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Executive Summary 
 

This document – D2.1 Incubation and Acceleration Services - is part of the Work Package                             
2 (WP2 – Innovation experiments and accelerator) and details the acceleration part of the                           
MediaFutures Support Programme. The objective of the report is to give an overview of                           
all activities and promotions planned for the startups of the three open calls of                           
MediaFutures. This document has been produced by WP2 leader NMA in collaboration                       
with all MediaFutures partners. 

In the following, first the general framework of the MediaFutures Support Programme                 
including the residencies framework of WP3 is outlined. The objectives, the three phases,             
the milestones, KPI and monitoring tools are described. The focus of this text is Chapter 3,                
the programme for startups provided by NMA.  

This acceleration part of the MediaFutures Support Programme consists of a range of             
mandatory and optional activities offered to startups in fixed structures guided by the             
advisors of the leading partner NMA. Those activities offered will be adapted to better              
meet the specific needs of every startup. In this document, the core services of advisory,               
mentoring, training, events and Easy Testing are described, and the goals and proposed             
services to reach those goals are mapped out. Furthermore, for each of the three phases               
(START, BUILD and EXHIBIT) the training sessions offered and the events created are             
depicted. The compilation of the programme is based on the previous experiences with             
startup acceleration of the NMA and the input of the MediaFutures consortium partners.             
The suggested services will be adjusted for future open calls after the experiences of the               
first cohort. 

All information gathered in this report will be the basic support guide for the selected                             
startups as well as for the advisors of the programme and the MediaFutures Consortium                           
to manage the three cohorts. Furthermore, this documentation will serve as an example                         
of good practice for the European Commission and future cascade funding projects                       
based on an art-technology approach. 
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1 Introduction 
 
MediaFutures is a three year European innovation project, supported by the European Union’s             
Horizon 2020 research and innovation programme. The goal is to set up an European data               
innovation hub, including funding, mentoring and support for entrepreneurs and creatives who aim             
to reshape the media value chain through innovative use of data. The core of MediaFutures is the                 
three open calls addressing startups and artists to apply with their projects and ideas.The best and                
most promising applicants will get access to the MediaFutures Support Programme which is a              
combination of a residencies programme for the artistic part and an acceleration for the              
entrepreneurial. 
 
This deliverable comprises the incubation and acceleration services created and run by the next              
media acceleration (NMA). The programme described here is set up complementary to the             
residencies framework of IRCAM summarized in Deliverable D3.1 “Residencies Framework          
Specification” which focuses on the  artistic side of the programme. 
 
The basic idea of this acceleration programme is to give the startups and SME a framework that                 
provides support, orientation and excellent guidance when developing their projects. Then again            
entrepreneurs should take responsibility for what they do during the programme. The challenge is              
to fix a schedule with standard milestones and KPIs to monitor the process and achievements on                
the one hand. On the other hand the programme has to be as flexible as possible in order to be                    
suitable to the diverse ideas and projects the startups will come up with. This philosophy follows                
the experience and best practices gathered by the NMA throughout six years of acceleration              
programme, with a portfolio of over 60 startups being accelerated. In a nutshell, the acceleration               
part of the MediaFutures Support Programme consists of a range of mandatory and optional              
activities offered to startups in fixed structures guided by the advisors of the leading partner NMA.                
The range of activities offered is a first suggestion and will be adapted to better meet the specific                  
needs of every successful startup. 
 
This document gives an overview of the main elements of the programme. The general framework               
of the MediaFutures Support Programme is outlined in Chapter 2. The focus of this text is on the                  
“Incubation and Acceleration Services” in Chapter 3. First, the core services of advisory,             
mentoring, training, events and Easy Testing are described. The goals and the catalogue of              
activities to reach those goals are mapped out. Furthermore for each of the three phases (START,                
BUILD and EXHIBIT) the training sessions offered and the events created are depicted. 
 
The range of activities presented in this deliverable is a first compilation based on the previous                
experiences of NMA and the input of the consortium partners. Changes and additions in terms of                
modules offered can be made throughout the course of the programme, following the specific              
challenges of the selected startups.   
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2 The Framework of the MediaFutures Support Programme 
 
MediaFutures will support 51 startups or SMEs and 43 artists through three open calls in the                
coming three years, distributing an overall amount of €2.5M. The MediaFutures Support            
Programme is divided into 3 tracks: Startups for Citizens (SfC) for startups and SMEs, Startups               
meets Artists (SmA) for teams consisting of a startup and an artist, and Artists for Media (AfM) for                  
standalone artists. Even though this document is focused on the acceleration service for the tracks               
where startups are involved (SfC and SmA) it is inalienable to have an overview of the overall                 
framework of the MediaFutures Support Programme as a whole. 
 
 

2.1        MediaFutures Objectives 
 
The Support Programme is the core of MediaFutures, which seeks to create a European data               
innovation hub that connects artists, startups and other stakeholders in the media value chain. The               
goal of the programme is to support new and unconventional ideas, artworks and business models               
to engage with quality journalism, science education and democratic process. 
 
