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I[Tebdhoyog

H exnévnon g mapoloog Simhouatixhc dwteBric mpoyuatotowdnxe oto TAaiclo tng
ONOXAPWOTE TNG ToEaX0A0VINCTE TOU TEOTTLUYLAXOU TEOYEAUUATOS GTIOLDWY TNG O)O-
Mg «Mnyoavixoyv IIinpogoptaxmv xow Enicoveviaxadv Yuotnudtovy ue titho «Epya-
Aelo Auto-odiordynong Néwv Emyetpnuoatiney Idedvy. Ogelloupe va euyoplioticouue
Tov % Xopohourion Iwdvvn, Kodnyntdq tne Xyohdc Mnyavixav ITinpogoploxmy xou
Emuxowvoviox®dy Luotnudtey, Tou Yo EXAve TN TYY| Vo GUVERYAOo TOUUE avard€TovTdg
HoC TO oLUYXEXPUEVO Vépa dtatpifric xodme xou tov x. AdBurd Adavdoio Tou cTrptl-
&e v mpoomdielo pog wote vo €piel eig mépag auth N epyasia. Ou cuuBouiéc xou
1 xood1YNoT TOL PG TUREl oY AmoTEAOUY TOAUTII oryodd Tou Yo TAUGLOGOLY TNV
TEOCWTUXOTNTA XAl TNV AVERYOUEVT] XapLepa pag wg Mnyoavixoig. duoixd, ogellouue
TO UEYUADTERO ELYOPLOTE GTOUC Yovelg pag, Y Tov Ayyelo (Erévn xou Avidvn) xo
v tov Nixo (Pwtew xau Hopdoyo) xodag xon o odéppra pog, (INidpyo) xou (Booiin)
avtioTotya, mou Beioxovton dimha pog, pac oTnetlouy adidxona xat pog eviapelvouy Vo

0XOhOLUHCOUUE ToL OVELRE. UaC.



IMepiAndm
YNy mopolo SimAUaT Slatel31 Tou Teaypatonotjinxe 6To TAUGIO TNG OAOXAYPw-
O”NG TNG ToEoX0A0VINCTE TOL TEOTTUYLUXOU TEOYEIUUAUTOS OTOUBKY TNG oY OhN\G «Mn-
Yoy IIanpogoplony xow Emxowomvioxey Yuctrudtovy ue titho «Epyakeio Auto-
a&ohdynone Néwv Enyetpnuatiney Idewdvy nopoucidlouue éva pyoaheio allodynong
VEOQUOV ETILYEIRNOEMY X0l XovoTOUKY 10ewy. To epyaheio mapoucidletar oe Lopgn
epwTnUatoloyiou xou amotekeiton amd 38 cpwtrioeic. Kdle epdytnon €yel tpelg duvatég
amavToelC xan xdie amdvtnon dtvel Baduoroyio 1,2 4 3. To epwtnuatordyio elvon a-
moteAeltan amd Tplo Bacixd TuruaTa o omola a&loAoyoly avTicTolya TNV TOLOTNTA TNG
1B€AC, TO TPOODBO WS TEOS TNV LVAOTIOMNGY TN xat TNV TOOTNTA TG ToEoustaoric Tng.
[iveTon avaAuTiny| TUEOUGIAOT) TWY EPWTHCEWY XL EPUOUOYT| TOUS GE OVO ToPUdElY Y-
To. Tautdypova, TexunelVeETHL TANEWS 1) BUVITOTNTA Tou pyaleiou va yenoyloroinel
1600 amo eNBOE0UC ETLYERNUATIEC 600 Xou AT6 EMEVOUTEC TTOL VEAOUY VoL a€LOAOYHOOLY
Lol ETILYELENUATIXT TEOTAUOT).

A€Zeig xhedid: aglohdyNnom, VEopUNG ENLYElPNON, EPWTNUATOANSYLO,

XAUVOTOWIA, TOLOTYTA LBEAS



Abstract

In this thesis carried out as part of the completion of the undergraduate study pro-
gram of the "Information and Communication Systems Engineering" school entitled
"Evaluator for Business Ideas" we present a tool for evaluating start-ups and innov-
ative ideas. The tool is presented in the form of a questionnaire and consists of 38
questions. Each question has three possible answers and each answer gives a score
of 1, 2 or 3. The questionnaire is composed of three main sections which evaluate
respectively the quality of the idea, the progress towards its implementation and the
quality of its presentation. The questions are presented in detail and applied in two
cases. At the same time, it is fully documented that the tool can be used by both
aspiring entrepreneurs and investors who want to evaluate a business proposal.
Keywords: evaluation, startup, questionnaire, innovation, quality of

the idea
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Eiooywyn

1.1 To wAaloclo

<O KUp1og podog tng avddvong kar a&loAdynong dedopévwy eivar n tpowinon wng ow-
otnig Angs aropdoewry (Keeney & Raiffa, 1993, p. 65).

Avoryxdlovtag Tov AMTT ano@dcewy 1 TNV opdda Twv LTEVIUVLY Adng anogdoswy
VoL OXEPTOVY EVIATIXG TNV XUTAG TaoT) %ot eEavoryxELoVTaS TOUG CUUHETEYOVTES VoL OXE-
@TOUY TO TEOPBANUA amd BLUPOPETIXES OTTIXEC YWVIES, 1) SOUNUEVY) avdhuoT TN ambQa-
oG odNYel 08 XAUNITERT XATAVONOT] TOL TREOBAAUAUTOS X0, (G EX TOUTOU, OE XUAUTERT
xou o evnuepwuévn emioyy (French, 1986, Keeney & Raiffa, 1993). H onuacio g
dounuévne Mng arogdoswy augdvetor and TNV TOAUTAOXOTNTA TNG ATOPACTC TOU Vol
AngOet

‘Evag tpomog yiar vor ABer xavelc pior amdpoot elvor VoL GUYXEVTRMOEL X0k XATOTLY VoL
AVOAUGEL HEYEAO GYXxo Thnpooptav. T vor Angiet wio amdgaor, ol emhoyég allohoyo-
OvTow xou cuyxelvovton pe Bdom dldgopes TTUyES, To Aeyoueva xeLTheto. H tautdypo-
V1) a€loAGYNOT) TOMNAATAGY XEITNRlwY ETTUY YAVEL péyiota anoteréopata. Eva yoviého
a&loAdYNoNe 0dnNYEl TOV AT amo@dceny Yéoa amod Uio Sladacior Aentougpols épeu-
Vo ot TOMATAES OTITIXES YwVieg o€ ol fodUTERY X0 THO OUCLIG TIXH XATAVONCT) TV

OEDOUEVMV.



2xomog xou Zntovueva 1.3

H andgoon tou va druoupynoet xdmotog Wi sturtup 1 xat var ETevoUoEL o auUTH,
ebvor éva mepimhoxo €pyo mou mepuhaBdver Tolkég TTuyés. Kopudtior Tou ebvar, ot véeg
TEYVONOYIEC TTOU UTOREL VoL UNY EIVOIL XUAS XUTAVOTTES, Ol OPYUVWTIXES IXUVOTNTES TOU
umopel vou unv elvor TAHENG %ot 0 YdETNG TNG ayopds Tou elval cuve S eEEMGOOUE-
voc. Emmiéov, o paxpic opllovtag mpoypouuatiopo), To UEYIAO YeNUATIXG TGO ol
0 UEYAAOC OYXOG TANROPOELOY TOU TEETEL Var AopfBdveTton uTodn avddvel auty| TV To-
Amioxdtnra. O Belton & Stewart (2002) urootneilouv 6Tt 1 tohumhoxdtTnTa TNg

XoTdo oG Yo TEEMEL VoL TaEovel Yol amhOTNTaL 6T0 YOVTEAO.

1.2  Xxonog xou Zntodueva

‘Eva anhd poviého agloAéyrorng umopel va efvar umootnewtind oe mepimhoxeg
XATACTAOELS, OVTOC EVa EQYUAElD €0YENOTO Yo TN ONULOVEYIA TEQUUTERE YVWOEWY XAl
xotovonone. Ot Verheyden and Moor (2015) avogépouy 1 « H anArj npocéyyion eivai
va Paduoroynlel kdle evaldaktikn) o€ kdle pepovouévo kpitnipio kar otn ouvéyea
va vroloyiotel to otalouévo dfpowoua (...) upe Bdon tn oyenukn onuacia kdde
Kp1Tnpiou».

Ou (Leach & Melicher, 2011) Miloud et al. (2012) Siomo vouy 6TnV €eELVE TOUG
OTL 1 o€LOAOYNOT) TV startups amd TaEUTNENOWES OTEATYIXEC UETABANTES xooTOUY
NV 0€LOAOYNOT Ay OTERO ECUPTNUEVT AT <AVUELOTILO TOUS OLXOVOULIXOUS UTOAOYIGUOUCY,
TEOGEYYLON WLadTEpa Yo Yl ey yEtpriuato Ttpwipou otadtov. H moapoloo epyaocio
ETMUXEVTIPWOVETAL OTOV EVIOTUOHOG startups umArc mowdtntog. o Tov oxond autéd €youy
yenotponotniel ToAUTAd xpiTriplar xou €yl xuTapTIoTel Eva epyaelo Tou mEpL o PBdveL
38 epwtroeg. Ocwpolue 6Tl 10 epyaheto Exel dnuioupyNnIel ye peydhn TANEOTNTA xou
©xohOTTEL OAeC TIC poavapepdeioeg avdyxes. Oo yivel AETTOUERHC AVIAUGCT) TOU EQY -

Aetou 670 TEiTO AEPIANLO.



Aour tne epyaotac 1.3

1.3 Aoun tng epyaciog

O tpdmog mou €yel doundel n epyaoia eivon o e&hc: Y10 xe@dhao «ALohdyNnoT ve-
OQUOY ETLYELRNOEWVYY YIVETOL ot GUVTOUY avapopd GTOUS TUTIOUG ETEVOUTMY Xl OTIG
evvoleg mou Va ypetaotolpue 0T ouvéyela. Katdmy yivetoaw mapovsioon 5 unapydviwy
QAUTOUUTOTIONUEVKY GUCTNUATOY 0&LOAOYTOTS.

YuveyiCovtag oo xegpdroto «To mpotevduevo mhalolo allohdynorgy» tapouctdlouue
TO 06 oG TEWTOTUTO epyahelo xou avaAboupe xdie o and TI¢ 38 EpWTACELS TOU.
Axolouiel cuvonTindg TvVIXAG TWV EPWTHCEMVY.

210 xepdiano «Egapuoyr)» divovton 0o mapadelyuato xaL EQupUoY T Tou epyaieiou
VL o avTo.

Téhoc, o0 xedhono «Xuunepdouato xou Ilpoontinégy diveton ye TANEOTNTA 1) YEVI-
X1} EXOVOL TOU EQYUAEIOU X0 TEXUNELOVETOL TO TS oUT6 Umopel vor yenotponotndel oyt

HOVO amo emlboZoug emyEloNUATES AAAG Xou amd EMEVOUTEC.



A&LoNOYNOT VEORUWYV E-

TELXE:LQY']GEQ)V

H o€iohdynon twv startups eivon xplowun xou onuaivoucos onuactiag yio Toug ENEVOU-
T€¢, Toug TAVOUS BAVELODOTES, TOUG ETLYELPNUATIEC XU QUOLXE VLo TO EUTAEXOUEVO
avlp®mivo duvouxd toug. Bonldd otny xotavonon tne duvaixic xat TS PuwotddTn-
TOG TOUG, XUO TOVTUG ACPUAECTERT) XA TO ETUTUYY| TNV EMEVOUCT] YPOVOU, TOPMY ol
xeahafou amd OAaL To EUTAEXOUEVAL PEAT).

H xatavonon tou poviehou tng emyelonong, Tng ayopds xou TNg OTEUTNYXNAS o-
vamTuEng ebvon oUGLOONG YLt TNV EXTIUNOT TNG BLVATOTNTA PaxEOTEGVECUNE AmdBOoT.
H o€ohéynon 1wy startups emTeénel 0TOUG EMEVOUTES VAl avary Veplcouv autols Toug
XVOLYOUC Xt vor Adfouy amo@doelc Yo To €8V Yo enEVOOo0LY 1 O)L XAl OTOUG ETLYEL-
eNUATIES VoL 0pYAVMOOLY XAAUTERY TNV ETLyEloNoT) TOuC.

Emniéov, n aliohdynor eivon pior euxonplor Yoo TV EVIOTIOUO GUVERYAOUMY 1 ETALQL-
XV ELXUUPLOY UE OTEATNYLIXOUS ETEVOUTES 1) ETAPOUS TOL XAdBOL GTOV OTtolo BEACTY-
plomoteltan o veogurc emyeipnor. Ou startups anoteholyv emyeiproslc udmnidtepou
ploxou amd Tic xahepwuéves ETYENOELS Xou 1) LAOTOINGY| TOUG E€UPTATAL OATOAUTOL Ao
NV elpeoT) xearalwy, Oyt andpaitnTo cuyPatixwy. ‘Etotl, 1 allohdynon xodic toto

avoryxofo: ebvon €vog aflOToTOC Xo AGPAUAAC TEOTOC ECACPIMONG ETEVOUTOV YOl ov-

10



Edpeon Kegahaiov 2.1

YomTVOU BUVAULXOU.

2.1 Ebpeson Kegalaiwy

[oe Aoyoug mAnpotnTag xou PordiTepng xaTavdnone Tou TEOTOU UE TOV OTOl0 €Y OUNE
epyaoTel oty mopolou epyaocio, moupadéTouue Tor £ldN TV EMEVOUTHOV VEOQUMY ETI-
YERNOEWY OTIKEG AVTE TEOXUTTOLY amd TNV LTdEyouca BuSAoypapio xadme xo xdmoto

Boowxr opohoyla afloAOYNONG EMLYEIRHOEWY oL Vo Yo YPEWCTEL TN GUVEYELL.

2.1.1 Xpnuatoniotwiixd WopLuata-Teanelixdg davelouog

O tpamelixdg davelouodg etvon Evag QouvoUevixd e0X0hog TROTOG EEUCPIMOTC XEQUAAiOU
YLoU Lol VEOQUT| ETtLyElon o).
H Savetoddtnom entyelpfioewy Ue xouvoTtoues tpotdoels Pactleton oto e€hg Vo xpl-

et (Binksetal.,1992):

1. Yty anédoong etlcodrdatoc -1 Tednelo Yo aroacicel T Topoy | davelou e Bdon

TNV OVAUUEVOUEVT] pOT| ELCOBNUATWY 0TV emyeipnon (incomegearing)

2. Yy anddoon xegaroiou (capitalgearing)- n oandgaon Savetodotnone Vo hngiet
ue Bdon v olla TN eyyunong mou etvan og Véom va dolel amd Ty emyelpnon

oe neplntwon arotuylag.

[opdhar auTd 1) ONUEEVA XATACTAGT] TOU TOYXOOHULOU YENUAUTOTULO TWTIXOU GUGC THHO-
T0¢ Oev elvon Wialtepa Tpdoopen yia enidoloug emtyetonuatiec. Ta xpithpla etvon TOAD
aUoTNES Xa oL Veo@uelg emLyelprotlg ebvan emtyelenoels uPniol ploxou Wlaitepa oy OeV
0PUC TNPELOTOLOVYTOL OTNY THEABOGLAXY| aY0pd, YEYOVOS ToU XAVeL Tig Tpdmeleg Vo bvor

4 4 4 /7 / 7 /
ETLPUAAXTIXES XOL VL €YOLY TOAAEC amafTnoeg amd Toug EMB0E0UC BUVEIOAATTES.

11



Edpeon Kegahaiov 2.1

2.1.2 Kegoraia Envyeipnpatixod Kiwdbvou (Venture Cap-
ital)

To Kegdhona emyclonuatinod xvdivou amoTtehoOV GNUAVTIXH TNYT| YeNUATo00TNnoNg
yioo véeg emiyetprioelc. Ta Venture Capitals cuyxevtpdvouv enevoutind xe@dioto and
EMAY YEMIATIEG ETEVOUTEC X0 TO TULOTOVOUY GE UOp@Y| davelou o€ VEOUElC Ly ElR|OELS
XoUu UXpEQ ETyElphoelc e olyoupn uaxpompddeoun Suvatdtnto avéntuine (Rentkova,
2015). To Venture Capitals cuvendyovton ugniéd xivbuvo xou mdoavde uhnid amote-
A€oporta Yoo Tov emevouTy]. Trdpyouv apxetol TUTOL XEQUAUWY ETLYELENUATIXOD Xiv-
BUVOL TIOL XATNYOELOTOLOUVTAL OVIAOYO UE TO GTABI0 avdnTuing tTne start-up xau to
noc6 e emévbuone. (SBA, 2014).

To xepdrono emyetpnuaTo) xvdLVou oToyelEL XUplwg Ot ETonpeleg Tou deV UTo-
EOUY VOl GUYXEVTPWOOLY XEQAAona Yior TNV Evapdrn Xou TNV avamTuér Toug UECL TGV
ouuPotixdv 0dwv (m.y. teanelixd ddvewr). To pre-seed xegdhono eivar exetvo mou
YENOWOTOLEITOL Yior TN YENUUTOOOTNON LOEWY ol EPELYNTIXWY project ywpelc Vo oxo-
TedeEL oTNY dueoT dnuovpyio wog emyelpnone. Eotdlel oto povtého tng emyelpnong
oL 0TV TEPLY P TNE ciag TS Yo Toug pelhoviixole mehdtec (KOTTULOVA, J.,
MITKOVA, L., 2016, o. 340).

To Seed xegdhono anoterel TNyY| ¥ENUATOOOTNONG OAWY TWYV BPAGTNELOTATLY TOU
meEneL va yivouv oty and tny (Bpuor wog etonpeiog. H doyéteuon seed xeqoialou
yiveTow yior TNV avamTULT VEWY TROIOVTWY, TNV €pEuva ayopds, T dnuovpyia evog AX
XU TNV avamTun EVOC ETUYELENUATINOD CYEDlOU (RENTKOVA, K. - ROSTAROVA,
M., 2016, o. 1945). M etapeior mou Beloxeton oto otddio seed cuvidwe dev €yet
EUTOPIXEC EQYAOIEC - TO EVTPO TWV BPACTNPIOTATLY TNG eival 1) YeNuatoddTnon Tng
oLVEYOUC €pELVUC Xl AVATTUENS TEOIOVTWY. AUTEC oL Tpdes eToupeleg etvar cuvdng

UEXETE BUOXOAES YL YETUATOBOTNON).

12



Edpeon Kegahaiov 2.1

To xepdiato exxivnong epapudleton yior var xahu@ioiy apyxd é€oda, cuumepthouBo-
VOUEVNC TNG 0YORAS VEWY UNYAVNUATOVY, EEOTAIGUOU, AVATTUENS TEYVOROYLMY, 0OY XDV
damavev yior udpxeTivyx x.At. To xepdhoo exxivnong yenowdomoteiton yio Tn yprua-
T006TNoN TNe start-up ota mpdta dVo étn Aettoupylac. (MILLER, P-BOUND, K.,
2011, 0. 10)

Ouv start-ups etvan wixpég 1) yeoadeg emyepnoe. H AMdn enevoutindy aropdoewmy
yio Tig start-ups Baoctletan oty avtiotoryn Yewpla e AMPne BEATIOTOY ETEVOUTIXGOY
ATOPACEWY YLOL UXQPES XU UECULES EKLXELQY’]GELQ.(INVESTMENT CRITERIA OF THE
SUCCESSFUL START-UP ACCELERATORS)

Trdpyouv tela Bactxd xpLthpto yiot T AN YeNUATOOIXOVOULXDY ETEVOUTIXWY OTO-

pdoewv: (BREALEY, 2008, o. 11)

1. H owovouunr| xgpdogopia TV eTEVBUOEMY, SNAAdY|, TO GUVORXO X0 apd ELGOBTUL
mov 0 eMEVOUTAS Vo AdPeL amd TN oTIYUY| TG EYYUONS XEPAAAOU E0C TO TEAXO

/ / 4
€L060NUA oo TNV ETEVOUGT).

2. O puluodc ploxou Twv eNEVOLOEWY UETEIETOL 06 TO ETUTEDO ploXOL TOU GUVOEETAL
ue TNy mdovoTnTa ETTEVENS TWVY AVOUEVOUEVLY E000wY. 1'al Tov uToAoyloud Tou
ploxou emevdloEWY YENOLLOTOLELTAL 1) BLOXOUOVOT XoL 1) TUTIXY) AtOXALOT) amtd TO

HECO ELGODNUAL TNG ETEVOUOT.

3. H pevotdtnta tng enévduct|c, mou oyetiCeton dusoa e to puiud Twv TeanelXdy

ELOPOMY XATY TNV TWANGCT TNE ETEVOUCTC.

