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RVC is a government fund of funds, an operator of
state projects, and a development institute for the
venture capital market and innovation ecosystem.

We are acting in the interests of Russian entrepreneurs
that are able to ensure Russia’s leadership in the
global technology market. The heroes of this report
share what they’'ve managed to achieve in this area in
2019 in collaboration with RVC.
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RVC CEO SUMS UP THE RESULTS OF 2019
FOR THE TECHNOLOGY BUSINESSES IN
RUSSIA

Swift adoption of digital technologies underlies
Russia’s competitive advantage. We quickly get
used to technological innovations, and if we'll be
able to create systems to scale it up and transmit

it beyond Russia, then we'll be able to secure our
financial well-being. And | don’t see why we won't be
able to bridge this gap in a short space of time.

There are now a number of people in Russia
who’ve become serial venture capital investors.
Some of the teams, which have previously
collaborated with RVC in the first cycle of
investment, are coming back to join other funds.
There are many active players who aren’t just looking
to give out money but systematically searching for
projects instead.

Corporations have become fully-fledged
participants in the venture capital market. About
130 deals with corporate capital involvement have
been completed last year. For example, we've
created a venture fund with Gazprom Neft. At some
point, we were concerned that this fund would be
used to finance Gazprom Neft's own developments.
But our concerns were unfounded, and the fund is
a fully functioning structure.

We intend to work more closely with corporations.
Our goal is to integrate long-term corporate
strategies with the capabilities of small innovative
companies.

VENTURE
FUNDS

in RVC'’s portfolio
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Our goalis to integrate long-term corporate

strategies with the capabilities of small

innovative companies.

We want to support companies with considerable
potential for growth. As a result, they’ll be able to
enter foreign markets with high-tech products. In
fact, they will be creating new markets. These are the
type of companies that we're aiming to work with.

In updating our investment proposal, we are
making an assumption that RVC is a smart
investor. This means that we provide expertise

as well as capital. At the moment, we are building

a service platform for portfolio companies, investors
and management teams. We are ready to help funds
finalize their pipelines and prepare for exits. As

for the projects, we can help them find customers
among corporations and to enter foreign markets.

The National Technology Initiative is not just

an intellectual plaything for us. We are investing
public and private money in it, so these investments
should be able to yield meaningful results. We'll
continue to measure key indicators, such as market
volume and the share of Russian companies in

this market. In turn, these key indicators take into
account a few intermediate indicators, such as the
number of scientists or patents, but the final result is
what's most important for us.

As part of NTI, we have roadmaps and plans for
the development and enforcement of regulations
that will remove barriers currently blocking

the development of new markets. It hasn’t been

a smooth process so far, because these roadmaps
represent a break away from the stereotypes and go
beyond the usual norms of government activity. The
working groups come up with legislative initiatives
independently.

The goal of NTI Competence Centers is to
institute a continuous process of creating
technologies, transforming them into products or
licenses, and sharing these products with market
agents within the business environment. By 2021
or by the end of the program’s implementation, NTI

RUB BN

the total amount of RVC-backed
funds

INVESTMENTS

approved for portfolio companies of RVC-
backed funds

&RVC

Competence Centers will share 1,200 innovative
developments with their partners — this is in line
with the commitments they’ve made in terms of
volume. These developments will be projects with
specific market applications, not just research
projects. The commitment for the number of
developments is certainly ambitious, but it's now in
our power to transform the relationship between
science and business.

The country’s investment development strategy,
priorities and agenda have changed in recent
years. More and more startups are being created
by first-class professionals, who are not afraid of
investing their own funds in project development.
Many of them have histories of both successes and
failures. On balance, this experience is crucial for
future development of the venture capital industry.

From my perspective, a failure of a startup is
also an astonishing success. It means that we're
investing in the technology team, and it gains
experience — that’s the main thing.

It’s time to move away from the traditional
paradigm, which stipulates that one has to work
in the Russian market before winning in other
markets. We must forget that. Exporting is the first
key objective.

On one hand, there’s a lot of talk about exporting
and entering global markets, while on the other
hand, it’s argued that companies should remain
Russian. This doesn’t happen with technological
solutions and platforms. One needs to attract
foreign investment to enter large foreign markets.
And external investment is inevitable for medium-
sized companies worth up to one billion dollars.

We shouldn’t forgo opportunities, and we
shouldn’t be afraid of making mistakes. We have to
take risks. And most importantly, we need the energy
of the people who are fully dedicating themselves to
their work.

RUB BN

the cumulative amount of approved
investments in portfolio companies

RESULTS

of intellectual activity achieved by companies
as of the end of 2019

We’'ll continue to measure key indicators, such
as market volume and the share of Russian
companies in this market.
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investments approved for portfolio companies
of RVC-backed funds

total revenue of portfolio companies

9,7

RUB BN

the cumulative amount of RVC funds’ exits from

portfolio companies

taxes paid by portfolio companies

Investments by economic sector in 2019
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INVESTMENTS
BY ECONOMIC
SECTORIN 2019

@ Information technologies, Internet 29,2%
technologies and services
® Medicine/healthcare 25,1%
© Electronics 1n7%
©® Energy 91%
@ Telecommunications %
@ Industrial equipment 3,8%
Chemicals 3,6%
® Biotechnologies 3,0%
® Consumer market 3,0%
® Consulting and education 2,2%
Construction 1,0%
@ Industrial production 0,6%
@ Transport 0,4%
® Financial services 0,3%

INVESTMENTS
BY REGION

Moscow

St. Petersburg
Moscow Oblast
Perm Krai

Nizhny Novgorod Oblast
Bryansk Oblast
Chelyabinsk Oblast
Republic of Tatarstan
Sverdlovsk Oblast
Tomsk Oblast
Republic Of Mari El
Saratov Oblast
Ryazan Oblast
Tyumen Oblast

® Udmurt Republic

Sakhalin Oblast

46,93%
5,78%
2,52%
2,28%
2,02%

176%
110%
0,89%
0,76%
0,63%
0,47%
0,31%
0,21%
0,19%
0,16%
0,15%

in the NTI portfolio as of the
end of 2019

the cumulative amount of RVC
funds’ exits from portfolio
companies

of intellectual activity created by NTI
projects

207 20K O8

OF NTI PROJECTS
have successfully completed
the R&D stage and started
their first sales

NTI INFRASTRUCTURE
CENTERS

00K

GUESTS ATTENDED
the Rukami Tech and
Creativity Festivals

COMPANIES REGISTERED
on the RVC Digital Platform

NTI TECHNOLOGY
CONTESTS

DK

EDUCATIONAL
INSTITUTIONS
joined the NTI Class campaign

PROJECTS
received financial, expert, and
administrative support from NTI
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NTI COMPETENCE
CENTERS
in which more than 150 research projects
are being implemented

105

SCHOOLCHILDREN
HAVE TAKEN
part in the NTI Contest since 2015

Digital technologies

PROJECTS APPROVED
for funding as part of the “Digital
Economy of the Russian Federation”
program

amount of planned co-financing

RUB BN

approved amount of state funding
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NEWCIRNDUSTRY
VINTURES

“THE OIL AND GAS INDUSTRY IS A LOGICAL
CHOICE FOR A STARTUP”

In 2019, Gazprom Neft, Gazprombank, RVC and VEB Ventures
created the “New Industry Ventures” venture capital fund. The
focus is on investing in companies developing new materials,
technologies, products and services for the oil and gas industry.
Tatyana Morozova, CEO of “New Industry Ventures”, spoke about
the Fund, the criteria for selecting projects and the Fund’s first
outcomes.