As defined in the Grant Agreement, the project will: 
 

● Explore the critical factors that impact how people create and consume information online; 
● Explore how the intersection of artistic production with media innovation can act as an              

enabler of innovation 
● Define a participatory, inclusive innovation programme leveraging impulses from multiple          

sectors and disciplines, exploiting the synergies between entrepreneurs and creatives; 
● Identify and support promising digital entrepreneurs, creatives and data-empowered         

solutions; 
● Provide experimentation facilities, data and other resources for the winners to test and             

nurture their ideas; 
● Support them by solving common concerns around funding and access to mentoring and             

expertise in technical, legal, business, societal, media and sustainability matters; and 
● Participate in the creation of toolkits, guidance and best practices for innovators, creatives,             

and other stakeholders to achieve greater traction for their citizen-centric initiatives, and            
empower them to communicate through data in inspiring, informative and engaging ways. 

 
The concrete expectation of the incubation and acceleration is to support startups and SMEs              
developing an innovative service or product for the media sector and bringing it to the next level.                 
The selected teams will start the programme with a concept and/or demo versions of their products                
or services. By the end of the MediaFutures Support Programme the startups should reach the               
planned maturity and achieve the goals they defined with the advisors.   
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2.2        Phases and Milestones 
 
The MediaFutures Support Programme adopts the following three-stage approach. Several          
milestones have been defined for each phase in order to accompany the artists and startups               
towards the achievement of their project. Those steps are the basis of monitoring the programme               
and the release of the payments as described in Deliverable D3.1. 
 
 
2.2.1 START Phase 
 
This phase applied to the SmA and SfC tracks only (artists selected through the AfM track will                 
begin in this phase). Each startup and each artist is planned to receive a funding of 5.000€ in this                   
stage. During one month period, the artists and startups will together with their advisors refine their                
project, define the use of technology and datasets, plan their experiments and clarify the goals of                
their residency and acceleration. At the end of the month, a pitch event will be organised (START                 
Selection). Artists and startups will present their projects in front of a jury. This jury will select half                  
of the teams to continue the programme and take part in the BUILD phase. 
 
The START Phase has two obligatory milestones:  
 

● Welcoming Meeting:  
This meeting is organized by the advisors with each team in order to present the               
MediaFutures project, the artists, the startups and the role of the advisors. The             
objectives of the START phase will be clarified and the first training sessions             
planned.  
 

● START Selection:  
At the end of the START phase, a pitch event will be organised where a jury will                 
assess the projects. Half of the teams will be selected to proceed to the BUILD               
phase. 

 
 
2.2.2 BUILD Phase 
 
This stage lasts 5-6 months and is the main part of the MediaFutures Support Programme. The                
startups of the SfC track receive funding of up to 50.000€, the startups in SmA receive up to                  
65.000€ and the artists in SmA receive up to 30.000€ The artists selected for the AfM track will                  
directly start the residency programme at this stage and are funded up to 25.000€. During this                
period, the teams will focus on achieving the individually defined goals and KPIs of their projects. 
 
The BUILD phase has three obligatory milestones: 
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● First Progress Meeting:  
In this meeting, each team will - supported by their advisors - define its individual               
MediaFutures Support Programme schedule. The objectives and goals and their          
customized training will be set up. After this meeting startups and artists will receive              
50% of their BUILD grant. 
 

● Mid-term Progress Meeting:  
In the middle of the BUILD phase, a compulsory mid-term meeting with each team              
will be organized to assess the progress of the first phase of work. Artists and               
startups will adjust their work plan and potentially define new objectives. This            
milestone is key for assessing actual work, identifying potential issues and taking            
appropriate decisions if necessary. If they have fulfilled their goals, the teams will             
receive 20% of their BUILD grant. 
 

● Final Meeting:  
At the end of the BUILD phase, the process, the collaboration, the results and the               
impacts of the teams will be assessed and reviewed in a final meeting. The              
dissemination plan will be set up. If the teams have fulfilled their duties they will               
receive 30% of their BUILD grant. 

 
 
2.2.3.  EXHIBIT Phase 
 
All the teams of the three tracks reaching the defined objectives and KPIs will have access to this                  
final stage. A final obligatory event, the demo day, will be organized to showcase the work carried                 
out during the programme. A jury will decide about the most successful contestants that will be                
awarded by a prize: 5.000€ for artists in AfM and SmA, 10.000€ for startups of SfC and SmA.  
 
 

2.3        Key performance indicators (KPIs) 
 
The startups and artists of the three tracks of the MediaFutures Support Programme have different               
standard KPIs, that are listed and explained in detail in D3.1. The participants have to run through                 
their milestones, have to deliver presentations, demos or artworks, and must meet mentors,             
investors or other partners for their further development. 
 
KPIs Startups 
 

● The defined process milestones have been run through 
● Next level pitch presentation was completed 
● Next level demo version of the product was completed 
● 3 successful mentor sessions took place 
● 2 successful investor/client meetings took place 
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● The startup gave access to its technology or/and datasets to the Artist in the context of the 
residency (for the SMA track only) 

 
KPIs Artists 
 

● The defined process milestones have been run through 
● Artworks or artistic experiences were created during the residency 
● A written presentation of the artwork or artistic experience, as well as a technical document 

were produced 
● The artwork or artistic experience is in direct relation with the Open Call Challenge 
● 2 successful meetings with external partners (producer, public venues…) took place 
● The artistic experience is in direct relation to the startup’s business (for SmA track only) 

 
The advisors will track those KPIs. Teams reaching 60% of the KPIs (i.e. at least 4 of the 6 KPIs)                    
for the SmA track, and 80% of the KPIs (i.e. at least 4 of the 5 KPIs) for the AfM and SfC tracks will                        
be eligible to participate in the final demo day for obtaining the prize of the EXHIBIT phase. 
 
