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Handwerk International Baden-

Württemberg

Network member 

since 1987

Metalworking, 

electronics, medical 

devices, sustainable 

construction

39 matchmaking 

events in the past 10 

years

• Information and advice in internationalisation and 

EU matters

• Organisation and implementation of matchmaking 

events on international tradefairs and congresses

• Factfinding missions and delegations

• Projectmanagement of European Projects

• Network
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Examples and Impressions

Company Mission

CEB Stuttgart

05.-07.03.2014
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Examples and Impressions

Brokerage Event

Global Connect 

Stuttgart

04.-05.11.2014
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Examples and Impressions

Company Mission

Izmir/Istanbul Turkey

19.-23.03.2013
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Examples and Impressions

Brokerage Event

AMB Stuttgart

17.09.2014
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Examples and Impressions

Company Mission

Sweden/Norway

09.-13.11.2011
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 Input on most important market access instruments used in the 

Network 

 Case Study on different target groups and their needs and objectives

 5 steps to organizing BEs and CMs successfully 

Structure
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Market Access Instruments 

Advertisement • cooperate identity • wide spread

• little control over target group

• expensive

Internet / website • easily accessable

• low costs

• regular updates

• virtual meetings

• little control

Database / market

place

• focus on certain branches

• promotion

• low costs

• virtual meetings

• little control

Fact-finding-trips • overview of market

• contacts to multipliers and

business partners

• low costs

• needs follow-up

• individual objectives

 Instruments
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Market Access instruments 

Brokerage events: • Plattform for SMEs/Research institutes, to meet 

and to do business

• Using the European Network to facilitate 

business contacts

• Stand-alone events: during tradefairs/combined 

events with site visits 

• Using the European network to facilitate 

business contacts

• Multi-sectorial/focus on one specific sector

• Regional/national/international
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Brokerage events

• Individual meetings

• Preorganized meetings

• Companies are prepared

• Little costs

• Little time

• Little labour

• Representative amount of 
participants

• Level of market information
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Market Access instruments 

Company visits: • Instrument for SMEs/Research institutes to 

undertake first steps into a new market 

• Using the European Network (including 

stakeholders) to facilitate business contacts 

• Very flexible and individualized instrument –

allowing combination of different market access 

instruments 

• Multi-sectorial/focus on one specific sector 
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Company visits

• Very flexible (schedule)

• Very individualized

• Preorganized meetings (hotel; on 
the spot)

• Contacts to multipliers

• Object and company visits

• Tradefair visit

• Exchange within the outgoing 
group

• Little costs, little time

• Little labour (needed from the 
company)

• Intensive preparations for every 
company
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Tradefairs (visitor/exhibitor) 

• Amount of exhibitors/visitor of 
a specific sector 

• Regularly repeated event

• Overview of market/ 
competitors in a short period 
of time

• Information about new trends 
and products

• Visibility of the company

• Joint participations

• Cost-intensive

• Labour-intensive

• Time-consuming
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Target group SME

• Global markets

• Big international companies

• Increasing pressure on SMEs 

 Price

 Just-in-time delivery

 Competition

 Missing international network

 Demand of full package services

 Focus on individual customer oriented solutions 
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Target group SME

• Up to 250 employees (depending on sector/country) 

• One decision-taker (the boss) 

• Little human resources in administration and sales (≤ 25%)

• Little financial possibility 

• Flexibility

• Innovation potential 
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Case Study

• Form 3 groups

• Define needs and objectives of your target group and give 

recommendations on how you can assist them best

• Time: 15 minutes

• Presentation and discussion: 15 minutes 
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Case Study

Group 1

• Cluster organization

(automotive; 20 members)

• Represented by the cluster

manager
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Case Study

Group 2

• Company (80 employees, some

international experience)

• Producing special purpose machinery

• Represented by the managing

director and the technical manager
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Case Study

Group 3

• 6 start-up companies from different 

sectors – being in an incubator

• The meeting takes place with all 6 

company owners and the incubator

manager
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Active networking –

Business  co-operation

create win-win-situations
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Organizing BEs and CMs sucessfully

EVENT

1. Analysis 
• of the event/sector 

• of the target groups (are you doing it for the companies or for your boss?) 

