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Introduction 

The present Needs Analysis on Entrepreneurship for STEM PhD students and graduates in Italy belongs 
to a series of national reports produced within the partnership of the ‘SCIENT’ project A European 
University-Business Alliance aiming to foster young SCIEntists’ ENTrepreneurial spirit www.euscient.eu 
(in Cyprus, Germany, Spain, Portugal, Lithuania, Malta, the United Kingdom and Italy), co-funded by the 
Erasmus+ programme. SCIENT is a Knowledge Alliances aiming at identifying best practices, strengths, 
weaknesses and success stories on entrepreneurship and accelerator programmes throughout Europe, 
as well as understanding the perceived enablers and barriers of STEM PhD students/graduates in using 
their scientific knowledge, in developing their entrepreneurial skills and finally start their own business. 

After a brief insight into figures on national and regional investments in education for Research and 
Development, into political issues and developments around the startup ecosystem that is seeking more 
and more to turn into an engine that fosters the entrepreneurship knowledge triangle1 and supports 
employability of qualified human capital able to translate Research & Development (R&D) results into 
commercial opportunities - the report will then introduce the points of view of the three addressed 
SCIENT stakeholders that greatly supported the SCIENT research phase providing us a deeper 
understanding of the real life circumstances that entrepreneurial service providers face in promoting 
high knowledge content business creation in Italy, Europe and worldwide. 

By conducting face-to-face interviews or responding to target tailored e-surveys2 we will learn about  
currently running entrepreneurial courses for STEM PhD students, from north to south (Trieste, Trento, 
Milan, Padua, Pisa, Bologna, Rome, Catania and Palermo), as well as from Germany and the U.S.A. to 
develop a deeper and not only European-wide understanding on contextual issues connected to 
entrepreneurial development and available training offers in terms of content and related to teaching 
and learning approaches.  
 
The target groups the SCIENT project refers to: 

i. COMPANY BUILDERS [Incubators, Entrepreneurship Centres/Business school, Accelerators, 
Science and Technological hubs] 

ii. HIGHER EDUCATION [Careers’ Services, Graduates Department, Doctoral Departments at HEIs] 
iii. VENTURE CAPITALISTS and BUSINESS ANGELS 

 
The gained understanding and knowledge will be exploited to formulate the SCIENT innovative (pre-
accelerator) entrepreneurship training package for STEM PhD students/graduates, available both as a 
complete training course (2016) and as an e-learning programme (2017). 
 
Hereby we would like to thank and acknowledge all parties contributing to the SCIENT research phase. 
 
 
 

                                                            
1 (i) Higher Education (ii) Research and Technology (iii) Business 
2 SCIENT Doctoral centre | Career services, e-survey link: Centri di formazione Specialistica Post-Lauream | Servizi all’occupazione  
  SCIENT Company Builders, e-survey link: Creatori d’impresa 
  SCIENT e-survey link: Venture Capitals | Business Angels   

http://www.euscient.eu/
http://goo.gl/forms/mkc52IXr95
http://goo.gl/forms/CFgDoIoTpD
http://goo.gl/forms/H2BC0dYwLb
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Please note, the case studies and findings included in this report are result of shared efforts of the two 
Italian partners of the SCIENT project:  
 

ASTER is the consortium among the Emilia-Romagna Regional 
Government, Universities, National Research Centres located in 
the region (the National Research Council - CNR) and the Italian 

National Agency for New Technologies, Energy and Sustainable Economic Development - ENEA), the 
Regional Union of Chambers of Commerce, operating in collaboration with the regional Business 
Association and Innovation Centres. www.aster.it  
 

CESIE is a European centre of studies and initiatives, and  is 
dedicated to the promotion of research and development to 

increase future-oriented innovation in educational, social, 
economic and cultural spheres. CESIE is accredited by the Region of Sicily for macro-typology Higher 
Education and lifelong learning (LLL) for “development, introduction and implementation of reforms in 
education and training to increase integration and develop employability”, eligible as accreditation, 
certification and/or qualification body.  www.cesie.org  
 
 
For further information on the content and/or format of the Report, please refer to: 
@Aster: Maria Grazia D’Angelo, mariagrazia.dangelo@aster.it | Sveva Ruggiero, sveva.ruggiero@aster.it  
@CESIE: Luisa Ardizzone, luisa.ardizzone@cesie.org  
 
Report written by Luisa Ardizzone, on behalf of CESIE. 
 
Copyright  
 

The SCIENT Partnership offers this material free of charge, and with no copyright restriction, in the hope 
that it will prove useful to HEIs. We ask only that users please reference our work when the materials 
are used, and please send us an acknowledgement, and ideally examples of the new uses, to 
admin@euscient.eu and to the author of the present report luisa.ardizzone@cesie.org. Thank you 
 
 
 
This Report is part of WP3, Deliverable n.16 Evaluation report with survey’s findings per country. 
 

 
The European Commission support for the production of this publication does not constitute an 
endorsement of the contents which reflects the views only of the authors, and the Commission cannot be 
held responsible for any use which may be made of the information contained therein. 
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Nationally specific context information, ITALY 
Literature review 

This chapter is dedicated to a brief insight into the Italian entrepreneurial context. Considering that one 
of the SCIENT project objectives is to transfer best practices and successful examples from North EU 
countries that have long-term experience in entrepreneurship and accelerator programmes to South EU 
countries, we will also be referring to the regional frameworks3 of the two Italian project partners: Aster 
from Emilia-Romagna (North) and CESIE from Sicily (South).  
 

Investments in education: Research and Development 
At centralized national level, the resources available and the actual spending for Research and 
Development of the overall GDP is below the European average and less than of the main industrialised 
countries (figure 1).  

Figure 1: Expenditure in R&D as percentage of GDP 

 
Japan Germany USA OCSE France EU15 EU28 UK Spain Italy 

 
Source: OCSE – Main Science and Technology Indicators, 2013 

According to the data of the report published in 2014 by ANVUR National Agency for the Evaluation of 
Universities and Research Institutes regarding the state-of-the-art of the Italian university system4, it is 
evident that Higher Education Institutions and PhDs have profoundly been affected by the deleterious 
cuts implemented since 2008, when there has been a reduction in spending on education and for public 
education defined as savings of €8 billion in three years (from 2009 to 2012). At the moment, education 
accounts for 6.8 per cent of the public budget and 4.64 per cent of total GDP. 
For doctoral studies, in particular, in 2014 the reduction of positions banned throughout Italy was very 
high (-9%), with a negative peak (-38%) in the southern regions. A similar reduction also occurred in the 
number of banned PhD scholarships that each year decreased of 16% between 2008 and 2014, and with 
an uneven geographical distribution that disadvantages once again the territories of southern Italy.5  

                                                            
3 Rapporto SVIMEZ sull’economia del Mezzogiorno 2015, SVIMEZ, Associazione per lo sviluppo dell'industria nel Mezzogiorno:  

“A country divided and unequal, where the South slides further down: in 2014 for the seventh consecutive year, the GDP of the South is 
still negative (-1.3%); the gap in GDP per capita has returned to the levels of 15 years ago; during the crisis years 2008-2014 investment 
in industry excluding construction fell of 59%”. 

4 ANVUR, Report on the state of Higher Education and Research, 2013 
5 OECD (2014), Education at a Glance 2014: OECD Indicators, OECD Publishing.  

http://www.svimez.info/images/RAPPORTO/materiali2015/2015_07_30_anticipazioni.pdf
http://www.anvur.org/attachments/article/644/Rapporto%20ANVUR%202013_UNIVERSITA%20e%20RICERCA_integrale.pdf
http://dx.doi.org/10.1787/eag-2014-en
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As below in Figure 2, there are significant regional differences, with some Italian regions aligned to the 
EU average and others, mainly in the South, far below. 

Figure 2: Expenditure in R&D as percentage of regional GDP 

Source: Istat – R&D detection and statistics 2013 

Although the employment rate is high in all areas and sectors (in particular among doctorate holders in 
mathematics and computer sciences, industrial and information engineering: above 95% for the 
doctorate holders), the number of individuals starting PhD studies is dramatically low: 0,6 PhD students 
per 1.000 inhabitants. Figures 1 and 2 on the investments in R&D regrettably mirror into the below Fig.3, 
ranking Italy at the bottom among OECD countries for number of PhD students/1000 inhabitants. 

Figure 3. Number of PhD/1.000 inhabitants. Source: Eurostat, ADI’s third survey of doctoral and post-doc 2013 
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PHDs and (innovative) START-UPs 

The concept of "innovative start-up" was introduced in Italy only with the Decree "CRESCITA 2.0" (n. 179 
of 2012)6 aiming at promoting employability of qualified human capital in parallel with the spread of 
new entrepreneurship and technological development. Indeed, startups are one of the most significant 
job opportunities for PhD and graduate students who are nearing industrial research career and not to 
the academic, but it is still a limited phenomenon considering the high business mortality.7 
The Government reacts by putting in place Law 221 passed in December 2012, drawing from the 
Restart, Italia! Report, the Italian Startup Act (executive summary), that allows Italy’s innovative startups 
to profit by a vast array of benefits for five years, including:8 

• Exemption from fees normally due to the Chamber of Commerce; 
• Possibility to remunerate workers and consultants through stock options and work for equity 

schemes which are tax deductible; 
• Possibility to raise capital in exchange for shares through equity crowdfunding portals; 
• Robust tax incentives by up to 27% on seed and early-stage investment amounting up to 1.8 

million Euros (if you are interested in such incentives, please read circular 16/E by the Italian 
Revenue Agency); 

• Streamlined, free-of-charge access to public guarantees by 80% on bank loans amounting up to 
2.5 million Euros. 

Of no less importance is the fact that angel investors and VCs can profit by tax incentives ranging from 
19 to 27% for investments in such companies, a measure that ranks us among the friendliest places 
where to invest in new innovative businesses.9 
In August 2015, the number of innovative startups entering the special section of ‘Register of 
Companies’ actually increased [List of Italian innovative startups], reaching 4569  units by 14/09/2015. 
Startups represent 0.25% of the nearly half million Italian companies (see figure 4, next page).  
 
National measures for enterprises and start-ups 

To overcome the economic stagnation, thus the substantial investment limitations for Research and 
Development, the Interministerial Committee for Economic Programming (CIPE) has launched, besides 
the above mentioned Law 221, different programmes initiatives and cooperation strategies: 
 “PhD ITalents”, a new placement project promoted by the Ministry of Education, University and 

Research (MIUR) with the aim of bringing Doctors into the companies, to attract new 
generations of highly qualified people to the business world and boost relationships between 
companies and universities within strategic sectors identified by the National Plan for Research: 
Energy, Agribusiness, Cultural Heritage, Sustainable Mobility, Health and Science of Life. 10 
The initiative will allow 136 highly skilled young people to approach highly innovative and 
research-oriented companies, for a period of two years, at least. Out of a total budget of 16.236 
million euro, 11 million were allocated by MIUR through the Special Integrative Fund for 
Research, the rest was given by privates. 

                                                            
6 ‘Growth 2.0’, full text at http://www.governo.it/Presidente/Comunicati/dettaglio.asp?d=69362  
7 Istat: Italian business demography, 2013: Birth rate 7.1% | Death rate 8.5% > businesses survival after one year 76.1% 
8 MiSE: Ministry of economic development: New Italian Legislation on Startups 
9 Italia Startup: The Italian Startup Ecosystem: Who’s Who. Second edition - 2014 
10 Source: (MIUR) Ministry of Education, Universities and Research. Publication date: 08/06/2014. 

http://www.mise.gov.it/images/stories/documenti/startup_eng_rev.pdf
http://www.mise.gov.it/images/stories/documenti/Executive_Summary_of%20Italy_Startup_Act%2026_05_2015.pdf
http://www.agenziaentrate.gov.it/wps/file/Nsilib/Nsi/Documentazione/Start+up+innovative/Circolare+ENG_startup/Circolare+Start-up_ENG+06.11.2014.pdf
http://startup.registroimprese.it/report/startup.pdf
http://www.phd-italents.it/
http://www.governo.it/Presidente/Comunicati/dettaglio.asp?d=69362
http://www.istat.it/en/archive/164491
http://www.mise.gov.it/index.php/en/2014-06-27-15-07-23/2025221-new-italian-legislation-on-start-ups
http://www.italiastartup.it/wp-content/themes/italiastartup/files/ItaliaStartup_Report_WhoIsWho.pdf
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 The Italian Government policy launched also the Italia Startup Visa program (2014), thanks to 
which extra-EU citizens intending to establish a high-tech company in Italy can obtain an 
entrepreneurship visa within 30 days, following an online and streamlined procedure. 

 A new experimental initiative, called Startup Europe Partnership, aimed at strengthening the 
ties between traditional industries and high-tech startups has been launched by the European 
Commission in January 2014 at the World Economic Forum in Davos, SEP is the first pan-
European platform dedicated to transforming European startups into scaleups by linking them 
with global corporations. 

All the above measures contributed to positive developments within the startup ecosystem helping to 
generate a virtuous cycle within it. In particular, over the last year there has been a growing number of 
innovative startups (up 120%), funded startups (up 74%), “institutional” investors (up 16%), startup 
competitions (up 58%), online resources and communities (up 35%).  
 
Figure 4. Comparison of the weight of active businesses and innovative startups in the Italian regions (percentages of Italy)11 

 

                                                            
11 Directorate General for Industrial Policy, Competitiveness and SMEs: Small Business Act, Initiatives in support of micro, small and medium-
sized enterprises adopted in Italy in 2014 and in the first half of 2015, Report 2015 (pag. 48) 

% Innovative Start-ups % Active enterprises 

http://italiastartupvisa.mise.gov.it/
http://startupeuropepartnership.eu/
http://www.sviluppoeconomico.gov.it/images/stories/documenti/RAPPORTO_SBA_DEFINITIVO.pdf
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Source:  
Italia Startup: The Italian Startup Ecosystem: Who’s Who.  
Second edition – 2014 (pag. 10) 

http://www.italiastartup.it/wp-content/themes/italiastartup/files/ItaliaStartup_Report_WhoIsWho.pdf
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Source:  
Italia Startup: The Italian Startup Ecosystem: Who’s Who.  

Second edition – 2014 (pag. 11) 

http://www.italiastartup.it/wp-content/themes/italiastartup/files/ItaliaStartup_Report_WhoIsWho.pdf
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Local Visits: strengths and weaknesses, best practices, existing gaps 

The analysis conducted among actors and stakeholders of the Italian entrepreneurial context and 
culture involved representatives of the three main project research target groups: 
 

i. HIGHER EDUCATION  
[Careers’ Services | Graduates Department | Doctoral Departments at HEIs] 
 

PhD+ www.unipi.it/phdplus  Pisa 
Consorzio ARCA www.consorzioarca.it/index.php/en/ Palermo 
ProImpresa www.promimpresa.it Palermo 

  
ii. COMPANY BUILDERS  

[Incubators | Entrepreneurship Centres | Accelerators | Science and Technological hubs | business schools] 
 

Avanzi  www.avanzi.org  Milano 
SeedLab | M31 www.m31.com  Padova 
Impact Hub  www.trieste.impacthub.net Trieste 
Techno Seed | Friuli Innovazione www.technoseed.it Udine 
Luiss Enlab www.luissenlabs.com 

Roma 
LATI - Lowering Age to Innovation www.lati.pro  Palermo 

 
iii. VENTURE CAPITALISTS and BUSINESS ANGELS 

 

IMI Fondi Chiusi SGR. S.p.A (Atlante Ventures) www.imifondichiusisgr.com/fondi-chiusi-it Bologna 
Zernike Meta Ventures Spa www.zernikemetaventures.com Catania 

  

About the Organisations 

Most questioned institutions are of private legal entity (except of the Higher Education service 
providers) and all are engaged in cooperation with external HEIs, benefitting from academics as 
lecturers, mentors or becoming partners in incubation programmes, as well as in defining innovation 
policies for local entrepreneurial development and regeneration. 
 
