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Money is essentially completely meaningless and pointless,


unless you actually use it


Dr. Johann “Hansi” Hansmann




Foreword by Hansi Hansmann


I can hardly believe that someone would actually write a book about me. When Lisa Ittner and Florian Novak came with the proposal, I was a little sceptical. I mean, I do not actually do anything special. I just to spend the whole day doing things which I enjoy – at least, most of the time.




I enjoy doing something new


I enjoy playing


I enjoy winning


I enjoy talking and convincing people


I really enjoy being together with talented young people whom I like.





And there is no better place to combine all the above than in a start-up!


For me, it is about ‘doing something new’, experiencing innovation and disruption, ‘playing’, understanding the rules and wanting to be better than the others, ’winning’ in the sense of a sustainable cash-flow, showing profit and/or making an exit, a lot of ‘talking and convincing’ – particularly with founders, customers, investors – and, all the while, I am constantly together with talented people whom I like: ‘my founders’! Otherwise, without them, none of all this can happen.


In this context, my work as a Business Angel is simply the logical development of a long, professional career.


I worked as an employee in a small electronics company (in the 70s), I was a manager in a major enterprise, I was an international ‘top executive’ in a multi-national pharmaceutical company, I was a serial company founder and entrepreneur, I was a financial investor – and at the end of my career, I am finally doing what I feel I have been preparing for my whole life: I am a Business Angel.


As opposed to the founders, who have to focus on a single project, as a Business Angel, I can ‘have my finger in many pies’. Because I am involved in many start-ups and support the founders, I can experience the joy and sorrow of being an entrepreneur, important moments, strategic decision-making processes, serious crises and huge successes in great number practically every single day. I observe at close quarters how young people develop into strong personalities within a very short time, and I can support and help them to realize their potential. That is priceless.


That is why I invest not only my money but my whole strength and being in my close collaboration with the startups. I am practically always accessible for the founders when they really need me – that is the least they can expect from me. They give me so much back in return. And when that brings about the additional benefit of a positive exit, then that is of course especially cool!


If this book helps a few people in taking the decision to become active – slowly and carefully – as Business Angels, to facilitate successful collaboration with young entrepreneurs or businesses and to drive forward radical innovations together, then it has been all the more worthwhile. And if this book contributes to a few more people deciding to create start-ups with their ideas and to become entrepreneurs, then I will be more than happy! I’d like to thank all ‘my’ founders for their passion, their unflagging commitment, their professionalism and for enabling me to be part of so many wonderful and exciting moments!




1. The Journey to becoming a Business Angel or: About Defeats and Successes and why there is a Solution for Everything


Dr. Johann Hansmann, known to both friends and business partners alike as ‘Hansi’, is a numbers man. He loves to win, and, above all, to work together with people whom he likes. He is an investor and business man with a special sense for successful start-ups. He has shares in more than 40 European companies, more than half of which within the framework of his ‘Hansmen’ Group (www.hansmengroup.com). With his investments and exits to the value of hundreds of millions, he has already broken records and received awards such as ‘Best European Early Stage Investor’. Hansmann has an image of himself as the experienced man who “gives those who are younger a helping hand”. He became known to a wider audience through his participation in the jury of the ‘2 Minutes, 2 Million’ start-up show on private TV, where young entrepreneurs present their business concepts in an attempt to convince investors. In addition, he was honorary president and active co-organizer of the Austrian Angel Investors Association AAIA (www.aaia.at). His early engagement with ‘Pioneers’ in 2011 also helped to establish one of the great driving forces in the Austrian start-up scene. Today the Pioneers Festival, which takes place every year in the Viennese Hofburg, is an integral part of the European founder scene.


Dr. Johann ‘Hansi’ Hansmann was born in Vienna in 1951. Three of his four grandparents came from the Czech Republic and Hungary. He was in constant competition – whether in sports or completing crossword puzzles - with his father, Head of the Patent and Legal Department of rail track manufacturer Plasser and Theurer. One of the most important lessons from this time is that life is not always straightforward. Hansmann: “I learnt a lot from my father. That discussion and negotiation, private and professional are often one and the same thing. And also that you can evidently look at things in so many different ways until they appear quite different than originally thought.


Hansmann completes his Mechanical Engineering studies at the HTL and his Business Administration studies at the University of Business Administration and Economics in Vienna. When looking for his first job, he decides upon an unusual idea. He puts his own small classified ad in the daily newspaper: Young, dynamic manager type is looking for a challenge! – and he gets a job in Vorarlberg, in a company which developed process controllers for the leather processing industry.


In the company, he builds up the marketing and sales department and sells products in German-speaking countries.


After a while, he moves to a subsidiary of Shell, where he takes the position of Chief Financial officer and directs the new, additional business with washing and cleaning agents and flypaper strips as an alternative commercial sector after the first mineral oil crisis.


Hansmann wants to raise his income and moves to the Austrian branch of Wellcome, the British pharmaceutical company. When commuting becomes too tedious in his position as area manager for the German-speaking countries, he arranges for himself the role of general manager of Wellcome in Spain – he has always felt a strong attraction to Spain throughout his life.


When Glaxo, the giant pharmaceutical giant, takes over the company, Hansmann senses a business opportunity and buys for one euro the production plant – now superfluous after the merger – with more than 300 employees. In this way, the pharmaceutical giant can avoid expensive closure costs after the merger. At 43 years of age, Hansmann becomes a ‘young’ entrepreneur.


