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Definitions, Acronyms and Abbreviations 

Acronym Title 

ABC  Acceleration Business City 

BDVA Big Data Value Association 

BDVe Big Data Value ecosystem project 

BDV PPP Big Data Value Public-Private Partnership 

BRAINPORT BRAINPORT EINDHOVEN 

CARTIF CARTIF Technology Centre 

CENTIC Centro Tecnológico TIC, Tecnologías de la Información y las 
comunicaciones 

DDI Data-Driven Innovation model 

EBDVF European Big Data Value Forum 

EDI European Data Incubator 

EFFRA European Factories of the Future Research Association 

FoF Factories of the Future 

ITI Instituto Tecnológico de Informática  

JIC Jihomoravské inovační centrum (South Moravian Innovation 
Center) 

KPI Key Performance Indicator 

MNC Multinational Company 

REBELS  REBELS Valley 

SDIL Smart Data Innovation Lab 

SDSC Smart Data Solution Centre 

SME Small Medium Enterprise 

UPC Universidad Politécnica Cataluña 

Table 1 -  Definitions, Acronyms and Abbreviations 



D2.9: Status Report on BDVe network and marketplace activities at M36 

 

 

 

7 

Executive Summary 

The mission of BDVe is to support the Big Data Value PPP in creating a competitive 
landscape for providers and enable them to have a bigger market share through the 
creation of the right context and ensuring the sustainability of investments in the big 
data economy. The creation of networks of actors is one of the means for the BDVe 
project to achieve the goals. Networks of incubators, accelerators and innovation 
clusters, in this document, referred to as intermediaries will certainly help reach out 
to the small players, that are the most innovative and are key to the development of 
the PPP. Key findings in terms of solutions and innovations will be shared and 
discussed through such network of Big Data intermediaries.  

 

These objectives have been supported by several actions: 

a) Building a network of intermediaries through a selection process targeting all 
potential candidates across Europe.  

b) Creation of an innovation Marketplace that will collect and share innovative 
ideas and technologies produced by the BDV PPP among the PPP and the 
intermediaries, with the aim to boost the results of the PPP projects.  

To achieve the main objectives for the action a): 

1) Intermediaries that were previously surveyed were revisited, in view of some 
updates to the value propositions. The engagement with them was carried out 
through a formal interview based not as in the previous case on hypothesized 
value propositions but on tangible and matured ones and a sufficient effort 
was done to capture and understand their concerns and expectations. 

2) An extended network of intermediaries has been selected based on 
fundamental criteria of their location, involvement in the Big Data economy 
and maturity, and capacity of outreach. The engagement was done both via an 
online survey and a formal interview with a proposed complete package of 
value propositions. 

3) The outcome of the above engagements with intermediaries will be used as 
feedback to the PPP at different levels and forms. 
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1  Introduction 

The aim of this deliverable is to report on the work done, within WP2 “IMPACT, 
Framing the European Data Economy to maximize Impact” and boost the up-take of 
the BDV PPP outcomes through a network of intermediaries (incubators, accelerators, 
innovation clusters including DIHs - Digital Innovation Hubs which are ecosystems that 
consist of SMEs, large industries, startups, researchers, accelerators, and investors). 
Engaging with the network of intermediaries will help reach a very large audience of 
startups and SMEs which in turn give significant exposure to the PPP.  

  

The specific objectives are: 

a) To build a PPP network of intermediaries, targeting all the potentially relevant 
innovation mediators across Europe; 

b) To create an Innovation Marketplace that will collect and share innovative 
ideas and technologies produced by the Big Data PPP projects;  

c) To capture the demand side needs so that collaboration amongst different 
stakeholders is brought to a higher level; 

d) At the end prepare ground for automatic matchmaking in place of manual and 
physical matchmaking that used to take place when there are only big related 
events. 

 

This document reports on the following main activities: 

• The selection of value propositions based on the value proposition canvas 
(Chapter 2) that tends to select them on the criteria of the gains they provide, 
the pains they are able to relieve and product/solution/work they would help 
carry out and the table of activities against objectives (Chapter 3).  

• Set up of the demand side of the marketplace through interviews/survey to 
define the requirements for its implementation., 

• The process setup behind the engagement of the PPP projects to upload their 
solutions to the innovation marketplace platform so as to enhance the 
collaboration between the PPP and other stakeholders. 

• Capturing the needs and concerns of the intermediaries regarding the value 
propositions the PPP offers and what they contribute to the Big Data Value 
ecosystem with the objective of enhancing collaboration and boosting the 
European Big Data Value economy.  
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2 Value proposition Canvas 

The value proposition canvas is a tool in a larger sense that helps identify the value 
propositions that meet customer needs in terms of problem/solution fit and helps 
jobs-to-be-done and solve their problems. In the present case, the PPP projects 
provide value propositions to the intermediaries and the value proposition canvas is 
used to identify them properly; it is, therefore, useful to give a brief description of 
what it is and how it is used. 

 

Intermediaries are Accelerators, Incubators and Innovation Clusters which are  
support programs to startups and scaleups that typically offer a package of services, 
including training seminars, workshops, business coaching and mentoring, business 
advice, networking opportunities and access to financing. 

 

It is important to understand that the engagement with intermediaries working in Big 
Data is in the context of the BDV-PPP projects to have a significant outreach as they 
each of them have a large number of partners of different sizes and types. The exercise 
is to systematically identify the profiles of intermediaries as customers with an eye on 
their partners and find the fit between their needs and the values the BDV-PPP 
projects can offer. 

 

The objective in this Deliverable is to provide an overview of how the value proposition 
canvas is used, which of its components help to identify the value propositions. The 
fundamental criterium is to find the best value propositions of the BDV-PPP that 
relieve pains and create gains for intermediaries and their partners in the Big Data 
European economy and facilitate doing their business.  

 

Customer jobs identification helps by starting to describe what the targeted customers 
are trying to get done. It could be the tasks they are trying to perform and complete, 
the problems they are trying to solve, or the needs they are trying to satisfy. Hence, 
in the case of intermediaries, they want to provide services as their business 
development to their partners which help to develop innovative products in Big Data 
business.  
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2.1 Components of the Canvas 

The canvas itself considers two main parts, one related to the value propositions and 
the second one considers the user or the target of the value propositions. The 
following are the second level components or subcomponents of the two mentioned 
above. 

 

2.1.1 Customer Pains 

Customer Pains describe negative emotions, undesired costs and situations, and risks 
that a customer may experience or could have experienced before, during, and after 
getting the job done. The job here is the collection of processes and actions to make 
either a new product or deliver a service. In the process of selecting value 
propositions, each pain is ranked according to the intensity it represents for the 
customer(intense/light). For detailed work, it is also important to indicate how often 
it occurs. The pain of intermediaries can be for example shortage of finance and 
technical challenges their customers face on their journey to innovative products. The 
components and subcomponents are depicted in Figure 1. 

2.1.2 Customer Gains 

Customer gains describe positive and tangible impacts on customers and that includes 
functional utility, social gains, positive emotions, and cost savings. Once the profile of 
the customer is identified it is time to tackle the value proposition. 

 

It is now time to identify which products and services offered help a customer get 
either a functional, social, or emotional job done, or help satisfy basic needs. Products 
and services may either be tangible (e.g. manufactured goods, face-to-face customer 
service), digital/virtual (e.g. downloads, online recommendations), intangible (e.g. 
copyrights, quality assurance), or financial (e.g. investment funds, financing services). 

2.1.3 Pain Relievers 

One should outline how the offered products and services create value. First, one 
should describe how the products and services alleviate customer pains. How do they 
eliminate or reduce negative emotions, undesired costs and situations, and risks the 
customer experiences or could experience before, during, and after getting the job 
done? 

2.1.4 Gain Creators 

To determine the gain creators, one has to be in a position to describe how the 
products and services create customer gains. How do they create benefits a customer 
expects, desires or would be surprised by, including functional utility, social gains, 
positive emotions, and cost savings? 
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2.1.5 Examples in the case at hand 

 

We are here going to give some examples that were verified using the above-
described approach. The principal question is if the identified value propositions are 
either gain providers or pain relievers and meet with the needs of the intermediaries 
as a whole.  

 

If we take the example of the BDVe innovation marketplace1 as the top value 
proposition, the supplied repository of solutions do provide gains to a good number 
of partners of the intermediaries in terms of giving inspirations to new products. These 
same solutions are pain relievers for the demand side of the marketplace who present 
the challenges they have in resolving their business problems and others. This is 
shown by the result of the survey with mainly DIH2 found in Table 6. 

 

The Internship Portal3 is another BDVe value proposition (will be public beginning 
2020) that is used here to demonstrate the validity of the value proposition through 
the lens of the canvas. From the supply side, it allows those who publish open 
positions to participate in the sharing of knowledge and training of Big Data 
professionals that could either be employed on the site or produce the wanted 
professionals at the global EU level, not to forget the work that could be done by the 
internees. If we look at the demand side of the equation, the internship portal would 
provide the professionals not only to look at the published positions but also it would 
give them the exposure to those looking at specifically trained professionals. The 
internship portal as a value proposition would relieve the candidates in the Big Data 
domain of going to many sites without being sure they would find interested other 
parties. 

 

2.1.6 Schematic Presentation 

 

As depicted in Figure 1, the value propositions on the left are identified as either gain 
creators/providers or pain relievers on the journey of creating a product or service. 
The customer, in our case intermediaries we deal with have either pains or gains in 
doing their jobs. What makes the value propositions of high use to the intermediaries 
are when each of the identified value propositions identified as gain 
creators/providers meets the needs of intermediaries and provides gains and likewise 

                                                      

1 https://marketplace.big-data-value.eu/ 
2 https://ec.europa.eu/digital-single-market/en/digital-innovation-hubs 
3https://www.big-data-value.eu/internship/ 

 

https://marketplace.big-data-value.eu/
https://ec.europa.eu/digital-single-market/en/digital-innovation-hubs
https://www.big-data-value.eu/internship/
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the pain relievers value propositions meet the needs of intermediaries to alleviate the 
pain they have in their jobs. The jobs of the intermediaries, though it varies a bit with 
the type, consists in general of providing support services to startups and scaleups 
which are sometimes considered as partners and large in number. 

 

 

 

 

 

 

 
Figure 1 -  Value proposition canvas 

 
 
  

Value Proposition Intermediaries 
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3 Value Propositions 

The three main pillars of the BDV-PPP and BDVA value propositions for the 
intermediaries are: 

➢ Enhanced access to Big Data customers 

➢ Opening BDV affiliated investor network 

➢ Preferential access to BDV affiliate skills development programs 

In the sections below (chapter 4), the distinction between Innovation Clusters and 
Accelerators/Incubators is elaborated. For a complete and detailed description of the 
intermediaries please refer to the Deliverable D3.7.  

3.1 Value propositions for Innovation Clusters including DIHs 

For the Innovation Clusters, general activities and objectives4 (Figure 2) were 
compared with what the outcome of the BDV-PPP projects are able to offer, and the 
tools that BDVe is providing to the BDV-PPP (e.g. the marketplace , internship portal, 
and the access to skills).  

From Figure 2 as was reported in deliverable D2.8, we can see that the most frequently 
used activities are: 

• Information and contact brokerage 

• Networking and organization events 

• Practical assistance and advice 

• Events and Training 

 
Figure 2 - Innovation Cluster objectives and activities 

                                                      
4 DG Enterprise and Industry Report - Innovation Cluster in Europe: A statistical analysis and overview 
of current policy support - 29/9/2016 
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Based on this matching exercise and using the outcome of the value proposition 
canvas, the following potential value propositions were identified: 

1. Increasing “matchmaking opportunities”:   

a. Quick access to Big Data potential customers - prototype testing, new 
deals,  

b. Access to strategic corporate partners – joint strategic partnership, 
joint product development 

2.  Co-organization of events, e.g. Demo Days with the aim to facilitate the 
networking.  

3.  Access to the BDV-PPP Innovation Marketplace 

a.  Access to technology/communities/solutions/knowledge 

b.  Online matching services (demand/supply)  

4. Skills Development leveraging BDVe skills programs (EduHub, Badges, CoE, 
Mobility Programs, etc.) 

5. The BDVe Business Model Tool to explore data-driven business opportunities  

 

3.2 Value propositions for Incubators/Accelerators  

For an increasing number of startups in Europe, Big Data is high on the agenda. Based 
on the analysis presented in Deliverable D3.7 - on the objectives and activities of 
incubators/accelerators we can define the value propositions as described below.  

1. Increasing matchmaking opportunities, in particular, through 

a. Quick access to Big Data potential customers - prototype testing, new 
deals 

b. Access to strategic corporate partners – joint strategic partnership, 
joint product development 

c. Joint Innovation projects with BDV-PPP/BDVA partners/members 

2. Access to BDV affiliated investor networks (for start-ups) 

3. Access to the BDV-PPP Innovation Marketplace both for the Intermediaries 
and their startups: 

a. Access to technology/communities/solutions/knowledge. 

b. Online matchmaking services (demand/offer). 

c. Forum page for interaction. 

4. Co-organisation of events, e.g. Demo Days for startups/scaleups with the aim 
to facilitate the networking  

5. Business Model Tool to explore data-driven business opportunities (DDI): 

a. Onsite or webinar session. 

b. One day workshop – train facilitators. 
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3.3 Consolidated Value Proposition for BDV-PPP 

The value proposition for the BDV-PPP that we have proposed in the previous 
deliverable D2.8 and better elaborated and updated in this deliverable is described in 
detail in the following sections and discussed with the old and new intermediaries 
engaged: 

3.3.1 Physical Matchmaking Opportunities 

What we are offering to the intermediaries is the chance to be part of a network of 
potential customers/partners or enter in contact with them, and benefit from (access 
to) the PPP outcomes. 

 

BDVA members and BDV-PPP partners represent over 600 organizations comprising 
SMEs, Corporates, Academic and R&D Institutes. This entire community is focused on 
Big Data with which the intermediaries can interact. 

 

The first feedback received from the intermediaries, as we can see in the detailed 
interview in Annex 7.1 and as was also highlighted in the previous deliverable D2.8 
Status Report on BDVe network and marketplace activities M18, confirms that 
connecting incubators & accelerators and their startups with these international 
players create a win-win-win opportunity. 

 

The aim of building sustainable networks and matching with partners can be different. 
There are opportunities to find gateways to markets, start common product 
development procedures, find team-members and business professionals, connect to 
R&D facilities and research institutions, and more. 

The matchmaking opportunities with intermediaries are facilitated through targeted 
events, and by brokering joint projects with BDV actors. In the next paragraph, a short 
description of the results of a matchmaking event is provided.  

 

3.3.2 Events in 2019/ between m18 and m36 

We have proposed to the contacted intermediaries as listed in Annex 7.1, 7.2.1 and 
7.2.2, participation or co-organization of BDVA/e events & panels allowing them to 
showcase interesting business propositions and draw attention to the topics of 
relevance to intermediaries. Co-organization should improve the interaction with 
BDV-PPP partners that are the main actors in the events organized by BDVA/e.  

 

The recent and latest BDVA event that has provided benefit from this approach is the 
EBDVF19 in Helsinki. EBDVF had keynotes and presentations covering cutting-edge 
industrial applications of Big Data technologies, artificial intelligence, innovative 
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business cases of the data economy, inspiring future visions, and insights on EU policy-
making and R&D&I funding in this area. Discussions had taken place among interested 
intermediaries (EDI and DMS) to organize a panel session for interested start-
ups/SMEs on the topic of connecting large and small companies around Data and AI, 
but also matchmaking events with local/regional stakeholders.  Additional 
matchmaking events were organized in parallel to the EBDVF19, with external 
intermediaries (essentially Innovation Cluster and DIH such as Helsinki Smart City 
Innovation Cluster Forum Virium and the EIT Digital Pan-EU DIH with local enterprises 
IBM and NOKIA).  

 

Another way to promote the matchmaking opportunity is to co-organize Demo Days 
where both the BDV-PPP projects and the intermediaries’ SMEs/startups can present 
their solutions on defined topics. 

  

Some of the intermediaries interviewed, as we can see in Annex 7.1  (for ex. Technoport 
Luxemburg), have regional grants for organizing in-country matchmaking events 
dedicated to Big Data where BDV-PPP projects can be invited and disseminate their 
outcomes and reached objectives. 