Programme Delivery 

Company builders do deliver mainly face-to-face, while the Higher Education Institution opt also for 
blended learning models (ProImpresa), taught in Italian and English language. 

The duration and frequency of training delivery12 varies a lot: from a minimum of 4 weeks at the 
Company Builder Avanzi (8-hour lectures and workshops a day, normally 5 days a week, and sometimes 
with a working week-end) up to 5 months at, Luiss Enlabs (Daily work 5 days a week). Interesting is the 
programme delivered by LATI, where there is not a predetermined number of hours but it’s up to the 
shown interest. Their work continues until there is a desire to cooperate and go ahead with the project. 

                                                            
12 Average duration of offered course by company builders is 14,5 weeks. 

http://www.unipi.it/phdplus
http://www.consorzioarca.it/index.php/en/
http://www.promimpresa.it/
http://www.avanzi.org/
http://www.m31.com/
http://www.trieste.impacthub.net/
http://www.luissenlabs.com/
http://www.lati.pro/
http://www.imifondichiusisgr.com/fondi-chiusi-it/home.htm
http://www.zernikemetaventures.com/
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While the Higher Education service centres invest less time in training than the previously mentioned  
company builders: 40 hours at ProImpresa (8 hours per day) and 30 hours at Consorzio ARCA (once a 
week for 4 hours), and 6 weeks at PhD+ Pisa (12 session of 1/2 day each). 

Except for the HE centres themselves – none of the company builders has their programme accredited – 
no possibility of ETCS issuing at end of the course.  

Regarding mentoring and coaching support, it is available at all incubators and accelerators to offer 
researchers to make a joint pre-feasibility analysis of the business ideas that may have emerged during 
the course, as in Consorzio ARCA. While participants like at PhD+ Pisa, may be assigned to entrepreneurs 
and/or business managers with a background in a particular industrial sector who will offer their 
expertise and guidance, share their knowledge network and help create synergies for start-ups. 

Programme Demand 

The demand section highlights the still limited interest by STEM PhD students and graduates for 
entrepreneurial programmes. None of the interviewed states to focus only on STEM students and/or 
graduates – that are perceived to be “focused and a bit narrow minded on product and technology. Poor 
or zero marketing skills”, and to have: 

“A high level of tech competences, but low in entrepreneurial mindset’. Therefore, it is suggested to 
address the need of a specific language to make STEM people approaching the entrepreneurial attitude. 
Often the turning of research into business and thus is seen as a contamination or an activity not as 
important as the one related to the Academia. The course language needs to dramatically change the 
culture of the research, giving emphasis to the (economic) valorization of its results”  

Most programmes do not require any preparation work before commencing the actual programme; 
though at Avanzi it depends on the programme itself. Normally during the selection of projects or 
before starting the programme they use to do a short pre-incubation (2-3 days) to evaluate their 
competences and capacities and give them some tasks before commencing the actual programme 
delivery.  

Success stories 

Perceived success factors of the delivered programmes include: experience based programme content, 
the interactive approach of blended learning method, the contributions of international key-speakers 
and the ongoing updating of teaching methods and training content.  
 
Factors and skills considered to be making an entrepreneur of success, are: 
*For Company Builders: 

⋅ The capacity to hire people,  to make mistakes, to pivot, persistence, adaptation to changes; 
⋅ The method, the set intermediate goals, and the close connection with the “real world”. The 

programme is 80% based on execution, and start-ups are asked to gain some metrics before 
the end of the programme. 
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*For Business Angels and Venture Capitals:  
⋅ It depends a lot on the sector. In the case of scientific high tech (eg. Biomedical, electronics) 

it is important to own strong scientific competences, besides the ability to integrate into the 
team figures endowed with these competences; 

⋅ More generally, it is essential to be able to manage complexity (financial, human) of a high 
tech project and last but not least, good networking capabilities. 

*For HE service providers: 
⋅ Flexibility, international openness, strategic vision, the ability to read the market and to 

meet its needs; 
⋅ Openness to revolutionize/change-adapt the initial idea;  
⋅ To have a good ability for long-term vision.  

 
Gaps and main barrier to entrepreneurship 

 Scientific orientation: reluctance to deal with market imperfections and its dynamics (often 
products that are less perfect but match more the needs of the end customer, are successful);  

 There is still the need to invest in training, not only on mere technical aspects but also 
managerial skills acquisition, (so called “soft skills”); 

 Fear, shortage of funding, shortage of evaluation skills on professional funders; 
 Researchers to fall in love with their academic outcomes, with their very first idea to translate 

into a product, that happens very often not to be a requested product by the market and are 
thus in need of a strong pivoting action in order to become ready to be sold; 

 PhDs don’t like to delegate, they tend to stay in their inner circle. They lack complementary 
competences; 

 Lack of entrepreneurial training inputs throughout the education and academic pathway; 
 The economic difficulties; 
 Bureaucratic issues; 
 Entrepreneurial vision: too much attention is paid to the logic of the research itself, rather than 

the gradual approach to the market with the Most Valuable Players (MVP) and subsequent 
improvements based on the market feedback and not only on the intuition/insight of the 
research team itself. 

 Lack of cross fertilisation experiences: very often PHDs with a business idea constitute a team 
with colleagues or people with similar profiles, totally missing the needs of having complement 
and heterogeneous profiles. 

  “Get out of the building”: PHds are not familiar with market analysis and customers search, nor 
their products received feedback from potential users     

 

Today a main lack of the accelerator programmes in place for STEM appears to be the inclusion people 
belonging all to the same world (academia) and have a very strong attitude to deal with all their 
beneficiaries in the same ways, using standardized tools. Programmes like Impact Hub, on the contrary, 
aim at creating heterogeneous communities to help STEM people to compose their team looking for 
complementary skills and finally set up an heterogeneous working team. 
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EU/International visits: strengths and weaknesses, best practices, existing gaps 

The two visited international Company Builders13, TVLC in the U.S.A. and hub:raum in Germany, provide 
a very interesting insight into different approaches in running their entrepreneurship programmes in the 
two continents.  
 

In the United States it’s about a full-immersion course of 20 days structured from 8 to 10-hour lectures, 
workshops or group work every day, normally 5 days a week, and sometimes with a working week-end.  
While the European/German approach shows a more free, flexible and longer implementation format 
being based a lot on self-responsibility. Teams have a clear deal with mentors and a still tight timeline 
line to follow (the incubator programme lasts from 9 to 12 months. The acceleration programme is of 2 
months duration. The academic course in Vienna was of 6 months).   
In both cases the business ideas are discussed within teams of 2 to 4 people. Usually, a single researcher 
with a suitable idea is requested to set up a group with different competencies. 
 

Selection processes are in place in both cases.  
 In the US they use to do online interviews first with the most interesting profiles (normally only 

10% pass the selection).  
 In Germany the selection process goes face-to-face and mainly during selection weeks twice a 

year.  
 

Preparatory pre-course work is requested in the US but not in Europe, such as dossier as case studies, 
presentations of lessons, entrepreneurs’ profiles etc. 
In both cases the content delivery (average of 15 participants/start-ups) is provided by a mixed pool of 
trainers: academics. entrepreneurs, mentors and experts. To underline is that in Germany is course is 
based on mentorship. 
 

Regarding attendance costs:  
TVLC has fixed fee14 for individuals "§ Regular $5,900 USD (about 5.000 €) and Reduced for Team $5,400 
USD (about 4.580 €): fee is intended for each team member. While at the German hub:raum offers the 
programs and take between 10 and 15% equity in exchange.  
 

What makes their programmes special and unique? 
 TVLC: The unique mix of theory, group work for practical skills, social events and networking, 

top professors and mentors and quite strict selection process. Copyright and several legal 
agreements protect the uniqueness of the program.  

 Hub:raum: The incredible network of partners and mentors, and the tight link with D-Tel 
business units and the easy access to customers. D-Telekom works like a commercial partner 
somehow 

 

Interesting are also the answers regarding the perception of what are their main barriers to 
entrepreneurship:   
 TVLC speaks about Internal, personal factors for: Lack of entrepreneurial mindset, lack of role 

models in the entrepreneurial world – the biggest mistake seems being the Thinking small. 

                                                            
13 International site-visits carried out by Aster. 
14 Fee includes tuition, course materials, transportation, program events, the welcome lunch, and select meals. It does not include 
accommodation, flight, health insurance, transportation from/to the airport to Menlo Park and to individually suggested networking events and 
meetings (during the third week). 



 

15 
 

 While for the Germans, living the European academic and business context, it’s about funding 
and fear – the main mistakes to be they mistrust in people, as youngsters usually do. Therefore 
they focus on trying to create a feeling, a close relationship between mentor and teams. 

Suggestions on modules to be included in the SCIENT package 

What special training needs do you believe STEM PhD participants have that we need to pay particular 
attention to when designing our own educational SCIENT programme?  

Suggestions on content and format from the INTERNATIONAL visits: 
 Business model, market strategy, financial, exit strategy, scale up. Pitching skills are extremely 

important, so are metrics. 
 The customer side perspective is something PhD students usually lack, should be included! 
 One voice says it is recommended that a good program must be mentorship-based, at least a 

tutor every 4-5 people (or3/4 teams) – while the other says that too many programmes focus 
mainly on mentoring without a balance between academic and real life- experience, moreover 
they don’t give networking the right importance. 

 
Suggestions on content and format from the ITALIAN visits: 

Priorities:  
 It is important to concentrate a program like this, which can obviously not take into 

consideration a deep understanding of all financial, administrative and managerial aspects that 
are requested to start a business, on a lean approach able to make students closers to the 
entrepreneurial spirit. 

 Importance of highlighting the potential of Networks, that are fundamental for the success and 
sustainability of the projects. 

 Objectives oriented approach, planning of project phases, budget creation, knowledge 
understanding of funding bodies and sources.  

 To learn how the research results can access the market, how to activate and maintain relations 
with the business sector and how to do fund-raising. Finally not to neglect the soft skills. 

Skills or special knowledge to emphasize when creating our educational programme specifically for 
STEM PhD students/graduates: 
 

 Personal soft skills, for instance mainly self-branding capacities, since very often researchers are 
not used to talk in public and cannot fully express their potential nor their capacities. 

 Market, gaining a customer perspective is the best way to put them in the mood. 
 Lean start-up; deepening knowledge and contacts of customers and markets. 
 Economic and financial planning. 
 Design Thinking for start-up. 
 Investment readiness. 
 How to prepare a pitch. 
 Team building. 
 Customer understanding. 
 Patent, market, value proposition and, not least, develop the confidence in making mistakes.  
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 Understanding the mechanisms of investment of a venture capital fund, thus understanding the 
difference between venture capital and grants. 

What should we absolutely keep in mind for the SCIENT programme? 
 

 Include sounding mentorship. Let real entrepreneurs to get in touch with participants, let them 
face the truth of being an entrepreneur.  

 Insist on fostering the match between STEM students and (for example) Marketing students or 
student from other sectors. 

 It could be useful to allow students to design business projects, initially proposed as a 
"workshop" and then eventually, if then they have the sense for economy, to be presented to 
outside investors 

 Try to organise meetings with young and successful entrepreneurs to share their stories, their 
passion and how they really addressed the various problems that appear from time to time. 

Training approaches and techniques to apply 
 

 Intensive workshops on skills (eg. Networking skills, financial management, communication 
planning) 

 "Gym" approach with intensive workshops, training on business plan, preparation of projects in 
the field and then, as mentioned, this can lead to real projects from start-up to investors. 
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Conclusions 

The objective of the Needs Analysis around entrepreneurship programme offers and entrepreneurial 
mindset in Italy has been achieved as we could identify best practices, strengths, weaknesses and 
success stories on entrepreneurship and accelerator programmes, and deepen our understanding on 
enablers and barriers faced by STEM PhD students/graduates in using their scientific knowledge, in 
developing their entrepreneurial skills and finally start their own business. 
The opening chapter provided an insight into facts and figures on national and regional investments in 
education for Research and Development by mirroring the serious suffering of HEIs since the substantial 
investment cuts in education starting from 2008, so as PHDs saw reduction of available positions and 
scholarships in an uneven distribution at geographical level. 
As a result, in Italy, there is only 0,6 PhD students per 1.000 inhabitants, far below the European average 
percentage  of 1,2. If we would consider the population density of the three EU countries with the 
highest number of PhD students per 1.000 inhabitants (figure 3) the Italian rate is even more worrisome: 

I. Finland: total population 5,475,000/PhD 3,8: 1.000 inhabitants 
II. Austria: total population 8,623,073 / PhD 3,2:1.000 inhabitants 

III. Check Republic: total population 10,535,000/ PhD 2,6: 1.000 inhabitants 
IV. Italy: total population 60,963,000/ PhD 0,6: 1.000 inhabitants 

 
We aimed also at offering a roundup of national politics and regulations in place that promote business 
start-up creation, that today already show positive developments after only few years after being in 
place: the number of innovative startups entering the special section of ‘Register of Companies’ that is 
increasing [List of Italian innovative startups], counting 701 businesses categorized under M72 
SCIENTIFIC RESEARCH AND DEVELOPMENT (15,3%) out of the total 4569 registered innovative startups 
(N.B. the Italian Startup Act, Law 221 allowed also some of the SCIENT interviewed organisations to set 
up their own business and support the establishment of new ones). 
Therefore, among the several suggestions on content and methodology that have been listed by the 11 
national and 2international interviewed organisations (see pag. 13 and 15) – an additional learning 
outcome could be: 
 
PhD should be able to understand national and European legal frameworks and policies in support of 
business creation to recognize and select the most profitable funding and/or investment opportunities. 
 
In other words, if approaching the entrepreneurial career, they also should be able to change their 
perspective and try to act as he/she is not producing an excellent/new/innovative service or product, 
but a product that fulfills  a request from the market. 
 
  

http://www.stat.fi/til/vrm_en.html
http://goo.gl/Qlygj8
https://www.czso.cz/csu/czso/population
http://demo.istat.it/bilmens2014gen/index_e.html
http://startup.registroimprese.it/report/startup.pdf
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To conclude, Italy has done substantial forward steps to fosters the ‘Entrepreneurship Knowledge 
Triangle’ and to support employability of qualified human capital able to translate Research & 
Development (R&D) results into commercial opportunities. The number of actors implementing the new 
employment policies and regulations is indeed growing although many barriers still need to be tackled 
and conditions aligned to European frameworks to achieve maximum growth impact within the Italian 
ecosystem.  
 
SCIENT will contribute to this process by empowering the circumcentre of the Knowledge Triangle, the 
students, in our case the STEM PhD students and/or graduates - in finding their place in the competitive 
global STEM market environment. 
 