CHALLENGES FACING
THE INDUSTRY

“New Industry Ventures” venture capital fund is
focused on the needs of the Russian fuel and
energy complex. We are focused on investment in
innovation for the entire domestic oil and gas sector.
Developing products that will be in demand in the
future by the entire industry is not only our mission,
but also a part of our financial strategy.

The oil and gas industry is a logical choice for

a startup. It is a very innovative field. We are facing
challenges that are interesting to overcome. This
industry is filled with the organizational, financial and
technological resources necessary to implement
the most ambitious projects. Besides, entering the

"New Industry Ventures" venture capital
fund is focused on the needs the
Russian fuel and energy complex.

reserves.

Russian market is an opportunity to give the project
a spotlight on an international level.

Russia has an expert community and all expertise
necessary to create breakthrough technologies and
solutions for the development of the global fuel and
energy complex.

When we determined the challenges and
strategies of our Fund, we considered the
developmental challenges of primarily Russian

oil companies. The top priority of the Fund was
to focus on those products that are required in
Russia. This is related to the development of both
offshore projects and technologies for hard-
to-recover and unconventional hydrocarbon
reserves.
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THE WAY EVERYTHING
WORKS

The Fund was created at the initiative of Gazprom
Neft in form of an investment partnership. Among its
partners - Gazprom Neft, Gazprombank, RVC and
VEB Ventures. Each partner is a financial investor
that brings his knowledge, experience and expertise
to the project.

The deliberations took more than a year and all
necessary arrangements were finalized in April 2019.
The Fund’s team consists of 10 specialists with
experience in the oil and gas industry, development
institutes, venture and direct investment, M&A and
corporate finance.

Besides rendering financial assistance to the
projects, we believe that the goal of the Fund is to
find talented teams, help them critically reflect on
their project and contribute to its implementation.

We did not anticipate such a high level of interest.
We've received more than 200 applications and
we're still receiving more and more. Such interest
coming from the market, of course, is encouraging.

The office of Fund is located at the Moscow State
University Science Park, where we are integrated
into the innovation and scientific environment.
This gives us the opportunity to attract university
students as interns and young specialists.

SELECTING PROJECTS

In order for it to be approved by the Fund, the
project must meet a number of conditions. First
and foremost, it should be consistent with the
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investment focus of the Fund. It is important that the
team should be the driving force behind a project,
and that the proposed technology be tested and
have obvious advantages over analogues within the
next 3-5 years. In this sense we are talking about
projects at an advanced stage of implementation,
when the product already passed laboratory or
experimental-industrial trials. One more condition

- investment attractiveness. Besides solving the
industry’s problems, the Fund is also looking to
ensure a return on its investments.

It is crucially important that behind every project
stands a strong team of individuals. The project
will fail if the people behind a brilliant idea are not
determined to bring it to life.

We have a special scale where we consider team

experience in terms of individual parameters. We

have developed special formulas. | would say that
our approach is quite technical, for every type of
activity we have matrices and structures.

Considering a project

We have several stages of examination and
assessment. We obtain technical expertise from
Gazprom Neft, including the Gazprom Neft
Scientific and Technical Center. An independent
technical council determines which projects are
the most promising. Afterwards it undergoes

a two-stage approval of the Fund’s Investment
Committee that includes representatives of
each partner.

If a team receives red or yellow flags as a result of
an assessment, then there is a potential to step into
a “danger zone”. Such projects are either put on
hold until the time comes to consider the risks or
they’re taken off the table altogether. We evaluate
not only the innovativeness and value of the product
for the industry, but also its profitability, so the
selection process is very rigorous.

Many initial stage projects that were proposed to
us had to be put on hold since the Fund’s mandate
does not allow to finance them at this point in
time. Of course, this does not mean that we won't
be taking them into consideration. We continue
communication and observe as they develop.

OUTCOMES OF THE YEAR

In the first year, we created a platform for effective
work, we assembled a team and set up the
assessment process. he Fund has a strategy and
a portfolio of projects it’s working on.

There are 16 promising projects in elaboration..
Almost half of them are related to the digitalization of
the industry, a lot of them have to do with introducing
elements of Industry 4.0 (such as robotization,
automation, Al). There are interesting projects in such
areas as chemistry, drilling equipment, work on the
shelf, ecology and safety at work.

A variety of projects allows us to be more aware
about forming a portfolio within which projects
can complement each other. We are counting on
a synergy effect from parallel development.

Our first investment is with “ADL Completions”. The
company helps to significantly reduce costs during
well construction by organizing multi-barrel and
multi-hole completion solutions. Even though there
has been a considerable decline in hydrocarbon
prices, the demand for the company’s services has
increased. We see that there’s an interest both in
the domestic and in the Middle East market. There
is a good team behind this project. The guys clearly
found their calling, we received positive expert
reviews from service companies and subsoil users
about the technology and the company. Moreover,
we've determined that within 4-5 years together with
our colleagues we will be able to achieve a multiple
increase in the company’s capitalization.
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Criteria for assessing
projects

TEAM

Relevant experience, qualifications, motivation

PRODUCT / TECHNOLOGY

Innovativeness, scientific feasibility and technological
feasibility, technology readiness level

POTENTIAL FOR GROWTH

Market potential for growth, significant market capacity,
exit options

FINANCE

Profitability indicators (IRR, NPV, revenue growth and
EBITDA, etc.), capital requirements, year of reaching the
break-even point, etc.

COMPETITION

Number of competitors and their level of development

PROMOTION OPPORTUNITIES

Partnerships, pilots, customers, market share

SHAREHOLDER STRUCTURE

Reputation, number, share of founders

LEGAL ASPECTS

Registration of a legal entity, IP rights, patents, licenses,
contracts, trademarks

PLANS FOR THE FUTURE

One of the projects that we will submit to the
Fund’s Investment Committee in the near future
is the creation of a downhole tractor by Russian
developers from the city of Tver. The project is of
very high interest.

Over the next three years, we will continue to invest
in technology and participate in the management of
portfolio companies.

