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About META Group: a leading Research
Accelerator In Europe since 1993

We partner up with research teams in the innovation
journey, translating research into real-world application. We
provide a hands-on experience in accessing market and
financial opportunities.

META Group builds the trust and strategy needed to
prepare research results for use and to achieve impact, all
the while boosting EU competitiveness.

30 Years of Expertise | 3,500+ Results Accelerated
META
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The Research Angel model: a long term
commitment

* Investing expertise
We embed startup-oriented experts directly within
research teams starting from low TRLs (TRL 1-6).

* Sweat Equity
We invest competence, time and eventually capital,
sharing the risk with the researchers.

* Long-Term Commitment
Transitioning from "Research Angel" (competence
and time) to "Business Angel" (financial capital).

) META
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How?

Through our Acceleration Programme to take innovations to the market,
every research project becomes an Innovation Journey.

Step 1 Step 2
Frame the potential of your solution Implement your Go-to-Market strategy
on the market to make impact
@ Competition analysis Business modelling
Market definition & identification Intellectual assets strategy &
®‘ |Lﬂ'j management
lﬁa‘i‘ Target group segmentation % Solution marketing

% Unique Value Proposition building l@

Access to finance
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By partnering in European projects (EIC, Horizon Pillar Il, ERC POC) as expert
, with a focus on TRL 1-6.

TRL1-3 TRL 4-5 TRL 6-7
Concept & Feasibility Validation Prototyping &
Demonstration
EIC Pathfinder EIC Transition
Grants up to €4m Grants up to €2,5m
ERC POC
Grants € 150k

Horizon Pillar Il RIA and IA

R 4 > agey A
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Beyond our own fund, we have direct access
to 3 spin-off funds and 30+ angel networks

- | éurexa!

+  Multiple spin-off funds A4W
Our partners are part of the management of numerous  awcersrorwonn
spin-off funds in Italy and Poland. 'ta”afgrgﬁpgels
* Business angel networks XQ FUND
We are founders and members of angel investor groups pp MEI&
(i.e. Italian Angels 4 Growth and Business Angels Europe) APER

VENTURES
* European platforms BAE
Through European projects like ESIL, we building a platform PUsiNERE Amerty BRROns
where deep tech innovators meet angel investors. HECS ;;,';:,’;

ALUMNI
-
ESIL
M E TA Matching Mext Gen Angels
with deep tech innovators
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Our portfolio and exits are valued close to €1b
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Today: part 3 of 3
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Three crucial questions to kick off your VC

fundraising journey

1. Can your idea carve a slice out of a market that is
worth €10 billion or more?

> Does your company fit the “power law” model?

2. Can you find funding with lower cost or constraints
to reach your next technical or commercial milestone?

> Do you need to give out finite ownership now?

3. If possible, would you rather prefer to create a
profitable SME / licence your tech?

> Do you actually want to pursue an equity funded
innovation journey?

& '.\' \
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Your position in the funding relay race
determines which investors to look for

B Series B, C etc
e €£€10m+
o Series A erowth
e £2m-10m
L + TRL6+
Seed « Commercialisation
: %g(ﬂ(l)lkgm evidence
Pre-seed * Early evidence or
* €50k-500k traction
 TRL1-4
* Problem/
Solution fit

META
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One way to look at this: every stage, a different
risk eliminated

First three derisking milestones: WHAT SHOULD BE DER'S“ED AT
> (Pre-seed) Technical risk EACH FVND'NG s-rnce?
> TRL1-4

> Lab tested “does [the technology] hold reliably under stated VALVATION
conditions?” (Amadeus Capital) 418 Culture

> Evidence of customer interest Risk
> Clear IP defensibility and strategy
> (Seed) Market risk
> TRL4-6
> Strong technical team Exgiwh:ion
> Structured of customer interest and budget Risk
> Proof of concepts or pilots in place
> (Series A) Go-to-market (commercial) risk GTM Q&‘Q
> TRL6+ Risk o
> Product tested in valid environment Market
> Commercial talent Technical o