 

 

 

 

 

SCIENT 
Use your SCIentific knowledge 
Develop your ENTrepreneurial skills 
Start Your Own Business! 

www.euscient.eu 

  

http://www.euscient.eu/
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INTERNATIONAL CASE STUDIES 

Name Website Country Contact  email Visit date SCIENT 
Partner  

TVLP www.tvlp.co USA Bruno Lafelice bi@istitutoimprenditorialita.it  May 2015 Aster 

Hubraum (Berlin) www.hubraum.com Germany Verena Veller vv@hubraum.com August 2015 Aster 

 
         ITALIAN CASE STUDIES 

Name Website City Contact email Visit date SCIENT 
Partner  

Avanzi  www.avanzi.org  Milano Kristian Mancinone mancinone@makeacube.com  March 2015 Aster 

SeedLab/M31 www.m31.com  Padova Chiara Fardin chiara.fardin@m31usa.com  March 2015 Aster 

PhD+ www.unipi.it/phdplus  Pisa Paolo Ferragina ferragin@di.unipi.it  June 2015 Aster 

Impact Hub  www.trieste.impacthub.net Trieste Stefania Quaini  stefania.quaini@impacthub.net  June 2015 Aster 

Techno Seed |  
Friuli Innovazione www.technoseed.it Udine  Elisa Micelli elisa.micelli@friulinnovazione.it  Sept. 2015 Aster 

Luiss Enlab www.luissenlabs.com Roma  Giulio Tartaglia giulio.tartaglia@luissenlab.com,  July 2015 Aster 

Consorzio ARCA www.consorzioarca.it Palermo Monica Guizzardi mguizzardi@consorzioarca.it 07/08/2015 CESIE 

ProImpresa www.promimpresa.it Palermo Alessandro Melillo alessandro.melillo@promimpresa.it 11/07/2015 CESIE 

LATI - Lowering Age  
to Innovation www.lati.pro  Palermo Nicholas Sciortino info@lati.pro | sciortino.n@gmail.com   11/06/2015 CESIE 

IMI Fondi Chiusi SGR. 
S.p.A  (Atlante Ventures) 

www.imifondichiusisgr.com/fondi
-chiusi-it/home.htm 

Bologna Elena di Martino atlanteventures@intesasanpaolo.com 23/06/2015 CESIE 

Zernike Meta  
Ventures Spa www.zernikemetaventures.com Catania Andrea Caddeo a.caddeo@zernikemetaventures.com 02/07/2015 CESIE 

 

http://www.tvlp.co/
mailto:bi@istitutoimprenditorialita.it
http://www.hubraum.com/
mailto:vv@hubraum.com
http://www.avanzi.org/
mailto:mancinone@makeacube.com
http://www.m31.com/
mailto:chiara.fardin@m31usa.com
http://www.unipi.it/phdplus
mailto:ferragin@di.unipi.it
http://www.trieste.impacthub.net/
mailto:stefania.quaini@impacthub.net
mailto:elisa.micelli@friulinnovazione.it
http://www.luissenlabs.com/
mailto:giulio.tartaglia@luissenlab.com
http://www.consorzioarca.it/index.php/en/
mailto:mguizzardi@consorzioarca.it
http://www.promimpresa.it/
mailto:alessandro.melillo@promimpresa.it
http://www.lati.pro/
mailto:info@lati.pro
mailto:sciortino.n@gmail.com
http://www.imifondichiusisgr.com/fondi-chiusi-it/home.htm
http://www.imifondichiusisgr.com/fondi-chiusi-it/home.htm
mailto:atlanteventures@intesasanpaolo.com
http://www.zernikemetaventures.com/
mailto:a.caddeo@zernikemetaventures.com
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Annex I: Results from organization visits (local and EU) 

EU COMPANY BUILDERS (Annex I.I, n.1) 
TVLP (USA) www.tvlp.co   

Section one: Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are 

Silicon Valley TVLP is a 20-day immersion program on technology venture creation that provides state-of-the-art training along 
with valuable networking opportunities with Silicon Valley investors, entrepreneurs and service providers. The program is 
geared for those seeking to acquire a Silicon Valley mindset as they prepare to start a technology venture. It’s suitable for 
scientists, young entrepreneurs, or managers as well as for those interesting in being directly exposed to the Silicon Valley 
environment. TVLP is delivered in English. In addition to the Silicon Valley based faculty, students will have opportunities to 
meet with and learn from investors, entrepreneurs, and professionals from leading companies in the Silicon Valley area.  
Classroom time will be augmented with case studies, group projects, networking events, and site visits to notable incubators, 
startups, and large tech companies. Download the brochure here. 

How the organization is funded:  The organization is funded 100% by private fund. 

How the organization identifies itself:  
Silicon Valley TVLP is a 20-day immersion program, organized by J. Br. Leon, Inc. CA-USA, on technology venture creation that 
provides state-of-the-art training along with valuable networking opportunities with investors and entrepreneurs. 

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

TVLP has several international collaboration with universities, incubators, accelerators, banks and business associations like: 
 Silicon Valley Bank 
 SVForum 
 BAIA Network – Business Association Italy America 
 Istituto Italiano Imprenditorialità 
 Items International 
 Plataforma de Apoyo al Emprendimiento 
 Start it Smart 
 Fractality 
 Deal Market 

If it works with HEIs and other 
partners, in what way? 

They help TVLP in the diffusion of the program and in the attraction of valuable entrepreneurs from all over the world. 

Does it focus on working with specific 
client groups or particular sectors? 

TVLP is specialized in working with early stage entrepreneurs. 

How many staff it has. 12 people, from teachers to mentors to the operations staff.  

Section two: Delivery  Tell me about the delivery of your entrepreneurship programme? 
How is the entrepreneurship The programme is delivered face to face. 

http://www.tvlp.co/
https://40bccfd231685a79a6eee2432dd8d825152cd67d.googledrive.com/host/0By_EQIPm-rAmWm10UGc3RVAyX1E
http://www.svb.com/
http://www.svforum.org/
http://www.baia-network.org/
http://www.istitutoimprenditorialita.it/
http://www.items.fr/
http://www.apoyoemprendimiento.org/
http://www.startitsmart.com/
http://fractality.gr/
https://www.dealmarket.com/#!/home
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EU COMPANY BUILDERS (Annex I.I, n.1) 
TVLP (USA) www.tvlp.co   

programme delivered online/face to 
face/combination or both/other? 

The program is made up of 3 parts:  
A. instructor-led courses (24 hr) 
B. group work led by mentors and individual mentoring (27 hr) 
C. site visits, workshops, and networking events. 

The schedule will vary with some days spent mostly on campus and others used to do site visits. Networking events take place 
in the evening. During the first 10 days, you’ll participate in a group project where you will learn how to build a pitch. The rest 
of the program you will focus on your own venture project with some personalized mentoring. As part of the site visits and 
networking, you will hear from successful startup entrepreneurs and investors. During the third week you can attend selected 
events in your field of interest and follow up with any connections you made during the first weeks. 

Frequency and duration of delivery: The programme lasts 20 days and it is held 4 times a year (Spring, Summer, Fall and Winter Editions) 
How is delivery structured e.g. 
number of hours per day? 

The programme is structured from 8 to 10-hour lectures, workshops or group work every day, normally 5 days a week, and 
sometimes with a working week-end. 

Is the programme accredited? No 
Do you provide any support following 
the course – if so what? 

Following the program we support entrepreneurs with the Alumni Network. 

Is there a charge for the course?  
If so how much? 

 Regular $5,900 USD (about 5.000 €) 
 Reduced for Team $5,400 USD (about 4.580 €) > for qualified team of 2 or 3 members: it is a great opportunity to 

acquire the same Silicon Valley mindset. Each member should apply separately. It can't be combined with any 
scholarship. Fee is intended for each team member. 

 Fee includes tuition, course materials, transportation, program events, the welcome lunch, and select meals. It does 
not include accommodation, flight, health insurance, transportation from/to the airport to Menlo Park  and to 
individually suggested networking events and meetings (during the third week).  

Who is the programme delivered by?  
The programme is delivered by academics (from Santa Clara University, Stanford, Berkeley and many other important 
universities in US), entrepreneurs, mentors and experts. 

Do you encourage any collaboration 
with others? 

TVLP works with both individual entrepreneurs and teams. TVLP organizes also work groups so they can learn how to work in 
mixed set-ups.  

Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline to gain a more in-
depth understanding of the training? 

All the materials available are on the website (www.tvlp.co), on the Facebook page (www.facebook.com/SiliconValleyTVLP), 
Twitter (@svTVLP) and on its Youtube Channel (https://www.youtube.com/user/SiliconValleyTVLP) 

http://www.tvlp.co/
https://www.youtube.com/user/SiliconValleyTVLP
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EU COMPANY BUILDERS (Annex I.I, n.1) 
TVLP (USA) www.tvlp.co   

 
Do you offer trainees an amount of 
money for his/her living and 
subsistence costs? 

No, the program has a fee. 

Section three: Demand 
How many participants per course? The course is tailored for a group of max. 20 participants 
Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

Yes. Usually the 30% of the participants are STEM PhDs. 

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

 A deep technology background. 

http://www.tvlp.co/
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EU COMPANY BUILDERS (Annex I.I, n.1) 
TVLP (USA) www.tvlp.co   

Do you require preparation before 
commencing the course? 

Before the program TVLP sends them pre-works (dossier as case studies, presentations of lessons, entrepreneurs’ profiles etc.) 
to be studied before the beginning of the course.  

Is there a selection process?  
If so please describe. 

Normally TVLP launches a call and with the help of its partners it disseminates it mainly using web channels. After TVLP 
receives the applications, runs an online check profile for every one of the applicants. Then TVLP meets them on Skype for a 
video interview of 10 minutes that is recorded so it can be shared with all the judging board. Normally only 10% pass the 
selection. 

Is it open to others within or outside 
the EU? 

Normally TVLP works only with European entrepreneurs, but from Summer 2015 Edition it is open worldwide. 

Have you made any changes in the 
curriculum of the courses? Why?  

 Every time, to keep improving following the participants’ feedbacks. 

Section four: Successes 
Of those that participate how many 
set up in business? 

50-60% of them in average. 

What would you say makes you 
different from other offerings? 

The unique mix of theory, group work for practical skills, social events and networking, top professors and mentors and quite 
strict selection process. Copyright and several legal agreements protect the uniqueness of the program. 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1) Willing to change the world 
2) Highly determinate and focused on only one venture 
3) With international background and connections 

STEM PhD students/graduates e 
interested to stimulate their 
entrepreneurial mind-set? 

Yes, but they need to understand the power of this kind of opportunities. They are good candidates for TVLP. 

Any special training needs for STEM 
participants we need to includewhen 
designing our own educational 
programme? 

Business model, go to market strategy, financial, exit strategy, scale up. 

Which skills, or special knowledge, to 
emphasize and seek to develop when 
creating our educational programme 
specifically for STEM PhD 
students/graduates? 

 
 
 
We don’t think it would be useful to create a program only for them, it’s better to mix different professional backgrounds. 
 
 

http://www.tvlp.co/
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EU COMPANY BUILDERS (Annex I.I, n.1) 
TVLP (USA) www.tvlp.co   

Section five: Improvements 
What improvements would you make 
to your service if there were no limits? 

No particular improvements, we already are working in that direction 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

Grants for PhD students to join programs like ours 

What do you feel is the main barrier 
to entrepreneurship? 

 Lack of entrepreneurial mindset, lack of role models in the entrepreneurial world. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

Thinking small  

How can we take this into account 
when developing our own educational 
programme? 

 Showing them that with the same effort you can realize something big 

Where do you see a gap in existing 
entrepreneurship programmes? 

The others focus more on mentoring without a balance between academic and real life- experience, moreover they don’t give 
networking the right importance 

Section six: Partnership 

Do you currently work with any EU 
partners? – if so please provide info 

 Silicon Valley Bank 
 SVForum 
 BAIA Network – Business Association Italy America 
 Istituto Italiano Imprenditorialità 
 Items International 
 Plataforma de Apoyo al Emprendimiento 
 Start it Smart 
 Fractality 
 Deal Market 

Do you work with any partners 
outside of the EU?  

 Silicon Valley Bank 
 SVForum 

 

http://www.tvlp.co/
http://www.svb.com/
http://www.svforum.org/
http://www.baia-network.org/
http://www.istitutoimprenditorialita.it/
http://www.items.fr/
http://www.apoyoemprendimiento.org/
http://www.startitsmart.com/
http://fractality.gr/
https://www.dealmarket.com/#!/home
http://www.svb.com/
http://www.svforum.org/
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EU COMPANY BUILDERS (Annex I.I, n.2) 
Hub:raum, Berlin (Germany) www.hubraum.com  

Section one:  Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are 

hub:raum connects the digital startup ecosystem with Deutsche Telekom, linking tech entrepreneurs and high growth 
startup companies with the expert network, capital, and business opportunities of Deutsche Telekom. hub:raum offers 
various programs in three locations: Berlin (covering Germany and Western Europe), Krakow (serving CEE region), and Tel 
Aviv (Israel). Various programs range from acceleration and incubation (including seed investments) to special formats 
like Fit4Europe. All of these offer benefits like co-working space, mentoring, networking events and connections to 
Deutsche Telekom business units like partnering as well as access to customers. 

How the organization is funded: 
private/public split? 

Private funding. The organization is totally funded by Deutsche Telekom.  

How the organization identifies itself:  
It runs two programs, an acceleration program and an incubation one, so it can been seen as both accelerator and 
incubator. But we are also a co-working space, so we are a manifold organization (she smiles)  

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

We’ve always been looking for founders among Universities. We had identified partner among the HEIs, the Vienna 
University of Economics and Business, but we also look towards all the HEIs. We offer a Dealing with cyber-security and 
other “scientific stuff”, Engineering and Physics are our fish tank (she laughs). We also offer different services and we 
used to run a training course for Universities, actually just one edition in 2014. We are thinking about how to reshape it 
nowadays.  

If it works with HEIs and other 
partners, in what way? 

For our programs we make presentations of hub:raum in Heis, but check the answer above.  

Does it focus on working with specific 
client groups or particular sectors? 

Our program (both incubator and accelerator) is focused mainly on four topics: internet of things, cyber security, big data, 
e-commerce, even if on the site you can find other sectors of interest.  

How many staff it has. 
11 people: 8 people in the management team and 3 people running the place (hosting, events, communication, 
marketing).plus a set of mentors and experts and various partners.  

Section two: Delivery 

How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

1. The program we ran for universities was a 6 months course where students learned how to implement instruments 
and methods that help them to  discover, evaluate and (sometimes) realize business ideas. The course is built around 
several workshops, which are structured to be interactive and combine several teaching methods to impart various 
topics and skills. Among them are working teams, open discussions, individual team coaching and coaching by 
external mentors. The basic principles of idea generation, searching for business possibilities and the methods to be 
employed during the semester will all be presented and discussed during the kick-off session. The students will be 
supported in the further development of their business ideas by the course instructors and external mentors in both 

http://www.hubraum.com/
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Hub:raum, Berlin (Germany) www.hubraum.com  

online and offline coaching sessions. Demo days and presentations of results are scheduled during the six months 
course. The results of the start-up-planning process will be summarized in a business proposal. The important think is 
that we aim to create teams, multidisciplinary teams, by mixing the students and their skills. 

2. The acceleration program is based in Krakow, we had two batches here in Berlin, but now we run that way only in 
Krakow with deadlines and selection week: in Be, and is delivered by external mentor and D-Telekom staff and helps 
team to sharpen their business model and raise money, pitch training. In Krakow we offer a cash price for the best 
team Both programs last 2 months. 

3. The incubator program offers a mentorship (experts that help you to get into the market, optimize your product and 
tune your value proposition) a co-working space, a partner with D-Telekom and an easy access to customers via D-
Telekom. It lasts 9-10 months. 

What is the duration and frequency of 
delivery? 

The incubator program is from 9 to 12 months. The acceleration is 2 months. The academic course in Wien was 6 months  

How is delivery structured e.g. 
number of hours per day? 

It’s real free, and based on self-responsibility. Teams have a clear deal with mentors and a tight timeline line to follow.  

Is the programme accredited? If yes 
please provide details? 

No 

Do you provide any support following 
the course – if so what? 

No 

Is there a charge for the course? If so 
how much? 

We offer our programs and take between 10 and 15% equity in exchange.  

Who is the programme delivered by? 
E.g. academics, entrepreneurs, mix of 
speakers 

The academic program was based on mentorship and workshops held by experts and speakers with an international 
reputation. In the acceleration and incubation program we keep that mix, but we also have investor days with Business 
Angels or entrepreneurs. Acceleration program provides teams with mentors and experts that support them with 
entrepreneurial experience and specialized know-how. Teams get also an intensive training on pitching and access to 
networking events with entrepreneurs and investors.  

Do  you encourage any collaboration 
with others? 