We expect that our projects will be of interest to the
majority of Russian and international hydrocarbon
production and processing companies, as well as
construction, service and logistics companies.



AND VOCORD

“A GOOD PRODUCT OR TECHNOLOGY WILL
ALWAYS FIND ITS BUYER”

&RVC

There were 21 exits of RVC funds from portfolio companies in
2019 with positive financial results. In June 2019, the Chinese
IT giant Huawei acquired part of Vocord — a portfolio company
of the Leader-innovations and S-Group Ventures funds. Vocord
specializes in the development of intelligent video surveillance
systems, biometrics and computer vision. We spoke to Sergey
Kerber, Managing Director, Head of the Directorate for Investment
Projects and Programs at Leader Asset Management, about the
deal, which has generated multiple return on initial investment.

WHAT WERE THE REASONS BEHIND
THE DECISION OF THE LEADER-
INNOVATIONS FUND TO INVEST IN
VOCORD IN 2011?

— During the initial stages of investment, our
strategy was to find projects, which combined the
potential for rapid growth with a relatively low level
of risk. And Vocord met these criteria. At that point,
the company was a fairly large-scale producer of
various security systems. It had ambitious founders
and a highly professional team of engineers, who
were perfectly capable of solving complex scientific
and technical problems. We understood that by
providing Vocord with additional finance, we would
allow the company to direct a considerable share of
its resources into the development of technologies,
which wouldn’t immediately generate commercial
returns, but would be in demand in the future. At the
same time, the company maintained the continuity
of its existing business operations. Thus, even if new
developments wouldn’t have achieved the expected
result, we were confident that the value of our share
in the project wouldn’t be lost.

HOWEVER, THE TECHNOLOGIES
DEVELOPED BY THE COMPANY
WERE NOT AS POPULARIN 2011
AS THEY ARE TODAY. AND THE
COMPANY WAS RECEIVING SERIES
A ROUND.

— Yes, indeed. In 2011, DL and Al technologies
were not yet mainstream, and not all of Vocord’s

R&D resulted in the development of sought-after
technologies. However, the fact that Vocord had

a sufficiently funded team, which was motivated to
follow emerging technology trends and come up
with first-class solutions, allowed the company to
become one of the first developers of Al-based
intelligent video surveillance systems. This lead to
the company’s high capitalization, which yielded
financial returns for the fund and its investors.

Leader-innovations CEF
for high-risk (venture)
investments

Interested in energy and energy conservation,
alternative energy, new materials and chemical

compounds, network technologies and services

2008

CREATED IN

= _

BILLION RUBLES

Target amount of the Fund
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Vocord specialized in the
development of intelligent video
surveillance systems, biometrics
and computer

WHAT EXIT SCENARIOS DID YOU
FORESEE?

— There were two options. First was an optimistic
scenario, which is quite common for ventures,
whereby a strategy-oriented buyer acquires
technologies that would create long-term
competitive advantages for his core business. In this
case, the value of the transaction and the buyer’s
interest are proportional to the effect that the
acquired competitive advantages would have on his
business. And the second option was conservative,
whereby a buyer acquires market share.

WHAT WAS THE GROWTH OF THE
BUSINESS BEFORE THE DEAL WITH
HUAWEI?

— In line with the arguments laid out above, the
increase in Vocord'’s capitalization wasn't directly
associated with the growth of the business, which
has, of course, grown considerably. However, this is
not an extraordinary result, if you take into account
the eight-year investment period. By the time of the
deal, the scientific and technical accomplishments
of the Vocord team were already notable on a global
level. This allowed us to go with the optimistic,
venture-backed exit scenario.

HOW DO YOU EVALUATE THE DEAL
WITH HUAWEI?

— From a financial point of view, it's a very lucrative
deal for the Leader-innovations fund. We cannot
disclose the terms, but we can confirm that the
return on investment is close to what venture
investors would normally expect.

HOW LONG DID IT TAKE FROM THE
START OF NEGOTIATIONS TO THE
SIGNING OF DOCUMENTS?

— A little over a year, which is probably the usual
length of time when you're working with a large
corporation. It took a while to discuss the perimeter
and the key terms of the transaction, as well as the
system of certifications and guarantees that the
sellers had to provide. It also took a few months to
restructure the assets, which had to be done as part
of the deal.

ARE THERE ANY OTHER DETAILS
THAT YOU’RE ABLE TO SHARE?

— The main difficulty that came up on our side —
the side of the CEF management companies
(Leader-innovation and S-Group Ventures both

acted as sellers) — was that some of the seller’s
obligations, which the buyer requested, could

not be legally assigned to the CEF. Thus, the
management companies had to absorb some of the
risks themselves in order to finalize the deal in the
interests of the funds’ investors.

IS IT EXTREMELY RARE FOR
RUSSIAN FUNDS TO INVEST IN
A COMPANY THAT DEVELOPS

A TECHNOLOGY, WHICH IS THEN
ACQUIRED BY AN IT GIANT?

— We cannot really view this deal as a rare stroke
of luck. The fund has invested in 10 projects and
exited from 6 so far. Two exits involved the sale

of technologies to specialized IT giants. One

was Vocord, and the other was the sale of the
CDNvideo project to Wangsu Technology Company
Ltd (ChinaNetCenter) — one of the largest CDN
companies in the world. The rationale for this deal
was similar to the rationale for the deal with Vocord:
the buyers realized that these technologies would
help them develop their core business, so they
were willing to negotiate. a number of even bigger
deals with assets that have Russian roots took place
recently. This indicates that projects that attract the
interest of global players are not so rare in Russia.

HOW DOES ONE RECOGNIZE SUCH
COMPANIES?

— Obviously, they need to have a first-class — by
international standards — technical team and
ambitious founders who are results-motivated and
able to focus the company’s efforts on solving

the most important and lucrative tasks. Success
won't be possible otherwise. On the other hand,
success isn't guaranteed even if all these elements
are present. One also needs some luck with risky
venture capital investments.

THERE IS SOME BIAS RELATED

TO GOVERNMENT FUNDING.
ALLEGEDLY, INVESTMENTS FROM
FUNDS WITH GOVERNMENT’'S
PARTICIPATION CAN LIMIT THE
COMPANY’S ACCESS TO FOREIGN
MARKETS. THE DEAL WITH HUAWEI
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AND SIMILAR DEALS — ARE THEY
PROVING QUITE THE OPPOSITE?

— We do not believe that government funding of
Russian technology companies considerably affects
their chances of operating abroad. And, what’s more
important for us, it doesn'’t affect the chances of
selling assets to foreign buyers. There are, of course,
potential partners who wouldn’t want to work with
such companies. But they probably wouldn’t want
to work with any Russian company, regardless of

its list of investors. Does it mean that one shouldn’t
consider Russian jurisdiction when establishing

a company? We don'’t think so, because our own
deals and the deals of other funds involving RVC
capital as well as the projects of other companies

in our fund clearly show that a good product or
technology will always find its buyer.

