
WHAT IS AN ACCELERATOR AND RATIONALE FOR  
DEVELOPING THEM? 
Accelerator programme models comprise of 5 main features, the combination of which sets it apart from other approaches to 
investment or business incubation:  

• An application process to join the programme is open to all, yet highly competitive 
• Provision of pre-seed investment, usually in exchange for equity 
• A focus on small team’s not individual founders 
• Time-limited support comprising programmed events and intensive mentoring 
• Cohorts or ‘classes’ of start-ups rather than individual companies. 

The decision to focus on accelerators as opposed to incubators is 
based on extensive global research. For example, MIT and the 
Kaufmann Foundation have carried out multiple studies in this area, 
concluding that incubators don’t work, and that accelerators 
deliver better results. A Techcrunch article “Avoid Stagnation: 
Acceleration Trumps Incubation” illustrates that companies on line A 
are “barely living” and the rate of progress is near zero. Ideally, a 
company will follow line B and become successful. However, even 
following line C ensures that time and money is not wasted doing 
something that does not work, and allows the team to return back 
through path D and start again. The advantage of accelerators is that it 
forces teams and companies to follow either path B or C.  Incubators 
are characterised by companies carrying on path A indefinitely.    

OUR STRATEGY 
• The Hatch Blue accelerator will run for 15 weeks to leading international standards, and will be preceded by a 5-month 

competitive recruitment and selection process. The approach to be taken will be to select globally, review psychological drivers 
for teams and commit resources to provide a “crucible” approach to acceleration.  

• We plan an annual intake of 10-14 companies who will travel to our Global Innovation hubs in Hawaii, Bergen and Singapore 
over a 15 week period. The promotion and selection process for our program will involve our engaging with our 450+ pipeline 
of global startup companies and will be narrowed down to 10-14 teams (with 5 on standby). Each team will receive €50K in 
cash in return for 8% equity, along with access to a world class panel of mentors, entrepreneurs and business experts. 
Additionally, a range of technical perks, services and office / lab space will be available and valued in excess of €50K. 

• There will be 5 key selection criteria: team, business model, market opportunity and stage of technical development.  

• Coaches focus on aquaculture / customers / channels to generate strategic revenues. Strong network of international 
supporters & mentors / technical advisors. 

• Primary focus on building capability and ambition in the accelerator participants 

- Building out the technology 
- Driving sales & accessing international markets 
- Raising external funding 
- Having professional support structures in place 
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A: Barely Living B: Lift Off & Annual Sales  
C: Early Failure D: Starting Again Stronger

 1 http://techcrunch.com/2014/03/15/avoid-stagnation-why-acceleration-trumps-incubation/?ncid=rss
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THE PROGRAMME 
The structural breakdown of our typical programme is as below. However a more focused schedule will be designed once the 
program participants are selected in order to match the requirements of the teams and in turn increase the effectiveness and 
ultimate outcomes of the accelerator programme:

 

Focus on development of a Minimum Viable Production and / or 
Business Model development. Active networking is key here 

• Time for the teams to develop and understand their 
product and build customer relationships 

• Workshops will include: technical development, business 
modelling,  forecasting, attracting different types of 
investment, managing your board, team and volunteers, 
marketing, brand and technology / web development 

• Teams encouraged to work closely with assigned mentors 
to support their business development and close skills 
gaps

• Focus on refining customer offer  

• Testing the business model 

• Developing an investment proposal / pitch 

• Workshops include: pitch development and 
presentation training throughout 

• Business planning support 

• Final team preparations for demo day

• Daily close supervision by Programme Director of teams to assess progress 
and constant engagement with the teams to identify and assist with any 
issues that may affect progress. 

• Seek to identify early markers of teams / individuals that may hinder the 
development of other groups 

• 2 mentor sessions per week targeted as specific development and 
anticipated “mood” of the group e.g. 9 weeks in teams get tired and will 
need some energetic positive sessions by specific mentors and investor 
pitch prep towards latter end of programme for demo day (plus team 
building exercises for first 4 weeks to gel the group) 

• Constant counselling sessions “checking in” to guide and set the 
expectations along with individual mentor sessions

Idea and business model testing / Team assessment & Development 

• Workshops will include team building, business assessment, individual team assessment, aligning objectives and set expectations, social 
media profile, project management, information management and outline sales / how to talk to customers 

• Mentoring begins from a range of peers, investors and specialists weekly both in group and individual format – allocate & match assigned 
mentors 

• Establish weekly meetings for CTO and CEOs and a weekly 1-2-1 catch up with the Programme Director to support planning and address 
issues as they arise 

STAGE 1: SHAPE   |   WEEK 1-2

STAGE 3: BUILD   |   WEEK 5-9

STAGE 4: SELL   |   WEEK 10-15 CONTINUOUS   |   WEEK 1-13

HATCH Holding Ltd., C/O 7/8 Liberty Street, Cork, T12 T85H, Ireland

Focus on aquaculture specific knowledge, entrepreneurship in 
the context of aquaculture and connection with the industry  

• Global industry overview; regional and vertical deep-
dives; tech and innovation overview 

• Customer week. Group farm-site visits and individual fact-
to-face meetings with respective customers, including 
overseas travel  

• R&D planning and preparation of product testing with 
aquatic species  

• Intellectual property and legal training in aquaculture 
context

STAGE 2: AQUACULTURE   |   WEEK 3-4
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