For both programs, acceleration and incubation, we are looking for teams of 2/4 people with a scalable business.  

Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline to gain a more in-
depth understanding of the training? 

No, sorry.  

http://www.hubraum.com/
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Hub:raum, Berlin (Germany) www.hubraum.com  

Do you offer him/her an amount of 
money for his/her living and 
subsistence costs? 

No 

Section three: Demand 

How many participants do you have 
per course? 

The batch for the acceleration program were from 10 to 15 startups. In Krakow is the same. Now in Berlin you can apply 
continuously for the acceleration program and the incubator program, as long as we have room and space and desks.  

Do STEM PhD students/graduates 
participate in your programmes? 

They used to participate in the entrepreneurial course we ran in Wien. They are also a clear target of our incubator and 
acceleration program as I said above.  

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

They used to participate in the entrepreneurial course we ran in Wien. They are also a clear target of our incubator and 
acceleration program as I said above.  

Do you require any preparation 
before commencing the course? 

No 

Is there a selection process?  
If so please describe. 

For the acceleration program in Krakow we have a selection week twice a year. The next will take place in December.  For 
the acceleration program you can apply continuously, the same for the incubator program in Berlin. 

Is it open to others within or outside 
the EU? 

Yes, of course 

Have you made any changes in the 
curriculum of the courses? Why?  

Especially in Berlin, we don’t run the acceleration program twice a year but continuously. But the offer is the same that in 
Krakow. But is more overlapped and strictly link with the incubation program and everyone can apply at any time (only if 
you are in those sectors we are interested in investing in). We also organize business clinic, at the end of it we offer to the 
most promising teams our incubation program.    

Section four: Successes 
Of those that participate in the 
programme how many set up in 
business? 

In the academic course (that took place only once) I don’t know. All the other teams, both in the accelerator and the 
incubator are already set up in business.  

What would you say makes you 
different from other offerings? 

The incredible network of partners and mentors, and the tight link with D-Tel business units and the easy access to 
customers. D-Telekom works like a commercial partner somehow 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

20% idea | 40% quality of team | 40% commitment.  

Are STEM PhD students/graduates 
interested to stimulate their 

To me this is a viable way to try to realize something and to stay focused on your passion.  

http://www.hubraum.com/
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Hub:raum, Berlin (Germany) www.hubraum.com  

entrepreneurial mind-set? 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

The relationship between HEIs and students are something to look at. When there’s not a clear, fair relationship between 
them, the role of researchers is foggy. PAY ATTENTION TO THE PATENT SIDE OF THE STORY. Drag them off from the bog! 

What special training needs do you 
believe STEM participants have that 
we should include in the SCIENT 
programme? 

Pitching skills are extremely important, so are metrics.  

Based on your experience, which 
skills, or special knowledge, should we 
emphasize and seek to develop when 
creating our educational programme 
specifically for STEM PhD 
students/graduates? 

The customer side perspective is something PhD students usually lack.  

Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

To invest directly (and not in exchange for services) in start-ups. Now we make the due diligence but the last decision is 
up to D-Telekom board. We need to run and manage our own budget, we are too conditioned by our mother company 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

Too hard to answer… 

What do you feel is the main barrier 
to entrepreneurship? 

Funding and fear.  

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

They don’t rely on people, as youngsters usually do, it’s a common mistake. That’s why we’re always been trying to create 
a feeling, a close relationship between mentor and teams 

How can we take this into account 
when developing our own educational 
programme? 

A good program must be mentorship-based. Or at least a tutor every 4-5 people (or3/4 teams) 

Where do you see a gap in existing 
entrepreneurship programmes? 

In taking people to customers, I mean real customers. Programmes try to get people and teams to investors.   

Section seven: Partnership 

Do you currently work with any EU Yes we have a set of partners that run workshop for our programs, and also mentors come from other UE countries. 

http://www.hubraum.com/
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partners? – if so please provide info 

Do you work with any partners 
outside of the EU? – if so please add 
details  

Fit4Europe https://www.hubraum.com/programs/fit4europe-tel-aviv is a program that is aimed to assist Israeli startups 
to get into the European market, seen as an addiction to the US market. Startups need to fit with D-Tel business activities.  

Would your organization be 
interested in offering a pre-
accelerator programme for STEM PhD 
participants once such an educational 
programme has been developed by 
our project team? 

Yes. 

 

  

http://www.hubraum.com/
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Section one:  Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are? 

Established in late 2011, Make a Cube³ is the first private incubator in Italy dedicated to social and environmental innovation. 
Make a Cube³ provides comprehensive advisory to start-ups that show a sound, sustainable and scalable/replicable business 
model, with high potential for creating social and environmental value through their core business. Thus, the company aims at 
responsibly generating social and environmental impact, by assisting early stage ventures that show a high potential of 
creating positive social and/or environmental value, through leverage of innovative models and solutions.  
An incubation process begins by trying to find out a coherent and robust financial and operational model, and continues with 
all the needed strategic and day-to-day assistance to transform a good idea into a successful and sustainable venture. 
Prototyping and market tests are carried out in this phase. The above-described incubation format entails the definition of a 
“tailor made” incubation and acceleration process through requested workshops lasting half a day focused on:  

• entrepreneurial capacity building 
• assessment of the business idea 
• definition of the key elements of the business plan: target and objectives, economics, corporate governance, operative 

plan, market analysis, marketing strategy, legal structure, strategic partnerships, funding need; 
• creation of the corporate identity and planning of the communication strategy; 
• implementation of the monitoring system for social impact 
• definition of the tools to realize and evaluate test and pilots 
• pitch and documents to present the start-up.      

At the end of the process, the teams remain into the network of Make a Cube³ and they are periodically updated on business 
and funding opportunities, other than being involved as testimonials or tutors in other programs. 

How the organization is funded:  The organization is funded mainly by private fund, which represents at least 80% of total income 

How the organization identifies itself:  
We are an incubator and accelerator. We are an innovative startup (D.Lgs. 221/2012) and have started the process to be 
recognized as an innovative incubator (same law). 

http://www.avanzi.org/
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Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

We have several collaboration with higher education institution, public entities and research centres: 
§ Politecnico di Milano, DesisLab 
§ Comune di Milano e Regione Lombardia 
§ Comune di Venezia 
§ Comune di Cagliari 
§ Provincia di Monza e Brianza 
§ EURICSE 
§ Fondazione Fitzcarraldo 
§ Fondazione Cariplo 

If it works with HEIs and other 
partners, in what way? 

We involve them as lecturers, mentors and partners in our incubation programmes, and in defining innovation policies for 
urban regeneration and local entrepreneurial development, especially in the field of social innovation and culture. 

Does it focus on working with specific 
client groups or particular sectors? 

We are specialized in working with high social and environmental oriented persons, projects and stratup. We even work on 
the entrepreneurial dimension of cultural institution and organizations. During the last year we’ve been working on 
sustainable agriculture and urban regeneration. 

How many staff it has. 

Make a Cube' Board of Directors is composed by the President and other four members and the Expert Committee by 18 
members. The operational staff directly involved in the incubator is made by: 

 2 people in the administration area (part time collaboration) 
 2 people in the IT team (part time collaboration) 
 6 people in the incubation team (2 full time and 4 part time, overall 5 FTE). 

Section two: Delivery 

Tell me about the delivery of your 
entrepreneurship programme? 

Incubation service “121” 
At Make a Cube³ we apply a stage-gate roadmap for incubation. First we select ideas and ventures by evaluating their overall 
quality, degree of eco and social innovation, adaptation to market and environment conditions, entrepreneurial mindset and 
motivation, capabilities and networks. Core incubation starts with the business plan review and development, in order to build 
a robust financial and operational model, and continues with all the needed strategic and day-to-day assistance to transform a 
good idea into a successful and sustainable venture. Prototyping and market tests are carried out in this phase. The typical 
Make a Cube³ incubation process ends after 6-9 months, when the start-up is ready to access the market, including capital 
markets. We call this service 121: a management support process, addressed to entrepreneurial projects at early stage, able to 
transform innovative ideas into successful ventures. The aim of the service is to endow start-uppers with all competencies, 
tools, knowledge needed to individually set up and develop their businesses. The approach of Make a Cube³ is featured by: 

- clear definition of the roles between team and tutor; 

http://www.avanzi.org/
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- fully customization of the education contents in order to satisfy the needs and shortfalls of the team 
- enhancing focus on individuals as entrepreneurs, including a specific lookout at the psychological and emotional 

aspects;  
- continuous exchange of information, not only between the team and Ma3, but also among the tutors. 

The service entails the definition of a “tailor-made” incubation and acceleration process through ordered workshops lasting 
half a day focused on:  

- entrepreneurial capacity building 
- assessment of the business idea 
- definition of the key elements of the business plan: target and objectives, economics, corporate governance, operative 

plan, market analysis, marketing strategy, legal structure, strategic partnerships, financing need; 
- creation of the corporate identity and planning of the communication strategy; 
- implementation of the tools to monitor and measure social impact 
- definition of the tools to realize and evaluate test and pilots 
- pitch and documents to present the start-up.      

During the process, under the guide and control of Make a Cube³  tutors, the team is asked to produce several deliverables 
such as SWOT analysis, concept, budget, timesheet and GANNT, brief for creative agencies, network radar and competencies 
map. Moreover the team help start-uppers to identify, select and apply for calls for proposal, at the national and European 
level. In addition, the service includes the use of Make a Cube³  network in order to provide both vertical expertise on specific 
activities (i.e. Social media marketing, e-commerce, etc.) and to facilitate the selection of trusted suppliers, partners, investors 
(i.e. Network Incubation). 
At the end of the process, the teams remain into the network of Make a Cube³ and they are periodically updated on business 
and funding opportunities, other than being involved as testimonials or tutors in other programs. 
From the launch of the “121 service”, Make a Cube³ received more than 100 dossiers, made 35 proposals and started 15 
incubation processes, out of which 9 are creative companies: Change up, Impossible living, Industria Scenica, Qt8, Gokick, 
Mostrami, MyHoming, Streamcolors, Fondazione LIA. 
At the moment, the results of the incubation activities are the following: 4 start-ups have been registered; 2 stat-ups are in 
pipeline to be launched; 2 projects have been implemented by other existing non-profit enterprises; 1 expired.  
By analyzing the performance of the 121 service during the first year of Make a Cube existence, we decided to experiment 
different ways to accelerate start-ups, looking forward to an increased impact and efficiency of our work. Hence, we designed 
a series of high density business incubation programs. For “high density program ”we mean a residential program where up to 
10 start-ups are incubated at the same time, over a span of 2-3 months, after being selected in an open call for ideas regarding 

http://www.avanzi.org/
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a given sustainability issue. 
How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

The programme is delivered face to face, and is normally residential (for what regards HD incubation). 

What is the duration of the 
programme and how frequently are 
they delivered? 

The programme last from 1 to 2 months and we held incubation programme twice a year, depending on the available private 
funds for carrying it out. 

How is delivery structured e.g. 
number of hours per day? 

The programme is structured on 8-hour lectures and workshops for day, normally 5 days a week, and sometimes with a 
working week-end. 

Is the programme accredited? No. no official accreditation or ETCS issuing. 
Do you provide any support following 
the course – if so what? 

Following the programme we provide consultancy to high potential projects, following them in their business development 

Is there a charge for the course?  The programme has normally no charges, since it is fund by private profit or non-profit institution. 

Who is the programme delivered by?  
The programme is delivered by the staff and supported by external lecturers (both form academic and entrepreneurial 
background), inspirational talks and mentors 

Do you encourage any collaboration 
with others? 

We use to work with teams  

Do you offer trainees an amount of 
money for his/her living and 
subsistence costs? 

It depends on fund availability for covering those kind of costs. Sometimes the programme fully covers the costs, in other only 
the subsistence are covered. 

Section three: Demand 
How many participants do you have 
per course? 

20 to 30 normally (for HD incubation) 

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

It happened in some programmes 

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

A high level of tech competences, but low in entrepreneurial mindset 

http://www.avanzi.org/
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Do you require the entrepreneurs any 
preparation before commencing the 
course? 

Depending on the programme. Normally during the selection of projects or before starting the programme we use to do a 
short pre-incubation (2-3 days) to evaluate their competences and capacities and give them some tasks. 

Is there a selection process?  
If so please describe. 

Normally we launch a call which depends on the organizations which funded the programme (social and/or environmental 
impact, or cultural impact are always at the core of our programmes). This call lasts 40 to 60 days. After there is the evaluation 
and selection process, which can take from 15 to 45 days depending on the number of applications received. After selecting a 
short list of 30-40 projects, there are two ways: 
      § Interviews for deepening some projects aspects 
      § Selection bootcamb 
After that, a short list of 20 projects is evaluated with the board of the funding organization. Then, 10-12 selected projects are 
inserted in the incubation programme (which sometimes is forerunned by a pre-incubation camp). 

Is it open to others within or outside 
the EU? 

Normally we work only with Italian people, but we submitted 2/3 projects to EU (through various funding programmes) in 
order to test and start an European incubation project. 

Have you made any changes in the 
curriculum of the courses? Why?  

No changes, rather adjustment depending on the level or time to market of selected projects. 

Section four: Successes 

What would you say have been your 
biggest successes to date? 

Several results that can prove the success of this practice: 
- The majority of participants were unemployed before the workshop and become entrepreneurs at the end of the 

program; 
- the call for ideas received more than 580 applications, in terms of projects, submitted by 1500 youngsters;  
- half of the start-ups, launched by the program, are discussing seed investments (ranging from 30k to 600k €) to grow 

up;  
- 90% of the start-ups involved signed agreement with strategic business partners they met during the 2 months 

program; 
- 7 out of 10 start-ups were selected for later-stage acceleration program and/or were awarded with start-up 

recognition/prizes; 
- 3 teams were invited as speakers to international conferences on the topic of innovation and start-ups, in particular 

one of them presented the first release of their web service at Web Summit 2013 in Dublin (the most important 
conference in Europe for start-ups) and another one took part to the First European Maker Faire in Rome; 

- mentors involved in the training will continue to support the start-ups 

http://www.avanzi.org/
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- 200 people were involved as mentors (90), lecturers (40), investors (30);  
- the feedbacks from beneficiaries were extremely positive 
- the program received extensive media coverage. 

Of those that participate in the 
programme how many set up in 
business? 

During the 3 incubation programmes, of the 30 startups met, 20 set up in business. 

What would you say makes you 
different from other offerings? 

The high density residential programme, and the focus on social, environmental and cultural impact 

The top three qualities to make a 
successful entrepreneur? 

1. Persistence,  
2. adaptation to changes  
3. passion 

STEM PhD students/graduates 
interested to stimulate their 
entrepreneurial mind-set? 

Yes 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

The potential of the Networks are fundamental for the success and sustainability of the projects. 

Special training needs for STEM 
participants? 

 Sunk costs of being an entrepreneur 
 Bureaucracy and administration 

Which skills, or special knowledge, 
should when creating our educational 
programme specifically for STEM PhD 
students/graduates? 

 Economic and financial planning 
 Design Thinking for startup 
 Investment readiness 
 How to prepare a pitch 

Section five: Improvements 

What do you feel is the main barrier 
to entrepreneurship? 

Training and investment capital 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

Fear of failure. The don't believing enough in capacities and thus, in the their success 

http://www.avanzi.org/
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How can we take this into account 
when developing our own educational 
programme? 

Take into account the psychological aspect and the cultural background of the person.  

Section seven: Partnership   

Do you currently work with any EU 
partners? 

