
Where are you from?

22

2
4

32

2

Results
Total number of pins

45
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PIN IT

On a scale from Nicolas to Cage - how are you today?

16

2 10

5

2

Results
Total number of pins

40

40 40 / 



What is your role for this workshop?

18

15

3

7
5

Researcher Robotics Company Investor Professor / Academic Other
Results

Option Score
Researcher 18

Robotics Company 15

Investor 3
Professor / Academic7

Other 5
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Levtek: What risks investibility, in order?

7.
Lack of focus (e.g. many markets, many products)

6.
Uninteresting robotic system (e.g. no need, hard to build)

5.
Revenue model not clear or not attractive (e.g. low margins)

4.
Business model and markets not big enough for VC money

3.
Solution valuable in only one or a niche market

2.
Certifying the product is difficult and/or damaging to the case

1.
Easy to copy and distribute (e.g. low-cost manufacturers, future AI 
models)

Results

Option Position
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)1

Certifying the product is difficult and/or damaging to the case 2
Solution valuable in only one or a niche market 3

Business model and markets not big enough for VC money 4

Revenue model not clear or not attractive (e.g. low margins) 5
Uninteresting robotic system (e.g. no need, hard to build) 6

Lack of focus (e.g. many markets, many products) 7

46 46 / 



Levtek: Would you invest?

4

134

8

3

3
3

7

33%

67%

Yes (Take my money!) No (Sorry, not convinced)

What is your role for this

workshop?

Segment

Researcher

Robotics Company

Investor

Professor / 

Academic

Other

Unknown

Results

Option Score
Yes (Take my money!) 16

No (Sorry, not convinced)33

49 49 / 



ATEC 2026 – AI and Robotics Real-World Extreme Challenge



Bleu Robotics: What makes this investible?
S

tr
e

ng
th

 (W
e

a
k 

vs
 S

tr
o

ng
) →

1

2

3

4
5

6

Confidence (Believability) →

1 Pragmatic robotic system (can be built)

2 Addresses a valuable pain or need

3 Healthy margins (e.g. revenues SW and maybe HW)

4 Core solution is valuable in multiple use cases / markets

5 Certifying the product could boost the case

6 VC Case: Revenue capture and market sizes large enough

Results
Option Average Confidence (Believability) between 0 to 10Average Strength (Weak vs Strong) between 0 to 10

Pragmatic robotic system (can be built) 5.8 5.4
Addresses a valuable pain or need 7.5 6.6

Healthy margins (e.g. revenues SW and maybe HW) 5.4 5.3

Core solution is valuable in multiple use cases / markets 6.9 5.9
Certifying the product could boost the case 5.6 5.6

VC Case: Revenue capture and market sizes large enough6.4 5.9
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Bleu Robotics: What risks investibility?

7.
Business model and markets not big enough for VC money

6.
Uninteresting robotic system (e.g. no need, hard to build)

5.
Solution valuable in only one or a niche market

4.
Lack of focus (e.g. many markets, many products)

3.
Certifying the product is difficult and/or damaging to the case

2.
Revenue model not clear or not attractive (e.g. low margins)

1.
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)

Results

Option Position
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)1

Revenue model not clear or not attractive (e.g. low margins) 2
Certifying the product is difficult and/or damaging to the case 3

Lack of focus (e.g. many markets, many products) 4

Solution valuable in only one or a niche market 5
Uninteresting robotic system (e.g. no need, hard to build) 6

Business model and markets not big enough for VC money 7

45 45 / 



Bleu Robotics: What would increase investibility?

5.
Focus (a narrow wedge, credible path to a big market)

4.
Sharper Story (a crisper "why this, why now, why you")

3.
Clearer Numbers (clearer evidence of market traction)

2.
Defensibility (why hard to copy, business won't fade) 

1.
Improved Product (proof it works, someone wants it)

Results

Option Position
Improved Product (proof it works, someone wants it) 1
Defensibility (why hard to copy, business won't fade) 2

Clearer Numbers (clearer evidence of market traction)3
Sharper Story (a crisper "why this, why now, why you") 4

Focus (a narrow wedge, credible path to a big market) 5

45 45 / 



Collective Robotics: What makes this investible?
S

tr
e

ng
th

 (W
e

a
k 

vs
 S

tr
o
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) →

1
2

3

45

6

Confidence (Believability) →

1 Pragmatic robotic system (can be built)

2 Addresses a valuable pain or need

3 Healthy margins (e.g. revenues SW and maybe HW)

4 Core solution is valuable in multiple use cases / markets

5 Certifying the product could boost the case

6 VC Case: Revenue capture and market sizes large enough

Results
Option Average Confidence (Believability) between 0 to 10Average Strength (Weak vs Strong) between 0 to 10

Pragmatic robotic system (can be built) 5.9 5.7
Addresses a valuable pain or need 5.1 5.5

Healthy margins (e.g. revenues SW and maybe HW) 3.3 4.1

Core solution is valuable in multiple use cases / markets 4.6 4.7
Certifying the product could boost the case 4.3 4.8

VC Case: Revenue capture and market sizes large enough5.8 5.6
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Collective Robotics: What risks investibility?