WHAT OTHER INTERESTING
COMPANIES DO YOU HAVE IN YOUR
PORTFOLIO?

— The fund’s portfolio includes four companies:
Russia’s largest supplier of automation solutions
for catering companies, a developer of new video
coding technology, a manufacturer of the world’s
most efficient passive devices for heat removal and
cooling systems based on them, and a company
producing separation systems for the gas industry.
In line with the fund’s strategy, we are planning to
exit these companies and expecting that they will
yield substantial profits for the fund’s investors.

%o

RVC SHARE

PROJECT EXITS PROJECTS RECEIVED

INVESTMENT
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CHANGING AND WHAT DOES THE RUSSIAN
STARTUP SYNTACORE HAVE TO DO WITH IT

&RVC
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In November 2019, Terra VC Venture Capital Fund, which has been
created with the support from RVC, announced the sale of its
stake in Syntacore — a Russian developer of microprocessor cores.
YADRO technology company bought 51% of the startup’s shares.
The sale resulted in three-digit profit for the fund. Alexander
Redkin, CEO of Syntacore, explained how the RISC-V computing
platform ecosystem will transform the world in the near future.

WHAT DOES SYNTACORE DO?

The company specializes is semiconductor IP
(Intellectual Property), and processor cores are
our key products. The company sells rights to use
its intellectual property, which it has developed
independently. In simple terms, there is a certain
code that Syntacore sells to the semiconductor
manufacturers, which they then use in the
production of microcircuits. In terms of volume:
hundreds of thousands of microprocessors have
been created with Syntacore’s IP-cores. The
company has customers in Europe, Asia and the
United States.

IS THIS A UNIQUE PROPOSITION OR
ARE THERE MANY PLAYERS IN THIS
MARKET?

It is not entirely unique: similar solutions are
available. However, we are one of the leaders in the
RISC-V ecosystem in terms of the scope of our
product portfolio and its technical characteristics.
Syntacore’s key competitive advantage lies in our
capacity to significantly optimize the architecture
and microarchitecture of the processor for each
task and each customer individually. The company
has developed a technology, which adapts

the properties of the processor so that it has
differentiating characteristics.

The company is one of the founding members of
the RISC-V Foundation — an open international
consortium, which develops and promotes open
microprocessor architecture. This is a unique
ecosystem offering once-in-a-decade opportunities.

NOW IT’S GETTING MORE
INTERESTING, BUTITIS STILL
UNCLEAR WHAT RISC-VL IS.

Currently, there are two main established
ecosystems of computing platforms: x86 (Intel
and AMD) and ARM. Key players within these

Artem lkoyev

Technology Director,
YADRO

— It's been six months since the date of the deal, and
in this short space of time we've already managed to
integrate our product strategies in the first approximation.
Together with our Syntacore partners, our joint long-
term plans include the production of high-tech products
with our own general-purpose as well as specialized
processors, which would allow us to develop our

semiconductor IP portfolio.



ecosystems have been around for such a long time
that it is extremely difficult for a new company to
enter the market. It's hard to imagine that a new
producer of microprocessors based on these
architectures would be able to compete with existing
manufacturers. Nevertheless, the inconveniences
and restrictions, which are associated with such
monopoly, are becoming more and more evident.

On the other hand, RISC-V is a high-quality open
standard for the architecture and command system
of the processor. The standard is managed by the
RISC-V Consortium (RISC-V Foundation), which

is a non-profit organization that develops and
promotes the technology in the industry. You could
say that RISC-V is the first open alternative to the
closed x86 and ARM ecosystems. For a number

of reasons, a universal vendor-neutral ecosystem
has grown around RISC-V. It is supported by many
leading players and is rapidly expanding.

s

At the beginning of 2020, the consortium had
more than 500 members from 33 countries. There
is already a significant number of solutions based
on RISC-V, despite the fact that the development
cycles of semiconductor devices are quite long
(over two years). Some of the existing solutions
are based on our technologies. We are very proud
that Russian companies — our clients — are among
the pioneers of the ecosystem, which is still in the
early stages of its development. The situation is
ripe with unique opportunities for all, including local
companies.

WHAT IS THE CURRENT
SITUATION IN THE MARKET FOR
MICROPROCESSORS?

The semiconductor industry is currently at a turning
point. Moore’s law no longer applies, at least in
terms of economics: it's now impossible to cut
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RISC-V-based technologies are catching on very
quickly, and the markets for microprocessors

are changing.

the cost of microcircuits with a decrease in design
specifications, processors do not become twice

as productive every few years. At the same time,
applications are quickly becoming increasingly
complex, which is mostly due to artificial intelligence
and high-speed wireless communication
technologies.

As a result, there is a demand for specific solutions,
such as processors that can efficiently perform
highly specialized calculations. Since its inception,
the RISC-V architecture has been designed with
such specialization in mind (a team of researchers
from the University of California, Berkeley started
working on the specification in 2010). The RISC-V
ecosystem is, in fact, an ideal environment to search
for and to promote such solutions.

ARE YOU SAYING THAT RISC-V IS
THE ANSWER TO MONOPOLY?

Yes, and it’s also a reaction to the technological
challenges of our times. RISC-V-based technologies
are catching on very quickly, and the markets for
microprocessors are changing.

It's interesting that many countries are recognizing
and reacting to this extraordinary opportunity.
Thus, in August 2019, the RISC-V architecture

was selected for the implementation of the
European Processor Initiative. One of its goals is
to create microprocessors and accelerators to
build a European exascale supercomputer, a new
generation of autonomous transport systems,

and a line of processors for cloud data centers

with fundamentally improved characteristics.

The Israel Innovation Authority is using RISC-V

to create a GenPro platform; whereas China
launched a government subsidy program for
RISC-V-based solutions and created three major
industry organizations that include more than 300
companies.

RISC-V can potentially open up other markets, which
are currently protected by patents for processor
command systems. These markets include data
centers, personal computers and mobile. RISC-V-
based solutions have the capacity to outperform
x86 and ARM in terms of computational speed and

RISC-V can potentially open up other markets, which are currently
protected by patents for processor command systems. These
markets include data centers, personal computers and mobile.
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LET'S GO BACK TO THE DEALS.

Terra VC fund was one of the early investors in
Syntacore. We used these investments to develop
our technologies and new products, while also
gaining invaluable experience from working with the
fund’s team of specialists. Terra VC exited Syntacore
in November 2019 during a deal with YADRO.

