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What is INTERREG Atlantic Area

As part of the European Union’s (EU) Cohesion Policy, the INTERREG Atlantic Area supports

transnational cooperation projects in 37 Atlantic regions across five countries, namely, France,

Ireland, Portugal, Spain, and the United Kingdom. The programme overall objective is to carry

out solutions aimed at answering regional challenges in the fields of innovation, resource

efficiency, environment, and cultural assets, and fostering regional development and

sustainable growth.

The importance of the ICT & Digital sectors in EU’s economy

The Atlantic Area Cooperation programme highlighted the important role that the ICT and

digital sectors will play in stimulating innovation on a regional level. In fact, the digital

economy is rapidly growing worldwide. It is a major driver of innovation, competitiveness and

growth and holds huge potential for both European entrepreneurs and small and medium sized

enterprises (SMEs) which form the backbone of the European economy. As outlined by the

European Commission (EC) within their “SME strategy for a sustainable and digital Europe” SMEs
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are of paramount importance in the EU economy. The Commission stresses that ‘they employ

around 100 million people, account for more than half of Europe’s GDP and play a key role in

adding value in every sector of the economy.’
1

What is the Atlantic Digital Start-up Academy (ADSA)?

European start-ups, particularly in the Atlantic Area countries have many success stories within

the digital market. Yet, it is important to note that these success stories have the potential to

grow further and new start-ups of the digital economy in Europe need to be supported from

their early age to be able to adapt to and benefit from international opportunities and this is

exactly where the Atlantic Digital Start-up Academy project comes into play.

Along its implementation, ADSA have supported digital start-ups through a tailored support

programme which included mentoring, training, networking, and events. The Academy helped

research new markets, tested their products, developed know-how and formed partnerships

that are instrumental to successfully selling in overseas markets. Furthermore, it is important to

underline that the Atlantic Area is indeed considered a first step for start-ups to discover new

markets, to benefit from training in testing their product / offer and ultimately doing business.

ADSA Achievements:

1
https://ec.europa.eu/info/sites/info/files/communication-sme-strategy-march-2020_en.pdf
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Partners involved in the project:

ADSA is a European partnership of support organisations / agencies across 5 EU Atlantic Area member

states each bringing their set of expertise, experience, and networks together to support start-ups expand

their business abroad. The implementing partners include the following:

Technopôle Brest Iroise (Lead Partner)

WestBIC

CEEI Bahia de Cadiz

SPN

LEO Cork City

Enterprise North-West

IPN Incubadora

Universidade do Porto

Consejo Andaluz de Cámaras de Comercio

EBN - European Business and Innovation Centre Network

An overview of ADSA Best practices

During the project implementation, several activities were carried out to provide digital

start-ups with measures that supported their growth, in particular by entering new markets. All

the actions were carefully analysed  and assessed by project partners during dedicated

meetings where they selected the actions that best served the supported start-ups.
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Tailor made trainings for greater impact

A one-size fits all training approach does not work for start-ups. Start-up training modules

should vary in accordance with the stage of development of a business but also their specific

needs. Training programmes need to be in line with the entrepreneurial “learning by doing”

mindset, which is a key takeaway of the ADSA project. Through the extensive training modules

offered to the selected ADSA start-ups, partners found the following formats effective:

Experts in residence – 3 experts specialised in

a specific sector (previously identified in

accordance with the selected start-ups needs)

were invited to spend a whole day with the

start-ups with the aim to exchange knowledge,

methodologies and tackle diagnosed

challenges.

5



Whilst in a group setting, a methodology

based on action learning principles was

used with the objective of generating

practical knowledge and a peer support

group for all participants. By following this

method, a very supportive

learning-oriented environment was created

which resulted in building confidence

amongst participants thereby allowing

participating start-ups to go beyond the

“everything is great” façade.

Preparation is key

Every start-up founder knows that raising funds is a key aspect of every entrepreneurial

journey, which requires extensive preparations, commitment, and a clearly defined path to

follow. ADSA partners developed a one-to-one support mechanism in which business plans

were reviewed, pitching exercises were implemented and introduction to investor networks

were made, which resulted in 3 ADSA companies successfully securing public and private

equity.

The importance of good partnerships

In today’s business world, one of the key assets is finding reliable partners who are convenient

for mutual promotion, mentoring and essentially any other activity that may offer mutual

benefits to both organisations. ADSA partners in the framework of WP5 ‘Pilot actions for

digital start-ups’ experienced this first-hand whilst setting-up ADSA’s Demo Day, a 2-day event

bringing together all project stakeholders (start-ups, coaches, business support organisations

and implementing partners) and attracting more than 30 ADSA companies. The Demo Day
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was organized in the framework of the Digital Health Venture Forum, an event promoted by

the University of Porto with the support of Tech Tour to connect companies with venture

capitalists and investors to increasing the opportunity of raising funds.

When organising an event for such a diverse set of stakeholders, it is essential to consider the

following elements:

● Plugging the event into a larger initiative (when possible) often results in increased

business and networking opportunities for participants.

● The event needs to be organised in collaboration with existing networks (i.e. investors or

start-ups) to capitalise on their established pool of stakeholders which results on one

hand in increased visibility but also on a diverse set of stakeholders attending the

event.

● The selected ADSA start-ups who participated in the Demo-day event felt that it was

successful in generating a group affect between the start-ups thereby enhancing

relationships and exchanges amongst themselves.

The importance of face-to-face relationship building activities

We live in a digital era in which billions of individuals use smartphones and social networks for

online networking. Thus, it is easy to think we are shifting away from in-person activities. Whilst

this might true, it is important to note that no matter how much we like social networking, in

person interactions are key to relationship building, both for professional and personal

purposes. This has, indeed, been a key finding of the ADSA’s Study visits in which both Business
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Support Organizations (Business Support Organizations (BSOs) and digital start-ups

participated in a set of workshops aimed at enhancing their knowledge around capacity

building. The study visits provided an opportunity for ADSA’s stakeholders to get out of their

comfort zone and discover a new ecosystem. More importantly, the study visits created the

right environment for Business Support Organizations (Business Support Organizations (BSOs)

to network amongst themselves and learn from each other thereby fostering new working

relationships.

Participation in trade fairs and events

One of the main challenges start-ups meet during their life cycle is to scale up quickly,

therefore support measures that guide them through this journey are essential to their growth.

To advance in the scale up process, start-ups need to increase their visibility among the right

stakeholders. The ADSA project designed several activities in this regard which have been

positively perceived by the participating start-ups, nevertheless offering the chance to attend

fair trades and large events as part of the ADSA community was the best way to gain visibility

and establish relationships with stakeholders who can directly or indirectly play a role in their

growth path. The project managed to facilitate the participation of ADSA delegations in

several events – i.e. the Dublin Tech Summit or the Web Summit - offering the companies the

chance of taking part in initiatives that opened up to the several opportunities like networking,

peer-to-peer learning and exchange, meeting potential clients and pitching in front of

investors, which could not happen at the same time in a different set up.
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Our contacts

Website: https://atlanticdigitalstartups.eu/

E-mail: info@atlanticdigitalstartups.eu

Telephone n.: +33 (0)2 98 05 44 51

Twitter: https://twitter.com/adsa_startups

LinkedIn: https://www.linkedin.com/company/atlantic-digital-startup-academy/
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