Brainport works on and is convinced to make a two-layer matchmaking: local i.e. 
Country-level and European level5.  

3.3.3 Joint Innovation projects at Regional and EU level  

Joint innovation projects in partnership with BDV-PPP partners  are another potential 
benefit for intermediaries.  Joint Innovation Projects with some of the BDV-PPP 
partners, could help countries like Poland to increase their success rate in obtaining 
EU funding for research and innovation in Big Data.  

3.3.4 Marketplace 

The BDV-PPP Innovation Marketplace is a collaborative environment where innovative 
ideas and technologies produced by the Big Data PPP are collected and shared. The 
Innovation Marketplace (see detailed description in section 5.1 below), provides an 
overview of the products, solutions, and services that represent the published 
outcomes of the PPP. It is believed that it is a useful instrument to disseminate the 
PPP results, not only within the BDVA and BDV-PPP ecosystem but also outside 
creating the opportunity to connect demand and supply. Building a marketplace that 
provides the intermediaries and the supported ecosystem access to the outcomes 
may prove a key asset. 

  

Through the marketplace,  intermediaries have access to technologies, communities, 
solutions, and knowledge. For each solution selected they will have all the necessary 
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information to get in contact with the company that is the owner of the 
technology/solution.  

 

From the interviews (section 4.1) it has become clear that some of the intermediaries 
would like to access BDV datasets to perform trials with realistic data. The ABC 
Accelerator suggested that a Value Proposition could be synthesized on three main 
services:  

• Access to Market (through Matchmaking Opportunities and Marketplace) 

• Access to Finance (through the BDV affiliated investor network) 

• Access to Data (through the Marketplace asking for a new asset from the BDV-
PPP projects)  

 

 

3.3.5 Internship Portal 

Providing Internship portal as a value proposition to intermediaries and their partners 
is one of the strong operational support activities to enhance the short-term mobility 
of Big Data business new entrants. It is one of the community outreach tools and is 
meant to stimulate and promote the exchange of students, data professionals and to 
be domain experts through internships.  This will give them the opportunity to gain 
experience in different organizations and different member state countries.  

 

The BDVe Internship portal6 has been put in place as a tool to help the publication of 
open Big Data internship positions and to facilitate the search for interns. The 
internship portal goes live as soon as we have sufficient inputs in terms of uploaded 
open positions. On the portal, organizations can publish their open positions 
specifically in the Big Data domain. We believe the focus on Big Data is what makes 
the portal stand out in comparison to existing, more general internship portals.  

 

A good amount of work has been done first to expose the availability of this value 
proposition to intermediaries and SMEs through a survey. An appropriate survey was 
put on the EU survey portal and parties were informed and advised to fill in the survey 
through BDVA. 

 

The survey results, (¡Error! No se encuentra el origen de la referencia.) were analyzed 
and those that have shown strong interest were contacted. The contacts took place in 
a form of setting brief video conferences to explain how the portal would work and to 
provide a template excel sheet to be used for the upload of available open internship 
positions. The objectives of the engagement were: 

                                                      
6 https://www.big-data-value.eu/internship/ 

 

https://www.big-data-value.eu/internship/
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• Present the goal of using the portal 

• Demonstrate how it is to be used 

• Encourage the organizations to use the portal for the publication of the open 
internship positions they have. 

List of contacted organizations and some details of the engagement are put in the 
annex7.7,more details can be found in the Deliverable D4.3 Skills, Education and 
Centers of Excellence Period 2 Report M36.We believe that such engagements will 
help roll out the portal on good footing and the ultimate goal is not only to have the 
list of open positions with the appropriate description but also to have a list of 
professionals seeking for specific positions. 

3.3.6 Data-Driven Innovation 

Data-driven business model-DDI  is a framework to help screen data-driven business 
opportunities in an efficient way. One of the consequences of data moving more 
centre-stages in many business processes is that companies and organisations have to 
move from data to support knowledge about their own processes (data for Business 
Intelligence), data also becomes a key force in disrupting existing value proposition. 
One of the reasons for ‘disruption’ is that only one or a handful of early movers in a 
sector or ecosystem have managed to understand and capture the competitive 
advantage of putting data at the centre of value proposition development. Hence, 
understanding data-driven innovation is key in making transformations to big data 
successful. Within the BDVe, a methodology that helps BDV-PPP outcomes and 
solutions to be used by SMEs and startups as data-driven value propositions has been 
developed. The methodology , described in D2.1 supports the identification and 
scoping of data-driven business opportunities that are impacted by the dynamics of 
supply and demand trends. DDI with a quantitative study of a well-selected set of data-
driven start-ups has helped identify promising patterns to guide future investment 
decisions. It brings additional value by validating propositions and collecting 
intelligence on emerging opportunities with Big Data in dedicated sessions or 
webinars. The tool combines recent insights in data-driven innovation with the 
Business Model Canvas to reach a large audience of data-centric companies. 

 

Business Model Support is one of the services that Incubators, Accelerators and 
innovation clusters provide to their ecosystem under the Business Services category 
and DDI is a magnificent tool for these entities.  

 

It has been said that DDI is a framework that helps identify business opportunities 
which is nothing else but a concept used to describe the chance to address a particular 
market need through the creative combination of resources that allow delivering 
advanced value propositions. It is clear that the definition of promising business 
opportunities relies on the balancing of often technical capabilities on the supply side, 
with the user needs and interests as well as market dynamics shaping the demand 
side. It is known that data-driven business opportunities should be described with a 
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clear scope of offering per market segment (supply side) as well as reflect the 
ecosystem dynamics and benefits of network effects (demand side). 

 

This tool is developed by the BDVe project and can provide value to the new entrants 
of the Big Data business and whence it is here considered as one of the top value 
propositions of the BDVe-PPP. 

 

 

3.3.7 Investor Network  

As described in detail in the Deliverable D3.8 Startups and SME Ecosystem 
Characterization, the Big Data Value investors group (BDV IG) is planned to be a group 
of private investors (venture capital investors, business angels, and other private 
investors), who is interested in investment opportunities in Big Data, linked-data, or 
data-intensive startups. Actually, all the activities related to the preparation of the 
ground for the setup of the BDV IG and its functioning with a group of 10 investors, 
have been completed.  

In last 15 months the following activities are haven been performed regarding the BDV 
IG: 

• Look for private investors, willing to invest in startups involved in the data 
driven economy.  The attendance to South Summit 2018 and 2019 was useful 
to collect names of investors interested in investing in Startups related to data-
driven economy. A list of investors has been compiled. This list is currently 
private but we are asking investors one by one if they want to appear in a 
public list. 

• Identify startups with needs for investment and prepare them to face investors 
for match-making. 

• Have the first webinar (02/12/2019) on “Help to get investor’s ready”. 

• Participate to the first meeting (09/12/2019) between startups and investors 
in Murcia through MURCIABAN (Murcia Business Angel Network). 

At the end of 2019 mechanisms have been put in place for investors, SMEs and 
startups to exchange communication and establish business deals. 

In coming months the following activities are regarding the BDV IG: 

• Look for more private investors, willing to invest in startups involved in the 
data driven economy  

• Foster the relationships between private investors and startups and SMEs via 
the marketplace; 

Facilitating access to finance is a core service expected from incubator and 
accelerators. Intermediaries could extend their existing networks with a group of 
investors dedicated to investing in Big Data startups.   
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3.3.8 Conclusion 

 

Having identified and described the major value propositions of the PPP projects that 
are thought to be highly relevant to the intermediaries, it is here the place to consider 
what those value propositions can bring to different types of intermediaries. This is  
followed by a summary of the engagement results with each of the intermediaries and 
a table synthesizing the engagement. Both the summary (chapter 4.1) and Table 2 
show that all value propositions are of different importance to the different 
intermediaries. 
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4 Engaging with a Network of intermediaries 

The aim is to engage with actors that are not partners of the BDVe-PPP projects into 
the activities of the BDV PPP to help supporting the uptake of the BDV PPP results. We 
will here focus on the group of the so-called “Intermediaries” - acting as Innovation 
Mediators – that could facilitate the interaction between the BDV PPP and innovative 
startups and scaleups, in general, to help engage them into the activities of the BDV 
PPP.  

 

We have identified three main categories of Intermediaries that are dealt with here: 

• Innovation Clusters including DIHs 

• Incubators 

• Accelerators 

The intermediaries considered here are all active in the Big Data economy. 

 

The goals of engaging with these types of intermediaries are: 

1. To raise awareness of European Big Data solutions and technologies,  

2. To build a network of players active in the Big Data ecosystem,  

3. To develop a framework that supports the acceleration and broad uptake of 
data-driven business in Europe.  

4. Use the previously defined credible value propositions for the PPP actors and 
for the intermediaries. The value proposition for end-users (startups/SMEs) is 
key in the wider engagement of intermediaries with limited time and resources 

 

Here we will report on the activities performed in:  

 

1. Engaging the first “bundle” of intermediaries validating the value proposition, 
confirming or modifying their priorities and checking their availability to adopt 
the more mature value propositions offered. 

2. Selecting the intermediaries targeting all relevant innovation mediators across 
Europe,  

3. The activities performed to engage and consult with an initial batch of 
intermediaries;  

 

The engagement will be divided into two: engagement with those involved in the 
previous report D2.8 and with the extended list made out of new ones. 
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4.1 Engaging with the already built up network of intermediaries 

A report on the engagement with the first batch of intermediaries was presented in 
deliverable D2.8. Most of the then identified value propositions of the PPP projects 
were at a preliminary stage. The objective of engaging with this first network then was 
to confirm that the right value propositions were identified and to harmonize with the 
needs of the intermediaries at the time. 

 

Currently, most of the value propositions are getting more tangible and are at the 
stage of being tested against the real needs of intermediaries. The purpose of the 
current engagement is to get back to those intermediaries and gage their current 
needs and evaluate how much of the proposed value propositions are used. 

 

The criteria for selecting the intermediaries for the first engagement was well 
elaborated in the previous report D2.8. The major criteria were: big data maturity 
level, number of partners and regional distribution.  It is important to note that the 
first batch of intermediaries which were engaged come from more established EIT 
Digital ARISE and iHub networks7 and was complemented with a limited number of 
Innovation Clusters that are members of BDVA, and some Business incubators.  

 

The following is the list of previously contacted Intermediaries and engaged for the 
second time: 

• Incubators/Accelerators 

o ABC Accelerator – Slovenia  

o JIC – Czech Republic  

o Found.ation – Greece  

o Neulogy – Slovak Republic  

o Technoport – Luxembourg  

o Emprede UC3M – Spain 

o EIT Digital Madrid – Spain 

o Puente de Vallecas – Spain 

o UPC– Spain 

o CompluEmprende - Spain 

 

• Innovation Clusters 

o Brainport Foundation Eindhoven – Netherland  

o CENTIC – Spain  

o ITI – Spain  

                                                      
7 https://www.eitdigital.eu/about-us/collaborations/i3h/ 
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o IMT-Teralab – France  

o CARTIF - Spain 

What follows is the result of the engagement; section 4.2 is taking up the highly 
relevant value propositions for the interviewed first batch of intermediaries. 

 

1. Intermediary name: TECHNOPORT, Interviewee: Catherine DELEVOYE 

 

Currently, there are difficulties to find properly skilled professionals in the Big Data 
area and the Internship portal is very relevant to Technoport to address the issue. 
Erasmus project which deals with internships could be harmonized with the objectives 
of the internship portal although the portal focuses on Big Data.  

 

Matchmaking was and is relevant to Technoport. In the past matchmaking was sheerly 
physical which needed a lot of physical effort. Now with the help of innovation 
marketplace with demand integrated it will be a formidable asset to do the 
matchmaking with much less effort and accelerate the whole process of matching 
supply with demand. This will be very helpful to the startups of the Technoport. 
Technoport will be ready to actively participate in the use of both the marketplace and 
the internship portal and promote in its ecosystem. 

 

Most of the proposed value propositions meet the needs of Technoport. Access to the 
community of investors, however, is one of the value propositions on the table and of 
particular interest. Technoport wants to exploit it more and would like to see the 
opportunities widened. This will require to actively follow the different big events and 
it would be interesting to organize events that target SMs and startups. 

 

Data-driven business modelling is also of interest for this Intermediary and 
Technoport promises to follow the activities around it and pass it over to their 
partners. 

 

2. Intermediary name: BRAINPORT, Interviewee: Wim RENDERS 

 

Brainport is very much convinced that matchmaking should first be done locally and 
then with the others. How much data-driven business modelling can be used is yet to 
be discussed internally. 

 

The interviewee thinks that the innovation marketplace has to use more relevant 
keywords and that abbreviations have to be explicit. The search criteria have also to 
be as explicit as possible. The criteria used to find solutions often do not give the 
proper solution and according to him has to be reviewed. He is very interested in the 
internship portal and has asked to be provided with the template to be filled and used 
to upload internship open positions.  
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3. Intermediary name: Previous ABC & currently Fil Rouge Capital, Interviewee: 
Ales PUSTOVRH 

 

His interests and concerns that overlap with his previous expressions are avoiding 
initiatives overlap, facilitate access to datasets, interest in the marketplace,  organizing 
big events that create investor sessions is crucial as there is a big need for investments. 
The three pillars of their activity are access to market, to data and finance. 

 

Currently, they have 30 startups as members from which more than half of them are 
active in the Big Data and they are working to raise their members up to 300 by next 
year. He is the founder of ABC , a Slovenian accelerator and closely collaborates with 
it. He currently heads ‘Fil Rouge Capital’  which is an accelerator based in Croatia and 
is also a venture capitalist. 

 

The interviewee finds the marketplace to be interesting as it provides the 
technological building blocks and provides enabling facilities to their startups. The 
internship portal is of less use as the focus is on local resources. The solutions on the 
marketplace are business development assets to the accelerator and product 
development assets for the startups. As also a venture capitalist their institution is 
ready to finance good startups that stem from the solutions of the marketplace and 
ready to relocate, wherever they are from. 

 

Answering to the question if any of their startups have participated in the Helsinki 
EBDVF event, none of the partners participated as there was another event focusing 
on startups that took place at the same time in Poland but would be interested to be 
timely informed. Data-Driven Business Modeling currently is not of much interest, but 
the startups could evaluate a pilot use case to determine how useful it can be in the 
future. Out of the whole discussion, we find that the marketplace is the most 
important value proposition for him. 

 

 

 

4. Intermediary name: IMT - TERALAB, Interviewee: Pierre PELVIN 

 

The interviewee thinks the focus area in Big Data should be in business diagnostics, 
architecture, change management and AI. 

Seems very interested to use the internship portal and has requested to provide him 
with the internship portal template and the link to the portal. 

Data-Driven business modelling could bring added value to the pre-competitive world 
and eager to look into it. 
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5. Intermediary name: CARTIF ,  Interviewee: Anibal Renones 

 

CARTIF is a BDVA member and is a partner in Transforming Transport, a PPP project. 
It has also contributed a solution called “Traffic Micro Simulation Models in City 
Centers” to the innovation Market. A relatively high interest was shown to know more 
about the current status of the Data-Driven Business Model. He has also shown 
interest in taking part in the coming workshops on the model. 

 

CARTIF had had an internal discussion on the internship portal after a separate 
interview in the context of a campaign related to the internship portal. Has also 
discussed it with a regional DIH which seems to be very interested and will shortly 
provide internship open positions. He is ready to dispatch the information on the 
current value propositions to the partners and will soon come back with preliminary 
feedback. 

 

6. Intermediary name: JIC ,  Interviewee: Monika Vrbková 

 

JIC is strongly interested in Innovation marketplace and ready to disseminate the 
solutions to their partners and would encourage their partners to upload solutions to 
the marketplace. Besides uploading the solutions as a value proposition from their 
side to the Big Data Value ecosystem - PPP, they would be ready also to provide use 
cases. JIC is keen to actively use the internship portal and is interested to review the 
portal and expose it to its partners. JIC wants also to know more about the Data-Driven 
Business Model which it finds to be interesting and want to disseminate among its 
collaborators. 

 

7. Intermediary name: UPC,   

 

From an incubator point of view, one of the main concerns of UPC is to provide easy 
and quick resources to the companies they work with. UPC states that the visibility of 
the marketplace should be higher so companies can directly click on it. The actual 
location of the marketplace on the website does not help to have quick access to the 
proposed different big data solutions. There should have been a direct link to it from 
the main page, similar to the link to “education hub” or “BDV projects”.  