 

2.4        Monitoring and Tools 
 
The framework of the MediaFutures Support Programme earmarks the figure of the advisor. Each              
project in which a startup is involved will be supported by an advisor of NMA. Advisors track the                  
process, the milestones and the KPIs. To monitor the achievements they will define, in addition to                
the KPIs, individual objectives for the acceleration with each team and track them twice during the                
BUILD phase. At the mid-term progress meeting and at the final meeting, the advisors will assess if                 
the startups reached their objectives. Therefore a set of monitoring documents will be designed to               
accompany the acceleration. (Find more about the monitoring methodology in D3.1 “Residencies            
Framework Specification”.) 
 
To guarantee the implementation of this monitoring methodology, the partners decided to use             
Airtable . Airtable provides the required features to track all activities in an innovation process and               
allows users to monitor the progress of every phase. For the MediaFutures Support Programme, a               
tailor made database has been created in D2.2 “Experiments Oversight Tools” with customized             
tables and fields designed to describe the process of the programme. 
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3 Incubation and Acceleration Programme 
 
The following section focuses on the incubation and acceleration of the MediaFutures Support             
Programme that addresses startups and SMEs in the Startups for Citizens (SfC) and Startups              
meet Artist (SmA) track. From this perspective, the three phases and the variety of activities               
offered in the START, BUILD and EXHIBIT phases will be described. The aim is to provide a                 
catalogue of activities that can be a mandatory or optional part of the curriculum. Advisors can                
select and determine which activities will be offered following the specific needs of the selected               
teams. After the first cohort, the whole programme will be assessed, reviewed and adapted for the                
next cohort. 
 
 

3.1        Programme Overview 
 
In general the acceleration part of the MediaFuture Support Programme offers advisory,            
mentorship, training, events and a special programme developed by NMA which is called “Easy              
Testing”. Overall, it is important for the startups getting connected to personalities, corporates and              
investors of the European media ecosystem to gather feedback, improve ideas and further develop              
their business to foster ideas and business. The philosophy behind this acceleration programme is              
to provide opportunities, enable the teams to go for them and help them to make the best out of it.                    
The programme supports entrepreneurs finding the right doors, teaching how to open them - but               
the participants have to go through by themselves. 
 
 
3.1.1 Advisory and Mentorship 
 
To make the acceleration programme work, it takes qualified people who guide the startups              
through their challenges. For MediaFutures we defined two different main roles: The advisor and              
the mentor. 
 

● Advisor 
The framework of the programme created the figure of the advisor. Each project will be               
supported by an advisor, one from IRCAM for AfM artists, one from NMA for SfC startups                
and both of them for SmA teams. The advisors for the startups are program managers, who                
lead the participants through the program and help them with their individual choice of              
learning modules. They will also help to find the right mentors. Advisors track the process,               
the milestones, the achievements and advise if unexpected challenges lie ahead. They will             
connect the different teams and build the link to the members of the consortium.  
 

● Mentor  
The mentors for the acceleration are highly qualified experts and professionals from the             
media ecosystem who will contribute their knowledge and methods. The mentorship can            
include not only the transfer of knowledge, wisdom and experience but at best also a               
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personal relationship and psychological support that help the protégées to develop. The            
programme offers different physical and virtual events and personal introduction by the            
advisors and consortium members to find the right mentor for each participant.  
 
The following profiles are in the international pool of mentors: 

 
● Successful entrepreneurs with deep startup experience. They built startups by 

themselves and went personally through high- and lowlights 
● Executives from media corporates with innovation management expertise, who are 

used to work with startups 
● Experts on vertical skills  
● Investors looking for deal flow 

 
 
3.1.2 Training 
 
As leader of WP2, NMA offers a range of training to accelerate the startups and bring them to a                   
maturity level in which teams are ready to be introduced to potential partners and provide a                
functioning version of products that can be used or tested. NMA has six years of experience in                 
accelerating startups and has developed a portfolio of courses, peer group learnings, training             
sessions and individual coachings for the needs that occur frequently among the participant teams.              
Furthermore, all consortium partners will support the programme with a huge range of training . The               
compilation is set up and managed by WP4 and includes learning modules for small groups,               
webinars, one-to-one- coaching and courses from third-party-providers where the participants have           
free access to. This document focuses further on the acceleration specific training modules offered              
by NMA. 
 
While the progress meetings described in 2.2.2. are mandatory, all startups can choose which              
training activity they want to participate in, there are no obligatory sessions. Every startup is               
different and the individual knowhow, status, the challenges and requirements cannot be predicted             
precisely. Nevertheless they should follow the recommendations of their advisors and mentors to             
accomplish the required tasks and reach the defined goals of each phase.  
 
 
3.1.3 Events 
 
Events are an integral part of the acceleration programme created by NMA. In these events,               
startups, corporates and investors get to know each other, startups and mentors come together              
and the entire MediaFutures and NMA startup community are brought together. Due to the              
circumstances of Covid-19, some of those events have to be adapted to a digital format. Various                
physical formats are obsolete or new virtual formats are created in their place. 
 
We distinguish between internal and external events: Internal events are created especially for the              
startups to get connected with stakeholders. External events are big national and international             
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events hosted by external actors that i.e. Online Marketing Rockstars Festival, the South Summit,              
PixelCamp, The Next Web, the Startup Europe Summit, 4YN, Slush, and SXSW. Here the              
participants of the programme have the opportunity to present themselves and create their own              
network, depending on the availability of presentation slots or formats at the aforementioned             
events.  
 