We have a partnership with European Business Network for an Horizon 2020 proposal (still to be evaluated). Then we are 
subcontractor in the Transition project (led by Politecnico di Milano). Finally we won a Progress program (DG Affari Sociali) on 
social venture incubator. 
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38 
 

ITALIAN COMPANY BUILDERS (Annex I.II, n.4) 
SeedLab/M31 www.m31.com (Padova, Italy)        

Section one:  Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are 

M31 is a private venture incubator, headquartered in Padua, founded in 2006 and active with its first investment found in 
2008. It has now two main fields of activity: the first is the investment in equity in startups (M31 investment fund) and the 
second (SeedLab) is the implementation of incubation and acceleration programs for business ideas or startups with high 
knowledge contents.  

How the organization is funded:  M31 is a private venture incubator 

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

M31 works usually with all the major Italian, EU and US universities thanks also to its other seats in London and San Francisco. 
It has direct links with the University of Padua, since the head of M31 is Prof. Ruggero Frezza, Associated Professor at the 
Information Technology Dept. of the University of Padua from 1992 until 2006. 

How many staff it has. It is composed of 25 people, with different skills and backgrounds.  
Section two: Delivery 
Is the programme accredited?  Being a private venture incubator, Seed Lab gives no university credits. 

Is there a charge for the course?  The course is free of charge, and the best business projects have the opportunity to access M31 incubation program.  

Tell me about the delivery of your 
entrepreneurship programme? 

Seed lab is the acceleration program M31 organizes yearly  (but the goal is to implement it twice a year) to assist startups and 
business ideas in developing their projects, usually starting from a very early stage of development.  
Seedlab includes an intensive program of mentorship accompanied by a study tour in Silicon Valley, including workshops and 
meetings with large organizations related to technology and Venture Capital. The goal is to radically change the market of 
research and innovation in Italy, supporting the most promising technology business ideas coming out by universities, research 
centers since their very early stage.  
In 2014 the program has reached its actual shape and has been organized and directly managed by M31 (before 2014, it was 
run by a partner, TTVenture).  
The incubation model they propose is “hands on”: M31 provides, beside funds, also marketing, commercial, financial and 
planning assistance and competences. It directly takes part in the management board of each startup with up to a 20/25% of 
investment in very young enterprises, usually university spinoffs.   
Several different profiles are asked to give their speeches during the training sessions. The course is mainly focused on the 
business plan, on the market and on the team aspects. 

http://www.m31.com/
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What is the duration of the 
programme and how frequently are 
they delivered? 

The training path last around 12 weeks, one of them having place in US, and it is delivered in a combination of models.  
 1st month 2nd month 3rd month 
1 week Kickoff   
3 weeks Backoffice work   
1 week  Entrepreneurial journey  
4 weeks  Backoffice work  
3 days  Innovation Finance   
2 weeks   Final meeting and pitch 

 

Section three: Demand 

What’s the demand for your 
programme? 

Seed Lab carries on an intensive scouting activity within the Italian Universities to select the best research ideas to be assisted 
in its program. The main challenge they meet is the difficulty to approach PhDs and researchers with an adequate language, in 
order to make them understand what does it means to start an enterprise. As for the last call, Seedlab received 85 
candidatures and selected 12 business ideas, which is the maximum number of beneficiaries selected per year. 60% of the 

http://www.m31.com/
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candidatures they receive belong to ICT/digital sector. However, the main aim of Seedlab is to include high level business 
projects, so it happened that if the quality of the proposals they receive was not sufficient, the call remained open until they 
find the right candidates. The program is open also outside EU.  

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

The main challenge they meet is the difficulty to approach PhDs and researchers with an adequate language, in order to make 
them understand what does it means to start an enterprise.  

Do you require the entrepreneurs any 
preparation before commencing the 
course? 

No preparation is required before the beginning of the course. 

Is there a selection process?  
Several different profiles are asked to give their speeches during the training sessions. The course is mainly focused on the 
business plan, on the market and on the team aspects. 

Section four: Successes 

What would you say have been your 
biggest successes to date? 

Several projects that participated to Seed Lab have been incubated in M31 and are now startups (see the table below). The 
main difference between M31 and all others Italian incubators is the “hands on” approach, which means that there is a 
concrete collaboration between M31 staff and the various startups teams to approach and solve the different problems that 
businesses face in their everyday lives. This means that the incubator has a direct interest in providing the best possible 
training during the pre-incubation phase, and in offering all the support services that could help the company to approach the 
market. 

 
Seedlab chose to invest a lot of energy in a scouting activity to approach  business ideas coming from the Academia, since 
researchers have the best chances to create a strong and truly innovative startup. The main obstacles are the following: from 

http://www.m31.com/
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one side, there is the prejudice of the researchers, who often are not very keen to translate their research outcomes into 
market opportunities; to the other, researchers are very often very much “in love” with their research outcomes, which very 
often are not products required by the market or need a strong pivoting action in order to become ready to be sold. 
When talking about PhDs, the main issue is to convince them to “leave” the university world and approach a different mindset, 
the one of a future entrepreneur. Thus, the main training needs and skills to be developed refer to personal capacities, more 
than business contents. 

 
Of those that participate how many 
set up in business? 

200+ investment proposals per year | 10 companies launched | 70+ country reach 

STEM PhD students/graduates 
interested to stimulate their 
entrepreneurial mind-set? 

When talking about PhDs, the main issue is to convince them to “leave” the university world and approach a different mindset, 
the one of a future entrepreneur. Thus, the main training needs and skills to be developed refer to personal capacities, more 
than business contents. 

http://www.m31.com/
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Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

Seedlab would like to improve its actions aimed at supporting  specific business sector (i.e. health and life science, IT).  
For instance, currently they are involved in a specific training path devoted to support startup in the tourism sector. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

The main obstacles are the following: from one side, there is the prejudice of the researchers, who often are not very keen to 
translate their research outcomes into market opportunities; to the other, researchers are very often very much “in love” with 
their research outcomes, which very often are not products required by the market or need a strong pivoting action in order 
to become ready to be sold. 

Section seven: Partnership 

Do you currently work with any EU 
partners? – if so please provide info 

Seedlab can count on a very large network of actors, both public and private, belonging to research and industrial worlds, 
which goes from London to the Silicon Valley, and it is one of the key aspects of the success of its initiative. 

 

 

   

http://www.m31.com/


  

43 
 

ITALIAN COMPANY BUILDERS (Annex I.II, n.5) 
LATI - Lowering Age to Innovation www.lati.pro (Palermo, Italy)        

Section one:  Your organisation 

The organisation 
LATI is the first business incubator in a secondary school with the aim of encouraging the emergence of a culture of enterprise 
in young people in Palermo. 

How the organization is funded:  Public and private. Ties with the University of Palermo, through the Bar Camper. 
Does it focus on working with specific 
client groups or particular sectors? 

Yes, we are more likely to work in the computer-electronic-mechanical industry. 

How many staff it has. 5 staff on the pay list 
Section two: Delivery 

How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

In presence teaching (Italian only) 

What is the duration and frequency 
the programme is delivered? 

There is not a predetermined number of hours.  
Our work continues until there is a desire to cooperate and go ahead with the project. 

How is delivery structured e.g. 
number of hours per day? 

1 to 10 hours a day | flexible timing, in average every 3 days. 

Is there a charge for the course?  No fee, but also no amount of money for his/her living and subsistence costs during the programme delivery. 

Who is the programme delivered by?  University professors, high school teachers, entrepreneurs. 

Do you deliver to individual 
entrepreneurs?  

Yes, especially students! other actors are enterprise employees for private funding opportunities. 

Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline to gain a more in-
depth understanding of the training? 

www.lati.pro  
Ore Services include: 

1. BUSINESS PLAN 
2. E-LEARNING 

http://www.lati.pro/
http://www.lati.pro/


  

44 
 

ITALIAN COMPANY BUILDERS (Annex I.II, n.5) 
LATI - Lowering Age to Innovation www.lati.pro (Palermo, Italy)        

3. MARKETING 
4. E.R.P. [Enterprise Resource Planning] 
5. 5. C.R.M. [Customer Relationship Management] 

Section three: Demand 

How many participants per course? No limitation in numbers of trainees and no preparation is requested before the course start. 

Is there a selection process?  
If so please describe. 

Face to face interviews: It is important to know who you're talking to at 360 degrees: not only to get to know the idea, but also 
to know why and how it s/he got to it. It is also important to know in-depth capacities, the giving birth to ‘good idea’ is not 
enough! 

Have you made any changes in the 
curriculum of the courses? Why?  

No 

Section four: Successes 

What would you say makes you 
different from other offerings? 

It is innovative compared to others because we work with children and young people with lots of ideas in mind. the offices are 
located right inside the school which makes everything easier: the youth coming out of the class pass by the offices with many 
ideas every day 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1) Courage,  
2) determination,  
3) To be a leader not a boss 

Section five: Improvements - These questions aim to understand what could be improved to ensure entrepreneurship in the EU increases 

What improvements would you make 
to your service if there were no limits? 

We would like to widen the outreach entering into more schools. 

What do you feel is the main barrier 
to entrepreneurship? 

The tax burden is one of the main barriers to entrepreneurship in Italy. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

Many think that it is enough just to have a great idea. But around the idea you have to build a huge structure to be able to 
keep alive and make it sustainable. 

How can we take this into account 
when developing our own educational 
programme? 

Important is to consider that it is not only about the idea but also about how to advertise it, to identify what will be the target. 
Include the business model canvas model. 

 

http://www.lati.pro/
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Section one:  Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are 

I mpact Hubs are a large network of innovation labs, business incubators, community centers, offering their members a unique 
ecosystem of resources, inspiration, and collaboration opportunities to grow. At the moment, it is composed by 68 hubs 
involving 11.000 members worldwide. In particular, Impact Hub Trieste is the north-east Italian hub of this international 
network of local physical spaces and people who are active in social innovation, entrepreneurship and sustainability. It is an 
accelerator for early stage ideas, and aims to make business projects familiar with international competitive environments, 
offering flexible spaces, seminars , workshops, conferences, meeting rooms and other facilities. 

How the organization is funded: 
private/public split? 

Private funding. The Association “HUB GmbH (Impact Hub Company)” is a charitable company with the mandate to manage 
global operations and facilitate the development of the network as a whole. Impact Hub Company is currently run by a 
dispersed global team, several of which are local Impact Hub founders.  

How the organization identifies itself: 
science/technology park, incubator, 
accelerator etc.? 

Network for innovation. It’s mainly a co-working space that have a mentorship programme and can also rely on a matrix of 
competences inside and outside the the hubbers’ community. Impact Hubs are a large network of innovation labs, business 
incubators, community centers, offering their members a unique ecosystem of resources, inspiration, and collaboration 
opportunities to grow. At the moment, it is composed by 68 hubs involving 11000 members worldwide.  
As regards Trieste, there are 4 Founders and 3 Business Angels. 

Whether it works with HEIs and/or 
other ‘partners’? in what way? 

Yes, it has collaborations with HEIs. This organization is strictly linked with research centers in the Trieste area. 
Impact Hub worked a lot with SISSA (Scuola internazionale superiore di studi avanzati), one of the best high training 
institutions in Italy, organized a master in Entrepreneurship (Master in Complex Actions). Within the master, Impact Hub 
provided students with meetings and on-the-field activities to make them aware of the real contexts (market, social contest) 
of their business ideas. At the end of the course, teams have been asked to present their business idea, that have been 
collected in a single booklet. 

Does it focus on working with specific 
client groups or particular sectors? 

No, it offers support to a wide range of projects. 

How many staff it has. 

 
 
10 people (7 of them are the cofounders) with different profiles (event manager, virtual and community hosts, referent for the 
Balkan Area, Mentors coordinator, Urban strategist, space manager, business developer, CEO, and corporate manager).  
Within the board, there are also 3 business angels and Friulia, which is the financial agency of the Friuli Region for economic 
growth. 
 

http://trieste.impacthub.net/
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Section two: Delivery 

How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

The support program for business acceleration is the Business Clinic, provided face-to-face. It is a program that allows 
beneficiaries to meet online and/or offline the Mentors Network. Each BC is designed to accelerate the development of the 
project Before each Business Clinic beneficiaries are requested to prepare a brief presentation of the stage of development of 
the project. 

What is the duration and frequency of 
programme delivery? 

A maximum of two meetings per month for each beneficiary, for a total of 2 hours per month. 

Do you provide any support following 
the course – if so what? 

Mentoring and support is always provided to members. 

 

Is there a charge for the course?  
If so how much? 

Membership is subject to a fee, that goes from 750€/month for a 4team group to single access daily pass that cost 10 euros. 

Who is the programme delivered by?  Mentors with different profiles. 

Do you deliver to individual 
entrepreneurs? If yes do you 
encourage any collaboration with 
others? 

Yes. The beneficiaries’ needs are fulfilled or by the mentors themselves of by the other hubbers or by the others members of 
the community. It is based on mutual help from the community. Also the experts of the community who are involved, help and 
assist for free the startuppers. 

Section three: Demand 
How many participants do you have 
per course? 

Currently there are 10 startups incubated. However, the number of the Hubbers (coworkers, startup incubated that still 

http://trieste.impacthub.net/
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continue to have contacts with the accelerator) is quite larger even if is still quite low compared to the one of other Impact 
Hubs.  

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

Yes, very few but - they are not the average user. 

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

They require, from one side a special attention to fill the lack of developed soft skills (entrepreneurial, communicative ect); on 
the other side, they often need very well equipped high tech facilities. 

Do you require any preparation 
before commencing the course? 

No. There’s only an interview at the very beginning. In this interview we check only the purposes and the willingness of the 
entrepreneurs.  

Is there a selection process?  Not really, it is based on the requests. 
Is it open to others within or outside 
the EU? 

Yes, it is a worldwide network 

Section four: Successes 

How many set up in business? There have been 4 exits of programs that founded their startups. 

What would you say makes you 
different from other offerings? 

The main lack of the accelerator program in place for STEM usually include all people belonging to the same world (academia) 
and have a very strong attitude to deal with all their beneficiaries in the same ways, using standardized tools. Programs like 
Impact Hub, on the contrary, aims at creating heterogeneous communities which can help STEM people in complete their 
team and find complementary skills to set up an heterogeneous team. 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1. No fear of mistakes,  
2. Understanding of risks, 
3. To be good at hiring people.  

Do you believe that STEM PhD 
students/graduates are interested to 
stimulate their entrepreneurial mind-
set? 

Yes of course. Building your own company is the only way to match freedom and independency of research, with a chance for 
future. Because in research centers opportunity are sharply shrinking nowadays. 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

PhDs need to leave their mindset, even for a while (they must be capable of taking distance), and face the crowd, thus the 
market and understand customers.  

http://trieste.impacthub.net/
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What special training needs do you 
believe STEM participants have that 
we need to pay particular attention to 
when designing our own educational 
programme? 

STEM often need specific spaces and labs; moreover, having “hardware” ideas, they found it difficult to move from their 
University spaces to the standard incubators. That is why they planned a “virtual incubator” where STEM people can find 
specific support and consultancy without leaving their university facilities.  
There is the need to drag them into reality. 

Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

The goal is to set up a permanent programme, but it could be feasible only with a critical amount of hubbers 

What do you feel is the main barrier 
to entrepreneurship? 

Mindset and capital shortage. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

To fall in love with their product, with the first idea. They don’t delegate, they tend to stay in their inner circle.  
They lack complementary competences. 

How can we take this into account 
when developing our own educational 
programme? 

By fostering the match between STEM students and (for example) Marketing students or student from other sectors. 
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Section one:  Your organisation 

The organisation, its nature, who 
works with it to deliver its offer and 
who its main clients are? 

Techno Seed is a Technology Incubator situated in the Science and Technology Park of Udine, one of the 11 projects financed 
by the Ministry of Productive Activities in Italy (the only in the North East) with the aim of selecting innovative ideas based on 
ICT and Telecommunication for the setting up of new enterprises. 
Techno Seed addresses to researchers and lecture-researchers, graduates, students, university employees, secondary school 
teachers, companies or company executives and employees wishing to develop an innovative project by setting up a new legal 
entity (by expansion or spin off). 
Techno Seed provides 3 phases: 

• training: it is vital that the potential entrepreneur is trained in management and financial control techniques. For this 
reason Techno Seed provides short courses where above providing the basic tools for management, the main aim is to 
familiarize future company founders with the essential concepts and tools required when managing a company. This 
first stage ends with the initial evaluation and assessment of the business idea described in a preliminary Business 
Plan. 