 

The content of the Marketplace is relevant to their partner companies and the criteria 
used to order the different solutions might have impact from a marketing point of 
view. The suggestion is that the ordering is done either alphabetically or using any 
other explicitly mentioned order. 

 

https://transformingtransport.eu/
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Investor Network value proposition could be harnessed if companies attend events, 
so the novice partner organizations will be advised to convince them to improve their 
attendance.  

 

8. Intermediary name: Emprede UC3M    

 

The interviewee thinks that the usability of the innovation marketplace is adequate in 
terms of structure and organization of the solutions. However, as the structure and 
organization are much more relevant than the content itself, visibility of the site and 
to get a critical mass of users are very important. Issues such as how it can compete 
with other platforms about big data or a simple google search, need to be considered 
to gain a representative number of users and make this site vibrant. The interviewee 
mentions the concept of “influencers”, in the sense of looking for some 
organization/company that takes this role and promote this site.  

 

Additionally, interviewee highlights the idea of trust, in terms of reliability of the site. 
For that reason, it is suggested to provide the user with data about the BDVA on the 
main page, as well as to highlight the support from the EU, without making the user 
get such information after a number of clicks.  

 

About Investor Networks, the interviewed person explains that events like the ones 
organized are very useful for the companies they are working with. According to the 
interviewee’s experience, big companies use to attend to them, and start-ups in 
general also see them as providers of contacts, even though the cost of opportunity 
for them can be high. They might be interested in participating in such events in the 
future. 

 

Organizations with which this incubator works would be interested in webinars with a 
shorter duration, no more than 20-30 minutes as it is not easy to keep the attention 
of a person, watching a video or listening another person through the web, for more 
than 20 minutes. Time is limited and usually, people do other things in parallel while 
listening to the webinars. With this orientation, the interviewed person think that 
webinars would be a good starting point for the organizations they work within the 
incubator.  

 

Finally, regarding the Mobility Program, there is a difficulty to share knowledge 
between organizations. The interviewee suggests a possibility of collaboration 
between start-ups and mature organizations, which is start-ups could provide 
knowledge about last tendencies to matured organizations, while matured 
organizations could provide knowledge about business management to the start-ups 
with less experience in this area. So can a clear win-win situation be created, and the 
value from the point of view of the organizations with which this incubator works with 
would be higher. 
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9. Intermediary name: Puente de Vallecas   

 

Regarding the Marketplace, the most interesting part, according to the experience of 
this intermediary is the categorization in sectors. The interviewed person mentions 
that according to the INE (National Institute of Statistics in Spain) only 11% of the SMEs 
use big-data services. So the classification provided by the Marketplace in sectors 
might help these SMEs to address their needs.  

 

The feeling the interviewee has about the BDVA and BDVe activities is that they target 
organizations that already use big data. It might be also important to attract 
organizations that do not use those services and do not know how to use them, 
explaining to them which benefits they could get using big data solutions.  

 

Complementing the Marketplace contents with examples about special situations in 
which big data can be helpful for SMEs, for example, improving their sales, improving 
their productivity, improving the capabilities of their human resources, and so on 
would be useful which would lead  the BDV to an “evangelization” process, not being 
only oriented to “fans” of big data.  In this way, the Marketplace would be more 
interesting for the companies related to their Incubator. 

 

Regarding the Events, the interviewee suggests to do specific actions in such events 
oriented towards SMEs, like round tables and so on, that can help the SMEs 
understand the benefits of using their resources and time attending to such events. 
Otherwise, the SME with which they are working with will not be able to foresee the 
paybacks of attending such events. 

 

The interviewed person also suggests complementing Webinars of technical and 
specific solutions with more dissemination oriented presentations about data science 
with particular examples or success cases. For this incubator, opening the value 
proposition of BDVe to a wider audience would make such value more appealing for 
the partner organizations related to them. For this incubator, the value provided by 
the BDVe can be relevant for organizations already using or convinced to use data 
science, but it should be very interesting to provide also value for organizations that 
do not know exactly what is data science and how data science can contribute to 
improving their competitive value. This is the case of most of the companies related 
to this incubator. 
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10. Intermediary name: CENTIC,  Interviewee: Germán Sancho  

 

Several interviews (physical) took place with CENTIC in 2019 regarding the revisited 
value proposition of BDVe. The feedback collected from the interviews is summarized 
hereafter: 

It is a good idea to have a marketplace for big data solutions but in order to attract 
SMEs uploading their solutions, there should be more inputs in the database to 
generate a critical mass of suppliers that would attract more suppliers but also 
potential customers. Together with solutions, success stories would be welcome if 
available, e.g. how a solution was able to solve a particular problem. To make the 
matchmaking efficient with customers, effort should be spent to encourage customers 
to upload their requests from the demand side. Promotion is required to make the 
marketplace more visible. 

 

To make joint R&D projects, resources (economical) are needed, e.g. to travel and 
meet-up with stakeholders, potential partners in the consortium, etc and SMEs 
regional do not always have those resources.  

 

On the same line as R&D projects, SMEs have to understand the purpose of using their 
own resources (time and money) in attending events. More SMEs-focused events 
should be organized to explain to SMEs the benefits to participate in those events.  

 

The concept of webinars is interesting. One recommendation is to provide with a 
success story (if any) instead of talking about what the project does. 

 

The presence of BDVe at South Summit and the establishment of links with a large 
number of investors can help SMEs/startups of the Region of Murcia to engage with 
investors and offer their solutions for data management, data processing, data 
analytics, data visualization, data security / privacy, etc. The experience should be 
repeated. Some SMEs/Startups also attended South Summit 2019. 

 

11. Intermediary name: Found.ation,  Interviewee: Filippos Zakopoulos 

 

Very motivated to cooperate and particularly interested in the Innovation 
Marketplace but firmly thinks there should be a critical mass of solutions to incite the 
active participation of stakeholders on the demand side of the innovation 
Marketplace. Both the Corporate and public partners could be candidates for the 
demand side usage of the marketplace but they are bureaucratic and slow deciders 
and public partners are more so. The corporate partners though better than the 
public, they are still immature. They could be encouraged to participate in the 
discussion to implement demand but the contribution would be more on a personal 
level than an organizational one. 
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As to the internships, although there is no much demand they use students from 
Greek Universities but find that there is a lot of paperwork involved. Not currently so 
worm to use the internship portal, but they might consider using it in the future. 

 

Matchmaking would be very interesting for the partners of Found.ation. They whence 
e interested to keep informed of its implementation.   

 

A table below shows yet another level of synthesis on the reaction of the 
intermediaries to the 6 value propositions. 

 

               



  

 

This document is issued within the frame and for the purpose of the BDVE project. This project has received 

funding from the European Union’s Horizon 2020 Program (H2020-ICT-2016-2017) under Grant Agreement  

No. 732630 
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4.2 List of old intermediaries and value propositions  

The following tables provide a synthesis of the interviews done with the old intermediaries with their suggestions for each of the value 
proposition that is valuable to them.  

Table 2 -  List of Old intermediaries 

 
 

 

 
 

 

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

TECHNOPORT

moved from physical to 

online thanks the 

marketplace

accelerate the whole process of 

matching supply with demand. 

regional grants for 

organising in-country 

matchmaking events 

dedicated to Big Data 

Data driven business

model is also interesting

and Technoport promises

to follow the activities

around it and pass it over

to their partners.

Very relevant 

helping to solve 

skills shortage in 

Big Data

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

BRAINPORT  

The criteria used to find solutions 

often do not give the proper solution 

and according to him has to be 

reviewed

  He is very 

interested in the 

internship portal 

and has asked to be 

provided with the 

template to be 

filled and used to 

upload internship 

open positions
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Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

ABC Accelerator  

He finds the marketplace to be 

interesting as it provides the 

technological building blocks and 

provides enabling facilities to their 

startups

Organizing big events 

that create investor 

sessions is crucial as 

there is a big need for 

investments

Data Driven Business

Model currently is not of

much interest but the

startups could evaluate a

pilot use case to

determine how useful it

can be in the future

The internship 

portal is of less use 

as the focus is local

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

IMT Teralab  

  He thinks that Data

Driven model could bring

added value to the

precompetitive world and 

eager to look into it.

 

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

Cartif  

not yet visited the innovation 

Marketplace and a brief 

demonstration was made to him to 

show the its major features.

 Relatively high interest

was shown to know more

about the current status

of the Data driven

Business Model. interest

in taking part of the

coming workshops on the

model 

very interested and 

will shortly provide 

internship open 

positions.
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Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

JIC  

strongly interested in Innovation 

marketplace and ready to 

disseminate the solutions to their 

partners and would encourage their 

partners to upload solutions to the 

marketplace.

 They want also to know

more about the Data

Driven Business Model

which it finds to be

interesting and want to

disseminate among its

collaborators.

JIC is keen to 

actively use the 

internship portal 

and is interested to 

review the portal 

and expose it to 

their partners.

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship

UPC (Politecnco de Catalona)

Investor Network value 

proposition could be 

harnessed if companies 

attend events, so the 

novice organizations 

specifically better attend 

them

UPC states that the visibility of the 

marketplace should be higher so 

companies can directly click on it. 

The actual location of the 

marketplace on the website does 

not help to have a quick access to 

the proposed different big data 

solutions. The content of the 

Marketplace is relevant to their 

companies and the criteria used to 

order the different solutions might 

have impact from a marketing point 

of view

   



D2.9: Status Report on BDVe network and marketplace activities at M36 

 

 

 

33 

 
 

 

 

 

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

Emprede UC3M  

Start-ups could provide 

knowledge about last 

tendencies to matured 

organizations, while 

matured organizations 

could provide knowledge 

about business 

management to the start-

ups with less experience 

in this area. 

The interviewee thinks that the 

usability of the innovation 

marketplace is adequate in terms of 

structure and organization of the 

solutions. However, as the structure 

and organization is  much more 

relevant than the content itself, 

visibility of the site and to get a 

critical mass of users are very 

important

About the Investor 

Networks, the 

interviewed person 

explains that events 

like the ones organized 

are very useful for the 

companies they are 

working with.

  interested in 

webinars with 

shorter duration

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

Puente de Vallecas  

 Regarding the Marketplace, the 

most interesting part for them 

according to their experience is the 

categorization in sectors. 

Complementing the Marketplace 

contents with examples about 

special situations in which big data 

can be helpful for SMEs, for example, 

improving their sales, improving 

their productivity, improving the 

capabilities of their human resources 

would be useful which would lead  

the BDV to an “evangelization” 

process, not being only oriented to 

“fans” of big data

Regarding the Events, 

the interviewee 

suggests to do specific 

actions in such events 

oriented towards 

SMEs, like round tables 

and so on, that can 

help the SMEs 

understand the 

benefits of using their 

resources and time 

attending to such 

events. 

  complement 

Webinars existing 

offer of technical 

and specific 

solutions with 

more 

dissemination 

oriented 

presentations 

about data 

science with 

particular 

examples or 

success cases. 
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Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

CENTIC

the establishment of links 

with a large number of 

investors can help 

SMEs/startups  to engage 

with investors and offer 

their solutions for: data 

management, data 

processing, data analytics, 

data visualization, data 

security / privacy, etc

It is a good idea to have a 

marketplace for big data solutions 

but in order to attract SMEs 

uploading their solutions there 

should be more inputs in the 

database to generate a critical mass 

of suppliers that would attract more 

suppliers but also potential 

customers.  Success stories would be 

welcome if available. Effort should 

be spent to encourage customers 

upload their requests from the 

demand side.

SMEs have to 

understand the 

purpose of using their 

own resources (time 

and money) in 

attending events

  The concept of 

webinars is 

interesting. One 

recommendation 

is to provide with 

a success story (if 

any) instead of 

talking about 

what the project 

does.

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

Found.Ation

An online Matchmaking 

would be very interesting 

for the partners of 

Found.ation. They 

whence be interested to 

keep informed of its 

implementation

particularly interested to the 

Innovation Marketplace but firmly 

thinks there should be a critical mass 

of solutions to incite the active 

participation of stakeholders on the 

demand side of the innovation 

Marketplace.

  Not currently so 

worm to use the 

internship portal , 

but they might 

consider using it in 

the future.
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4.3 Scouting criteria and New Intermediaries List 

4.3.1 Identification of the Objectives and Scope 

One of the main objectives of the BDVe project is to support the building of a vibrant 
community around the PPP. SMEs and startups play a central role in Data-driven 
Innovation so there is special emphasis on stimulating and attracting them to the Big 
Data PPP. BDVe aims to achieve this, inter alia, by interconnecting a network of 
intermediaries (incubators, accelerators, regional clusters) that will help boost the 
take-up of BDV-PPP outcomes in novel applications and services. The network of 
intermediaries will ensure that the PPP can easily connect to key audiences including 
startups and SMEs, thereby increasing exposure and take-up of Big Data PPP research 
and innovation outcomes.   

 

4.3.2 Identification of the Target Groups and Countries 

In the selection of candidate intermediaries, BDVe differentiates between: 

• Business and Science Incubators; 

• Startups Accelerators; and  

• Innovation Clusters. 

For each group, a representative number of new candidates, complementing the ones 
engaged in the first year of the project, will be sought that are geographically 
distributed making sure to include countries with actively developing markets in Big 
Data services and applications.  

 

4.3.3 Scouting the Intermediaries for each Identified Category  

 

We have collected candidate nodes from publicly available information on platforms 
(see Annex 7.2) such as the DIH8 portal. The main selection criterion is based on the 
fact that accelerators and incubators are present in Europe with a significant 
ecosystem of startups and valuable services offered. Innovation clusters need to 
represent a wide ecosystem supporting the innovation growth in the region and they 
need to be able to attract external companies to an environment conducive to R&D 
investment.  

 

                                                      
8 https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool 
 

 

https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool
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The selected candidate incubators/accelerators are listed in Annex 7.2.1 and 7.2.2. For 
each accelerator/incubator the following information is collected (for the description 
of the categories please refer to Deliverable D3.7): 

• Link to the web page 

• Country 

• N° of startups managed  

• N° of startups that deal with Big Data topics 

• Services offered 

• Qualitative KPI on Big Data Maturity Level (Low-Medium-High) for the category 
that comes from the involvement of the incubator/accelerator and their 
ecosystem in Big Data activities.  

• Notes 

For the intermediaries’ category Innovation Clusters, we started from organizations 
that are already members of the BDVA ecosystem, complementing with what could 
be considered also Innovation Clusters and that are the DIHs.  

 

For what concerns instead of the business incubators/accelerators we started from 
the above-mentioned list we focus on the incubators/accelerators that have: 

1) a significant number of startups in their ecosystem (dimension and extension of 
the innovation ecosystem), 

2) a qualitative KPI medium-high (track record in supporting big data innovations) 
and that are located in high potential countries (especially Eastern Europe).  

 

4.4 Engaging with the new intermediaries 

Engagement has been conducted with a two-step process and, in some cases, a three-
step process:  

1) Prepare and send an email explaining why we are contacting them and asking 
them for a brief interview online or phone call.  

a. In some cases, like for DIHs, a mail is sent to invite DIHs to fill in an 
online survey to gauge their preliminary interest on the value 
propositions and ask if there is an interest to be contacted and if that 
is the case: 

b. An email sent inviting for an interview. 

2) Hold the interview following an interactive approach, explaining who we are, 
why are we calling them, how they have been selected, the BDVe project, the 
scope of the engagement, the value propositions, and to get some feedback 
from them on this initiative.   
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Interviews were held with all contacted intermediaries over a period of three months. 
Some of the interviews can be found in Annex 7.1, On the whole, the feedback was 
highly valuable in the design of the network of intermediaries.Sections 4.4.1 and 4.4.2 
provide more detailed information for the new intermediaries and DIHs.  

 

The most scored value propositions for the category incubators/accelerators are in 
the Marketplace. This is in line with the main services that incubators/accelerators 
provide to their startups and scale-ups. Even for the Innovation Clusters, DIH, the 
Marketplace is a value proposition that scored well.  