This deliverable has been composed before the first cohort starts in times of the Covid situation                
being unpredictable. The plan is to create a obligatory First Look Event, the Spotlight Event Series,                
the Virtual Media Match, the MediaFutures Peergroup learning as well as the Demo Day.              
Furthermore, additional events that only take place occasionally can be included. A detailed             
description of the events planned for the MediaFutures Support Programme are described in 3.2.              
“START Phase”, 3.3. “BUILD Phase” and 3.4 “EXHIBIT phase”. 
 
 
3.1.4  Easy Testing 
 
Easy Testing is a method NMA established in 2015 to describe the best way how successful                
cooperation between startups and their clients in the media sector can be ensured. 
 
 
3.1.4.1 The Idea of Easy Testing 
 
Easy Testing is the result of over 5 years of NMA acceleration with more than 70 Startups. With                  
Easy Testing, startups can show a company that their idea is technically and financially viable. The                
startup essentially implements a pre-agreed project to prove that it is suitable for real applications.               
For a corporate, the overarching goal of Easy Testing is to find solutions or improvements for a                 
company’s existing technology or product. For a startup, the goal is to win the partner as a                 
customer, to obtain a reference for the sustainability of their own product or to gain investment.  
 
This unique way of connecting startups and corporates has proven to be effective and valuable for                
both sides. Startups have the opportunity to gain a new customer or investor, corporates can               
address some of their most pressing pain points. Both parties have the chance to learn from each                 
other about the market, about innovation, about agile development and about working together.  
 
 
3.1.4.2 Three Steps of Easy Testing 
 
The Easy Testing process consists of three steps: Pre-Easy Testing, Easy Testing and Post-Easy              
Testing.  
 

● Pre-Easy Testing 
The Pre-Easy Testing phase is the initiation phase of the cooperation between a startup              
and a corporate. If it succeeds, both parties then meet for further discussions to tie down an                 
Easy Testing project. In the initiation phase, the startup introduces itself to the company,              

12 

https://nma.vc/easy-testing-whitepaper/
https://nma.vc/easy-testing-whitepaper/


D2.1 - Incubation and Acceleration Services     

this usually happens at pitch events. If the two parties get to know each other and the initial                  
discussions have generated considerable and mutual interest, the founding team will           
usually receive an invitation to a follow-up appointment to check whether an Easy Testing              
project with the startup will pay off. The NMA calls these further discussions “workshops”. If               
the workshop shows that the corporate and the startup fit together, details of an Easy               
Testing project will then also be agreed upon in the workshop. 
 

● Easy Testing 
Step two in the Easy Testing process is the Easy Testing phase itself. Once you have                
created the Easy Testing framework, media companies and startups can now collaborate            
with each other quickly, easily and effectively. The startup understands how its own             
technology works under real conditions, can sharpen its own business model and, if things              
do not go as planned, it can pivot the business model. In return, the corporate can test                 
whether the technology brings the promised added value.  
 

● Post-Easy Testing 
In step three, the Post-Easy Testing phase, a summary is drawn and the possibility of a                
common future is negotiated. If the joint project has worked out according to the previously               
defined metrics, it can be negotiated whether the corporate becomes a startup’s customer             
or not. If both parties cannot agree on a common contract or the corporate sees no benefit                 
in a cooperation, the startup can use the joint project as a reference in order to gain new                  
customers or make an investment, for example.  
 
 

3.2        START Phase 
 
In the short one month START phase, the MediaFutures support programme focuses on             
incubation and assessment while the BUILD phase is a typical accelerator for the startups. The               
assessment programme generally refers to an initial step in the development of a business model               
and technological product. In this moment, the conception of the product or service is often generic                
with multiple open questions. The START phase will aim to provide participants of the programme               
valuable insights so that they can refine their business model, the product’s technology and data               
requirements as well as to better communicate it when presenting to a jury. Ideally at the end of                  
this period,every startup has a first demo or a presentation that shows concretely how the product                
or service works. Achieving these preliminary steps is a key aspect to enable startups to have a                 
successful journey in the next step of the program.  
 
 
3.2.1  Goals for the START Phase 
 
The START phase is the very first step into the program. In this phase, participants will have the                  
first deep exchange with other teams, as well as with members of the network of consortium                
associates. The start phase will run for a one-month period at the end of which 3 of 7 startups from                    
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the SfC track and 4 of 8 teams of the SmA track will advance to the second phase . It is therefore                     1

crucial that all participants of the START phase clearly understand and work towards achieving the               
established goals of this phase, so that they can have a better performance in front of the jury that                   
will select the teams moving on to the BUILD phase.  
 
Three core goals can be highlighted in the START phase: The first is the definition and refinement                 
of the concept of the product or service. This implies a deeper understanding of the market and the                  
target audience the product or service will be addressing. It includes a detailed assessment by the                
program participants of what is the unique value the product or service is offering, what is the                 
existing landscape of players as well as how to position the product into the market. The second                 
goal refers to the definition of the technology, data sets and subsequent establishment of further               
objectives to the development of the product or service. The third goal is to present the idea to a                   
jury that will select startups moving onto the next phase. The pitch presentation should provide a                
first glance of how the product works and clearly stating what is the underlying business model.  
 