Yy medln, 1 ueylotonolnon tng ambdoong Bev ebvar duvaty| pE eAdytoTo ploxo xou
vy peuotoTnTa Ao TNV dAAN TAEURD, PE YAUUNAG plox0 xou PEYIOTY) PELCTOTNTA
umopel vo emteuyvel uévo wxpd ewoddnue.  Elvor Aoimdv ov padnuatixol Adyol twyv

TRV XELTNElwY Tou avTixaTtonTeilouy TNV amddooT TNE ETEVOUCTC.

13



Edpeon Kegahaiov 2.1

2.1.3 Emysipnpatixol ‘Ayyeiot

O Emyetpnuatixol ‘Ayyelot (Business Angels) aviixouv otny eupltepn xotnyopio enev-
BuTOY WWTOL ueToyxol xepahafou (private equity market), xau yopoxtnpeilovio
w¢ evepyol enevdutéc (active 1 hands-on investors), ool npoc@épouy GTIC EmLyEL-
EHOELC EXTOC amd yer|daTo xat Teoo TWEUEVT o&la UEGK TOU BIXTUOU YVWEULDY, XL TNG
Teyvoyvwoiog Tou dtodétouy (Block, et al., 2019), ywpeic autéd va amoxieier v amo-
Y1 evepyol avduetne and pio uepida Entyeionuatindy Ayyéhwy (modntixol enevoutéc)
(Wong, et al., 2009).

Eva umdipyer plo o0yyvon we mpog v axpydr) TautétnTa Tou Entyeionuatiod Ay-
Yéhou e&antiag TN TOALBIAG TATNS TPOEAEUONE AUTAHS TNE EmeVOLTIXG ouddac (Shane,
2005), o 0pO¢ avapEpETUL GLVAYKC O TOAD EUTIOPO BTN oL TEWNV ETUTUYNUEVO ETiL-
yeenuotio (Osnabrugge, 2000), mou enevdlel amoxheloTixd dixd Tou xepdhona, xUping
oe uixpée, un eonypévee emyepnoec (Wong, et al., 2009), oto mpwipo otédo On-
woupylac toug (Sudek, 2006), avouévovtag oxovouwxd ogéln  (Mason, 2005), eved
TUUTOYPOVOL DEV TOV GUVOEEL YT PLAXT] 1) CUYYEVIXT] OYECT UE TOV 1) TOUG LOPUTEG
e emyeipnone (Shane, Heights, 2008) (Mason, 2005). Avixet otnv xotnyopla twyv
drunwy emevbutoy (informal investors) pali pe tnv ouxoyévelo xat Toug gihoug mou dev
ebvor opwe Emyetpnuotixol ‘Ayyelot, xau dagoponoteiton Eexddopa and toug Yeopnoic
enevdutéc (institutional investors) ot omolol xadde enevdlouy omoxAEloTXd YphHUaTA
Aoy (Shane ,Heights, 2008), 8ev eivar avextixol 6To pioxo xot tomodetovviar o
OPLIES ETLYELPNOELS (Osnabrugge, 2000). Evtoltowg o xdmnoteg TEQPLTTWOELS TROXELTO
Y10l OLOTILG TEVUEVO ETEVOUTY).

Ov Emyepnuatixol ‘Ayyelot ebvon exhextixof (sophisticated) xou eved cuveyilouv
VO AMOTEAOUY TNV Vplol TNYY| YENUATOBOTNONS VLol VEOQUEIC o TeaUNg avamTudng

EMYEPRHOELS, TpayUatomooly yeyahitepn déovoa empéretr (due diligence) we mpog
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TOV EAEYYO AUTOY TV ETUYELRNOEMY EUUEVOVTAS XUPIWE OE TOLOTIXES ACLOAOYTCELS TTOU
oyetiCovtan pe tov avdponivo napdyovta (Sohl, 2006).

Emniéov ot Emyetpnuatixol Ayyelot anoteholv T UEYAAITERT TNYT| YENUATOOOTN
one vt veogueic emtyetprioelc (Mason, 2005), e tn cupfoly| Toug vo amotiudton and
10 (Gullander, Napier, 2003) éo¢ xou 20 gopéc (Wiltbank, et al., 2009) ueyahitepn
a6 outh Twv Kegololwy Emyetpnuatixot Kivdivou. O Emyeionuotixol Ayyehot ebvon
drumol gopeic xepahaiwy uPnhol xwdivou (risk capital) (Freear, et al., 1994) xou dpa
oL emeVOUoELC Toug euTepEY oLy ploxo xou affefoudtnto. To emevouTind xpitrpta etvar To
MECO PeloNg TNE ETLOPAAELOG.

‘Otav o Emyeiponuotinsg Ayyelog evionilel Tov xivduvo 610 €VOEYOUEVO aoUupE-
TENS TANEOPOENONG (information asymmetry) ueTaCh Tou Wiou xou TN WoxTNnotag,
avTihopfBdveton Ot xploweg TANpogopleg avagopxd e TNV emyeionon xaL Tov LOpL-
) NS Var SLapUyYoLY TG TEOCOYNG TOU oL ToL EMEVOUTIXG TOU XQLTHELX 0popoDY TNV
OWELOTNTOL TOU PE TO AVTIXE(UEVO, TN BLYVATOTNTA EVERYOD GUUUETOYNC, TNV Topousio
emevOLTOV xan Tic davég euxatpiec emevouTixhc e€6dou (Osnabrugge, 2000). ¢ ex
TOUTOU TOL ENEVOUTIXG XELTHEL TTOU GYETI{OoVToL UE TNV oyopd BEV avix0ouV 6Toug xado-
PO TIX0UE TOPAYOVTEG ETEVOUONC XAl O avTiGTOLY0¢ XIVOUVOS UETOPERETOL OTT Oaipa

eudlvne tou emyetpnuotio (Mason, Stark, 2004).

2.1.4 Accelerators

To Business Accelerator etvon €vo evtotind npdypauuo Tou TEQLAUUBAEVEL ETLYELONUTIXY
%xo00B Y NOT), EXTOUBEVTIXES BRUCTNRLOTNTES, BIXTOWGT X0 ETUXEVIQWVETUL GE YQT1 YOO
AV TUCOCOUEVEG ETOLPELEG TOU, G0TO TEAOG Tou TEOYEdUUATOS, Vo TUPOLCLECOLY TNV
10€a Toug oE EMEVOUTES. Luvidwg €yet didpxela 3-6 urveg. O Accelerators avrxouy oe

eTanpleg, oL omoleg LY VY, S AVTIAAAYHO Yio TNV ETOYYEALUTIXY CUMBOUAEUTIXNY Xou
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TNV OLAGUVOEDT) UE ETEVOUTEC amoxTOVY UERIBIO 6T uehhovTixt| etonpeia.
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2.2 Yrndeyovio daUTOUATOTONUEVA CLUC TAOTA A-
Eohoynong Emyeienoswy

Hapaxdtey mapovoldlovue xdmolo o1 UTEEYOVTO AUTOUATOTOMNUEVY CUC TAUATO o&Lo-

AOYNONG ETUYELPNOEWY XL TIG OUVATOTNTEG TOU TOREYOUY GTOV YRNHOTY.

2.2.1 ValidatorAl
validatorai.com

Start Your Entrepreneurial
Journey Today For Free.

Input your startup idea and our Al will validate it for you
and give you important things to consider. From marketing,
to customer development and analyzing the competition,
our Al will help you get moving with steps to take and
considerations.

Try it, it's 100% free!

ge each other, and participate in tournaments.

Give Me Feedback!

Don't have an idea? Our Al will generate one for you

Yyfuo 2.2.1:

H oehida Validator Al €yer 800 Bacixéc hertoupyieg. Mia Swpeedv, otny onola o

17
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Accelerator Program

Are you ready to pursue an idea?

We offer an Al-customized startup
accelerator, complete with a day-by-day
roadmap you should follow. We use the exact
same curriculum taught by the world's top
accelerators.

You will also receive an Al-powered startup
mentor chatbot that will help you understand

each day’'s activity. Get started today!
You can complete it in as little as 14 days!

Lyfuo 2.2.2:

18
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YENOTNG ELOAYEL YRUTTME TNV LOEX TOU XAl TO TROYEUUUA TNV alLOAOYEL AUTOUOTOL, ol
enl mAnpwpr oty omola e TNV Bordeta TEYVNTHS YONUOoLYNG, 0 ¥eHoTNng unaivel oc
éva TedYpaupa emitdyuvong (Accelerator Program).

H o&iohdynon e wéag yiveton avdroya ye To OG0 adpd 1) AETTOUERES elvon TO
input Tou yehotn. Av yio napdderyua Bdroupe xdtt Tehelwe adpioTo, 6w «sell foody
10 output Yo Yo EVNUERMOEL YLol TOUG ETUXELUEVOUG XVOUVOUG EVOC avolyudTog oty
avtioToyn ayopd ue éva xelpevo wag mapaypdpou. Kdie @opd mou ol mapdueteol mou
€104yOUUE EfVaL TO GUYXEXQIIEVOL TO ATOTEAECUN Efvan XUAUTERO Xoi xde oxéENOC TNg
10€ac alohoyeiton EeywploTdL.

Oa Aéyaue 6Tt To output eoTidlel xuplwg otar ploxa xou Tor TPoBAruaTa TOU UToEEL
VoL TeoxOPoLY %l BIVEL GTOV YEHOTH Lol XOAT) ELXOVOL TwV BNudtwy Tou «Urtopel va Tdve
Adocy. To modg autd apdpdvovtar e€optdton and to Bddog ye to omolo ednyeiton 7
Wéa. Aev yiveton ouctaoTix aflohdynorn Tng Weag xa eV cuvunoloyllovtor oxAneot
owovouxol detxtec. H oehlda Aettoupyel ev eldn cultnong ue xdmotov Tou €yl edval
NS ayopds 0TV omolol GTOYEVEL TO TEOIGY. 2TO XUTwW XATw, 1) a&loAGYNoT BlveTon amd

chat bot, emopéviwe autd elvon xdtL avauevouevo.
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2.2.2 Checkmyidea-ai

www.checkmyidea-ia.com

&

checkmyidea-ia

Your Business
Idea,
Launching It!

Get started ((

Yyfua 2.2.3:

H oehida Checkmyidea-ai 6ivel 0to yerotn 0 duvatoTnTa VoL EAEYEEL TNV LBEXL TOU
metv Ty ulorotoet. Tlepyével tny eloaywyr pag TAYeouUS 1WBEAC G OVAAUTIXT LORGT).

To output meprhopfdvel tévte péon:
1. Incubation (Endoon)
2. Xiovdeon XYrpatnynhc

20
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3. Metpixéc Erpatnyinrc, Avdntuing xa Enoaong
4. Tlehdteg xou emextaon oixTHOU
5. Enoueva Bruota

Kdlde pépoc mepthouBdver mindmpeo urotiunudtwy. Iopodétouus mopuxdtey pia

clvol:

Incubation (Endaocr)

ES® 1 mhatpopuo Uag EVIUEQOVEL YL
* TN YdpTOYpdgNoN TNC AY0pds
* TN LOVOOWOTNTA TNG LOE0C

* pag dbver por Bordporoyla yior TNV ToloTNTA TG LOENC

YOvieon Xtpatnyixng

210 delTEPO OxéNOg, 1) TAAUTQOEUA CLUUBOUAEVEL TOV YEeNOTH G OYEoT UE Ta PruoTa
mou Vo TEETEL Vo XAVEL YLloL VoL EYEL Lol ETITUYNUEVY €lcodo oty ayopd. Evdeixtind,
aVaPEPETOL OTO OVOUO TNG EMLYElPNONE, TOUG TEOTOUG PE Toug omoloug auty| Vo Aav-
OYEETAL, TNV TYOAOYTON TV TUPEYOUEVLY Ya®V 1} UTNEECLOY, TV TOTOVECLHOY TOU

TOL TORATAVG UTOPOLY Vol AdBouv ympo, XoX.

Metpuxég Ytpatnyixne, Avantuing xo Enwaong

Ebw, 1 mhatpopuo EVUERMVEL TOV YV 0T YLol TO UTEEY OV VOULXO TAXLGLO ot TI O TEa-
TNYWES PECW TV OTolwY UTOpEl Vo YIVEL 1] XUTAOXEVY| TWV TEOIOVIWY Xt 1) €£000g

oTNV ayopd.
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[Tehdtec xou enéxtacn dixTtOOUL

ES@ yiveton wior avdAuon tou x60T0ug xan Twv miavody emevoutey. Afveton €ugoon
o BLooyddTnTo TN ETLYEIENONG %ol TV GTEATNYIXGY avdnTuEng xou enéxtaonc (Peo-
YUTEOVEGUWY X PoxpOTEOVEGU®Y) ahhd Xt GTOUS TPOToUS aEloAdYNoNE auTo) TOU
mAdvou. Toautdypova yivetar plar cUPBOLVAELTIXY OE OYEOT UE TO TEAUTOAOYLO X0k TIC
oyéoeig g emyelonong ue autd xododg xan pLo avdAuoT g mavAg EMEXTACTS TOU

OXTUOU CLUVERYACLOY.

Endpeva Brpota

ESo yiveton por obvoldm twv mapamdve Brudtmy xou SIveTon €vol eovodLeypouo GTOV

xehot.

H mhatgopua ebvon ebdypnotn xou dev amoutel omd Tov yer|oTrn Vo ETEVOUCEL YeOVO.
To »hedl ebvan war xakd cuvtoryuévn mpdtacT xou and exel xon mépa ovohopBdver 1
ey vt vonuoolvn. To elayduevo amotéhecpa eivon TEQIEXTIXG XL OQYAVWUEVO YL
e0XOAT avdyvwoT), ywelc duwe va divel Bopltnta o oxAnpolg deixteg xon ywpelg vo
eZetdlel og Bddog TV moLOTNTA TNS LOEOC.

H otpatnyur mou npoteiveton €yel empavetlaxt| TeocEYYLon xaL €6 TIULEL TEPLOCOTE-
PO OTNV YAPTOYRAPNOT TNG ay0pds ot 6NV BpuoT) NG eTaplag. LTNY TEAYHATIXOTN T
onAadr 6ev yivetan Wio ot Bddog aloAdYNoT ahhd TEQIGCOTERO BIVETAL Lol TPOTACT] GTOV
Yot Yo 1o Twe vo xivniel oty ayopd xan Tou mpoteivovtal oTpaTn YIS exxivnong
Xou ETEXTAOTG OL OTOlEG Elval YEVIXEG X0 OEV TEQLAAUBAVOUY EUTEQLO TATWHUEVOUS OLXO-

vouixoUg delxtec.
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2.2.3 Ideabuddy

ideabuddy.com

What is your cool idea all about?

Select the type of idea you want to work on

ﬁ' I o
- TS N

g '%im..l-kl_‘.l’
Startup / Small Business Product / Service

Project / Event Just Wanna Try
Plan your new business or Plan a product or service Plan a new project or event, You still don't have any idea,
work on the existing one you want to launch step by step but you want to give us a go

Lyfuo 2.2.4:

TEMPLATE TEMPLATE TEMPLATE TEMPLATE TEMPLATE

. Home-Based Online Marketing and PR Management
Ecommerce Business Business Services Coffee Shop Consulting
Ay
- : 2Ny
4 % . 1
ﬂ'% P ]
L : ﬂfd,
Swiee
P
—
<> i—
. . . . . Casual Dining . .
Software Development Professional Training Financial Services Restaurant Clothing Line Gym

Yyfuo 2.2.5:
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o\ . Q *

Business Guide Idea Score
Develop your idea step-by-step with our innovative planning guide Take the validation test and find out if your idea

is feasible

ull sk e

Financial Plan Business Plan Idea Plan
Make financial projections for your business Cre n investor-ready plan by using the Structure your idea and build a business model

idea business plan bui on a single page

Lyfuo 2.2.6:

H ceAida Ideabuddy mpdxeiton yiow pior uAtxy| mpog tov ¥efoTn TAATQPOPUN TOU TOU
oivel TpdoBaom oxdun xou Ot BLABEUCTIXG EPYOAELN XL TOU ETUTEETEL VoL PTIEEEL TNV oAl
Tou BrAua BrAua xan oe Bddoc. Me wwitepa edypenota cpyolelar xan yeou@xd oAAd Xou
TOMAEG UTIOEVOTNTES Epyaciog.

Apynd, o yefotne anogocilerl Tt eidoug Wéa etvar auTr mou VEReL var LAOTOTEL.
Albvetan 6ume xan 1) duvotdTnTa vor yTioel TNV Wéa Tou pall ue to Tedypouua. Mok to
€UPUTEPO TAAVO GYNUATIOTEL, O YPNOTNG EICAYEL OIXOVOULXd GTotyEld, Ypovixd opilovta
x0xhov gpyaoLY xou 1 oehlda a&tohoyel Ty 16€a, urtoroyilel 10 x6GTOC Mo ovalnTd
mdoavoic emevouTé, tpotelvel ueodoug BedtioTomoinomne Tng amddoone xou EAAYLOTO-
To{nong Tou XOGTOUG XL YopETOYREUPEL TNV ayopd. ‘Otoay dAa Tar oTddL ohoxAnewloly

0 yeHotNne unoget vor {nTACEL ETAVAELOAGYTIOT) TOU ETLYEIRNUTINO) TOU TAGVOU.
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HH]  Idea Plan

| 5] Business Guide
oill  Financial Plan
i=] Business Plan
[ Whiteboard

Lyfuo 2.2.7:

Ewdyovtog tor owovouwd otoryela, o yehotng BAETEL TN exTiuOUevn eEEMEN TOU
ETUYELENUATIXOY TOU OYEBioU UEGW BDABRACTIXWY YRupnUdTey. Trdoyel eniong éva ep-
yahelo «tOmou powpotivaxay, o omoiog Acttouvpyel cov Pn@loxds mivoxag xan Umopet
xowornowmiel oe dhha uéhn tne wéac. EmmnAiéov, divetar oTov yeroTn 1 duvatdTnTAL Vol
xdvel brainstorming ye dtopo and 6A0 TOV xXOGUO TOU XVOUVTUL OF TUEOUOLES XATEL-
YuvTthplee YpouuEg Ue Tov (Blo.

Oa Aéyoaue 6Tl 10 epyareio Ideabuddy elvon ypagpioTind xan xataoxcvocTixd dptio
%ol OlVEL OTOV YENOTY WUia TEPAOTLOL YU OUVATOTHTWY TOU XUAUTTOUY PEYSAO UEQPOS
TV avoryxwy Tou. EoTidlel 0To «omTindy xOUUdTL TNG WOEUS XL GTOV TEOTO TOL ou-
™ nopovotdleton. H extetapévn yeron yeapixwy, To onola 0 yehotng avoryxdleton va
yenoloroifoetl unopel vo Aettoupyfioet Toupehxuo Tixd. AlveTon dnhoadT| EUgocT) 6To xou-
udtt TN mapouciaong TG EAg xan TNV {Blag TG douric TNg emtyelonomg mou unopel vo
UTOGTACEL TNV TEOCOYY| AMO TO TEUYUATIXG TEQIEYOUEVO TNG WOEuC. ANMWOTE 0 TPOTOC

Aertouvpyiog Tng oehidog ameuiveTon xUplg e YPNOTEC UE CUUBATIXG ETLYELONUATIX
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oyédla. Aev elvon €0x0A0 yioL TOV YPNOTY VoL TEPAGEL AUTOV TOV GXOTEAO OE TEPIMTWON

TOU 1) 10X TOU EVOL TEOYHATIXE. TEWTOTUTY).
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2.2.4 ValueProp.Dev

valueprop.dev

Instantly Generate a

Value Proposition Canvas

Use our Al-powered tool to create a Value Proposition Canvas for your company based on its description.

