Lecture #9
Feedback and resources
for the group project

ims:
Get prepared for your group pitch and C4L application



Course content and schedule 2024

Lecture #/Date

Topic

Details

Seminar tasks

General Introduction

Aims of the course, expectations, tasks and assessments

Watch Elisabeth Holmes Documentary (Theranos

]_/ 12.09 General proceeding story)
Roadmap from academic idea to startup template business example, Learn about all the steps needed to Define customer value proposition, USPs and
2/ 19.09 translate a scientific idea into a startup and what your pitch deck business model (= business example) of Theranos
should include => Focus on Value proposition and Business model | Grouping and assignment of individual presentations
Market analvsis Market size, competitors, customer models, growth and scalability, | Introduction into GlobalData, Find market data on
3/26.09 4
/ : your business example & group innovation
4/ 03.10 Corporate planning Business models, exit strategies, website & visibility,
: . - - Define business example of your group innovation,
5/ 10.10 Business examples Business examples 1-4, detailed feedback S A
Timelines & initial steps — work plan Business examples 5-8 Milestones and finance plan from idea to Find & analyze patents in your field
6/17.10 P P
: startup/product
24.10 — no lecture!
Intellectual property and other legal issues Business examples 9-12 Prepare milestones and financial plan for your
7/ 31.10 Patents — facts, data bases, examples startup idea
) Concept of freedom to operate, regulatory hurdles, etc.
How to secure funding Business examples 13-16
Public funding programs, investments, venture capital, EPFL
8/ 07.11 programs
Finalize pitch deck
Finalizing the pitch deck Business examples 17-20
9/ 14.11 Final feedback on individual case studies, last year’s best group
pitch, time for questions
Guest speaker Daniel Alpern Business examples 21-24 Prepare Executive Summary and commercial
11/21.11 (EPFL entrepreneur) Real world example by an EPFL entrepreneur potential in C4Lformat
12/ 2811 Guest speakers Gautam Maitra Introducing C4L initiative (funding at EPFL)
) (EPFL C4L)
Pitches Groups A (e.g. 4-6) 10min pitches with non-presenting students to provide written
13/ 05.12 Feedback Groups B (e.g. 1-3) feedback, Submission of Executive Summary and commercial
potential in CaLformat Prepare written feedback on other group’s pitches
Pitches Groups B (e.g. 1-3) 10min pitches with non-presenting students to provide written P group's p
14/ 12.12 Feedback Groups A (e.g. 4-6) feedback, Submission of Executive Summary and commercial

potential in C4Lformat

15/19.12

Trophy Award & Feedback




General feedback on case examples

A single figure/image is often better than 10 sentences!
Use simple and easily understandable language rather than specialized tech terms

Investments and spending on R&D are not part of the business model. In the business model you should show how
revenue is generated (who pays whom for what?)

While for the case example some company information might not have been available, you have to provide a complete
and comprehensive picture of your (hypothetical) group startup

You should be able to show that your business is scalable

You should know who your main competitors are

Know the limitations of your product and be ready to discuss constructively
Please avoid mixed French and English slides

Be self-confident, without overselling your invention



Additional useful material — how to write a business plan

Customer’s needs
Market
Profit

.“/‘.,-' )
/' technical
~ details/

. science

Investopedia / Ryan Oakley

D] BIO-497



1. Executive Summary

Do

Describe in simple terms your mission and vision
(big picture in real-world language), point out your
competitive advantage, provide some basic market
data

Sell a vision, not just a product!

Point out why this is an opportunity no investor
should miss (e.g. scalable, disruptive)?

“My 2 USS assay strip
allows diagnosing breast
cancer at curable stage,
using a single drop of urine”

Don’t

Discuss irrelevant technical details,

Oversell your product or market chances

Be too optimistic, naive, “all over the place”...

Lack understanding of the market/ customer needs
Gaps and missing facts or data. Immature
“assumptions”

“My new HfO2-Based Ferroelectric
CMOS sensor is 2.37 times faster
than any MESO transistor ”

=P BIO-497



2. Opportunity (problem statement)

Do Don’t
* Easy language or better an image illustrating e Technical language, describing a problem that
the problem nobody except you is aware of

 Facts and numbers

C}F The Problem

Plastic production and recycling “No Cutinase enzyme can stand high

temperatures”
* 460 million tons of plastics produced worldwide every year

* 350 million tons of plastic waste generated worldwide
* 9% is recycled!
* 22% of plastic waste is mismanaged

www.rcsb.org/structure/2CUT

=P BIO-497



2. Opportunity (problem statement)
Do

* Easy language or better an image illustrating
the problem
* Facts and numbers

This is the real problem This is where your technology
might have USPs

C}F The Problem

Plastic production and recycling “No Cutinase enzyme can stand high

temperatures”
* 460 million tons of plastics produced worldwide every year

* 350 million tons of plastic waste generated worldwide
* 9% is recycled!
* 22% of plastic waste is mismanaged

www.rcsb.org/structure/2CUT

=P BIO-497



3. Product (Solution, competitive advantage)

Do Don’t

* Describe a sustainable competitive e Overfulfil a task at non-competitive cost
advantage, no “one hit wonder”

