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The ESA Marketplace
Component 5 

ScaleUp Element 
of the ACCESS Programme
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0 1

Global 
competition

Global competitors set the price 
floor before we leave the 
ground.

0 2

Scaling capital

Late-stage rounds dry up exactly 
when hardware needs them most.

0 3

Market timing

The launch window for category 
leadership closes in 24–36 months.

Miss one and you lose ground. Miss two and you exit the market.

The Common Challenges
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Foster the development of industrial players on 
upstream and downstream new and emerging 
markets to achieve sustained commercial growth.

Mission Statement
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Revenue

Time

Eligible Company’s Projected Growth €

Company’s ScaleUp-Enhanced Growth €€€

🗸 Product or Service Approaching Market

🗸 Disruptive Business Model

When a company joins the 
ESA Marketplace

🗸 Accelerate time to market

🗸 Acquire new customers

🗸 Enhance visibility on global market

🗸 The VISION to scaleup

The ESA Marketplace effect

🗸 Attract private investment
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Accelerate time to market – Financial support for bottleneck purchases that 

unlock sales

Company A

 from ESA Member State 

(MS) subscribed to 

ScaleUp

Supplier X providing upstream 

services and products 

from MS subscribed to ScaleUp 

Supplier Y providing supplychain 

elements(OEM) from ESA MS 

Supplier Z providing launch 

opportunities from non-ESA MS 

MARKET

ESA Support
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Acquire new customers – ESA covers the cost associated with customer 

acquisition

Company A

 from ESA Member State (MS) 

subscribed to ScaleUp

Upstream client X from MS 

subscribed to ScaleUp 

Downstream client Y from ESA 

MS 

Non-space client Z from non-

ESA MS(global) 

ESA Support
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0 1

No technical 
development

Funding supports market 
activities, not R&D. Technology 
must already be built.

0 2

High-TRL 
products only

Eligible offerings must reach TRL 
7 or above — flight-proven or 
near-flight-ready.

0 3

Co-funding tapers 
over time

Capped at 80% for SMEs and 50% 
for large enterprises, decreasing 
across phases.

What ESA co-funding does and doesn't cover
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For additional question and inquiries, please contact:
scaleup_invest@esa.int
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