Catalogue of companies
Catalan Pitch Competition 2022
ACCIO Startup Forum 2022

ACCIO ) Seesraicnye



MM Generalitat
1Y, de Catalunya

© Government of Catalonia
Ministry of Business and Labour
ACCIO, Agency for Business Competitiveness

ACCIO

Passeig de Gracia,129

08008 Barcelona

Tel. 93 476 72 00
accio.gencat.cat

Date of issue: NOVEMBRE 2022

Date published: NOVEMBRE 2022

QORD

This volume is registered under an Attribution + NonCommercial + ShareAlike (CC BY-NC-SA) license. Commercial use of this volume or of any of its contents is not permitted, and any distribution thereof
must be carried out under a licence that is identical to the one covering this volume. The full licence can be viewed at http://creativecommons.org/licenses/by-nc-sa/3.0/es/legalcode.cat




The 50 startups with more potential in Catalonia

We are at the gates of the 27th edition of the most renowned startup competition in the country, the Catalan Pitch Competition (formerly Investment
Forum). Throughout all these editions, major goals have been achieved, such as the fact that the participating startups have obtained 353 million euros
from their participation in the event,

The achievement of goals like these ensures the continuity and consolidation of this event which, year after year, allows outstanding startups to present
their innovative projects and make them known to the entrepreneurial ecosystem. Not surprisingly, it has become the best showcase for innovative
startups with the greatest growth potential in Catalonia.

Before this annual meeting takes place, it has been done a selection of the projects with more growth projection and potential that are working today
in our country: The 50 startups with more potential in Catalonia is a compilation in a catalogue format of the best proposals submitted at the 2022
edition and aims to give visibility as solutions to real necessities of the society. All of them stand out by their differential character and innovative value,
their social impact and the involvement of the entrepreneur team.

Of the 50 companies in the compilation, 27 of the selected ones will present their projects in public at the Catalan Pitch Competition. A competition
among startup companies in three different fields: health, TIC and deep-tech. These companies will compete for the Catalan startup of the year award
and will aim to obtain the necessary funding to launch their projects on the market.

| encourage you to browse through this catalogue where you will find 50 different business models, new solutions to social challenges, the characteristics
of the different markets and technological areas and, above all, the people behind the projects, the reasons for their development, and their contact
details so that you can share knowledge and do business together. This year, as a novelty, each of the executive summaries also contains the United
Nations Sustainable Development Goals, which each startup contributes to achieving.

A catalogue that becomes a basic working tool for companies, entrepreneurs and investors that look for opportunities to improve the business
competitiveness of our country.

Albert Castellanos i Maduell )
Secretary of Business and Competitiveness, and managing director in ACCIO
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SDG

SDG 1. End poverty in all its
forms everywhere

SDG 2. End hunger, achieve
food security and improved
nutrition and promote sustainable
agriculture

SDG 3. Ensure healthy lives and
promote well-being for all at all
ages

SDG 4. Ensure inclusive and
equitable quality education
and promote lifelong learning
opportunities for all

SDG 5. Achieve gender equality
and empower all women and girls

SDG 6. Ensure availability and
sustainable management of water
and sanitation for all

SDG 7. Ensure access to
affordable, reliable, sustainable
and modern energy for all

SDG 8. Promote sustained,
inclusive and sustainable
economic growth, full and
productive employment and
decent work for all

SDG 9. Build resilient
infrastructure, promote inclusive
and sustainable industrialization
and foster innovation

SDG 10. Reduce inequality within
and among countries

SDG 11. Make cities and human
settlements inclusive, safe,
resilient and sustainable

SDG 12. Ensure sustainable
consumption and production
patterns

SDG 13. Take urgent action to
combat climate change and its
impacts

SDG 14. Conserve and
sustainably use the oceans,
seas and marine resources for
sustainable development

SDG 15. Protect, restore and promote
sustainable use of terrestrial ecosystems,
sustainably manage forests, combat
desertification, and halt and reverse land
degradation and halt biodiversity loss

SDG 16. Promote peaceful and
inclusive societies for sustainable
development, provide access to justice
for all and build effective, accountable
and inclusive institutions at all levels

SDG 17. Strengthen the means
of implementation and revitalize
the Global Partnership for
Sustainable Development
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Research entities

Subsectors

Pharma
Biotech
Meditech
Digital Health

Countries with the most

opportunities

United States
Japan

United Kingdom
India

South Korea

in Catalonia

21.333 27,718 4.4 %
Turnover (M€) Workforce GDP
FOREIGN INVESTMENT EXPORTS
of total Spanish of the
investment Spanish
total

projects

capital

investment

Main trading partners: Switzerland, Germany, France

Industry and manufacturing opportunities

Global leaders in the pharmaceutical sector

Kenya

Australia

Clrj,ina ! A dynamic biotech industry

France _ | |
Ghana Medtech, attraction of FDI in Catalonia

Digital health, the fastest growing subsector

Source: Report on Life and Health Sciences in Catalonia, by ACCIO
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Health topooct

€159 M €EN2M €12 M €8 M €7 M
2021 2021 2021 2022 2021
cuide HumaniTcare (RG] Dy Care::.
€57 M €5 M €2,5 M €2 M €1,3 M
2022 2022 2021 2021 2022

Nota: consulta feta a Dealroom (19/10/2022) a partir de Catalunya com
a founding or HQ. Es pren en consideracio el venture capital.

Hartmann has invested €14 M in the expansion of its
plants in Mollet and Montornés - which manufacture
medical device products for wound care, incontinence
and disinfection - resulting in the creation of 15 jobs.

Qigen, a major Dutch provider of technologies

for clinical trials and testing worldwide, acquired the
Catalan company Stat-Dx, which specialises in the
development, manufacture and marketing of “closer
to care” diagnostic solutions. Qiagen has doubled the
capacity of its Barcelona Science Park plant for the
production of COVID tests.

20000
QIAGEN

Teladoc Health, a US-based multinational
telemedicine company, has opened a new head office
in Barcelona. This move has entailed an investment of
€120 M and created 750 jobs.

Teladoc.

HEALTH

The pharmaceutical company AstraZeneca will open

a development center in Barcelona to promote the
creation of new state-of-the-art medicines for the
treatment of minority diseases, a project that will create
up to 100 specialist R&D jobs in the next two years The
company will open this new hub through the Alexion
group, which specializes in minority diseases.

AstraZeneca

= Return to index



10/2018

aortyx.com

Aortic dissection (AD) is a life-threatening
condition with a worldwide incidence of 1/10.000
patients/year and a mortality of up to 50 %.
Current treatments have unacceptable mortality
rates (30 %) and mid-term complication

rates (60 %) due to its invasiveness and poor
mechanical compliance. Aortyx has developed
a bioresorbable adhesive patch that allows

for endogenous regeneration of the aorta by
mimicking its mechanical properties. The patch is
delivered using a minimally invasive device that
lands it on the dissected region. This patch will
significantly reduce the mortality and morbidity
associated to this dramatic disease. It will
improve the patient’s lifespan and life quality and
will reduce uncertainty during surgery for the
surgeons.

The patch began its protection route in March.
After a positive EPO response, we filed a PCT in
March 2019 (WQO/2019/175288). The International
Search Report confirmed that our patent was
strong and coherently we started National Phases
in the 10 MM. This patent has been granted in
Australia and Japan; Canada and USA grants are
expected soon. We are now addressing minor
concerns in China and USA. The deployer, started
its protection route in September 2019 with an
EPO patent application. The EPO found some
claims novel and inventive and a PCT was filed

in September 2020. National Phases have begun
during 2022.

The Global Stent Grafts Market reached 3.74
Bn€ in 2021 and is expected to reach 5.95 Bn€
Growing at a CAGR of 9,6 %. Growth predicted
will be driven by the rise of AA & AD due to aging
population that increases risk of suffering aortic
diseases. Shift from OR (25 % of the procedures)
to endovascular repair (75 % of the procedures)

is expected due to fewer risks and quick recovery
that endovascular procedures offer compared to
conventional OR.

We have a B2B marketing approach focused

on hospitals as customers and their managers

as decision makers. We expect to price our
devices at 15,000€, slightly above current TEVARSs
demonstrating superiority in our clinical trials.