GENERATE VALUE PROPOSITION CANVAS

Lyfuo 2.2.8:

H mhatgpodpua ValueProp.Dev divel tny duvatodtTnTto 6T0V YeRoTN VoL AVOVEWGCEL TNV
emtyclonot| Tou Y€ow plag WEag Tou Yo TNV xEVEL povadixr| xat Yo Ty xdvel vo Eeywpeloe
Ao TIC TOPOUOLEG ETULYELRYOELC TTOU GTOYEVOLY oTNV (Blar aryopd. To epyoielo douhevel

ue chat-bot mou eZedixedovton 0TV TopATdvVE Btadacto.
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2.2.5 Idea Generator

Idea Generator

What are you looking for?

ways to reduce stress and increase productivity at work]

Yyfua 2.2.9:

H mhatgopuo divel otov yperRotn T SuvatOTNT Vo GUAREEEL XOUVOTOUES LOEEC EX-
xbvnong e Bdon tov emheyuévo Touca 1 xAddo dpactrplomoinong. Méow tng teyvnTrg
vonuooOvNg, autd To epyahelo dnuloupyel €vol GUVOAD BNULOVEYIXMY XAl UOVIDIXMY L-
0edV, AapPdvovTag uTodn TG TEEYOUCES TAOELS Xau TIg euxanpieg TN ayopds. Anotelel
ONAaDY| Evar epYahelo ONUIOLEYING KETUTUYNUEVMDY X0 XL XAUVOTOUWY WOEMVY Yo ETLOO-

Coug emyelpnuaties.
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2.3 Xvunepdouata

2UVOTITLIXGL, UTIOPOUUE VO XAUTTYOPLOTIOLACOUUE TO THEATAVE €Y UAEl OE TEEWC XATNYO-
pleg. Ye auTd TOU TUEAYOLY VEEC XAUVOTOUES LOEES OL OTOLEG UTOCYOVTAL ETUTUY TUEVES
ETUYELRNUATIXES TPOTAGELS 1) TPOTUACELS EMUTLUY OV AVAVEWOTS LG 10T UTERY OUCUS ETiL-
yelonone (npooopuoyy| dnhady plac undpyoucag entyeipnone ot éva mhaiolo veopuolc
smxsipncng), o€ oUTA ToU 0&LoAOYOUV X0 TEOTEVOLY ETLYELENUOTIXG OYEDLO avAmTUENG
XU OE oUTE TOU XEVOUY XATL EVOLIUESO. LTNY TEAYHATIXOTNTO Xoiot oo TIG ToQUmAve
TAaTPopUES Oev allohoyel ouolacTixd To avtixelyevo tng emtyelpnone. To Bdpog dive-
Tow GTNV €PELVAL TNG AYORJC oL TNV Tapouctaor Tne Wwéag. Ot oxineol ot otxovouxol
Ocintec anooltwnodvTol.

IpoxOntouv avtictorya to €€ {ntrpata: Iléco emtuymuéves eivon Tehxd oL «xou-
VOTOUEC 1OEECY, ot omoieg eviapplvovton Wlaitepa amd Tic TAat@oépues; Ko ndéco «xou-
VOTOUES> elvon oTtny mpoylaTixotnTte; ‘Eyouv o mhatpopueg autég emapxy| epyoieio
OOTE Vo Uopolv va xplivouv TNy oucta TN xouvoToplag; MOUPWVo Ue TNV UTEEY0ucH
BBhoypagpio, autod Tou eidoug N xawvotopla dev amotehel amopoitnTo XAeWl emTuylag
yio e emtyelpnor. Autd guotxd e€aptdTon xon amd To €00¢ TWV EMEVOUTLY 0TO OTolo
otoyelel. Ou emyeienuatixol dyyehol Yior TUpdOELY U, YENUATODOTOUY UE XELTARLO TNV
EUTLOTOCUVY) TTOU TOUG EUTVEEL LAl ETLYELONUATIXT OUdd Xou Oyl TOGO UE XELTAPLO TNV
TOLOTNTOL TNG LOEAC.

Ou emyelprioelc ToU SRUCTNELOTOLOVVTAL OF YWEOUSG EPELVIG XAl OVATTUENS EUVOO-
OvToL amd TN YEHON HAUVOTOUWY WOEWY. ATO TNV dAAY, AUTEC TOU BRPAC TNELOTOLOUVTOL
OE TILO TOEOBOCLAXES AYOREC QPALVETOL VoL £Y0UV UXEOTERA TOGOGTA EMPBitoNC OTaY ETL-
XEVIPOVOULY TNV ETyelpnon Toug YUEw amd TNV xowvoTouio.

T anotehel Eva xahd TEMTO GYEDLO UL ETLYELRNUATIXAG LOEAC;

Apxel wa yapToyedgpnom tne ayopds Xt EVag YEVIXOC OLXOVOULXOS CYEDIAOHUOS Yid
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VoL XATOTOTIGOUY TOV YeHoTh YE emTuyia;

Ye T Bdog yvwpellet TIC WBIUTEPOTNTES LG TOTUXAG 0y 0RdS EVaL AOYLoUIXO TEYYNTAG
VONUOGOVNG TOU eXTIOUOEVETOL UE X0PLAL TIYT| TNV MEY AT GUEQIXEVIXT oy Opd;

Ye 1 Bddoc umopet éva T€Tolo AoYlopxd Vo xdvel gl owo T TeoBAedm v Gev
AopBéver unddy GoBapols owovouxolg deixTeg;

Me Tt emtuyio unoget va tpoAédet éva TETolo Aoylouxd TNy emTUyio ULog VEOQUOUS
emLyeloNong, Yo TUEABELY O, OF ULal IIXET| ATOXEVTPWUEVY oY ORd,;

Etvon edxohat epgoveg 0T oL Topamdve TAATPOPUES AELTOUEYOVY TEQIGCOTEQO CU-
Bouheutnd xou o€ eninedo «cLLATNONGY xou BEV €6 TIALOUY TOGO GTNY ACLOAGYNOY) -XoU
TOC GAAOGCTE; oUTO ATAUTEL ELCUYWYT) CUYXEXPWEVGDY OXOVOULXGY Bextwy. Ilpote-
VoLV YEVIXEC OTRATNYIXEC ELGOBOU GTNY ayopd., apvovTag oTny eudivr Tou YEHOoTN TO
TepdoTIo ploxo mou malpvel xavels 6tay Byalvel 0TV ayopd ywpelc va €yel allohoyhoeL

UE TEOTIO CUCTNUATIXO X0t GOPUEd TNV LOE TOU.
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To npotewvouevo tAalclo

a&LOAOYNONG

3.1 Ewoaywywd ctolyeia

To mhévo allohbéynone startups mou mpotelvetar 0TV Tapoloa epyacio TEpLAAUPAveL
OLdpopeg xatrnyopieg xou Seixteg mou aivetan vo oyetilovton e TNV aloAdynoT Tou
EMTEBOU ETOWOTNTAUC XAl TN TOWOTNTUS WG VEOQUOUS emtyelonong xou ot omoleg op-
Yowvovta uéoa amd 38 pwThoELS aloAdYNoTS.

Avagépoupe TopaxdTtey xdmotoug amd Toug Topelc Tou Yo Uag amaoy oA oouY. XTo
HEPOG LUUTERAOUATO TOU XEPUANLOL BIVETAL Uiat ONOTIXY THEOLGLAGT) TOU TEOTOU UE TOV

omofov €youv dlatayVel oL epwTHOELC.

1. Quality of the Idea: Avagépeton oTnv mpwToTUTiN XU TNV XoUvoTOpld TNS 1OES
mlow and to startup. Metoll dhhwy, e€etdlovTon oL avdyxes Tou 1) EToupEl

mpoonadel vor xahUieL, 1) BlapopoToincy amd TOV AVTUYWVICUO XoL 1) QUVITOTNTOL

onuioupylag aglag.

2. Scalability: I16c0o ebxolo unopei To startup va auroel TNV xALaxo Twv AelToup-

YOV TOU Ywplc avdhoyn avénon tou xéoToug; Auto elvon €va xploo xouudTL
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Ewoaywywd otoryelo 3.1

10.

YL TV BLocuoTnTo haxeorpoieoua.

. Team/Expertise: H ixavétno xon 1 epmelpior tne opddac mou odnyet to startup.

Enuovtixol topdyovte TepLAauPdvouy Ty exToldEVCT), TNV TEOTYOUUEVT EUTELpia

XOL TNV IXOVOTNTA TNG OUdBuC Vor EXTEAEL Xou Vol TEOCUPUOLETOL.

Market Opportunity: A&woloyel to péyedog xou v mpoofouocludtnTa TNg oTo-
YEUMEVNG aryopds, xadog xan Ty OTapdr ovary Vwplouevng avyxng 1 emduuiog

Yl To TEOt6Y 1| TNV umneecta Tou  startup.

. Business Model: Ilo¢ mpotideton to startup v xdver ypruoto; Autd mepriay-

Bdver peTal ) GAAGY, TOV TEOTO TWOAOYNONG, TIC TNYES ECOBWY, TO XOGTOS TULO-

YIS TV Um]psoto'ov/ TEOIOVTWY X0 TOV EVIOTUOUO TV TEAATMV.

. Barriers to Entry: To eunédio mou do mpénet va unepnndrioet to startup yuo

var etoeher xou var edponmdel oty ayopd, OTwe T0 XO0TOG, O AVIAYWVIOUOS, Ol

VOULXEC PLUUIOELS YO OL TUTEVTEC.

. Product/Service: TTow givou 1 Teoo@opd Tou startup; Edo e&etdletan 1 moloTn-

O, 1) OVTAYOVIG TIXOTNTO X0 1) Vo Tou potdvtog/unnpestag Yéoa atny ayopd.

Customer Acquisition/Retention: Ilo¢ Yo npocedxioet to startup touc TemToug
TOU TMEAATES %ot TS Vo TOUC XPATACEL; LTEATNYIXES UAOXETIVYX, TWANOELS XOol

umneeotec tehatov etvar {wTtinc onuactac 6.

Growth Strategy: Yyeddlet to startup vo avantuydel opyovixd # uéow eloryo-

eov; Ilog Yo yeyoahwoel otov yedvo;

Financials/Projections: Owxovouxd ototyeion xou mpoBrédeic yio o écoda, o

XEEOM O TIC YPNUATODOTIXES VALY HES.
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Avutéc o xatnyopleg fondolv oty xaTavONGCT TOAMATAOY TTUYOV TOU ETLYELRN-

Hotixol oyediou evog startup xow cuvBpduouy 6NV o&LOAGYNOT TNG CUVORXTC EAXU-

oTOTNTUG Xat PLwodTNToC TG ETonEelag Yl ETEVOUTES xa GANOUG G TEAUTNYIXOUG

etabpoug.

Hepetaipw mTuyéc TN avdmTudng xan Tng adlohdynone uiog startup emyelpnong pe

Tic onoleg Vo acyohniolue eivar ol e€Ag:

1.

Startup Progress: Avagépeton oTn @dor modd0u TG ETUEES, UE ELOXT oVO-
@opd 6o MVP (Minimum Viable Product), mou eivar 1 mpddtn eguxts éxdoon

EVOC TPOLOVTOG XAV VOU LXAVOTIOL|OEL TOUG TTPMTOUS TEATEC.

. Funding/Financials: Autf n evétnro e€etdler tnv yenuatodotixy xotdotaon

Tou startup, cUUTEQLAUUBOVOUEVLY TV TNYOV E6OBMY, TOV ENEVOUCEWY, Xl

TWY YEYNLOTOOXOVOULXOY npoﬁ)\éq)soov.

. Revenue Model: Avagépeton oo povtéro Bdoet Tou onolou o startup mpotideTo

vor Topdyel €codo. Autéd pmopel vor TEpthauBAvEL TIC OTEATNYIXES TYWOAOYNOTNC,

TOUG XUXAOUG EQYUCLMY, XAl TI TROTEQUUOTNTEG OTIC TWAY|CELC.

Competition Analysis: Melétn Tou avtarywvioTixol Tediou, avay vaoplor Bactxoy
AVTOYWOVIOTMV XAl AELOAGYNOT TV BUVAUEMY XAl ABUVOULGY TOUC OE GYECT] UE TO

O TAPTUT.

Customer Analysis: IlepthouBdvel tnv e€étaon Tou Teo@ik ToU GTOYEVUEVOU TE-
AGTY), TIC AVAYHES XA TIC TROTWIACELS TOUS, XS X TOUS TROTOUC TROGEYYIONG

X0l OTOYEVONG TOUC.

Growth Strategy: Ytpotnyw| avdntuing tou startup, mou umopel vor TepLhoy-
Bdver Thdvar Yo BIEUPLYOT) OE VEEC Y ORES, AVATTUEY VEWY TEOIOVIWY 1| UTNEEGLMY,

xou EVOEYOUEVWS cUVERYaoies 1) e€ayopéc.
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3.2 O 38 epwrnioeig

Or epwthoelg lvon xaTYOPIOTONUEVES aVAAOY L UE TOV TOUEN alloAOYNOTE 6TOV OTtolo
avapépovtan. Ot Toyelc altohdynorng efvan Tpelg xou apopoly TNV TOLOTNTA TNG WOES, Td

OTABLL TEOOBOL Yo TNV TOLOTNTA TNG Tapovsiaong.

3.2.1  Quality of the Idea

Edw e&etdloupe o Bddog tny mowdtnta Tng 0€ag. Ot epmdThELS Elvon Bloauop@OUEVES
€T0L OOTE VoL UTopEL Vo SLoparvel 1) ToLOTNTOL TNG LOEAS, OTOBECUEVUEVT] OO TOV TEOTO UE
ToV oTolo AUTY| TUEOUGLALETAL, GTOYEVOVTUS GTNY OUGIN TNG TOLOTNTUC TNE EPMTNOTNG.
Ytoyog eivon v yivel cagric 1 moldTnTaL TG Wéag ot xde mepintwor, dnhadt elte 1)
Tapouciacy| NG elvor TOAD EVIUTWOLOXT XdL GE TRMOTN QAcT, EMOXELEL TNV TOLOTNTA
elte, 1 mapovolacy| Tng etvan eAATAC ahhd, 1) 10€a UTdEYEL xou xorTaxenuviletan and Tov

TEOTO UE TOV oTolo ToPOUGLALETOL.

3.2.1.1  Scalability

ESw egetdlouye, ue dVo gpwThoelg, To TOcOo eUxola umopel To  startup vo auhoel
TNV XA TV AELTOURYLOY TOL YWelg avdloyn adénor tou x6ctoug. Autod elvor €val
xplowo xoppdtt yior TNV PlwotudtnTo poxponpodeouo xou €Youy UTel 500 EpWTHCELS OF

T TNV xaTnyopia Yo Vo EVioyUcouy 1o Bdpog.

* What is your estimated profit margin (profit / revenue) after 5 years of oper-

ation ?

Me miavéc anavthoelg

— Up to 10%

34



Or 38 gpwtioeic 3.2

— 10-25%

— More than 25%

xou Poduoroyia 1 ,2,3 avtiotorya.

ZNTdue 070 YENo TN Vo ETAEEEL TOV AVOUEVOUEVO TTOGOGTO XEEO0UC ETE TWV ETOBMY
oe opiCovta mevtaetioc. Auth elvon gl epdtnon g omolag 1 andvnor etvor
AmOAUTA XOTATOTUOTIXY amévavTl oty eEEMEN TNne etonplog. T mopdderypa, puévo
TEYVOAOY WOl XOAOGGOL UTOEOVY VoL ATaVTHOOUY 10-25%. Enlong, nandvnorn yog
mpocavatohlel w¢ mpog To eldog Tng emyelpnong, ywelc o yerRotng va ypeetdleTon
vo elodryer xdtL Tétoto. o mopddetypa Lo emtyelpnon mou dpacTrelonotelTal GTNY

eotioon Yo omavtioer Up to 10%.

What is your average revenue(annual) per staff?

Me maveg anavtrioelg

— <100k
— 100-250k ,

— >250k
xou Bordporoyta 1 ,2,3 avtictouya.
Zntdue and Tov yeY|oTn Vo UTOAOYIGEL TOV HEGO 6PO ETHGLOL XEEDOUS v EQYO-
Couevo ot ythddeg evpw. H amdvtnomn yag xateudivel extoc Twv GAAwY, amévavtt

070 Tocoug epyalouevoug €yel 1 emtyeionom. o mapdderypa o emyeipnon mou

amao Y OAEL TEELC ERYALOUEVOUC OEV UTopEl Tapd Vo ETAEEEL TNV TEMTY AMAVTINGT).

35



Or 38 gpwtioeic 3.2

Avtiieta wa emyelonon ue 40 epyalouevoug el EVOEYOUEVKC T BUVATOTNTA VA

0WOEL TNV 0elTEPN 1) TNV TELTN ATdVTNON.

3.2.1.2 1P creation

Tt SuxondUaTo TVELUUTIXAG LOLOXTNGLAC EfVOL TaL BIXALOUATA TTOU BiVOVTOL GTO GTOUA TI8VE)
0T ONUIOVEY AT TOU WUOAOD TOUC. LuvAYeS divouy GToV ONULOURYO ATOXAELCTINO
Ouxalwpol YeNong TG dnuLovpYioc ToU/TNS Yiol OPLOUEVO YEOVIXO BLACTIUAL.

* Will you be creating an intellectual property (ip) 7

Me duvateg amavTtrioelg

— none,
— minimal

— substantial
xou Bordporoyia 1 ,2,3 avtioTorya.

Zntdue amd TOV YEHOTN Vo UUC TEL v« QTLEYVEL> TIVELUOTIXY WitoxTnolo. o mo-
EdOELYUo ot epmtoplxy] Emyelpnon Oev @Tidy Vel Tveupatixny woxtnolo, pa entyeionon
nou atnpileton o€ puat lotooehida (ty Airbnb) mopdyet pixpr tveupatixy wioxtnola eved

avtideta €vag software ventor mapdyel ovcloc Ty TveLUATIXY WOloXTNolAL.
3.2.1.3 Product / Service Innovation
* What is your level of innovation of your product / service ?

Me duvatég anavtroelg

— No real innovation. We integrate/repackage/rebrand existing products /

services
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— Our product / service is innovative, but at the level of the State of the

Art in the domain

— Our product / service is highly innovative, clearly beyond the state of the

art

xou Bordporoyia 1 ,2,3 avtictouya.

Zntdpe omd Tov yenoTn Vo EmAELEL TOCO XauvoToUo eivon auTtéd Tou mpoteivel. M
emuyelonomn umopel va unv tpoteivel tinota VEo, unopel vo tpoTelvel xdTL xouvoTouo o Eval
HoN uTdpEy oV TEOLOV 1| var TeoTElVEL Eval TEOTldY Tou elvar ouclaoTixd véo. T mapddetyua

wa emyelonon 6mwe to Uber ahhdlel Tov ydiptn Tng ayopds.

3.2.1.4 Business Model Innovation

* How innovative is your business model 7

Me duvatéc anavtfoelg

— Qur business model is common in the market.

— Our business model has elements of innovation (e.g. exising but not ap-

plied in this market / segment)
— Our business model is highly unique
xou Bordporoyta 1 ,2,3 avtiotorya.
Eb6 e€etdloupe 1660 xouvoToUog eival 0 TpOTOC TOU €Vl TEOIOY GUGTAVETOL GTNY

oyopd. Av elvan mapadoataxdc, el xdmoto xouvotoua ototyelo (ty evoixiaon avti

Yl TOANOT Tou TRolévToc) 1 ebvar ptlooTaoTIXOC.
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3.2.1.5 Technology Innovation

* What is your level of technology innovation ?
Me duvateg anavTrioelg
— Incremental innovation: improving an existing purpose using existing
methods.

— Medium-Innovated Innovation: new means are offered for the fulfillment

of existing or new purposes.

— Breakthrough innovation: These innovations are characterized in particu-
lar by the fact that completely new means or a new technology will meet

a hitherto unknown need with great benefit to the customer.
xou Bordporoyta 1 ,2,3 avtioTorya.

H epwtnon agopd tnv xouvotouia tng teyvoloylog uéow tng onolag TopdyeTon TO
TEOLOY ou Gyl TN xouwvoTtoula Tou TEoidvTog N TG xuxhogoplag Tou oty ayopd. Lo
TOEABELY AL, EVal TEOTOY Tou TtopdyeTon Ye TNV Borideia Tey vNTHS VONUooUVNg xAveL Yo

ovclaoTxd pllooTacTXAC TEYVoloyiag.

3.2.1.6 Time market

* Is there a significant opportunity in the market for your product/service?

Me duvatég anavtfoelg

— none relation (target for future opporunities),
— little relation (eg.sustainability clima change)

— Big time market opportunity (eg.a covid solution in time of covid)
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xou Bordporoyta 1 ,2,3 avtiotorya.

H epddtnon agopd 0 1660 oyetind elvan 10 TEOIOY UE TIC LOLUTEPES XOWVWVIXOTOAL-
TIXEC OLUYXUPLEC %ot amaVTATOL GUUGPOVA UE TNV TEOoWTIXY extiunomn tou yerotn. o
TOEADELY AL, VAL TROLOY TIOL EYEL OYEDT UE TOV XOPBWVT elye amOAUTH OYECT| UE TNV XOL-
VOV xotdoTacT Ty teptodo tng movornutag. Mia emtyelpnon mou mopdyel undevineg
exmounég Oloediou Tou dvilpoaxa, €yel UEV Aol OYECT UE TN TEEYOUCH GLYXLpElN
0AAG apopd uévo wa tTuyY| e, ‘Evag emyepnuatiog mou axoloudel éva cupfotind

HovTtélo emyelpnong dev Eyel xoplaL.
3.2.1.7 copy/idea
* How vulnerable is your idea to replication or imitation?
Me duvatég anavtfoelg

— possible to get copied,
— Dificult to get copied

— Product unique and protected by trade secrets
xou Bordporoyia 1 ,2,3 avtioTorya.