 

4.4.1 Survey of DIHs 

 

We think it is interesting to engage with DIHs as innovation clusters to fulfil our initial 
goal of reaching out to a large number of stakeholders. We have selected 35 DIHs 
respecting a level of geographic distribution with a focus on Big Data involvement (see 
Annex 7.2.2). The first engagement was done by inviting them to a survey published 
on the EU Survey portal 

 (https://ec.europa.eu/eusurvey/runner/EngagementWithIntermediaries   

and reported in Annex 7.2.2). The main results of the survey itself can be found in 
Table 3, whilst the complete answer could be found in Annex 7.5. The person filling 
the survey was given an option if he/she would like to be contacted. An online 
discussion session was scheduled with those willing to get contacted and it is 
presented as follows: 

 

 

 

https://ec.europa.eu/eusurvey/runner/EngagementWithIntermediaries
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Table 3 - DIHs Survey 

 
 

Name of the Company Market to address: Which of the following value 

propositions are most relevant to 

you or your partners?

Give two of the most relevant 

value propositions to your 

business

Which of other value 

proposition(s) would 

you like to see in the 

list?

Innovation market place 

is a tool devised by 

BDVe where the 

innovation of Big Data 

Value ecosystem  

solutions are put online 

( http://marketplace.big-

data-value.eu/) Would 

you be interested in the 

innovation 

Marketplace?

Any Comments on the 

innovation Marketplace?

How relevant is the Data driven 

business model as a value 

proposition and the activities 

around it(workshops, brochures)  

to your business?

ITI - Instituto Tecnológico de 

Informática / ITI Data Cycle 

Hub

Manufacturing, Health, Cities, 

Tourism, Agrifood, Transport

Data Driven Business 

Model;Investor network/access to 

funding;Organization of 

Events;Visibility and 

Recognition;Joint innovation 

projects;Access to data

Data driven business models; 

Access to data

Ecosystem building; 

R&D; Public Procurement 

consulting; Digital 

Assessment

Yes As any Marketplace it is 

important to count with a 

sufficient critical mass to start 

working.

Very relevant

TeraLab SME, mid-caps, France and 

Europe

Marketplace;Data Driven Business 

Model;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects;Access to 

data;Matchmaking

joint innovation projects ; 

Visibility and Recognition

Lobbying around data 

sharing standards and 

interoperability 

Forum Virium Helsinki Smart Cities - Mobility Marketplace;Data Driven Business 

Model;Access to Knowledge

My data integration into 

Data market 

places/platforms

Yes Very relevant

Aarhus University, Dept. of 

Engineering

Digitalisation, Big Data and Data 

Analytics

Marketplace;Data Driven Business 

Model;Investor network/access to 

funding;Organization of 

Events;Access to 

Knowledge;Visibility and 

Recognition;Joint innovation 

projects

Yes Relevant
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Name of the Company Market to address: Which of the following value 

propositions are most relevant to 

you or your partners?

Give two of the most relevant 

value propositions to your 

business

Which of other value 

proposition(s) would 

you like to see in the 

list?

Innovation market place 

is a tool devised by 

BDVe where the 

innovation of Big Data 

Value ecosystem  

solutions are put online 

( http://marketplace.big-

data-value.eu/) Would 

you be interested in the 

innovation 

Marketplace?

Any Comments on the 

innovation Marketplace?

How relevant is the Data driven 

business model as a value 

proposition and the activities 

around it(workshops, brochures)  

to your business?

Fil Rouge Capital Startups Marketplace;Data Driven Business 

Model;Investor network/access to 

funding

Access startups with high 

growth potential 

Use data driven business 

model to scale your business 

faster

Matchmaking Yes provided in person Very relevant

University of Twente - 

TechMed Innovation Hub

Medtech & healthcare Organization of Events;Access to 

Knowledge;Visibility and 

Recognition;Joint innovation 

projects;Matchmaking

Creating better 

standards for AI in 

healthcare (data 

exchange, accessibility, 

etc) + sharing best 

practices

Yes We see many platforms and 

marketplaces popping up, 

stimulated by EC funding. 

How to ensure that these 

platforms could strengthen 

each other? 

Relevant;Irrelevant

iMan Norte Hub Manufacturers in the sectors: 

Metalworking and machinery, 

textile and clothing, footwear, 

automotive parts, agro-food, and 

forestry. 

Marketplace;Data Driven Business 

Model;Investor network/access to 

funding;Organization of 

Events;Access to 

Knowledge;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects;Access to 

data;Matchmaking

Joint innovation projects; 

Matchmaking

Yes Relevant

Sirris Belgian technology industry Organization of Events;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects;Matchmaking

Cross-border collaboration and 

joint innovation projects
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Name of the Company Market to address: Which of the following value 

propositions are most relevant to 

you or your partners?

Give two of the most relevant 

value propositions to your 

business

Which of other value 

proposition(s) would 

you like to see in the 

list?

Innovation market place 

is a tool devised by 

BDVe where the 

innovation of Big Data 

Value ecosystem  

solutions are put online 

( http://marketplace.big-

data-value.eu/) Would 

you be interested in the 

innovation 

Marketplace?

Any Comments on the 

innovation Marketplace?

How relevant is the Data driven 

business model as a value 

proposition and the activities 

around it(workshops, brochures)  

to your business?

SICOS BW GmbH HPC and Data Analytics interested 

SMEs

Organization of Events;Access to 

Knowledge;Visibility and 

Recognition;Joint innovation 

projects;Matchmaking

Improve competitiveness, 

provide access to Hightech 

Technology Transfer Yes Interesting idea, but must be 

realised in a very user 

oriented manner

Very relevant

Innovation Cluster Drachten Divers: high tech systems Data Driven Business 

Model;Internship;Organization of 

Events;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects

Human Capital industry 4.0, 

joint innovations projects

support of start ups 

(technostartes)

Yes should be acurate and actual 

data

Very relevant

Poznan Supercomputing and 

Networking Center / 

HPC4Poland DIH

Poland Data Driven Business Model;Cross-

border collaboration;Joint innovation 

projects;Access to data

Yes Very relevant

CINECA HPC and Big-Data enabled 

simulation

Marketplace;Data Driven Business 

Model;Access to Knowledge;Joint 

innovation projects;Matchmaking

joint innovation projects, 

matchmaking

AI driven business model Yes Relevant



D2.9: Status Report on BDVe network and marketplace activities at M36 

 

 

 

41 

 
 

 

 

 

Name of the Company Market to address: Which of the following value 

propositions are most relevant to 

you or your partners?

Give two of the most relevant 

value propositions to your 

business

Which of other value 

proposition(s) would 

you like to see in the 

list?

Innovation market place 

is a tool devised by 

BDVe where the 

innovation of Big Data 

Value ecosystem  

solutions are put online 

( http://marketplace.big-

data-value.eu/) Would 

you be interested in the 

innovation 

Marketplace?

Any Comments on the 

innovation Marketplace?

How relevant is the Data driven 

business model as a value 

proposition and the activities 

around it(workshops, brochures)  

to your business?

T2i SMEs Investor network/access to 

funding;Organization of 

Events;Access to 

Knowledge;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects;Matchmaking

Yes Relevant

HUB385 Petračićeva 4 Marketplace;Investor 

network/access to 

funding;Organization of 

Events;Access to 

Knowledge;Visibility and 

Recognition;Cross-border 

collaboration;Matchmaking

Relevant

IMR Manufacturing Marketplace;Data Driven Business 

Model;Organization of 

Events;Access to 

Knowledge;Visibility and 

Recognition;Cross-border 

collaboration;Joint innovation 

projects;Access to 

data;Matchmaking

Access to knowledge, joint 

innovation projects

Research outputs Yes Relevant
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4.4.2 Survey of New Intermediaries 

 

 

1. Intermediary name: EIT Digital Madrid Accelerator,  

 

Regarding the BDVe value proposition, the interviewee is especially interested in the 
Marketplace, as they already participate in another Marketplace. For him the 
information already published is worth. However, the interviewed person argues 
about the possibility to take an approach “problem looking for a solution” instead of 
“solution looking for a problem to solve”. That is, to provide also information about 
the demand side, where a particular company has a problem to solve and is looking 
for a solution. The problem of data privacy arises in the interview, but the interviewer 
says that the problem can be stated in a general way without evidencing private data 
or information.  
 

The interviewed person foresees another problem related to Marketplace visibility. 
How to make the information available for the different companies, small companies, 
start-ups. There is a huge number of sites with information and the BDVe Marketplace 
has to compete with them.  

 

Regarding Investor Networks, the interviewed argues that horizontal and general 
events like the ones developed by the BDV are adequate for big companies and 
organizations with specific resources for such networking. According to his experience 
start-ups look for events more specific, as they have an important limitation of 
resources and they usually focus on vertical events, instead of general events. 

 

About the Webinars, the interviewed person suggests to organize them according to 
the domain, level of detail, and so on, similar to the solutions in the Marketplace. This 
would enhance the value they would get.  

 

About Mobility, he does not find an important value in the actual content. He argues 
that there are specific portals for professional mobility and sometimes the investors 
themselves announce via twitter or LinkedIn on their resource needs. Regarding 
knowledge sharing, he mentions that according to his experience it is not worth to 
dedicate a web page for that, as probably companies are not open to participating. 

 

2. Intermediary name: CompluEmprende,   

 

Regarding the BDVe value proposition, the Marketplace is specially reviewed by the 
interviewed person. He considers that the most relevant part is the categorization 
according to the domain, as the different companies working on specific sectors can 
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have quick access to the solutions provided. He thinks that besides the solutions and 
its technical details, it would be very important to provide information about how 
these solutions have been used, something like success stories using the 
corresponding technology. This might increase trust in the companies providing such 
services. 

 

The interviewee suggests complementing the existing networking related information 
with more specific events in which BDVA partners could go outside the general big 
data domain. As an example, it is suggested that BDVA representatives go to events 
like a videogame and offer specific solutions for the domain; while publicizing BDV 
efforts being disseminated out of the BDVA. 

 

In general, the interviewed person mentions that the value provided is oriented to 
organizations that already use big data solutions or are convinced to use such 
solutions. He explicitly talks about “an endogamic approximation”. He suggests, for 
example, that the webinars be organized in domains, and provide general webinars 
for specific areas, like the ones that already exist for transport or manufacturing.   

 

3. Intermediary name: Teralab,  Interviewee: Natalie Cernecka 

 

Teralab as DIH has already filled the survey. Teralab is more interested in lobbying around 

data sharing standards and interoperability.  The more they find better secure data sharing 
technology and solutions they would be relieved of some pains, so they are interested in the 
innovation marketplace eager to find relevant solutions.  
 
Teralab shows more interest in the events value proposition as they think it would provide 
them with some gains in terms of finding partnerships to participate in additional EU projects 
in health care and cybersecurity. They would like to build more partnerships to share high-
value data from different sources like data related to diabetics, diagnostics etc. 
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Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

CompluEmprende

 the most relevant part is the 

categorization according to the 

domain, as the different companies 

working on specific sectors can have 

a quick access to the solutions 

provided

more specific events in 

which BDVA partners 

could go outside the 

general big data 

domain.

  webinars be 

organized in 

domains, and 

provide general 

webinars for 

specific areas, 

like the ones that 

already exist for 

transport or 

manufacturing.  

Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

EIT DIGITAL Madrid Node

Regarding the Investor 

Networks, the 

interviewed argues that 

horizontal and general 

events like the ones 

developed by the BDV are 

adequate for big 

companies and 

organizations with 

specific resources for such 

networking. According to 

his experience start-ups 

look for events more 

specific, as they have an 

important limitation of 

resources and they usually 

focus on vertical events, 

instead of general events.

the information already published is 

worth. However, the interviewed 

person argues about the possibility 

to take an approach “problem 

looking for a solution” instead of 

“solution looking for a problem to 

solve”. There is a huge number of 

sites with information and the BDVe 

Marketplace has to compete with 

them. 

 there are specific 

portals for 

professional 

mobility and 

sometimes the 

investors 

themselves 

announce via 

twitter or LinkedIn 

their resource 

needs

About the 

Webinars, the 

interviewed 

person suggests 

to organize them 

according to the 

domain, level of 

detail, and so on, 

similar to the 

solutions in the 

Marketplace. 

This would 

enhance the 

value they would 

get.   
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Intermediaries Matchmaking Marketplace Events Access to Data Data Driven Bus. Model Internship Webinar

Teralab

Currently not very much 

interested

Interested and want to figure out 

how to use it their partners 

advantage

To use it as an 

opportunity to find 

partners for joint 

innovation projects

Not interested as Teralab

itself is busy developing a

similar methodology

Not interested as 

they are affiliated 

to an Engineering 

school and they get 

internees from the 

school
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4.4.3 Lessons learnt from engaging with Intermediaries 

The initial objective of engaging with the selected intermediaries was to find out which 
of the value propositions of the PPP projects were most valued by the stakeholders 
external to the PPP and also to find out what their expectations from a possible 
collaboration would be. It was very interesting to learn that the marketplace comes at 
the top as it is a place where the different parties are supposed to meet each other. 
Internship portal and Investor network come to be the next. As to the concerns and 
expectations, access to the dataset is the leading. 

 

Comments to improve include a proper alphabetical ordering of the display of the 
solutions. To facilitate the navigation in the marketplace, it is also suggested to put a 
number beside the filters representing the number of existing solutions. 

 

It is very obvious that for the marketplace to be at its pick the number of solutions 
both from the PPP projects and the external parties have to increase to at least two-
fold. The implementation of the demand should also be accelerated as it will need 
another round of campaign to attract useful challenges and use cases. 

 

It is also worth trying the use of some of the social media to have yet another level of 
outreach at least for the case of attracting candidates to the internship portal. 
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5 Implementing the Innovation Marketplace 

5.1 Setup of the Marketplace 

In the previous deliverable D2.8 we described the concept and the setup of the 
Marketplace starting from the market analysis of similar marketplaces. The structure 
of the Marketplace was defined, and we moved from a trial version to a published and 
final marketplace portal. It was noticed that the  marketplace in its first phases was 
missing the demand side and during the last year, we have tried to address that part 
of the marketplace gathering feedbacks from the involved actors (SMEs/startups) 
integrated with the analysis of what other solutions marketplace implement the 
demand side. In Chapter 5.1.2 we will better address this topic. 

    

The final version of the Marketplace was presented in several Technical and Steering 
Committee meetings, as well as at the EBDVF18 in Vienna, in the last BDV-PPP meetup 
2019 held in Riga and at the EBDVF19 in Helsinki. The scope of this several iterations 
about the marketplace is to push the PPP projects to upload their solutions in the 
Innovation Marketplace. The same was done engaging the PPP projects through 
several emails (provided by the SC/TC committee or directly by the BDVe partners 
which started from the beginning of this year) to stimulate and make them aware of 
the value to have a tool that could better exploit and disseminate their results.  

 

The results are in the picture below, not all the projects have uploaded their solutions, 
at the date of this deliverable 24 are published and other 5 are in Request to update. 
Figure 3 shows a snapshot of the Innovation marketplace as appears when someone 
searches for all the solutions. 
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Figure 3 - Innovation Marketplace search results 

 

On the left side, there are the filter search criteria that permit the end-user to focus 
on solutions that best fit what is looking for in terms of kind of innovation TRL of the 
technical solution or market addressed. Further filters and functionalities will address 
more specifically the demands problems to be solved, what we will call later on in this 
document “challenges”. 

Clicking on one of the shown solutions is possible to get all the relevant information 
about who is the owner and a description of the technology benefits and innovation 
produced.  

 

Figure 4 gives a more inside view of one of the PPP projects 

 

Search
Filters

List & High Level info
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Figure 4 - Innovation Marketplace solution details 

  

The Innovation Marketplace is a portal designed by the BDVe project to publish and 
promote primarily the outcomes of the BDV PPP projects in form of solutions or 
innovations and that of projects of BDVA and other companies active in the Big Data 
domain (the intermediaries). 

As described in the previous sections, when talking about intermediaries, we have 
seen that one of the most valuable value propositions for them was the marketplace. 
For this reason, we have, with the intermediaries interviewed, went through the 
marketplace functionalities and show them how to upload their solutions. We expect 
to have therefore a number of solutions also outside the PPP. Coming up from the 
interviews done with the intermediaries, some of them argue about the possibility to 
take an approach “problem looking for a solution” instead of “solution looking for a 
problem to solve”. That is, to provide  information about the demand side when a 
particular company has a problem to solve and is looking for a solution. 

