
2 0 2 3

TRENDS

Get ready for this new edition 
with last year's key insights

BOOK

THE DIGITAL INVESTMENT 
SUMMIT IN URBANTECH
26.06.2023 - 27.06.2023
w w w . r e l e v a t i o n . o r g



While proptech raised globally around 40% less capital in 2022 

compared to 2021, our motivation for REL 23 was tenfold. We 

are driven by the ambition to ease the digital and                         

environmental transformation of the construction and real 

estate sector, to increase the innovation maturity of the sector, 

and ultimately to create a positive environmental and              

sustainable impact on our society. We all know that we have to 

decrease the CO2 emission by 50% before 2030 otherwise a 

2,7°C increase in temperature will be reached. Johan 

Rockström (Potsdam-Institut für Klimafolgenforschung) 

declared at WEF: “1,5°C is a physical limit and not a political 

goal”. What we start to understand is that this net-zero race 

will be only won if founders, corporates and VCs, are successful 

at collaborating to operate, use and finance the ClimateTech 

solutions that will decarbonize the built world. In this context, 

we think it is crucial to bring more transparency and efficiency 

in the urbantech venture world, because as Churchill stated: 

“Entrepreneurship is blood, sweat, and tears”. Founders and 

their teams fight day and night, sacrifice a lot to solve 

problems, chase dreams, and in this race, we want to be their 

strategic support: we want to be their filters, connect them 

with the right equity partners, allowing them to buy some time 

by meeting directly the most relevant people to build           

meaningful relations with. This is why we exist. We are 

convinced that when you bring the right people together, in 

the same (sometimes, digital) room, magic can really happen. 

With the team and our partners of CREtech, we are committed 

to making magic happen even more in 2023, adding a physical 

component to our digital Summit: In-Person Dinners! We will 

have Exceptional Dinners, hosted by key strategic partners, in 

all of the cities where our network and audience is large, from 

Australia to Canada!

Hope to see you and build a future together!

Idriss Goossens
Founder of RELEVATION
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KEY INSIGHTS FROM THE 2022 EDITION

Impact investing : returns of experience

Reducing carbon emissions is our impact goal. That's why we 
have developed a tool (Climate Performance Potential) to 
quantify it and have accurate figures. This is an important KPI 
for us, because we believe that the companies that reduce 
global emissions the most in the future will also be the ones 
that are the most valuable. For us, impact is about carbon, 
but it's also about financial return for the future.“

Mark Windeknecht
Climate Tech Investor at

“

Stage of global PropTech ventures

We invest in technology companies that enable a more 
sustainable built environment“
“

Matthew Chagan
Partner at
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Accelerators: what models really work?

If you’re just teaching, online sessions are fine but                  
entrepreneurs always go through cycles. They always have a 
problem. So it’s important to mentor these guys through the 
stress cycles and also share the happy moments. That’s a life 
action so I think the live sessions are quite important because 
then you also transfer your vibes and help them keep           
positive. This mental wellbeing of entrepreneurs is as crucial 
as the learning curve.“

“

Nicolas Bearelle
Founder at



Built world, wellbeing & mental health

Human beings have an intense reaction when they are in 
nature. And that really can come from reality such as            
improved performance, improved mood, stress reduction. 
So we deliver sort of biophilic engagement in buildings when 
we think about how we choose materials, what sort of views 
to the outside, what sort of natural focus we can have inside 
the space…“

“
Ann Marie Aguilar

Senior Vice President EMEA at

In choosing start-ups, the first and most important eligibility 
criterion is impact. That's the first thing we look at, and we 
take it very seriously. For our part, we follow the theory of 
change, we build an impact plan and we follow all the steps. 
We believe that if there is no business case, the impact will 
not be huge.“

“
Ines Mertens

Impact Investor at

Climate: 8 years to save the world

There's a lot of noise, and there's not enough music. And I 
think we're still in this transition period where we need to 
convert this noise into music. If you look at data, for example, 
we know that the retrofitting rate, which is supposed to be 
about 2,5 - 3% in advanced countries, is still below 1%. 
Retrofitting is key because 90% of our buildings in 2050 are 
already here and 75% of the buildings today are still known 
that compliance. And so I think it's very important that we 
continue pushing  on the problem.