 
3.2.2  Trainings  
 
The training sessions for the START phase are intended to help participants to have a better                
understanding of the market fit and business model related to their product or service. It will also                 
allow participants to better understand the use of technology and data in the development of the                
idea. Finally, in this stage also sessions to help participants improve their presentation, both in               
regards to pitch deck as well as speaking skills, will be provided.  
 
 
3.2.2.1 Product and Business Development 
 
This learning module is intended to allow participants to take a deep dive into the product or                 
service they are working on. The following suggested training sessions can be offered to all               
participants at the early stage of the program: 
 

● Business Model Canvas  
The aim of this workshop is to implement an existing framework that gives participants a               
base to understand the different aspects of building a business product, the overall market              
context, players and competitors, as well as the unique value proposition inherent to their              
product. The advantage of implementing a framework is that it allows participants to revisit              
their boards and follow-up on the open goals and objectives defined at the beginning of the                
program.  
 
There are different frameworks used by companies to focus on product and business.             

1 Please note that these are the numbers for the first open call. In the second open call 3 out of 8 Startups 
will proceed from the START phase to the BUILD phase for the SfC track, for the SmA track it will be 4 out of 
10 teams of startups and artists. In the second call 4 out of 8 startups will proceed from the START to the 
BUILD phase for the SfC track, for the SmA track 4 out of 10 Startup and artist teams will proceed. 
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These existing frameworks can be adopted at this stage of the program in order to offer                
participants a structure to which they can refer to when developing their business and              
product plans.  
 
An Example is a training on Business Model Canvas, which is a visual document containing               
a grid to be filled out by each team regarding key aspects of their business, including key                 
partners, activities, unique value proposition, customer relationships and revenue streams.          
Some participants might be already familiar with this template, however it can be advised              
that an expert or mentor can host a session to first introduce the methodology for working                
with the canvas and revisit it to assess progress and accomplishment of objectives.  
 

● Product Thinking 
Another possible training to be offered is adopting a Product Thinking mindset, which would              
lead participants to focus on the product market fit, improving the understanding of the              
problem the startup aims to solve, bridging the gap between users' needs and the solution               
that is being offered. 
 
 

3.2.2.2 Data and Technology 
 
MediaFutures offers a huge amount of datasets, tools and training opportunities to give participants              
a better understanding of the multiple uses of datasets and technologies that can be applied for a                 
final product. All packages and tools are listed in the data infrastructure built for the experiment                
support in WP4. For the START phase there is the possibility to get a training session on a first                   
overview of all datasets and tools to help the participants to find the right approach for their ideas.  
 
3.2.2.3 Pitching Skills 
 
At the end of the START phase, teams need to present their product or service to a jury, who will                    
then select startups moving on to the next phase. The following sessions are suggested to provide                
teams with better insights to have a good performance. 
 

● Storytelling Workshop 
The aim of this session is that in the end participants can have a better understanding on                 
how to best communicate a product in a business setting. This is focused on the key                
structure of a sales pitch, which generally includes remarks on the problem the product is               
solving, how the product solves the problem, what is the underlying business model, what              
are the advantages in comparison to potential competitors as well as a clear call to action                
on how the target audience can access the product or service. The workshop is intended to                
address general storytelling aspects, but also to provide valuable inputs on best practices             
of designing and structuring a sales pitch-deck.  
 

● Pitch training 
A key part of the presentation also regards the spoken presentation. In order to help               
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participants prepare for a presentation to the jury, a pitch training session can be helpful in                
addressing insights for body language, speaking tonality as well as helping founders refine             
the way they tell the story. This session could be offered as an optional module aimed,                
given the fact that some participants might have a long practice in presenting to a jury.  

 
 
3.2.3  Events  
 
In the START Phase there are two obligatory meetings: The Welcoming Meeting and the START               
Selection meeting mentioned in 2.2.2. Especially the Welcoming Meeting can be created as small              
events to get together internally with the involved MediaFutures Partners to plan the first steps and                
select the participants for the next phase. As there is limited time in this phase (one month) and                  
more than half of the teams will not reach the next level of the programme, it makes little sense to                    
make big events with external partners like corporates and investors. To support the startups with               
specific input,a speed dating format with mentors can be set up. 
 

● Mentors Speed Dating 
Complementary to the aforementioned learning modules, the start phase can also offer a             
networking event between programme participants and mentors. A speed-dating format can           
be effective in promoting short meetings between the different teams and mentors. By             
implementing a rotation system in which mentors or teams can jump into a next meeting               
after a short period of time, several encounters can be promoted, allowing teams to              
establish contact and get short feedback from different experts. This event can also be              
used as a networking session, where different stakeholders (i.e. participants, mentors,           
consortium members) can exchange and interact.  
 

 
3.3        BUILD Phase 
 
In the BUILD phase, startups will focus for a 5 to 6 month period on their acceleration. In general,                   
an acceleration programme departs from an already existing product or service (at least in an initial                
mode, such as a demo or Minimal Viable Product) and is aimed at setting up experiments, scaling                 
the business, expanding the connections to potential clients or including additional, improved            
features to the technology provided.  
 
3.3.1  Goals  
 
Throughout the BUILD phase, participants will carry out the planned experiments, work on their              
product or service to achieve a refined version of the initial plan set in the START phase. The goal                   
in that phase is to reach product and business maturity. For that it is important to get connected                  
with corporates and investors to prove that their ideas work out. Ideally the startups win a partner                 
as a customer, to obtain a reference for the sustainability of the product or to gain an investment.  
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Finally, it is also intended that all participants reach the end of the BUILD phase with a                 
dissemination plan. This should be designed following a clear understanding of the product’s             
unique value proposition, as well as of market landscape (including key players, competitors, target              
audience) which should be acquired throughout the BUILD phase.  
 