We estimate that administrative expenses will be
35 % over sales. We will pay 3 % of Royalties to
Hospital Clinic and 1QS, 6 % in manufacturing
costs, and commercialization costs of 27 %,
resulting COGS of 36 %. Altogether, the operating
margin is 29 %.

3 major players control the market: Gore (USA),
Medtronic (USA) and Cook (Ireland). Their
stents cover more than 90 % of the market. Last
years, regulatory agencies have approved new
devices that present minor improvements. In
Germany, the approved DRGs for endovascular
aortic interventions is €17,500 and up to €38,000
for open repairs. However, derived costs can
reach €41,000/patient due to the need of ICUs,
hospitalization stays, or reinterventions. There are
currently 23 AD clinical trials, but none presents
disrupting differences with current devices. Our
novel device reduces the associated mortality
and morbidity, reduces the hospitalization time,
and eliminates reinterventions, thus reducing the
disease associated expenses.

Thousands€

9,000 7,782,391

6,000 3,788,923

2,808,624
3,000 1,801,678 .
0 [ -

3,000
6,000
9,000
12,000

2021 2022e 2023e 2024e

Fundingneeds @  Sales - EBITDA ==

€139,196,57
monthly burn rate

Series A: €12M round, of which €6M have been
already secured, dedicated to complete pre-
clinical regulatory, manufacturing, and the First

in Human study. Nara Capital will be the lead
investor of this round (€2.25 M) also assuming the
responsibility in the due diligence and investment
follow-up. As awardees of an EIC Accelerator
“Grant First”, the European Commission, via the
EIC fund, will co-invest €3.75M in the next Round.
European or overseas investors with capacity to
co-invest €0.5-3M and follow on in Series B are
expected to join.

€650,000 Seed round
TRL 6. In vivo proof of concept

€2,500,000 EIC Accelerator Grant

Manufacturing process validation
FIH
FDA Clearance

Jordi Martorell

jordi.martorell@aortyx.com
654096695

C/ La Vinya, 9B
08329, Teia

Jordi Martorell
CEO/in

Noemi Bala
CTO/in

l&=] Vicenc Riambau

m@ CMO/in

T
do Salvador Borrés
| CsSO/in

15 €30,401 €3 M
workers invested by external
the team K raised

= Return to index


http://aortyx.com
https://www.linkedin.com/in/noemi-bala/
https://www.linkedin.com/in/salvador-borr%C3%B3s-91a6a626/
https://www.linkedin.com/in/dr-jordi-martorell/
https://www.linkedin.com/in/vincente-riambau-74b39714/

09/2020
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92) (A THOUSAND COLIBRIS (DANA)

Improving the mental health of women who become mothers.

Problem and solution

90 % of women who become mothers experience
mood disorders during the perinatal period, and
25% suffer severe mental disorders. Furthermore,
75 % of women in the perinatal period are
under-diagnosed and do not receive adequate
treatment.

This impacts on the health of the mother and the
baby, with effects that can last throughout their
lives. Dana is an Al-based digital solution for

the prevention, early detection, diagnosis and
monitoring of mental health disorders in pregnant
women or mothers with babies up to 3 years old.

Intellectual property

Company currently developing its own algorithm
(INVIMA) for early detection of mental disorders in
the perinatal period.

The initial market for validation is Spain. In the
next growth phase, we will expand to LATAM, UK,
Germany and the USA. The market entry strategy
is based on digital marketing and partnerships
with stakeholders (employers, health insurance
companies and brands) and with health systems.

Business model

B2C business model with freemium subscription
for users and marketable through the B2B2C
channel with employers, health insurance and
brands. B2B Business Model with reimbursement
(SaaS) as a tool for the health system for early
detection, diagnostic aid, digital interventions and
monitoring.

Competition

National:
Digital mental health solutions (not focusing on
maternity): KOA Health, Aimentia

International:

Digital mental health solutions (not focusing on
maternity): Wysa, Youper, Biobeats

Digital solutions for the maternity sector: Peanuts,
Bay2body, Gentle Birth, Canopie, Keleya

Thousands€

Dana

Financial projections

5,000
4,000
3,000
2,000

1,000 80,000 425,000
0

1,150,

Life and healt

sciences

CONTACT DETAILS
Verénica Montesinos
&2 veronica@dana.health
(% 622353245

@, Carrer Doctor Trueta, 113, 1er
08005, Barcelona

e

\
-1,000

2021 2022e 2023e 2024e

Funding needs @ Sales == EBITDA =

7 €50,000
G¢ mon’[hly burn rate

One million euro seed round in March 2023 to
invest in technology and product development,
expanding to a second market in Europe and to
obtain CE marking as a health product. We are
committed a 150K ticket from one of the current
investment funds.

We are seeking support from venture capital funds
looking to invest in impact projects, digital health
and women'’s health.

10/2021  Llancament del primer MVP al mercat

12/2021 Tancament primera ronda pre-seed de
finangament i obtencié de StartUp Capital
(ACCIO)

09/2022 10,000 app downloads (new users)

12/2022  Launching our MVP4 onto the market with
based preventive function

03/2023 30,000 app downloads (new users)
03/2023 Finalizing € 1M seed round

Verdnica Montesinos
CEO/in

Sven Mulfinger
COoO/in

&g & &

6 €12,000 €683,000
workers invested by external
the team K raised

Al-

= Return to index


https://www.dana-app.com
http://dana-app.com
https://www.linkedin.com/in/svenmulfinger/
https://www.linkedin.com/in/veronicamontesinos/

robopedics.com 11/2021

B

People with hemiplegia can be affected by
different degrees The most common scale has

6 degrees, 0 = being no movement disability
and 6 = death. Our clients are at 4 or 5 degrees.
These are people with reduced or 100 % impaired
mobility in a part of the body. These people may
not be able to stand or walk. The only way they
can move around is in a wheelchair, assisted

by others. Our device enables these people to
stand up and walk, at home or outdoors. Every
day. Without any need for assistance from nurses
or doctors. The physical and emotional benefits
of bipedalization are widely acknowledged in
scientific literature.

We will have the Robopedics and Awake
registered brands, an utility model pending for the
entire device and a patent for the algorithm that
controls the device (Clarke + Modest)

People suffering from 4 or 5 degree hemiplegia.
Spain = 90k survivors with walking limitations.
Europe = 861k, Mon = 15M. We will use D2C

to cover Europe with and B2B2C for outside
Europe. With the E-commerce platform the D2C
is delivered to the rehabilitation center, where the
user trains on it and then takes it home.

Robopedics will sell the devices and offer a rental
option. The unit cost structure provides 46 %
COG on a sales price of €15,000. The profit per
unitis 15 %. It does not require any large-facility
production infrastructure. We maximize production
with 3D injection parts, standard and sustainable
components.

The only option for home or outdoor mobility by our
potential users is the wheelchair. They can stand in
rehabilitation centers with exoskeletons for spinal
cord injury. There is no other device that allows
them to stand and walk in the home or outdoors.
For rehabilitation: Able Human Motion, Rewalk,
Ekso.

Thousands€

o

RO30PE=DICS

500

-500
1,000 -600,000

-1,500 -1,400,000

2021 2022e 2023e 2024e

Funding needs @ Sales = EBITDA =

€15,000
monthly burn rate

We will need €2.5M to meet the regulations, acquire
the CE marking for a medical device and reach the
market. We anticipate that 30 % will come from non-
dilutive funding and the rest from private investors /
investment funds. This round should be finalized by
September 2023. We are already in talks with certain
investors and funds.

Founding of the company
Appointment of the advisory board

First funding found that enabled us to
industrialize the first device

A 100 % functional industrializable prototype

Second round of funding to enable us to
reach the market

Launching onto the market

Ivan Martinez Villar
imartinez@dibex.isdi.es

659440164

Joan Fuster i Ortells, 10, 3, 3
43007, Tarragona

™ lvan Martinez
& ﬁ CEO/in

- Dionis Guzman
CMO/in

I \\ Marc Serra
BDM/in

R

3 €35,000
workers invested by
the team

€315,000
external
K raised

=
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https://www.robopedics.com
http://robopedics.com
https://www.robopedics.com
https://www.linkedin.com/in/dionisguzman/
https://www.linkedin.com/in/marc-serra-bartra-141185/
http://www.linkedin.com/in/ivan-martinez-supply-chain
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To make pulmonary health diagnosis available to everyone

B

Problem and solution

The diagnosis of chronic obstructive pulmonary
disease (COPD) is carried out late on in 66 % of
cases. For a disease that affects 10 % of adults,
it generates enormous costs for health systems
in terms of hospitalizations and leaves the patient
with a poor prognosis.