“

Gregory Dewerpe
Founder & CIO at
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Corporate innovation strategies

Open innovation principle is very important to our corporate 
innovation strategy. It’s an area that is quite uncomfortable 
for the built environment. The ecosystem is still very           
protective with their IP. We are encouraging people to share. 
We’ve just given our new innovation strategy away and so to 
the rest of the industry. We want people to copy us. We want 
that sort of IP and ideas to be shared because we all have an 
inherently greater challenge and that is doing the things that 
we need to do to address the climate emergency within the 
built environment.“

“

Matt Gough
Director of Innovation at

Rise of PE, SPACs & large rounds in PropTech

Companies that have an immense amount of data or unique 
data will continue to be in the crosshairs of potential acquires 
whether it’s larger tech companies or real estate companies. 
The concept of big data or unique data provides acquirers 
with more of a unique market positioning if they’re more able 
to tap into those data sets.“

“
J-P Bowgen
Investor at
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Talent acquisition & retention

When you start out, you don't have the money or the fame. 
To attract talents you need to be able to tell inspiring stories, 
you need to share a vision. So it’s all about communicating 
energy, vision and telling the right story because people will 
forgo and forget the salary and the brand value in order to 
join your vision and jump on.“

“
Thierry Vignal

President at



LPs on impact & ESGs investments

I think if you find the right investment that has a good 
impact, the financial return will be there in the medium and 
long term.“

“
Christopher Douglas

Head of PropTech
Investments at

EU investment fund & european commission

Only 3% of funds globally are certified as impact funds. The 
regulation of the Green Deal will make it very difficult to 
escape the transparency expectations that we will have in the 
new legislations from 2022 onwards. And in the end             
European investors increasingly ask for ESG compliance and 
for showing positive impact of their investment on the 
Planet. The part of impact funds will be very important one 
as financial intermediates.“

“

Dirk Paelinck
Founder at

Tech giant appetite for PropTech

What we want is to work with PropTechs to make sure they 
bring their knowledge in the industry and we bring the     
technological capabilities. So what we do is we work very 
closely with all the major leading industries to understand 
what are the pain points today and how technology can help. 
Of course it’s all about data. We, as a tech provider, are the 
stats experts. So we work with PropTech experts and we help 
them build on our platform.“

“

Guillaume Estegassy
Global Lead, Smart Places & 

Smart Buildings at
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People management

A big lesson I've learned is to be true to yourself, to be 
authentic. When you're a manager and you have to lead a 
team, if you only stick to your company's culture or values 
without taking the time to think more specifically about what 
it means to you as a person, it will be complicated to apply it 
to your teams. For example, if hardworking is one of your 
values, you need to explain what it means to you personally. 
It may be that you have a family, that you want to get home 
early some days of the week to take care of your kids. But in 
the meantime, I am 100% dedicated to my work during office 
hours. Sharing that with your team will make you a better 
manager.“

“

Thibault Remy
General Manager at

Term sheet negotiations

There is money in the market. There is no change on that. 
There is an appetite for investors to continue to invest at our 
stage. But we also see a kind of wait and see position. So 
they want to invest but there is a question mark coming not 
on the company itself but on the general economic situation. 
Because they don’t know what the future will be in the 
coming months. In a way everybody sees the inflation so they 
want to invest their money but on the other side they wonder 
if the market is more risky because of this inflation and 
probably some changes in the macroeconomy.“

“

Xavier Corman
CFO at
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David Dessers
Founder at

From our perspective, the more detailed the term sheets are, 
the better, because it really forces people to express their 
intentions. I can't count the number of times you get this 
really nice expression of indentation saying how fantastic you 
are and the valuation is X, Y, Z. But otherwise, there are no 
terms and then they use this word that we're a little allergic 
to, customary. Of course, what is customary to you is not 
customary to me.“