• business planning: following acceptance of this initial BP by the Science & Technology Committee, a former incubation 
phase takes place where a step-by-step assistance is provided to potential entrepreneurs through two so called virtual 
Laboratories: Technology development Laboratory; Strategic and Planning Laboratory. Each Laboratory, managed by 
an expertise tutor, supports the development of the initial BP into a final BP, in particular through detailed and 
focused technology analysis, market research, marketing and Sales Strategies, financial planning, Operational analysis, 
sources of funding. This phase ends with an evaluation of the final BP by the Science & Technology Committee, which 
can select 12 business ideas until 2008. 

• start up and incubation: the aim of this activity is to support start-up businesses during the crucial early stages. 
Following acceptance of the final BP by the Science & Technology Committee and once the new enterprise has been 
set up, a seed capital financial support of 20.000,00€ is assigned to the start-up as well as the possibility to access to 
office space together with professional and expert business advice within the Science and Technology Park of Udine. 

How the organization identifies itself:  
Techno Seed is a non-profit incubator promoted by Friuli Innovazione (also responsible for the project management), the 
University of Udine and IRES FVG (Institute of Economic and Social Research). 

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

The University of Udine and IRES FVG (Institute of Economic and Social Research) 

http://www.technoseed.it/
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If it works with HEIs and other 
partners, in what way? 

We arranged together a lot of initiatives such as Regional Start Cup  

Does it focus on working with specific 
client groups or particular sectors? 

The University of Udine and IRES FVG (Institute of Economic and Social Research) 

How many staff it has. 3 full-time and 1 part-time 

Section two: Delivery 

How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

Face to face. 

• TS programme supports the creation of high-technology enterprises via the provision of the following services: guidance and 
training, business plan development, assistance with enterprise creation formalities, fund raising and access to innovative 
forms of financing, networking, search for partners and alliances and mentoring 
 
TS  supports potential entrepreneurs in 2 steps: 
1- PRE-INCUBATION: Following acceptance of preliminary BP by the Science & Technology Committee, a former incubation 
phase takes place where a step-by-step assistance is provided to potential entrepreneurs through two so called virtual 
Laboratories: Technology development Laboratory and Strategic and Planning Laboratory. Each Laboratory, managed by an 
expertise tutor, supports the development of the initial BP into a final BP, in particular through detailed and focused 
technology analysis, market research, marketing and Sales Strategies, financial planning, Operational analysis, sources of 
funding. This phase ends with an evaluation of the final BP by the Science & Technology committee. 

2- INCUBATION: the aim of this activity is to support start-up businesses during the crucial early ages. Following acceptance of 
the final BP by the Science & Technology Committee and once the new enterprise has been set up is assigned the possibility to 
access to office space together with professional and expert business advice within the Science and Technology Park of Udine. 
Hosting. Friuli innovation offers to companies an attractive space equipped with facilities and infrastructures to develop 
science and technology research projects 

BothPre-incubation and Incubation phases offers special training courses  where above offering the basic tools for 
management and financial control, the aim is to familiarize future company founders with the essential concepts and tools 
required when managing a company. 

http://www.technoseed.it/
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What is the duration of the 
programme and how frequently are 
they delivered? 

6 -12 months for pre-incubation, Start up set up  

How is delivery structured e.g. 
number of hours per day? 

During the incubation and pre-incubation phases, the start uppers are hosted by the Park and they can decide by themselves 
how to organize their day. Training sessions last for 2 days and commit for 8 hours each. 

Is the programme accredited? 
 If yes please provide details? 

Yes 

Do you provide any support following 
the course – if so what? 

No 

Is there a charge for the course? If so 
how much? 

Any charge is due to join the course.  

Who is the programme delivered by?  
Mix of speakers. In the first phase they are mostly academics, and entrepreneurs who talk about they own start up experience, 
in the second high-skilled consultants in business administration, management innovation, intellectual property protection  

Do you deliver to individual 
entrepreneurs? 

No 

Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline? 

Yes 

Do you offer him/her an amount of 
money for his/her living and 
subsistence costs? 

No 

Section three: Demand 

How many participants do you have 
per course? 

 TS  pre-incubation and incubation programme has any specific restriction.  
People can apply through our portal, and we will evaluate each time every candidacy. 
(http://place.friulinnovazione.it/apps/dataentry.nsf/wModulo?OpenForm&Modulo=BI_INCUBATORE) 
(http://place.friulinnovazione.it/apps/dataentry.nsf/wModulo?OpenForm&Modulo=BI_INCUBATORE) 
            About the training courses organized by TS, there is a limit of about 15 participants, anyway if we will receive several 
requests, we could look forward to organize another training course related to the same argument.  

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

Yes. TS addresses to researchers, graduates, students wishing to develop an innovative project by setting up a new legal entity 
(by expansion or spin off). Most of them are STEM. 

http://www.technoseed.it/
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Do you require any preparation 
before commencing the course? 

No 

Is there a selection process?  
If so please describe. 

Both for pre-incubation and incubation TS ask an online application. 

Is it open to others within or outside 
the EU? 

Yes, most of participants are Italians and by a collaboration with the incubator Build! of Klagenfurt, and the Technological Park 
of Lubjana, we created an enlarged ecosystem of start-ups that entail training events organized in Italia, Austria and Slovenia, 
and all EU start uppers are allowed. 

Have you made any changes in the 
curriculum of the courses? Why?  

We try to update our services, setting them up as for requests of the people that are involved in incubation and pre 
incubation. 

Section four: Successes 
Of those that participate in the 
programme how many set up in 
business? 

43 companies  

What would you say makes you 
different from other offerings? 

TS incubation programme offers to companies an attractive space equipped with facilities and infrastructures to develop 
science and technology research projects. The incubator is strictly connected to Friuli innovazione, and everyone is admitted 
to incubation and pre-incubation services has the opportunity to receive a constant support, for being constantly updated 
about the opportunities for the start-ups. Furthermore inside Technology Park is possible to meet other start uppers and 
maybe found the skills you need.  

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

Ambition, initiative 
Ability to work in team and also to create a team. 
Ability to communicate and introduce your enterprise business idea. 

STEM PhD interested in participating 
in programmes that seek to stimulate 
their entrepreneurial mind-set? 

Yes,  they need and want to improve they skills in management and business development 

What other priorities do you believe 
they have? 

Improve soft skills 

Special training needs do you believe 
STEM participants have? 

The STEM who got high technical skills but a modest knowledge about management and marketing will be oriented by 
concrete fieldwork. 

Skills, or special knowledge, to 
emphasize and seek to develop? 

Concise training courses, several entrepreneurs testimonies, activities to improve the team building. 

http://www.technoseed.it/
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Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

Being able to offer small loans to start-ups or to work full-time to the development of the project. 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

Inform and support enterprises and researchers to identify the most appropriate finance instruments. 

What do you feel is the main barrier 
to entrepreneurship? 

The difficulty of raising funds for the start of activities, especially the poor ability to apply for funds to banks or investors. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

*Think that their idea is the best and has no competitors. 
*Believing that their product will be purchased without having first made a careful study of the market. 

How can we take this into account 
when developing our own educational 
programme? 

Devoting space to the issues of fund raising, not only by providing theoretical information but taking a few practical examples. 
Further to analyze calls for funding and organizing simulations to understand how to ask for funding. 

Where do you see a gap in existing 
entrepreneurship programmes? 

As above, little attention to the team's ability to seek and obtain funding. 

Section seven: Partnership 

Do you currently work with any EU 
partners? – if so please provide info 

TS works with TECHNOLOGY PARK LJUBLJANA (http://www.tp-lj.si/en) – Slovenia- and the Austrian business incubator Build! 
based in Klagenfurt. 

Do you work with any partners 
outside of the EU? – if so please add 
details  

No 

Would your organization be 
interested in offering a pre-
accelerator programme for STEM PhD 
participants once such an educational 
programme has been developed by 
our project team? 

Yes 
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Section one:  Your organisation 

How the organization is funded:  
Luiss Enlabs is a private funded organization. It’s born in 2012 after the joint venture between Enlabs srl (founded by the 
entrepreneur and business angel Luigi Capello) and Luiss University. The organization is fully backed by LVenture group.  

How the organization identifies itself:  The organization is an accelerator of start-up (web based micro firms with disruptive innovation) 

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

The organization has obviously tight connections with education institution, being Luiss University a partner of Luiss Enalbs.  

If it works with HEIs and other 
partners, in what way? 

Luiss Enlabs is a joint venture between Enalbs srl and Luiss University.   

Does it focus on working with specific 
client groups or particular sectors? 

Yes, web based micro-firms  

How many staff it has. 
We are 11 people, working on a daily basis with startups, plus a pool of advisors chosen among the best and more prominent 
entrepreneurs and business angels.  

Section two: Delivery 
How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

It’s delivered face to face.  

What is the duration of the 
programme and how frequently are 
they delivered? 

We run the start-up acceleration programme twice a year. The program lasts 5 months.  

How is delivery structured e.g. 
number of hours per day? 

Daily work 5 days a week, 5 months. Selected startups (usually 15) get a seed funding (60K) to cover the operating costs, in 
exchange of 10% equity. So every startups is evaluated 600k. The selected startups are also be asked to keep a further 3% of 
equity for one of the advisors, once they have chosen him.  

Do you provide any support following 
the course – if so what? 

No, we just took a share of equity and provide the team with a 60k, to cover the operating costs.  

Is there a charge for the course?  No. Only when they finish the program, and only in few cases, they can exploit the co-working space, paying a fee.  

Who is the programme delivered by? 
E.g. academics, entrepreneurs, mix of 
speakers 

The staff of the acceleration program provides teams with a daily support, including business model design, business analysis, 
financial and investment advices, funding scouting. Apart from the daily work, each team chooses an advisor that helps start-
ups on specific topics like business development, market, technology, product, entrepreneurship  

http://www.luissenlabs.com/
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Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline to gain a more in-
depth understanding of the training? 

No 

Once a participant is accepted on 
your programme, do you offer 
him/her an amount of money for 
his/her living and subsistence costs? 

No 

Section three: Demand 

How many participants do you have 
per course? 

15 teams per batch, two batch a year 

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

Very few, but we’ve been dealing constantly with fresh-graduate students in technology sectors, as Informatics Engineering, 
Programming etc. 

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

They are focused and a bit narrow minded on product and technology. Poor or zero marketing skills, and they also totally lack.  

Do you require any preparation 
before commencing the course? 

No 

Is there a selection process? If so 
please describe. 

It’s a three-step selection method. The first occurred when they apply to the program with an application form, a short 
description of the business and the market. The second and the third step are face to face interview that lead to a complete 
evaluation of the business and the team. 

Is it open to others within or outside 
the EU? 

Yes. Everyone can apply. We have actually a couple of startups from abroad, Ireland and England.  

Have you made any changes in the 
curriculum of the courses? Why?  

Compared to the previous years, the program got minor changes, but all in the same direction: Extreme project Management 
(XPM). XPM means a tightly-knit calendar with sprint planning every two weeks followed by a demo day, where execution is 
closely monitored and slips are minimized.  

Section four: Successes 
Of those that participate in the 
programme how many set up in 
business? 

We are dealing only with established firm, because we are supposed to take a stake… 

http://www.luissenlabs.com/
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What would you say makes you 
different from other offerings? 

Maybe the method, the intermediate goals we set, and the close connection we have with the “real world”.  
The program is 80% based on execution, and our start-ups are asked to gain some metrics before the end of the program.  

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1. The capacity to hire people,  
2. to make mistakes,  
3. to pivot.  

Do you believe STEM PhD 
students/graduates are interested to 
stimulate a entrepreneurial mind-set? 

I guess so. Why not… ? I mean, with this crisis and the shortage of valuable jobs, the entrepreneurial option is on the table.  

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

They have to change a bit their mindset. Nowadays they’re still believing (or at least part of them) in research freedom. 
Scientists didn’t want to stop being scientists. So they have to be trained on this specific issues: spin offs and start-ups could 
be a feasible way to get the biggest control on your inventions or your research results.  

What special training needs do you 
believe STEM participants have that 
we need to pay particular attention to 
when designing our own educational 
programme? 

Market, gaining a customer perspective is the best way to put them in the mood.  

Skills, or special knowledge, to 
emphasize and seek to develop when 
creating our educational programme 

Patent, market, value proposition and, not least, the confidence of making mistakes.  

Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

Hard to say …maybe we will stress the customer discovery part of the program. 

What do you feel is the main barrier 
to entrepreneurship? 

Fear, shortage of funding, shortage of evaluation skills on professional funders. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

Doing everything alone, unwilling to admit faults, falling in love with the first idea.  

How can we take this into account 
when developing our own educational 
programme? 

By a sounding mentorship.  
Let real entrepreneurs to get in touch with participants, let them face the truth of being an entrepreneur.  

Where do you see a gap in existing 
entrepreneurship programmes? 

Maybe we are too vertical on a specific sector.  

http://www.luissenlabs.com/
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Section one:  Your organisation 

How the organization is funded:  PhD+ is a public program implemented by the University of Pisa.  

How the organization identifies itself: 
science/technology park, incubator, 
accelerator etc.? 

Public Italian University. PhD+ is a training and optional extracurricular path, aimed to enrich the highest levels of academic 
training with a range of expertise aimed at spreading the entrepreneurial spirit, the exploitation of results research and 
hopefully business creation. The program is aimed primarily at graduate students and post-docs at the University of Pisa 

Whether it works with higher 
education institutions (HEIs) and/or 
other ‘partners’? 

It is a higher education institution, actually one of the most important in Italy. 
Yes, we have been active in contributing to projects similar to SCIENT, as ENDuRE “European Network of Design for Resilient 
Entrepreneurship”. http://www.endureproject.eu/  
The ENDuRE Knowledge Alliance is an innovative approach to educating and supporting new  entrepreneurs, aimed at 
increasing the resilience and competitiveness of European start-ups. 
The project aims at reducing the failure probability in startups, helping existing enterprises in growing fast and overcoming the 
"Valley of Death". After a test within a European network of academies and business players, a set of educational and practical 
tools will guarantee the future reproducibility of the approach. 
The project will finally design and develop a holistic framework to transform ideas into technically and economically viable 
businesses. Academic institutions and companies will form an alliance that will work together to minimise the probability of 
start-ups failing, help them grow quickly and overcome the Valley of Death. 

Does it focus on working with specific 
client groups or particular sectors? 

No, it offers a generically entrepreneurial support. 

How many staff it has. 
1 coordinator (namely, the pro-rector for Innovation of the University),  
2 full time persons in its staff and  support from researchers. 

Section two: Delivery 

How is your entrepreneurship 
programme delivered and what’s the 
duration? 

It is delivered through frontal lessons for 6 weeks (each year from February to April), it is now in its 5th edition 

http://www.unipi.it/phdplus
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How is delivery structured e.g. 
number of hours per day? 

12 (1/2 day) seminars. The 2015 edition has been organized as follows (session details’ below): 
1. Welcome speeches and  course introduction 
2. Storytelling: design your path and engage fellow travellers. 
3. Designing business in an ever-changing context  
4. Lean Startup – Because creating a business is a matter of method; introduction to coaching activity;  promoting the 

video competition for the final pitch 
5. The Business Plan: a knowledge driver  
6. "The Art of Entrepreneurship: getting energized, creative ambitious projects of deep meaning, and directing your own 

future 
7. Round table. "Successful start-ups and companies: a comparison of different entrepreneurial ecosystems and business 

models" 
8. "Maximizing your CV and LinkedIn profile to find a job 
9. "Intellectual Property Rights" 
10. "How to write a patent" 
11. "Patents: mapping, outlook and design around" 
12. Idea Pitches 

Is the programme accredited?  Yes, it offers ECTS 

Do you provide any support following 
the course – if so what? 