With our new shareholders, Syntacore is planning

to expand in a number of key areas. First, we Moore’s Law
have to establish physical presence in the major
markets — Asia, Europe, and the United States — by

F F-7 | Bl R 1 . . , . In 1965, Gordon Moore, the founder of Intel, noticed that
| i REYN opening offices there. We'll announce that in the
r ' B \| L B . . the amount of transistors per square inch of integrated
j | next few months. Second, we will be expanding the
j 5 | . circuits is doubling every two years. This lead him to
| 1 product line. Syntacore mostly produces general-

[} [ =] T — Tk - - B — -

. . . conclude that computational power of CPUs (Central
purpose processors, but it's much more interesting
- - T T N T R A N T T e e > to make specialized ones — this IP is currently in
et L Bl L o ey development.

Processing Units) will increase exponentially, while their

cost will drop every two years.

energy efficiency. Even now, in the initial stages
xx of development, products based on RISC-V are in

demand for the Internet of things and embedded

THE TERMS OF THE DEAL ARE NOT TO BE systems. Thanks to this new ecosystem, producers

DISCLOSED. HOWEVER, IN THE HISTORY OF are now able to quickly enter the markets, which

THE GLOBAL MARKET, SIMILAR COMPANIES might have been inaccessible to them before, and

FROM THE RISC-V ECOSYSTEM HAVE BEEN become leading players.

SUCCESSFUL IN SECURING INVESTMENTS OF

TENS (OR HUNDREDS, WHEN ESTIMATED) OF SO WE CAN EXPECT WINDOWS FOR Terra VC fund was born in 2019 and reached $40 million by pooling together two venture funds (Phystech
MILLIONS OF DOLLARS. THESE INCLUDE, FOR RISC-V~? Ventures and North Energy Ventures). Out of 24 investors in the new fund, 17 have previously worked with
EXAMPLE, SIFIVE (TOTAL INVESTMENT $129 Phystech Ventures and North Energy Ventures. The investors of Terra VC include major banks, corporations,
MILLION) OR ESPERANTO TECHNOLOGIES It's unlikely in the short term. Although Microsoft has RVC, proprietors of oilfield services companies, and international technology entrepreneurs. The fund’s
($58 MILLION). recently become quite dynamic and full of surprises, portfolio boasts a number of Russian technology companies, which operate in the Middle East, Southeast

so | wouldn’t rule that out. Asia and North America.
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NEW RVC-BACKED RUB BN

funds announced in 2019 cumulative amount of new funds

A FUND FOR
SUPPORTING
PROJECTS IN THE
PHARMACEUTICAL
AND MEDICAL
INDUSTRIES
created in partnership with the

Ministry of Industry and Trade
of the Russian Federation

NEW INDUSTRY
VENTURES

in partnership with Gazprom Neft
and co-investors

A FUND FOR

SUPPORTING
PROMISING
EDUCATIONAL TERRA VC FUND
TECHNOLOGIES for investments in energy, smart

networks, industrial Internet of Things,
robotics, artificial intelligence, and
machine learning

in partnership with the Ministry
of Economic Development
of the Russian Federation

RVC share in funds

1.9 1677

INVESTMENTS RUB BN PORTFOLIO COMPANIES
APPROVED in investments in portfolio in RVC funds as of the end of 2019
by RVC funds in portfolio companies approved in 2019

325 investments approved for portfolio

companies in 2019 companies of RVC-backed funds

28,9 RUB BN the cumulative amount of
approved investments in portfolio

companies
EXITS RUB BN EXITS FROM PORTFOLIO COMPANIES
from portfolio companies in 2019 cumulative exit volume, which is 35% with a cumulative amount of 9.7 billion
more than in 2018 rubles have been made by RVC funds for

the entire period of their operation, as of
the end of 2019

Exits are the key performance indicator for venture funds. Having invested in a
company, a fund exits after some time (usually 7-10 years) by selling its share in
the company’s capital. The exit is considered successful, if the fund makes a profit
from the sale of its share. For RVC, which is a fund of funds, the main result is the
closing of the fund. In 2019, Maxwell Biotech — the first fund from RVC's
"historical” portfolio — closed with a positive financial result. Maxwell Biotech was
created in 2008, and since then it has invested in nine medical projects and
become Russia's first venture capital fund focused on innovations in biomedicine.



RVC-BACKED FUNDS

SUBSIDIARY FUNDS

FUND AMOUNT AS OF THE

FUND NAME END OF 2019, RUB MLN
RVC Biofund 1500,000
vaseedFund ............................................................................. 1 982’000
RVClnfraFund .............................................................................. 2600,000
CIVIITeChnOIOgIeSMIC ............................................................... 500,000

CLOSED-END VENTURE FUNDS (CE VF)

Bioprocess Capital Ventures CE VF 3 000,000

S-Group Ventures CE VF 1160,645
MICROFUNDS

Softline Seed Fund IPA 136,000
ngh_TeChseedFundIPA .......................................................... 133600
ACpSeedFund|pA .......................................................................... 33400
VentureFundAcceleratorlpA ................................................. 133400
LlfeSCIenceSseedFund|PA ................................................... 133600
TomskStateUmverSltyseedFund”;)A ............................... 33400

IPA FUNDS (SECTOR-SPECIFIC FUNDS AND
RBF VENTURES)
FUND AMOUNT AS OF THE

FUND NAME END OF 2019, RUB MLN
RBV Capital 2 070,700
DanCIPre_IPOFund .............................................................. 4272914
DaVInCIPre_IPOTeChFund ........................................... 6000,000
TerraVC255oy55
RBF Ventures ( Russ'an_ B e Iarus'an ................................ 1 . 4 O Ovooo .

Venture Investment Fund

Skolkovo Venture Fund — pisiexelele]
Agrotechnological |

Far East Fund for the Development and
Implementation of High Technologies 4 900,500

National Technology Initiative

Venture Fund 1870,000
New Industry IPA 4 040,404
Pharmmedlnnovatl onSIPA .................................................... 456 8528
VentureFundtosupportpromlsmg7002020

educational technologies in the digital
economy IPA

FUNDS IN FOREIGN JURISDICTIONS

Russian Venture Capital | LP 2 779,633

RVC IVFRT LP 1454,853

companies in 2019

USD MLN
export revenue of portfolio
companies

Top markets with high demand for the products of RVC'’s
portfolio companies

TEs

Japan USA South Korea China UK

THE NUMBER OF

PORTFOLIO COMPANIES

of 29 RVC-backed funds as of the end of 2019.
These include projects in IT,
telecommunications, medicine and healthcare,
energy and other industries

In 2019, top positions in terms of the volume of exports were attained by the following
RVC'’s portfolio companies: Perm Chemical Company (fine and specialized chemical
products), RMT (technologies for the production of thermoelectric materials),
Pogarskaya Potato Plant (potato flakes producer), National BioService (research
biobank), and Cinemood (portable projectors producer). Moreover, a number of
companies including liko, iVideon, GFS, Visitech, ExoAtlet and others are successfully
selling their products and services on global markets.