* |Inthe best case your invention is not
just better than previous products, but
generates entirely new needs

“Our innovative power tool has a battery
lasting long enough to drill 10,000 holes
without recharging....(and it costs 2k USS) ”

phone, #1 Failure:

_emall, Lack of market demand!
internet,

navigation,
g Apps

https://pxhere.com/en/photo/591564 www.simplymac.com

=P BIO-497



4. Market & Marketing

Do Don’t
e Describe who will buy your product, * Mix up total societal cost generated by the
how you reach your (first) customers, problem with your market
define distribution channels and
provide quantitative market data * Assume getting a 100% market share
* Get LoS from key opinion leaders and * Project growth that does not match resources
industry (staff, local distributors, regulatory hurdles)

“The total economic cost of
cancer is 1.3 trillion USS per year
=> we will at least make 100

billion with our new cancer drug

Total addressable market = X

V4

Serviceable addressable market = Y

L

@
Serviceable obtainable market =Z v
-—

TAM

https://emojis.sh E P F L BIO-497



5. Competitor landscape

Do

Clear comparison, pointing out superiority

(tick box table, 2D performance plots, SWOT, etc.)

Competitor 1 Competitor 2 You
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Don’t

Just focus on a single technical
parameter

Overlook future developments and
alternative technologies

e

WIKIPEDIA

The Free Encyclopedia

@ prime video

| >

#4 Failure:

Strong competition EPFL B|0-497



Do Don’t
Forget to check for FTO

Check if others could offer a similar
product (if so, could you still have an
advantage)?

File patents that are too narrow
and easy to bypass

Build up a comprehensive patent
portfolio protecting different aspect of
your technology (hardware, assays,
special reagents, etc.)

Get all required licenses

https://icon-icons.com/icon/certificate/129074 https://pix4free.org/photo/4695/patent-infringement.html

=P BIO-497



7. Business Model and Revenue Strategy

Do

Find the right business and payment models for your product

B2C
B2B ?

Subscription Direct sale (or e-commerce) Freemium
The subscription business model charges customers a Under a direct sales business model, sales of The freemium model works in a few different ways
recurring fee -typically monthly or yearly — additional products or services generate revenue through but most popularly companies use it by offering a
private health insurance packages can be considered a network of salespeople, who sell directly to “free trial” of their product or service or a “limited
as a subscription model. customers. Examples are e.g. 23andMe. free version” of their product or service. E.g. for

healthcare Apps and online medical consulting.

Product to Service Leasing Model Razor Blades
It allows customers to purchase a desired result rather Under the leasing model, a company buys or Companies offer a cheaper product that includes more
than the equipment that delivers that result. The user produce a product and then leases it to customer expensive accessories. When you purchase a razor from
pays as and when they access the service, as opposed for a periodic fee. Not unusual for large equipment, the drugstore, you will notice that the replacement
to paying a for a product. NGS companion diagnostic including e.g. annual service contracts. razor blades cost more than the razor itself. Examples

tests are carried out this way

such as e.g. the Roche Light Cycler

Adapted from https://fundsnetservices.com/types-of-business-models

Don’t

End up with a business model that is not scalable

#5 Failure:
Pricing doesn’t
match costs

profit

v

time

=PT=| BIO-497



8. Team

Do Don’t
* Convey credibility, ensure all required * Do things for which you have no
expertise, skills and network are readily expertise — faster and potentially
available even cheaper to outsource!

* Get key opinion leaders onboard

#3 Failure:

Wrong team!

CEO CTO Law expert  Regulatory affairs CEO Law expert Regulatory affairs
specialist specialist

=P BIO-497

https://icon-icons.com



9. Development Plan, Milestones & Financial Forecast

Do Don’t

Keep in mind the many different cost categories (business canvas) * Mix up revenue/sales with profit

Leave room for delays (they will happen!) and consider all risks
s (they ppent) * Aim for a “technical overkill” (you can

Define minimal viable product and minimal marketable product launch a 2" generation product later)

Make sure your resources match your goals

Define your exit strategy ?