Our medical device allows us to detect the
disease in primary care, which makes it possible
to carry out early interventions that reduce
diagnosis delay to 15 %, thus saving the EU’s
health systems €5,000 million a year and enabling
patients to lead longer, healthier lives.

Intellectual property

Currently in the process of drafting the patent to
protect our technology. In addition, the algorithms
we are developing will be protected as industrial
secrets.

The potential market for respiratory diagnosis is
€7,000 million. In Spain, we estimate that we can
attain a market of €30 million with our solution.
We are working with a referral hospital and key
public sector organizations to create trust-based
relations.

Business model

Direct and indirect sale and distribution of our
device to primary care health services (B2B and
B2G), private and public. Also, cross sale of
consumables in each test. Other channels include
local pharmacies and mutual health insurance
associations.

Competition

Most competitors focus on hospital environments
or measuring using adaptations of spirometry, the
current “gold standard”. We focus exclusively on
primary care and making hospital-level technology
accessible to primary care physicians.

brea

Financial projections

800
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Thousands€

Life and healt

sciences

CONTACT DETAILS
James Tom Hugall
7 james.hugall@breaz.eu

% 622168513

@, Carrer de Roc Boronat 117
08018, Barcelona

750,000

150,000
100,000

TEAM

Funding needs @

2021 2022¢e 2023e 2024e

James Hugall

EBITDA = CEO/in

Sales =

£
(&

€11,000

monthly burn rate Petra Stockinger

CSO/in

Round of €750,000 divided into two stages:
€150,000 (of convertible notes to enable us to
finalize the functional prototype and test our
technology in the hospital) and €600,000 at the

Dr. Antoni Rosell
BMO/ in

start of 2023, when the prototype will be completed
until the design freeze.

03/2021 First grant and funding (ACCIO Startup 3

capital) $ @
07/2022 Wetenter a medical hospital as a project 4 €20,000 €0

partner workers invested by external
12/2022  First proof-of-concept prototype the team K raised
01/2023  Testing the technology at the hospital A4

. . . ACCIO gz G Trias i Pujol

01/2024  Freezing the design and beginning T Hoepita

the pivotal clinical trial
11/2024  Obtaining the CE marking: Class lla @ Health Il S

“Medical device”

= Return to index
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https://breaz.eu
http://breaz.eu
https://www.linkedin.com/in/petra-stockinger
https://www.linkedin.com/in/antoni-rosell-4809181ab/
https://www.linkedin.com/in/jameshugall
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AN .
uuy  stethoscope-clarity.com

Medical innovation in respiratory pathology

B

Problem and solution

In the diagnosis and monitoring of acute and
chronic respiratory pathology, patients still need
to be physically present at assessments. We
transform a mobile phone into a stethoscope,

to be used directly by the patient with chronic

or acute respiratory disease, using an Al

platform that analyses the sounds of respiratory
auscultation and performs an immediate
diagnosis, informing users of their clinical situation
and the most appropriate action.

Our solution has a universal, low-cost
configuration, it also enables evaluation of
the user by healthcare personnel through a
conventional call or recorded voice message.

Intellectual property

Utility model of the Clarity respiratory auscultation
device.

05/2022

Defining our market to Spain, France, Germany,
UK, ltaly, the US and Japan, people with chronic
respiratory disease diagnosed would total 124M
and the vulnerable population group represented
by people between <10 years and > 64 years
would also form part of our market.

Business model

We develop a B2C model, attracting new users
through mass advertising. These potential users
acquire the device and the subscription, in
addition, the data obtained through using the
artificial intelligence platform can be analysed and
made use of later.

Competition

StethoMe, TytoCare, eKuore, StethlO.

Compared to its competitors, the Clarity device
stands out for its simplicity of use, the fact that
it is aimed at people of all ages who have an Al
platform, and that is can be used without any
connection to the platform and even in real-time
calls.

Life and healt

sciences

Financial projections

12,000
10,500
9,000
7,500
6,000
4,500
3,000 2,700,000
1,500
0

Thousands€

800,000

-1,500
2022 2023e 2024e 2025e

Funding needs @ Sales = EBITDA =

€200
G* monthly burn rate

To continue on our journey to the market, we need
the following, in 2023: to complete our seed capital,
gather audio samples, develop the Al platform,
achieve the clinical validation study and the CE
marking, and in 2024 we anticipate our first sales
on the Spanish market.

04/2020 Functional prototype
02/2021 Prototype validated

06/2022 Participation in Barcelona Activa’s pre-

accelerator for intensive innovative projects

2023 Clinical trial
2023 Al development
2024 CE marking

CONTACT DETAILS

Patricia Alejandra Peiha Torres
=2 Patricia.pena@stethoscope-clarity.com
% 667000063

€. Av. La Clota 60, 3-1
08174, Sant Cugat del Valles

~Jacqueline Torres
' CEO/in

Ines Alejandra

Betancourt
COO/in

Patricia Alejandra
Pena
CMO/in

& &

3 €15,000 €0
workers invested by external
the team K raised

Ajuntament de

(:‘ Barcelona

Barcelona

= Return to index 12


https://www.stethoscope-clarity.com
http://stethoscope-clarity.com
https://www.linkedin.com/in/ines-betancourt-torres/
https://www.linkedin.com/in/patricia-pena-torres/
https://www.linkedin.com/in/jacqueline-torres-castillo/
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§5 doctomati
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The future of preventive medicine, today

Problem and solution

Remote monitoring of chronic patients is a real
problem, something that became obvious with
COVID19. As they cannot go to health centers,
many patients are left unsupported, thus
worsening the situation for 9 out of the 10 main
causes of death in Spain. Our solution aims to
use smartphones to convert all medical devices
into connected devices. This is achieved with

a patient app that allows you to gather results
from the screen of ANY device (blood pressure
monitor, balance, glucometer, digital thermometer,
pulse meter, etc.) without any need for pairing or
integration.

Intellectual property

Patent currently pending for our medical device
recognition model and the measures we offer.

Our ideal market is Latin America, due to ease

of entry and lack of public health resources for
chronic patient monitoring. We have contacts with
previous professional stages (Doctoralia) and
signings underway.

Business model

B2B, from €5 /patient/month.
Burn rate€35,000 /month.

Competition

Livongo / Teladoc, Huma, HumanlTcare ... all
these platforms have medical devices which are
integrable by app via Bluetooth. We do not need to
integrate medical devices. This reduces our sales
price, logistics costs and maintenance costs, apart
from the advantage that we are making use of
devices with which patients are already familiar.

Life and healt

sciences

doctomatic

Financial projections

4,000
3,500
% 3,000
©
§ 2500
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3 2,000
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500 250,000
0
-500

2021 2022¢e 2023e 2024e

Funding needs @ Sales = EBITDA ==

€35,000
G* mon’[hly burn rate

€250,000 — €500,000 per bridge round to achieve
our initial commercial and technical objectives.

08/2022  Agreement with Hospital del Mar to test
use cases (cardiac insuffiency, HTP, home
hospitalization)

09/2022  Agreement with Seniors Residences (Korian
Group, second-largest retirement homes
group in Europe ) to monitor 20 residences.

09/2022  Agreement with Cooperativa Suara for home
monitoring of users (test with 6, total 650 in
Barcelona city).

09/2022  Selling services to a Spanish insurance
company

09/2022  Selling services to a group of 20 Spanish
residences

11/2022  ENISA €180,000 to be received

CONTACT DETAILS
Frederic Llordachs

=2 fllordachs@doctomatic.com
% 605083710

@, Carrer St Antoni M2 Claret 167
08025, Barcelona

Frederic Llordachs
CEO/In

Carmen Pauline Rios Benton
COoO/in

Fernando Ot
CTO/in

& & &

7 €3,000 €410,000
workers invested by external
the team K raised

= Y Ship2B
Encomenda A28,

= Return to index 13


https://www.doctomatic.com
http://doctomatic.com
https://www.linkedin.com/in/carmenriosbenton/
https://www.linkedin.com/in/fernando-ot/
https://www.linkedin.com/in/llordachs/

_o7) (EXHEUS

suw  exheus.com 06/2020

Exheus provides health testing that analyses the expression of 22,000 genes through

Problem and solution

Chronic diseases kill 41 million people each year,
which accounts for 71 % of the deaths that take
place in the world. There are no diagnostic tools
currently available to monitor health changes
holistically and comprehensively over time.