. Risk
> Generating revenue § STAGE OF

PRE- SEED A 8  C+ FUNDING
META

SEED
knowledge to market Image Credit: Abhishek Maran




Forestry innovation is getting serious VC funding

VC funding Wildfire startups

B $0-1m (pre seed) | 1$1-4m (seed)  $4-15m (seriesA) | $15-40m (SeriesB) = $40-100m (SeriesC) | $100-250m (Mega rounds) . $250m+ (Mega+)

. Projection
$179M $181M
$150M
100M
50M
$1M
M ET A 2016 2017 2018 2019 2020 2021 2022 2023 2024
knowledge to market Data as of August 2024 Source: Dealroom 2024



O

DRYAD

CONMNECTING THE NATURAL WORLD

WwWOODPee

augmented wood

knowledge to market

Environmental IoT (Internet of Things) startup that
has developed an advanced, sensor-based system
designed for the ultra-early detection of wildfires.

Using fermentation, Mogu transforms low-value matter
and residues from the agro-industry into functional,
low-environmental impact, high-value materials.

Transforms low-grade, native wood into sustainable
"augmented" materials—capable of being translucent,
waterproof, and stronger than concrete.

€10m raised
Lead investor: ECapital

€11m raised

Lead investor: CDP VC (and
European Circular
Bioeconomy Fund (ECBF))

€31m raised
Lead investor: LowerCarbon
Capital
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Knowing the investor process is crucial

Detailed
terms (Share
Purchase and

Decision on ShareholderA
Contacting Sending Receive Selecting term sheets, greerT\er\t)
investors, memo, non-binding investors for Receive start negotiation
sending signing NDA offers first data term sheet exclusivity Due Signing and
teasers (or not) room offers diligence closing

l—|—|__|—|_'—|__l_|9

\—Y—A—'—I

Where the founders have Where the investors have
more control more control

M ETA You are not truly finished with closing until the funds are in your account

knowledge to market
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Valuation negotiations should always be tied to
other key terms

Valuation is a lever — not the lever

META
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Negotiations: why you should own the process

» Understand the counterparty

» Prepare your data room
» Create momentum
> You can only negotiate once

> ltisn't over till it’s over!

META
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Knowing the investor process is crucial

Detailed
Where investors terms
s ™ Proposea valuation (Share
[ — — — and key other terms Purchase
Decision Agreement
Contacting Sending Receive Selecting | | onterm and
iInvestors, memo, non- investors Receive sheets, Shareholder
sending signing NDA  binding for first term sheet | start Due  Agreement) Signing
teasers (or not) offers dataroom | offers | exclusivity diligence negotiation and closing

[ 1 1 I I 1 1 ] I I E

‘—Y+__I_A—Y—’

Where the founders Where the investors
have more control have more control

22

Q WIS\ You are not truly finished with closing until the funds are in your account




Knowing and owning the investor process - take
advantage of your leverage while you can

Negotiation of valuations often happen here |

Detailed
I ” I terms (Share
LE Purchase
I I I Agreement
Contacting Sending Receive Selecting Decision on I and |
investors, memo, non-binding investors for Receive | term sheets, Shareholder
sending signing NDA offers first data term sheetl I start Due | Agreement) Signing and
teasers (or not) room offers exclusivity diligence I negotiation | closing
| l 1
| 11 |
e -— o =
Where the founders have Where the investors \
more control have more control

’
But can also happen here
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Valuation: often the biggest negotiating topic

Valuation is about how much cash

(capital) you receive in exchange for how
much ownership you give up

» The higher the valuation, the less

Fust:luney'
ownership you relinquish Valuation

Pre Money
Valuation

In the early stage:

Source: Corporate Finance Institute
» Valuation is based on subjective data.
» Classic finance methods do not apply

META
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Valuation negotiations should always be tied to
other key terms

Valuation is a lever — not the lever

META
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Valuation should be based on the long-term
plan of your business (in 18-month increments)

How much cash do you need to hit
meaningful milestones in 18 months?