7.
Lack of focus (e.g. many markets, many products)

6.
Solution valuable in only one or a niche market

5.
Business model and markets not big enough for VC money

4.
Certifying the product is difficult and/or damaging to the case

3.
Uninteresting robotic system (e.g. no need, hard to build)

2.
Revenue model not clear or not attractive (e.g. low margins)

1.
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)

Results

Option Position
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)1

Revenue model not clear or not attractive (e.g. low margins) 2
Uninteresting robotic system (e.g. no need, hard to build) 3

Certifying the product is difficult and/or damaging to the case 4

Business model and markets not big enough for VC money 5
Solution valuable in only one or a niche market 6

Lack of focus (e.g. many markets, many products) 7

40 40 / 



Collective Robotics: What would increase investibility?

5.
Focus (a narrow wedge, credible path to a big market)

4.
Sharper Story (a crisper "why this, why now, why you")

3.
Clearer Numbers (clearer evidence of market traction)

2.
Defensibility (why hard to copy, business won't fade) 

1.
Improved Product (proof it works, someone wants it)

Results

Option Position
Improved Product (proof it works, someone wants it) 1
Defensibility (why hard to copy, business won't fade) 2

Clearer Numbers (clearer evidence of market traction)3
Sharper Story (a crisper "why this, why now, why you") 4

Focus (a narrow wedge, credible path to a big market) 5

40 40 / 



TUMI Robotics: What makes this investible?
S

tr
e

ng
th

 (W
e

a
k 

vs
 S

tr
o

ng
) →

1

2

3 4

5

6

Confidence (Believability) →

1 Pragmatic robotic system (can be built)

2 Addresses a valuable pain or need

3 Healthy margins (e.g. revenues SW and maybe HW)

4 Core solution is valuable in multiple use cases / markets

5 Certifying the product could boost the case

6 VC Case: Revenue capture and market sizes large enough

Results
Option Average Confidence (Believability) between 0 to 10Average Strength (Weak vs Strong) between 0 to 10

Pragmatic robotic system (can be built) 7.1 6.5
Addresses a valuable pain or need 7.4 7.1

Healthy margins (e.g. revenues SW and maybe HW) 4.8 5.3

Core solution is valuable in multiple use cases / markets 5.3 5.2
Certifying the product could boost the case 7.7 7.0

VC Case: Revenue capture and market sizes large enough5.7 6.1
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TUMI Robotics: What risks investibility?

7.
Uninteresting robotic system (e.g. no need, hard to build)

6.
Business model and markets not big enough for VC money

5.
Lack of focus (e.g. many markets, many products)

4.
Revenue model not clear or not attractive (e.g. low margins)

3.
Solution valuable in only one or a niche market

2.
Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)

1.
Certifying the product is difficult and/or damaging to the case

Results

Option Position
Certifying the product is difficult and/or damaging to the case 1

Easy to copy and distribute (e.g. low-cost manufacturers, future AI models)2
Solution valuable in only one or a niche market 3

Revenue model not clear or not attractive (e.g. low margins) 4

Lack of focus (e.g. many markets, many products) 5
Business model and markets not big enough for VC money 6

Uninteresting robotic system (e.g. no need, hard to build) 7
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TUMI Robotics: What would increase investibility?

5.
Focus (a narrow wedge, credible path to a big market)

4.
Sharper Story (a crisper "why this, why now, why you")

3.
Improved Product (proof it works, someone wants it)

2.
Clearer Numbers (clearer evidence of market traction)

1.
Defensibility (why hard to copy, business won't fade) 

Results

Option Position
Defensibility (why hard to copy, business won't fade) 1

Clearer Numbers (clearer evidence of market traction)2

Improved Product (proof it works, someone wants it) 3
Sharper Story (a crisper "why this, why now, why you") 4

Focus (a narrow wedge, credible path to a big market) 5

28 28 / 



Workshop Feedback

4.7

4.6

3.8

3.9

3.9

3.7

4.5

This WORKSHOP "Investing in Robotics" was worthwhile

The MODERATER (Robert) was excellent

The PRESENTER (Kateryna) was excellent

Startup: BLEU ROBOTICS presented with excellence

Startup: COLLECTIVE ROBOTICS presented with excellence

Startup: TUMI ROBOTICS presented with excellence

The overall CONTENT was excellent

Strongly disagree Strongly agree

Results

Options Average value on a range from 1 (Strongly disagree) to 5 (Strongly agree)
This WORKSHOP "Investing in Robotics" was worthwhile 4.7

The MODERATER (Robert) was excellent 4.6
The PRESENTER (Kateryna) was excellent 3.8
Startup: BLEU ROBOTICS presented with excellence 3.9

Startup: COLLECTIVE ROBOTICS presented with excellence3.9
Startup: TUMI ROBOTICS presented with excellence 3.7

The overall CONTENT was excellent 4.5
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