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What changes will shape 20307

Multi-polarworld Climate change/
powers extreme nature

New metrics, new Low cost business
meaning models

Population

Generation effects imbalances

Public

3D printing — Aspiration's and

Regulation
Pollution : public
Profiling the personal health
Definition of reality Peakonomics

Shocks and mo ed
Power of mobile rising PERE
Smart, digital and trackable
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HOME TRANSPORT INDUSTRY
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the breakdown
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HEALTHCARE

ehealth monitoring

eindependent elder
people

eremote diagnostics

efood sensors

productivity
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swaste management
semergency services
senergy efficiency
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Digital Health




ol DIGITAL HEALTH HYPE CYCLE

SOMCLY

Remote patient monitoring

Healthcare social media Personal health data

Electronic health records
Medical tricorder
Artificial Intelligence
Quantified Self
Smart home health

Ingestible tech Sleep analytics

Patch sensors
Apple and health
Personal genomics

Blood bioanalyhcs Health apps

Brain fitness
Activity trackers

DIY biohacking
Brain controlled bionics
Nanorobots

mplantable tech
8rain chips

3D Bioprinting

TECHNOLOGY  PEAK OF INFLATED TROUGH OF SLOPE OF PLATEAU OF
TRIGGER EXPECTATIONS DISILLUSIONMENT  ENLIGHTENMENT  PRODUCTIVITY



Shifting the point of care to the
periphery




Shifting the
Point-of-Care

Medical diagnostics and monitoring at the time and
place of patient care, outside the clinical laboratory.

New focus

+ Doctor and patient both get faster test results
+ More convenient for patient and provider

+ Proven increased patient satisfaction

+ Decrease in overall cost of care
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Clinicians accessJhfermation

1eeded to provide information care

via Desktop (89%), Laptops (78%),

R Smart es (55%) and Tablets (51%)

HIMSS 2014 Mobile Device Study
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2. Mobilization of Processes and Documents

In the above mentioned study, 69% of respondents also noted management, time reporting and communication between car
that they used apps to access clinical information. However, only takers to submission of forms, safety, ordering of medicine
33% reportedly believe they can access most or all of the clinical accessing patient records and logging of patient data. This is by no
systems technologies they need via smartphones/tablet computers means a fast process due to HIPPA compliance and other regulatory
Hospitals, care homes and health institutions are leveraging mobile requirements but it's happening. One example is LifeLink which

to change and improve the way they work ranging from schedule provides a personal cloud based solution to patient records







“86% of clinicians believe that
apps will become important
for health management over
the next 5 years”

PWC Top Health Industry Trends 2015

4. DIY and Prescription-Only Apps




8. Venture Capital Investors Pouring Money into Healthcare
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MARKET-ANALYSIS

« SWOT Analyse (intern/ extern)
* Interne und externe Wechselwirkung mit dem Markt
 Strength, Weakness, Opportunities & Threats

« PESTLE Analyse (Makrodkonomie Betrachtung)

 Analyse Dimensionen: Politics, Economics, Society, Technology, Legal,
Environmental

« Porter‘s Five Forces (optimale Region fiir meine Firma)
Kunden oder Abnehmer
Lieferanten
Substitutionsprodukte
Rivalitat zu bestehenden Firmen
Potentielle neue Wettbewerber




SWOT Analyse zur internen und
externen Evaluation




PESTLE Analyse aus makrookonomischer
Perspektive

iMindMap: PESTLE
analysis
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Porter‘s Five Forces

Threat of
new enlrants

2N

Rivalry amo
Bargaining power existing Bargaining power
of suppliers competitors of buyers

Threat of substitute
products or services










3D-Printing - Additive Manufacturing for Medical Devices

Industrial 3D printing technology allows to produce specialised
surgical instruments and medical devices quickly and cost-
effectively.

Every person is unique.
Optimal patient care in dentistry, orthopaedics and implantology
requires medical products that provide a perfect fit.

High demand for one-off components.
Specialised surgical instruments and medical devices.
Products must be made available quickly and cost-effectively.

3D-Printing
Additive Manufacturing is meeting these requirements




Sie

haben die Macht die Welt zu verandern




Sie

haben die Macht die Welt zu verandern
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Kosten / Ertrage




Kosten / Ertrage




7. Key Activities
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9. Cost Structure

Was sind die wichtigsten




KEY PARTNERS

Who are our key partners?
Who are our key
suppliers?

Which key resources are
we acquiring from our
partners?

Which key activities do
partners perform?

KEY ACTIVITIES
What key activities do our
value propesitions require?
Our distribution channels?
Customer relationships?
Revenue streams?

KEY RESOURCES

What key resources do our
value propositions require?

Our distribution channels?
Customer relationships?
Revenue streams?

VALUE PROPOSITIONS

What value do we deliver to the
customer?

Which one of our customers’
problems are we helping to
solve?

What bundles of products and
services are we offering to each
segment?

Which customer needs are we
satisfying?

What is the minimum viable
product?

CUSTOMER
RELATIONSHIPS

How do we get, keep, and grow
customers?

Which customer relationships
have we established?

How are they integrated with
the rest of our business model?

How costly are they?

CHANNELS

Through which channels do our
customer segments want to be
reached?

How do other companies reach
them now?

Which ones work best?

Which ones are most
cost-efficient?

How are we integrating them
with customer routines?

CUSTOMER
SEGMENTS

For whom are we
creating value?

Who are our most
important customers?

What are the customer
archetypes?

REVENUE STREAMS

For what value are our customers really willing to pay?
For what do they currently pay?

What is the revenue model?

What are the pricing tactics?

COST STRUCTURE

What are the most important costs inherent to our business model?
Which key resources are most expensive?
Which key activities are most expensive?
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