform
which provide network of investors. After lead angel investor have
been found, Funderbeam platform served as a meeting point with
other investors that conducted the syndication process.

Funderbeam and Zagreb Stock Exchange (ZSE) made joint venture
cooperation that made investors able to invest in growth companies in
South-east Europe and trade their investments. The common goal is
defined as creating, promoting, and developing early stage
investments in the region of South-east Europe.

So far 12 Croatian startups have raised more than six and a half
million euros on the Funderbeam platform.

6. Important conclusions

5

1

D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files

7. Photos and other 

5

2

D.C. 3.3.1 Pilot case study
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D.C. 3.3.1 Pilot case study

7.2. Contact person

Name and surname: Mladen Herceg, Director

Email: mladen.herceg@mobilityone.io

mailto:mladen.herceg@mobilityone.io


D.C. 3.3.1 
Pilot case study – document structure 

Country: Germany
Startup: Ninetailed
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1. General information 

D.C. 3.3.1 Pilot case study

Ninetailed

1.1. Project Partner

aen Automotive Engineering Network e.V.

1.2. Date of the document preparation

15.01.2022

1.3. Date of the last update

01.06.2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

Ninetailed

2.1. Name of the Startup

Ninetailed GmbH, Berlin (Germany)

Website: https://ninetailed.io

2.2. Industry/Sector/RIS segment

IT

Product: API-First personalization for headless CMS

https://ninetailed.io/


TAKING COOPERATION FORWARD 5
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2. Startup summary

D.C. 3.3.1 Pilot case study

Ninetailed

2.3. Status/problem, business model, solution
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2. Startup summary

D.C. 3.3.1 Pilot case study

Ninetailed
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2. Startup summary

D.C. 3.3.1 Pilot case study

Ninetailed
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2. Startup summary

D.C. 3.3.1 Pilot case study

Ninetailed

2.4. Investment needs

Targeted short-term investment goals

▪ Pre-Seed: 150.000 €

▪ Public funding 50.000 €

▪ Total funds 230.000 €

2.5. Offer for investors 
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3. BA Matching

D.C. 3.3.1 Pilot case study

Ninetailed

3.1. How did the startup present itself to Business Angels?

How was the match made?

Step 1 Pitch-Deck distributed to Lead Angel and Business Angels 

Step 2 First feedback from Business Angels to Lead Angel, 

if interested in a potential deal

Step 3 One-on-one meetings including specialists

Step 4 Deal
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4. Public funding/support

D.C. 3.3.1 Pilot case study

Ninetailed

4.1. What public support programs the startup is looking for and / or 

received?

Ninetailed received 50.000 EUR from IBB Investitionsbank Berlin

Program: Berlin Start

IBB is the development bank of the State of Berlin and the partner for 

business & real estate development. In Berlin every startup can apply 

for funding at  IBB Investitionsbank Berlin. 

Companies up to 7 year of age can receive funding up to 1.500.000 €

Link to information, documents for application

https://www.ibb.de/de/wirtschaftsfoerderung/unternehmensphasen/gruenden/gruenden.html
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D.C. 3.3.1 Pilot case study

Ninetailed

5. Deal flow
5.1. Sources of funding

▪ 1 Lead Business Angel: FMV First Momentum Fonds 1 GmbH & Co. KG

▪ 4 Business Angels

▪ Public Investment IBB Investment Bank Berlin

Investors, Business Angels Location Investment

First Momentum Ventures Fonds 1 GmbH & Co. KG Karlsruhe, DE 100.000,00

B Berlin, DE 30.000,00

C Solingen, DE 75.000,00

D Toronto, Canada 15.000,00

E Zürich, CH 35.000,00

Total Private 255.000,00 €

IBB Berlin Public 50.000,00 €

Total Investment 305.000,00 €

Anteil Public 16 %



TAKING COOPERATION FORWARD 6

4

D.C. 3.3.1 Pilot case study

Ninetailed

5. Deal flow
5.2. How did the preparations for the investment look like?

The StartUp was thoroughly investigated and questioned by Lead Angel FMV, 
through continuous online meetings including FMV team members and 
Ninetailed founders. Thereby several Google video call online meetings took 
place as laid out in chapter 5.3. Other Business Angels were involved after Due 
Diligence Screening.

5.3. How was the deal flow? Please indicate key dates

▪ Initial screening on 25.02.2021

▪ Screening meeting on 16.03.2021

▪ BA „investment committee“ to take an investment decision on 26.04.2021

▪ Meeting of all co-investors (Business Angels) to discuss final key due 

diligence points and conclude on total invest

▪ Deal signed on 26.05.2021
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6.1. Conclusions or other valuable information

6. Important conclusions

6

5

D.C. 3.3.1 Pilot case study

Ninetailed
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7.1. Contact person

Project Partner CE Connector: aen Automotive Engineering Network 

e.V.