Mentoring and coaching activities: participants will be assigned to entrepreneurs and/or business managers with a background 
in a particular industrial sector who will offer their expertise and guidance, share their knowledge network, and help create 
synergies for start-ups. 

Is there a charge for the course?  No, no cost for the students, but also no financial contribution. We don’t deliver to individual entrepreneurs. 

Who is the programme delivered by?  A mix of speakers coming from the business and industrial worlds, academics and professionals. 

Is it possible to sit in on any delivery 
or have a copy of the programme 
material/outline to gain a more in-
depth understanding of the training? 

PhD+ Programme 2015  
The 2015 edition of the PhD+ is composed of 12 sessions and is taught in English. 
Detailed information can be found at: http://www.unipi.it/index.php/trasferimento-tecnologico/item/5266-2015-edition 
 1. Session “Welcome” (3h) 

Paolo Ferragina (Prorector for Applied Research and Innovation, Università di Pisa) "PhD+ 2015. Setting the scene". 
Round table moderated by Gail Edmondson (Editorial Director Science Business)  
 2. Session "Storytelling for your Career: 5W+1H to design your path and engage fellow travellers" (3h) 

Storytelling seems to be the new hype. But of course we all know it has been part of who we are as individuals and tribes. 
Story is our natural way to understand how we see the world and share that view with others. We use story to share 

http://www.unipi.it/phdplus
http://www.unipi.it/index.php/trasferimento-tecnologico/item/5266-2015-edition
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knowledge and values, to make sense of the past and design the future. When we share stories, we connect with each other. 
What does this mean in the context of your career? You can use story to understand and explain who you are, where you 
come from and especially, where you're going. You can use story to present your projects in a way that engages with your 
audiences (be them colleagues, partners, investors, or your family). In this session we will see what storytelling actually is and 
how it works. We will have a look at great (academic) storytellers for inspiration and we will explore the possibilities of story 
live. 
 3. Session "Designing business in an ever-changing context" (3h)  

Design is nowadays a central field for practice in visioning and crafting the future. Design thinking often refers to the methods 
and processes for investigating problems, acquiring information, analyzing knowledge, and positing solutions in the design and 
planning fields. But design is much more than that. Design is the DNA how to think and act in the 21st century market. It is a 
mindset, process and approach that helps entrepreneurs to consider alternatives, choices and desired results. How can we use 
design to build and scale business ideas in the best optional way? The start of a business is the start of a longer process of 
iterative analysis, decision-making and refinement. In order to develop a successful business, we need to look at all the aspects 
of business design and consider best practices for business acceleration. 
Camilla van de Boom presents an interactive setting, in which she engages the participants in conversations, drawings and 
team exercises. The participants receive a toolkit for business design and leave with new ideas, new energy and a plan with 
next steps. 
 4. Session "Lean Startup – Because creating a business is a matter of method" (3h) 

Every business begins with a set of assumptions. It lays out a strategy - which includes a business model, a product road map, a 
point of view about partners and competitors, and ideas about who the customer will be - that takes those assumptions as a 
given and proceeds to show how to achieve the company's vision. 
The truth is that a startup is an organization operating under conditions of extreme uncertainty and in search of a scalable, 
repeatable, profitable business model: the assumptions haven't been proved to be true (they are assumptions, after all) and 
they are often erroneous, thus the goal of a startup's early efforts should be to test them as quickly as possible. The Lean 
Startup methodology reconceives a startup's efforts as experiments that test its strategy to see which parts are brilliant and 
which are crazy, with the final goal to discover how to build a sustainable business around that vision. We know that startups 
are highly uncertain, but uncertainty and risk aren't the same thing! 
At the end of the session will be introducing the coaching activity, and promoting the video competition for the final pitch. 

 5. Session "The Business Plan: a knowledge driver" (3h) 
According to the buoyant activity worldwide supporting new companies, there are a growing stimulus from entrepreneurship 
programs on the part of public administrations and universities where the business plan has achieved considerable relevance. 
In this direction, the business plan plays an important role but we must consider that in literature we can find a discussion 
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about its utility or not: if a good plan is a guarantee for start-up viability or not! 
In this seminar we will discuss about the evaluation of the feasibility of the business idea, especially for the economic and 
financial feasibility, with a business planning process.  
 6. Session "The Art of Entrepreneurship: getting energized, creative ambitious projects of deep meaning, and 

directing your own future" (3h) 
If entrepreneurship is the art of building compelling businesses that flourish and sustain, with an outward on external markets, 
entrepreneurship is the art of creating exciting life ambitions that inspire and endure, with an inward awareness on personal 
achievement. The principal concepts of startup creation lie at the core of entrepreneurial development: defining and framing 
the initiative, establishing the intellectual property, identifying critical areas for further development, drafting and refining an 
execution plan, getting launched, and staying robust and motivated. During this session Bill Magill will challenge listeners to 
consider and frame their own Grand Ambitions and provide guidance on pitching their ideas powerfully and convincingly. 
 7. Session. Round table. "Successful start-ups and companies: a comparison of different entrepreneurial ecosystems 

and business models" (3h) 
Each speaker presents briefly his company and, then, all together discuss and compare their business models. 
 8. Session "Maximizing your CV and LinkedIn profile to find a job" (2h) 

Practical tips for creating a CV and professional profile that will increase your chances of getting an interview. The main focus 
is on CVs, but the guidelines given are also applicable to LinkedIn, Academia etc. 
 9. Session "Intellectual Property Rights" (2h) 

Protection of intellectual work is becoming more and more important. Various Intellectual Property Rights are available which 
alone or in combination to help the return of investment. Patents are specific right to protect ideas of technical nature: What 
is a Patent? What are the rights conferred? Why File a Patent? When to File a Patent. Who should File a Patent. Where to File 
a Patent. National, International and European patent routes are possible. A few examples of patent examination will be 
presented together with an introduction on Infringement, Patentability and Freedom to Operate. 
 10. Session "How to write a patent" (2h) 

In many cases a start-up business is based on exploiting an invention. The value of an invention, when writing a patent 
application, is generally unknown. It can be very low or very high. The claims of a patent define the protection like a fence 
defines the property on a land. When the value of the invention is high, if such "fences" are weak or are not positioned 
properly, the inventor risks to lose everything. Moreover, good claims on good inventions can attract investors, which can 
increase the value of the business. The object of the talk is to present examples on what should be done to have the maximum 
patent protection in order to avoid loss of rights ant to attract interest on a patent.  

  Video competition 
Participants wishing to pitch their ideas during Session 12 must submit a short video (3') to the Organizing 
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Secretary. The best ideas/videos will be selected by a jury of experts. 
 11. Session "Patents: mapping, outlook and design around" (2h) 

Usually start-up companies (and often well-established ones, too) perceive patents only as a way to protect the ideas on which 
they plan to build their business, a necessary but bothersome defensive tool. Actually, patents are far more than that. Rather 
than just a deterrent, they could constitute a business opportunity in themselves, and the worldwide Intellectual Property 
corpus resembles more a goldmine than a minefield. Using dedicated methodologies, it is possible to harness that goldmine, in 
order to guide and strengthen design and R&D activities, to gain competitive insight and foresight, to widen market and 
business horizons, and to use the IP portfolio as an economic and financial lever. 
 12. Session “Idea Pitches” (3h) 

Aim of this session is to match the ideas presented by participants (preselected through a video competition) both with MBA 
teams and with mentors. The matching with MBA teams will be coordinated by Riccardo Paterni (entrepreneur at Synergy 
Pathways, Talent Manager and Coordinator MBA Business Game). The selected PhD+ students will be allowed to attend the 
MBA Entrepreneurship module scheduled from 25th to 29th of May. 
 COACHING for participants willing to develop their business plan and strategy. 
 MENTORING At the end of the seminars participants will be assigned to entrepreneurs and/or business managers with 

a background in a particular industrial sector who will offer their expertise and guidance, share their knowledge 
network, and help create synergies for start-ups. 

Section three: Demand 

How many participants do you have 
per course? 

Around 100 per year. Launched in 2011, the PhD+ has counted more than 500 members including students, PhD students and 
post-docs from all departments of the University of Pisa, together with 29 speakers who have held seminars. 26 business 
projects have been developed during the course.   

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that your organization 
implements? 

Yes, they are the main beneficiaries 

If yes, what do you see as the special 
characteristics (or unique attributes) 
of these participants? 

Yes, a specific language is needed to make STEM people approaching the entrepreneurial attitude. Often the turning of 
research into business and thus is seen as a contamination or an activity not as important as the one related to the Academia. 
The course language needs to dramatically change the culture of the research, giving emphasis to the (economic) valorization 
of its results 

Do you require any preparation 
before commencing the course? 

No 
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Is there a selection process?  
If so please describe. 

No 

Is it open to others within or outside 
the EU? 

It is open to University of Pisa students, that means also Oversea program participants.  

Have you made any changes in the 
curriculum of the courses? Why?  

Yes, in 2010 the focus was the support to innovation and entrepreneurship, while in the latest editions, the main aim of the 
program was the valorization of the entrepreneurial attitude and the personal skills of researchers through the promotion of 
the entrepreneurial spirit. 

Section four: Successes 

Of those that participate in the 
programme how many set up in 
business? 

In 5 years, 19 projects turned into companies and between them, those who have obtained accreditation as a spin-off of the 
University are 11. There are 15 business projects that have accessed the Master in Business Administration of the University of 
Pisa, and who have benefited from the support from the teachers and students of the course in the development of their 
business model. 

What would you say makes you 
different from other offerings? 

The provision of intellectual instruments and tools to implement an entrepreneurial culture, that means that the course is not 
an incubator program for researchers who wants to develop a business idea; rather, it tries to transfer and translate into 
researchers and students an entrepreneurial attitude. 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

It is important to concentrate a program like this, which can obviously not take in consideration a deep understanding of all 
financial, administrative and managerial aspects that are requested to start a business, on a lean approach able to make 
students closers to the entrepreneurial spirit. 

What special training needs do you 
believe STEM participants have that 
we need to pay particular attention to 
when designing our own educational 
programme? 

Personal soft skills and team building, for instance mainly self-branding capacities, since very often researchers are not used to 
talk in public and cannot fully express their potential nor their capacities. 
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Section one:  Your organisation 

What mechanisms and support are 
available for entrepreneurial skills 
development? 

The ARCA Consortium, together with the University of Palermo, organises twice a year the course "Entrepreneurship and work 
in the knowledge economy ". The course has the objective of develop in young people a new mentality and a different 
approach to the world of work, cultivating the "entrepreneurial thinking" that leads them to look at the work as something 
that they can invent and create and do not necessarily need to expect the lead from others. The course is intended for 60 
students of all faculties of the University of Palermo and lasts 30 hours. 
In addition to the course organizers hold regular territorial activities, in-depth courses specifically aimed at university 
doctorates, and employers on issues such as technology transfer, patenting and innovation.  

Networks 

We aim to collaborate with other actors of the regional innovation ecosystem in the development of strategies and actions 
needed to support the processes of business creation, technology transfer and social innovation, with the intention of 
increasing the generation of economic value and skilled jobs in our territory. 
We have set up a virtuous circle among startups and small- to medium-sized manufacturing companies operating within 
industrial districts and we have promoted the project of a new regional technology district on advanced manufacturing 
systems. We work together with local authorities for the construction of new business creation and acceleration poles, and for 
the realization of initiatives of technological and social innovation in the framework of European Living Labs. We have 
established systematic cooperation with the major research institutions in Sicily: University of Palermo, Universities of Catania, 
Messina and Enna, the National Research Institute (CNR), the National Institute for Astrophysics (INAF), the National Agency 
for New Technologies, Energy and Sustainable Economic development (ENEA) and the Science and Technology Park of Sicily. 
The contacts with other European incubators, which have been set up within the European Incubator Forum financed by the 
European Commission, and the participation in national and international project networks, ensure our commitment to a 
global perspective in every initiative that we carry out locally and regionally. 

How is such support publicized to 
doctoral students? 

 
The international networks we are partner of and that support to publicize our opportunities to doctoral students: 
 Enterprise Europe Network > It promotes technology transfer, transnational partnerships and cooperation agreements 

in the field of research and innovation. 
 Territorial Living Lab - Sicily > It is a tool for enabling a partecipatory approach to co-design processes that aims to 

foster territorial development within the European Network of Living Labs. 
 Sustainable Development Solutions Network > Through a network of universities, research centres and other 

knowledge institutions, it supports the development of sustainable development goals to address the challenges of 
economic development, social inclusion, environmental sustainability and good governance. 
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Section two: Delivery 

These questions aim to understand 
the organization’s approach to target 
business both before the decision to 
invest and once an investment has 
been made 

Since 2005, when our incubator was set up, we selected more than 80 initiatives among hundreds of examined projects. 
Downstream of a process of verification of their technical and economic feasibility, over 40 new business initiatives were 
created, including several spin-offs of the University of Palermo.  
Access to incubation services is reserved mainly for new enterprises with a high technological content. Great importance is 
given to the business team, who should show an open-minded and goal-oriented attitude to innovation and integration 
between technical and scientific skills and managerial skills. On the incubator premises, companies can take advantage of fully 
equipped modules, multimedia and printing technologies, scientific and design  software, advanced systems for rapid 
prototyping and development of mechatronic systems. The equipped laboratories for prototyping enable companies to carry 
out the activities of pre-industrial development at low cost and with the support of highly qualified staff. Senior entrepreneurs 
mentor new companies with the formula of temporary management. Specific attention is paid to finding financial sources, 
from seed stage until industrial or financial investors join the partnership. 
For those who wish to establish their own business within our incubator, we offer two options:  

• physical incubation: provides the availability of a furnished office unit, as well as access to basic services and the use 
of laboratories. The cost is proportional to the surface of the assigned unit (€ 20.00 + VAT per square meter per 
month).  

• virtual incubation: provides the use of a co-working location area and the access to basic services, for a sum of € 
100.00 + VAT per month. 

As a local node of the EEN Network (European Enterprise Network), we provide information on research and innovation; 
advice on patents; identification of funding lines; looking for technology and market partners; technology profiling for requests 
/ offers of technologies.  
Our staff, characterized by diversified and complementary skills, can coach new enterprises with a program of integrated 
management: managerial mentoring, support to the research of investors and partners, assistance in the development of 
prototypes and demonstrators, identification of suppliers and potential customers, etc.   
In collaboration with the Easy Integrazione di Sistemi group, which is the private partner of ARCA, it is possible to arrange the 
application of the equity4fee formula, with which the startup gets the specialist assistance programme offering a share in the 
company. 

How is your entrepreneurship 
programme delivered online/face to 
face/combination or both/other? 

In presence (Italian and English). 
Our training activities aim to provide useful knowledge to potential entrepreneurs to undertake the entrepreneurial pathway 
with competence and self-awareness.  
We organize training modules for entrepreneurs, researchers and experts in technology transfer on the topics of open 

http://www.consorzioarca.it/index.php/en/
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innovation, the creation of innovative startups and management methods for industrial research programs. 
We regularly organize seminars, conferences, meetings and other events where entrepreneurs and experts get the floor and 
where we deal with themes related to the business system and, in general, connected to economic and social development 
through innovation and creativity.  
It is possible to contact us for assistance in the development of your business model and to get support in finding partners and 
financial resources for your business plan. Startups, after the technical and economic feasibility check, can access the premises 
of the incubator on favourable terms, as well as using our technological laboratories facilities and availing of the technical and 
managerial advice of our staff. 

What is the duration of the 
programme and how frequently are 
they delivered? 

