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AGENDA

As of May 5, 2010

Editorial Overview

Tuesday, May 25
18:30 — 21:00 Welcome Cocktail

Wednesday, May 26
07:30 — 08:30 Registration
08:30 — 08:45 Welcome Speech

09:00 — 11:00 Keynote Session: Can Venture
Capital Be Truly Global

- Qualcomm Ventures Europe, Frederic Rombaut

- SAP Ventures, Joerg Sievert

- Samsung Ventures, Michael Jeon

- Scottish Equity Partners, Mark Gracey

11:00- 11:30 Coffee Break

11:30 — 12:15 Keynote Session: Where is the
Exit?

- Atos Origin, Bruno Vaffier

- Batley Capital, Nasser Batley

- GP Bullhound, Per Roman

- Index Venture, David Rimer

12:15 -13:30 Lunch

13:30 — 15:30 Presentations: Red Herring 100
Europe Finalist

15:30 — 16:00 Coffee Break
16:00 — 17:30 Presentations: Red Herring 100

Europe Finalist
17:30 — 18:30 Roundtables
- Mobile: New Business Models, New
Markets
- Clean Tech: Investors Find Refuge in Sun
- Monetizing the Social Network
19:00 — 21:30 Cocktail & Dinner Party

Thursday, May 27
07:00 — 08:00 Breakfast & Registration

08:30 — 08:45 Welcome Speech

09:00 — 11:00 Keynote Session: Funding: Where
is the Money

- DN Capital, Nenad Marovac

- Grazia Equity GmbH, Jochen Klueppel

- Truffle Venture, Bernard-Louis Roques

11:00- 11:30 Coffee Break

11:30 — 12:15 Keynote Session: Where to Invest
in 2010 and Beyond?

- Banexi Ventures Partners, Michel Dahan

- Earlybird Venture Capital, Wolfgang Seibold
- Innogest SGR S.p.A, Claudio Giuliano
12:15-13:30 Lunch

13:30 — 15:30 Presentations: Red Herring 100
Europe Finalist

15:30 — 16:00 Coffee Break

16:00 — 17:30 Presentations: Red Herring 100

Europe Finalist

17:30 — 18:30 Roundtables

- Going Global: Lost in the Translation

- Lessons Learned: The Path to Success
19:15 — 22:00 Red Herring 100 Award Ceremony

& Dinner
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Editorial Overview

Keynote Session: Can Venture Capital Be Truly Global?

Globalization has changed venture capital. VCs can no longer boast that they won't invest if the
company is more than an hour away. Some VCs have set up joint ventures in Europe, India and
China; others have dispatched partners and junior staffers. What is the impact on the entrepreneurs
who have long depended on VCs not just for money but for introductions and access to their
networks? A panel of experienced investors will discuss the new landscape and share their
perceptions of how their missions have changed with the globalization of the economy. How are they
sourcing and vetting companies? How do their investment interests vary by region? How valuable are
cross-borders investments? Or should they even consider going global?

Date and Time: May 26, 09:00 — 11:00
Participants:

- Qualcomm Ventures Europe, Frederic Rombaut
- SAP Ventures, Joerg Sievert

- Samsung Ventures, Michael Jeon

- Scottish Equity Partners, Mark Gracey

Keynote Session: Where is the Exit?

It's been a dismal downturn for IPOs of the past few years. But there are signs of change. The
second quarter of 2009 saw 12 IPOs from U.S. companies, raising $1.6 billion, the first increase in
IPO action since the fourth quarter of 2007. What makes now any different? For one, with the buyout
boom gone bust, private equity-backed offerings are making a showing. Further, M&A deals are
yielding lower valuations, making it less attractive yet at times the only avenue to liquidity. The players
may have changed, but the game remains in play. What does the new deal landscape look like and
what are the common characteristics of success.

Date and Time: May 26, 11:30 — 12:15
Participants:

- Atos Origin, Bruno Vaffier

- Batley Capital, Nasser Batley

- GP Bullhound, Per Roman

- Index Venture, David Rimer
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Mobile: New Business Models, New Markets

As companies across the mobile value chain develop their 2010 strategic plans, they face an
increasingly competitive and complex market. Many of the world’s leading mobile operators,
manufacturers, and solutions providers must identify growth opportunities in mobile devices, smart
phones, wireless network strategies, mobile media and messaging, and enterprise services. Will 2010
be the year when new use cases and emerging business models start to make their mark? What can
we expect from the consumer market? And what are the latest trends in the mobile enterprise space?

Date and Time: May 26, 17:30 — 18:30
Participants:

- Cartagena Capital GmbH, Falk Miiller-Veerse
- Nauta Capital, Javier Rubio

- Nokia Point & Find, Philipp Schloter

- SMS PASSCODE A/S, Lars Nielsen

Clean Tech

For 2009, global investments in clean technologies dropped 33 percent to $5.6 billion from $8.5 billion
in 2008, according to a report from the Cleantech Group and Deloitte, which tracked venture
investments across North America, Europe, China, and India. But that decline marks good news,
relatively speaking. The drop actually puts cleantech on par with 2007 investment levels while overall
venture capital retreated to 2003 levels, according to the report.