For political reasons, he has to keep on his Spanish colleagues, the production and personnel directors, with whom he has never had a good working relationship. As co-owner and CEO, he builds up a small, but high-quality pharmaceutical group within a few years, with more than 800 employees. He wants to sell the company and first brings in a financial investor with a 40% share. He sets the deadline for bids from abroad for 11th September 2001. When the second airplane crashes into the World Trade Center on that day, one potential US buyer after the other calls off the deal. That means ‘back to square one’ for Hansmann. In a long and difficult two-year process, he breaks down his business realm into small individual pieces, in order to close the sale process - except for the production plant, which his partners want to keep at all costs. So Hansmann just keeps his shares in the plant after the sale and relinquishes all his management functions there.


To avoid any boredom, he begins to invest in numerous small companies, such as a sports restaurant with 150 television screens in the centre of Madrid, where he employs 120 people. However, the Argentinian concept does not work in Spain. Hansmann and his partner sink several million euros into the business. Today, such defeats are all part of his success. He has learnt to stay relaxed in difficult situations in line with his motto “There is a solution for everything”.


Benefiting from some lucky timing, he sells his shares in the production plant and his house in Madrid in 2007, shortly before the economic crisis. However, Spain keeps a firm hold on him: In 2008, after the sudden death of his partner, he first works for a few days in the production plant, then stays a further eight months in the company as general manager.


In retrospect, he reflects: “Messing around in a large enterprise, that’s nothing for me today”. Hansmann returns to Vienna after 18 years living abroad. One thing, however, is clear to him: “I must do something, otherwise life is going to get unbearably boring”. In 2010 he therefore invests in ‘busuu’, the language learning platform, whose Austrian founder he had chanced to meet in Spain. This was the beginning of his new life as a Business Angel.


Hansmann’s Investments


Hansmann has had shares in more than seventy companies, with over forty holdings at the moment. He has carried out more than 350 transactions – such as cap558ital increases, restructuring, financing, acquisitions and sales - since starting as a Business Angel in 2010 and meanwhile can claim 21 successful exits. He has brought together his lead investments under one brand: The Hansmen Group.


The Hansmen Group is a group of start-ups, which all share common values, similar aims and the same Business Angel, with an incredible level of performance, and which unites all those investments, in which Hansmann has taken the lead.


www.hansmengroup.com.


Fresh. Global. Disruptive.


Listing of the companies (Status: May 2018):


myclubs, Waytation, Mimo, journi, cashpresso, B-wom, Swell, store.me, Playbrush, kiweno, Anyline, consentiv, LineMetrics, tractive, WatchFit, runtastic, mySugr, Pioneers, Northcote, whatchado, shpock, Diagnosia, mediclass, durchblicker, busuu, RENÉSIM.


Hansmann’s Start-up investments at a glance:


Investment level: 25.000 – 75.000 EUR


Discovering Hands, Marktwirtschaft, Heroes


Investment level: 75.000 – 200.000 EUR


Shpock, Consentiv, MyClubs, Rublys, Holvi, Vamida, Techbold, Juno


Investment level: 200.000 – 500.000 EUR


Whatchado, Busuu, Journi, Diagnosia, Anyline, Durch- blicker, Pioneers, Kiweno, B-Wom, Swell, store.me, Watchfit, Playbrush, Cashpresso, Tractive, Mimo, Radio LoungeFM, Waytation, Kochabo (bought from Marley Spoon), Iyzico, Neovoltaic, Seinfeld (Northcote brand), Helioz


Investment level: 500.000 – 1.000.000 EUR


MySugar, Linemetrics, Dynamic Perspective


Investment level: > 1.000.000 EUR


Runtastic, Renesim, Mediclass




2. An Angel with an Attitude or: Why the main motivation is not to make money


What makes a successful Business Angel? Hansi Hansmann may initially surprise you with his answer when he lists what he believes to be the most important prerequisites for a Business Angel: He likes to talk of “love for people” and of his unwavering relationship of trust towards the founder team, which he sees as decisive components on the path towards mutual success. Some may find that this sounds rather histrionic, but for Hansmann, this is one of his secrets to success.


His personal motive for investing in start-ups is how much he enjoys and appreciates “building up something together with young people, something which has never existed before”. His personal ‘business model’ is, in his own words, to recognise potential, to nurture this and to “help young entrepreneurs to make better use of their own resources”. And he likes to add with a mischievous smile: “And having success and fun together is all part of the process”.


And Hansmann clarifies further: Making money is not his main motivation. Of course, he also believes that, in the ideal case, making money is a consequence of “doing the right thing with the right people” – often with the help of a little luck. For Hansmann, you could say that a successful sale of the company shows that you have “won the game”. He pays close attention to similar motivation in his founders. Those who are primarily motivated to make money generally do not see the long road nor the intensive work which lie ahead. Hansmann is more precise: Of course, it is quite fair and legitimate that the founders also want to make money. They should do that, too. Only: If making money is their overwhelming motive, it just does not generally work in his opinion. One of his lessons: a proven, successful strategy is to invest in founders who primarily want to solve a problem which directly affects them or someone in their social circle and who pursue a larger vision.


Why is the basis of a relationship of trust such a key component for a Business Angel? While strict adherence to the business plan counts more than trust for the classic financial investor, Hansmann tries to establish a relationship, where “the founders have the feeling that they can really share any genuine problem with me”. His approach is that he wants to be treated by the founders as a ‘co-founder’ so that he is also informed in confidence and in time to be able to solve problems together before these are hidden away and addressed far too late to be solved successfully.
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