946 8673

RESULTS OF INTELLECTUAL PEOPLE EMPLOYED
ACTIVITY ACHIEVED BY BY COMPANIES
COMPANIES AS OF THE END OF

2019

RUB BN — THE AMOUNT OF
TAXES PAID BY PORTFOLIO
COMPANIES IN 2019
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FROM DEMAND AGGREGATORS TO SMART CITIES:
WHAT IS ENERGYNET AND HOW NTI IS CREATING
THE MARKETS OF THE FUTURE

In the last decade, gadgets and services, which previously could
only be found in science fiction books and films, have become
a staple of our daily lives. The National Technology Initiative
estimates that in the next 10-15 years we will encounter greater
changes, and the emergence of new technologies will create
new markets. Therefore, the concept of NTI markets has been
developed, and it includes markets, which are expected to
emerge in the foreseeable future. One of these is the Energynet
distributed energy market. Here, we're looking into two key
questions: why the energy industry requires transformation

and whether Russian companies will be able to take up leading

positions in this new market.

NEW ENERGY ARCHITECTURE

The NTI isn't inventing new markets just for the sake
of a beautiful concept. Instead, it responds to global
trends, consumer demand and business initiatives.
Evidently, the energy industry is facing a crisis.
Centralized infrastructure is outdated, and energy
costs too much for consumers. Traditional energy
sources are exhausted, and, furthermore, they

are considered to be major offenders in terms of
greenhouse gas emissions. Thus, new technologies
and business practices are needed globally.

HOW ENERGYNET IS REMOVING
BARRIERS

Market development efforts are based on the
Energynet roadmap. The roadmap is an action plan
for the development of technologies, products and
services that will help Russian companies compete
in the new market. a further regulatory roadmap aims

to remove barriers and simplify relevant legislation.
These roadmaps have been developed by the
Energynet working group, which is now also leading
their implementation. The working group consists
of representatives of government departments, the
science community and large businesses, including
companies such as T-System, Smart Electric Grids,
Rosatom, Rosseti, RusHydro and others.

In 2019, six comprehensive pilot projects were
launched as part of the Energynet market
development. Each project aims to solve a specific
problem in energy supply by testing complex solutions
that include technological, operational, economic,
organizational and regulatory elements. Each project
is also linked to a particular location, because, for
example, it makes sense to deal with the problem of
energy availability in an isolated area, which is actually
experiencing such problem. This approach allows

to evaluate results and implement technological
solutions with greater speed and efficiency.
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Why does Russia need new energy explains Dmitry Kholkin,
Head of the Energynet Legislative Working Group

It's vital that Russia doesn't just follow trends in the energy
sector, but stays ahead of them, and there are two main
reasons for that. First, the decarbonisation policy is related
to climate change, and Russia joined the Paris Agreement
on climate in 2019. The drive for decarbonization is likely to
continue, and our country will need to do a certain amount
of work to remain compliant with international agreements, as
it normally does. Furthermore, products with a hefty carbon
footprint will be subject to carbon tax on import into Europe.
So, for example, if steel isn't produced using a clean source
of energy, then it automatically becomes more expensive in
export markets, and its Russian manufacturer becomes less

competitive.

The second reason relates to the peculiarities of our energy

sector — Russia is a country with a large territory, long

Demand Management is the first pilot project within
Energynet market. Using it as an example, we will
explain how the projects work, what barriers have to
be removed for their implementation and how this
creates real change in the market.

Users can earn money by limiting their consumption
during certain hours. This practice is wide-spread in
Europe, while in the US it accounts for approximately
10% of total power consumption. Expensive
generation is used during peak hours, which mostly
happen in the mornings and evenings. Thus, it is
much more economical to reduce consumption
during these hours. The use of electricity demand
management technologies in Russia can help

save up to 105 billion rubles per annum and limit
tariff growth. However, it hasn’t been possible to
implement this model yet. The price-dependent
consumption reduction (PDCR) mechanism for the
wholesale market was launched in 2017, but its effect
was weak due to a small number of participants,
which only included large consumers.

distances and low consumption density, so maintaining

a centralized energy supply is expensive in these conditions.
The fact that we have access to cheap fuel resources doesn't
mean that the electricity is cheap for its end users. It is
expensive, because most of the cost covers the maintenance

of a large infrastructure and various types of reserves.

Thus, we assume that switching to new energy, which will be
distributed and decentralized, together with the traditional
approach, will eventually allow us to use the existing energy
capacity more efficiently and cut the investments needed
for the construction of centralized infrastructure. This will
restrain price growth. Moreover, we know that without the
development of new energy in Russia, we won't be able to

create high-tech export products for global markets.

The Energynet working group set out to remove this
barrier by using demand management aggregators
to bring together a large number of retail consumers,
thus transforming them into fully-fledged market
participants. In 2018, the working group developed
and presented its concept outlining the operational
specifics of demand management aggregators

in the retail market for electricity. The concept

was the first product of the Energynet roadmap.
Having been approved by the working group, the
document was then forwarded to the Ministry of
Energy. It was assumed at the time that the concept
would establish the foundation for a regulatory
framework required for the development of demand
management mechanisms in the retail market for
electricity. The working group suggested that the
role of demand management aggregators, which
could be taken up by independent companies

or electricity suppliers, should be set out in the
legislation. Thus, the document described the
following arrangement: the market operator asks
the aggregator to reduce consumption among

a particular user group, for which the aggregator
receives payment proportionate to the cumulative
economic effect. The users, in turn, are remunerated
by the aggregator for reducing the volume of their
consumption.

On 20th March 2019, the government approved

a resolution to ratify the rules for the new demand
management mechanism aided by demand
management aggregators. The timeframe for the
pilot implementation of the mechanism has been
set for 2019-2020. It has also been decided that
those users that can cut their consumption without
jeopardizing their performance, such as production
sites and commercial properties, will become pilot
consumers. For example, ventilation systems and air
conditioners in shopping malls, business centers,
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Pilot projects implemented
in the Energynet market

Active energy structures (complexes)
A4
Demand management aggregators

\%

Energy supply in isolated and remote territories

\%

The implementation of energy storage systems
A4

Smart grids

\%

User energy services

How has the pilot project transformed the market
explains Dmitry Kholkin, Head of the Energynet Legislative

Working Group

Due to the implementation of the pilot project in demand management, tens of companies acting as demand management

aggregators entered this new market. When selecting their business models, they are considering the fact that the volume

of this market may amount to 30-50 billion rubles in the medium term. However, to ensure success in this new and highly

competitive market, these companies will have to make active use of new technologies including digital transaction platforms,

modern measurement systems, solutions based on big data, artificial intelligence, the Internet of things and wireless

communication systems. To that effect, the Energynet group of companies is preparing technology proposals for aggregators

and conducting pilot testing.
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It is expected that retail consumers providing
demand management services will be able to
cut their electricity costs by 20%.