H epwtnon auth oyetileton ue v mveupatiny dnuovpyia ahhd Sev tautileton yall
e. Edo eetdlouye o OG0 clxoho 1| 60oxoho elvon vo yivel avitypapy| TNG 0.
Mo mopdderyua, to Uber, mou dAAale To YdpTtn Tng aryopds xat \Tav o pllooTaoTiXY
10€a, efvan ebxolo va avtiypagel. Avtideta, povadxd teyvohoyixd meoldvia umopel vo

elvon 60O%0AO 1) %o ADUVAUTO VoL AVTLYPAUPOLV.

3.2.1.8 legal/issues

* Are there any legal considerations that could arise in relation to your product /service?
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Me duvatéc anavtfoelg

— none ,
— some (eg. product/service relative for health )

— critical (eg. product/service relative with artificial intelligence)
xou Bordporoyta 1 ,2,3 avtiotorya.

H epdtnon auth {ntder and to yeHoTn Vo eXTIUNOEL Xatd T6c0 1) ¥eHoT Tou Teo-
tovtog unopel v €yel vouixeg mpoextdoelc. ['tar mopdderyuor pior eTanplor LUTEIXMY Un-
YOUVNUATOVY EYEL XATOIEG VOUXES DECUEVELS XAl VUG UAYOELIUOC TEYVNTAC VONUOGOVNG

4 / 7 Ve ’ /
mou enelepydleTon EOVES Vol AVTIETOTICEL TOMES VOUIXES TIROXAY|OELC.

3.2.1.9 country/target/sale

* What is your potential market for your product/service?

Me duvatég anavtfoelg

— Greece only(eg.Traditional musical instruments)
— Abroad only(eg.some medical methods)

— Global market (eg.web services)
xou Bordporoyia 1 ,2,3 avtioTorya.

Ed®, e tnv andvinoy tou o yenotng meoodlopllel Tnv xdptor SuvnTixy oyopd Tou

TEOLOHYTOS TOU, BNAUDY| TO TOU GXOTEVEL VoL DRUCTNPLOTIOLELTAL UEANOVTLXL.
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3.2.1.10 country/target/production

* In which market is your product/service targeting?

Me duvateg anavTrioelg

— Greece only(eg.Chios Mastic )
— Greece and some countries (eg.oil production)

— International market(eg.uber services)

xou Bordporoyta 1 ,2,3 avtiotorya.

3.2.1.11 product/automation

* How automated is your product/service?

Me duvatég anavtroeig

— none automated
— partially automated (eg.queries which help the support)

— Only automated (eg.google search)
xou Bordporoyia 1 ,2,3 avtioTorya.

H epcdytnon agopd tov Badud autopatomoinong tng nopaywyng. Tmdoyouv tela e-
minedo xan €8¢d. H moparywyy| unopel v elvon mifipwe avtopatonomuévn (BA utneeoieg
google, oTic onoleg dev eumiéxetar avIpOTIVOC TaEAYOVTIC THY (O TNG Tcocpow(m{r’]g),
HEPIXAS OUTORATOTIOMNUEYY (T UTnpesiec oTic onoleg UTEEYEL avIPMTIVO SUVALIXG TTIOU
ehéyyel xdmoto oTddo TG uTneesia) 1 xadGAou aUTOUATOTOINUEVY 6TIOL OAN 1) BLadL-
xaola Taporywyhc eoptdtor and Tov avipwtivo Tapdyovta. H epwtnomn auth anoteiel

onueto xAedl yior o uEANOVTIXG xEE0T) Ut eTonplog. Movo i emiyeionom e eAdyioto
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avlp®TIVO TORdYOVTOL EYEL T BUVITOTNTA VoL UEYIC TOTOLACEL TO XE€POOS TN Ve EQY -
Couevo, Vo EAXYLOTOTIOLACEL TO XOOTOG TUPUYWYHG ol Vo EEMEQHOEL TO (QPEAYUN TOU

25%.

3.2.1.12 additional mannual labor

* How does the structure of your product relate to the automation of your pro-

cesses?( physical storage spaces)

Me duvatég anavtroelg

— additional mannual labor(electronical sales , storages eg.e-shop)

— partially additional mannual labor (sometimes usage of storage eg.drop

service)

— none additional mannual labor(electronic sales eg.e-learning)

xou Bordporoyta 1 ,2,3 avtiotorya.

H epdtnon autr oyetiletan enione ue to Podud autopatonoinong umd TNy ontixy
ToU (Blou TOU TEOLOHVTOC -Xot Oyl TOU TEOTOU TapaywYNS Tou. Av To TEoldy elvar dulo,
T6Te Oev amanteltan 00Te anoUxEuoY| Tou 00TE UTdEYEL BUOXOAiN GTNV Blotvour| Tou.
Ytov avtimoda, pa emyelpnon dtavourc ayadwy Yo mpénel v €yl ueydheg amodrixeg

eve uTdpyouy emtyelpnoelc Tou eviote ypeetdlovar tpdcietn avipenhivy epyacio.

3.2.1.13 Sustainability

To Hvouéva Edvn €youv ¥éoel 17 toryxdouioug avoamtullaxols 6Toyoug Tou ovoudlo-
vian Xtoyol Budowne Avéntuing (SDGs). Ou otdyol tédnxay to 2016 ye otoéyo v

«elENvn) xou eunuepiol Yo Toug avipmOTouS Xal TOV TAAVATY), TOEA Xol GTO HEAAOVY.
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Ou YBA divouv €ugaorn oTic SlacUVOEDEUEVES TEQIBUAAOVTINES, XOWMWVIXESC XL Ol

XOVOUWES TTUYES TNG QElpopou avdmTuing, Vétovtog Tn Plwoldtnta 6T0 EniXeVTEo

TouC.

Ot olvtopot tithol twv 17 XBA elvou:

10.

11.

12.

13.

14.

15.

. E&dhewhn tne proyetac

. Mndevixn nelva

. Koh) uyelor xon eunueplo

. Towtiny| exmaideuon

. Iootnra Twv @OAwY

. Kodopd vepd xou uytewn

. Ipooith xou xadopt| evépyela

. Aompeniic epyaoio xal ouxovouxr| avamTugn

. Brounyavio, xouvotoulo xon urtodouég

Mewwpéveg aviodtnteg

Buwowleg moOAelg xon xovoTnTES
Trediuvn xaTavdAmoT) xon ToEoY WYY
Apdon vy To xMua

Trotordooio Lon

TTavido
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16. Eprivn, duconocivn xou toyvpol Yeouol
17. Yuvepyaoleg yio TOUG GTOYOUG

Eueic eviagepdpacte yior Ty Brwotudtnta xou TNy Uelworn Tou evepyeloxo) amo-
TUTWHATOS X0l 0ELOAOYOUUE av 1) WOEX 1| TO TPOIOY TNG EMLYEPNONE CUVEIGQEPEL OTOUG

TOEATAVL GTOYOUC.
x Does your product achieve any of the following goals? (energy generation(renewables)
, Tesource consuption , co2 immitions)

Me duvateg anavTtrioelg

— none of them
— reduce of C02 immitions and resource cosnsuption

— all of them

xou Bordporoyta 1 ,2,3 avtiotorya.

H epddtnom {ntd and tov yprotn va tpocdlopicet av To Teoldv cUUBUAEL UE xdmolo
TEOTO OTNY PBLWoIUOTNTA TOU TAAVATY 1 oV 0 TEOTOC TUPUYWYHS TOU CUUBKAEL
XOTOAUTIXG. 0TV Uelwon Tng amoutoluevne evépyelac (my mhene avoxixhemon
UBdTIVLY TOpwY oTn Sldacia TN tapaywyrc). o topdderypa o etanpior Tou
TEOGPEREL HEAETES Yla evepyetlaxt| avafdiuion xTnplwy 1 uio etonplor Tou Topdyet
EMTAQL A0 AVUXUXAWUEVES YOTES TOlydpwy Vo SLohéCeL Ty Bedtepn andvTno.

* Does your product achieve any of the other sdgs?

Me duvatég anavtfoelg

— none
— partially
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— fully
xou Bordporoyta 1 ,2,3 avtiotorya.

H epddtnon otoyelel 6o vo dleuxpvicel xatd 0To xatd T6co To TEoldy oyeTileTo
HE TNV SUPUTERT LOEX TNG XOWVWVIXAC Xt CUANOYIXHG GOVBEDTS YIoL TNV TEOCTAGIA TOU
avlp®mou xat Tou Tep3dArovTog. LTolyeln OTwe TEOldVTa Tou cLUSdAOUY GTO Bixoto
EUTOQLO, OTNY XUATATOAEUNOT TNG TEVIC XU TNG avepYlag, otV QUAETIXA LoOTNTAL Xt

oTNV LooTNTA QUAOL, Efvan auTd Tou Yo Tdpouy Toug TEptocdTEPOUS Baduolc.

3.2.1.14 Digitalisation

To Digitalization avagépeton oty dnglomoinon tng etanplag. Ot gpwthcelg €youy
apVpwiel £Tol woTe va tepLha3dvouy TNV YNnPlomoinon TV TWARCEWY, TNE TopUY WY NS,
¢ dolxnong xan Tov logistics. Eow® eumepléyetar xon 1 EVVoLo ToU dUTOPATIGHOV.

* To what extent is your product/service digitized concerning sales processes?

Me duvatéc anavtfoelg

— mainly handheld except in some special situations
— partially automated

— all digitized and automated (eg.order , pricing)

xou Bordporoyta 1 ,2,3 avtiotorya.

Eb® o yerjotne xokelton var amotvTiioel 610 %atd 1600 1) dadixaoia Tng TANong,
TWOANOYNONG, AT, YIVETOL NAEXTEOVIXG Xou ouTOUoTo. AV BNAadY| To TOEATEVE
yivovTan yelpoxivnTa 1) TEPLO TUCLANMS UNYAVOYRUPNUEVA O YeNoTNg Vo amavTr|oEL
TNV TEGTN ETAOYN, av 1) Btadixasior etvor ueps autopotomomuévn (Yo topddety-
ot yenotdonotolvtar xdmota scripts ahhd xou ovdpmdmivn epyaota) Yo amovthoEL

TNV OEUTEET eve av 1) dladixacior efval TAYEWS AUTOYATOTIOMUEVT], TO TeiTO.
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* How digitized is your product in terms of production and logistics?

Me duvateg anavTrioelg

— everything mannually
— partially automated

— everything automated (eg.amazon)

xou Bordporoyia 1 ,2,3 avtiotorya.
Ed o yefotng npocdiopiletl tov Badud avtopatomoinore oe logistics xou mopo-
Yoy,

* How digitized is your product in terms of others?

Me duvateg amavTrioelg

— none digital management and learning
— partially digital management and learning

— digital management and emails

xou Bordporoyta 1 ,2,3 avtiotorya.

H epddtnomn {nrd amd tov yerotn va npocdlopicet oe TL Bardud elvor Pngromornuévn

1 Solxnor tng etounplag.

* How digitized is your product in terms of learning?

Me duvatéc anavtfoelg

— none digital learning

— partially digital learning (luctures , lessons via web)
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— digital learning (eg.udemy)

xou Bordporoyta 1 ,2,3 avtiotorya.

H epwtnomn agopd tny dadixacta exudinong tou tpocwmxod xan oy auty| yiveto
UE Topadootaxd TEOTO Ot TALY), PEPXOS Un@loxd 1 TAHROS AUTOUATOTONUEVY

HETL NAEXTEOVIXOY BIUAEEEMV.

3.2.2 Stage progress

H mopaxdtew oudda cpwthoewy €yel oxomd va eAEYEel TV mpdodo Tng etauplog o€
OLdpopoug TopElc.
* What is your mvp value? (minimum value product)

Me duvatég anavtfoelg

— No I have not find it yet
— I have simulated

— Yes I have real

xou Bordporoyia 1 ,2,3 avtiotorya.

E8¢ o yphotne mpoodopiler to otédo avdntuine MVP (Minimum Viable
Product), dnhadn tne mpdne EQPTHG EXDOONC TOU TEOLOVTOG IXOVY| VOL LXOVO-
TOLACEL TOUG TRMOTOUS TEAJTES, Xou oy ouTY| efvon UTEXTA, EOVIXY| 1} oxOUT| OEV
UTIAOYEL.

* What is your market traction (analysis)?

Me duvatég anavtfoelg

— I haven’t done anything
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— Yes I have focused in groups and made questions

— Yes I make questions in several groups

xou Bordporoyia 1 ,2,3 avtiotorya.
H epwtnon {ntéd and tov yeNotn va mpocdlopioel av €yel xdvel avdhuon tng
AYORdC Yol TO TEOIOY TOU ot av auTr Bev €yel yivel xaddhou, €yel yivel pe T
Hop®n cpwtnuatoloyiwy xou focus groups 1| €yet yivel cuoTruaTXd Ue TOMAG
epwTNUatoldYLo xou focus groups. H andvtnot| tou delyvel Tnv mpbdodd tou GTny
avdAuon NG Ay opdc.

* What is your team’s complementarity ?

Me duvatéc anavtfoelg

— I think its low
— Maybe they have good roles

— They are very good at their roles

xou Bordporoyta 1 ,2,3 avtioTorya.

Ebw®, o ypotne xohelton vor amatvTioEL 6TO oV 0L POAOL TTOU UTIEEYOLY GTNV ETL-
Yelpnon xahOTTouY To SLopoeTIXG amontoUueva xat o€ Tt Bordud. T mapdderyua,
av UTLEEYOLY TOAAS XEVE TTOL BEV XUAUTTOVTOL OO BUVUIXG TOTE 0 Yprotng Va
TEETEL VO DOOEL TNV TEOTN ATAVINCT EVE oY OAL ToL TOOTA Efvol XoUAUUUEVYL UE
ToV BEATIOTO BUVOTO TEOTO TOTE Yo TEETEL VoL BKGEL TNV TElTn.

* What is your team’s experience?

Me duvatéc anavifoelg
— Maybe low(0-10)
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— They have some(11-15)

— They have years of experience(16-30)

xou Poduoroyia 1 ,2,3 avtioTorya.

O yprotne xakettan vo amavthioel 61o oo eumelpia el adpoloTind ohdxhnen 1)
oudda epyaciog TdvVe 0TO GUYXEXEWEVO avTixeluevo. BAcnouue 6TL pior ey dn
ouddo Yo ox0pEEEL Lo XUAY| OTEVTNOT), TO (Blo Xou ULl Pixer| opddo oTnv onola
o xadévag €yel TohAG yeovia eumetplac. H epcdytnon auty| ebvan cugmAnpopotixn
UE TNV TEONYOUUEVT), X0 UTOPOVUUE Vol TOUUE OTL UETEE TNV «GLUVORXT avipmTo-
eumeiploy TN Alvouv xou oL 800 Bdpog 0TV ToLOTNTA TNG OUddag epyaoiug amd
OLUPOPETINES TTAEVPEC.

What is your market tracion?

Me duvateg amavTtroelg

— I haven’t
— I have some potential customers

— I have already some customers who already paying

xou Bordporoyia 1 ,2,3 avtiotorya.

ESw, efetdletor T0 %atd 60O 0 eMyElenUATIHG €YEL 10T UTdEYOUCH ayopd Yol
TO TEOLOY, Oyl BUYNTIXY oL 6TO TAALCLO TNG €PELUVOS OANS AmTr xon LTOEXTY|. Av
ONAadY| OeV €yel xordOAoL, EYEL XATOLOC TEAATES TTOL €Y0uUV TEL 6TL Vo oy opdoouy

T0 TEOLOY 6Tay awTd Yo Byel 1) xdmoLtoug Tou O TOV TANEWVOUY TRV UXOUY) AUTO
ByeL otnv ayopd.
Do you have internet presence?

Me duvatég anavtroelg
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— No I haven't
— Yes I have a webpage

— Yes I have a webpage and social media (facebook,instagram)

xou Bordporoyta 1 ,2,3 avtiotorya.

H epdytnon e€etdlel 1o xutd moéoo 1 emiyeionon €yet mapousia 6to dadixtuo.Ot
amavtroelg elvon ap¥pwUEVES UE TEOTO TIOU OEV ETUTPETOUY GTO YPNOTI Vol DWOOEL
TOEATAAVITIXY| ATAVTNOT) GAAS TOV avoryXGLOUY VoL TOPOUGLACEL TNV TROYUATIXY
TOU TPO0J0.

* What is your legal status 7

Me duvatég anavifoelg

— I haven’t done anything
— Its ready

— Its already operating

xou Bordporoyta 1 ,2,3 avtioTorya.

H cpdytnon e€etdler tnv vouxr xou YROPEOXEaTiXY ETOWOTNTA TN ETonplag Vol

Wpulel we popéag.

* Have you participated in any competition with your idea ?

Me duvatég anavtfoelg

— I haven’t participate yet
— I have some experience

— I have won some competitions
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xou Bordporoyta 1 ,2,3 avtiotorya.
E&etdleton 10 xatd OG0 1) € Tou emidolou emtyeionuation £yel doxpacTEl oF
XATOLOV DLy WVIGHO.

* Do you have financing?

Me duvateg anavTtrioelg

— I haven’t
— I have some from friends and family

— I already have some investors (>5mil)

xou Bordporoyta 1 ,2,3 avtioTorya.

XNy p®TNoT aUTH 0 YENOTNG XOAElToL Vo anovTACEL G OYEoT UE TNV €0pEDT)

ETYELPNUATINWY XE(PO()\O(I.(DV exxnorngc.

* What is your type of company 7

Me duvateg amavTtrioelg

— personal
— Non personal
— Its international
xou Bordporoyia 1 ,2,3 avtioTorya.

Ed® 0 yprotng xakeltan vor amovti|oel oe oyéon pe Tov T0To g etonplug mou oxomnevel
vor pudet. H Boduoroyio diveton oyetind Ue TO XATACTUTIXG XAl TN CUYXQEOTNOT) TOU

amouteiton vor undpyet yioo vae Sovel 1 avtioTouyn andvino.
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3.2.3 QUALITY OF PRESENTATION

Ou mapaxdtey epwthoelg e€etdlouy Tov Badud otov omolo €yet yivel ) TeEAny| avdAuon
yioo T dnutoupyio g etanplag o Tov oyYEdLacPd Tng o Podud mapoucioong.
* Have you done vision statement ?

Me duvatég anavtfoelg

— No I have no idea
— yes I am going to plan it

— yes I have done it

xou Poduoroyia 1 ,2,3 avticToryo.
Edw meprypdgetar amd tov yeRotn o Badudg otov omoio elvor ohoxAnewuévo To
Opaa Tou o etonpetar emuuel var emTOYEL WoxpOoTEOUECUN, YEVIXA O YPOVIXO
Ol TN TEVTE €C OEXA ETWY, 1) UEPLXES POPEC KO TIEPLOGOTEQO.

* Have you done maket analysis 7

Me duvatég anavtfoelg

— No I haven’t
— I am going to do it

— Yes I analyze these three categories market size, competition, and local

business environment
H epiytnon xahel tov yprotn vo omavThoeL av €YEl XAVEL ETUEXT YAPTO-

Yedpnomn TN ayopds Tou TEOLOVTOS TOU TEOTELVEL.
xou Bordporoyta 1 ,2,3 avtiotorya.
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* Have you done competition analysis

Me duvateg anavTrioelg

— No I haven't

— I am studying about it

— Yes I am identifying competitors in my industry and researching their

different marketing strategies.

xou Bordporoyia 1 ,2,3 avtioTorya.
LUUTANEWUOTIXG UE TNV TEONYOUUEVT €00OTNCT, €0 0 yeotne Vo meénel va
TEOGOLOPIOEL AV EYEL XAVEL AVAAUGT] TOU UTIEEYOVTOS OVTUYWVICUOU GTO TEDIO 6TO
ornofo oxomelel va dpaotrptononiet.

* Have you done swot analysis?

Me duvatég anavtfoelg

— No I have no idea
— [ am going to do it

— Yes I have done it

xou Bordporoyta 1 ,2,3 avtiotorya.

O yenotng xahetton vo omavtioel o T Badud €yl xdvel Strengths, Weaknesses,
Opportunities, and Threats analysis onhoadt| avdhuon Suvatey oNUelwY, adUVOL-
OV, EUXAOLMY KO ATELADY xalt dpa o€ Tt Bardud uTdpyEL ETlYVWOT TV ToEUYOVTIKDY
Tou eTNEEGLOLY TN AN WG ETLYELONUATIXAG andpaong 1 Tn Snulovpyio Wiog -

TUYELENUOTIXAS OTRUTNYIXAS.
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* Have you done 4p mix?

Me duvateg anavTrioelg

— No I don’t know what this is
— I am planning right now

— Yes I have found the 4 p(product,place,price ,promotion)

xou Bordporoyia 1 ,2,3 avtiotorya.

