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> A sneak peek at our 2022 report

How do you expect your company’s level of engagement
in the startup ecosystem to change from this year to
2023 (looking ahead to the coming year)?
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> A sneak peek at our 2022 data

What is the biggest challenge or constraint on your startup engagement activity in 20227 (vs. 2021)

aieo _— . . 54.9%
Convincing other decision makers to invest or engage with a startup 72.3%
Differences in operating speed 56.4%
Different expectations (priorities, load of relationship) 52.1%

Lack of clear process/structure

Legal / ownership / IP issues

Lack of staff

Hard to find relevant startups

Integration with existing systems (e.g., IT)

Differences in culture

Lack of corporate funding

Startups challenged on funding / future may be in doubt

Startups not focused on our collaboration opportunities

B Biggest challenges in 2022

B Biggest challenges in 2021
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Take-aways from yesterday’s workshop

* Defining the ‘'why’ — what are you trying to get/solve?

* Understanding what it means to be a good partner is essential

* R&D needs to be an enabler, not an enemy

« Creating the right pathways, paperwork, and urgency

« FOMO / competitive dynamics. Fear works.

* You're not looking for just any startup that wants your logo on
its website. Quality, relevance, "most likely to succeed.”

* No matter who you are, this stuff is hard!
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Plug in to the Startup Ecosystem XPLANAT ONS com

No one would deny there's a [ot happening in the world of startups. But how can large companies tap into it, in
away that aligns with their objectives and creates real value? We've laid out seven of the most common
approaches to doing that — from totally free and lightweight (setting up a meeting with a fledgling company)
to most expensive and involved (billion-dollar acquisitions). And with input from actual corporate innovators,
we've detailed the drivers behind them, as well as some key questions to think through.

Startup Scouting & Engagement

“Let's get a glimpse of the future by meeting some disruptors!”

Acquisitions

“A billion dollars is a steal for this company: they built a
great product, found ¢ and they're growing.
We need to own them before our competitors do”

4 % 0 Corporate Venture Capital

“We've got deep industry knowledge, and we can pick the
startups that are most likely to succeed.”
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Open Innovation & Hackathons
"Why don't we source ideas from outside our walls —
from ps, studs and soloii 1
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Ad Hoc Investing
Pilots/Proof of Conce pts “This startup is key to our future, and we should Accelerators
“We really like this concept, so let's set up a pilot test. If that own a piece of them, especially since any com- Nz “Let’s attract a cohort of young companies focused on our
works, we can go bigger” mercial relationship we develop with them will industry, and make a portfolio of small bets. One of them

immediately increase their value”

must be working on the next big thing!”
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