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(—)Opening Ceremony

Fghlma 9 A 20 HE(T MBI RASHEEEGE: » S5LIEE Bgis - AGaW
ARSI E T i & -Keynote Speech FEi#E H /&5 5 Science and technology parks
and Areas of Innovation @ #6% % Saku Tuominen (Finland), Founder and CEO, HundrED
TR BB 1S AT BT EAE th i By A e BB A VA B B S B AT HAE &
7 BRI SRR AR R IV BIRTRE R o a% o e - BEVEIES B2 a th S vsm T ERAVE]
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(—)Plenary Session

HEFF =R —E TR WA —EBEEAN - AR TEELETEIEEHY & -
Moderator

+ Pekka Viljakainen (Finland), Advisor to the President , Skolkovo Foundation
Invited speaker

+ Jerome S. Engel (USA), Adjunct Professor Emeritus, UC Berkeley

Speakers

« Kiille Tarnov (Estonia), Head of Business Services Unit, Tehnopol Tallin Technology
Park
Theme :
STPs and collective thinking in health

SEMEI R E TS T N EINVREERT - BB ICT A F] > K22 > BRI Rraa ek
[E R EAR - ECHC FYFTA B E# RS ER E CHYRIRERE - REEFIER - A& R R
Z NEERAFE RS - LERERPEENTA BB 23K R R RIZE - 6
[=anmb:



ECHC Bll#a A » SEMBLEEEE BB 2 Al £/2 Kul leTdrnov 878 » BB ne CEAEBOMNAY AT
o B RERRRHENE S EHEMEENAEER - "SRR EmE T BFER
¥ > 1 X-Road NS (EeffA % > FINEEEEEE - UIEEFHIaREE - 5K M
ARNEEEEMHBNEGS - BB R EhE e R BT - (A2 Rt AR 4
s NI E BTV - WP EEENE LB ACE TR - WitHEKTE5E
JIEE AR o

AN FREEE TG HA M E A EREER - DUERRE M A SE ERE AL
VIEIRE - EAESR - ARENERFEHERERER - SRR IRAVIER - SR e SR E
MVEEN »  ELEEEE ] R RS S M BRIk

* Helge Neumann (Germany), Executive Manager, Wista-Management GmbH Berlin
Adlershof

Theme :

Innovation Network Advanced Materials (INAM) - a collective thinking platform to

create, develop and produce advanced materials
WISTA 3 GMBH - RFER{iT B Adlershof
Berlin, Germany fifk »

fatk Adlershof Z&EK 15 B ARAVRHYE Y — « FETARMAIRAVBIIERS - EaiE T
EFEAR A ZERRE - 758 B AAREERB ST AT R R AIIT 1000 ZRAESEMAHES - 0 iAE 4,2 °F
J52NE © WISTA-MANAGEMENT GMBH 244k Adlershof RHEEAESAE - HATLHEEI
RSS2 AR g0 - EEHE R E - SCFRRISE - AR AteEs » (R Blpg2E
Z FEIRVIGRAE - SRR MR G » LUK R BB A S8 s pm B AR - WISTA-EEARAEZE
FEAREGRFS PN BRSPS B R R - (B S B Y e R G 4T Y 28 s

Adlershof FefifEREN =K 15 ERAVFHEEE - 2ERGREZIVRE - rgEEEEs
uh o B 3 (E RSN E R OAT 6 (B ERTFL - FREFERDEER TR - PR E
SR FIEERS /AR YRl - BREEAI O] FRAEREIRAIEEE - FRMBHEMHEZM - ZFRvIAIRZE -
FEHLTE H S asE > WCEEIRIEE - PasEqgsSFIBIE G - BRMEHEHBE(ERSEE YA RE - WiE
AMEY TN E] Adlershof Projekt GmbH %V ETE » BREZGHAIGHE -

+ Paul Krutko (USA), President, Ann Arbor Spark
Theme: Detroit and Southeast Michigan - the 21st Century Global Center for Mobility:
The Impact of the Ann Arbor Area of Innovation on the New Industries