2. Cooperation
• with the tradefair organisers 

• with stakeholders/EEN members

3. Use the working groups‘ checklists – timing!!!

4. Matchmaking software 

5. Registration of the event 
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Creation of Brokerage Events (BE) and 

Company Missions (CM)

• Preparation – Implementation – Follow up

• Eligibility criteria

1. Event should be organized by a Networks partner(s)

2. Event must have a transnational chraracter (BE), 

Event should target a foreign country (CM)

3. Event should be registered on time in the Events‘ Database

Registration in the Network Event Database is compulsory! 

http://een.ec.europa.eu/tools/EVE/Event/Create

http://een.ec.europa.eu/tools/EVE/Event/Create
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Creation of Brokerage Events (BE) and 

Company Missions (CM)

• Minimum lead-time to publish BE/CM in the Events' Database

 Brokerage events not using an online IT Tool:

• Small BE – up to 4 EEN partners involved – 3 month in advance

• Large BE – 5 partners and more – 6 month in advance

 Brokerage events using an online IT Tool:

• Small BE – up to 4 EEN partners involved – 1.5 month in advance

• Large BE – 5 partners and more – 3 month in advance

 Company Missions:

• CM – usually 2 EEN partners involved – 3 weeks in advance 
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How to create 

an event?
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How to create an event

• Enterprise Europe Network Hompage
 Member‘s Corner 

 Log in

 Partnering tools

 Events 
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How to manage 

my events?
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Where to find 

further 

information?
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Where to find 

interesting events 

of partners?
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Cluster

• Cluster Contact Points (CCP)

 „network within the Network“ 

 Platform for the exchange of ideas, experiences and 

knowledge between cluster experts in the Network

 Providing Information about local clusters 

 Cluster brokerage events 

 Internationalization of clusters 
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More information…
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Sector groups

• Aeronautics and Space

• Agrofood

• Automotive, Transport and Logistics

• BioChemTech

• Creative industries 

• Environment

• Healthcare

• ICT Industry and Services

• Intelligent Energy

• Maritime Industry and Services 

• Materials

• Nano- and Microtechnologies

• Services and Retail

• Sustainable Construction

• Textile & Fashion 

• Tourism and Cultural Heritage

• Woman Entrepreneurship
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Sector groups

Services: 

• Organization of BE and of targeted CM

• Providing qualified feedback to European policy makers and

stakeholders

• Organization of international events

• Providing Support to SMEs

• Supporting innovation and internationalisation activities of clusters

• Publishing publications
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More information…
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Information on specific sector groups
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Organizing BEs and CMs successfully

• Consultation

• The company profile

• Assistance when selecting potential business partners onlineB
E

F
O

R
E

D
U
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IN

G
A

F
T

E
R

COMPANIES

• Presence during the meetings

• Follow-up
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The company profile 

• Information on the company

• Information on the product

• Information on the 

cooperation objectives 
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The company profile 

• Clear, understandable, 

concise and consistent 

• Advantages of the 

company/its products outlined

• Cooperation objectives 

(search/request): clear and 

focused! 



Title of the presentation | Date |‹#›

Why are follow-up activities important?

• For companies: to turn contacts into contracts

• For network partners: Commission puts emphasis on agreements (PAs)

• For matchmaking in general: building a customer-base

• Basis for best practice cases and for the promotion of future events

• Only meetings with results create satisfied customers
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Follow-up tool/brokerage event 

software

• Easy and quick to handle for participants and partners

• Online based, multi-step (up to 4 stages) and integrated follow-up tool 

• Transparency for the partner organisations and the organiser 

• Meets the demands of an international partner network

• Follow-up sequence is flexible

• Partner-set-up functions (to be selected if partner wants to send the e-

mails to the participants or just wants to be informed if e-mails went 

out)
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Follow-up tool/brokerage event 

software

• Trigger functions (partner organisation is informed by e-mail when 

participant went online and changed an evaluation)

• Reminder for partners with promising participants (filter function for 

participants and meetings) 

• Continuous evaluation of the event with history function

• Targeted response rate 30-50 %

• Statistical evaluation for all involved partners and TFO
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Follow-up tool:

the 

questionnaire
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Follow-up tool:

the 

questionnaire
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Annual Conference 2012-Results

• Number of participants: 200

• Total number of meetings: 872
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Conclusion
How will matchmaking events be successful?

 Reliable partners: Enterprise Europe Network/TFO‘s/Multipliers 

 Analysis of target group (SMEs/boss)

 Variety of application possibilites of the matchmaking tool

 Preparation / realisation / follow-up

40 20 30

 Networking in order to narrow down the amount of matchmaking events
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Thank you for your attention and 

participation!

Gabriele Hanisch

Handwerk International Baden-Württemberg/
Enterprise Europe Network Baden-Württemberg

Heilbronner Str. 43

70191 Stuttgart – Germany

Phone: +49 711-1657-241, Fax: +49 711-1657-827 

email: gh@handwerk-international.de

www.handwerk-international.de