What’s keeping clean tech hotter than other areas? Interest in solar companies attracted 21 percent of
clean tech venture funding, or $1.2 billion in 2009. That was followed by 20 percent for transportation
— electric cars, advanced batteries, and fuel cells — that took $1.1 billion. But the one to watch, says
the report, is so-called energy efficiency, which grabbed $1 billion, or 18 percent of the funding. And
regionally, China is piping hot. Investment levels there were almost unchanged from 2008 to 2009,
and M&A activity logged a historic high of $5.5 billion for 2009. China also accounted for 72 percent of
global IPO proceeds, raising $3.4 billion from 17 companies. What do these trends mean for 2010,
and what are the sectors and regions to watch?

Date and Time: May 26, 17:30 — 18:30
Participants:
- Canatu, David Brown

- Epuramat SA, David Din
- Good Energies, David Metzger
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Monetizing the Social Network

Ad-funded social networks will provide the bulk of revenues in the mobile user-generated content
space by 2013, according to a new report from Juniper Research. The report also expects the number
of active users of mobile social-networking sites to rise from 54 million in 2008 to nearly 730 million in
2013. How can carriers, social networks, and advertisers alike take advantage of this emerging
market? Are there any methods of revenue generation for mobile social networks other that
advertising, subscription services, and premium upgrades?

Date and Time: May 26, 17:30 — 18:30
Participants:

- eZ systems AS, Roland Benedetti

- Sevenload, Axel Schmiegelow

- Sports Alliance, Anthony Khan
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Keynote Session: Funding: Where is the Money?

The recession has made it harder for venture-capital firms to raise funds, causing already picky
investors to become even more selective about the firms they choose to fund. Competition for venture
capital has always been fierce, but the economic meltdown has intensified the battle, forcing
companies that would have been able to secure funding a few years ago out of the game. Venture
capitalists raised $8 billion in 83 funds during the first nine months of 2009, down from the $18.9
billion raised by 141 funds in 2008, according to a Dow Jones report. Given this climate what are
startups alternative sources of survival? What should burgeoning companies do to make themselves
stand out in the startups pool?

Date and Time: May 27, 09:00 — 11:00
Participants:

- DN Capital, Nenad Marovac

- Grazia Equity GmbH, Jochen Klueppel

- Truffle Venture, Bernard-Louis Roques

Keynote Session: Where to Invest in 2010 and Beyond?

Silicon Valley is dead, say some industry insiders. So where are the hot new geographies and startup
sectors that venture capital will deploy funding? First, the new mantra for entrepreneurs of budding
startups is "capital efficiency." What this means is venture firms are looking at regions that can build
promising companies capable of producing more product for less cash, offering better ROI. That path
has often led to China and India but has also seen favorable returns in Europe. For example, some
industry estimates put the ROI on China upstarts at 10x what a startup investment in the United
States returns. Also, smaller, more-focused investments from smaller funds are proving better
vehicles for GPs to produce returns to their LPs. Along with capital efficiency, manufacturing-intensive
investments are taking a back seat to funding priorities of intellectual property and software, among
others. Come study the global startup landscape and learn where the smart money is going from the
likes of Accel and others.

Date and Time: May 27, 11:30 — 12:15
Participants:
- Banexi Ventures Partners, Michel Dahan

- Earlybird Venture Capital, Wolfgang Seibold
- Innogest SGR S.p.A, Claudio Giuliano
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Going Global: Lost in the Translation

In times of recession, businesses must react to the new economic conditions by proactively seeking
out new opportunities wherever they may be. Just because the global economy has ground to a halt
in 2009 doesn’t mean that companies’ growth initiatives should follow suit. This roundtable will
analyze how companies plan, scale and implement international expansion as well as the simple and
compelling reasons for going global: Build more brand and shareholder value, add revenue sources
and growth markets, reduce dependence on your home market, leverage existing corporate
technology etc.

Date and Time: May 27, 17:30 — 18:30
Participants:
- Ciklum, Torben Majgaard

- Intralink Limited, James Lawson

Lessons Learned: the Path to Success

Initially, almost every startup begins with zero assets, no profits, few resources, and perhaps a
handful of people, possibly even just the entrepreneurs. By the second year the company should have
grown through sales of its products or services, and increased the number of employees, in addition
to the original founders. At this point the company should focus all of its resources on snaring a
strategic customer, which is the best customer that can make the company an attractive acquisition.
This of course is an ideal scheme in an ideal market. In our real world, how do burgeoning companies
grow from alpha to a strong, mature company with various exit opportunities? How do they become
an alluring acquisition target?

Date and Time: May 27, 17:30 — 18:30
Participants:

-TBD

- TBD

-TBD
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