 
3.3.2  Trainings  
 
As mentioned before, a wide range of training is offered by all the partners of the MediaFutures                 
Consortium, most of them are particularly suitable for the BUILD Phase. The sessions mentioned              
in the following chapter focus on the learning modules provided by NMA and are generally               
applicable to all startups. They are intended to provide participants with extensive knowledge to              
allow them to better tackle the challenges and make developments towards achieving the             
established goals.  
 
 
3.3.2.1 Understanding Media 
 
Providing context in regards to a particular industry can be very helpful to founders developing a                
disruptive product. In this regard, two workshops can be offered with the intention to enable               
participants to take a deep dive into the current status of the media industry. Media industry is here                  
understood by encompassing organizations that produce, distribute and monitor content, be it            
information, entertainment or advertising, in various formats (print, audio, visual, digital) as well as              
through multiple channels (print, websites, platforms, broadcasters, radio, social media platforms).  
 

● Introducing the Media Landscape 
The overall aim of this workshop is to provide participants with an overview of the media                
industry with an European focus, in regards to the latest trends of information consumption,              
distribution and monitoring. Here it will be helpful to introduce startups to numbers and data               
suggesting which technologies have been widely adopted by news organizations,          
broadcasters and agencies, as well as a tendency or prediction of which technologies and              
formats emerge as trends in the near future. At the end of this workshop, participants               
should be able to place their developing products or services within the overall arch of the                
media industry.  
 

● Innovation and Digitalization in the Media Industry 
This workshop complements the insights offered in the aforementioned one. The aim of this              
learning module is to shed a light on media organizations’s current implementation of new,              
innovative products. In this regard, an internal perspective from people working in            
newsrooms, broadcasters and agencies would be valuable to demonstrate to programme           
participants what challenges and potentials exist in regards to implementing an innovative            
technology into an existing organization structure. The input provided in this session can be              
used by participants to review and potentially adapt technology or business plans in their              
developing product or service, so as to better fit the reality of media organizations and               
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therefore increase the potential of a future collaboration with these stakeholders.  
 
 
3.3.2.2  Product and Business Development 
 
The initial business plan set up in the START phase can be revisited and refined throughout the                 
BUILD phase according to the feedback received by programme participants and assessments            
made in the three progress meetings. The suggested learning modules are intended to provide              
participants with valuable knowledge about key aspects to consider when developing a business             
plan in regards to market fit, price and sales to potential customers.  

 
● Business Plan Review 

Departing from the initial business plan drafted in the START phase, this module should              
focus on establishing concrete goals and measurement tools to monitor the development of             
the business plan. Feedback and inputs from mentors with expertise on financial business             
plans can be helpful in allowing participants to have a better understanding of how to face                
and address the points defined in their business plan. It would be also beneficial to have                
expert(s) sharing basic strategies for the development of a business plan (i.e. which data              
information is crucial to include, what are some common ways to establish KPIs, what are               
commonly known methods to review and assess the plan).  
 

● Sales and Go-To-Market Strategies 
Developing a business plan also requires a look into the actual market launch of the               
product or service, which makes official the offering of the product to the respective target               
audience. A sales and go-to-market strategy module can illuminate common practices,           
tools and softwares that can be incorporated by program participants in their individual             
strategy for releasing the product and acquiring customers. Points to be covered in this              
module include defining a strategy for sales, understanding how to best communicate the             
product and its value, become familiar with existing tools and examples that can be used to                
guide a sales strategy.  
 

● Pricing  
Providing participants with a deeper understanding of the different existing pricing models,            
especially in regards to products and services to the media industry, is another relevant              
aspect in the development and maturing of the overall business plan. This learning module              
is intended at addressing some of the most pressing questions when it comes to adopting a                
pricing strategy (i.e which factors to take into consideration when coming up with a price               
strategy, what are the differences between pricing models, what parameters can serve as a              
benchmark for a new product in the market). Including a pricing model can not only refine                
the business strategy, but also be an advantage when addressing potential investors and             
clients.  
 

 
3.3.2.3 Funding  
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As the BUILD phase advances through the months, participants are expected to already have              
preliminary contacts with investors, venture capitals or business angels to start initial talks on              
follow-up funding for the startups. The approach to these stakeholders requires a previous             
understanding of what metrics, information and perspective are key to leading a successful             
conversation that can potentially lead to onboarding investors. The following modules are intended             
to provide startups with a deeper understanding of how to address investors and venture capitals               
in a compelling manner.  

 
● Investors and VC approach 

Ths module, ideally hosted by an investor or member of a venture to capture her/himself,               
provides perspective and context in regards to the investors world. Participants should be             
able to understand what are the different possibilities of acquiring funding (be it from a               
public or private source), which metrics potential investors commonly look for (i.e. traction,             
speed of scale, team members) as well as best practices in regards of timing and location                
to address investors and VCs. This session can be also an opportunity for participants to               
clarify any pre-existing questions they might have in regards to fundraising.  
 