From a small blood draw, Exheus can provide a
customized report with lifestyle guidelines and
diets according to the client’s gene expression.
With these tests, Exheus offers the most powerful
customised tool available on the market to combat
chronic diseases efficiently and sustainably in
time.

Intellectual property

The technology based on the patent

RNA and Al sequencing

The market for chronic disease management is
expected to reach €14.9 BN by 2031 (11.8 %
CAGR). Market access will be carried out by
healthcare professionals (PS) who will prescribe
the products to their patients. Initial clients will be
reached through talks, workshops and existing
collaborations.

Business model

Business model based on marketing RNA tests
using a distribution model via clinics, insurance
companies and health professionals. Assuming a
COGS of €220, we will have a gross margin of 63
% for the RNA test.

WQ02019/102.007 describes in vitro methods to
determine a person’s fitness from his/her RNA
levels.

Competition

Viome, Inside Tracker, Made of Genes. The
companies currently operating in the sector are
engaged in DNA analysis rather than RNA. The

main difference lies in the dynamic nature of RNA,
which is constantly changing, while DNA remains

static and does not vary over time. In this way,
our products can be sold on a recurring basis,
enlarging the client’s LTV.

Thousands€

exheus

Financial projections

Life and healt

sciences

CONTACT DETAILS
Pol Cervera

1,500
1000 s =2 pol.cervera@exheus.com
0 €. Av Ernest Lluch, 32

-500 08302, Matar6
-1,000
-1,500
-2,000
-2,500

2021 2022e 2023e 2024e Teresa Tarragé

Funding needs @ Sales = EBITDA = " CEO/In

2 €50.000 Pol Cervera
ofy mon![hly burn rate COO/In

José Manuel Soria

During the second quarter of 2022, a €0.6 M

funding round was successfully finalized with the
support of Capital Cell. During the first quarter of
2024, we plan to open a series A round of €2.5 M

to consolidate the commercialization of the product

at European level and to achieve CE certification
via clinical validation.

06/2020 First funding round successfully finalized
(€250 k)

06/2021  Starting commercialization

06/2022  Second funding round successfully finalized

(€600 k)

06/2023 Internationalization of the product
at European level

06/2023 Agreements with global distributors

01/2025 Results of the clinical validation study

and CE mark

CSO/in

Alexandre Perera
CTO/in

%&@

€3,000 €1,548,080
workers invested by external
the team K raised
B WassTEAl @UNTIL | (Bit) Heattn

(BJ DECELERA - EIT Health is supDartenwtl‘:\eEIT

VENTURES a body of the European Unios

&
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http://exheus.com
http://exheus.com
https://www.linkedin.com/in/polcervera/
https://www.linkedin.com/in/jose-manuel-soria-09638361/
https://www.linkedin.com/in/alperera/
https://www.linkedin.com/in/teresatarrago1/

_03) (GENOTICA

wws  genotica.com 05/2020

The world’s benchmark search engine for genetic testing

Problem and solution

The main objective of GENOTICA is to develop
an online platform that facilitates global access
to genetic and clinical tests. Therefore, it aims to
achieve the following specific objectives:
Designing, developing and implementing a price
comparison website for genetic and clinical
analysis.

Searching for, comparing and purchasing medical
tests, according to their quality and cutting-edge
technology, in a more economical and affordable
way for health professionals.

Increasing the competitiveness of laboratories by
improving the visibility of their portfolio.

GENOTICA's market share is difficult to estimate,
due to prices and commissions will vary according
to countries. However, GENOTICA is expected to
reach an average share of 12 % of the market by
the end of 2025, with its main income deriving from
an average commission of 15 % for each test sold.
In addition, GENOTICA will obtain income from
those laboratories that update their accounts to
Premium, in order to be available for international
sales, whenever possible.

Business model

The GENOTICA business model is simple:
commissions on sales. Thus, the company

retains 15 % of the product’s value by acting as
intermediary in the sales process. With this remote
100 % model, the company ensures low structural
costs (everything is managed online) which
basically fall into the logistical costs of shipping
samples and tests.

Competition

At present, there is no similar website anywhere
on the market.

Thousands€

oenotica

Financial projections

2,000
1,750
1,500
1,250
1,000
750
500
250
0
-250

2,000,000

1,000,000

2021 2022¢

2023e 2024e

Funding needs @ Sales = EBITDA =

&
(&

We currently require funding of €600,000, with a
Pre-money valuation of 2,000,000. This valuation
is based on contracts already signed with 33
international suppliers and which facilitate more
than 1,000 tests, rounding up the total value of
our product portfolio to €500,000. In addition,

the company has a database of more than 5,000
healthcare professionals’ contact data.

This money will be used to invest in structural costs
for business development and internationalization,
maintaining and improving the platform, the
geneticist team and marketing.

04/2021 Launched website
06/2021 First international laboratory
01/2022  Adaptacio multi idioma

€2,500
monthly burn rate

12/2022
06/2022
12/2023

Implementing an Al virtual adviser
Portfolio diversification

Opening a headquarters in LAT AM

Life and healt

sciences

CONTACT DETAILS

Jorge Antolin Ramirez Tejero
7 jorge@genotica.es
Q% 671120212

€. Avinguda Diagonal 512, Esc. interior, 1r, 1a
08006, Barcelona

~ Dr. Jorge Antolin Ramirez
'CEO/in

Dr. José Antonio Horcajadas
Scientific Advisor/ in

Dr. Santiago Munné
Scientific Advisor/ in

Dr. David Cotan

Scientific Advisor/ in

Sr. David Boronat

Technological Adviso/ in

Sr. Delfi Torns

Commercial Advisor/ in

2

workers

.

€100,000

&

€0

invested by external K raised

the team

= Return to index
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https://www.genotica.com
http://genotica.com
https://www.linkedin.com/in/jos%C3%A9-a-horcajadas-072ba87/
https://www.linkedin.com/in/santiagomunne/
https://www.linkedin.com/in/david-cotan-30165940/
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_09) (REAL DEAL MILK

Life and healt

02/2021

u@ realdealmilk.com

Real Sustainable Dairy.

DEAL
MILK

sciences

Problem and solution ( Market = Financial projections CONTACT DETAILS
Through animal-free dairy we are addressing Over 80 % of the world’s population regularly Zoltan Toth-Czifra

4,000,000

a huge amount of problems related to animal consume dairy products. The global dairy market 4,000 2 zoltan@realdealmilk.com
agriculture, including negative consequences for was estimated at $820 billion and $159 billion in 3.500 ©: 633313216
the planet, the cows, and human health. the Europe alone. 25 % of that is cheese, which is 3.000

our current research focus. W 2’500 €. Ronda Sant Pere 16
Consumers are becoming more aware of the T 2,00,000 08010, Barcelona
impact of their diet on the planet and the awful g 2000
conditions in which farm animals live. This results oS 1,500
in many consumers changing their diet. Therefore, = 1,000

through precision fermentation, we are creating
animal-free dairy so that everyone can continue
to choose the dairy products that they love and
maintain our European food culture, but with a
sustainable and guilt-free version.

Intellectual property

At the end of August 2022, we submitted a patent
application for a “solubility switch”, our own
technology to solve protein aggregation.

The most immediate opportunities are working
with existing food brands so we are executing a
B2B2C model. This model allows us to build a
direct relationship with our customers, through
co-branding and leveraging the experience and
market penetration of more established food
companies.

Competition

Competitors: Perfect Day, Remilk, Formo.
Nowadays, no one has cracked casein yet, and
that has halted the development of whole dairy
products. We have developed a own technology
that solves the casein aggregation problem and
it's a key lever to get to a commercially viable

500 300,000
0

-500
2021 2022¢e 2023e 2024e

Funding needs @ Sales = EBITDA =

7 €35,000
G¢ mon![hly burn rate

In this funding round we are aiming to raise €2
million which will be used to continue the research,
development and scaling of our animal-free dairy.
So far we have raised €600,000, from founder
investment and from a friends and family round.
We plan to raise this money in our series A funding
round which is currently open.