» The answer gives the easiest point of
departure

How many rounds do you expect to raise
overall before you hit profitability?

» The answer dictates how much
dilution you can afford now

Dilution: the reduction of an existing shareholder’s ownership percentage that

META occurs when a company issues new shares.
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Dilution: the reduction of an existing
shareholder's ownership percentage that
occurs when a company issues hew shares.

META
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Dragon’s Den versus Carta:

choices now will impact your fundraising later

How much equity do founders give

investors in each venture round?
Data from 1,229 primary priced equity rounds in 2023 | US only

Stage

Percent of allrounds in stage by dilution

Median

Under5% 5-9.9% 10-14.9% 15-19.9% 20-24.9% 25-29.9% 30%+

Seed

20.5%

versus Series A

19.5% | EA

17.2% | |

“I will give you 500k for 40%

of your business”

() META
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Valuations are highly benchmarked - investors
know them intimately, and you should too

Startup Fundraising: Deep Tech

25th /50th / 75th percentile benchmarks for key metrics in H1 2025

Data: 403 rounds raised by US deep tech startups on Carta from Jan-May 2025

How much equity do founders give

investors in each venture round?
Data from 1,229 primary priced equity rounds in 2023 | US only

Stage

Median

Percent of allrounds in stage by dilution

Under5% 5-9.9% 10-14.9% 15-19.9% 20-24.9% 25-29.9% 30%+

Seed

20.5%

Round Size / Name Percentile Post-Money Val /Val Cap Cash Raised Dilution*

25th pct $10.0M $0.7M 5.9%

50th pet $14M $0.9M 1.5%
PEGeR 75th pet $20.0M $1.2M 19.6%

25th pct $15.0M $2.2M 8.8%

50th pct $23M $2.6M 17.5%
Seeq O IATES 75th pct $32.8M $3.0M 24.5%
25thpct $15.1M $2.6M 15.8%

50th pct $22.4M $5.2M 23.0%

> 75th pct $35.7M $8.6M 31.0%
5 25th pet $35.6M $6.0M 13.0%
= 50th pct $62.4M $11.8M 20.0%
= 75th pet $156.7M $28.2M 27.0%
o 25th pct $79.4M $12.1M 1.0%
: 50thpet $120.7M $25.7M 19.0%
g 75th pet $319.8M $48.8M 23.5%
2 25th pet $72.1M $8.3M 12.0%
50th pct $223.6M $39.2M 15.0%
$575.6M $87.5M 22.5%

75th pct

* Dilution calculated independently for each round. Can't simply read across the rows

SeriesA

19.5%

Series B

17.2%

SeriesC

12.6%

META
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artup data: carta.com/data

SeriesD

10.3%

500 - © © -

carta | datainyourinbox: https://z.carta.com/data




The new trend in (pre) seed: delaying valuation
with convertibles and SAFEs

Convertible note: SAFE (Simple Agreement for Future
> Conversion cap Equity):
> Fixed Maturity date » Valuation cap or discount (20%)
> Interest » No maturity date
> Downside protection: higher ranked » Nointerest
than equity > A promise to give equity later —
> Short-term loan that converts later — favors founders

favors investors

META
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Total dollars invested and percentage of total dollars by SAFEs or Convertible Notes in specific industries | H12023

Industry Total capital invested Percent by investment type # companies

Medical Devices . $30.2M 57
Hardware / Electronics /IT - $126.4M “ N7
o

Pharmaceuticals/Biotech

Energy

Consumer Products and Services

Healthcare Technology / Software

T IR
I
carta

META
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Valuation negotiations should always be tied to
other key terms

Valuation is a lever — not the lever

META
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Investors will ensure their downside risk Is
minimized — at the expense of the founders

Liquidation preference

At exit, investors receive either their liquidation preference (usually their
original investment, sometimes with a multiple) OR the value of their
shares - whichever is higher.

Participating liquidation preference

'ri-f | | . At exit, investors receive their liquidation preference AND ALSO share in
@i vec?mlgn?x:naep@ CanaGlobal | Faith-Driven Mentor ’ the rem ain ing proceeds,
/

Talk about screwed.