● Pitch deck for investors 
An important aspect of the fundraising process includes the presentation of information in a              
written form (pitch decks and one-pager). These are brief documents that are often sent out               
to investors prior or following-up a talk. These documents differ from a sales pitch deck in                
the sense that they generally contain more detailed information on the product description,             
pricing model, timeline for growth and fundraising as well as on team members. The              
one-pager document often contains detailed information summarized in a one-page          
document. This module will provide participants with a clear understanding of the key             
elements for structuring an investors pitch deck, both in regards to structure and content.  

 
 
3.3.2.4 Next Level Pitch 
 
The presentation of a product to an audience is an evolving process. At the START phase,                
participants should already have first contact with presentation techniques as well as first             
performance in front of the jury. The learning modules related to pitch in the BUILD phase are                 
intended to allow participants to improve and refine the communication of their product or service               
both in structure, format as well as performance.  

 
● Storytelling workshop 

Different from the initial storytelling offered in the STARTt phase, which should focus more              
on the structure of telling a clear, compelling story, this module is aimed at refining an                
existing story in order to communicate the best, most interesting and relevant aspects of it.               
This workshop, ideally set up in an interactive format, can help participants to take an inside                
look as well as peer feedback on respective claims and stories. At the end of the workshop                 
participants should have a better understanding of what aspects they can and should             
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highlight when presenting their story, both in written as well as when speaking to an               
audience.  
 

● Pitch training 
Pitch training is a module offered in the START phase, that also finds relevance in the                
BUILD phase. Reason for that being the fact that products and stories evolve and adapt. It                
is expected that participants have a better understanding of their product and business by              
the end of the build phase. Therefore, a pitch training session can enable participants to               
practice their presentations with the focus on the new, updated version of the product or               
service. It is also an opportunity to receive feedback and improve oral and body language               
presentation skills.  
 

 
3.3.2.5 Dissemination Strategy 
 
The dissemination strategy is designed to give the product or service visibility and exposure to               
relevant players (intended target audience). The following modules provide an opportunity for            
participants to better understand the basic setup of a communication strategy, including knowledge             
on specific inputs on marketing and public relations.  

 
● PR and Communications Strategy 

A successful dissemination strategy follows from a clear goal that is set up. This learning               
module is intended to provide participants of the programme with basic structure used to              
develop a successful communication plan. This includes an overall understanding of what            
is aimed with the communication, who is the target audience, what are the ultimate effects               
expected to be generated by the campaigns (i.e. acquire more customers, get higher             
visibility among desired target audience). Alongside with an overall communication          
strategy, this module can also provide insights on best practices for public relations,             
including topics such as how to write a compelling press release, how to build a database                
to disseminate future news, how to maintain and establish contact with the press to secure               
future coverage.  
 

● Online Marketing Campaigns  
This module sheds light on existing strategies for online marketing campaigns, with special             
regards on social media platforms as channels to disseminate the product or service. In this               
module, an expert from a digital agency can provide input on the different characteristics of               
existing social media channels (i.e. LinkedIn, Twitter, Facebook, Instagram, TikTok), that           
are commonly used practices for increasing reach and reaching the desired target            
audience, as well as monitoring the performance of campaigns through social media. A             
relevant input that can be included in this module is the suggestion or showcase of               
examples of tools and platforms that are used by managers to increase and monitor              
performance of online campaigns.  
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3.3.2.6 Data and Technology 
 
As mentioned before, there is a wide range of datasets, tools and training for the use of datasets                  
and technologies that startups can apply to their products or services. In the START Phase,               
participants can get an overview of what is offered. In the BUILD phase they can choose among                 
this selection what is fitting for their individual challenges. This service is contributed by WP4               
(“Access to Data and Experiments Support”). 
 
For each call there are catalogues of datasets making available different data assets for the call’s                
challenges. For example for the first call the programme offers amongst others the “Covid-19              
Fact-checkers Dataset”, “The CoronaVirusFacts/DatosCoronaVirus Alliance Database” or the        
“COVID19 Infodemics Observatory”. 
 
Furthermore, the MediaFutures Support Programme provides lists of technological tools          
suggested for startups and artists to collect new data, analyse and visualise datasets in order to                
create their projects on data and technology. 
 

● Digital methods: platforms for collecting, analysing and visualizing online data (e.g. DMI            
Instagram Scraper, Hyphe, Data Tools) 

● Data Science: Python packages for data service ( e.g. Scrapy, NLTK, Gensim) 
● Digital Art: Technologies for creative and artistic purposes (e.g. Processing,          

OpenFramewoks, PureData) 
 
Finally there is a catalogue of training courses that is offered in cooperation with the ODI and                  
other consortium partners (find here the continuously updated repository and the descriptions), i.e.: 
 

● Anonymisation is for everyone 
● Applying Machine Learning 
● Introducing to data ethics and the data ethics canvas 
● Open data in a day 

 
 
3.3.3  Events  
 
Several event formats accompany the range of learning sessions. They give the participants of the               
program the opportunities to make connections and interact with other startup founders, mentors,             
investors and other relevant stakeholders. The following section introduces event formats           
previously hosted by the NMA, which could potentially be included or adopted as part of the                
curriculum of MediaFutures programme.  
 
 
3.3.3.1 First Look Event 
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The First Look Event connects corporates and investors to take a first look at the teams that joined                  
the acceleration programme. It is an established NMA Format and takes place in different well               
known locations in Hamburg such as the NMA Office in the picturesque Warehouse District              
Speicherstadt in Hamburg or at the nearby Virtual Reality Headquarter (VRHQ). If a physical event               
is not possible due to Covid-19 restrictions, there will be a virtual counterpart: the First Look Event                 
can be hosted via online communication channels.  
 