 

Therefore, it is not only to include the solutions which represents the supply side but 
also the demand side with those who are looking for innovative ideas to accelerate 
their business in the Big Data economy. 
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5.1.1 Supply 

 

The marketplace is being populated more and more with solutions/innovations and 
that is thanks to a vast campaign that is meant to enhance the awareness and 
encourage the PPP projects. Figure 5, Figure 6, and Figure 7 provide a view of the 
distribution of the solution available at the date on the BDVe Innovation Marketplace 
for different search criteria. The same campaign was extended to intermediaries 
(Accelerators, Incubators and Innovation Clusters) to reach out a vast number of 
startups, scaleups and SMEs with potentials to innovative works in the domain. The 
following figuresFigure 5, Figure 6, Figure 7 show distributions per solution types, per 
TRLs and per market. As can be seen from the first figure component/service solutions 
play a major role. 

 
Figure 5 - Distribution for solution type 

 

 

62%

34%

0%

3%

Solution for Type 

component/service platform/framework
Process Other
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Figure 6 - Distribution for TRL 

 

 
Figure 7 - Distribution for Market 

 

We prepared a  survey (see Annex 7.8)  to help the PPP projects and the intermediaries 
to fill the needed information trying to minimize their effort.  
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All the BDVe partners that are also involved in one or more BDV-PPP projects were 
required to use that survey in their interviews, and an email campaign was launched 
to start the process. 

 

In parallel, to provide additional support to the uploading process were prepared 
several presentations and a webinar describing the benefits to adhere to such 
initiative  and adopting such tools. 

Here is the link to the BDV-PPP page (Figure 8) https://www.big-data-
value.eu/resources/webinar/ where it is possible to find the documentation created 
supporting the Marketplace tool (Figure 10 and Figure 11).  

 

 
Figure 8 - BDVe Marketplace webinars 

 

Figure 9 shows the SlideShare presentation about the scope of the marketplace as 
discussed already in several previous TC/SC committee. It is interesting to see that the 
number of views was quite high (194) but this number has not been transformed into 
an equivalent huge number of uploaded solutions. Most probably the BDV-PPP 
companies see this as an additional overhead during the still stressed life cycle of their 
projects. For that reason, we have decided to facilitate the task for the BDV-PPP 
companies starting from the Monitoring Report Survey9 where all the innovations 
were described. This will permit the BDV-PPP just to validate the collection of 
information before making them public. This process should create enough critical 
mass of solutions to attract external intermediaries to do the same and attract 
external startups/SMEs in finding opportunities for different markets and 
technologies, boosting the results obtained by the BDV-PPP projects in a wider 
ecosystem.  

 

                                                      
9http://www.bdva.eu/sites/default/files/MR2018_BDV_cPPP_Annex%202_Detailed%20explanation%20KPIs_v1.

0.pdf 

https://www.big-data-value.eu/resources/webinar/
https://www.big-data-value.eu/resources/webinar/
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Figure 9 - Marketplace SlideShare essential information 

 

 
Figure 10 - Guideline for the usage of the Marketplace 
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Figure 11 - Webinar on the Marketplace motivation & benefits 

 

 

5.1.2 Demand 

 

An investigation on the existing different types of marketplaces both in and out of the 
EC framework was already conducted and the results included in deliverable D2.8.  

 

The implementation of the demand side of the marketplace is yet to be done. The 
structure of the Demand side of the Innovation Marketplace is based on the following 
inputs which are being worked on:  

- A survey is being run with SMEs to identify the relevant attributes to be 
included. 

- Investigation of already existing Innovation portals/marketplaces to 
understand the way the demand side of the marketplace is put in place in 
different circumstances. 

- Preparation of the functional specifications of the Marketplace to implement 
Demand 

The main role of the marketplace is to become the showcase of solutions developed 
under the Big Data PPP and become a platform for contact and information exchange 
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about these solutions on one hand and a collection of real challenges in the Big Data 
area on the other hand. The marketplace is linked to, and accessible from, the main 
PPP website. The main components with regards to demand are described as follows: 

5.1.2.1 Functionalities 

The marketplace for the demand side provides the following functionalities:  

• Search: Browse the catalogue of challenges and eventually use cases on 
big data, that are seeking for solutions or for help to inspire them towards 
a solution.  

• Challenge: Upload information about unresolved problems and make 
them reachable to the BDV community and everybody through this 
marketplace. Only for projects under the umbrella of BDV PPP.  

• Participate: Ask questions and find answers related to the different 
solutions and even challenges available in this marketplace.  

The Innovation Marketplace offers a view on assets resulting from projects under the 
BDV PPP umbrella and a catalogue of problems to be solved. It provides free access 
both to the catalogue of available solutions and challenges. For registered users, it 
also provides the possibility to contact the organizations behind each solution and 
challenge to participate in discussion forums for the solutions and challenges and 
uploading new solutions and posting new challenges to the Marketplace.  

The steps followed to implement the marketplace are first to enable the upload of 
solutions, secondly to enable the publication of challenges and thirdly to implement 
the matchmaking functionality.  

5.1.2.2 Database 

The main datasets that derive from the concept of the Marketplace demand side are 
the following:  

• Catalogue of challenges  
• Forum data (one folder per challenge)  
• Marketplace users both supply and demand 

Supporting information:  

• Markets list  
• Projects category list  
• Big Data category list  

The main dataset besides the catalogue of solutions is the catalogue of challenges, 
with additional supporting information for the Markets and Big Data category list. For 
each challenge, the link with the corresponding challenge forum folder will be stored. 
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The forum information will be managed by modules for forum management. Besides, 
there is the Marketplace Users description, which holds the information for the users’ 
identification and the information for the optional authentication through social 
networks.  

• Owners  

• BDV Categories  

• Markets  
 
 

5.1.2.3 Interface 

 

The starting page for the demand side provides access to the functionalities of 
the marketplace - demand, namely, Search for challenges, Participate in the 
forums and Contribute to challenges. Details on the processes and navigation 
for the external users are detailed below ,  Figure 12:  

• Search for challenges: The rightmost branch from Figure 12 shows the 
workflow for this functionality. It consists of search and filter page that 
provides results based on the selected criteria. From the results page, it is 
possible to access the contact data for each challenge, only in case the user 
has made a login into the system, or if he logs in when making the request 
for contact data. It is possible, as well, to access the detailed data for each 
challenge listed in the results. The details page will show all the 
information. From this page, two actions that require the user to be logged 
in will be possible; the first one is to access the contact data for the 
challenge, as in the results page, the other one is to go to the topic 
corresponding to the challenge in the forum area.  

• Participate in the forums: The centre branch in Figure 12 - Innovation 
marketplace navigation - Demand shows access to the forum functionality. 
The access is allowed only to registered users. The forum will provide a 
topic for each challenge in the marketplace. Regarding permissions, 
registered users can access any forum and start threads or reply. Owners 
of challenges, those who created a challenge through the contribute-
challenge option, can moderate the topic for their challenges. The Forum 
topic is created when a challenge is published in the marketplace.  

• Contribute-challenge: The rightmost branch from Figure 12 - Innovation 
marketplace navigation - Demand shows the process that allows external 
users (mainly owners of challenges) to upload new challenges that may 
become available at the market place. The process offers a page where all 
the content uploaded by the user is listed with the current state, with the 
possibility to add new challenges and update content that has been saved 
but not sent for review.  
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Figure 12 - Innovation marketplace navigation - Demand 

 

More details on demand could be found on a specific document dedicated to its 
functional specifications that will be input for the implementation. 

 

 

5.2  Lessons Learnt  

Based on the below feedbacks from the interviews with external stakeholders of the 
PPP, such as the intermediaries, we can derive some guiding principles for future work 
on populating the Innovation Marketplace and making it attractive to a wide audience; 

 

• The Marketplace will have success if it is re-invigorating the generation of 
synergies between members and / or users, and if it is visible in the main web 
site and well promoted. (UPC) 

• The categorization and classification provided by the Marketplace in sectors 
might help SMEs to address their needs. 

• Complementing the Marketplace contents with examples about special 
situations in which big data can be helpful for SMEs, for example: improving 
their sales, productivity, capabilities of their human resources, and so on. 
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• Take an approach “problem looking for a solution” instead of “solution looking 
for a problem to solve”; an approach “problem-solution” guarantees that the 
solution that is given have a real value, and the efforts are used effectively. 

• In order to attract SMEs uploading their solutions, there should be more inputs 
in the database to generate a critical mass of suppliers that would attract more 
suppliers but also potential customers. 

• To make the matchmaking efficient with customers, effort should be spent to 
encourage customers to upload their requests from the demand side. 

 

The following activities have been identified to support the take-up of the Innovation 
Marketplace and keep it sustainable after the ending of the BDVe project: 

• Provide interesting additional assets such as anonymized datasets  

• Involve beyond the partners in the different projects also BDVA members, the 
intermediaries and external communities (such as AI4EU) that could merge 
their solutions around Big Data with this BDV-PPP marketplace; 

• Make an additional effort to engage with SMEs/startups/scaleups coming from 
the PPP, in particular from the accelerator projects, to support them in 
promoting their innovative solutions; 

• Engage all actors in the Innovation Marketplace in active matchmaking on 
different levels: supply-demand, SMEs – Investors; and  

• Promote solutions that correspond to the trends in the market. 

• Enforce the forum section with an open discussion about Big Data not only 
from a technical point of view (best practices, success stories, etc.) 
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6 Conclusion  

This report describes a second-round engagement with intermediaries that were 
reported to have been engaged previously for Deliverable D2.8. The reason it is done 
for the second time is to know the impact of a number of Value Propositions that have 
evolved substantially since the first engagement. It has already been mentioned 
several times that they have become more tangible and usable. 

 

It also includes the first engagement with a substantially extended network of 
intermediaries. The objective was to enlarge the outreach to as many entities as 
possible through as many intermediaries.  

 

To guide this process, we have analysed what the intermediaries offer as services to 
their ecosystems. The report concludes that the following assets will enrich existing 
value propositions: 

▪ An innovation marketplace that will provide access to many valuable assets as 
solutions or innovations to those facing Challenges to solve some of their 
business problems and to those who would use the solutions to earn gains in 
terms of new business opportunities in Big Data. The marketplace will be a 
place where parties interested in Big Data will be able to find the outcomes of 
the PPP projects and beyond as it is open to the publication of 
solutions/innovations from those outside of the PPP projects. The solution 
providers side is considered as the supply side and the demand side which 
consists of a well-structured repository of challenges/problems where the 
supply could be consumed. It has to be well noted that it is not only a question 
of consuming the outcomes of the PPP projects and others, but it is also a place 
where the PPP can find use cases to test against the robustness of their 
solutions. 

▪ Matchmaking Opportunities through events co-organization (for ex. Demo 
Days or thematic events) with the aim to facilitate networking.  There is a 
strong need to accelerate networking and physical matchmaking during the big 
events and it is to be supported by a tool. The progress of the marketplace to 
the next level just provides that. A tool to make the matchmaking that will give 
a tremendous opportunity for all those taking part in networking and 
collaboration. 

▪ Data-driven Innovation Model called DDI previously called DemoX, a 
conceptual model based on action research describing the aspects of supply 
and demand in the data-driven ecosystem. The tool can be used with small 
companies as well as intermediaries in the definition and validation of the 
data-driven component of business propositions. 

▪ Internship Portal, a tool meant to contribute to the mobility of professionals 
in the Big Data domain, specifically those who want to have exposure to the 



D2.9: Status Report on BDVe network and marketplace activities at M36 

 

 

 

60 

business and industrial world after having completed training in the domain or 
those who are still being trained.  

From all the interviews, we have collected useful information to tailor the value 
proposition in a way that constitutes a win-win benefit for both parties, PPP and 
Intermediaries. Based on the input received, a set of actions will be developed 
and monitored. 

 

Activities that will be included in the next deliverable at M48 are: 

▪ Continue to develop qualitative networking with the selected intermediaries 
which have more than doubled at M36 with respect to the previous 
engagement. Make sure that the objective to effectively boost the take-up of 
the BDV-PPP outcomes and to seize the emerging business opportunities is 
qualitatively achieved. Our objective is to make sure that a good balance 
between supply and demand is created.  

▪ Identify with enthusiastic intermediaries some concrete use cases with the aim 
to start the networking process through matchmaking activities. 

▪ Start with the intermediaries that have appreciated the value proposition 
related to the internship portal to upload as many open internship positions, 
in the order of 50 and make publicity to attract as many profiles looking for 
positions. 

▪ Identify and implement the best ways to reach potential candidates of the 
internship portal through selected social media tools. This is to be done if it 
can complement the internship portal with the possibility to do data analysis 
and boost the uptake of mobility for internships. 

▪ Encourage and facilitate the use of data-driven innovation models by 
organizing workshops and providing materials like webinars to allow the 
intermediaries to drive such new service with their startups.  

▪ Set a mechanism to have continuous engagement using a mail list to inform 
them of the evolution of the value propositions. 

▪ Share knowledge with the intermediaries that are making important digital 
transformations to make them understand what the value of their data is and 
how they can benefit from data sharing practices and existing solutions.  

▪ Encourage the sharing of datasets which has some reluctance from the supply 
side but there is a demand for it. This will need a rework of the marketplace to 
accommodate the sharing of data. A feasibility study has to first take place. 

 

For the advancement of the Innovation Marketplace, a demand survey will be 
completed, and the resulting functional specification will be used to accelerate the 
implementation of the demand side functionalities. A lesson learnt from the existing 
portals will also be used.  
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7 Annexes 

7.1 Interviews with the old and new Intermediaries  

Here in the following, there is the summary of the interviews done with the old 
intermediaries (the ones engaged in Deliverable D2.8) 

 

Results of the Interviews 

 

Survey Innovation Service Universidad Politécnica Cataluña (UPC) 

 

UPC has extensive experience and a long history in supporting the creation of 
companies and is focused on programs for the contribution to the impetus to the 
culture of innovation and the entrepreneurial spirit in the entire university community 
(researchers, students, teachers, administration and services staff and graduates) and 
to contribute to the increase of the innovative potential of its collectives and their 
units, favouring the creation of new  technology-based companies. More than 250 
companies (spinoffs / startups) have been created since 1998. 

Services provided: 

- Identification of business opportunities 

- Support in the structuring and validation of the business project 

- Search for public and private funding 

- Access to business creation support programs 

- Definition and coordination participation of the University in spinoffs 

- Follow-up invested companies 

- Collaboration with business schools: complementary teams 

- Tools and resources to consolidate and grow the project 

Two programs orientated to Big Data stand out: 

• Data Mining and Business Intelligence Master which equips graduates with 
solid knowledge and hands-on experience in techniques for managing, 
analyzing and extracting hidden knowledge from structured and unstructured 
big data ensembles and in building adaptive analytic systems that are able to 
exploit that knowledge in modern organizations 

• Master in Big Data Management and Analytics, which favours the integration 
of students into a network of specialists and researchers in BI and BD. 
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The Innovation Management Service of the UPC develops the generation strategy of 
the incubator ecosystems, from where the incubator, defines and implements 
strategies to promote entrepreneurship and creation spaces, incubation, sector 
acceleration and corporate venture. From its area, the process of valorization and 
technological transfer of the incubator is defined and implemented, as well as the 
development of the creation and participation model of the incubator in the new 
technology-based companies (EBT's), created from technologies and / or knowledge 
generated in the UPC. 

In the incubation area, they provide hosting of events, workshops, co-working spaces 
for entrepreneurs, workshops, training and providing the incubated, as far as possible, 
with technical content and new development opportunities are ensured of services 
and products. Also, tools and business infrastructures that can demand and need 
developers, entrepreneurs and hosted start-ups. Additionally, the incubated ones are 
given access to the wide range of possibilities of linking with the incubator and its 
innovation ecosystem. 

In their incubator area, they have technological projects from all areas of action and 
knowledge, as UPC is not specialized in one, from the aeronautical sector, agrotech, 
cleantech, TIC, blockchain, photonics, big data, health tech, machine learning, 
computing, etc. They have projects that use big data technologies for different sectors 
and applications, for the space sector, retail, cybersecurity, robotics, machine 
learning, etc. 
 
Although they do not participate in platforms such BDVe Marketplace, the UPC does 
participate in specific knowledge networks with a scientist orientation on different 
areas of technical knowledge, but at the accelerator level, incubator, no. They will be 
interested in the Marketplace value proposition if it is oriented with the strategic lines 
of development of the UPC Innovation Ecosystem and can provide value to all its 
agents. They ask for some more specific information about the real activities involved 
for the institution but a priori it could be able to participate in order to find synergies 
between projects, technologies and companies from related fields. They consider that 
a good point to success in the Marketplace project is to invigorate the generation of 
synergies between members and / or users. 
 