#2 Failure: =

@ @ @ Q Insufficient financial resources Z’F
VCs, Acquisitions/Mergers & Secondarv Offerings |
Strategic Alliances
Angels, FFF ) Later Stage'

Seed Capital Early Stage
>

Mezzanine

REVENUE

Public Market

IPO
3rd

Break even
: 2nd

1st www.vectorportal.com

/

W TIME www.wiki.org E PFL BIO-497
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Please do not just copy, but rather come up with your style, structure and layout!
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Prepare backup slides with important facts an

Important Numbers

- 50000 blind people (CH) —> 30000 of curable patient (505%)

~  Economic burden in the USA : 132 billions USD for 2,6 million visuzlly
impared including 1 millicn blind people without considering QALYS and
Days

- Blind individusl vision cost per year = 26 900 USD (71,7 billion

Govarmment payement = 47,4 billion USD

Private insurance = 22,1 billion USD

Indiract cost = 72,2 billion USD (see what parcentage we can raduce]
The cost for guide dogs per year (62 million USD) will disappazr with
regain of autonomy

- Wedical cost per person = 7000 USD

- Productivity loss = 12,5 billion USD

Nursing home Cost = 7,5 billion USD

+ EP2158937A3 .

US2021162213A1

ARTIFICIAL RETINA DEVICE RETINAL IMPLANT FIXATION

* Date of filing: 01 May 2001 * Fixation damaging retina because of a

rigid implant

Important number in Switzerland

- Direct costs {medical and social) = 800 million CHF

- indirect costs = 1,5 billion CHF

- Econamic burden of QALY = 5 billion cHF 21 y=ars of blindness with 3 weight
of 4 {average 2ge = 62 o life expectancy = 83) 7 0aLYs

- Financial consequences = 21 000 CHF per blind per year

- The Probabilistic Incremental Cost-Effectiveness Ratio (ICER) was estimated to be
25 588 Euros per QALY for ARGUS |l our main competitor

~ 3 years of blindness = societal willingness to pay 30 500 CHE in Europe

- WO02013211847A1 .

WO2005082049A2

RETINAL IMPLANT FIXATION ARTIFICIAL BIOCOMPATIBLE

APPARATUS AND TECHNIQUES MATERIAL %
* Implants separated in two part: * Cellulose single layer with pores and cell
epiretinal and an ancher in the ciliary growth substrate for promotion of repair

bodies of the eye damaging the eye * Subretinal space

Field Overview

80% curable -» intact optic nerve needed
- cura retinitis pigmentosz (RP) and age-relztad maculsr
dagensrtation [AMD)
« 4 0utof 2 blind people axpected to gzt implant
- Estimate to reach 40% of the remaining patients

- {..) estimates that giobal biindness will riple by the year 2050{..) it 1
projects that cases of blindness will increase from 36 million to 115
million by 2050. (The Lancet Global Health}

BMC Ophthalmology

*
The cost-effectiveness of the Argus Il retinal
presthesis in Retinitis Pigmentesa patients

Abstract
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" EFZ408514A2:
ACTIVE RETINAL IMPLANT

* Subretinal electrode array
* Extra-ocular device needed to process

the signal and transmit it through a wire

End of the clinical tris
EMAipproval ol the

device
commertiatiaticn
5 st Implant
15020816 and 150 13485 renewsts

* USB150526B2

RETINAL PROSTHESIS

* Subretinal electrode array
- Extra-ocular mount with transmittor

and processors for treatment of the

signal

Second generation

pre-cinieal trisls clinical rists

b

‘customess [Nurolor Boclecronicsh e
LA

Expansion Second generstian
furcpe commercisization
3054 Marhet share in

Eurape



s

T SR —
(=T

'ﬁ Averaps delay in dmpmesin: 8.7 vegrs "'

%u—-
P~
. f\\""-u\.-"l

Al can be the

solution.

i s e g s
--.h.i-..n-l,

What mamand
= Paiant infarassn
& Clmbosl Ry

- Spmgmore
= Turavageal dmsssond imigas

-\._.lr-ﬁl '

.-mr%n

0 f‘a@,/—#'"gn\a

Frear Al

x &/

w0 _

i v i o s i d

P P T I-llﬂ-ll- iy

"l:_l MLl ENEpImA; -
-
—— :H
- [ Y
_ - mis rrws mermem i
l_,.--"

__J = Fnds mo s, i A % e g et o it

Best group pitch 2022

What is endometnosis?
T s ekt o, i g i e g R AT

P A i i e e e i O

.-"-r?—d\.\,
ll__..—-—

s Fey A

-

Compatitors f=ral

Business model (B2B)

FI'ET.-’«]
E"u =

m. s i i

Seeking Series A funding "

Pri-launch Cosls

Collaborations

* Leading medical centers:
+ Unreniy Hoeapital nmmn 35114
[T T iy Hovpisl bedom sl
s LA}

* Palicml suppart

o ganaliona:
[T TR A E——
+ SRade & Rada-Hilp £H)

- Intellectual Property »

Lemaed:
+ USHHIS4CE" Adaptve imags praceiaing In susasd
rageotucties Iruging modites
+ S 400400 dertficia] iwligercs mache s Bad sy far
araaing imagary

Financial Forecast

P Nt e (i 10 B




Questions?
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