Zoltan Toth-Czifra
CEO/in

Gabriel Mora
CRO/in

@& & &

protein yield. 6 €400,000 €200,000
M workers invested by external
the team K raised

09/2021 Entering a global incubator by Pascual
02/2022 Move to Parc Cientific de Barcelona
08/2022 Patent application “solubility switch”

03/2023 Scaling bioreactor size to above 10,000 L
03/2023 Gram per litre yield
09/2023 Whole product formulation

ACCIO [ Gereroen
de Catalunya
catailj?afl’ig Investment

= Return to index
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vri.cat 12/2019

From the patient’s point of view, there are
diagnostic testing, treatment monitoring

and routine checks that require advanced
multidimensional biomedical imaging, and which
are often delayed because specialists are needed
to analyse these data, which has an impact on
waiting lists, the worsening of the illness and

even health risk. From the doctor’s point of view,
the problem is that he/she has to deal with highly
complex, disorganized data, as well as the fact
that there are repetitive, routine, tedious tasks that
take a long time and provide little added value
and that there is no standard for sharing, handling
and analysing these data (doctors constantly have
to learn new tools).

At VRI, we have solved these issues by means of

1) A unified, collaborative, modular, cloud-based
platform.

2)Using Artificial Intelligence to accelerate
the mechanical analysis processes by more
than 1,000 times

3) Using Virtual reality to display more than 10
times the information that is presented on a
traditional flat screen, plus the simplicity and
intuitiveness of its interfaces.

Our source code is held in Safe Creative, a
Blockchain platform that establishes unalterable
tamper-proof and timestamp.

There is a potential market of more than $1

trillion. Our target is hospitals and biotech and
pharmaceutical companies. We already have
letters of interest from two hospitals and one
pharmacist. As the path toward regulation can be
long, the immediate business model will be based
only on display; the tool is advanced and it is a
much more accessible sector. The possibilities
include 5D ultrasound, dentistry, patient-doctor
interaction, etc. The second phase will be a
research-only software that we can sell to research
centers, hospitals, pharmaceutical companies,
etc. with a subscription service on our platform.
When the modules are finally certified (EU / FDA

/ others), they will be sold as a Software as a
Medical Device.

The income model will be Platform as a Service
(PaaS). In this way, both we and third parties

can program modules (e.g. oncology, neurology,
cardiovascular surgery, etc.) and we will charge
either for the use of our applications or for third
party access to our Platform. Initially (display), we
aim to charge for use even if the user does not
download a subscription (1 or 2 years). Beginning
with its use in research and later in SaMD, there
will always be a subscription (ideally 2 years).

There is a company called MedAPP (Poland),
which does something similar but the business
model is not clear.

Another similar company is MedicalVR (Holland),
which is at a stage similar to ours, though they are
specializing in visual display and analysis of lungs
(automatic segmentation). They have no platform.
As indirect competition (data analysis with Al) and
without display with VR there are Arterys (USA)
and Aidoc (Israel). They use medical imaging and
carry out automatic analysis. They do not have

a platform or collaborative interface. They have
carried out significant rounds of investment B and
C respectively.

Thousands€

2,500
2,250
2,000
1,750
1,500
1,250
1,000

750

500

250

Funding needs @

2,500,000

250,000

150,000

2021 2022¢e 2023e 2024e

Sales = EBITDA ==

€19,000
monthly burn rate

By the end of the year we need €400k to accelerate
the creation of our platform and especially the
creation of new modules. We basically need
developers to speed up the creation of the

display modules (5D, orthodontics, patient-doctor
interaction), improve the horizontal platform and
above all to begin clinical trials that will enable us
to become a Medical Device (i.e. diagnosis) as
soon as possible.

First MVP showing the entire workflow

€600k comprised of investments, non-dilutive aid
and loans

Participating in the Maternity trade fair at IFEMA
Madrid.

Starting commercialization with 5D ultrasound
companies.

Developing first 5D echo display APP

Platform running with 2 modules
(Cardiovascular, molecular medicine)

Daniel Esteban Ferrer
desteban.ferrer@vri.cat

606775986

Travessera de Dalt 32, 4t 2a
08024, Barcelona

Daniel Esteban Ferrer

CEO/in
8 €26,000 €600,000
workers invested by external
the team K raised

Agincia
ngw (“ Barcelona
P~ Ajuts -
- o Unversars ¥ oy ¥ Activa
- C‘f =
Yoy, T 1 H . F}lf
ACCIO ll&Emime | |0

Tr Xl ment
This project has received funding from the European
Union's Horizon 2020 research and innovation
programme under the Marle Skiodowska-Curie grant
agreement No 712848

= Return to index
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1) (VRPHARMA IMMERSIVE TECHNOLOGIES

05/2021

ow h i
wws  yrpharma.io

Virtual reality to improve the experience and care of people in medical center

Problem and solution

Patients’ mood states have a direct impact on
their recovery. However, people experience
some quite inhumane moments in hospitals,

but there are no scalable, sustainable, effective
humanization formulas. VRPharma is the first
comprehensive solution of virtual reality therapies
to improve people’s emotional states, and which
is designed for hospital use.

We want to democratize the use of virtual reality
to decrease patients’ pain, anguish and fear, by
offering an effective humanization tool devoted
to integral care; what's known as “beyond the pill
treatment.”

Market: Virtual Reality applied to health

- Current total demand (TAM): $6.1B (2020 data)

- CARG: 35 %

- Estimating 10 % of the market for treating people:
Service Address Market (SAM) of $600M, with high
growth forecast.

- Current sales channel: direct

- Opening exponential channels: sector
stakeholders; international markets.

Business model

1. Main customers: Hospitals and clinics

2. Model: recurring income with software license
sales and hardware rental

3. Partners: Eywa Space, health clusters, health
innovation agents, hardware suppliers

4. Main costs: investment in development, human
resources and marketing

Competition

- Competidors: HypnoVR, Wake up Smile,
Oncomfort, AppliedVR, KindVR, OssoVR, XRHealth

- Avantatge competitiu: model i plataforma

de terapies de realitat virtual per a tots els
pacients aplicades abans/durant o després de
procediments medics. Llibreria de continguts tant
especialitzats com generics.

9 VRPharma

Financial projections

550
500
450
400
350
300
250
200
150
100

Thousands€

Life and healt

Virtual Reality for Patient Care

sciences

CONTACT DETAILS
Mireia Cigarran Mensa
2 mireia.cigarran@vrpharma.io
% 672350025

€. C.Op. Avinguda Corts Catalanes 5
08174, Sant Cugat Valles

350,000

66,000

0 T .
Mireia Cigarran
2021 2022¢ 2023e 2024e CEO/in
Funding needs @ Sales == EBITDA =
Allan Chung
% €5,000 CTO/in
Gf‘ mo’nthly burn rate
We estimate opening a round of £350,000-400,000 Xavier Riba
in mid-2023 to enable us to take our product to the adviser/In

marketing stage, invest in talent (personnel) and
develop the marketing platform and new virtual
reality therapies. Also, part of our spending will be
on digital marketing and attracting new clients.

05/2021 Constituted company and entry of partner

Eywa Space with financial premium of €40K

09/2021 Completed MVP phase 1, start testing

02/2022 Beginning of 5 clinical studies (accreditations)

and first clients

02/2023  Regulatory, results of half of the clinical studies;

begin marketing

é&@

€10,000 -
workers invested by external
the team K raised
BARCELONA ;
HEALTHHUB Oert: Heaith

04/2022
05/2023

£ cimtl @GY‘%Q

Round and funding

HEALTHCARE
LIVING LAB
CATALONIA

Signing marketing and pilot agreement with

key stakeholders in the sector _
— Return to index 18
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http://vrpharma.io
https://www.linkedin.com/in/mireiacigarran/
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06/2022

Natural, non-toxic disinfectants for the agri-food industry

Problem and solution

The demand for disinfectants in the agri-food
industry owing to the use of better protocols has
skyrocketed. Regulatory changes prohibiting
chemical substances have given a definitive boost
to biological disinfectants.