▪ Sieglinde Walz

▪ Email: sieglinde.walz@ae-network.de

Lead Business Angel: First Momentum Fonds 1 GmbH & Co. KG

▪ Sebastian Böhmer

▪ Email: Sebastian.boehmer@firstmomentum.vc

7. Photos and other 

6

6

D.C. 3.3.1 Pilot case study

Ninetailed

mailto:sieglinde.walz@ae-network.de
mailto:Sebastian.boehmer@firstmomentum.vc
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7.2. Press Release

Wirtschaftsspiegel TechnologieRegion Karlsruhe 2022

7. Photos and other 

6

7

D.C. 3.3.1 Pilot case study

Ninetailed



D.C. 3.3.1 
Pilot case study – document structure 

Country: Germany
Startup: Tilo Tech
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1. General information 

D.C. 3.3.1 Pilot case study

Tilo Tech

1.1. Project Partner

aen Automotive Engineering Network e.V.

1.2. Date of the document preparation

15.01.2022

1.3. Date of the last update

01.06.2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

Tilo Tech

2.1. Name of the Startup

Tilo Tech GmbH, Berlin (Germany)

Website: https://tilotech.io

2.2. Industry/Sector/RIS segment

IT

https://tilotech.io/
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2. Startup summary

D.C. 3.3.1 Pilot case study

Tilo Tech

2.3. Status/problem, business model, solution
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2. Startup summary

D.C. 3.3.1 Pilot case study

Tilo Tech
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2. Startup summary

D.C. 3.3.1 Pilot case study

Tilo Tech
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2. Startup summary

D.C. 3.3.1 Pilot case study

Tilo Tech

2.4. Investment needs

1.200.000 € for 18 months

2.5. Offer for investors 
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3. BA Matching

D.C. 3.3.1 Pilot case study

Tilo Tech

3.1. How did the startup present itself to Business Angels?

How was the match made?

Step 1 Pitch-Deck distributed to Lead Angel and Business Angels 

Step 2 First feedback from Business Angels to Lead Angel, 

if interested in a potential deal

Step 3 One-on-one meetings including specialists

Step 4 Deal
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4. Public funding/support

D.C. 3.3.1 Pilot case study

Tilo Tech

4.1. What public support programs the startup is looking for and / or 

received?

Tilo Tech received 75.000 EUR from IBB Investitionsbank Berlin

Program: Berlin Start

IBB is the development bank of the State of Berlin and the partner for 

business & real estate development. In Berlin every startup can apply 

for funding at  IBB Investitionsbank Berlin. 

Companies up to 7 year of age can recieve funding up to 1.500.000 €

Link to information, documents for application

https://www.ibb.de/de/wirtschaftsfoerderung/unternehmensphasen/gruenden/gruenden.html
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D.C. 3.3.1 Pilot case study

Tilo Tech

5. Deal flow
5.1. Sources of funding

▪ 1 Lead Business Angel: First Momentum Fonds 1 GmbH & Co. KG

▪ 4 Business Angels

▪ Public Provider: IBB Investitionsbank Berlin

Investors, Business Angels Location Investment

First Momentum Ventures Fonds 1 GmbH & Co. KG Karlsruhe, DE 100.000,00

B Edinburgh, UK 50.000,00

C London, UK 350.000,00

D Berlin, DE 20.000,00

E Berlin, DE 25.000,00

Total Private 545.000,00 €

Investitionsbank Berlin Public 75.000,00 €

Total Investment 620.000,00 €

Anteil Public 12 %
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D.C. 3.3.1 Pilot case study

Tilo Tech

5. Deal flow
5.2. How did the preparations for the investment look like?

The StartUp was thoroughly investigated and questioned by Lead Angel FMV, 
through continuous online meetings including FMV team members and 
TiloDB founders. Thereby several Google video call online meetings took 
place as laid out in chapter 5.3. Other Business Angels were involved after 
due diligence.

5.3. How was the deal flow? Please indicate key dates

▪ Initial screening on 17.06.2021

▪ Screening meeting on 28.06.2021

▪ one on one meeting on 06.07.2021

▪ Follow up meeting on 18.08.2021

▪ BA „investment committee“ to take an investment decision on 27.09.2021

▪ Meetings on 26.11.2021 funding strategy and go-to market strategy

▪ Deal signed on 30.11.2021
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6.1. Conclusions or other valuable information

6. Important conclusions
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D.C. 3.3.1 Pilot case study

Tilo Tech
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7.1. Contact person

Project Partner CE Connector: aen Automotive Engineering Network 

e.V.