Paul Krutko 72 Ann Arbor SPARK AYEEEF EFHITE © Ann Arbor SPARK B —Z 53 -
BURFAIER MG A FL S TERS R - BUTFAME Ann Arbor BIETEIRAIELCHE S, - FMIEFE
ESITERTAF b theHE T2 A0SR SRS RN B A SR Y R 250 7 S5 R 7
HYERHE - JEREIRERAYES )  SPARK Bt 17 5 (4T AR S o I iy = BRGE 3 JT HBiR S

fEZR -
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TEFEZEE - Paul AI17. 7 Peloton Development 52,35 » BT B (SSEAITHED HilE
PR 22 BT 42 (B R 457 2 e A S M B S i DR Bt v e 65 P o P G B B X Y
SRS o (REEE TR ORISR T T R T - A T R &V - TR e B v A 4 i gl B T
LY -

(=)Pitch Session

A Pitch Session & LA EIKEHT (Area of innovation) B il > 2 XA 14 (rsEEL
FEEE R B > RGNS P 48 E 2 3 Taiwan (ROC) HR /8L - AR E
J& T E s O Tl - B DAF R e SE AT - AR B aR AR THS A4S
ErEMEG KBRS EREEREEI T - fFEE X Pitch Session HYEHH -

Bol-Wei Huang Carlos Eduardo Negrao Catherine Johns
Canan Cakmakci Bizzotto

Innovation and Business Growth
Metal Industries Research and General Manager Project coordinator Director
Development Centre Bilkent Cyberpark Anprotec Business Durham
Taiwan, roc Turkey Brazil United Kingdom

Innovation goes to town: STPs, AOIs and the city
Amphitheatre, 2nd floor
Moderator
Igor Ishchenko (Russia), CEO, Technopolis Moscow
Speakers
* Hugo Ruiz (Equador), Vice-Rector for Academic Affairs, ESPE Universidad de las
FF.AA

Theme: Research, Science and Technology Parks: A comparative analysis in North
7



America, Asia and Europe about the basic components for a successful innovation
ecosystem
+ Ewa Koci€ska (Poland), Deputy Director, Poznan Science and Technology Park
Theme: Local innovation ecosystem in the city of Poznan, Poland
+ Marie Lowegren (Sweden), Director, Sten K. Johnson Center for Enterpreneurship
Theme: The STP as innovator for the city

Jukka Viitanen (Finland), CEO, Resolute HQ Inc.
Theme: RESOLUTE HQ - Science and Technology Parks in Transition to Urban Innovation
Hubs
+ Rafael Prikladnicki (Brasil), Director, Tecnopuc (PUCRS' science and technology
park)
Theme: Evolution and the City
* Bol-Wei Huang (Taiwan, ROC), Chief, Metal Industries Research and Development
Centre
Theme: Linking up to Doctors in the Development of Our Medical Device Industrial
Cluster in STSP
+ Habibollah Asghari (Iran), Director, Rooyesh IT Incubator, Academic Center for
Educaton, Culture and Research (ACECR)
Theme: Cultural and Creative Industries in Iran: Lessons Learned from an
organizational movement

Joel Bruneau (Mauritius), Head of Property Development, OMNICANE Management and
Consultancy Limited
Theme: MON TRESOR: Redefining tomorrow's living
« Kenia Inzunza (Mexico), Project Manager, Technological Innovation park (UAS)
Theme: TBD

« Paul Krutko (USA), President, Ann Arbor SPARK

Theme: A2 Tech Trek

José Ribau Esteves (Portugal), Creative Science Park
Theme: Implementing a triple helix model to boost the regional innovation and
entrepreneurial ecosystem

Seyed Hassan Tayyar (Iran), Financial & Commercialization Expert, University of
Tehran, Science and Technology Park
Theme: Customized strategy for STPs role, as their city technology markets
+ Natalie Benjumea (Colombia), Professional of Vice-rectory of Research and
Development, Industrial University of Santader
Theme: How a secondary city in a developing country has been a reference of the most
competitiveness cities in the world? Bucaramanga - Colombia Case

Catherine Johns (United Kingdom), Innovation and Business Growth Director,
Business Durham



Theme: Durham: Smart County
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(o R an SR T L