' - FanDuel raised $416M
S _With a $1.3B valuation
- Sold for $465M
- Founders ended up with ZERO

() META

knowledge to market

Anti-dilution protection

Anti-dilution protection adjusts an investor’s share price if new shares are
issued at a lower valuation (“down round”), preventing their ownership

from being diluted extra.




Reserved Matters: decisions founders cannot

make without investor consent

Financial

* Issuing new shares or changing the capital structure

* Taking on significant financial commitments such as
debt or purchasing major contracts

Strategic
 Making significant changes to the business strategy
* Transferring or licensing core intellectual property

Team
* Hiring or firing key executives
 Changing senior management compensation

META
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Investors live for exiting your company at a
profit, and will set terms to make sure they do

Term Purpose Entrepreneur Impact

Allows investor to force Could be forced to sell

Drag-Alon . .
8 8 a sale at a pre-set price even if you want to stay
Protects minorit Gives right to sell
Tag-Along Y .g .
shareholders alongside investor

META X pre-set share prices, investors can force the sale of your company

knowledge to market
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The funnel from the investor perspective

1000 Startups seen

\ 100 /)iscussed by Investment Committee

\ 10 ﬁ'erm sheets offered

5 Startups in due diligence
Investments

META  *Topic of today

knowledge to market




Knowing and owning the investor process - take
advantage of your leverage while you can

Detailed
= Often goes wrong here already terms (Share
I — Purchase
r I Agreement
I Contacting I Sending Receive Selecting Decision on and
I investors, memo, non-binding investors for Receive term sheets, Shareholder
sending [ signing NDA offers first data term sheet start Due Agreement)  gioning and
teasers I (or not) room offers exclusivity diligence negotiation closing

. ———— T USSS—— U T U W
I

R T T T

Where the founders have Where the investors
more control have more control

META
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Do your due diligence on the investor;
see previous webinars
Difference between:
Angel investor, family office, VC,
public sector VC and corporate VC
(CVC)?
Most investors are not investing in
your category
Most investors are not lead investors
Positive signaling effects are important

| ( [ ‘&;. &7 A’
| W
Ui | w | Gramminy
b y 13 L & &

f W
Ll &Y
i y

Are you ready to marry for 12-15 years?

" knowledge to market




You should own the process and create

momentum

You need to set the pace

> Create max 3 dot investor outreach scripts
> Have all the documentation ready
> Communicate timing of when you want

term sheets

> Set the pace
Make sure you have multiple offers
> Build a competitive process

> Let the investors know you do — create

fomo!

META

knowledge to market

"The mistakes that we make

in a field like venture capital

generally aren't investing in

something that turns out not ~ 8
to work. ... it's the big hit that .7
you missed.”

Marc Andreessen, founding partner A16Z



Showing you are prepared will help you build
momentum and investor confidence

» Have your documentation package
ready on the cloud before you start
fundraising:

» Pitch deck
» Memo package
» Dataroom (i.e. legal docs,

contracts, team CVs and financial
spreadsheets)

> Keep your data room continuously
updated: this will save you a lot of
headaches later

META Mistakes now will cost you in the negotiation

knowledge to market




Knowing and owning the investor process - take
advantage of your leverage while you can

Can take up to 3 months or longer!

” Detailed
' terms (Share
[ — = = Purchase
Agreement
Contacting Sending Selecting Decision onl [ and
investors, memo, Receive  investors for Receive term sheets,l Shareholder
sending signing NDA non-binding  first data term sheet start Due | Agreement) Signing and
teasers (or not) offers room offers exclusivity | diligence I negotiation  (|5ging

l__l__l_l__—ll_|_l_|_l_l_)

) FE ey A—

Where the founders have Where the investors
more control have more control

META
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Due diligence is usually where the balance of
power shifts from startup to investor

» Entering the Due Diligence phase, there is still
a large chance the investor will not invest
» The later the stage, the more grueling and

Intensive

» Endless Q&A forms, every assumption will be
guestioned

» Can take up to 3 months or longer, a full-time
job!