During this obligatory event the teams will pitch their ideas and business models one after another                
to investors and corporates for the first time. Ideally, this leads to follow-up meetings with investors.                
The overall goal of this event is to establish first connections between the MediaFutures teams,               
partners and investors. In the long run it is supposed to lead to “Easy Testing” which is described                  
in 3.1.4. 
 
 
3.3.3.2 Media Match / Virtual Media Match 
 
The Media Match is also a recurrent NMA matchmaking event. It aims at connecting industry               
professionals, media managers, startups and investors in meetings of up to 20 minutes. The Media               
Match can be offered as an attraction part of the program of big, well-known events. Two editions                 
of Media Match were hosted as part of the “Online Marketing Rockstars Festival (OMR)”, one of                
the largest events in the industry in Germany. A pocket version of the format has also been hosted                  
in the USA, during SXSW in Austin, as well as with partners in New York.  
 
Although physical meetings are hardly to be replaced, there can also be a NMA proven-concept               
virtual version: The Virtual Media Match. Here the event format is converted into a virtual only                
matchmaking via the platform Deal Room Events. Deal Room Events has also been used              
successfully for connecting startups with artists for the SmA track. The participants get to create               
their own profile in the virtual matchmaking area and are able to reach out to relevant contacts                 
within the participant list via chat. If both sides agree to have a meeting at a set time, they can then                     
use the in-built video function in order to conduct a call on the platform. 
 
 
3.3.3.3 Spotlight Events 
 
The Spotlight Event series was created by NMA as a direct result of the Covid-19 impact and has                  
received positive feedback from the participants after four editions. The aim of this series is to                
promote valuable inputs and discussions between relevant players of the media innovation sector,             
always shedding light on a trendy, relevant topic for the media industry. It features startup pitches                
and a lively discussion between panelists and attendees, always with the help of a moderator.               
Corporates and investors that could be interested in that special topic are invited to a one hour                 
video call with the aim to connect the startups of the current accelerator with them. 
 
 
3.3.3.4 MediaFutures Peer Learning 
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In the second half of the BUILD phase we plan one event with all teams from the three tracks of                    
the current cohort. Here, all startups and artists will present their projects, their progress as well as                 
their failures and respective learnings. Startups from the NMA portfolio can be invited to share their                
experiences and learnings. This event will be a social moment, reinforcing the links between teams               
but also a possibility for peer learning. 
 
 

3.4 EXHIBIT Phase 
 

In the third and final stage, the startups and artists will present their results to a wide audience. All                   
teams reaching the defined KPIs thresholds will be invited to take part in this EXHIBIT phase. The                 
demo day will be the key event, organized for the successful participants of each cohort. If the                 
date fits and the Covid-19-situation allows, this event should be co-located with a major startup               
event to assure high visibility to the  success stories. 
 
On a big stage in a joyful atmosphere the teams will pitch one after the other their milestones and                   
achievements during the MediaFutures Support Programme to corporates, investors,         
disseminators and other stakeholders from the media value chain. They celebrate their success             
with the entire community. Highlights of this final event will be a graduation ceremony for all                
startups and artists who have reached their goals. A prize of 5k€ for artists and 10k€ for startups                  
will be awarded to the most successful contestants following the decision of a jury panel.               
Furthermore, successful startups can be granted fast track access to the NMA acceleration             
programme, the further funding subject of approval by NMA. 
 
All startups who finished the whole programme are invited to be part of the NMA alumni network.  
Thus they still remain on the radar of the NMA team as portfolio companies and furthermore                
benefitting from NMA assistance and advice. This will be presented in detail in the deliverable D2.6                
“Peer networking and alumni services” which is led by NMA as well and which will be published at                  
the end of the MediaFutures project. 
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4 Conclusions 
 
This document describes the acceleration services of MediaFutures Support Programme that aims            
to bring startups and SMEs of the SmA track and of the SfCtrack to a next level of maturity. This                    
programme is set up complementary to the Residencies Framework elaborated in D3.1. The             
services of the incubation and accelerator programme consist of advisory, mentorship, training and             
events and will be customized to the needs of the startups and the profile of the entrepreneurs and                  
artists.  
 
The catalogue of activities offered in this document is an overview of the wide range of potential                 
activities to guarantee that the participants of the programm get the appropriate support. It is based                
on previous experiences by the NMA running an accelerator programme. These activities and             
events will be adapted and modified following the selection of the startups of the MediaFutures               
Support Programme, in order to address the needs of the teams. 
 
The list of training opportunities mentioned here will be complemented by the catalogue of learning               
activities summarized in WP4. Several events, an integral part of the acceleration programme, are              
planned for startups, mentors, corporates and investors to get to know each other and make               
further cooperation possible. Due to the circumstances of Covid-19 almost all activities, at least for               
the first cohort, have to be virtual or have to be adapted to a digital format. 
 
All services of this programme support the participants of MediaFutures in developing an             
innovative service or product for the media industry, bringing it to the planned maturity and               
achieving the goals they defined. The programme helps new and unconventional ideas, artworks             
and business models to engage with quality journalism, science education and the democratic             
process. It is one of the essential ingredients for creating an European data innovation hub that                
connects artists, startups and other stakeholders in the media value chain.  
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