RAERHERF R E) iDL T B E R A | Bl - B TR I E
{TE8%Y )~ TEEIRARER Y | & TEACRRERRY | {TENREAH - R PERELSNET - R - RS - T
B~ BE8 ( Firmware ) SRR ZE ( Total Solution ) > BA—ZXHEE ( One Stop
Shopping ) HYARYS @ EERIEEEE AT > (EE—E ARG SERR B RN 4R Ry e
i RS GRAH TR B B i (S R N R B AL L TR R SR
JEF R i 77 ZEHI RIS BE AL  BEAh - WICE BB T —Fu—EE | BOR - BEEREE
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Gala dinner Gala dinner
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(—)Euromed Group

FERTHHA - 2016/9/16 10:30

TEEREH © B - g TR - e REE LB F SR E I Z 5
B L 1 R85

A
Commercial Director Euromed Clinic:Sobolev Taras
General practitioner

PR RE

2014 FEBRIEHTEWHES © 14
2014 UYL 1 20 BIEAR
Bl N\ &

Euromed Group T ZHe (@ E R g th ORI B REE R > T N IL 7 b0 > 48
F1Es 51 R EERE L FE R o i B B UN ST E R RSB B - il
(1) RAER

Euromed Clinic(&F&EEHEHLy) @ AL 1999 4 > 1[4

Euromed In Vitro(ZmERFLY) @ BI7H 2011 4 » 1 [E

Euromed Kids (R0 @ B 2012 4F > 1

Euromed Express(ZRHuLy) @ BEILRA 2009 4 > 1

(2) BUNElEEER:

Polis. General Practitioners(GBEFGEFFERE FUL) @ BRILTY 2013 4F - 18 FE (Fra frba
OMC F2 LR Z f5780)

Polis. Outpatient clinics(EIFIE2th.0y) @ BRILHA 2012 4F » 29 R (FFA LR OMC #2{t
RERE))

Zi5/%05% * Buromed Clinic, RAHREFHERE > GoaBELER -

Euromed Clinic f2ffFT2RH « fmER - BRE - BEERL > MURR - ZFR > ERE - Ol
B EERD R BEWERL - IRFE - R JfRE > BURRE  SMERE > PR > FFIRF -
ot - B -

Euromed Clinic A$gfttala/ T4y : USLs - (BRI - BEEEE - X 548 - B0 EE - 55
feE (R - SIEERE (/) - BPREL > EE > #5 0 MRI > CT 17
R R > HK O R WA BERIREES

FEah HEY
FE AR HE S R PR A A SR RO SRR - N H A EEE hnb S8 B A an B ESCRERGER B
a1 T R A B i i O (50 FH R TR B AR S ER AR T > i [ SRR s 7 =
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(Z)Ava-Peter(Scandinavia &Ava-Peter)

FEFTHHA £ 2016/9/16  14:30

RN
Deputy Director General for Commerical Affairs:Alexey Vlasov
Head of the medical equipment department Bredikhina

Bl

2014 SEMREEHTVEUEE « 11

2014 42U - 24 (BEAR

Bigr N & -

Ava-Peter JE NILREEREEE T Mg » 435k Ava-Peter & Scandinavia) > H57Z 47%
HEREAR B 23R /N 5] Scanfert. 2fkZEHTt 16 fHEXEEHL, -

Ava-Peter (AETEBFEEFLL) * BRI 1996 4 » 4k 4 ff (BE— BB 1S09001 HYAEJEEE S
i)
Scandinavia(Z 7L EEEFLL) @ BRILTY 2004 & > 3 12

2517805 © Scandinavia North HEBERE Fy 16 [EIEEFEE A A

B REMNRAZE > HEEBE - Z28F 0 (VR - CT > 8% > Rg > NELHT) » 24 /N
=elGHL o HERR > AR AL BIEFIERE > BEIZAM - 6 Filedul - EIE
BrEE o HhpE o b o (BEEAL -

BSbEIR -
SR —

B EERER » B SMEL RIS - SRR » SREERD ) ISTBT  BUEHERL MR -
ELSIEIGER - SR - BERSNR - BERIR - BRI

JEEE—
BB o Ll - EUR - AR
SREE—

SR BN U - ELAIRIRRL - SR

FRah HEY
A AR HEE R R A A SRR SRR o HN H AU E A Anb 8 B ah_E i EALERRIGEN -
FE i T R S R i A S O (5 FH R R B B AR S ER AR TR > Sl (B SRR i 7

—.