» Intensive for investors, too
» One of the reasons why there are so few lead
Investors

Q META Anything that you mentioned before that can’t be validated, will be used against you

knowledge to market




Team: to which degree they can work together,
are resilient, and competent

Your cofounder won’tleave...right?

Losing a cofounder has gotten more commoninrecent years
Data: 76,978 founders at VC-backed startups | 2, 3, or 4-founder teams included

> Are you WO r‘klng On thls fu” time? Percent of companies that lost a cofounder overtime
Founded Under1Year | 1-2Years 2-3Years 3-4Years 4-5Years 5-6Years
» Individual and separate team meetings to test W x| sr% | ma% | e
chemistry, motivation & resilience M vk | s | s 26.1% \ 30.1%

» Complementarity of competencies Sl % | sa% | 1%

» Clear role and responsibility division 209 (IR

2021 3.3% 10.1% 16.7%
‘- Unclear role structure, founders showing 2022 (R Standard 4-year vest
. . forfounders complete
signs of discontent, only one founder (?) o 4% | 10.7%

2024 4.5%

|- Multiple founders with strong culture,
complementary skills and roles, and incentivized carta]  Subscribe for more startup data: carta.com/data

META
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PRE-SEED MILESTONE CHECKLIST - _

Clear what works and what doesn’t

FAILURE MODES
What breaks, and how did you fix it?
In depth product demo’s
Technology roadmap e REPLICATIONS & DURATION
comparing against? How many runs? Over what time?
Clear understanding and view of
regUIatory Strategy ACCEPTANCE CRITERIA
Define pass/fail. Use thresholds.
VCs often ask help of external experts o
https://www.amadeuscapital.com/pre-seed-funding-deep-tech-proof-before-revenue/
|- Functionalities or milestones that have been mentioned before do not yet exist
|- Strong and validated test results, well structured roadmap, strong IP protection

0
A
/-(
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Financial: to which degree Is the financial setup
healthy and the projections viable

» Depending on the stage, in-depth study of
historical results

» The later stage you are, more (very) e
detailed projections required happens here

» |Is the capitalization table (who owns what |
in your company) ‘broken’, meaning: are
those who own shares productive or can . History
they re-invest (incentives align)?

Future

Hockey Stick Chart

Source: Corporate Finance Institute

[ Incomplete or messy historical records, unrealistic assumptions, broken cap table

N e kept records, and well structured, realistic but ambitious financial projections

; ; knowledge to market




Legal: to which degree the IP is well protected,
and your contracts are in order

» Client and employment contracts are in good order and
reflect the financial planning

» |P agreements are well designed, protected and assigned
» Do you have any legal disputes or compliance issues?

‘- Bad management of contracts, broken cap table, messy IP agreements

‘ Strong IP defense, clear contracts, clear relationship on IP with universities

META
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Knowing the investor process is crucial

Detailed
terms (Share
Purchase
Agreement
Contacting Sending Receive Selecting Decision on and
investors, memo, non-binding investors for Receive term sheets, Shareholder
sending signing NDA offers first data term sheet start Due Agreement) Sighing and
teasers (or not) room offers exclusivity diligence negotiation closing

l—|—|__|—|_'—|—l_|9

\—Y—A—'—I

Where the founders have Where the investors have
more control more control

Q I V:Wl You are not truly finished with closing until the funds are in your account
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Valuation negotiations should always be tied to
other key terms - as this is about governance

Valuation is a lever — not the lever

META
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Negotiations: why you should own the process

» Understand the counterparty

» Prepare your data room
» Create momentum
> You can only negotiate once

> ltisn't over till it’s over!

META
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Thank you !

J.debets@meta-group.com

M ETA The images used in this presentation are for illustrative purposes only and may not represent the actual product or service. All images

are either publicly available or used with permission from their respective owners. Sources: Canva, Shutterstock, META Group
knowledge to market
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