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(4) 7 A % (Capital Asset Pricing Model, CAPM)
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Planning for Commercialization

A @ @ © Product/service
1 Performance

- Customer
w Expectation
£
B Q
23
Q>
E_ Net Sales
= CAC
E— (1]
=
8 ;u Total Cost + CAC
Total Cost

>

CAC — Customer Acquisition Cost

Time

2. BETLP3pp L+ 4 CAC B MenF4 ¢
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(1) % & &t & AT E 2802 5 > CAC je i -

(2) &' & 3¢ (channel ) & % ¥ & B 4% > ALITAEE 02 V4%
R in(rpFd g &) 8 PGP GrF R A2 )5 B e

(3) #0% ¥+ 92 (Awareness Generation) » # } F (7

: S

(D e nd paz s BERRNFHERE -+ 7
3= (Customer Review) ~ A+ ¢ 4548 ~ v M (Word of

Mouth) & -

The art of select funding milestones
A Volume

Ram
P Performance

Sampl .
ampres Expectation
Proof of

Concept

Seed funding

Series B funding

>

Capital $

Time

S RN

(1) 8 ™% = cnpF LA F52- 203 8 42 (milestone) & £ o
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Better

Innovation
Performance
R&D Exceed
Customer
Investment .
Expectation
Higher Lower

Margin g CAC

() %5 iv242(Team Practicum)

#c3< ¢ Lisa Norton, PhD Associate Director, Innovation
Development

37
1. 2008# = pdp ~ 48 I - %4 57 6 ol ie 2% [mpel
Neuropharma - %% # "% % %?]iﬁif‘_Nasal Drug Delivery > #
"AE i P fRsblood-brain barrier (BBB) @ IiE fgpiR e
&4 & % ¥tthe central nervous system (CNS) - i3]/
T TadR B o PP e e




2. Impel @ G®liFv=pra 3\ %i%sgﬁDlsposable Pressured
Olfactory Delivery (POD) » #:iBis® & 5™ 1043 > 50%
%ﬂ%éﬁ@@wvﬁﬁ%ﬂ’iﬁﬁﬂﬁb“ﬁﬁiﬁ%
FF AR AL 7 POD & SAp ot B g S e
HEFEZI00BER » £ 7 J%ii/fg;’** AR & BH AR b g
Pode iR B RR FE R SRGRE S A kT
%3E%%%wmﬂﬁ%wﬁwﬁ T EENE S FPRARE
ﬁaﬁgﬁ%éﬁ 0

3. WA FEEE- R 0 f F Impel HivEiE o EH- B
CECBERSE-S 32 S 'E\E&I‘ PR B R
His od A A 5D FFRFIHLE $OIIEP 407 ¢

(1) What does your team estlmate as the overall market
potential for the specific application you have
chosen, presuming that the product could obtain
full regulatory approval today?

Using some of the market analysis tools and
websites indicated in the presentation, evaluate
the overall market for the intended application for
your technology. Remember that market potential
refers to the maximum number of exchanges that all
firms in the market could earn in a year; it 1is
limited only by the number of customers in the
market and their possible usage.

(2) Describe the business model for your chosen
application. Specifically, indicate the initial
customer segment that your company plans to target
and what your value proposition will be.

I B A
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Q1: Overall market potential

Unit: 5 million Unit: S million

We choose Alzheimer’s treatment as our target application.

Assuming the value is 0.5% of the total treatment in 5™ yearand we start from 0.1% of
the market value. The potential of POD in Alzheimer’s treatment is estimated as $2
million in the greater China markets.

Alzheimer’s Treatment Markets
(cont’d)

* China has the largest AD population in the world. It is
estimated that the number of people affected by AD was
more than 5 million in 2015.

* China provided high growth for AD therapeutics due to
its immense market size. In 2015, sales of AD
therapeutics in China increased 7% year-on-year and
approached $385.5 million.

* Despite the increasing availability of generic AD drugs,

marketing operations for their globally deteriorating
franchises in the Chinese market. China’s market for AD
therapeutics is expected to undergo modest growth
through 2020, reaching nearly $S500 million.

L P EE S T e AR A B TL T S
F1 5 D HBKOE P 0. %t G IR wh B F R
7k pI2014E T P2 50 E L X 9F EARS £ F
FE 0 320208 T E T4 46 E & o dok it r B HopE
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Sk PARTNERS

The AD (Alzheimer's
Disease) drug
companies such as

i KE
)BFE&\ECTIVITIEE

Sales / Marketing
Local clinic trials
Lobby

UE
-..JPRCPcmncns

Better efficiency to
deliverthe ADdrug

g

CUSTOMER
RELATICNSHIPS

To convince the
doctors of hospitals

0

F

CUSTOMER
SEGMENT §

The hospitals w
would use the AD

thich

Production costis almost noting but the clinical
trizl and sales/marketing would be quite critical

L =REVENUE STREAM S
N

Target to share 0.53% of market value
in the end

in the grater China to adopt the POD drugs
Eisai, Movartisand Production region technology
Lundbeck
{‘? KEY
& RESOURCES 7 CHANNEL S
- i
Experts with strong
- ) ’ To use local
relationszhips with oo i
lacal hospital and profeszsional hospital
o ) channels
familiar with medical
environments
/= ] COST STRUCTURE
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P RERER D P OENHR L] A R A
Jado s 2 5 2. 2 ¥ (A Research On the Business Models
of Carbon Trading - Outlook for Taiwan from the
experience of the U.S.)

BRI TH (e R R AR 2T L RIKR)
B R IEIR(FRRRIELRE)
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oo priimh> MIFEFONBE RIHY 230 S8
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