▪ Sieglinde Walz

▪ Email: sieglinde.walz@ae-network.de

Lead Business Angel: First Momentum Fonds 1 GmbH & Co. KG

▪ Sebastian Böhmer

▪ Email: Sebastian.boehmer@firstmomentum.vc

7. Photos and other 

8
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D.C. 3.3.1 Pilot case study

Tilo Tech

mailto:sieglinde.walz@ae-network.de
mailto:Sebastian.boehmer@firstmomentum.vc
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7.2. Press Release

Wirtschaftsspiegel TechnologieRegion Karlsruhe 2022

7. Photos and other 
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D.C. 3.3.1 Pilot case study

Tilo Tech



D.C. 3.3.1 
Pilot case study – document structure 

Country: HUNGARY
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partner: P-Invent 

1.2. Date of the document preparation: 30/04/2022

1.3. Date of the last update: 15/05/2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup: Waterscope 

2.2. Industry/Sector/RIS: Energy

2.3. Investment needs: 45 000 EUR

2.4. Offer for investors: 44 600 EUR
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

Waterscope selected a number of potential investors from the list of 

available investors and started one-to-one meetings with the pitch 

deck uploaded. They had several meetings with the selected angels 

that helped them to improve the business case. The match took place 

once Waterscope' business plan reached the necessary level of 

content feasibility in order to get invested.
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4. Public funding/support

D.C. 3.3.1 Pilot case 

study

4.1. What public support programs the startup is looking for and / or 

received?

The startup was looking for specialized mentoring opportunities for their scaling-up. The Hungarian

Enterprise Development Foundation (MVA) offered them this kind of support. MVA, in its 28 years of

existence, has transferred more than HUF 100 billion to private domestic enterprises and promoted the

development of 75,000 enterprises. The Foundation provides a complex service, the main features of

which are: credit; guarantees; consultancy (for start-ups and mature companies); education and training;

international cooperation support for specific employment groups; incubation, competitions and awards,

etc. MVA offered in-kind support, coaching and mentoring for 5000 EUR.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:

ACIF co-finance: CE-Connector Group 

Business Angel investment: V3 group 

Public provider support: Hungarian Enterprise Development Foundation 

5.2. How did the preparations for the investment look like?

Preparation has been done along one-to-one meetings. The angels

raised questions regarding the value for customer, market potential,

customer segments, business model, sales channels. These questions

have been answered and assessed in each and every meeting.

Altogether there were more than 5 meetings before investing. During

these meetings Waterscope often had to finetune answers and parts of

the business model because the answers were not satisfactory

enough.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. How was the deal flow? Please indicate key dates:

• Beginning of negotiations in the spring of 2020.

• Articles of Association with Business Angels signed on 2020.08.24.
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6.1. Conclusions or other valuable information

• Please complete this section as an option

6. Important conclusions
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D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files

(We don't have photos.)

7.2. Contact person

Name and surname: Akos Dervalics

Email: akos.dervalics@gmail.com

7. Photos and other 
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Pilot case study – document structure 

Country: HUNGARY
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partner: P-Invent 

1.2. Date of the document preparation: 30/04/2022

1.3. Date of the last update: 15/05/2022
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup: Yourparking

2.2. Industry/Sector/RIS: SaaS

2.3. Investment needs: 200,000 EUR 

2.4. Offer for investors: 12,400 EUR + 180,500 EUR 
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3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

Zoltan Fülöp, the founder of the company raised the business idea in 

the 3rd quarter of 2020. The pitch deck and the initial business plan 

was ready by the end of the year, and the negotiations with potential 

angel investors by one-to-one meetings were finished until May 2021.
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or 

received?

The startup received funding from HIVENTURES Investment Fund, which is a

Hungarian state-owned venture capital fund, investing into promising innovative

Hungarian SME-s. Their area of interest include the following: seed

capital/startups, expansion capital, non-family take-over funding (MBO-MBI).

Yourparking received 180.500 EUR from HIVENTURES in equity-combined

convertible loan as seed financing.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:

ACIF co-finance: CE-Connector Group 

Business Angel investment: [not public] 

Public provider support: HIVENTURES Investment Fund, which is a 

Hungarian state-owned venture capital

5.2. How did the preparations for the investment look like?

Preparation has been done along one-to-one meetings. The angels

raised questions regarding the value for customer, market potential,

customer segments, business model, sales channels. These questions

have been answered and assessed in each and every meeting.