Toa« téooepa Py elvon 1o mpoldy, n Ty, o t610¢ xou 1 tpowydnorn. O yeRotng
xohetton va tpoadioploet Tov Bodud otov omolo yvepilel ta epyaheio xou Tic yedo-
doAoYIEC TOL amontoLVTAL Yiar TNV €006 Tou oTNY ayopd ot eninedo marketing.

* Have you done sale projection 7

Me duvateg amavTtrioelg

— No I haven’t thought it yet
— I am going to do it

— Yes I estimate future sales based on past performance and current trends.

xou Bordporoyia 1 ,2,3 avtioTorya.
H epddytnon mpocdiopllel To xotd 1660 0 YeNoTNne €YEL XAVEL Yo EXTUNOT TWV UEA-
AOVTIXWY UEYEVMY TWAHCENY YL Lol CUYXEXPWEVT TER{odo Xou ue Bdon xdmota
OEVIPLAL BTG TNV TEEYOLOA XATACTACT) TN AY0RdS xat Tn Véorn tne etanpelug o
AUTHV.

* What is your cost’s projection ?

Me duvatég anavtfoelg
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— I haven’t estimate it yet
— I am planning right now

— Yes I have predicted the total cost of the idea

xou Bordporoyta 1 ,2,3 avtiotorya.
H epwtnon e€etdlel 10 xatd méc0o €yl yivel yehétn tou adpolouatoc GAwY ToV
BUTOVY, GUECKY OGO Xal EUUECWY, Tou oYeT{ovIal UE TNV OAOXAPWST TOV
EQYUOLOY, XAl TNG TROBAETOUEVNS AVEYUNG OE WPEC X0k XOGTOG YOl TNV TEPATMON
¢ €600V OTNY oYOpd.

* What are your needs in personnel?

Me duvatég anavifoelg

— I haven’t estimate it yet
— T only can to predict

— Yes I know exactly

xou Bordporoyta 1 ,2,3 avtioTorya.

E86 o yeNotne xaheiton vor amovTAcel oyeTind Ue To av YVeweilel TI avdyxes Tng

enyelononc Tou o TeoocwTXS xoL oE Tl Podud.
KELLTOT| P M

* Have you done a risk plan?

Me duvatég anavtfoelg

— No I haven’t thought it yet
— I am planning right now

— Yes I have identify the risks

%)



Or 38 gpwtioeic 3.2

xou Bordporoyta 1 ,2,3 avtiotorya.

H televtaio epidtnomn e€etdlel o xatd néco €yel yivel uehétn ploxou, dnhadn
oyédlo Suayeiplong xwdivou GoTe va yivel TeOBAedn TwY xVBOVKY, eXTUNoT TOU

TV EMTTOOEWY X0l OYEDLAL AVTLUETOTLONG TV XUXDY CEVURIWY.

E8w ohoxAnpwveton 1) tapouciaot Tokv 38 epmTACENY AllOAOYNOTG TOU TEOTEVOULE.
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3.3 Xupnepdoupata xow 20Ovodn

3.3.1 Epwinoelg

O tpdmog howmdv mou €yel doundel to gpmTnuatoldylo elvon o e€hic: Eyouue teeig
x0ploug Topeic mou e€etdlouy TNV ToLOTNTA TG 1OEAS, TNV TEO0BO WS TEOS TNV UAO-
molnom tng Wéag xou TNV ToldTNTa TN Tapoucioong tng. Kde touag eyel emugpoug

TUAUOTOL  LUYXEXPUIEVAL

1. Howtnra tne 6éac: O topéag autog €xet 19 epwtroeic xou 8 votuuota (Bod-
nolroyta amd 19 éwe 57) Ot epothoelc eoTdlouy xuplne 0To TEOLOY 1 aToV TEOTO

Aewtovpylag g emiyeiptong xan Oyt ot MUMEDO YPAUPELOXEUTIXOY {NTNUSTOLV:

(o) Scalability (2 epwtioeic) Ede eZetdleton 1 Suvatdtnro e emtyeionong yia
LOXEOYEOVLOL XEQDT) X0 ETMEXTAUOT).

(B) Intellectual property (IP)(5 epwtiioeic) Ot mopuxdtew epwTthoels TeoodLo-
eiCouv Tov Bodud Tne TpwToTuTAG TN LOENC TNE EMLYElPNONS Xol TIC BLAPOPES
TTUYEC TNG XAUVOTOPINC TTOU EVOWUATMVOVTOL TNV eTLyelpnon. Amooxomoly
ONAadY) 0TO Vo BLapavel TEayuaTXd av 1) eTLyElonom €yl omoudrToTE EldoUg
TpwTotuTila oTov Tuprva Tne. Tlopoddtw PAémouue motol axpBog etvar ot
Touelc mou e€etdlovTo.

i. IP creation

ii. Product / Service Innovation
iii. Business Model Innovation
iv. Technology Innovation

v. copy/idea

57



Yuumepdopato xou Lovodn 3.3

(Y) Market timing H epdtnon auth Yo puropoloe vo mepthoapfdveton oTny ot-
XOYEVELN TV EpWTACEWY Tou e&etdlouy TNy mpwTtoturio. Emiélaue duwe
va 1) Btaywplooupe yiatt amotehel pla Eeywploth xatnyopio xou e€eTdlel To
XUTE TOCO 1) ETUYELENUAUTIXT LOEX EXUETAAAEVETAL TNV YEOVIXT] GUYXUplaL.

(8) legal issues
H epdtnon auth avagépetar 0t0 xatd 660 T0 TEotdy (xon Oyl 1 etanpla)
umopel va eyelpel xdmotor vouxd {nTidarto.

(¢') country target (2 cpwtroeic) Ed¢ eZetdleton o téMOC TMaporywyhc xon 1)
ayopd TNV omola 6ToyEVEL TO TEOLOV.

(') product automation and additional mannual labor (2 epwthioec) E6e e-
Eetaleton o Barduodg autouatomoinong mou TeoxUTTEL Lavd amd Tr pOCT TOU
mpotovtog. H autopatonolnorn etvor piar onuovtind topduetpog mou xadopllet
xa Toe EANOVTINS x€pON oG ety elpnong.

(€') sustainability (2 epwtioeic) Ed¢ e€etdleton 1 nepBathoviins Prwoyddtnta
TOU TPOLOVTOC.

(n) Digitalisation (6 epwtrioeic) Edo eZetdletan o Bodudc otov onolo eivon Pn-

(PLOTIONUEVO TO TEOLOV Kol XATOLES ETUUEPOUC AetTovpYieg Tig eTonplag.

2. Xtddo mpobddou: O topéog autdg éyet 10 epwtroet (Baduoroyia amd 10 éwe 30).
Edw e€etdleton o Baduodg etoudtnrog tng emyelpnong o oyéon Ue emXEUEVT
{dpuor| ne.

3. TTowétnta napousioong : o topéag autog €xel 9 epwthoele (Baduoroyio omd 9 Ewe
27). Ebw e€etdleton 10 x0td moc0 1) emyeipnomn eivor Etoun vo Byel oty aryopd.

BAénouye hotmdy 6TL 0 TEHOTOC TOPENS TV EQWTIOEWY APOEd TO TEOLOV XoL Ol

emoUEVOL B0 TNV emiyeionon xa 0,TL TEY VXS auTh yeetdletan Yo va wpudel. O mpnTog
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Topéag €xel 19 gpwThoelc eve o dAloL B0, €youv adpoloTxd 19 cpwtrioeic. PabveTon
Aoy 6TL Bivouue peydho Bdpog otny ouola tng Wéag, TNV omolo ouwe e&etdlouue

TOAUTIOIOUATIXG, OLOTL UTO €lvor o TO XAEWSL Yo TNV ETXeEOT) eEEMET TNG.

3.3.2 Arnovinoelg

Ou amavtioelg €youv dlopoppwiel €T0L HOTE 0 YEHOTNG VoL «OAVIYXACTEL> VoL ELOBYEL
aAnUY| dedopéva xou oTotyela xou Oyl T OES Tou ewacieg xan eATideg. Eivou ypop-
MEVEC UE TEOTO TéTOo WOTE Vo eoTidCouv aneulelag oty oucia Tou EYyERV|UTOC,

ETUTUY YAVOVTOC ULOL OUCLUO TLXY| XAl <OXATRT)» exTiunon).

3.3.2.1 Bdpn

‘Eyoupe emAéiel ol epwtrioelg va eivon toofopeic. Kdde amdvtnon urnopet va dwoet 1,2
1 3 Poduole otov yehotn. 'Eyouue Blalop@®oel Tic EpwTHOELS £ToL KOoTE To TARUOg
Toug va efvar U6 oL xaopilel To Wktepo Bdpog mou divoupe ot xdde Topéa. Omwg
eldae xon mpwy, To Bdpog mou divoupe oty ToloTHTA TNG tEag bvan To (Blo pe auTd
mou divoupe oty etodTnTa TG entyelpnone va Weuldel xon vo Byel oty oyopd (19

gpwtioec xou 19 epwtioelc avtiototya).

Mo onuavTiny Topatienor Tou TEENEL Vo XAVOUPE lvor OTL oL EpKTHOELS Bev {nToly
amb Tov YeroTn va WAnoeL yio To €ldog T etanplag 1 Tou mpotldvtoc. Ot epwThoELS
OXOTEVOUV GE TOLOTXOUE BEIXTEC TOU Od UOVOL TOUC AmOTEAOUY Uit TUE IS Yiol To idog
¢ emtyelpnong. o mopdderyua, pa emyeionon tou dpactnplonoleltal ot eotioor Yo
avoryxooTel VoL BOOEL BLAQORETIXES amavTHOELS amd iot eTanplar Tou otneiletal oe €vary
alyopripo. Etot, eve dev €youpe {NTHCEL amd TOV YEHOTN VoL LAS TANROPORTOEL VLol TOV

Titho 1| T0 €ld0¢ TOU TEOIOHVTOS TOV, UTOPOUNE VoL XAVOUNE Lo EXTIUNOT) G OYECT| UE T
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TOEATEVE UTO TIC AMAUVTACELS TOU S €0WOE. Av auTd BeV Elvor axdun xAToUvVoNTod GTOV
avaryvoo T, Yo yivel tpogavég oto Kegdhoo 5 6mou mapouctdlouye Tic eQapUoYEg Tou

epyaheiov.
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3.3.3 Ilivaxag spwinoeswy

Hapaxdtey Tapovotdloupe €vo cUVOTTIXG TiVaXO TwV 38 EPWTACEWY UE TIC aVTIOTOLYES

ATAVTYOELC.

1. What is your estimated profit margin (profit / revenue) after 5 years

of operation ?

— Up to 10%
— 10-25%

— More than 25%
2. What is your average revenue(annual) per staff?

— <100k
— 100-250k |

— >250k
3. Will you be creating an intellectual property (ip)?

— none
— minimal

— substantial
4. What is your level of innovation of your product / service?

— No real innovation. We integrate/repackage/rebrand existing products /

services
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— Our product / service is innovative, but at the level of the State of the

Art in the domain

— Our product / service is highly innovative, clearly beyond the state of the

art

5. How innovative is your business model?

— Qur business model is common in the market.

— Our business model has elements of innovation (e.g. exising but not ap-

plied in this market / segment)

— Our business model is highly unique

xou Bordporoyta 1 ,2,3 avtictouya.

6. What is your level of technology innovation?
— Incremental innovation: improving an existing purpose using existing
methods.

— Medium-Innovated Innovation: new means are offered for the fulfillment

of existing or new purposes.

— Breakthrough innovation: These innovations are characterized in particu-
lar by the fact that completely new means or a new technology will meet

a hitherto unknown need with great benefit to the customer.
7. Is there a significant opportunity in the market for your product/service?

— none relation (target for future opporunities),
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— little relation (eg.sustainability clima change)

— Big time market opportunity (eg.a covid solution in time of covid)

8. How vulnerable is your idea to replication or imitation?

— possible to get copied,
— Dificult to get copied

— Product unique and protected by trade secrets

9. Are there any legal considerations that could arise in relation to

your product/service?

— none ,
— some (eg. product/service relative for health )

— critical (eg. product/service relative with artificial intelligence)
10. What is the potential market for your product/service?

— Greece only(eg.Traditional musical instruments)
— Abroad only(eg.some medical methods)

— Global market (eg.web services)
11. In which market is your product/service targeting?

— Greece only(eg.Chios Mastic )
— Greece and some countries (eg.oil production)

— International market(eg.uber services)
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12. How automated is your product/service?

— none automated
— partially automated (eg.queries which help the support)

— Only automated (eg.google search)

13. How does the structure of your product relate to the automation of

your processes?( physical storage spaces)

— additional mannual labor(electronical sales , storages eg.e-shop)
— partially additional mannual labor (sometimes usage of storage eg.drop

service)

— none additional mannual labor(electronic sales eg.e-learning)
14. Does your product achieve any of the following goals? (energy
generation(renewables) , resource consuption , co2 immitions)
— none of them

— reduce of C02 immitions and resource cosnsuption

— all of them
15. Does your product achieve any of the other sdgs?

— none
— partially

— fully

16. To what extent is your product/service digitized concerning sales

processes?
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— mainly handheld except in some special situations
— partially automated

— all digitized and automated (eg.order , pricing)

17. How digitized is your product in terms of production and logistics?

— everything mannually
— partially automated

— everything automated (eg.amazon)
18. How digitized is your product in terms of others?

— none digital management and learning
— partially digital management and learning

— digital management and emails
19. How digitized is your product in terms of learning?

— none digital learning
— partially digital learning (luctures , lessons via web)

— digital learning (eg.udemy)
20. What is your mvp value? (minimum value product)

— No I have not find it yet
— I have simulated

— Yes I have real
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21. What is your market traction (analysis)?

— I haven’t done anything
— Yes I have focused in groups and made questions

— Yes I make questions in several groups
22. What is your team’s complementarity?

— I think its low
— Maybe they have good roles

— They are very good at their roles

23. What is your team’s experience?

— Maybe low(0-10)
— They have some(11-15)

— They have years of experience(16-30)
24. What is your market tracion?

— I haven’t
— I have some potential customers

— I have already some customers who already paying
25. Do you have internet presence?

— No I haven’t

— Yes I have a webpage
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— Yes I have a webpage and social media (facebook,instagram)
26. What is your legal status ?

— I haven’t done anything
— Its ready

— Its already operating
27. Have you participate in any competition with your product ?

— I haven’t participate yet
— I have some experience

— I have won some competitions
28. Do you have financing?

— I haven’t
— I have some from friends and family

— I already have some investors (>5mil)
29. What is your type of company?

— personal
— Non personal

— It’s international
30. Have you done vision statement ?

— No I have no idea
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— yes [ am going to plan it

— yes I have done it
31. Have you done maket analysis ?

— No I haven’t

— I am going to do it

— Yes I analyze these three categories market size, competition, and local
business environment

32. Have you done competition analysis

— No I haven’t

— I am studying about it

— Yes [ am identifying competitors in my industry and researching their
different marketing strategies.

33. Have you done swot analysis?

— No I have no idea
— I am going to do it

— Yes I have done it
34. Have you done 4p mix?

— No I don’t know what this is
— [ am planning right now

— Yes I have found the 4 p(product,place,price ,promotion)
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35. Have you done sale projection?

— No I haven’t thought it yet
— [ am going to do it

— Yes I estimate future sales based on past performance and current trends.
36. What is your cost projection ?

— I haven’t estimate it yet
— I am planning right now

— Yes I have predicted the total cost of the idea
37. What are your needs in personnel?

— I haven’t estimate it yet
— T only can to predict

— Yes I know exactly
38. Have you done risk plan?

— No I haven’t thought it yet
— [ am planning right now

— Yes I have identify the risks

E8¢ ohoxinpdveton 1 mapousiaot Twv 38 EpwTHCEWY AELOAGYNOTE TOU TEOTEVOULE.
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Epappoyn

To epyahelo mou mpotelvoupe umopel va ypnoylomoinel ot dudpopa oTddlar dnuroupyiog
uag emyeionong. Ao TeEoLCLAcOUUE 800 CUVOTITIXG TUPUDEYUAT (YGTE VO TUPOUGCLA-
otel e PeyallTepn TANEOTNTA XU CUPRVEW O TEOTOC UE ToV oTolo Aettoupyolv ol

EPWTHOELS.

4.1 TMapdderypo 1

Emyelpnon eotioone mou eotdlel ot Puwoyudtnto ye €umelern weutxr opdda. To
YOEUXTNEIOTIXO TV TEOLOVTWY TOU TR yoVTol xou TwAodviol eival To «zero wastey,
ONAadY| 1 dladLxaolar TNG TaPAY WY NS EXUETAAAEVETAL TAHPKG TIC dlardéoyleg DAES, eha-
ylotonowwvtag Ty andppuy| Touc. To LAXE Tou yenowomoivTal emAéyovTol €Tt
MOOTE VO UNV EPYOVTOL <UTO UUXQEUEY, OOTE VO ENXYLOTOTOLE(TOL 1) EUUEST] TORUY WY
blo&eidiou Tou dvipoxa amd TNy etonpelar xou 1) Ttpourela TwV avahOOWWY (TdTor XAT)
yivetar and TNy tomixy) ayopd. Autd guoxd eunepiéyel miouvy) adEnon Tou XGGTOUC.
Oa unolécoupe eniong 6Tl N yernuatodoTnon Yo yivel xuplne amd (Blar xe@dato xou
OTL TO XoUudTL TNG Tapovciaong Tng emyeipnong Beloxetan oe xahd otddlo. Ou doluEe
TOEUXAT TG O CUYXEXPWEVOS YpNoTng Yo amavTrioet Tig 38 epmTroelg xat Tt onualvel

auTé YLor TNV ETanpla Tou.
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4.1.1 IlowotnTar Tng OEag

1. What are is estimated profit margin (profit/revenue) after 5 years of operation?
Ed¢ o yprotne Yo anavticet avoryxactixd Up to 10%, di6tt pior nopadoctoxot
TUToU emtyelpnom Ue EAAYLOTO Ewg Undevind Badud auvtouatonoinong dev Exel Ty

OLVATOTNTA VoL XAVEL XdTt xohUTepo. Oa mdpel 1 Bardud.

2. What is your average revenue(annual) per staff?

H oamdvinon xon €86 Yo ebvon 1) tpwtr, <100k , 1) omola nafpvel xou Toug Arydtepoug
Bordpote. Io oawtd eudivetar xar Tt 0 undevinde Podude autodotonolnong. O

mdpet 1 Bardud.

3. Will you be creating an intellectual property (ip) ?

O yeotne Yo dwoet xou AL TNV TEOTN amdvINoT), none, PE TOUC ALYOTEPOUC
Boduote. To avtictoyo Yo cuvéfouve e xdie topadoctaxol Tomou entyelpnon,

xorddg eV mopdryeTon xaior mveupaTixy woxtnoio. O ndpet 1 Bordud.

4. What is your level of innovation of your product / service ?

E8¢ o yprotne umopel va dwoet tnyv devtepn andvtnon, Our product / service
is innovative, but at the level of the State of the Art in the domain, 6eouévou
OTL TpoTElVEL EVaY VEO TEOTO TopaY WYY QoryNTOV TOU OUWS OEV amoTeAEl HEYSAN

xouwvotoula. Ou mhpel 2 Boduoic.

5. How innovative is your business model 7

To B0 cuuPaivel xou pe v andvinong autic g epwtnons. O yerotng Va
dwoel TN deltepn andvinor, Our business model has elements of innovation

(e.g. exising but not applied in this market / segment), nafpvovtog 2 Boduolc.
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10.

11.

. What is your level of technology innovation ?

Edw® o yerjotng dwoel v mpemTn andvinor, Incremental innovation: improving
an existing purpose using existing methods, xou Yo ndpet 1 Badud, xodng 7

TEYVOAOYIX TTOU YPNOWOTOLETOL YLl TNV TOEAYWYT) OEV TEPLEYEL xoulor xawvoTouia

. Is there a significant opportunity in the market for your product/service?

E8¢ o yeotng Yo Sdaoet tnv Sedtepn andvtnon, little relation (eg.sustainability
clima change), mofpvovtag 2 Boduole, xadog 1 enyelpnon ytileton mévew ot

Aoy TG PLocLuoTnTog.

. How vulnerable is your idea to replication or imitation?

H 6éa tng ouyxexpiuévng emyeionong elvon guotxd mToA) eOxoho vor avTiypopel.
'Etot, 0 yprjotne Yo dwoel Ty mpwtn andvinor, possible to get copied, xou Yo

mdpet 1 Bardud.

. Are there any legal considerations that could arise in relation to your product /service?

Ed® o ypriotng Yo 8woeL xan Tl TNV Te®Tn amdvinor, none, 1 onola Yo Tou
dwoet 1 fodud. O oxondg authg TN EpWTNONG Eivon Var BLEREUVAOEL TO XATE TOGO
1) 1O AVEL EVOL GVOLYUOL X0 QEREL XouvoTOUL, YL ouTO X Porduoloyeltar ye autody

TO TEOTO.