The person interviewed is responsible for the Innovation Service. In general, she 
expresses a positive feeling about the value provided by BDVe, however, identifies 
several issues to improve. One of the most important ones is related to the visibility 
of the Marketplace. From an incubator point of view, one of their main concerns is to 
provide easy and quick resources to the companies they work with. She states that 
the visibility of the marketplace should be higher so companies can directly click on it. 
The interviewed person argues that from her point of view, its actual location inside 
“ecosystem” does not help to have quick access to the different big data solutions 
proposed. She suggests having a direct link to it from the main page, similarly to the 
link to “education hub” or “BDV projects”. 
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About the content of the Marketplace, she thinks that could be relevant for their 
companies and ask about the criteria used to order the different solutions. She argues 
that this order might have an impact from a marketing point of view. She suggests to 
order them by alphabetic order or any other order explicitly mentioned. 
 
About the Investor Network, the interviewed person suggests to clearly mention the 
benefits that might have the companies in attending to such events, so the novice 
organizations can have better arguments to attend to them. This might be especially 
important to provide arguments to the organizations with which this incubator works. 
 
As a general feeling, the interviewed person suggests to clearly identify one primary 
target audience for the value to be provided, companies, education institutions, and 
present the BDVe value from the point of view of this primary target audience. 
 
 

Survey with Emprede UC3M   

 
EmprendeUC3M is an institutional initiative which integrates the resources of its 
centres, departments, institutes, Social Council, Foundation and Scientific Park in 
order to promote an entrepreneurial culture and the creation of innovative companies 
transferring the knowledge gained at Universidad Carlos III de Madrid to society. Their 
services to entrepreneurs include, among others:  

 Awards form Ideas Competition and Final Degree Project prizes.  

 Training: Entrepreneur school, University Master´s degree, Final Degree Project 
in Entrepreneurship.  

 Additional support services to create your own business such as business 
incubator, mentors, entrepreneurs club, building a team.  

UC3M is one of the main Universities in Madrid (Spain) and it is giving training for 
bachelor degrees in subjects like Engineering, Telematics, Telecommunication 
technologies, Data Science or Computer Science. Additionally, this University has 
University-based research Centers in Big Data, in particular, the Joint Institute Carlos 
III University of Madrid - Banco de Santander in Big Financial Data (IFIBID); over ten 
departments working in Big Data analytics, two research groups studying in Giga BD 
and Machine learning for data science and close to one hundred researchers in this 
field.    
 
 
About Innovation, EmprendeUC3M, related to a global, open and digital University, 
collaborates with companies and institutions on numerous innovation projects. 
 
Protecting research results: Many of the projects carried out at the University 
generate results that can be transferred and commercialized.  For that purpose, UC3M 
has numerous resources available to its researchers, among which we highlight: 
Protection of research results. Management of patent applications and software 
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registration linked to University research to facilitate commercialization as part of the 
UC3M R+D offer.  
 
Creation of and participation in spin-offs.  Assessment of the possibilities for UC3M 
researchers to transfer their research results to the market through the creation of a 
new company or a spin-off, with University support. 
 
R+D+i offer: UC3M knowledge and research results are introduced into the market 
through its technology offer and the collaboration projects between companies and 
University research groups. They provide different facilities like:  

• Technology portfolio- ORION Search Engine.  Digital portfolio with University 
technologies, patents, software, technical services and capabilities. 

• R+D+i Maps.  This display shows University research lines of potential interest 
to the business sector. 

• Links of interest  

o Research groups 

o Research Institutes 

o Laboratories 

Collaboration with business: The UC3M incubator has links to companies and 
business, seeking to transfer their R+D+i and to identify needs for solutions or 
challenges to accelerate business innovation.  Some of the facilities in this area are: 

• Collaboration relationships between the University research groups and 
companies to:  

o Undertake  R+D+i projects   

o Negotiation to obtain patent and software licenses.  

• Research Chairs. Structures for collaboration between the University and 
public and private entities for the development of knowledge generation, 
transfer and dissemination activities. 

• R+D+i centres. Collaboration with other research entities in project 
development and specialized centres in different areas. 

• Open Innovation.  For companies seeking to answer their challenges and 
looking to collaborate with the University. 

• Meetings and forums. UC3M presents its capabilities to the business sector 
through national and international meetings, events and forums. 

Additionally, EmprendeUC3M has a broad range of resources for promoting 
entrepreneurship within the University Community. They provide feasibility studies of 
the business projects proposed on the campus. They also contribute to the academic 
education with a Market Space aimed to encourage activity-based learning (maker) 
and become the collaborative space between students were to create and develop 
jobs, find partners with similar interests, explore new technologies and learn by doing. 
EmprendeUC3M provides resources to help its community to advance in their 
entrepreneurial project. In particular, they provide: 
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• Guidance, assessment and support 

• Alternative Entrepreneurial action 

• Legal Clinic for Entrepreneurship 

The person interviewed is responsible for Innovation Services. They are especially 
interested in the Marketplace. In general, the interviewed person shows a positive 
opinion about the content. She thinks that the usability of the site is adequate, in 
terms of structure and organization of the solutions. However, she argues that much 
more relevant than the content itself is the visibility of the site and to get a critical 
mass of users. Issues like, how this page can compete with other platforms about big 
data or a simple google search, needs to be considered to gain a representative 
number of users and make this site a life site. She mentions the concept of 
“influencers”, in the sense of looking for some organization/company that takes this 
role and promote this site.  
 
About Investor Networks, the interviewed person explains that events like the ones 
organized are very useful for the companies they are working with. According to her 
experience, big companies use to attend to them, and start-ups in general also see 
them as providers of contacts, even though the cost of opportunity for them can be 
high. They might be interested in participating in such events in the future. 
 
Regarding the Webinars, she argues that, according to her experience, the 
organizations with which this incubator works would be interested in webinars with a 
shorter duration, no more than 20-30 minutes. She explains that it is not easy to keep 
the attention of a person, watching a video or listening to another person through the 
web, for more than 20 minutes. Time is limited and usually, people do other things in 
parallel while listening to the webinars. So in order to catch the attention of the users, 
she recommends to limit the contents of the seminar and prepare different seminars 
with different parts for longer contents. With this orientation, the interviewed person 
think that webinars would be a good starting point for the organizations they work 
within the incubator.  
 
Finally, regarding the Mobility Program, she discusses the difficulty to share 
knowledge between organizations, as the different organizations involved should win 
something. She suggests one possibility of collaboration between start-ups and 
maturity organizations, start-ups could provide knowledge about last tendencies to 
maturity organizations, while those ones could provide knowledge about business 
management to the start-ups with less experience in this area. In this case, it could be 
a clear win-win situation, and the value, at least from the point of view of the 
organizations with which this incubator work with would be higher. 
 

Survey with Madrid Incubator Puente de Vallecas. 

 
The council of Madrid has developed a network of six incubators all around the city. 
They offer support for entrepreneurs with several facilities: 
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- Working spaces, including co-working  

- Legal assessment  

- Funding opportunities 

- Networking with other start-ups and Business Angeles. 

 
Those incubators work with companies of a wide spectrum, TICs, art, health, 
transport, tourism, human resources, are some of the domains in which startups are 
developed.  They also have special programs for young entrepreneurs.  
 
The person interviewed is responsible for the Innovation Service of one of the 
incubators, the Incubator of Puente de Vallecas. Regarding the Marketplace, the most 
interesting part for them according to their experience is the categorization in sectors. 
The interviewed person mentions that according to the INE (National Institute of 
Statistics in Spain) only 11% of the SMEs use big-data services. So the classification 
provided by the Marketplace in sectors might help these SMEs to address their needs. 
She states that in general, the feeling she has about the BDVA and BDVe activities is 
that they have as target organizations that already use big data. She thinks that it 
might be important also to attract organizations that do not use those services and do 
not know how to use them, explaining to them which benefits they could get using big 
data solutions. She suggests complementing the Marketplace contents with examples 
about special situations in which big data can be helpful for SMEs, for example, 
improving their sales, improving their productivity, improving the capabilities of their 
human resources, and so on. In that way, the BDV would also do an “evangelization” 
process, not being only oriented to “fans” of big data.  In this way, the Marketplace 
would be more interesting for the companies related to Incubator 3. 
 
Regarding the Events, she suggests doing specific actions in such events oriented to 
SMEs, round tables and so on, so such SMEs can understand the benefits of using their 
resources and time attending to such events. Otherwise, the SME with which they are 
working with will not be able to foresee the paybacks of attending to such events. 
The interviewed person also suggests complementing Webinars existing offer of 
technical and specific solutions with more dissemination oriented presentations about 
data science with particular examples or success cases. For this incubator, opening the 
value proposition of BDVe to a wider audience would make such value more appealing 
for the organizations related to them. For this incubator, the value provided by the 
BDVe can be relevant for organizations already using or convinced to use data science, 
but it should be very interesting to provide also value for organizations that do not 
know exactly what is data science and how data science can contribute to improving 
their competitive value. This is the case of most of the companies related to this 
incubator. 
 
 

Survey with a Technology-based company coming from CompluEmprende  
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CompluEmprende is one of the biggest universities in Spain. Its Entrepreneur Office 
basically provides information related to entrepreneurship in any of its development 
phases. Also, it gives some advice to entrepreneurs from the origin of the idea to the 
most advanced phases of the start-up, accompanying the entrepreneurs in the design 
of their business model up to the development of the business strategy.  
 
The Universidad Complutense de Madrid is a generalist university so the variety of 
projects it works with is very high. However, in general terms they all focus on Social 
and Legal Sciences, offering the market services with some innovation, Arts and 
Humanities projects and Health Sciences projects, mainly offered by the School of 
Psychology. It is observing an intense activity from the students of biological Sciences, 
derived mainly from the existence of internal teaching agents who are promoting 
innovation and entrepreneurship among their students. This means that 
CompluEmprende does not work directly with big data start-ups but with start-ups 
that can be potential customers of big data solutions. This is the case of the company 
interviewed, whose name is kept confidential, according to the interviewed person 
request.  
 
This is a start-up aimed at providing multimedia solutions for educational institutions 
and museums. It has been developed in the context of CompluEmprende. The 
interviewed person is the CEO of this company. 
Regarding the BDVe value proposition, the Marketplace is specially reviewed by the 
interviewed person. He considers that the most relevant part is the categorization 
according to the domain, as the different companies working on specific sectors can 
have quick access to the solutions provided. He thinks that besides the solutions and 
its technical details, it would be very important to provide information about how 
these solutions have been used, something like success stories using the 
corresponding technology. This might increase trust in the companies providing such 
services. 
 
About networking, the interviewed person suggests complementing the existing 
information with more specific events in which BDVA partners could go outside the 
general big data domain. He for example, mentions the case of videogames. He 
suggests BDVA representatives go to those events and offer specific solutions for the 
domain; while publicizing BDV efforts in dissemination out of the BDVA. 
 
In general, the interviewed person mentions that the value provided is oriented to 
organizations that already use big data solutions or are convinced to use such 
solutions. He explicitly talks about “an endo-gamic approximation”. He suggests, for 
example, that the webinars be organized in domains, and provide general webinars 
for specific areas, like the ones that already exist for transport or manufacturing.   
 

Survey with EIT Digital Madrid Accelerator 

   
EIT Digital is a leading European digital innovation and entrepreneurial education 
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organization driving Europe’s digital transformation. Its way of working embodies the 
future of innovation through a pan-European ecosystem of over 200 top European 
corporations, SMEs, startups, universities and research institutes, where students, 
researchers, engineers, business developers and entrepreneurs collaborate in an open 
innovation setting. This pan-European ecosystem is located in Amsterdam, Berlin, 
Braga, Budapest, Brussels, Eindhoven, Edinburgh, Helsinki, London, Madrid, Milano, 
Munich, Nice, Paris, Rennes, Stockholm, Trento, and San Francisco. 
EIT Digital invests in strategic areas to accelerate the market uptake and scaling of 
research-based digital technologies (deep tech) focusing on Europe’s strategic, 
societal challenges: Digital Tech, Digital Cities, Digital Industry, Digital Wellbeing, and 
Digital Finance. EIT Digital breeds T-shaped entrepreneurial digital talent focused on 
innovation through a blended Education Strategy that includes a Master School, an 
Industrial Doctoral School and a Professional School. 
 
ETI Digital Accelerators offer: 

- Access to Market 

o Qualified sales leads 

o Direct introductions 

o Go-to market coaching 

o Exclusive matchmaking events 

o Networking 

- Access to finance: 

o Financing needs assessment 

o Investment-readiness coaching 

o Exclusive investor meeting 

o Expertise on deep tech scaleups 

- Complimentary Services 

o Access to talent 

o Access to technology 

o Access to workspace 

o International visibility 

 
 
The EIT Digital Accelerator offers tailor-made growth support for European tech 
scaleups by helping secure target customers and raises capital. The team comprise 
more than 30 experience business developers and finance experts operating from 15 
cities across Europe, along with a hub in Silicon Valley. Since 201, they have supported 
more than 300 startups. The program was ranked 8th among the Top 20 Active 
Accelerators in the Global Accelerator Report 2016 by Gust. 
 
The interviewed person is responsible for the EIT Digital Madrid Accelerator. 
Regarding the BDVe value proposition, he is especially interested in the Marketplace, 
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as they already participate in another Marketplace. For him the information already 
published is worth. However, the interviewed person argues about the possibility to 
take an approach “problem looking for a solution” instead of “solution looking for a 
problem to solve”. That is, to provide information about the demand side, in terms of 
a particular company has a problem to solve and is looking for a solution. The problem 
of data privacy arises in the interview, but the interviewer says that the problem can 
be stated in a general way without evidencing private data or information. Regarding 
this issue, the interviewed also discusses that this approach “problem-solution” 
guarantees that the solution that is given have a real value, and the efforts are used 
effectively. 
 
 
The interviewed person foresees another problem related to Marketplace visibility. 
How to make the information available for the different companies, small companies, 
start-ups. There is a huge number of sites with information and the BDVe Marketplace 
has to compete with them.  
 
Regarding Investor Networks, the interviewed argues that horizontal and general 
events like the ones developed by the BDV are adequate for big companies and 
organizations with specific resources for such networking. According to his experience 
start-ups look for events more specific, as they have an important limitation of 
resources and they usually focus on vertical events, instead of general events. 
 
About the Webinars, the interviewed person suggests organizing them in some way, 
according to the domain, level of detail, and so on, similarly than the solutions in the 
Marketplace. In that way, he argues that would be of much value for them. 
 
 
About Mobility, he does not find an important value in the actual content. He argues 
that there are specific portals for professional mobility and sometimes the investors 
themselves announce via twitter or LinkedIn their resources need. Regarding 
knowledge sharing, he mentions that according to his experience it will not worth to 
dedicate a web page for that, as it is not probably that companies are open to 
participating. 
 

Survey with CENTIC - Spain (Germán Sancho, Director CENTIC) 

 

The Technological Centre of Information and Communication Technologies (CENTIC), 
is a non-profit business Association CENTIC composed of 50 ICT-based SMEs, 
promoted by the Regional Government of Murcia (Southeast Spain), founded in 2004 
and sponsored by the ICT sector companies of Murcia. The main scope is the 
technological improvement of the companies in the ICT sector and other companies 
related to Information Technology, Telecommunications, Contents and Electronics 
through Research, Development and Innovation activities. Therefore, CENTIC can be 
considered as an interface or point of reference to the whole ICT regional sector: “We 
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have excellent know-how, is our … duty”. Moreover, CENTIC develops binding or 
collaboration agreements for the development of its activities with national or foreign 
entities related to the aims of the Association. CENTIC is actively involved in the 
creation of the Digital Innovation Hub (DIH) in the Region of Murcia. 

 

The model adopted by CENTIC consists of providing services organized through 
working groups where all the members can participate. There are: 

- four vertical groups that constitute the project workflow with the complete value 
chain:  Technology survey to identify which technology trends are considered the 
most promising in a near or close future, Formation to get training on the selected 
technologies, Projects generation to foster collaborative projects and Exploitation 
to commercialize the results of the projects.  

- two horizontal groups: Communication & Marketing and External interfaces. 