—

-
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(=)Meds1 Group

FERTHEA - 2016/9/21 15:30

NE

2014 TRV E B

2014 FRERITEL: 97 (RIEAT

BRI - 88 [H]

Medsi Group-fkZEHTR AFLNEERE - fRIE RBC #i7ef5H Medsi Group {558 1%( T

FE 4%)

SEERRILY 1996 4 > HATEEREE Sisema(REETANEB AT Z—)

Medsi & T SZHRH/ EHTR} 15 RIE2HFT » 3 MRzl - 2 [ EZ T 2 [MEERE

e > 7 F‘aﬁﬁﬁ@ ZFT 0 76 R RFECRMES L 3 BIFERE - 3 IR /AR Fu0 - KEEER

SRGER

Medis Belorusskaya

300000 J5 58 - EE 400 fir B4 - 25 ERFATEEZE 50 BR - WA Medsi 2T ZE S

BB e

2L AR > NS > BE > IR > BikETE - BeE 0 XRE

BARR A o Lo lEE SR

Ikl T E SRR WEHEEE - FEESZE SRR - UV R EMER - A RUAR

B EEVETE - implanon Al - &G

IREE: A Paidss - AVIHIE @ el - SR IREIE - QNS » fied  HE

HER

FREE R} (A AR - B 0 (REERE © AL ST - TREUERE » SRR E ROARE

—REEL: JiJEL SARS JEE - ETEER A

bRt

WII 7 ‘*—{'

Hﬁﬂ@ﬂ?ﬂ“} KRR E A VIR (IR RE) - BamESE it - BIEEBEUIER - FTEVARE -
%"x/ % Tr':lj[gﬁﬂ:bﬁ/

HJ%#.H@}EJE FEIHE > ABREYE

W E RIS E R - HPTR R

K RE Tt

IBPRE PRSI MR - SR

B2 ETRL X % > Peheke BHETZREIER

IR FEEE A TEY  fRREL > SHEET - FEREAR  EREA

i BRCTERERE 0 ERSF  JBREAFR > kg

EER BRI » RHERE 0 B i (LFFE(Plazmol i fting) @ BEA

FRER A ERL  RAS AR SE

ISRy

ARt MRt G - A

@
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FeRER RBREERIE - BT - PEDIRER - WG AP

SMERE: BRBIERTLI - FERSNEL > BB - BRETSE » BARTASILG - MIEDTAG - BUREAHT - B
SETEERHERER  LIDARE - EBRL - AR o X ot MR - R - e - 32
G B - BTSSR - R - BT - BUER - RTR - URE B
i

FEah HEY
FE R RS HE S R R A A SRR SRR o B H AU A AnBH SR B B EAGR RGN 0
a1 T R S A i A S O (50 FH R TR B AR S ER AR TR > i [ SRR s 1 = -

S

Ebe{TiEESR (Hospital Marketing environment ) ZfEAETTH L IME BB A THHRE JIRY
FAW ~ SMNAZEAVEER - Blrdl e PSR R 2 — (B TR E T - 37T S
RETTHHE G A BB ARSI BEE A S Ve A M e RS E KA R A E
WIRHE ~ BERFRERARS - BhifTiiE0 LT EBE S ERES LR AR R EENEb
2 - RN EMTTEEME H Y - IR R F R e R 2 L W o[BI P a5y
SEEE TR A EAEE & B AR K ] DL S A SR -
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(PDEMC (European Medical Center)