Our disinfectants retain all the benefits of
chemical disinfectants. In fact, they have a
broader action spectrum and are longer-lasting.
Even so, they are not toxic and pose no threat to
humans or animals.

Intellectual property

European patent extended to other countries.

In order to give maximum protection to the
intellectual property and know-how that we will be
producing at our own plants.

The global disinfectant market for the livestock
sector is estimated at €25,000 billion by 2023, with
annual growth of 5 %. The main expected change
is the growth in biological disinfectants, which
could account for 50 % of the total by 2030.

Business model

Product sales agreements with global companies,
leaders in their fields, on an exclusive basis (in
terms of time and territory) and based on an
expected revenues contract.

A specific brand and products will be created for
each business sector.

The business can be scaled straight away.

Competition

The main actors in the animal disinfectant market
are: Neogen Corporation (USA), GEA (Germany),
Lanxess AG (Germany), Zoetis (USA), Kersia
Group (France) and CID lines (Belgium).

The 6 main market actors provide chemical
disinfectants and represent €20,000 million.

We have contacted them as potential clients.

Thousands€

Xyelo

Financial projections

Life and healt

sciences

18,000
12,000
6,000
1,600,
0
2021 2022¢e 2023e 2024e
Funding needs @ Sales == EBITDA =

€5,000
monthly burn rate

&
@

We need €1,6M to execute the project. Our needs
involve: finalizing the product development phase
until it is approved, building the team, R&D,
registration and managing strategic alliances,
business development and selecting companies
that will sell our product.

06/2021
01/2022
06/2022

Submitted our dossier to ECHA
Completed in vitro test on main pathogens

NDAs and initiating contacts

02/2023
03/2023
04/2023

Finalizing field tests
Starting up production plant

Starting commercialization

CONTACT DETAILS
Albert Farré Marzo
2 afarre@4mediks.com
Q% 619826171

€. Ignasi Abadal, 33
08260, Suria

TEAM

~ Santi Santisteban
CEO/in

&

8
workers

a

€10,000
invested by
the team

= Return to index
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<The Digital Economy in Catalonia

0 N I il =
() Factorial atomico & #oc = @
-4

I TIGERGLOBAL & ® @rund
A=A 19.148 CQE] 29.520 C& 175.949
Typeform O Qe e @ @

Companies Turnover (M€) Treballadors
€122M =0 o © GPBullhound ¥ @Comect P
(One of the largest ICT Hubs in Europe
BARCELONA @ TravelPerk
T t f th ICT t FIRST - o GENERAL (G CATALYST % . KINNEVIK 1=
€ irnoverorhe sector worldwide non-capital
—v' | I has increased by 31% tech city
" inthe last 5 years Examples of attracting foreign investment
o diqi Digital Innovation The French food company Danone has opened its first
Economia digital
: : technological hub in Barcelona in Spain, a project that
Hubs in Catalonia will involve the creation of more than 30 new qualified
L : DANONE jobs specializing in technology and data analysis.

9 ICT and Telecommunications Mlcrqsoft Festo - ~— The new center, which is already in operation,
SERVICES & CONSULTING Pepsico Porsche Digital is devoted to innovation and digitization projects
SOFTWARE & HARDWARE VENDORS Nestle HP in the company’s business operating processes.

. . . . Getir Perakende Lojistik AS, the Turkish instant
Digital Areas Trade shows in Catalonia food delivery company, has acquired the startup
- INDUSTRY 4.0 | VIDEOGAMES BLOK, the Barcelona-based online grocery service
8 | MWC & ,4YFN | ISE provider. With this acquisition, Getir continues
. SMART CITIES | AUDIOVISUAL Smart City Expo World Congress to grow in Europe with an infrastructure of 6
E-COMMERCE |OT Solutions World Conaress warehouses in Barcelona, covering 80% of the
g

Barcelona metropolitan area.

. |O Interactive, a Danish video game developer, has
( Tech investments account for 37% opened a new studio in Barcelona. The arrival of 10l

: : : : : Barcelona is part of an expansion strategy and joins
of total foreign investment projects in Catalonia i <> i 10l Copenhagen and 101 Malm in working on various
projects and video games such as Hitman and the 007
Project. This project involves an investment of over €7
billion and the creation of 150 jobs.

Source: ‘The Digital Economy in Catalonia’ report = Return to index 21
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L beder.app

To adapt inspiration and booking in the travel & leisure sector to visual language

Problem and solution

Travel tools are outdated. The industry continues
to rely on photos and text while young people
want visual content and they use social media to
inspire themselves, ineffectively, because they are
lacking in focus for trips, booking tools, and they
are person-centered. Meanwhile, most content
creators are unable to monetize due to a lack of
followers.

Beder is the only app that allows you to
become inspired and book activities, hotels and
restaurants through videos posted by users and
where creators can monetize for each booking
generated by their posts.

Generation X and Millenials from the main
European tourist cities. Attackable market:
Barcelona €40M, Lisbon €32M, Madrid €34M,
Prague €34M.

Go-to-market hybrid with paid media - Instagram
Ads and SEM - and organic media based on
collaborations with content generators and
presence on social networks.

Business model

Booking activities, hotels and flights through an
affiliate model. Beder redirects customers to
pages and generates income. Beder is an affiliate
of Booking, Hotels.com, Civitatis, Get your Guide
and Skyscanner.

Hotels: Between 4 and 9 % of the booking.
Activities: 10 % of the booking.

Competition

We are the first 100 % video travel app. The
alternatives are social networks (which are
generalist and without structure, bookings or
accessible monetization) or emerging travel
applications such as Passporter and My Travel
Tracker (which can'’t be used for booking and are
focused on planning).

Thousands€

er

Financial projections
800

750,000

700
600
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400
300
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100
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Technologies of th

information
and communicatio

CONTACT DETAILS
Gabriel Rubié Mercadé
2 Gabriel.rubio@beder.app
% 617 741854

@, C/Llacuna 162
08018, Barcelona

TEAM

-100
-200
-300

-400

2021 2022¢e 2023e 2024e

Funding needs @ Sales = EBITDA ==

T €22,000
G* mon’[hly burn rate

We are seeking €1,000,000 by June 2023.
€337,720 to integrate the product development
team, €334,000 for marketing, €120,000 for content
creation, €80,000 for business development and
€65,000 for administrative expenses. Pre-money
valuation of €4,000,000 - €5,000,000.

05/2022  Partnerships with Booking, Skyscanner &
Civitatis

06/2022 Launching the app

06/2022 First 1,000 users

10/2022 Launching version 2.0 of the app
11/2022 10,000 users
11/2022 Expanding to Lisbon

Gabriel Rubio
CEO/in

Willka Ficapal
CMO/in

Pablo Félez
CBDO/in

David Lerma
PM/in

é%fs@

€84,000 €175,000
workers invested by external
the team K raised

Barcelona
Activa

.
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LT berrly.com 07/2019

Community engagement & Events for Non-profits & Sport Clubs

Problem and solution

Sport clubs, the non-profits and the third sector,
still not digitized, they have seen a dramatic drop
in their members during the pandemic. Now, they
have no choice and they have to wake up and
connect with their members through more digital
channels and improve their daily management.

CRMs and ERPs, focused on the business world,
are no longer suited to this type of organization.
At Berrly we offer an easy-to-use and intuitive
tool that places the focus on managing people
and helps to maintain cohesiveness among
communities and associative networks by using
technology and digitization.

The target market is organizations and sports
clubs with members and fans who are repeat
attendees of events held. This is a potential market
of €124M (sports clubs) and €53M (third sector)

in Spain. We will reach it through INBOUND,
OUTBOUND and active commercial market
research.

Business model

Saa licenses (70 % of income, repeats),
transaction commissions (20 %) and
customizations (10 %).

Commissions are vertical and are growing at great
speed thanks to the subscription service and
ticket sales. Our goal is to charge commission on
all member-organization transactions.

Competition

Sports Management: Clupik

Sports + Non-profits: Playoff
Administrative management: Generic CRM

Berrly se centra en la relacié amb el soci i aficionats.
Passarel-la de pagament propia (on altres fan servir

Stripe) per a subscripcions i venda d’entrades
(més marge).