30 hours / Once a week for 4 hours. 

Do you provide any support following 
the course – if so what? 

We offer the researchers to make a joint pre-feasibility analysis of the business ideas that may have emerged during the 
course. 

Who is the programme delivered by? 
E.g. academics, entrepreneurs, mix of 
speakers? 

Entrepreneurs, academics, trainers, international speakers.  

Do you provide support to individual 
students/graduates? If yes do you 
encourage any collaboration with 
others? 

Yes, we always create interdisciplinary teams. we also organize meetings with entrepreneurs and company visits. 

Section three: Demand 

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that you implement? 

Yes, STEM students use to attend our courses. Typically they have many sectorial skills but find it difficult to learn 
entrepreneurial skills as their courses of study do not include the achievement of these kind of competencies. 

Have you made any recent changes in 
the content of the courses? Why?  

Yes, we have adjusted our courses by increasing the hours of project work and testimonies, to further develop skills and 
knowledge. We also increased the hours of team building and guidance/tutoring because we strongly believe that the 
establishment of an effective and diverse entrepreneurial team is one of the main success factors. 

Section four: Successes  
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Of those that participate in the 
programme how many set up in 
business? 

About thirty percent of trainees set up their own business. 
In recent years we helped over forty teams of innovators creating their own business. The start-up companies that we have 
launched, including 8 spin-off of the University of Palermo, are the result of a careful selection among hundreds of proposals 
analyzed. Each of them is characterized by a high rate of innovation and a strong potential for development. 
ARCA in figures..(2005 - 2014) 

 

What would you say makes you 
different from other offerings? 

1. Our training modules and courses are delivered in a very structured way. 
2. The contributions of international key-speakers. 
3. The ongoing updating of teaching methods and  training content. 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1. The ability to read the market and to meet the needs. 
2. Perseverance and the ability and openness to revolutionize/change-adapt the initial idea. 
3. Have a good ability for long-term vision.  

STEM PhD students/graduates 
interested to stimulate their 
entrepreneurial mind-set? 

Those who choose to do research do quite hardly develop such skills and have difficulties in imagining an industrial application 
of their research results. 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

To learn how the research results to access the market, how to activate and maintain relations with the business sector and 
how to do fund-raising. Finally not to neglect the soft skills. 

Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

Not sure 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

 Encourage young people and give them confidence in their individual potential. 
 Create specific, easily accessible, seed capital funds. 
 Include the development of entrepreneurial and soft skills since primary schools.  
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What do you feel is the main barrier 
to entrepreneurship? 

1. The poor attitude to imagine themselves as main actors/authors of a product and/or process. 
2. Lack of entrepreneurial training inputs throughout the education and academic pathway. 
3. The economic difficulties. 
4. Bureaucratic issues 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

 To underestimate the peculiar dynamics of the market 
 Problems with the work team  

How can we take this into account 
when developing our own educational 
programme? 

Try to organise meetings with young and successful entrepreneurs to share their stories, their passion and how they really 
addressed the various problems that appear from time to time. 

Where do you see a gap in existing 
entrepreneurship programmes? 

Too much theory. 

  

http://www.consorzioarca.it/index.php/en/


  

68 
 

ITALIAN doctoral centre and career services visits (Annex II, n.11) 
ProImpresa www.promimpresa.it (Palermo, Italy)            

Section one:  Your organisation 

What mechanisms and support are 
available for entrepreneurial skills 
development? 

Promimpresa srl is an official provider for the Health Ministry applying to Continuing Medical Development Programmes 
(ECM). The main agreement is the Accordo Quadro of national validity with the London Chamber of Commerce and Industry 
International Qualifications which Promimpresa srl is the unique national partner for the English certifications in ECM 
(Continuing Medical Development).We held an agreement as well called Accordo Quadro with the Public Services Federation 
of CISL (FPS-CISL) to promote projects in Continuing Professional Development in Medicine for the public and private sector.  

How is such support publicized to 
doctoral students? 

Promimpresa clients are public entities, manufacturing companies and service companies operating in the field of public and 
private health. Our services are targeting: 
-  Higher education for enterprises 
-  Higher education for unemployed people.   

Section two: Delivery 

How is your entrepreneurship 
programme delivered? 

Blended learning (Italian and English). 

What is the duration and frequency ? 40 hours / 8 hours per day. 

Do you provide any support following 
the course – if so what? 

We offer individual tutoring for projects implementation and business plan creation. 

Who is the programme delivered by?  Project manager/Programme manager. 

Section three: Demand 

Do STEM PhD students/graduates 
participate in the entrepreneurship 
programmes that you implement? 

Yes, usually they include researchers in scientific fields with research projects or of scientific mainstream. 

Have you made any recent changes in 
the content of the courses? Why?  

Nothing substantial. 

Section four: Successes  

 How many finally set up in business? Twenty-five percent. 

What would you say makes you 
different from other offerings? 

The interactive approach of the blended learning method. 
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What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1. flexibility 
2. international openness  
3. strategic vision 

What other priorities do you believe 
they have that could be addressed 
through an educational programme? 

Objectives oriented approach, planning of project phases, budget creation, knowledge understanding of funding bodies and 
sources. 

Section five: Improvements 

What improvements would you make 
to your service if there were no limits? 

Longer time allocation of the training period. 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

Invest more funds in specific training. 

What do you feel is the main barrier 
to entrepreneurship? 

Bureaucracy. 

What would you say are the most 
common mistakes made by young 
entrepreneurs in general? 

To try to enter the market with not yet mature ideas and not well structured in every part. Project cycle management. 

Other  

Please record any other information 
you feel it is important to capture to  
attract STEM PhD student/graduate 
participation in the EU. 

Finishing the course they can get, as well as an attendance certificate, the certificate with the London Chamber of Commerce 
which our company is a partner, and all the exams are held in our school. 
This type of certificate has an international recognition as well as the Ministry of the Italian Education and so, it’s valid for the 
university credits. That’s why it’s used by big companies for the selection and the training of its own personnel. 
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Section one:  Your organisation 

How the organization identifies itself: 
science/technology park, incubator, 
accelerator etc.? 

IMI Fondi Chiusi SGR S.p.A., a "Società di gestione del risparmio" incorporated under the Italian law and dully authorized by 
the Bank of Italy, is the management company of several close-end private equity (later stage) and venture capital funds. The 
activity of the Management Company is exclusively focused on private equity deals in SMEs in order to sustain their 
development and to promote merging and restructuring processes, contributing with specialized know-how for entrepreneurs 
and supporting them during the growth process of their business. 
IMI Fondi Chiusi SGR S.p.A. is wholly owned by IMI Investimenti S.p.A a subsidiary part of the INTESA SANPAOLO. The company 
had its registered office in Bologna and operations in Milan, Rome and Naples. 
IMI Fondi Chiusi SGR S.p.A. is a member of AIFI (Italian Association of institutional investors in equity) and EVCA (European 
Private Equity and Venture Capital Association). The management company is compliant with AIFI Protocol of independent 
governance. 
IMI Fondi Chiusi SGR and Borsa Italiana are working together to promote the Service for the development of Italian PMI 
(email: elite@borsaitaliana.it)  

Section two: Approach to business Skills Demand 
What experience does the 
organization have of funding business 
start-ups / micro businesses  

We are active since about 7 years with Atlas Ventures Funds, AVM and Atlante Seed.  
Overall we invested in about 30 realities. 

What is you organization’s approach 
to making investment decisions? 

Our investment opportunities:  
Risk-return profile: Private equity is a medium-long term investment and, due to its higher risk, may prospectively yield a 
higher return comparing to more liquid investments. 
Volatility reduction: Diversification of portfolio companies and preference on development capital deals, which are the main 
guidelines for investment strategy, help to reduce the volatility and risk of the overall investment. 
Dilution of commitments: The actual cash-out (drawdown) happens only when an investment deal is about to be closed, while 
there's a capital distribution when a divestment deal is closes, hence reducing average duration and commitment. 
Control and visibility over investments: The management company is subject to the regulations of Bank Of Italy and Consob, 
which provide for specific provisions with respect to supervision, conflicts of interests and valuations of portfolio companies; 
investors are periodically informed about the state of portfolio companies with standard reports according to guidelines of 
Bank of Italy and EVCA (quarter reports of portfolio companies, half-year report and annual report of the Fund).  

http://www.imifondichiusisgr.com/fondi-chiusi-it/home.htm
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What are your criteria for making an 
investment? 

 Level of innovation (including the existence of intellectual property, if relevant for the sector),  
 Quality of the entrepreneurial team,  
 Possibility of large expansion in short-medium timeframe. 

How does your organization typically 
work those businesses in which it has 
invested? 

Usually we establish a long-term cooperation relationship with them, especially relating to the most important business 
decisions, such as the assessment of the opportunities for business development, investment, and the growth in size and 
financial. 

Section three: Skills Demand 

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1. Tenacity/perseverance 
2. Ability to ‘sell’ in a broad sense (of an idea, of their product, etc.) 
3. Confidence, attitude to risk, ability to live with uncertainty  

What are the top three skills an 
entrepreneur needs to be successful?  

It depends a lot on the sector. In the case of scientific high tech (e.g. Biomedical, electronics) it is important to own strong 
scientific competences, besides the ability to integrate into the team figures endowed with these competences. 
More generally, it is essential to be able to manage complexity (financial, human) of a high tech project and last but not least, 
good networking capabilities. 

How do you determine if 
entrepreneurs have these qualities 
and skills when deciding to invest? 

1. through direct talks/interviews and focused on specific areas 
2. request for advice by people who know them, who are active in the same working environment and/or have been 

working with them in the past 
3. analysis of past experiences 

Section four: Skills Gaps 
These questions aim to understand your assessment of the level of skills and aptitudes of those seeking funding 
What are the qualities that 
entrepreneurs seeking funding form 
your organization have lacked? 

It is not easy to generalize. Typically in Italy you can say that entrepreneurs have a lower amount of experience in the creation 
and launch of startups than in countries where the venture capital has been present for longer time period. 

What are the skills that entrepreneurs 
seeking funding from your 
organization have lacked? 

...again, you cannot generalize.  
Typically there is no ability to dialogue with lenders, whether venture capital funds, banks, private etc. 

Where entrepreneurs have a PhD 
have they had any particular gaps in 
their qualities and/or skills? 

Probably they have a lower predisposition to risk  than those who started their own business/risk at a younger age. 

Your assessment of the qualities and 
skills of entrepreneurs seeking 
funding in the market? 

The level of technical competence of Italian entrepreneurs is of quite high average. Missing is, in part and in several cases, the 
practice to operate and liaise with investors. 

http://www.imifondichiusisgr.com/fondi-chiusi-it/home.htm
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Section five: Improvements 

What role do you think the following 
techniques should have in helping 
entrepreneurs bridge their gaps? 

Intensive workshops on skills (e.g. Networking skills, financial management, communication planning). 

What other approaches would you 
then like to see used? 

"Gym" approach with intensive workshops, training on business plan, preparation of projects in the field and then, as 
mentioned, this can lead to real projects from startup to investors. 

Which organizations do you think 
should be responsible for providing 
these services? 

Universities and post-graduate training centers (masters level). 

Other  

What special training needs STEM 
participants have that we need to pay 
particular attention to? 

I think that during the programme it could be useful to allow students to design business projects, initially proposed as a 
"workshop" and then eventually, if then they have the sense for economy, to be presented to outside investors. 

If the EU could do more to improve 
entrepreneurship what would this 
look like? 

The EU should encourage entrepreneurship and the attitude of people to realize themselves personally through a project of 
business creation. 
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Section one:  Your organisation 

How long has the company been 
established? 

Established in 2006. ZernikeMeta Ventures (ZMV), holding company specializing in finance for innovation and new businesses 
creation, is an Italian-Dutch joint venture between Zernike Group and META Group both having decades of experience in early 
stage finance.  
Since 1987, Zernike and META have managed more than 200 million euro for the seed and start-up financing, investing 
between 200,000 and 1,000,000 euro in more than 250 companies and getting returns higher than the European sector 
average with 180 exits. ZMV manages, in Italy and abroad, seed funds and start-up capital addressing entrepreneurs with 
global ambitions and local roots. ZMV consists of a team of professionals who provide investee companies with an extensive 
network of contacts, advice for the procurement of any additional financial resources, the identification of managerial and 
professional expertise, and support service for accelerating the commercialization of products through the available global 
network in United Kingdom, Spain, Slovenia, Italy, USA and Argentina. 

How the organization is funded:  

ZMV manages public-private venture capital funds in a commercial and profit-oriented perspective. Within these funds, the 
public investors, using already available resources such as structural funds, gives ZMV (that has been identified through a 
competitive process) the mandate to manage such resources together with other private sources in order to acquire 
investments in innovative and potentially successful companies. 

How many employees do you 
currently have? 

5 employees 

Section two: Approach to business Skills Demand   

What experience does the 
organization have of funding business 
start-ups / micro businesses  

About 40 SMEs company seed, start-up expansions. About 10 start-ups teams include doctorates and/or university professors. 
Moreover, ZernikeMeta Ventures through its regional seed funds has invested in more than 250 start ups with more than 180 
disinvestments achieving positive returns. 

What are your criteria for making an 
investment? 

 ‘Roundness’ of the team (technical expertise but also managerial skills) 
 Target market in growth and with low access barriers  
 Technology already protected by patents and owned by the company itself, and not by the shareholders  

How does your organization typically 
work those businesses in which it has 
invested? 

We offer managerial support in the post-investment strategic choices.  

Section three: Skills Demand  

What do you feel are the top three 
qualities to make a successful 
entrepreneur? 

1) long-term vision 
2) Understanding of the relevant markets dynamics 
3) Moral integrity  

http://www.zernikemetaventures.com/
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What are the top three skills an 
entrepreneur needs to be successful?  

We do not provide direct support to students and alumni. 
Usually we look for business ideas with previous experience (trying to limit the risk of first-time entrepreneur failure). 

How do you determine if 
entrepreneurs have these qualities 
and skills when deciding to invest? 

In-depth interviews and analysis of previous business experience (and not just research related). 

Section four: Skills Gaps  

What are the qualities that 
entrepreneurs seeking funding form 
your organization have lacked? 

Entrepreneurial vision: too much attention to the logic of the research, rather than gradual approach to the market with Most 
Valuable Players (MVP) and subsequent improvements based on the feedback of the market and not only on the 
intuition/insight of the research team itself. 

What are the skills that entrepreneurs 
seeking funding from your 
organization have lacked? 

Understanding the mechanisms of investment of a venture capital fund, thus the difference between venture capital and 
grants. 

Where entrepreneurs have a PhD 
have they had any particular gaps in 
their qualities and/or skills? 

Scientific orientation: reluctance to deal with market imperfections and its dynamics (often products that are less perfect but 
match more the needs of the end customer, are successful)  

In general what is your assessment of 
the qualities and skills of 
entrepreneurs seeking funding in the 
market? 

There is still the need to invest in training, not only on mere technical aspects but also on managerial aspects. 

Section five: Improvements - These questions aim to understand what could be improved to ensure entrepreneurship in the EU increases 
How do you think entrepreneurs can 
best bridge their gaps in qualities and 
skills? 

Real and direct business experiences. 

What role do you think the following 
techniques should have in helping 
entrepreneurs bridge their gaps? 

Mentoring by successful entrepreneurs. 

What other approaches would you 
then like to see used? 

Seminars on the lean start-up.  

Which organizations do you think 
should be responsible for providing 
these services? 

Specialized private entities and  most important, that are not part of the research centers and universities body/boards. 

http://www.zernikemetaventures.com/
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Other  

Special training needs we should 
include 

Lean start-up; deepening knowledge and contacts of customers and markets. 

Where do you see a gap in existing 
entrepreneurship programmes? 

Too often these are delivered by people far away from the world of investment. 
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