The Energynet roadmap has a number of goals. For example, the annual revenue of Russian companies
working in smart energy sectors of the global market (with BRICS and developing countries being a priority)
has to grow to $40 billion by 2035. In the key segments, their share should be 3-12%. According to the
working group’s projection, the Energynet market in BRICS and developing countries could grow to $746
billion by 2035. One of the goals of NTl is to ensure that Russian companies can enter this market with
competitive products and services and win a considerable market share.

warehouses, container terminals, sorting centers,
and ice palaces can be turned off at times, in which
their use is non-essential.

The pilot project started in June 2019. The

system operator of the Unified Energy System

was responsible for selecting companies that
would assume the roles of demand management
aggregators. By the beginning of 2020, it had
conducted three rounds of selections. In the third
quarter of 2019, 20 aggregators provided price-
dependent consumption services, and in the fourth
quarter — 19 aggregators. For the first quarter of
2020, the operator has selected 47 companies.

WHAT’S NEXT?

Continuous efforts are required to build a new
system of smart energy in Russia. These include
launching comprehensive pilot projects, adapting
regulations, and supporting companies that offer
technological solutions for the Energynet market.
Energynet became the first officially approved long-
term program for the development of technologies,
standards and communities, which are essential for
building new technological structures in the electric
power supply industry. Hence, the experience of
the working group is important for the creation and
development of other strategic initiatives in the
industry.

It must be noted that the market roadmap is based
on the "Internet of Energy" concept — an innovative
approach to creating ecosystems connecting
energy producers and consumers, so that they are
then able to exchange energy. In 2019, the Internet
of Distributed Energy Architecture (IDEA) was
developed, which marked an important milestone
for the roadmap. This development gained interest
among both Russian and global experts. Two
preliminary national standards have been drafted
on the basis of IDEA. Therefore, complex technical
solutions of the Energynet companies will now be
supported by a common system of specifications,
architectural solutions, and interaction protocols.

35

According to the experts of the working group,
Energynet solutions can be assigned to three major
market segments:

RELIABLE AND FLEXIBLE
DISTRIBUTION NETWORKS

A set of solutions ensuring efficient and reliable
operation of the distribution network, which is
open and adaptable to new sites and market
participants.

SMART DISTRIBUTED ENERGY

The integration of distributed generation, storage,
and micro-grids into the energy system, and

the creation of virtual electric power stations to
combat the problems of network overload.

CONSUMER SERVICES

New types of energy services that will replace
traditional energy market entities with network
software applications for end consumers.

The new architecture is decentralized, flexible, more
advanced in terms of implementing new business
models, and more user-friendly for end consumers.
The Internet of Energy will make energy cheaper,
more accessible, and more reliable. Moreover, it will
also drive the development of the Internet of things,
other utility infrastructures, and smart cities.



entrepreneurs, scientists, inventors, representatives of development institutions,
government agencies, as well as expert and professional communities. Schoolchildren
and university students, who will be shaping the development of new markets in the
future, are also included in the NTI ecosystem via a number of educational initiatives.
RVC has played a key role in the implementation of the NTI since 2015, and it has
been functioning as its Project Office since 2016. This means that RVC is providing
project management, organizational, technical, expert and analytical support, as well
as informational and financial assistance for the development and implementation of
roadmaps and NTI projects.

WHAT ARE THESE MARKETS™?

Eight markets and cross-market areas have been selected for
NTI in line with the following criteria:

ﬂ THE MARKET WILL ACHIEVE GLOBAL SIGNIFICANCE AND VISIBILITY,
O EXCEEDING 100 BILLION DOLLARS IN CAPITALIZATION BY 2035.

THERE IS NO MARKET AT THE MOMENT, OR THE MARKET LACKS
ESTABLISHED TECHNOLOGICAL STANDARDS.

THE MARKET IS FOCUSED, FIRST AND FOREMOST, ON THE NEEDS OF
PEOPLE AS END USERS (B2C TAKING PRIORITY OVER B2B).

THE MARKET IS A NETWORK, IN WHICH INTERMEDIARIES ARE REPLACED
BY MANAGEMENT SOFTWARE.

THE MARKET IS VITAL FOR RUSSIA IN TERMS OF PROVIDING FOR BASIC
NEEDS AND SECURITY.

THERE ARE CONDITIONS IN RUSSIA THAT ALLOW COMPANIES TO DEVELOP
COMPETITIVE ADVANTAGES AND GAIN CONSIDERABLE MARKET SHARE.

@ THERE ARE TECHNOLOGY ENTREPRENEURS IN RUSSIA WITH AMBITIONS
O OF CREATING LEADING COMPANIES IN A NEW HIGH-TECH MARKET.

Oadl dJ

@, oV

Vg=\ O \/©

C Cl Ch Ch

Cl

caly DCccC aecveiopecd alld adppirovedad DYy

government, and working groups started to implement them. In 2018-2020, working
groups submitted 60 bills and draft regulations designed to weaken business barriers,
40 of which have been approved. In 2019, 33 such regulations were passed.

AUTONET

Telematic transport
systems, intelligent urban
mobility, transport and
logistics services

HEALTHNET

Preventive medicine,
clinical genetics, IT in
medicine, healthy longevity,
and biomedicine

AERONET

Remote sensing and
monitoring of the Earth’s
surface for agricultural
purposes, goods and cargo
transportation, emergency
search-and-rescue
operations
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ENERGYNET

Distribution grids, smart
distributed energy,
personal power generation
and services

MARINET

Digital navigation and
telecommunications,
innovative shipbuilding,
and ocean resource
development

TECHNET

Digital design and modeling,
new materials, additive
technologies, robotics, big
data, and the industrial
Internet of Things

NEURONET

Neuro-assistants,
neuroeducation, neural
medical equipment and
pharmaceuticals,
neuro-entertainment

THE KRUZHOK
MOVEMENT

Nurturing the next
generation of
entrepreneurs, engineers,
scientists and managers in
Russia by getting the core
of this generation engaged
in technological clubs

STANDARDIZATION

Standardization is another area of RVC’s work. In 2019, we initiated the creation of the "Artificial Intelligence" Technical Committee

164. In December 2019, the first two national standards in this area were approved: GOST R 58776-2019 "Mechanisms for monitoring

behavior and anticipating people’s intentions. Terms and definitions". and GOST R 58777-2019 "Air transport. Airports. Technical means

of inspection. Methodology for determining indicators of quality recognition of illegal items from shadow X-ray images". And thanks to

the efforts of the RVC-based "Cyber-physical systems" Technical Committee 194, the first national standard for the Internet of Things —

the loT Protocol NB-Fi developed in Russia — was approved. International experts supported another option presented as a standard

for the Internet of Things — as a fully-fledged protocol of the LoRaWAN family. Moreover, TC 194 has shown impressive growth, reaching

100 participating organizations by the end of 2019.
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WHO SELECTS NTI PROJECTS AND HOW THE
PROCESS OF GRANTING SUPPORT HAS BEEN
SIMPLIFIED

'RVC
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The National Technology Initiative (NTI) introduced business
support measures in 2016, but they were not made immediately
accessible or easy to navigate. To enable companies to access

all support measures in one place and submit applications in just

a few clicks, the RVC Digital Platform was launched in May 2019. It's
designed to work as a one-stop-shop. By the end of the year, 1,144
companies have registered on the platform and 551 companies
submitted their applications to the NTI. We explain how the
selection process works and what you can do to receive support.