Altogether there were more than 5 meetings before investing. During

these meetings Yourparking often had to finetune answers and parts of

the business model because the answers were not satisfactory

enough.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. How was the deal flow? Please indicate key dates:

• Beginning of negotiations in the last quarter of 2020.

• Negotiations have speeded up early 2021 (more frequent 

negotiations) 

• Articles of Association with Business Angels signed on 2021.05.13.

• Venture capital investment was contracted on 2022.02.09.
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6.1. Conclusions or other valuable information

• Please complete this section as an option

6. Important conclusions
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D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files

(We don't have photos.)

7.2. Contact person

Name and surname: Laszlo Csoknyai

Email: csoknyai.laszlo@t-online.hu

7. Photos and other 
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D.C. 3.3.1 Pilot case study
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D.C. 3.3.1 
Pilot case study – document structure

Country: Slovenia
Deal no.2: B2bee
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1. General information 

D.C. 3.3.1 Pilot case study

1.1. Project Partners: Bogatin & ZAGREB INNOVATION CENTRE Ltd

(+ Katapult Accelerator, Serbia)

1.2. Date of the document preparation: 01.07.2022

1.3. Date of the last update: /
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2. Startup summary

D.C. 3.3.1 Pilot case study

2.1. Name of the Startup:

B2BEE (B2BEE EBUSINESS j.d.o.o.)

2.2. Industry/Sector/RIS: 

IT (Productivity Software)

2.3. Investment needs:

EUR 117,500

2.4. Offer for investors: 

Structured equity + loan deal



TAKING COOPERATION FORWARD 1

0

3

3. BA Matching

D.C. 3.3.1 Pilot case study

3.1. How did the startup present itself to Business Angels?

How was the match made?

Startup presented their comprehensive wholesale B2B solution at the

3rd Slovenian 2BeAngel event on February 16, 2022, which took place

in the Technology Park Ljubljana. The event was followed by two

additional online meetings between startup representatives and the

group of business angels who expressed interest in investing.
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4. Public funding/support

D.C. 3.3.1 Pilot case study

4.1. What public support programs the startup is looking for and / or

received?

The private investment has been combined with an in-kind

contribution by the Zagreb Innovation Centre (for office rental). The in-

kind contribution is valued at EUR 3,739.

In addition, the parent company based in Belgrade will apply for

matching funds from Katapult Accelerator, which doubles the private

investment. This public incentive is therefore expected to amount to

EUR 117,500, and taking into account both, the co-investment will

reach EUR 238,739.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.1. Sources of funding:
- Angel investment (by 10 Baa via SPV) = EUR 117,500 (in a form of CLA)

- In-kind public support (by Zagreb Innovation Centre) = EUR 19,300

- Additional public financing that will follow (by Katapult Accelerator) 
= EUR 117,500

5.2. How did the preparations for the investment look like?

We organized several online meetings between startup funders and the group of
business angels as well as separate meetings with business angels. We acted as a
communicator between the two parties and supported the implementation of
the investment process. We performed a due diligence of the company and as
part of the review organized a meeting of angels with Serbian and Slovenian
users of the B2bee platform to gain insight into the user experience and the
complexity of integrating the platform into existing software. The startup
shared all relevant documents about its business with investors.
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D.C. 3.3.1 Pilot case study

5. Deal flow
5.3. DEAL FLOW WITH KEY DATES:

•16/02/2022 Beginning of negotiations after the 2BeAngel Event

•01/03/2022 Partnership Agreement signing

•09/05/2022 Letter of Intent signing

•16/05/2022 Performed due diligence

•30/06/2022 Convertible loan Agreement

•07/2022 Angel investment (EUR 117,500)

Public investment by Katapult Accelerator scheduled for July / August 
2022 (EUR 117,500)
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6.1. Conclusions or other valuable information

The co-investment is the result of project activities aimed at
promoting promising startups and connecting them with private
investors. This second co-investment is a prime example of how we
want to connect angel investors, startups and public incentive
providers in the future. It also has an international dimension, as the
investment of Slovenian business angels is related to the Croatian
public incentive, which will be followed by the Serbian public incentive
by doubling the receipt of private investment.

6. Important conclusions
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D.C. 3.3.1 Pilot case study
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7.1. Please add photos as aditional files:

7.2. Contact persons:
B2bee: Luka Radovanović

E: luka@b2bee.net 

Bogatin: Aleš Pustovrh 

E: ales.pustovrh@ef.uni-lj.si

Zagreb Innovation Centre: Sandra Matijević

E: sandra.matijevic@zicer.hr 

7. Photos and other 
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D.C. 3.3.1 Pilot case study