Sports technical management: Soccer System Pro

err

Financial projections

13,000
12,000
9,000
7,000
9,000
6,000
3,000

Thousands€

150,000 500,000 50,000

-3,000
2021 2022¢e 2023e 2024e

Funding needs @ Sales = EBITDA ==

X €30,000
G* monthly burn rate

We started up between 2019 and 2021 with our
own income and FFF. In mid-2021, investors and
EASO Ventures joined us. We want to launch a
round where the main outlay is sales growth and to
position the brand as a national point of reference
in terms of managing clubs with fans. We are
launching a round of 500k, of which we already
have 200k pledged by current investors who want
to maintain or increase their percentage.

06/2022 Signing Framework Agreement with the
ASOBAL League for the digitization of
clubs in professional handball 1st division

03/2022 BerrlyPay comes into operation.
Our own payment gateway

08/2020 MVP for ticket booking is brought into operation

Technologies of th

information
and communicatio

CONTACT DETAILS
Eric Sala Marin
£7 ericsala@berrly.com

% 685175966

@, Carrer Honduras, 40 LOCAL 1
08027, Barcelona

TEAM

Eric Sala i Marin
CEO/in

Eugeni Escrig Mainez
- councilor/INn

«%&@

€50,000 €350,000
workers invested by external
the team K raised

\ ' EASO
11 VENTURES

11/2022  The new v2 Subscriptions System coming into

operation

02/2023 Migration to microservices to guarantee
horizontal scalability!

06/2023 An outlet to a foreign market

= Return to index 23
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07/2021

AT\ .
L bleta.io

Bleta fights the digital gap among older people with intuitive tablets

BB

Problem and solution

New technologies are essential today: many tasks
can only be performed using computers, tablets,
smartphones ... But these have not been adapted
to the needs of the old people (visual, auditory,
tactile difficulties ...)

Bleta is a tablet specifically designed for the
elderly. It has an easy-to-use interface, with large
buttons and texts, apps designed and specifically
selected for this group ... In addition, there is

the option of signing up for a monthly payment
service that includes Internet and customer
support to resolve any problems.

Our SOM s restricted to Spain at the moment, and
it would represent about €18M per year, between
sales and service. The SAM would represent €47B
annually in Europe and the TAM €110B worldwide.
By 2024 an expansion is expected in Europe,
starting with countries where the elderly population
figures are high, such as Italy or Germany.

Business model

- Sell tablets for PVP €299. 25 % margin.

- Monthly subscription service with data line
for the tablet, technical support, and streaming
services (Spotify, Netflix) included in the “pro”
version. 40 % margin

- Occasional digitization workshops devised for
old people

Competition

- GrandPad (USA): focused on old people. More
patronising and limited than Bleta

- Ordissimo (France): focused on old people. More
complicated interface with a worse design and UX
- Android tablets: Interface too complicated by
people who are not used to it

- Apple tablets: much more expensive, complicated
interface

@Bleta

Financial projections

5,000
4,000
3,000
2,000

1,000 1,000,000

22,000

Thousands€

-1,000

2021 2022¢e

2023e 2024e

Funding needs @ Sales = EBITDA =

2 €9,000
G* monthly burn rate

€300k round to multiply sales in 2023 x5:

- €140k marketing

- €30k sales development

- €100k product development

- €30k operational development (automation etc).
The round will be made with an increase in capital

valued at €2.2M, of which we have committed 20 %.

06/2022 Consolidated sales to individuals, success in

the Christmas

03/2022 Collaborations consolidated with strategic

partners such as Lenovo

08/2022 Awarded an ENISA grant for €68,000 and a

NEOTEC grant for €250,000

11/2023  Successful Christmas Campaign (October

Technologies of th

information
and communicatio

CONTACT DETAILS
Isabel Garcia Banos
£2 contacto@bleta.io

% 644 117 955

@, C/Industria 79, 3r 3a
08025, Barcelona

TEAM

Isabel Garcia Banos
CEO/in

Gerard Pinar Baillés
COoO/in

Adria Roca Gervilla
CTO/in

Maria Senyer Espuia
CPO/in

& & &

5 . €18,000 €40,000
workers invested by external
the team K raised

2022-January 2023) with x5 sales compared

to the previous year.

02/2023 Development of a new version of the launcher

Bleta with deep tech

06/2024 Expansion to other European countries, initially

ltaly and Germany
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_04)(BRICKBRO

wwe  brickbro.com 03/2019

Online marketplace to digitize the commercial real estate sector

Problem and solution

Brickbro is a peer-to-peer platform that brings
together anyone who wants to buy, sell or rent
commercial properties with a new generated
value that offers an end-to-end online transaction.
Using technology and data analysis, we offer

a professional service that streamlines and
simplifies the way to buy, sell or rent a property,
providing users all the necessary tools to do so
with the best experience. In addition, we offer
the option of hiring different services for both
the buyer (renovations, mortgages, insurance)
and the seller (feasibility studies, customized
assessments).

Intellectual property

The most valuable element is its technology.
Which is constantly being improved and enables
us to find a match between buyer and seller and
to avoid in-person visits.

Our target market is the commercial real estate
market. We reach it inbound using marketing or
outbound campaigns by scraping the main real
estate advertising portals using different CRM
programs. Also using “for sale” posters and press
releases.

Business model

In our main line of business — sales — our
commission is 4 % of the sale price (option of
paying a premium service fee).

Regarding the rest of the business lines, there
are rentals, for which we receive 10 % of the first
annuity; and real estate management, for which
we charge 5 % of each month.

Competition

The French company Snapkey is a direct
competitor on this market. It is also a new
company that offers a similar solution for the
market, but they are focusing on level 4 cities with
only 100 properties for sale, as of 2019. We have
more than 1,000 properties for sale, also aimed
at level 1 or 2 cities and using a more advanced
data entry tool.

A brickbro

Financial projections

14,000
12,000
10,000
8,000
4,000
2,000

10,000,000

4,000,000

Thousands€

1,000,000

Technologies of the

information

and communication

CONTACT DETAILS
Arturo Hernandez

&2 arturo.hernandez@brickbro.com
% 636982434

@, Carrer Balmes, 206. 6° 12
08006, Barcelona

0
-2,000
2021 2022e 2023e 2024e
Funding needs @ Sales = EBITDA =

€45,000
monthly burn rate

O
(&
We are looking for a main investor interested in
coming into Brickbro with a minimum ticket of €1.5-
2M. We already have €1M+ pledged by existing
investors and we have some followers interested
in coming onboard with two tickets of more than
€500k each. We want to invest 40 % in technology,
25 % in talent, 15 % in marketing and 20 % in
international expansion.

06/2022 QOpening in Lyon, France

03/2022 Creating the first subsidiary of Brickbro:
The Tribuapp

08/2022 $1M funding round

11/2023 Record sales (GMV): €40M in 2022
02/2023 $4M funding round
06/2024 New technology with 100% accuracy

TEAM

‘ ~ Guillermo Preckler Cahadas
\ 'CEO/in

%&@

€25,000 €2 M
workers invested by external
the team K raised

Demium.

= Return to index
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wwe  cargobici.com 10/2022

Breathe sustainable logistics

Problem and solution

Cargobici covers the urban logistics needs of
local stores and hospitality so that our customers
can increase their productivity and meet their
sustainability objectives.

We offer a sustainable last mile B2B service
using industrial cargo bikes manufactured by us.
Thanks to the strategic location of our hubs we
receive and pick up the goods. The stock is close
to the final consumer (cross docking). We also
offer real-time tracking during the delivery.

Our target is fast-moving consumer goods
companies (FMCG), as well as pharmaceutical
laboratories, general healthcare laboratories

and corporations from the Horeca Channel (food
industry and local product stores). We participate
in fairs, events, conferences, etc.

Business model

Our revenue is generated by a charge per
order for our customers. We want to open new
Microhubs and attract new customers, with the
aim of growing in volume.

Competition

Our competitors offer an alternative service
oriented to the B2C, they do not act in our line of
business based on the B2B, except for Washa
Logistics, although they use light electric vehicles
and are not manufacturers, they depend on third
parties.