FEEHHHA £ 2016/9/16  14:30

EAERE:9/23 10:00

2014 FAREENTEWHER 4
2014 FFEREEHTEY 62 [BEA
EMC 5237~ 1989 4F » H ABIHS S Europ Assistance BRI » BEFIARIBIEEREE AT INEE A1 >
2001 FHEL—EEGREMEFTRE - RS —(ETZ iRrE TR R S B AS - 2SR 27 4F -
56 (EARERER » 24 /N4 RABEHRTS -
ENMC & U2 FT
SERIZ AT
BOMEBN A S 55} ECSTO #2Fh
I R R 2 P
K E PR R I 22 P
e B P2 P
I a2
THES MR R2 Bl
SR - SESEY M2 AT
IS MRHRZ R
FE R ER AL B B2 Pl
BEPRAETE B EE R EE HITR2 T
IS 2Rl
IRFI T2
FRL2FT
/ %Fﬁu/
PRSI MR
SNEL2FR
FEE TR AT EMC
EMC B3 2255k
2007-EMC HRAMRFEE AT T 55— (EHE AR ER HTHI R N B SR 5T 78 1E
2008-EMC H.salzRBe L HETT 755 —(EHEBEEITIEA Vibrant Med-EI(PHAEAAB#ERS ) F
fir
2012-EMC A2E—E{E Pl est%e= Da Vinci Si HD M#E{THFRNEE FigAvFL A Bk
2012-EMC F'sf—FHIas BRI Bl B 22 DL S AR B T L N B R TS
2013-EMC Fofikaiires — Rt es B B TS DIBR T (54 Da Vinci Si HD (B UIERIERY
FORTFIRRE R bR R4 ) B a2 B R s s
2014-EMC AZE—F3#E17 Da Vinci Flifées A > 2 HIRBR DIR: T-1iT
2015-EMC ' E—{EfER] Cus tomBone B THEGHERF-lo » (E1E HEG SV B T8 .
2015-EMC 25— FEAA N BE Rl 17 A e i 2R 28 Bt B2 5l HL5% & PET/CT 22
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2016-ENC Ry25—HIB B CRECE —) 5 IHERHT AL BRI G TT7A-Xof t ZR AU a R

SR B BR BEER - BT > MR o R HEE2E - B FER (AREER
fiEEBefie 2B e - 772 BNC fa530) - B R - NN > R > L > SRER
= - BURZETGEEN > CT, MRI, PET) @ BUREHREE - HEEPIRE - MR > Bzl
SR > FFL > HmigERt o BRR - SR BIRAMNL  HEBEL > fREENLLEVERE > BiE
R - BERE - % > EETHI > AEES  REBS - IR AR BIERE JRERF
RFARES - 0 > CIRERHIEISMEE > Nt - ER -

FEal HEY
e R HE B RR A A SRR SR o B H AU E S AnbH S B an B EAUEIRIGN » EE

Il

T R S B I S O (S BB B AR S ER AR TR M (Rl B E Bs r 5 -

WEIARIEE HAT 2 2RV - (BB E EREERSEER - KISR0 R AL
7Y 1938 5> B EH— 5 R Rt - HREAEEER - ERFUER ST - FIHRET
FHEZE KB HAR LG - E2HPREGE S R EEN AR Ry i35 2R - BB R E
SRR B PR R R A E - BESEGBEENMERERFS > £
BN ZRAER G ER P ET BT R R A — BRI SR RHE ST = 9
SRR - By RS Tloss R ERet ~ FRSEmY) R RRaE S = (ER - B = EHE
A H 1 A (R AT P AR Ry 2t - SR By S AR B BT R A 785U ER oK -
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EEIBA{&ZEHﬁE’JﬁnnJ:ﬁ?/HE FHERSS H S5 W AHIRERITAY BRI 2R SR -
AL éxgﬁﬁ%ﬁ@%ﬁii&u A BBUFRACE T EV & - AiaEReEE AT -

V0 ~ gk ABREREE o > BEZRERIHE RS 2 (R IEEITEI N AR R ar Ry I B e S B E A
3 B o BEEETHYREY - SUEEEES AR AR ES]) - Al LR A S BT TIHEIBMR -
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Abstract