As an instrument to help its members to increase their turnover through the use of 
ICT, CENTIC is constantly performing technology survey to identify which technology 
trends can be useful for its members. Big Data has been identified as a key technology 
trend that can help SMEs at growing their businesses. For this reason, CENTIC joined 
the Big Data Value Association (BDVA) in July 2016 as an Associate member, 
demonstrating its engagement in the ecosystem of the data-driven economy. 

 

Several interviews (physical) took place with CENTIC in 2019 regarding the revisited 
value proposition of BDVe. The feedback collected from the interviews is summarized 
hereafter: 

 

• Marketplace:  

It is a good idea to have a marketplace for big data solutions but in order to attract 
SMEs uploading their solutions, there should be more inputs in the database to 
generate a critical mass of suppliers that would attract more suppliers but also 
potential customers. Together with solutions, success stories would be welcome if 
available, e.g. how a solution was able to solve a particular problem. To make the 
matchmaking efficient with customers, effort should be spent to encourage customers 
to upload their requests from the demand side. Promotion is required to make the 
marketplace more visible. 

 

• Joint R&D Projects:  

To make this happens, resources (economical) are needed, e.g. to travel and meet-up 
with stakeholders, potential partners in the consortium, etc and SMEs regional do not 
always have those resources. Also, the effort to invest in writing a proposal is high, 
and if successful the time scale to develop the project is also high (3 years average). 
The time-to-market (the project gets good results) might be 4 to 5 years after project 
inception. This is perceived very high for SMEs that already have their day-to-day 
work. 
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• Events:  

On the same line as R&D projects, SMEs have to understand the purpose of using their 
own resources (time and money) in attending events. More SMEs-focused events 
should be organized to explain to SMEs the benefits to participate in those events.  

CENTIC also performs activities related to the life of BDVA in order to maintain its 
members aware of what is going on in BDVA: 

- 12-14/11/2018: EBDVF 2018 Vienna - http://centic.es/european-big-data-
value-forum-12-14-noviembre-viena-austria-early-birds-en-on-30-sept/ 

CENTIC also disseminates other Big Data and IA related events and news (not 
necessarily related to BDVA):  

- 29/10/2019: CENTIC Expert Talks: “Predictive modelling for Machine 
Learning”: 

http://centic.es/charla-de-expertos-centic-desarrollo-de-modelos-predictivos-29-de-
octubre-2019/  

- 15/03/2019: Murcia Inteligencia Artificial: http://centic.es/murcia-
inteligencia-artificial-15-de-marzo-ia/ 

- 10/01/2019: ENAE, CENTIC TIMUR Day – challenges for Big Data Marketing: 
http://centic.es/jornada-enae-centic-timur-los-retos-principales-del-big-data-
marketing-10-enero-2019-1000-bigdata-marketing/ 

 

15 SMEs startups attended the workshop “Success Patterns of Data-driven Business 
Opportunities” organized by the BDVe project on 1st October 2019 in Murcia. Some 
partners of CENTIC attended this event. The feedback received was that the initiative 
was a good one and that the kind of activity should be repeated. 

 

One recommendation is to avoid having events always in Brussels and to organize 
events around Europe where big data players are. An event around Data-Driven 
Business model was organized by BDVe in Murcia on 1st October and it was able to 
attract 15 SMEs. 

 

• Webinars:  

The concept of webinars is interesting. One recommendation is to provide with a 
success story (if any) instead of talking about what the project does. 

 

• Investor networks:   

The presence of BDVe at South Summit and the establishment of links with a large 
number of investors can help SMEs/startups of the Region of Murcia to engage with 
investors and offer their solutions for data management, data processing, data 
analytics, data visualization, data security / privacy, etc. The experience should be 
repeated. Some SMEs/Startups also attended South Summit 2019. 

http://centic.es/european-big-data-value-forum-12-14-noviembre-viena-austria-early-birds-en-on-30-sept/
http://centic.es/european-big-data-value-forum-12-14-noviembre-viena-austria-early-birds-en-on-30-sept/
http://centic.es/charla-de-expertos-centic-desarrollo-de-modelos-predictivos-29-de-octubre-2019/
http://centic.es/charla-de-expertos-centic-desarrollo-de-modelos-predictivos-29-de-octubre-2019/
http://centic.es/murcia-inteligencia-artificial-15-de-marzo-ia/
http://centic.es/murcia-inteligencia-artificial-15-de-marzo-ia/
http://centic.es/jornada-enae-centic-timur-los-retos-principales-del-big-data-marketing-10-enero-2019-1000-bigdata-marketing/
http://centic.es/jornada-enae-centic-timur-los-retos-principales-del-big-data-marketing-10-enero-2019-1000-bigdata-marketing/
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Intermediary name:Teralab,  Interviewee: Natalie Cernecka 

 

Teralab as DIH has already filled the survey and the engagement is meant to find any 
additional information with the regards to particular interests and concerns of the 
DIH. The main activity of Teralab being to provide sandbox of AI and data tools for secure 

data sharing and experimentation, they are more interested in joint innovation projects and 
getting visibility and recognition. Teralab is more interested in lobbying around data sharing 
standards and interoperability.  The more they find better secure data sharing technology and 
solutions they would be relieved of some pains so they are interested in the innovation 
marketplace eager to find relevant solutions.  
 
Not interested in internship portal as they closely work with an Engineering school- IMT where 
they can easily find interns or talents in the domain. They seem not to be interested in DDI 
either as they are themselves working on such a model. 
 
Teralab shows more interest in the events value proposition as they think it would provide 
them with some gains in terms of finding partnerships to participate in additional EU projects 
in health care and cybersecurity. They would like to build more partnerships to share high-
value data from different sources like data related to diabetics, diagnostics etc. 
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7.2 Intermediaries Extended List  

 

Accelerator  L ist Web Page Country
# Startup 

managed
# Startups Data Analytics Services

Big Data 

Maturity Level 

(L-M-H)

Notes Notes

50 Partners http://en.50partners.fr France 40+
AI, Analytics, Predictive 

maintenance

Newtorking, Co-Working space, scale-

up, mentoring, funding
Medium

500 Startups https://500.co USA 500+ IoT, Cloud Services
Support, Networking, Fundraising, co 

working space

ABC Accelerator https://abc-accelerator.com Slovenia

Networking, Virtual Accelerator 

Platform, co-working spaces, 

Acceleration stages, Fundraising 

Low ARISE

Accelerace https://www.accelerace.io
Denmark, 

Germany, UK
500+

Accelerator, Corporate Innovation, 

Networking
Medium partner of Impact growth

Axel Spr inger Plug &  Play 

Accelerator ,

http://www.axelspringerplug

andplay.com
Germany Generic Mobile Apps.

Mentoring, Netweorking, Funding, Co 

working, Investor Intro
Low

Beta-i http://beta-i.pt Portugal 600+ Networking, Fundiraising -
Open Calls 

Innovation Hub

Sibs pay forward, start&pulse, 

techcare, smart open lisboa, Journey, 

Protechting, free electrons, 

Cork,Deloitte digital Disruptor, EDP, 

Jump Start

Bethnal Green Ventures
https://bethnalgreenventure

s.com
UK 200+ Mentoring, Investment and support, Low

Building Global I nnovators
http://www.bgi.pt/#/home#he

ader
Portugal 130+

Enterprise IT & Smart 

Data, 

Training, Mentoring, Networking, 

Investor Pitch, Catalyst
Low ARISE

BuildI T http://buildit.ee Estonia IoT and hardware
Mentoring, Fundraising, Sales & 

marketing
Medium

Data EL I T E http://dataeliteventures.com USA Big Data High Funding - Incubator USA

Eleven http://www.11.me Bulgaria 100+
Data Analytics, Data 

Mining

Provide early stage funding from pre-

seed to Series A, and access to a tightly 

knit community of mentors, partners, 

and investors to help projects reach the 

next leve

Low Bulgaria

European Data I nnovation 

H ub

http://www.datainnovationh

ub.eu/about/
Belgium Big Data High Hub

Found.ation http://thefoundation.gr Grrece 85+
Co-Working, Incubation space, 

Acceleration, Coaching and Mentoring
Low ARISE

F ounder I nst itute https://fi.co Italy 2300+ Mentoring, Funding, ScaleUp -

GDS (UK Government) UK Teaching, Tutoring -

acceleration 

programa in Data 

Science

H -F arm http://www.h-farm.com/en Italy Analytics and Big Data
Hackatons, Digital Landscape, Startup 

Genesis, Bootcamp, 
Medium Incubator

H ard Gamma Ventures http://hardgamma.com Poland 50+ IoT and Mobile
Ventur Capitalist, Through Gamma 

Rebels pre stage accelerator 
Low ARISE

H ub:raum (Deutsche 

Telecom)
https://www.hubraum.com Germany

AI, IoT, Big Data & 

Customer Analytics
B.D Programs, Medium

Corporate 

accelerator

i5invest http://i5invest.com Austria 100+  
Investor, Seed Capital, M&A, Advisory 

Board Roles
Medium Incubator

mainly do M&A support for our 

portfolio and partner companies

iCatapult

The program has two stages: stage one – 

global startup training program, and 

stage two – soft landing. The startups 

receive one-to-one mentoring from many 

international industry experts before 

they move to Silicon Valley for three 

months

Medium

I GNI T E http://ignite.io/#programmes UK Mentoring, Funding, co working space -

I NCUBI O

https://corporate.canodrom.c

om/corporate-venturing-

incubator/#

Spain Big Data

Workshop, Startup Radar, Team 

Creation, Venture Building, Incubation, 

Venture Capital

Medium Corporate Incubator 

I nits
http://www.inits.at/en/foundi

ng/our-service-offering/
Austria 180+

ICT, Life Science, Other 

Technologies

Financing, Consulting, Training, 

Community, Investors, Working space
Low ARISE
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Accelerator L ist Web Page Country
# Startup 

managed
# Startups Data Analytics Services

Big Data 

Maturity Level 

(L-M-H)

Notes Notes

JI C
https://www.jic.cz/en/services

/
Czech Republic 200+

Partnering, Consultancy, Financing, 

FabLAb
Medium ARISE

L  M arks https://lmarks.com

Startups accelerator, , Corporate 

Innovation, Mentorship, networking, 

Startups discovery,  

NDM C
http://www.ndrc.ie/about-

ndrc
UK 200+ Few Startups in IoT

Mentoring, Co working space, 

Fundraising
Low early stage startups

Based in the PorterShed in Eyre 

Square, Galway, this initiative is a 

collaboration from Enterprise 

Ireland, NDRC and GCID (Galway 

City Innovation District) aims to 

drive the growth of digital startups 

nationally

Numa https://paris.numa.co/en/ France 100+
Mentoring, Co working space, 

Fundraising
Low tech hub partner

ODI NE
https://opendataincubator.e

u/about/

UK - Germany - 

Spain
 

mentorship, in-house support, dedicated 

events, media promotion and access to 

an international network.

High 
EU H2020 Project- 

Incubator

The project is ended is not clear if 

still works as Incubator

Orange F AB (Orange) http://orangefabfrance.fr France 50+
Essentially Mobile 

Services

Accelerator , co working spaces, funds, 

International Network, Demo Days
Low

Oxygen Accelerator
http://www.oxygenaccelerato

r.com
UK Funding, Mentoring, co working space

Seedcamp seedcamp.com UK 250+ 20+
Community, Global Network, 

Investment, Mentoring
High

SeedRocket http://www.seedrocket.com Spain 170+  
Mentoring, Co-Working space, 

Investment
Spain

Startup Wise Guys https://startupwiseguys.com Estonia 50+
Mentoring, Funding, B2B sales, Co 

working space, Fundraising
Low ARISE - Incubator

Startupbootcamp
https://www.startupbootcam

p.org
Denmark 500+

Smart City & IoT 

program Amsterdam & 

Barcelona 50+ startups

Mentoring, Investing, Networking -

ST ART UPBUS
https://europe.startupbus.co

m

Belgium-France-

Switzerland
250+

Bootcamp, Teamwork, Entrepreneurial 

Ecosystem, Coding
-

StartupSauna http://startupsauna.com Finland 200+ Fundraising, Networking, Mentoring -

StartupYard http://startupyard.com Czech Republic 50+

AR/VR, AI, 

Robots,Blockchain, 

Cryptography

Mentoring, Investment, Pitch, Demo 

Days, 30,000 Euros in direct investment 

in exchange for 5%

- Memeber og GAN Czech
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Accelerator L ist Web Page Country
# Startup 

managed
# Startups Data Analytics Services

Big Data 

Maturity Level 

(L-M-H)

Notes Notes

T echstarts https://www.techstars.com UK - France
1200 + 

(WW)

Mentorship, Investing, Access to 

Network
-

T he L isbon Challenge
http://www.lisbon-

challenge.com/#about
Portugal

BLOCKCHAIN, 

ARTIFICIAL 

INTELLIGENCE, 

Machine Learning, 

Cloud Computing, Big 

Data

Funding, Mentoring, Validation, 

Product market-fit
-

UPtoEleven https://ut11.net Austria 10+  
Seed Stage, Operational Support, , 

Mentoring, Infrastructure, 
Low Incubator

Wayra (Telefonica)
https://www.openfuture.org/

en/spaces/wayra
Spain

Internet of Things, data 

analytics, cyber security 

and artificial 

intelligence (AI). 

Funding, Training, working space Medium
Corporate 

accelerator, 11 hubs  

Winton L abs
https://www.winton.com/over

view
UK Fundraising Low Investor

ZI P http://zipzg.com/en/ Croatia 70+
Mentorship, Networking, Support and 

Media Exposure, funding
- Croatia

Start-ups accelerator and

incubator  UC3M  

https://www.uc3m.es/ss/Satel

lite/UC3MInstitucional/es/P

ortadaMiniSiteC/137120714

3684/Emprende

Spain 85+

Telecommunications, 

Smart cities, IoT. 

Aeospace, automotion 

and security. Industry 

4.0

Individualized and specialized business 

support services. Special focus on: 

Preparation for investment, 

Strengthening Technological Base, 

Networking.

Medium

Creation and 

consolidation of 

innovative and 

technology-based 

companies

T echnology-based

companies Area UCM

https://www.ucm.es/estudian

tes-emprendedores
Spain n/a

Information and 

Communication 

Technologies (ICT)

Information, advice (business model and 

strategy), training
Low

Working with 

another structures 

in the institution in 

order to foster 

entrepreneurship

 StartUPV at UPV https://startupv.webs.upv.es/ Spain 800+

Information and 

Communication 

Technologies (ICT), 

Services to other 

companies, Engineering 

services

Work space, training, mentoring and 

advisors, networking, financing, 

internationalization, resources and 

services, access to talent

Medium

More than 25 years 

working with 

technological 

entrepreneurs

Entrepreneurship and

innovation UPC

https://www.upc.edu/empren

upc/es/empren-upc-campus-

nord/espacio-de-

emprendimiento

Spain 250+

Space, Retail, 

Cybersecurity, Robotics, 

Machine learning

Identification of business opportunities, 

search for private and public funding, 

support in the validation of business 

project

Medium

Business Angels Network  

I ESE Business School 

https://www.iese.edu/es/empr

esas-instituciones/apoyo-

nuevas-empresas/business-

angels/

Spain 200+

Consumption, Logistics 

and Transportation, 

Smart cities, Media 

(music)

Generate and select potentially 

attractive startups for investors
Medium
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7.2.1 List of selected newly engaged intermediaries  

From the above list and from additional scouting we have identified the following new 
intermediaries (Table 4) and the ones that are DIH specialized in Big Data (Table 5) 

 

Table 4 - New intermediaries selected list 

 Intermediary  Type Country NameContactPerson Email Note 

1  

IDM Ecosystem 

Cluster Italy    

3 IMR Cluster Ireland Lise-Ann  Sheahan 
liseann.sheahan
@imr.ie 

 

4 SYSTEMATIC Cluster France Isabelle DE SUTTER; 
Rodrigue GERMANY  
 

isabelle.desutte
r@systematic-
paris-
region.org, 
Rodrigue.GERM
ANY@systemati
c-paris-
region.org 

 

5 AEMII Cluster UK Mr Paul Lee   

6 DAWEX 
 

France Didier Navez   didier.navez@d
awex.com 

 

 

7 Digital Catapult Cluster UK BDVA Mrs. Irene Lopez 
de Vallejo 

 

  

8 Trialog 
 

France antonio kung  

(DBVA/Laure) 

antonio.kung@t
rialog.com 

 

9 Wing ICT 
Solutions  

 
Greece Kostas Tsagkaris (BDVA)   

10 Web Lizard 
Technology 

 
Austria Prof. Arno Scharl   

11 Fashwall 
 

Switzerland Mr Matthias Dantone   

12 BuildIT 

 
 

Incubator Estonia    

13 European Data 
Innovation Hub 

 
Belgium    

mailto:isabelle.desutter@systematic-paris-region.org
mailto:isabelle.desutter@systematic-paris-region.org
mailto:isabelle.desutter@systematic-paris-region.org
mailto:isabelle.desutter@systematic-paris-region.org
mailto:Rodrigue.GERMANY@systematic-paris-region.org
mailto:Rodrigue.GERMANY@systematic-paris-region.org
mailto:Rodrigue.GERMANY@systematic-paris-region.org
mailto:Rodrigue.GERMANY@systematic-paris-region.org
mailto:didier.navez@dawex.com
mailto:didier.navez@dawex.com
mailto:antonio.kung@trialog.com
mailto:antonio.kung@trialog.com
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14 H-Farm Incubator Italy    

15 i5invest Incubator Austria    

16 iCatapult Accelerat
or 

Hungary    

17 INCUBIO Incubator Spain    

18 ODINE Accelerat
or 

UK,German
y,Spain 

   

19 Seedcamp(y) Accelerat
or 

UK    

20 Start-ups 
accelerator and 
incubator UC3M  

Accelerat
or 

Spain    

21 Entrepreneurshi
p and innovation 
UPC 

Accelerat
or 

Spain    

22 USTRATH 
 

UK, Glasgow Shawki Al-Dubaee  shawki.al-
dubaee@strath.
ac.uk 

 

23 EDI Incubator 
 

   

24 SIRIUS 
 

Norway    

25 DABAI 
 

Denmark    

26 Accelerace Accelerat
or 

Denmark    

27 Startupbootcam
p 

Accelerat
or 

UK    

28 Nordea  Accelerat
or 

Finland    

29 Start it Accelerat
or 

Belgium IMEC?   