“



First time team, first time fund

One piece of advice I would give you when launching your 
fund is to understand who your LPs are and why they’re 
investing in you. Are they just looking at returns ? They have 
their own real estate portfolio. Do they want exposure to 
PropTech ? Is that why they’re investing in us ? Like               
understanding their true incentive helped us obviously adjust 
our pitch to make it more exciting and being able to relate to 
what they want. Then you can present why you are the best 
solution for them.“

“

Teresa Lee
Vice President at

Expanding the investment scope

When it comes to geographic expansion, cultural empathy is 
the number one thing to build in order to identify great 
opportunities and to win great opportunities. For us it was 
essential to have a team on the other side of the planet that 
comes with a cultural background, with their roots and their 
whole network. The cultural empathy piece has proved to be 
really the key.“

“

Patric Hellermann
Founding Partner, GP at

Digital native & tech powered VC

Back in the days, 20 years ago we could rent an asset class on 
email and excel. It was enough. But today we have so many 
people involved in this asset class, so many companies, 
investors that we really need tools and data to manage all of 
that. So from then you know the need of being efficient, of 
being a digital driven firm. It’s not a question of : Oh should 
we be it ? No you actually have to be it. The question is how.“

“

Michel Geolier
CEO & Founder at
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AMOUNT OF EU VERTICAL PROPTECH VC's IN 2022

STARTUPS ATTENDING REL IN 2022 : STAGE OF MATURITY

IN OUR DATABASE : STARTUPS STAGE OF MATURITY
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IN OUR DATABASE : CORPORATE & INSTITUTIONS CORE BUSINESS

IN OUR DATABASE : FOUNDERS & VCs’ LOCATION
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IN OUR DATABASE : CORPORATE & INSTITUTIONS’ LOCATION

IN OUR DATABASE : LIMITED PARTNERS’ LOCATION

IN OUR DATABASE : LIMITED PARTNERS CORE BUSINESS
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LAUNCHES THE IN-PERSON DINNERS
Closed door matchmaking dinner for

UrbanTech founders, VCs, LPs & Exit Partners

    In-Person Experience
We wanted to add a human, physical and emotional dimension to our global online event.

    Closed-door, On-invitation Only
Ultra-high level networking, with captains of industry, C-level only

    Personalized
The host can define the typology of guests: founder who exited, exit partners, VCs, LPs, Sector 
Corporates, Public, Political Authorities…), and prefered field of expertise/topic of conversation

    Build Meaningful Relations, Relevant Business Opportunities
The invitation will be co-branded, and the format of the Dinner allows the host to take advantage 
of it in order to identify and discuss business opportunities (including a presentation).

    Promoting RELEVATION 23
This is organized in the frame of RELEVATION 23 (26-27th of June 23), the Digital Fundraising 
Summit for UrbanTech, where founders, VCs, LPs, Exit Partners & High Potentials engage

LOCATION, DATE & 
LANGUAGE

o Selection of the city by the 
host
o Definition by the host of the 
desired guests profile 
o Suggestion of locations by 
RELEVATION
o Agreement on the preferred 
language of conversation

INVITATION & PROMOTION

The promotion will happen in 2 
ways simultaneously:
o RELEVATION will promote 
the dinner in the vast commu-
nity, interested parties must 
apply
o RELEVATION will also send 
personalized invitation to 
specific people matchmaking 
the requirement from the host

SELECTION OF ATTENDEES

o The host will be able to select 
the accepted guests upon the 
application form
o RELEVATION is in charge of 
the communication and 
logistics

EXCEPTIONAL DINNER

o The Dinner will take place in 
good conditions for networ-
king. The Host will be able to 
do a presentation and the exact 
schedules will be communi-
cated before, as well as the 
profile of the guests. A 
No-Show from the guests will 
be invoiced.

FOLLOW-UPS

o As the Dinner was just a tool 
aimed at building meaningful 
relations, the Host will get the 
contact details to be able to 
follow-up on the conversations, 
ideas and business opportuni-
ties. 

A NEW PARTNERSHIP OFFER
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THANKS TO OUR 2022 SPONSORS

THANKS TO OUR 2022 PARTNERS
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