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CIRCULARBUSINESS

P A R T N E R S The intent of this document is to present the purpose, formats and stakeholder context of the Circular business
m Academy to aspiring partners and clients.

I N C H A N G E The document is subject to subsequent changes and improvements. All contained information is intended solely to
destined parties with the best intention to encourage engagement and collaboration in the project and not in a
sense of a legally binding commitment by Gm.

Copyright: Gm, 2019
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Empowering early stage investors

The Early Stage Investing Launchpad — ESIL is a Pan-European community
aiming to improve angel investment market, stimulate cross border
investment opportunities, find new deals, connect the most relevant
networks and build a tailored training programme for local ecosystems.

ESIL's mission is to recognise new investment opportunities and best practices focused on building a tailored training
programme for local ecosystem.

More on https://www.europeanesil.eu/



““A= ESIL

Empowering early stage investors

How does it work?

Early Stage Investing Launchpad (ESIL) is the service platform for communities of
early-stage investors in Europe

- facilitating the take up of angel investing,
- overcoming obstacles related to market outreach and

- engaging innovation ecosystems’ key actors

EUROPEAN COMMISSION
DIRECTORATE GENERAL FOR RESEARCH & INNOVATION




Who we are
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What challenges we address
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ESIL - a blend mix of online and offline tools forming a capacity
building program based on:

Onli hing

Onlin unity Webinars Intimate events

Study visits Open days
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Today we bring together circular front-runners with investors and
representatives of the innovation ecosystem to assess the maturity of
Investment opportunities in circular ventures.
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CIRCULAR
BUSINESS

Tailored professional training programmes, enabling
enterpreneurs, managers and policy-makers to embrace
circular business model innovation.



CIRCULARBUSINESS

Assist managers to master business transformations of from linar to circular;

Offer support to entrenreneurs in the development of circular businesses and seize
their circular potential;

Develop competencies and skills needed to embrace circular business models and
support implementation;

Facilitate investment decisions into sustainable business and facilitate financing of
sustainable projects;

Promote best practices and develop learning tools.



Formats

CIRCULAR OPPORTUNITY DAYS

FULL-TRACK CBA

IN-COMPANY INITIATION PROGRAMM =3
ADVISORY AND MENTORSHIP
CIRCULAR SCALEUP MODULE (INVESTY 2N E NI N[=5S)

FINANCING FACILITATION



Clients and partnerships
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How can we support
entrepreneurs, investors,
facilitators and financial
Intermediaries to accelerate the
circular trasition and do good
business?




|. Focus on business models

Seven implications of More dismantling &
circular business model @xiiKing products than BEIC GVINEES Tl
transformation using virgin feedstock customer (intermediate)
) .K‘ey Value /45"’\8"
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cooperate in the value chaN
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Asset management
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Different cost drivers If pay per use / lease,
and cost structure stable cash flow, but no

full payment at transaction

Business model canvas (source: Osterwalder & Pigneur, 2010).
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2. Understanding opportunities of circularity along
the value chain

Circular

supplies

Product life-
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Sharing Product as a Resource
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Adapted by Circular Advantage, Accenture, 2014 6



3. Understanding the typlogy of linear and circular risks in a
circular transformation process

Five generic

business \
models and l

three financing /
. . SALES AND PRODUCT/ END-OF-LIFE REVERSE
PRDCUREM ENT DPEH.P.TIDNS LOGISTICS DHSPOSAL LOGISTICS

prOflleS N a MARKETING SERVICE u5|-:

™ ™%
> > L) / Circular use models - CUM Circular output models - COM

" " " Optimisatien_of product use, Focused onthe use of products afterthe
Circular innovation models - CIM CELEIETIE DTSRl R T end of their life cycle, regeneration and

the_product Wiz sz i2on, reuse in subsequent value chains.

Product- and process- related innovation, enabling maintenance); focused on total
reuse and regeneration of end-of-life disposal from lifecycle ownership and Liability: or
other value chains. product-service systems or sale-

and-lease-back models.
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CIRCULARBUSINESSOACADEMY
Tools and methods
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Circularity assessment matrix representing a
hypothetical example
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Tools and methods

META Challenge-
based innovation
platform

SCALING-UP FROM
PILOT TO CIRCULAR
BUSINESS

\

CIRCULAR

1 0 STEPS

TOWARDS
A CIRCULAR
BUSINESS

° BUSINESS MODEL

-

BOOSTER

META Pl Booster
and Investment-

readiness tools
(2016)

INNOVATION

10-step circular
transformation journey

Source: ,Circular Business, Collaborate and Ciirculate, by Bocken, Kraaijenhagen, Van Oppen

CIRCULARBUSINESS O ACADEMY

Evaluate and learn
between every step
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Figure 9.1 Conceptual sustainable business model framework.
Sonrce- Bocken and Shoert (2016), adapted from Richardson (2008) and Osterwalder and
Pigneur (2005), Bocken et al_ (2014) and Short et al. (2014)



International CBA Faculty

Mag. Jurij Giacomelli
Founder, Giacomelli media

Dr. Dragica Marini¢
Head coordinator
SRIP Circular Economy Networks

Dr. Slaven Mickovi¢
Experienced risk manager

Christiaan Kraaijenhagen
Inonnovation strategist
Founder Innoboost

Danila Poggi Canciani
’ Communication, human
f >

~ . empowerment

Mirjana D. Perko
Incon d.o.o.
Chairperson

Mag. Karin Huber-Heim
Senior expert on social
responsibility and
stakeholder management

= "_J Mateja Mesl
" director
Paper and Pulp Institute

Tadeja Prosen

Giacomelli media

Circular Business Academy
Programme Manager
Circular econ. legislative
framework

tadeja.prosen@giacomellimedia.com
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Circular expert practitioners

We can do it together. Welcome to apply and get selected into the initial class..!

You will: We will prepare update and support:
Be publicly promoted as a selected expert on the CBA (1) competence guidelines
web site. (2) dedicated seminars and

(3) knowledge exchange meetups
Commit to promote the Academy's programme, share
knowledge and contribute to its development ... to make our knowledge grow.

Attend two seminars or programmes per year as an

active "expert" (speaker, discussant, working group First seminar to be scheduled for January 2020.
leaders or facilitator or as a mentor.

We will foster the network, commit to and maintain

Undertake other expert roles at your own initiative: o . .
clear criteria to be a part of the Circular expert

- Develop research survery e
- Propose, prepare and implement your own formats practitioners.
and case studies



CB Investor Network

Intended to support firms pursuing circular transformations and sustainable growth strategies across the EU
withthe focus on the Alpine and Adriatic-lonian EU macro-regions.

Intended to:

Support growth of innovative
startups and scaleups (SMEs and
small caps) with a high growth
potential and the capability to transit

towards sustainable and circular
economy business models, by
thriving on the fundamental
dynamics of the circular

transformation

Geographic focus: EU, focus on the
Alpine or Adriatic-lonian EU macro-
regions

By:

Target selection process of potential investees by
Screening An
Sustainability evaluation outgrowth of
Circularity assessment

Advisory S A — ESI L

Empowering early stage investors

... through the CBA programmes.
Advising on active investment readiness and partnerships
monitoring, challenging, supporting and supervisint the

invested companies

Fund Raising




Next appointments

CIRCULAR OPPORTUNITY DAYS

11TH DECEMBER: Sustainable financing and circular business models for banking
JANUARY 2020: Expert practitioners seminar

March 2020: Full Track CBA

SPRING 2020: Circular scaleup module (tbd)
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www.circularbusiness.academy