Thousands€

Technologies of the

information
and communication

CARGOS/C/

Financial projections

4,000

3,000
2,000
1,000,000
1,000
0 e

2021 2022¢e

CONTACT DETAILS
Julia Pino Valle

£72 julia@cargobici.com
% 666097677

@, Carrer Pere IV, 520
08019, Barcelona

2023e 2024e

Sales = EBITDA ==

Funding needs @

T €144,366
Gf‘ month’ly burn rate

We want to expand our area of attention in the
province of Barcelona and other major cities and
increase the production of Cargobicis. In addition,
we work for the automation of the work with our
clients and in the daily operation, we want the
Microhubs to be autonomous. In them, only tasks of
picking and distribution of the merchandise should
be carried out.

- Antonio J. Dominguez
 Macias

CEO/In

& & &

18 650,000 € 0€
07/2022 First Cargobici operation with three customers workers invested by external K
from a single hub the team raised

08/2022 We reach 100 deliveries in a single hub
09/2022 We reach 100 daily average shipments

BBVA

2° Premio de Innovacion en
Sostenibilidad Medioambiental

11/2022  We open our fourth hub in Barcelona Cam Cet

12/2022  We close the year with a total of 20 cargo
operating bikes and 39,000 shipments

12/2023 We have 15 hubs operating in 4 Spanish
cities

= Return to index 26
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AN
wuw abogadosparatusdeudas.es

To facilitate debt cancellation through technology

& B

Problem and solution

Over indebtedness is a social problem affecting
96 million people throughout Europe, including
Spain. In each of the European Union countries
there is a Personal Insolvency Law that cancels
debts, but it is a highly bureaucratic process.
Abogados para tus deudas was created to
democratize the personal insolvency law
throughout Europe.

Thanks to our technology, we streamline

the process between client, lawyer, public
administration and the courts, easily, quickly and
safely. The scalability of our solution will enable us
to reduce over indebtedness throughout Europe.

04/2018

In Europe, 1.29M people are seeking solutions to
cancel their debts.

Communication actions created in the marketing
department using clear ideas in a strategy
involving the evangelization and capillarization of
the message through digital channels and social
actions with town councils and associations.

Business model

LaThe company has a B2C model, since the
clients we are aiming at are self-employed
individuals who are in a situation of over
indebtedness.

Income model:

- Initial payment of €499 plus €79 per month for
48 instalments

- Single payment of €2,999.

The average purchase cost per customer is
400 euros.

Competition

Repara tu deuda, Deudafix, Debiffy etc. and
other indirect competitors, which are lacking in
all kinds of digitization in their business and their
processes, which means the development rate
could be slow in the domestic market and have
difficulty moving into the international market.

Thousands€

Abogados

para tus deudas

Financial projections

7,000
6,000
5,000
4,000
3,000
2,000
1,000 500,0
0
-1,000

2021 2022e 2023e 2024e

Funding needs @ Sales = EBITDA =

&
(&

Expected round of 500k, 300k of which would be
provided by the majority partner Impact Partners,
in order to consolidate the Spanish market and
develop the MVP for Italy and Romania.

07/2022 Company constituted, 231 customers

08/2022 €1.6M round Impact Partners, 3,585
customers, technological solution
implemented

09/2022 300k ENISA, new line of business,
Annulment of interest

€20,000
monthly burn rate

11/2022  Version 2.0 technology and consolidation in

the Spanish market
12/2022  Entering the Romanian and Italian market

12/2023 Version 3.0 Consolidation in the
European market

Technologies of th

information
and communicatio

CONTACT DETAILS
Cristian Tanase

£7 cristian@abogadosparatusdeudas.es
% 666097677

@, Calle Corcega 299
08008, Barcelona

TEAM

~ Cristian Tanase
" CEO/in

 Elisabet de Vargas
' CMO/in

- Josefa Salazar
PM/in

s &

40 . €3,000 €1 M
workers invested by external
the team K raised

IMPACT

SOCIAL, LOCAL & GREEN INVESTING

= Return to index
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03/2021

Sou eagora.app
A 4 -
The platform that connects us

Problem and solution

Problem: There’s a need for public
administrations to become digitized,
disconnection between administration and
citizens (average participation rate 3 %), cities
with sensors, hardware and big data that do not
provide any real value to the user, and each town
council has dozens of apps and websites of its
own. There is no platform (example: Barcelona
Town Council 23 Apps).

Solution: The first global platform to connect
citizens with the public administration. An all-in-
one (all solutions in one single multi-channel tool)
that can be used anywhere on the planet and
which measures impact on SDGs in real time and
facilitates the deployment of the 2030 Agenda.

Intellectual property

Al and Big Data analysis linked to the SDG, we
will apply for the patent at the Spanish Patent and
Trademark Office.

_o7) (EAGORA ALGORISME DEL CANVI

Currently, eAgora is present in Spain, Peru and is
entering the French market, with clients including
445 town councils, 91 organizations, 3 county
councils and 1 national government (Peru), a
total of 537 clients in 25 provinces in Spain and 2
countries.

Our potential market is Europe, Lat Am and
other Western countries, some 300,000 local
administrations and more than 1,000,000 small
and medium enterprises. The main target of B2G
clients are town councils of between 1,000 and
20,000 inhabitants, in the case of Spain 3,094
municipalities and about 35,000 organizations
(B2B).

Business model

Modular SaaS with an average annual license of
€3,000 + contracted modules (B2G) and €350 +
contracted modules (B2B). The margin is 91 %
and the cost structure is 78 % (fixed) and 22 %
(variable), staff outgoings representing 70 % of
the fixed amount.

Competition

There are several niche solutions on the market
that solve different specific solutions, but none
of them address the solution comprehensively
like eAgora (all-in-one and platform). Leading
competitors in the domestic market include Linia
Verde, Bandomovil, TokApp, SmartAppCity,
Civitas and La meva city App.

Thousands€

e/\gora

Financial projections

3,500
3,000
2,500
1,500
1,000
500
0

00,000

-500
2021 2022e 2023e 2024e

Funding needs @ Sales = EBITDA =

2 €45,366
(** monihly burn rate

For the coming year we are planning a bridge
round in two phases: convertible notes with a 5
% discount for a total value of €300,000 (T1) and
a second phase of €500,000 (T3). We have 20
% pledged, by current investors who will come
forward. It will be used for internationalization,
marketing to reduce the CAC, product
improvement and hiring to expand the LTV.

07/2022 Limited company constituted and first client

08/2022 Acquisition of eBando - we now have over

500 clients

08/2022 Internationalization: contract with
government of Peru

11/2022  Entry into the markets of France, Portugal
and Colombia (with distributors)

12/2022  Automation of online contracting

12/2023 Nationwide expansion of contract with Peru

government (license: €880,000 per year)

Technologies of th

information
and communicatio

CONTACT DETAILS
Martin Garrido
£2 martin.garrido@eagora.app

% 666097677

€, Av de la Cambra de Comerg 42, Edifici
Redessa CEPID, 43204, Reus

TEAM

Martin Garrido Ramirez
CEO/in

. Maria Martinez
' CGO/in

Julia Navarrete
CTO/in

Victor Barcelon
-/In

s &

16 . €10,000 €500,000
workers invested by external
the team K raised
0 GVC Gaesco
Guilsioeausna
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07/2020

Sow
Luw emogg.com
Share your emotions

Problem and solution

Our customers, whether they are B2C (streamers)
or B2B (companies), need to connect with their
audiences and build loyalty with them, either
with a brand (B2B) or with a channel (B2C).
Currently, our customers do not have the tools to
find out the impact of their communication or of
the initiatives they launch to their target audience.
This lack of knowledge is a problem when it
comes to trying to achieve the objectives of our
clients.

At Emogg, we are developing an intelligent
solution capable of understanding the emotions of
any user interacting, live, in a digital environment.
We have 3 solutions (beta) that can recognize
the emotions of users, whether they be streamers,
gamers, casters and / or the general public, in
order to improve the connection between our
customers and their audiences.

Our technological solution is highly applicable in
various fields, such as education, video games,
marketing, companies and others. We have
chosen the streaming sector as the first market in
which to utilise our solutions, and for the following
reasons: more than 11 million active streamers

in the world, a turnover of over $10,000 per year,
more than 4,750 M monthly active users consume
streaming in the world on the existing large
platforms (YouTube, Facebook live, Twitch, etc.)

To achieve our business plan goals, we have

2 solutions (B2C and B2B). First of all, we will
position Emogg at 