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The Rapid Bug Detector
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Project Description - Business

Target Market:
Hospitals / clinics
End user (Home usage)

Approximately 60,000
infections yearly in US

Low-cost driven by
economies-of-scale

Introduce globally
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Business Model

In House:
#® Assembly
#® Quality and Assurance

# Marketing

Outsourced:

# Materials

# Analysis software

#® Electron microscope




Make or Buy Matrix

Outsource In house

ltem Business function: (Buy from others) | (Make by yoursel)
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Conduct market research, preliminary design

Fesearch and Development (R&D)

=

FProduct / process / serice testing: alpha, beta
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Licensing technology FROM others

Fabricate companents
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Develop software

Assemble components (final assembly)

Test final assemblies, pack and ship
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Distribute product / process fservice to custamer
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Market to OEM, distributors
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hlarket directly to end user
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Train customers, end users X
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Frovide after-sales service
(training, adjustment, repair, replacement, refund) X

14 Consult on product f process! serice

15 License technalogy TO others N.A.
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Business Model

Out Source vs. Own — cont.
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Qutsource

Manufacture
Components

Customer
Service

Make Yourself

R&D
Licensing

Assemble, Marketing
Distribution




What Business Am | In?
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@ Research & Development

MicroSPY BioCorp will develop a new design for bug
detection implementing nanohydrogel chips

# Quality & Assurance

MicroSPY BioCorp will also make sure chips leaving
are of similar quality and are free from defects

@ Training
Outsourced




Customer/ Needs
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#® The need that we want to meet is a quick
detectection of Staph.-A infections at very early
stages

@® \Who are your primary customers?

Infants (Hospital Usage)
0-1 yrs (Male & Female)

Chronic sufferers of Staph. A bacterial infection (End-
user Usage)

All ages (Male & Female)




N

Customer/ Needs

#® How will your customers benefit from your

project/ business?
Quicker diagnosis will SAVE LIVES

Will prolong life of Antibiotics as doctors may
make clearer decision of which bacteria is causing
the problem

Overall cost of treatment decreases as patients
are not required to buy high costing antibiotics




Market Share / Volume
(year 1 — year 5)
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@® Within lyr testing phase: Initially will be a
small group (—100) performing rigorous and
monitored routines. If no issues occur, then
group will slowly be expanded to all (as
categorized in A 1.2) users in New Jersey
(—6500)

@® With 5yrs after total US acceptance: All
patients as outlined in A-1.2 (— 60,000)
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Competitor Analysis

# Who are your main competitors?

Johnson And Johnson
Merk
Other Pharmaceuticals

@ Our product utilizes nanohydrogel
confinement method which is unique In
this market, and provides quicker results.

# Cost/Performance Ratio is 240% better
than current technology




0. Price of Product

Price Basis Range Price
1. Cost plus profit $35-50 $50
2. Competition $50-100 $75
price
— adj. for features
3. Value to $50-100 $75
Customer

Price chosen $50

Logic: Pricechosen lower than valueto customersasthisisa prototype

device, and may need alower priceto entice customers.
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