What is your potential market for your product/service?

Kou éht, o yprotng Yo dioet tny npodtn andvinor, Greece only(eg. Traditional
musical instruments), ot Vo mdper évoy Bodud. Mo mapadootoxt| eunopix
emtycionomn mou decuedETol A TO TOTXO EUTOPLO Vol BWOOEL oVIYXACTING QUTHY

NV AmdvINoT).
In which market is your product/service targeting?
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12.

13.

14.

15.

16.

Hapduola tepintwon xou €86, 0 yprotng Vo dwoel Ty T ardvtnon, Greece

only (eg.Chios Mastic), yio 1 Barduo.

How automated is your product/service?

Av o yphotng yenotdomolel €6Te xou Uixer) UTOPATOTONCY) o1 dladxacio Topo-
YWYAG, OO Yid TOEADELYUO AUTOUATOTONUEVO GUG TN OLUVOURC TWV TORAYYE-
MV oty xoullva, Umopel va 8GoeL TN delTEEY andvino, partially automated

(eg.queries which help the support), naipvovtac 2 Boduoic.

Is the structure of your product related to the automation of the produc-

tion/distribution process?( physical storage spaces)
Y11 mpoxeévn nepintwot), To (Blo To TEoldy dev €yl xavévay Badud autopoTto-
Tolnomg, EmopEveme xot €8 0 YpRotng Yo dwaoel TNy T andvinor, additional

mannual labor(electronical sales , storages eg.e-shop), malpvovtag 1 Borduo.

Does your product achieve any of the following goals? (energy generation(renewables),

resource consuption , co2 immitions)
Ye 6,1 agopd TV PrwoudTnTa, xou mopdTl 1 entyeionon eoTidlel og auTh, N
andvtnor tou yenotn Yo ebvar 1) devtepr), reduce of CO2 immitions and resource
cosnsuption, xou Yo et 2 Poduoie.

Does your product achieve any of the other sdgs?

Edw o yprotng Yo 0ooel TNy mewtn andvino, none, xou Yo ndpet 1 Lodud.

To what extent is your product/service digitized concerning sales processes?

Kow €dw o yprotng Yo dwoel v mpwtrn andvinor, mainly handheld except in

some special situations, malpvovtag 1 Bodud.
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17. How digitized is your product in terms of production and logistics?
270 OWd Yag TOEAdELY UL, O YIVOVTOL YELOXIVTA, ETOUEVKC O YEHOTNE Vol BAOCEL
NV TewTN andvtnor, everything mannually, talpvovtag 1 Bodud.

18. How digitized is your product in terms of others?
Ed® o ypriotne Yo dwoel TNy mpwTtn amdvinon, none digital management and
learning, yo évorv Bardud.

19. How digitized is your product in terms of learning?

To (B0 xu oty €0, 0 yerotng Ya dwoel TNV TEKOTN andvinor, none digital

learning, yio évov Bardud.

4.1.2 TIlpoorntixég BeAtiwong

Ohoxhnpwvovtag Ty aloAdYNoT NG TOLOTNTS TNG WEAS 0 YehoTng €xet Baduoroyia
24 /57. BAémoupe dumg Ot pe xdmoteg dlopdhaoeic utdpyouv teprimpeta Behtiwong. Mg
epwthoelc 14, 15, 16, 17 0 yprotng €xel TNV SuVATOTNTA, XAVOVTUC UXPEC TOOTIOTIOLCELS
0T dopr| TG emyelpnong, va tdpet évay Badud mapamdve, auidvovtag Ty Poduoloyia
Tou oe 28/57, ayyilovtag dnhady| tn Bdon.

Luyxexpléva,
14 Does your product achieve any of the following goals? (energy generation(renewables),
resource consuption , co2 immitions)

Me yeron AIIE, my ¢oTOBOATOIXOY Xou UE HETATEOTT) TOU XTNelou Tou @Lhoevel
NV emyelpnon oe evepYelomd 0 YENoTNG UTopel Vo BWOoEL TNV TElTN amdvTnon xou

vor et 3 Boduole.
15 Does your product achieve any of the other sdgs?
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M npdtaon yio T Bedtinon tne andvinong eivon 1 To6OGTWOY GE AVIPES X0l
yuvaixeg epyalouevous. Mia dAAT elvon 1 Slavouy| Tou gorynTol Tou BEV TaREYETOL
TEOG TWANOT OE XOWWVIXA EVIANTEG opddes. 'Etol o yperotng da dooet tny

oelTeE andvtnom madpvoviag 2 Poduoic.

16 To what extent is your product/service digitized concerning sales processes?

7 4 7 4 4 4 7 4
Evag tpémog va dodel 1 deltepn andvinomn eivar vo dlvetan 1 duvaTOTNTA OTOV
TEAATN Vo xdvel Yo maparyyehla péow tou gngloxol xatardyou. ‘Etol o

xeotne Vo dwoel Ty deltepn andvinom xar Yo ndpet 2 Borduoig.

17 How digitized is your product in terms of production and logistics?

Ed6 Yo unopoloe va yivel 1 €€hc Teomomoinon: dnuloupyio amhdy scripts mou
TEOPBAETOLY TNV €ZEMEN XL 0PYAVOYOUY TNV BLodIXAolal THPUYYERMY TEMTWY

VAOV.

4.1.3 Ilpbdodog xou nopouvcioct Tng Logag

Ou emdpeveg 19 gpwtrioele, Tou agopolv TNV TEdodo TNE ETYElPNoNg O O,TL apopd TNV
uhomolnor Tng WEag xaL TNV TOLOTNTA TNG Tapousioong €youy yapuxThpa alloAdYnong
oAAG xon €var emimAéov yopaxtnelo Tixd. Koatdodnyolv tov yerotn amévavtt ota Briuato
mou TEETEL var xdvel. Kde yprotng, aveldoTtnta Ue TNV XouvoTopla TOU EUTEPLEYETOL
otV o Tou Unopel vo tdpet LYNAT Borduoroyia UAoTOLOVTAC Tl XoTEAANA N BriuaTa, T
omola oxtarypagolvTal and T anovifoec. Ot epwtioelc auTéC amoteholy €vay Yot
TAOTYTONG HECU GTO TOTO TNG AYORAC Xot PUOKE EMNEEALOLY XL TNV ETEVOUTIXY CU-
uTEELpopd amévavTl otny entyeionor. Euel Yo dwoouue xdmoleg evOEXTInEG anavTHOELS

oUUPOVA UE TO TPOoGIh TN emLyElpnong.
20. What is your mvp value? (minimum value product)
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— No I have not find it yet
— I have simulated

— Yes I have real

Aedopévou 6T 1) opdda €yel )01 eunetpla oTov Yo TNg eotlaong, Yo BoeL Ty
Tpltn andvtnon xou Vo mdpel 3 Baduoic.
21. What is your market traction (analysis)?
— I haven’t done anything
— Yes I have focused in groups and made questions
— Yes I make questions in several groups
Eb® o yerotng Yo dcoet Ty mpoTn andvtnon xo Yo ndpet 1 Porduo.
22. What is your team’s complementarity?
— I think its low

— Maybe they have good roles

— They are very good at their roles

Aedopévol 6TL uTdpyeL 101 oudda Tou AerToupYel og aUTO To TEdio, 0 YeRoTNg Va
dwoeL v teitn amdvtnon xou Yo mdpel 3 Baduoic.

23. What is your team’s experience?

— Maybe low(0-10)
— They have some(11-15)

— They have years of experience(16-30)
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Kou €d®, dedopévne tne eunetplog tng ouddag o yerotng Yo dwoel v Teitn

amdvTnom xou Yo mdpet 3 Porduoie.
24. What is your market tracion?

— I haven’t
— I have some potential customers

— I have already some customers who already paying
Ed® o yprotng Yo dooet tnv d6eltepn andvinon vy 2 Baduoie.
25. Do you have internet presence?

— No I haven't
— Yes I have a webpage

— Yes I have a webpage and social media (facebook,instagram)
Ed® o yerotne Yo dcoet Ty teltn andvinon yio 3 Poduoic.
26. What is your legal status ?

— I haven’t done anything
— Its ready

— Its already operating
Edw o yprotng Yo dooet tnv debtepn andvinorn xou Yo mdpel 2 Baduoic.
27. Have you participate in any competition with your product ?
— I haven’t participate yet

7



[Mopdoderypo 1 4.1

— I have some experience

— I have won some competitions

Adyw tng plong Tou mpoldvTog 0 YeHoTng Yo BKOOEL TNV TEMOTN andvTnon yio 1

Borduo.
28. Do you have financing?

— I haven’t
— I have some from friends and family

— I already have some investors (>5mil)
Ed o yerotng Yo dooet Ty debtepn andvnorn xou Yo mdpel 2 Baduoic.
29. What is your type of company?

— personal
— Non personal

— It’s international
Kot €86, 0 ypriotng Yo dooet tnv 6eltepn andvinorn xon Yo mdpel 2 Baduoie.
30. Have you done vision statement ?

— No I have no idea
— yes I am going to plan it

— yes I have done it

Ed® o yprotng Yo dooet Ty debtepn andvnorn xou Yo mdpel 2 Baduoic.
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31. Have you done maket analysis ?

— No I haven’t
— [ am going to do it

— Yes I analyze these three categories market size, competition, and local

business environment
Ed o yerotng Yo doaoet v teitn arndvinon xo Yo ndpet 3 Poduoie.
32. Have you done competition analysis

— No I haven't
— I am studying about it

— Yes I am identifying competitors in my industry and researching their

different marketing strategies.
Ko €86, 0 ypriotng Yo dooet v teltn ardvinon yio 3 Poduoie.
33. Have you done swot analysis?

— No I have no idea
— I am going to do it

— Yes I have done it

Ed o yperotng Yo dooet Ty debtepn andvnorn xou Yo mdpel 2 Baduoic.

34. Have you done 4p mix?

— No I don’t know what this is
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— I am planning right now

— Yes I have found the 4 p(product,place,price ,promotion)
Edw o yprotng Yo dooet v teltn andvinon xou Yo ndpet 3 Poduoic.
35. Have you done sale projection?

— No I haven’t thought it yet
— [ am going to do it

— Yes I estimate future sales based on past performance and current trends.

Aedopévng tne umdpyovcag eunelplag, o yeHotne Ya SOOEL TNV TELTN AndvTno

xou Yo wipet 3 Porduoie.

36. What is your cost projection ?

— I haven’t estimate it yet
— [ am planning right now

— Yes I have predicted the total cost of the idea
Ko €86, 0 ypriotng Yo dooet v teltn ardvinon yio 3 foduoie.
37. What are your needs in personnel?

— I haven’t estimate it yet
— I only can to predict

— Yes I know exactly
Ko €86, 0 yprotng Yo 8coet v teltn andvinon yio 3 Poduoie.
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38. Have you done risk plan?

— No I haven’t thought it yet
— [ am planning right now

— Yes I have identify the risks
O yefotne Yo dwoel v teitn andvinon v 3 Baduoic.

4.1.4 Yvprnepdopata

Oloxhnpdvovtog tnv alloAdynorn Tng meoodou Tne UAomoinone tng W o yeHoTng
€yel ouyxevtpwoet foduoroyia 47/57. ‘Onee elnope xon Topamdve, 0 EUTEROS YeNoTne

euvoeltal o aUTHY TNV xoTNYOopEloL.
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4.2 Tlapaderypo 2

Mobile Chess Learning App: H 1déa mou eéetdlouue amotehel yio e@apuoyr mou o-
Tooxomnel 6Ty PeATinon TwV oxaxioTIXGY OeCOTATLY UE OLUdPUC TIXEG OOXHOELS, [0

Ufpota xou mpoxAfioels. Méow tng egopuoyhc Teoc@épovTo:

* Awodpoctind podiuarta: Evdgpépovto podvuato pe Bivieo xan oegvdpla yior T

OLOUOHAALOL GTEATIYLXWY XL TOXTIXWY GHAXLOU.

* E&doxnon aoxfioewv: AldQopeg aoXACEIS TROXTIXNS YL TNV EVICYLCT TNG K-

ong xou T Bertiwon twv 6e€loTATwY enlAuong TEolBANUdTLY.
* Avdhuor mouy vy
* oapoxorovdnon mpoddou

* Aertovpyleg xowmvixrg dixtiwone: Emtpénouy otoug yerotec va cuvdéoval e
GANOUC AATEELC TOU OXOXLOU, VO TROXUAOVY O EVOG TOV GAAOY X0l VOl GUUUETEYOLY

O€ TOUEVOU.

4.2.1 TIloioétnTa tNg 16€ag

1. What is your estimated profit margin (profit / revenue) after 5 years of oper-

ation 7
E8¢ o yphote Yo Sdoel tny mpwtn andvinon, Up to 10%, Adyw tne neplopt-
OUEVNC oYORdS TTOU UTHEYEL Yial TNV EQupuoyY|. Ou mdpet 1 Lodud.

2. What is your average revenue(annual) per staff?

Kou €86 0 ypriotne Yo dwoet tny mpwtn amdvinon <100k, wag xou Yo amacy ohel

ehdyiotoug epyaldpevous. Oa mdpet 1 Barduod.
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. Will you be creating an intellectual property (ip)?

Ede o ypotng umopel v dwoel Ty deUtepn amdvinor, minimal, agod otny
oyopd BEV LTIEEYOLY TAUYOUOLOTUTY TTPoLOVTA. O Tdpel 2 Baduoie.

. What is your level of innovation of your product / service 7

Kot €86 o ypriotne Yo dwoet tv debtepn andvinon, Our product / service is
innovative, but at the level of the State of the Art in the domain, naipvovtog 2
Bordpoig.

. How innovative is your business model ?

O 1pb6T0¢ TOL GUGTHVETAL 1) GUYXEXPLIEVT] EQUPUOYT) OTNY oYORH OEV EVOWUATMOVEL
xdmotar xouvotouia. Emopévee o yerotne Yo dwoel v mpdTn amdvtnon, Our
business model is common in the market xo Yo népet 1 Porduo.

. What is your level of technology innovation?

Ed6 o yehotne Yo ddoet v mpwTn andvtnon, Incremental innovation: improv-
ing an existing purpose using existing methods, xodog yenowwonotel undpyouoa
teyvohoyla xou Yo mpet 1 Porduo.

. Is there a significant opportunity in the market for your product/service?
Ed8¢ 0 yphotng Yo didoet xou mdAL Ty mpdTn andvinon, none relation (target for
future opporunities), tofpvovtog 1 Baduoé.

. How vulnerable is your idea to replication or imitation?

H ouyxexpyévn déa elvon e€atpeTind eUGAWTY OE avTlYpay|, ETOPEVGLC O YPNOTNG

Yo BOEL TNV TEWTN amdvTnoT, possible to get copied, naipvovtog 1 Borduo.

. Are there any legal considerations that could arise in relation to your product/service?
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E6w dev tibeton xavéva (ATnUa Vouxrc @Uong o€ oYEon UE TO TEOLOY ETOUEVKC
o yerotng Yo dKOEL TNV TEMTN andvTnor, none, taipvovtag 1 Boduo.

10. What is your potential market for your product/service?
H aryopd otny omola otoyelel 1 epapuoyy| elvon toryxoouta. Enouéveg o yeRotng
Vo Sdhoer Ty tpitn andvinon, Global market (eg.web services), naipvovtag 3
Bordpoig.

11. In which market is your product/service targeting?
Kou o auty| Ty epwtnom o yefotng Yo dwoet v teitn andvinor International
market(eg.uber services), noipvovtog 3 Baduolc.

12. How automated is your product/service?
H eqopuoyy| elvor mAjpwe autopatonotnuévn. Enouéveg o yerjotng Yo dwoel Ty
Tpltn andvinon, Only automated (eg.google search) xou Vo ndpet 3 Paduoie.

13. How does the structure of your product relate to the automation of your pro-
cesses?( physical storage spaces)

H @Oom tne epapuoyrc elvon auTOPaTOTOMNUEVT], ETOPEVWLS 0 YEHoTNG Vo dwoEL TNV
Tpitn andvtnomn, none additional mannual labor(electronic sales eg.e-learning),

xou Yo wéipet 3 Porduoie.

14. Does your product achieve any of the following goals? (energy generation(renewables),

resource consuption, co2 immitions)

To mpotdv dev cUUPdAeL Ue xdmoloy TEOTO oT1 BLwotudTnTa, ETOUEVWS O YeNoTNG

Yo dooeL TNV TewTn andvinor, none of them, mafpvovtag 1 Poduo.

15. Does your product achieve any of the other sdgs?
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‘Opota xan €6, 0 ypRotne Vo dOCEL TNV TE®TY amdvtnor, none, naipvovrog 1
Borduo.

16. To what extent is your product/service digitized concerning sales processes?
Edw o ypriotng Yo dwoel Ty devtepn amdvnor, partially automated, agol 7
Otodactor TV TOANCENY Efval UEQIXMS auTOPaTOTOMUEVT. Oo Tidpet 2 Poduoic.

17. How digitized is your product in terms of production and logistics?

Ko €80, 0 ypotng Yo dwoel tny dedtepn amdvtnor, partially automated, naio-
vovtog 2 Baduoic.

18. How digitized is your product in terms of others?

H Swyetpnon tne emyelonong Ya yiveton Pnelond, emopévewe o ypotng Yo dooet
™V teitn andvtnon, digital management and emails, xou Vo mdipet 3 Porduoiic.

19. How digitized is your product in terms of learning?

Ko méht o ypriotne Yo Sdoer v tpitn andvinon, digital learning (eg.udemy),
agol 1 QUoT TNG WEAS TOU Tou ETUTEETEL Vo AEtToupYel oyeddv e€ohoxhripou

dneroned. Oo mdpel 3 Poduoie.

4.2.2 TIlgoorntixég BeAtiwong

Y€ 0,TL apopd TNV ToLOTNTAL TN 18€0C, 0 Yerotne taipvel Baduoroyia 35/57. Trdpyouv
xdmota tepridpta Bedtiwone mou agopoly Tng cpwThoEls 7, 15, 16. Xuyxexpiuéva:
7 Is there a significant opportunity in the market for your product/service?

H emyelpnon xou 1 10éa Yo ynopodoe va cuvdedel pe xdmolo 1pémo e TNy £vvola
NG BLOoOTNTAC 1) UE XATOL0 GARO UEYLOTO XOWWVIXO YEYOVOS Xl £TCL O YeNOTNG

Yo unopel vor 86oeL TNV 0eVTEPN amdvno, nakpvovtog 2 Baduoic.
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15 Does your product achieve any of the other sdgs?

2 dUEOT) OYEOT UE TO TOPATAV®, av Yia Topddetyuo yio xdde 10 gopeg mou 1)
epappoyT) Yo ayopaoTel divetan £val TOGO YLl TNV XATATOAEUNON TNG QPTWYELWIS, )

YeotNne umopel vo daoel Ty delTeen amdvtnon, toafpvovtog 2 Baduoic.

16 To what extent is your product/service digitized concerning sales processes?
Av o yeNotng xatagépet Vo Pn@lomoLAoEL TAHEWS TNV SLadXasia TRV TOANCEWY

Yo umopécel vo 8eoel TNV Tty ardvtnon xou vo tépet 3 Poduoig

Me tic napondve tpononothoelc o yehotne Ya tdpet Boduohoyio 38/57.

4.2.3 Ilpbobog xou mapovciacr Tng LWOEag

20. What is your mvp value? (minimum viable product)

— No I have not find it yet
— T have simulated
— Yes I have real
Ed® o yerotng Yo doaoet T debtepn amdvtnon xou Yo et 2 Poduoic.

21. What is your market traction (analysis)?

— I haven’t done anything
— Yes I have focused in groups and made questions
— Yes I make questions in several groups
Ed o yerotng Yo dcoet Ty mpotn andvtnon xo Yo ndpet 1 Porduo.
22. What is your team’s complementarity?
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— I think its low
— Maybe they have good roles
— They are very good at their roles
Edw o ypriotng Yo dooet tnv 0eltepn andvinorn xou Yo mdpet 2 Baduoie.
23. What is your team’s experience?
— Maybe low(0-10)

— They have some(11-15)

— They have years of experience(16-30)
Ed o yerotng Yo dcoet Ty mpwtn andvinor xo Yo ndpet 1 Porduo.
24. What is your market tracion?

— I haven’t
— I have some potential customers

— I have already some customers who already paying
Edw o yerotng Yo dooet T devtepn amdvinon xou Yo el 2 Soduoic.
25. Do you have internet presence?

— No I haven’t
— Yes I have a webpage

— Yes I have a webpage and social media (facebook,instagram)

Kot €86, 0 ypriotng Yo dcaoet tnv debtepn andvinorn xou Yo mdpel 2 Baduoic.
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26. What is your legal status ?