30 Digital Magics Incubator Italy    
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7.2.2 List of selected DIHs 

 

Table 5 - BIg Data DIHs intermediaries list 

Name Email Tele 

Karin Steiner Karin.Steiner@fh-kufstein.ac.at +43 5372 71819 1 

Allan Hanbury allan.hanbury@researchstudio.at +43 676 9780991 

Bart Ingelaere bart.ingelaere@bbri.be +32 478 50 25 84 

Wim Codenie wim.codenie@sirris.be +32 498 91 94 53 

Svetlana Boyanova info@agrohub.bg +359 884 600 488 

Diana Mudrinic diana@hub385.com +385 1 2222 182 

František Mlčák reditel@jvtp.cz 420383579113.00 

Peter Gorm Larsen pgl@eng.au.dk +45 4189 3260 

Anne Jääger anne.jaager@ut.ee 3727376415.00 

Roope Ritvos roope.ritvos@forumvirium.fi 3.58405E+11 

Magali SCELLES magali.scelles@pole-tes.com 33231536330 

Anne Sophie Taillandier anne-sophie.taillandier@mines-telecom.fr 33631361020 

Dr.-Ing. Andreas Wierse info@sdsc-bw.de +49 711 217 28280 

Maike Lehmann info@digitalhublogistics.de +49 231 9743 616 

Matthias Putz matthias.putz@iwu.fraunhofer.de +49 3715397 1349 

Ioanna Roussaki ioanna.roussaki@cn.ntua.gr +30 210 7722422 

Dr. Laskai András laskaiandras@gmail.com 36305517794 

https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1331/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1301/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1301/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/15792/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/3066/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/13281/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/13281/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12410/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/5304/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12715/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12715/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1058/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1058/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1058/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12681/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12681/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/5476/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1505/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1505/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1505/view
mailto:laskaiandras@gmail.com
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/13293/view
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Eamon O Doherty eamon.odoherty@insight-centre.org +3531 716 2412 

Schiavoni Claudio schiavoni@confindustria.marche.it 

Galanti Marco dih@t2i.it +39 0422 1742100 

Claudio Arlandini c.arlandini@cineca.it  

Mārtiņš Velde martins.velde@vatp.lv +371 26461188 

Laima Kauspadiene laima.kauspadiene@ssmtp.lt 37065676502 

Aziz Zenasni aziz.zenasni@list.lu +352 275 888 - 1 

Joost Krebbekx jgk@berenschot.com +31 (0) 6 55364856 

Remke Burie R.Burie@utwente.nl 31534892902 

Adam Olszewski adol@man.poznan.pl +48 510117254 

Pedro Rocha dih@produtech.org +351 226 166 897 

BIANCA MUNTEAN bianca.muntean@aries-transilvania.ro +4 0742225405 

Emilija Stojmenova Duh emilija.stojmenova@fe.uni-lj.si 

Francisco Herrera Triguero herrera@decsai.ugr.es 34648168567 

Daniel Sáez Domingo dsaez@iti.es +34 963877069 

Mark De Colvenaer mark@smartcitytech.eu + 32 476 46 08 5 

Johan Stahre johan.stahre@chalmers.se 46703088838 

Tamarin Adshead tamarin.adshead@hvm.catapult.org.uk 0121 506 9780 

https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1036/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1199/view
mailto:dih@t2i.it
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1433/view
mailto:c.arlandini@cineca.it
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1322/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1322/view
mailto:martins.velde@vatp.lv
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1293/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1293/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/3069/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/3069/view
mailto:aziz.zenasni@list.lu
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1061/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1061/view
mailto:jgk@berenschot.com
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12630/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12630/view
mailto:R.Burie@utwente.nl
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1866/view
mailto:adol@man.poznan.pl
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1240/view
mailto:dih@produtech.org
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1345/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1345/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1233/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1233/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/5693/view
mailto:herrera@decsai.ugr.es
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12691/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12691/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12691/view
mailto:dsaez@iti.es
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12365/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/12365/view
mailto:mark@smartcitytech.eu
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1123/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1198/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1198/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1454/view
https://s3platform.jrc.ec.europa.eu/digital-innovation-hubs-tool/-/dih/1454/view
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7.3 Interviews with Intermediaries in the Spain Region (UPM) 

The interviews were held over a period of one and a half month. The feedback gathered in all cases was extremely useful and allows future 
improvement of the proposition value provided by the project.  
 
Details about the intermediaries involved can be found in the following table. 
 

7.3.1 List of Intermediaries 
 

 

Start-ups
 accelerator
 and incubator 
UC3M  

https://www.uc3m.
es/ss/Satelli 
te/UC3MInstitucion
al/es/Porta 
daMiniSiteC/13712
07143684/E 
mprende 

 

 

Spain 

 

 

85+ 

Telecommunicati
ons, Smart cities, 
IoT. Aerospace, 
automation and 
security. Industry 
4.0 

Individualized and 
specialized business support 
services. Special focus on 
Preparation for investment, 
Strengthening Technological 
Base, Networking. 

 

 

Medium 

Creation and 
consolidation 
of innovative 
and 
technology-
based  

companies 

 

Technology-based
 company  
from 
CompluEmprende 
(UCM) 

 

https://www.ucm.e
s/estudiant es-
emprendedores 

 

 

Spain 

 

 

n/a 

 

Information and 
Communication 
Technologies 
(ICT) 

 

Information, advice 
(business model and 
strategy), training 

 

 

Low 

Working with 
other 
structures in 
the institution 
in order to 
foster  

entrepreneurs
hip 

 

Madrid Incubator 
Puente Vallecas 

 

https://www.madr
idemprende.es/es/
apoyo-integral-al-

 

 

Spain 

 

 

80+ 

Information and 
Communication 
Technologies 
(ICT), energy, Art, 

 

Workspace, training, 
mentoring and advisors, 
networking, financing, 

 

 

Medium 

More than 10 
years working 
with 

http://www.uc3m.es/ss/Satelli
http://www.uc3m.es/ss/Satelli
http://www.ucm.es/estudiant
http://www.ucm.es/estudiant


 
 

8181 

emprendimiento/e
spacios-para-
emprender/que-
son-los-viveros-de-
empresas 

Marketing, 
Tourism 

 

internationalization, 
resources and services, 
access to talent 

technological 
entrepreneurs 

 

Entrepreneurship 
and innovation UPC 

https://www.upc.e
du/emprenu 
pc/es/empren-upc-
campus- 
nord/espacio-de- 

emprendimiento 

 

Spain 

 

250+ 

 

Space, Retail, 
Cybersecurity, 
Robotics, 
Machine learning 

Identification of business 
opportunities, search for 
private and public funding, 
support in the validation of 
business project 

 

Medium 

 

 

EIT Digital Madrid 
Accelerator 

 

https://eitdigital.eu
/accelerator 

 

Spain 

 

10+ 

Telecommunicati
ons, Smart cities, 
digital wellbeing, 
digital finance   

 

Provide the ecosystem 
needed to create spin-offs, 
commercialize results and 
integrate technology in 
existing organizations 

 

Medium 

 

        

http://www.upc.edu/emprenu
http://www.upc.edu/emprenu
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7.4 Survey used for the DIH 

 
Rational of the survey: 

The Big Data Value ecosystem project being an operational instrument to support the 
implementation of PPP is set to drive the European Big Data economy and maximize 
the impact acting as an innovation booster through creating a collaborative of the big 
Data ecosystem, enhancing the awareness of business and scientific communities and 
encourage them to actively participate. 

The objective of this survey is to gauge the interests of intermediaries active in the Big 
Data economy to take advantage of the value propositions the Big Data Value 
ecosystem projects can offer. It is to enhance the achievement of the major goals of 
the EU to primarily boost the European Big Data economy. 

The survey is conducted by EIT Digital and the results can be for statistical purpose 
and for a report and names of the participants will be disclosed only with the consent 
of the interviewee. For more information, you may contact Muluneh OLI at 
muluneh.oli@eitdigital.eu 

* Name of the person filling the survey 

 
* Email address 

 
* Website Address 

 
* Name of the Company 

 
* Type of Intermediary 

Accelerator 

* Market to address: 
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Activity description 

 
* Are you or  any of your partners member of BDVA(Big Data Value Association)? 

 
* Which of the following value propositions are most relevant to you or your 
partners? 

Marketplace 

Data-Driven Business Model 

Internship 

Investor network/access to funding 

Organization of Events 

Access to Knowledge 

Visibility and Recognition 

Cross-border collaboration 

Joint innovation projects 

Access to data 

Access to jobs 

Matchmaking 

Give two of the most relevant value propositions to your business 

 
Which of other value proposition(s) would you like to see in the list? 

 
* Do the value propositions you think are most relevant to your business provide you 
with some gain? 

 
If yes describe 

 
Do they also/or relieve you of any pain in your business? Yes 

No 

If yes which? 
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Innovation market place is a tool devised by BDVe where the innovation of Big Data 
Value ecosystem  solutions are put online  

( http://marketplace.big-data-value.eu/) 

Would you be interested in the innovation Marketplace? Yes No 

Any Comments on the innovation Marketplace? 

150 character(s) maximum 

 
How relevant is the Data-driven business model as a value proposition and the 
activities around it (workshops, brochures)  to your business? 

Very relevant 

Relevant 

Irrelevant 

What value propositions do you or your partners bring to the Big Data Value network? 

 
Do you have some comments on the survey itself indicating what is missing? 250 
character(s) maximum 

 
* Do you want to be contacted? 

Yes 

No 

  

 

 



 

 

7.5 DIH Survey results 

DIH survey results are put in Table 6.  The first two tables represent the result of the survey of the first group of DIHs and the following two consists of 

the second group of DIHs. This is done in order to present all the results instead of selecting a limited number of results in a limited number of columns. 
 



 

 

 



 

 

 

 



 

 

 



 

 

 

Table 6 - DIH Survey results 
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7.6 Survey used for Internship portal  
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92 

 

 



 

 

7.7 Internship Portal survey result 

Table 7 - Results of the Internship portal survey 
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7.8 Marketplace Interview survey template  

BDVe – Marketplace – Engagement Survey 

 

15 – 20 minutes 

 

Guidelines: 

- Understand if the BDV-PPP project representative is the right person to 
answer the questions: 

- NO  

• The contact name of the right person to be asked: another 
appointment to be taken 

• To ask if they are available as consortium coordinator to introduce 
internally the Marketplace objectives and if they believe that it could 
help the partners.   

• Interview to be ended 
 

- YES 

• To be asked if he/she has read the email and accessed the provided 
link,  

a) Yes – gather the feedbacks and help them complete or update 
their solution on the marketplace; try to understand:  

• what could be interesting or not for them to show 

• is there anything else the PPP projects would be 
interested in having on the Marketplace.  

• Enter in the marketplace with the admin role (ask 
Ricard to have one) and check together the solution 
uploaded by the BDV-PPP project (verify that the 
solution is in Review Status) 

 

b) No – brief introduction of BDVe and the work being done for 
the Marketplace, the values for PPP and start the interview 
from point 1) below 

 
 

The storyline for the interview  

 

→ Please note that this is only a suggestion; we are fully aware that interviews will be 
held on the basis of personal relationship and previous interaction 

 

1. Brief introduction  
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Why they are being called;  
Let me introduce briefly what we are doing in the marketplace and why.  
 

2. As part of the BDV-PPP projects you will have surely innovative solutions that 
could be described in the BDVe marketplace able to further support your 
results dissemination and to puts the seeds for external possible matchmaking 
collaboration initiatives   

 
Take notes 
 

3. If possible, go through the BDVe Marketplace portal together after helping 
them creating an account 

 

Background information to be used or not in case more explanation about how to 
create an account from the Ricard webinar and documentation. 

 

Please on the contribute main page click on add a new solution and put the current 
status to review.  

The following field is marked with a red star because are mandatory 

 

Is your solution type a Services, a Platform or a Process? 

 

Could you provide a brief description of your solution remembering that the focus 
has to be on the Big Data? 

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  

 

Which are the main features that characterize your solution? 

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  
 

 
Please note that the following field is not mandatory but will be nice to prepare some 
selling explanatory with the scope to convince the interviewed to fill the optional field. 
In that way he will have a more described solution and where the information is 
appealing for who is looking for 
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Which are the Areas of applications (which are the market addressed)  

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  
 

 

Do you have an idea on the market trends for your solution/application and which 
are the opportunities that your solution can capture? Could you please try to 
describe it now, or maybe you can leave it blank and provide me in a second step 
such information.  

 

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  

  
Could you please describe the customer benefits of your application/solution in 
order to gathers awareness from external stakeholders and satisfy a possible 
exploitation strategy? 
 

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  

  

How your solution is different from the similar ones existing, which are the novelty 
introduced from a technological point of view? Please provide a high-level 
description without entering in too technical details or without providing 
confidential descriptions.  

 

• Ask the interviewed to insert online a nice and exhaustive solution 
description OR  

• Take notes if the interviewed prefers to describe verbally the solution OR   

• In the case that the interviewed has no time or an immediate description 
to be written online, describe what is expected from that field  

 

 

4. The following questions will complete the solution description and are 
important to provide additional marketing material to who will access the 
marketplace and should be interested in your solution:  
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1. Provide a picture of your solution/architecture etc.. 

2. Link to a youtube video if you have it 

3. Name of the owner of the solution (Partner Company name) 

4. If you are a BDVA member, a PPP project or a Startup/SMEs (for external 
solutions) 

5. Country 

6. Contact name for external engagement 

7. Website of the Company 

8. Are you interested or available in licensing the solution?  please short 
description 

9. Are you interested in investments? please short description of what are 
you looking for investments 

10. Please insert a few keywords characterizing your solution that could be 
used for deep search 

11. Which are the markets that you address with this solution? Multiple 
choices 

12. How can be classified your solution: 

a) Data Analytics 

b) Data Management 

c) Data Processing and architectures 

d) Data Protection 

e) Data visualization and interaction 

13. Website describing the solution/application (is better to have the link 
directly to the solution description instead back again the company web 
page) 

Add a presentation or file you have something public 

 

Take notes if the interviewed prefers to describe verbally the solution OR   

In the case that the interviewed has no time or an immediate description to be written 
online, describe what is expected from that field 

 

 