The Digital RVC platform lists key NTI support
measures. There are four of them: NTI Infrastructure,
NTI Technological Breakthrough, NTI Spin-off and
NTI Export. These measures include various types of
support: from funding provided by the NTI Project
Support Fund, which has been created by RVC, to
help with finding customers. It is easy to apply: you

have to register on the platform, log in to your account,

choose a relevant support program and fill out a form.

"We receive applications and send them to RVC

for express assessment, which doesn't take longer
than three days. Our experts carry out basic scoring,
evaluating each project across 10 parameters,

before sending the results back to the applicant.

If the applicant disagrees with the assessment, he or
she has three more days to provide feedback and
additional information — in this case, the application
is re-assessed by the experts. Previously, we didn’t
have regulated deadlines for evaluating applications.
Now, after we've introduced programs and express
assessment, it takes no more than ten days from the
moment of submitting the application to receiving the
final assessment from RVC", — says llya Kurmyshey,
Director for Businesses Growth Support, NTI Office. It
is already at this stage, that the applicant can receive
advice on the project’s positioning in terms of which
NTI market it would be most suitable for.

10 parameters for express assessment of projects:

Technology. Uniqueness. Technology maturity. Technological readiness.  The team’s experience.
The degree of innovation; Are there similar Evaluated on the Defining the TRL and MRL Successful technology
how easy is it to use, solutions available on technology maturity of the project startups created by
copy and promote the the local and global cycle (Gartner Hype project initiators
technology markets Cycle)

Applicant (company). Target market. Investment potential. Benefit for NTI. What Social impact.

Is it able to co-finance Its volume, Estimated revenue and systemic benefit will the Project-related social
at least 50% of the competitiveness and capital intensity of the project provide for the risks and opportunities

project’s cost growth rates project

initiative
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If express assessment is successful, the project
receives RVC approval and continues to the
second stage. It consists of a preliminary technical
assessment by the NTI Profile Working Group,
which — in case of a positive result — is followed
by a further evaluation by the Project Committee,
which includes representatives of the NTI, RVC

and other development institutions, and holds
weekly meetings. The applicant presents the
project, describing in detail his or her ideas, plans,
deadlines; explaining how the project will fit into
the NTI ecosystem, and why a particular support
measure has been chosen. The Project Committee,
having already reviewed the details and the Project

40

Office’s assessment, can then reject the project,
recommend revisions, or decide that the project is
suitable for development and selection, and then —
for consideration by the NTI Expert Council and the
Interagency Working Group (IWG).

The IWG is the highest decision-making body

within NTI, and it determines which projects receive
support. Before making final decisions, members of
the IWG scrutinize the projects that have passed all
the previous stages and study the recommendations
of RVC, the Project Committee, the Expert Council,
and the working group, which specializes in the
project’s target market.

What support programs are available via Digital RVC
and how to choose the right one?

FOR WHOM?

FOR WHAT?

HOW MUCH?

Large high-tech companies with no
experience in creating global businesses
/ Technology startups, research institutes
and reputable teams with a strong set of
competencies

FOR WHOM?

Infrastructure projects helping the
development of companies, which are
targeting global markets. These could
include, for example, test sites, centers for
research, engineering and certification, or
business accelerators for NT| end-to-end
technologies

FOR WHAT?

Up to 495 million rubles in contribution

to the company’s authorized capital / of
which 155 million rubles can be potentially
provided in the form of a grant

HOW MUCH?

Medium-sized high-tech companies with
experience in global markets / Technology
startups, research institutes and reputable
teams with a strong set of competencies

FOR WHOM?

The creation of working prototypes of
breakthrough innovative products with
unique characteristics, which surpass
similar products available on the global
markets

FOR WHAT?

Up to 100 million rubles in contribution to
the company'’s authorized capital / up to
200 million rubles in grants — these can
be combined to the maximum total amount
of 300 million rubles

HOW MUCH?

Large high-tech companies with no
experience in creating global businesses
/ Large high-tech companies with
experience in creating global businesses

FOR WHOM?

New launches, which are based on
technological developments

FOR WHAT?

Up to 300 million rubles in contribution to
the company’s authorized capital

HOW MUCH?

Large high-tech companies with no
experience in creating global businesses /
Medium-sized high-tech companies with
experience in international markets

Final stages of development and launch
of technological products onto the global
markets (technological readiness level TRL
6+)

Up to 200 million rubles in contribution to
the company’s authorized capital / up to
100 million rubles in grants — these can
be combined to the maximum total amount
of 300 million rubles

&RVC

According to Natalia Erdem, Director of Project
Management, NTI Office, the company’s ability to
carry out its plans is evaluated at all stages: “First
and foremost, we are evaluating the company’s
relevant experience with regards to the idea that it
came up with. If a group of scientists is confident
that they will be able to launch their product

onto international markets and gain 25% share,
then our first question would be: “Who in your
team has experience in launching products onto
global markets?”. If there are no such people, then
we assume that the team’s goal isn't achievable.
And often in such cases, the Project Committee
makes recommendations, such as bringing in
marketing specialists to join the team or attracting
a technology partner with relevant experience in
launching products onto the market".

A distinctive feature of NTI support measures is that
many projects do not reach the selection stage,
because they are able to get what they want earlier,
says Natalia. The applicants and their projects

are immediately immersed in the NTI ecosystem,
because they start communicating with members of
the working group specializing in their target market,
and often find partners or customers among them.

Each working group includes companies that

are market leaders, representatives of relevant
government departments and experts. At this
stage, applicants start implementing their ideas in
collaboration with other market players.

Those applicants, who have reached the selection
stage and gained IWG’s approval, will continue

onto the fourth stage, which is the most interesting
and entails the implementation of their project in
line with the previously drawn up plans. Each NTI
project teams is assigned two personal managers —
a Project Manager and a Finance Manager.

“The teams and their managers keep in touch

on a daily basis. Teams often write and call their
managers, asking for advice or sharing new
information. Communication never stops and
includes meetings, calls, and consultations. The
teams may have all sorts of questions and requests,
and we're always there to help them by providing
our own expertise or introducing them to potential
investors, experts, representatives of re<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>