— I haven’t done anything
— Its ready

— Its already operating
Ed® o yprotng Yo dnoet Ty mpwtn andvinom xo Yo ndpet 1 Porduo.
27. Have you participate in any competition with your product ?
— I haven’t participate yet

— I have some experience

— I have won some competitions

Ed o yprotng Yo dooet Ty debtepn andvnorn xou Yo mdpel 2 Baduoic.
28. Do you have financing?

— I haven’t
— I have some from friends and family
— I already have some investors (>5mil)
Ko €86, 0 ypriotng Yo dooet tnv 6eltepn andvinorn xou Yo mdper 2 Baduoie.
29. What is your type of company?
— personal

— Non personal

— It’s international
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Eb® o yerotng Yo dcoet TNy mpwtn andvinon yio 1 oduo.
30. Have you done vision statement ?

— No I have no idea
— yes [ am going to plan it
— yes I have done it
Edw o yprotng Yo dnoet tnv 6eltepn andvinomn yio 2 Baduoie.

31. Have you done maket analysis ?

— No I haven’t
— I am going to do it

— Yes I analyze these three categories market size, competition, and local

business environment

Kou €86, 0 ypfiotng Yo 8cdoet tnyv debtepn andvinon yuo 2 Baduoic.

32. Have you done competition analysis

— No I haven’t
— [ am studying about it

— Yes [ am identifying competitors in my industry and researching their

different marketing strategies.

Ko mdht, o yerotng Yo dcdoet v debtepn amdvinon yuo 2 Boaduoic.

33. Have you done swot analysis?
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— No I have no idea
— I am going to do it
— Yes I have done it

‘Opota, €66 o yerotng Yo dooet Ty devtepn andvinorn Yo 2 Baduoic.
34. Have you done 4p mix?

— No I don’t know what this is
— [ am planning right now

— Yes I have found the 4 p(product,place,price ,promotion)
Ko €86, 0 ypfiotng Yo dcoet tnv 6evtepn amdvinon yuo 2 Baduoic.
35. Have you done sale projection?

— No I haven’t thought it yet
— I am going to do it

— Yes I estimate future sales based on past performance and current trends.
Ed® o yerotng Yo dcdoet Ty mpwtn andvinon yio 1 forduo.
36. What is your cost projection ?

— I haven’t estimate it yet
— [ am planning right now

— Yes I have predicted the total cost of the idea

Ko €86, 0 ypfiotng Yo dcoel Ty mewtn andvinon yio 1 Poduo.
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37. What are your needs in personnel?

— I haven’t estimate it yet
— T only can to predict

— Yes I know exactly

E8e o yerjotne Ya dwoel tnv dedtepn andvinon yia 2 Baduolc.
38. Have you done risk plan?

— No I haven’t thought it yet
— I am planning right now

— Yes I have identify the risks

Kot oty teheutaio cpwtnomn o yerotne Yo dwoel Ty deltepn andvinor yio 2

Borduoig.

4.2.4 Yvunepdopota

O yeriotne og autd o oxélog e allohdynone ouyxévipwoe Baduoloyia 32/57. O
Borduode autog avtixatonteilel €V Y€pel xou TNV EMLYEIRNUOTIX eunElpla Tou uToVéooue

OTL EYEL.

4.3 Xuvunepdopato

Biénoupe 611 0 epyaielo divel yeyolitepeg Barduohoylee e GEEC TOU APOPOUY GUAYL
TEOTOVTA o1 TEAYUOTXd xavoToUeg Wéeg. Ta 0o Baowd ornuela to omolo e€apTvTon
amb Ty oucto TG WEag Tou YeYoTn xou efvar BUoxoAo Vo Tporotomndoly and Yerho-
VTIXEC XV OELS TOU TIOU BEV apopoLY TNV TANen avadlouudppwon tne emyeionong etvat

o e€NG:
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Yuyrprtinog mivoxag 4.4

1. O Baduodc avtopatonoinone.

H autopatonoinon e€etdletar oe dha T otddlor Tng Sladixaoiauc mopoywyhc. A-
Popd OUWS X TO (Bl To TEotoY. Elvon dueco 611 xdmoleg emtyetpioelg dev Eyouv
1 duVATHTNTA VoL ETITUYOLY UEYLIoTO Bardud avtouatonoinone. Emmhiéov to xatd
T6C0 eivol AUTOUATOTONUEVO TO (Blo TO TEOLOY, EMNEEGCEL XL TNV DLYATOTNTA TOU

EyEL va TpooeYYloel uxpdTeRT 1) HEYAAUTERT oy opdL.

2. H extyouevn enéxtaon tng emtyelpnone oe Bddoc ypdvou.

To deltepo agopd xou To TAHoc aviedTvou Suvouxo) TOU aUTH EXTIUATOL OTL

Yo amacy orroeL.

Duowd xon Tor 000 AUTA GTOoLYElN ATOTEAOVY LoYLEA XELTARLAL YL TOUG DUVAUEL ETEV-

OUTEC.

4.4 Xuyxpltixodc nivaxog

Hopondite mopouctdloude Evay Tivaxo UE Tol BUCINd YopaxTNRIOTIXG TKVY EQYUAEILY TOU

e€eTdoaE.
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To Epyoaieio A&LoNOYN-

oNng

ITpw mpoyweRcoLUE GTo CUUTERAOUATO Vol BOCOUUE UL AORT| TIEQLYRUPT| TOU EQYUAEIOU
xou Vo TUPOUGLAGOUNE TNV EQUOUOYY| TOV TURUBELYHATWY TOU EIBUUE TUPATAVE, 0TS

aUTd TEOXOTTOUY amd TN ¥EHoT Tou Epyolelou allohdYNoNS ToU PTLEEAE.
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Hapoustaon 5.1

5.1 Ilapouvciaon

B RITRIOY

Apxiii  AgioAéynon  FAQ  Forum

AgloA6ynon &
Ymopondnon startup

Q [Mwg pTTopoUpE va Bonericoupie BPEX XTO SITE

Yyfuoe 5.1.1:

What is the estimated profit margin (profit / revenue) after § years of operation ?

O Upto10% O 10-25%

More than 25%

What is the average revenue(anual) per staff?

O <00k O 100-250k O >250k

Will you be creating an intellectual property (IP) ?

) I ~
() none () minimal () sustantial

What is the level of innovation of your product / service ?

(O No real innovation. We integrate/repackage/rebrand existing products / services
’7; Our product / service is innovative, but at the level of the State of the Art in the domain

\’,\/ Our product / service is highly innovative, clearly beyond the state of the art

How innovative is your business model ?

(O Our business model is common in the market b
L; Our business model has elements of innovation (e.g. exising but not applied in this market /
. segment)

(O Our business model is highly unique 0

Yyfua 5.1.2:
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Is there a significant opportunity in the market for your product/service?

O none relation (target for future opporunities) O little relation (eg.sustainability clima change)

O Big time market opportunity (eg.a covid solution in time of covid)

How vulnerable is your idea to replication or imitation?
O possible to get copied O Dificult to get copied

O Product unique and protected by trade secrets

Are there any legal considerations that could arise in relation to your
product/service?
O none O some (eg. product/service relative for health )

O critical (eg. product/service relative with artificial intelligence)

What is the potential market for your product/service?

O Greece only(eg.Traditional musical instruments) O Abroad only(eg.some medical methods)

O Global market (eg.web services)

In which market is your product/service targeting?
O Greece only(eg.Chios Mastic ) O Greece and some countries (eg.oil production)

Yyfuor 5.1.3:

In which market is your product/service targeting?

C Greece only(eg.Chios Mastic ) O Greece and some countries (eg.oil production)

O International market(eg.uber services)

How does the structure of your product relate to the automation of your processes?(

physical storage spaces)

O additional manual labor(electronical sales , storages eg.e-shop)
O partially additional manual labor (sometimes usage of storage eg.drop service)

O none additional manual labor(electronic sales eg.e-learning)

Does your product achieve any of the following goals? (energy
generation(renewables), resource consuption, CO2 immitions)

O none of them O reduce of C02 immitions and resource cosnsuption O all of them

Does your product achieve any of the other SDGS?
O none O partially O fully

To what extent is your product/service digitized concerning sales processes?

O mainly handheld except in some special situations O partially automated

Yyfuo 5.1.4:
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O everything manually O partially automated O everything automated (eg.amazon)

How digitized is your product in terms of others?
O none digital management and learning O partially digital management and learning

O digital management and emails

How digitized is your product in terms of learning?
O none digital learning O partially digital learning (luctures , lessons via web)

O digital learning (eg.udemy)

&
What is the level of technology innovation ?
O Incremental innovation: improving an existing purpose using existing methods.
O Medium-Innovated Innovation: new means are offered for the fulfillment of existing or new
purposes.
O Breakthrough innovation: These innovations are characterized in particular by the fact that
completely new means or a new technology will meet a hitherto unknown need with great benefit to the
customer.
How automated is your product/service? o
O none automated O partially automated (eg.queries which help the support)
7
Yyfua 5.1.5:
What is your cost projection ?
O I haven't estimate it yet O I am planning right now
O Yes ! have predicted the total cost of the idea
What is your needs in personnel?
O I haven't estimate it yet O | only can to predict O Yes | know exactly
Have you done risk plan?
O No | haven't thought it yet O I am planning right now O Yes | have identify the risks
Have you done sale projection ?
O No I haven't thought it yet O | am going to do it
O Yes | estimate future sales based on past performance and current trends.
I Quality of the Idea
What is the estimated profit margin (profit / revenue) after 5 years of operation ?
O upto10% (O 1025% (O More than 25% 0

N

Yyfuo 5.1.6:
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J| Quality of Presentation

Have you done vision statement ?

O No | have no idea O yes | am going to plan it O yes | have done it

Have you done maket analysis ?
O No | haven't O I am going to do it

O Yes | analyze these three categories market size, competition, and local business environment

Have you done competition analysis
O No I haven't O | am studying about it

O Yes | am identifying competitors in my industry and researching their different marketing
strategies.

Have you done swot analysis?

O No | have no idea O I'am going to do it O Yes | have done it
Have you done 4p mix?

O No | don't know what this is O | am planning right now

O Yes | have found the 4 p(product,place,price .oromotion)
Netflix

Yyfuor 5.1.7:

J] Stoge progress

What is your mvp value? (minimum value product)
O No | have not find it yet O | have simulated O Yes | have real

What is your market traction (analysis)?
O | haven’t done anything O Yes | have focused in groups and made questions

O Yes | make questions in several groups

What is your team complementarity ?

O Ithinkitstow O Maybe they have good roles O They are very good at their roles

What is your team experience?
O Maybe low(0-10) O They have some(11-15) O They have years of experience(16-30)

What is your market tracion?
O | haven't O | have some potential customers

O | have already some customers who already paying

Do you have internet presence?

Yyfuor 5.1.8:
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(U Ihavent (U I nave some potential customers

O I have already some customers who already paying

Do you have internet presence?

(O Nolhavent () Yes!have a webpage

(O Yes I have a webpage and social media (facebook,instagram)

What is your legal status ?

O I'haven't done anything O Itsready () Its already operating

What is your participation in competitions ?

O I'haven't participate yet () I have some experience () | have won some competitions

Do you have financing?

O thaven't O I have some from friends and family () I already have some investors (>5mil)

What is the type of the company ? Iy

. O personal O Non personal \/ Its international

Yyfuoe 5.1.9:

5.2 Ilapddeiypa 1

Treviupllouye 6TL, TO TEMTO Pog TaEABELYPa apopd entyeipnor eotiaong mou ecTidlel
oTn BiwowdtnTa Ye Eunelen WwpuTixh ouddo. To yupuxtneloTnd TV TEoidVTwY Tou
ToEdyovToL Xot TwhoLVTHL Efvon To «zero wastey», Snhadr 1 Sdixacio TNE TPy WY NS
exueToMEelETUL TAYPwS TIS Btadéotueg DAeg, ehaytoToroldviag TNy amopewr| Toug. Ta
UAXE TTOU Y ENOWOTIOLOUVTOL ETLAEYOVTOL ETOL OOTE VAL YNV EQYOVTOL AT UAXEUEY , (OTE
VoL ENLYLOTOTIOLELTOL 1) EUUEDT) ooy YT Bloeldiou Tou dvipaxo amd TNy eTanpelo xat 1)
npoudela TV avohGoey (Tdto XA) yivetow omd Ty tomxh ayopd. Oo dolue autd

TO TOEABEY A 0TO TEPL3dAhoV Tou epyaieiou auToaElOAOYNOTS.
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What is your cost projection ?

O | haven't estimate it yet O | am planning right now

@ Yes | have predicted the total cost of the idea

What is your needs in personnel?

O | haven't estimate it yet @ | only can to predict O Yes | know exactly

Have you done risk plan?
@ No | haven't thought it yet O I am planning right now O Yes | have identify the risks

Have you done sale projection ?
@ No | haven't thought it yet O I am going to do it

O Yes | estimate future sales based on past performance and current trends.

I Quality of the Idea

What is the estimated profit margin (profit / revenue) after § years of operation ?
® Upto10% (O 10-25% (O More than 25%

Yyfuo 5.2.1:

What is the average revenue(anual) per staff?
@ <100k O 100-250k O >250k

Will you be creating an intellectual property (IP) ?
@ none O minimal O sustantial

What is the level of innovation of your product / service ?

@ No real innovation. We integrate/repackage/rebrand existing products / services
O Our product / service is innovative, but at the level of the State of the Art in the domain
O Our product / service is highly innovative, clearly beyond the state of the art

. S Iy
How innovative is your business model ?

O Our business model is common in the market.

@ Our business model has elements of innovation (e.g. exising but not applied in this market /
segment)

O Our business model is highly unique

Is there a significant opportunity in the market for your product/service?

O none relation (target for future opporunities) @ little relation (eg.sustainability clima change)

Yyfuor 5.2.2:
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Are there any legal considerations that could arise in relation to your
product/service?

@ none O some (eg. product/service relative for health )

O critical (eg. product/service relative with artificial intelligence)

What is the potential market for your product/service?

@ Greece only(eg.Traditional musical instruments) O Abroad only(eg.some medical methods)

O Global market (eg.web services)

In which market is your product/service targeting?

@ Greece only(eg.Chios Mastic ) O Greece and some countries (eg.oil production)

O International market(eg.uber services)

How does the structure of your product relate to the automation of your processes?(
physical storage spaces)

O additional manual labor(electronical sales , storages eg.e-shop)
@ partially additional manual labor (sometimes usage of storage eg.drop service)

O none additional manual labor(electronic sales eg.e-learning)

Lyfuo 5.2.3:

Does your product achieve any of the other SDGS?
@ none O partially O fully

To what extent is your product/service digitized concerning sales processes?

@ mainly handheld except in some special situations O partially automated

O all digitized and automated (eg.order, pricing)

How digitized is your product in terms of production and logistics?
O everything manually O partially automated O everything automated (eg.amazon)
N

How digitized is your product in terms of others?
@ none digital management and learning O partially digital management and learning
O digital management and emails

How digitized is your product in terms of learning?
O none digital learning @ partially digital learning (luctures , lessons via web)

O digital learning (eg.udemy)

What is the level of technology innovation ?

Yyfuo 5.2.4:
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O digital learning (eg.udemy)

What is the level of technology innovation ?

@ Incremental innovation: improving an existing purpose using existing methods.

O Medium-Innovated Innovation: new means are offered for the fulfillment of existing or new
purposes. N

O Breakthrough innovation: These innovations are characterized in particular by the fact that
completely new means or a new technology will meet a hitherto unknown need with great benefit to the

customer.
How automated is your product/service?

@ none automated O partially automated (eg.queries which help the support)

O Only automated (eg.google search)

I Stage progress

What is your mvp value? (minimum value product)
O No | have not find it yet @ | have simulated O Yes | have real

What is your market traction (analysis)?

Yyfuor 5.2.5:

(O No I'have notfind ityet @ Ihave simulated () Yes | have real

What is your market traction (analysis)?

O I haven’t done anything @ Yes | have focused in groups and made questions

O Yes | make questions in several groups

What is your team complementarity ?
O I think its low @ Maybe they have good roles O They are very good at their roles

What is your team experience?
O Maybe low(0-10) O They have some(11-15) @ They have years of experience(16-30)

What is your market tracion?
O I haven't © | have some potential customers

O I have already some customers who already paying

Do you have internet presence?
O No | haven't O Yes | have a webpage

@ Yes | have a webpage and social media (facebook,instagram)

Yyfuo 5.2.6:
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Do you have internet presence?
O No | haven't O Yes | have a webpage

@ Yes | have a webpage and social media (facebook,instagram)

What is your legal status ?
@tﬁhoven’t done anything Oits ready Olits already operating

What is your participation in competitions ?

@ I haven't participate yet O I have some experience O | have won some competitions

Do you have financing?

O I'haven't @ I have some from friends and family Ol already have some investors (>5mil)

What is the type of the company ?
O personal O Non personal @ Its international

BMIT

Lyfuo 5.2.7:

Score

65%

Yyfuo 5.2.8:
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5.3 llapddeiypa 2

Treviuuilouue 6Tt To delTepo ToPddELYp TPoxXELTon Tepl evog Mobile Chess Learning
App: H 16éa mou eetdloupe amotehel i gopuoy Tou anooxonel otny BeAtinon twv
OXOUCTIXOY OEELOTHATWY YE SLUdRUCTIXES OXTOELS, Uardruota xoun TeoxAoel. Oo Bolue

ToEoXdTL TS Yivetan 1 alohdyNnor 6o Tep3dALOY Tou epyalelou auTOUIOAGYNOTC.

What is the estimated profit margin (profit / revenue) ofter S years of operation ?
O Upto10% @ 10-25% (O More than 25%

What is the average revenue(anual) per staff?

@ <100k O 100-250k O >250k

Will you be creating an intellectual property (IP) ?

(O none @ minimal () sustantial

What is the level of innovation of your product / service ?

O No real innovation. We integrate/repackage/rebrand existing products / services
@ Our product &service is innovative, but at the level of the State of the Art in the domain

\D Our product / service is highly innovative, clearly beyond the state of the art
How innovative is your business model ?

@ Our business model is common in the market.

- (O Our business model has elements of innovation (e.g. exising but not applied in this market /

segment)
O Our business model is highly unique 0

Yyfua 5.3.1:
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Is there a significant opportunity in the market for your product/service?

@ none relation (target for future opporunities) O little relation (eg.sustainability clima change)

O Big time market opportunity (eg.a covid solution in time of covid)

How vulnerable is your idea to replication or imitation?
@ possible to get copied O Dificult to get copied

O Product unique and protected by trade secrets

Are there any legal considerations that could arise in relation to your
product/service?

@ none O some (eg. product/service relative for health )

O critical (eg. product/service relative with artificial intelligence)

What is the potential market for your product/service?

O Greece only(eg.Trodﬂ}lionul musical instruments) O Abroad only(eg.some medical methods)

@ Global market (eg.web services)

In which market is your product/service targeting?

O Greece only(eg.Chios Mastic) O Greece and some countries (eg.oil production)

Lyfuor 5.3.2:

@ International market(eg.uber services)

How does the structure of your product relate to the automation of your processes?(
physical storage spaces)

O additional manual labor(electronical sales , storages eg.e-shop)
O partially additional manual labor (sometimes usage of storage eg.drop service)

@ none additional manual labor(electronic sales eg.e-learning)

Does your product achieve any of the following goals? (energy
generation(renewables), resource consuption, CO2 immitions)

@ none of them O reduce of C02 immitions and resource cosnsuption O all of them

I
Does your product achieve any of the other SDGS?
@ none O partially O fully

To what extent is your product/service digitized concerning sales processes?

O mainly handheld except in some special situations @ partially automated

O all digitized and automated (eg.order , pricing)

How digitized is your product in terms of production and logistics?

Lyfuo 5.3.3:
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To what extent is your product/service digitized concerning sales processes?

O mainly handheld except in some special situations @ partially automated

O all digitized and automated (eg.order, pricing)

How digitized is your product in terms of production and logistics?

O everything manually @ partially automated O everything automated (eg.amazon)

How digitized is your product in terms of others?

O none digital management and learning O partially digital management and learning

@ digital management and emails

How digitized is your product in terms of learning?

O none digital learning O partially digital learning (luctures, lessons via web)

@ digital learning (eg.udemy)

What is the level of technology innovation ?

O Incremental innovation: improving an existing purpose using existing methods.

@ Medium-Innovated Innovation: new means are offered for the fulfillment of existing or new

purposes.

Yyfuo 5.3.4:

How automated is your product/service?
O none automated O partially automated (eg.queries which help the support)

@ Only automated (eg.google search)
I Stage progress

What is your mvp value? (minimum value product)
O No | have not find it yet @ | have simulated O Yes | have real

What is your market traction (analysis)?
O | haven’t done anything @ Yes | have focused in groups and made questions

O Yes | make questions in several groups

What is your team complementarity ?
O | think its low O Maybe they have good roles @ They are very good at their roles

What is your team experience?
O Maybe low(0-10) @ They have some(11-15) O They have years of experience(16-30)

Yyfuo 5.3.5:
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What is your market tracion?

O I'havent @ I have some potential customers

O I have already some customers who already paying

Do you have internet presence?
O No | haven't O Yes | have a webpage

@ Yes|have a webpage and social media (facebook,instagram)

What is your legal status ?
O | haven’t done anything O Its ready @ Its already operating

What is your participation in competitions ?

O | haven't participate yet @ | have some experience O I have won some competitions

Do you have financing?

O 1havent (O I have some from friends and family @ | already have some investors (>5mil)

What is the type of the company ?
O pers@nol @ Non personal O Its international

Yyfuo 5.3.6:

Lrave Just voie swrus g o

O No | have no idea O | am going to do it @ Yes | have done it

Have you done 4p mix?
O No | don't know what this is O | am planning right now

@ Yes | have found the 4 p(product,place,price ,oromotion)
What is your cost projection ?
O I haven't estimate it yet @ | am planning right now

O Yes | have predicted the total cost of the idea

What is your needs in personnel?
O I haven't estimate it yet @ I only can to predict O Yes | know exactly

Have you done risk plan?
No I haven’t thought it yet I am planning right now Yes | have identify the risks
9! Y P! 9 rig Y

Have you done sale projection ?
O No I haven’t thought it yet O I am going to do it

@ Yes | estimate future sales based on past performance and current trends.

Yyfuo 5.3.7:
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Quality of Presentation | Quality of the Idea | Stage progress

I Quiality of Presentation

Have you done vision statement ?
O No | have no idea O yes | am going to plan it @ yes | have done it

Have you done maket analysis ?
o No | haven't @ I am going to do it

O Yes | analyze these three categories market size, competition, and local business environment
Have you done competition analysis

O No | haven't O | am studying about it

@ Yes | am identifying competitors in my industry and researching their different marketing
strategies.

Have you done swot analysis?
O No | have no idea O I am going to do it @ Yes | have done it

Yyfuo 5.3.8:

Score

Lyrfuo 5.3.9:
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Yvunepdopata xou IToo-

OTCTIXECS

6.1 IlpoonTixég YeNOoNg ATO EMYELENUATIES

To epyaheio mou mpotelvouye elvon OAOXANPWUEVO XL EYEL ULoL TAYEY) TROGEYYLOT GTNV
a&LOAOYTOT XUVOTOUGY WEDY. Bondd tov yenotn dyt wévo va altohoyfoel tnv 16€a
TOU HECK TOV EQOTACEWY ARG 1o Vo AABEL Yol EXOVAL UG TWY ATAVTHCENY VLo TOV
TEOTO TOL UToPel Vo BEATUOOEL TNV €A TOU Xt TNV €6V Tou oty ayopd. To Tplo
enineda TwV anavTAcEwy TEocdlopilouy emTAEOV GTOV YPNoTYN TOV TPOTO € ToV oTolo
TEENEL Vo xwvnUel OOTE Vo yopToYRAUPAoEL TNV ayoed Ue emttuyior xon oxohovdwe vo
XUTUPTIOEL Lol GUYXQOTNUEVT %o TAHEY ToEoLGiooy) TNG LOEUS TOu.

Meydho mheovéxtnuo Tou gpyakeiou etvor To OTL 6ev {NTd amd TO YEHOTN VA TROOo-
dloploel pnTd To €ldog g emtyeipnorc Tou. 'Etot, 8ev avahwVoudoTe O EpOTATELS TTOU
0eV €youv TpaypaTIXY| oucio BLOTL TO amoTéAEoUa NG emituylog xplveTton amd oxAnpoic
oeixteg. Ilpoxeiton yior Eva epyahelo Tou Eyel BOUAEUTEL APUEETIXY, GTOYEDOVTUSC GTNY
aVABELE) TNG TTOLOTNTOC XL TG ousiog Tou mepleyopévou tng Wéag. Arnotekel emlong

€vary 00MY06 aZloAGYTONG OTOLUCONTOTE XAUVOTOULNG, Ol L0l XULVOTOUO TROGEYYLOT| X0
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Yeauto.

Or epwytrioeig £youvy dapoppuwiet £Tol wote va e€etdlouy xat va cuunepLAaUdvouy
Oheg TIg TTUYEC TN oYy povng emtyetpnuatixdtnTog. To epyaheio euvoel Ty xawvotoplo
%ot TN PLlOCTIUCTIXT ETLYELONUATIXOTNTA AELTOURYWVTOG X0l EVIOYUTIXA W TEOS oUTH,
agol xododnyel xou Teoxahel ToV YEHOTN Vo oxopdEEL TN UEYLoTY duvath Baduoioyio.

Eve og mpodtn avdyveon ol Teelg EMAOYESG Tou BVOVToL oy BUVATES ATAVTHOELS
umopel v afveTon OTL AMOTEAOUY €V TEQLOPLOUO EVOVTL LG OAVTNOTG TUTOU EAelie-
EOU XEWEVOU, GTNV TEAYHATIXOTNTA O)L H6Vo OeV TEpLopilouy aAAd xadodnyoly xou
TEOGUVUTOACOUY.

Ye avtideon pe to Snuoult| epyoleia aloAOYNOTC TOU XUXAOPOEOLY TNV oyOpd,
euelc €youue emAélel va BKOGOUUE BAEOC GTO XOPUATL TNE TOLOTNTAS TNG LOEAS, avTioToL-
YO UE QUTO TOU €YOUNE BOOEL GTNY TEG0d0 TNg LAomoinone wall ue Ty moldTnta TNg
Tapovoiaong. 'Etot, ta Bdpn €youv otoduiotel mocotnd, péow tou TAdoug TV epn-

THoEWY. ATOTEPOC 0TOY0C Hog ebvon 1 Pnplaxr) vhomoinon Tou epyaieiou.

6.2 Ilpoontixég yerong and enEVOUTES

Khetvovtag, Yo napouctdcoupe ta Pacixd xpithplor Tou YenotuoTolel €vag eneEVOUTHg
yioo var emevoVoeL oe éva startup omwe autd mapouctdloviar ot BiBhoypagia. TMiveto
dueca avTIANTTO OTL T0 gpyaheio Tou TEOTEVOLUE UTtopel GYEDOV AUTOUGCLO VoL YEYOLLO-

momndel o and emevOuUTES yiar TNV 0pUY| xou TATEN AR amopdoEmy.

Ou emevoutée «mAnuuupeilovtary Ue TANEOPOPiEG amd ETLYENUATING OYEDLY, €X-
Veoelg, oupBolAoUG XAl GUVIVTHOELS Xt ETONEVLS BoloxovTal OE Lol XUTAC TUoY) OTIOU
€vol SoUNUEVO UoVTELD a€loAdYLoNG elvor o euxanpiol Yiar axpU3Eo tepn AN anogdoewy.

(Shepherd & Zacharakis, 2002)
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H aohdynon evoe startup and toug emevdutéc xiveitoaw ot 800 Pacinole dfoveg.
And Tn wa oL ETEVOUTEC YPNOUWOTOLOUY UTHRYOVTOL YPTUATOOLXOVOULXA HOVTEND OTO!
omofa yivetan Uit eXTIUNOT TOV UEANOVTIX®Y XL TOV TEEYOVILY OLXOVOULXGDY OGOV X0l
€toL amogaoileton 1 emévduor, 1 Un, oc pa véa emtyelpnon. Ao tnv Ak Theupd, ol
EMEVOUTEC YPNOWOTOLOUV Xou «EEm-0ovouLxdy oTotyeio yioo Ty Afdn tne amdgaoctc
toug. Ilopdyovieg dmwe 1 oudda, 1 oryopd, 1 LOVAOXOTNTA XoL 1) OTEATNYLXA Tng star-
tup AauBdvovton uTddn yior TNV 0€LOAGYNOT TNE TOLOTNTAS TNG LOENC XATA TNV EXxVOT).

Ta yapaxtnetotind Tng oryopdc oTny omola dpaotrplomoLeiton eva sturtup xow o xotd
TG0 auTY €yel Toyela avamTuln), elvor €vag Tapdyoviag Tou oL ETEVOUTEG AauPdvouy
untdy, 6nwe draPdloupe xou otoug Siegel et al. (1988), Mason & Stark (2004)

[MopdAAnhar e TaL YoEoXTNELOTIXG TNG (BLag TNG aryopdc, onuavTixol elvon xa oL dh-
Aot madxteg Tou BpaoTrplototodvTaL o€ aUTH. Lougwva ue otoug Jell et al. (2010),
YOUNAT] YVOOT] TWV AVTOY OO TGV oo Té TIC startup un eAxuo Tixég yla Toug ETEVOL-
TEC xoU UTOPEL VoL AMOTEAEGEL TOEAYOVTO VOX-BOUT YLol TOUG EMEVOUTES ETUYELONUATINDY
*EQohalwV, xaddg €var UEYEAO XEVO YVOOTE O AUTOV TOV TOPEN GLY VA Bev yiveTon
anodextd. (Jell et al., 2010), Siegel et al. (1988)

Extéc and 0 yvoon TV ovIayoVIeTOY, TO aVTLYOVIOTIXO TAEOVEXTIUN TOU X0
téyel 1 startup etvon eniong oyetind. Ou Siegel et al. (1988) avagpépouv 6Tt ytor ehxu-
oTxt| emevouTINY| euxanpla ebvar auTY ToU EYEL EAAYLOTO AVTAYWVIOUO VLol TOL ETOUEVOL
Tpla ypovio. Emmiéov, oo Mason & Stark (2004), avoagépouv 6t oL enevoutéc euvo-
00V 10€EC UE BLOOIUN oVTOUYOVIO TIXG TAEOVEXTAATA TOU Vol XEVOUV TNV ENEVOUCT] TLO
eEAXUOTIXY).

Hoapoxdte napovotdlovyue ta onueior aZloAGYNOTG VEOQUOY ETULYELONCEWY XOL LOEWY
oTo omola @aiveTon Vo o TIALoVY Ol ETEVOUTES GUUPWVAL UE TNV UTdey ouca BuSAtoypaplo.
Oa dolue 6Tt Tor onueior auTd cuunepthapfdvovtal oTto epyaieio allohbynong Tou TEo-

Telvoupe, ¢ ex ToUToL To XahoToOY TATPES. Ou PToPoLoAY OUWS VA YIVouV XdmoLeg
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UXEEC TPOTIOTIOLAGELS OTO TEOTO TOU TUPOUGIALETOL TO EQYUAEID (HOTE VAL YPTNOULOTOLE-
(ToL o oo ETEVOUTEC.

Iponyoluevn épeuva Tou SleC iy UNoay OF ETLYELENUATIES ETLYELRNUATIXOV XEQPUAALOU
Oely Vel W To Baoind XELTHELOL TTOU YENOHLOTOLOLYTUL Yol TNV UTOQACT) ENEVOUCTS OF
HLoL LOEQL ELVOIL TOL TTOROXATE. 2ITIC TIEPLOCOTEPES TEQLTTWOELS UEXEL EVaL oI TOL TTHPAX AT
XEUTARLAL VoL TANEE(TE 0TO UEYIOTO WOTE va Yivel enévduor otr sturtup.

‘Eyouue howndy 5 onueto:

1. To npotdv/unnpesio

To mp®OTO YopaxTNEOTIXG aUTOL Tou Xpitneiou elval 1 LOVAdWOTNTA TOU TEO-
tovtoc. Ou Knockaert et al. (2010) avagépovton o€ pia xotdotaoT, oty onofo
oL TENATEG BEV Eyouv evalhaxTixéc AoELC yia To mpotdy. H povadudtnto aut,
UTIOPEL VoL VAPERETAL GTNV V TIOLOTNTAL, TNV ATODOGCT), TNV EUPAVIOT), anoInTixt| €A-
&n, v epyovopia tou Tpoidvtoc.  (Mason & Stark, 2004) Emniéov, n amodoy
ond v ayopd moilel pého. Ov Knockaert et al. (2010) xou Siegel et al. (1988)
avaPEEOLY LG €YEL UEYEAT onuaoia To €&y To sturtup €yt amodellel 6Tl undpyel
VALY XY Y10 TO CUYXEXQPLIEVO TEOLOV GTNV oryopd. AuTo UTopel Vo Yivel elte péow
NG EXTIUNONG TV TWAHCERY 1 TOV VT TOLY WY TOAACEWY TOV oVTLYWOVIO TGV,

elte péow (Oewentinic) UEAETNES TN ayopdc.
2. Teyvoloyia

Ou VCs BAEmouy TiC TATEVTES WG EVOL BUVNTIXO YUEAXTNELO TIXO YOX-GOUT YId VEO-
ol TaTeC EMyELRNOELC LPNAAC Teyvoloyiag ot «Blounyavies Ue OITAGUATA EUPECL-
teyvioey. Tlepoutépw épeuva €yet dellet 6Tt ol Vs etvor mo midavé vo enevodoouy
o€ startups mou xépdloay dinhmpata eupeotteyviag (Baum & Silverman, 2004) e-
v 1) Teoc TriEUeV alor Tou BITAGUATOC EVPECLTEY VIAG EC0ETATOL AT T1) GUVAPEL

ToU PE ToV TEYVoloYixs mupfve.  (Munari & Toschi, 2015) H épeuva éyet delet
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OTL oL eMEVOUTES adlohoyoly TNV TeyVoloyio 6To TEEyov eninedo avanTunc Tng.
2uyvd, 0 delXTNg VS AELTOLEYIXO) TEWTOTUTIOU YENCIOTOIELTAL UTd ETOUEXOUS
emeviutéc (Siegel et al., 1988), xode xou ond aveZdptntoug enevdutée, Tov Te-
tvouv va tpoTiolv veoguelc entyepfioelc o e€ehrypévo atddio (Jell et al., 2010)

YLoL VoL JELOOOLY To eTmedo offeBondtnToC.

. Ayopd-otdyoc

Ov Knockaert et al. (2010) avogpépovton 0T YEOYEUPXY ayopd ThY GTny onofo
wa startup oxonelel va dpactnelonomdel. H mpoxatapxtiny doxiur €deile 6T
N yewypapla etvor onuavting xadoe emnpedlel o yeydho Badud T yvodon Tou
EMEVOLTH) oTNY ayopd. Edv n etoupela tpdxeiton vo dpactnptonotniel oe yio yoea
Yioe TNV oTola 1) OB EYEL YVOOT TN Y0P XAl TV UTOOOUMY, AUTO ATOTEAEL
UEYGAO TAEOVEXTNUA Yo TNV €TEVOUCT). AeBouévou OTL 1) AN «yewypaplay OEV
GUAAOUPBAVEL AUTH THY TOAUTAOXOTNTL, 1) TO YOEAXTNELOTIXG UETOVOUAGTNXE GTNY

XATAVONON TNG AYORdC TNG ETapelog.

Emniéov, 1o uéyedoc tnec ayopdc tatlel poho 6tny allordynorn tov startups. Edv
OEV LTIAPYOLY AZLOTIG TAL OLXOVOULXE GTOLYELN TOU VoL uTtopoly Vo TeofBAédouy Ty
éxfBaon g emévduorg, utopel va yenoyloroiniel To av To TEOIGY GUGTAVETAL (G
x4t véo Ry undpyet Hon (Knockaert et al., 2010). H avdntuln tne ayopdc Beioxe-
Tou Blmhar 61 PEAETN TEPIMTWONE Tou avary VewpelleTtat emiong amd Toug LOUQVaL UE
Toug Siegel et al. (1988) xodwe xou Mason & Stark (2004) n yelétn e ayopdc
otadpopatilel onuavTiNd POho GTIC EMEVOVCELC ot sturtups vo Sadpouatiost poAo

OTIG EMEVOVUOELS exxivNnong.

. Katoadknhdtnta Tou enevouty

‘Evag emevduthc emnpedlel evepyd tnv startup mou urootneilel. H emppor mou
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aoxel Bev elvar uévo owovouxrc QUoES apol utdpyel coPuet| TavoTnTa Vo
dpaotnelonotnlel oty xotooxevy| tne startup. (Baum & Silverman, 2004) H
UTOGTARIEN TIOL UTOREL O EMEVOUTAC Vo TapdoyEL o€ Wi Toupelor eCopTdTon amod
10 UTOBadPO TOL XAl AT TN YVHOGOT) TOU EYEL YLoL TNV ayopd, TNV TeYVoAoyio xou
™ Brounyavior oty onola Ya Aettovpyrioet 1 startup. Enione mallet pdbho xan to
uepidlo mou moipvel o emevbutic otny startup. (Mason & Stark, 2004; Siegel et
al., 1988)

. O emyeenuatiog xou 1 oudda

Apxetol gpeuvnTéc avapépouy OTL 1) ETLYELENUATIXY OUAON OVAXEL OTIC TO OTjUo-
vuxée mtuyée oflohdynon woe  startup and évav emyetpnuotio.  (Franke et
al., 2008; Kakati, 2003; Miloud et al., 2012) Eivou onuoavtixd 1 ouddo vo eivar
CUUTANROUOTIXA XU OAT) 1) amopodTnTY) TEYVOYVOGIo EXTPOCKTETOL O Lol AEL-
TOUPYWH X0 tooppoTNUéV oudda dryeipione (Knockaert et al., 2010; Siegel et
al., 1988) H épeuva éyet Beiel 6TL ot ETEPOXANTY, Xou GpOl CUUTANEWHOTIXT O-
uddo efvon 1) TEOTWOUEVT] ETLAOYT| TWV ETEVOUTOY, EVE OL ENEVOLUTES TTpooTadoly
VoL ATTOPUYOLY OUEBES TTOU ATOTEAOUVTOL UOVO OO OWXOVOUOROYOUS 1 TEY VX0,

(Franke et al., 2008)

Hapdhhnha, mailel poho 1 emyElENUATIXT EUTELRIN TWV UEMOVWUPEVGLY UEAGDY. Ot
EMYELENUATIES TRETEL VoL YVWeilouv TNV aryopd xadme xaL To Teotdy Tou VEAoUY
VoL TOLARGOUY xat TEEmeL vau ebvor éunetpol ato épyo mou mpoteivouv. (Kakati,
2003; Knockaert et al., 2010; Siegel et al., 1988) Ev&) n ehunfc yvoon g
oyopdc unopel va anotehéoet xpitriplo vox-dout (Franke et al., 2008), n eunet-
oloe Tng ouddag Vewpeiton TOAITIIOC BEXTNG (Knockaert et al., 2010; Mason &
Stark, 2004) Tautéypova, mpoouetpdtar YeTixd 1 ouddo vo efvor looppomnUéV Xou

ONOXANPWUEYT.

114



Ipoontixég ypnone and emevoutég 6.2

[ vor tethyel 1 emévouot), eivon oNUOVTIXT ULt XAAY| ETOPT) UE TOV ETLYERNUATIOL
2 YEVIXEC YPUUUES, EiVal TASOVEXTNHUA EQV OL TROCWTUXOTNTES TOU ETMLYELRNUI-
Tlot xou Tou emevouTy| ebvan cuUBaTES Yol TNV ATAOTOINCT TG CUVERYATIXAC TOUG

epyooioc. (Knockaert et al., 2010; Siegel et al., 1988)

6. Owovouxd ctouyela

‘Oc0ov apopd TI OLXOVOUIXES EXTIUNCELS TOU XAVEL £VOC ETEVOUTHS, TO OTUED avo-
popdc amoTeAEl TN OTIYUY| TOU To startup €yel T TpwTo Tou €600, Toautdypova,
HEYSAO EVOLPEPOV TOROUGLACETOL X0 YLOL TNV OVUUEVOUEVY) OATOBOCT] TNG EMEVOU-
ong . To mpocdoxwuevo ypovixd didotnua towdhher otn Bihoypagla. Ou Siegel
et al. (1988) opilouv éva Yetind oeviplo we <yl anbddoon (on UE TOUAIY IO TOV

10 gopeg Ny emévduot evidg 5 - 10 etovy .

[veton dueca avTIANTTO OTOV AVAYVOOTH OTL GYEDOY OAOL OL TUPUTAVG DEIXTEG TTOU
TeoxUTTOLY amd €vo Yeydho elpog BubAoypaploc €youv cuuneplkngiel ctov TEdTO
mou €yl xataoxevaotel To gpyakeio. O Belxtng mou dev mepLhopfdveTar apopd TV
TPOCKWTOTONUEVY OYECT) TOU ETEVOUTY| UE TNV startup, onAady| o cpuiuodg 4.

Me pwer| mpocirixn autol Tou ctotyelou hoindy, To epyurelo elvar TAHPWS xUTAA-
Anho va yenotgomoinlel xar omd eREVOUTES Yo TNV 0WOTH Xt TAHEY alloAOYNoTN TV

EMEVOLUTIXWY TOUG XIVACEWV.
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