In today’ s hyper-competitive market, innovation is considered a key factor for a

successful industry. It is also the fundamental cause of transition from conventional

economy to knowledge-based economy. In addition to new product development, a

complete operation of the innovation ecosystem cannot be built up without a good

profit model.
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Due to the increase in the global aging population, as well as the rising awareness
of the value of health, the medical device industry is thought to have a great
development in the future. Various studies have estimated that medical devices could
contribute approximately 300 billion US dollars per year in the global market between
2013 and 2018.There are a large number of medical device companies in Silicon Valley,
which has an environment that favors the development of new ideas in the field, and
has a well-developed support system for the commercialization of products. Ideas for
high-quality and highly marketable products originate not from technology, but from
the needs of physicians, as well as from the alliances and the cooperation developed
among physicians and engineers. This connection between medicine and engineering is
well developed in Silicon Valley. 50% of the top 30 medical device manufacturers are
in the United States. The international companies’ global marketing channels and
physician training system also play an important role in marketing and promotion in
this innovation ecosystem.

BT AR A S S WA R 407 - — T2 AT E SRV AR  S— AR R
YR SE A - F R R R e M SR AT I (& T HEE AR B RE 40 S s BRI B T~
Bl T EF 2 Al B PSRV REes i - B es M A AR (TS =N =R A0 2 U A R R -
Bt BREEMEHE AN TS 0 FEEEN M THAER S E - §E 0 BESMBER
AEERER - BEANEENEIR R EA AL - &8 - BHREREERER - DUETIEED
L BB S B B M E e Y (S48

The innovation ecosystem comprises two separate economies: the knowledge economy,
driven by fundamental research, and the commercial economy, driven by the marketplace.
The Innovation ecosystem of medical devices in the STSP has been promoted since two
years ago. Manufacturers have created many innovative and high-end medical
apparatuses with physicians’ collaboration. The medical device industry has three
characteristics in the marketing model which are not easy to break. First, it s a
relatively closed market in comparison with other markets, and it needs super brand
marketing and expert endorsement strategies. Second, the marketing of medical devices
1s an experience economy. The products need instructions and operation to be
understood. Third, clinical data should be collected to build up physicians and
patients’ trust on medical device products.

IR > R BSEME ) VBRSO (HAVRRTE - PR DASE B BB bR IR 6 7
EREBEIA TG o graGiR (BRI AR RE RS E AR - S AR EE DU R B AT 72
bn o EUER B R BN MR - Z AT - Bilt ~ SREEE SR - R R E

22



e aaRE - HEEDUEIASE P EE RN s e it ~ MENIEERE & TR aRIEE - RiE
S AREEEE - AR T G - DR ECEAE, - SR oA BN A e
AVEIEA: - SRS TS LUER] - WHUS 2 RVRIEIR « BNILEEY - R R as M s e
RiyE#E - Y =ZIAARS B CIESEH % ¢

However, it’ s difficult to change the physicians’ habitual use of clinical
approaches to treatment. Physicians are very cautious in using “NEW’ medical
devices. The situation as mentioned above causes a gap in the innovation ecosystem,
which makes 1t hard to support the development of innovative products in STSP. Most
of medical device companies in Taiwan are SMEs, which are limited by manpower,
technology, equipment, and capital. As a result, they can only concentrate on their
R&D process, and it’ s not easy for them to complete simulations, tests, and test
production together at the R&D stage. To speed up innovation and maximize the value
of the industry, professional knowledge provided by service platforms is required.
Those service platforms are the driving factors of an innovative business model which
allows manufacturers to profit and to be able to have more resources for innovation.
For this purpose, three service platforms have been developed to support medical
device companies developed in STSP.

. Fled &g G
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1. Technology Matching Service Platform

To help manufacturers to be more involved in the global market and technological
exchanges, better promote their innovative research products, and enhance their
manufacturing strength, we invite international medical device companies, physicians
and VCs to visit STSP, so that the manufacturers can enter the international
innovation ecosystem. We also provide quick trial and testing services for innovative
prototypes whose concepts come from the academia, physicians or manufacturers, in
order to speed up the commercialization of the prototypes.

2 EEREER V&
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2. Clinical Experience Platform

Through communications between physicians and manufacturers, the manufacturers can
obtain clinical information from the physicians, and such information will serve as
a reference to develop innovative products. On the other hand, i1f the products meet
physicians’ clinical needs, they will be willing to use the products, and become
the “Key Opinion Leader (KOL)” after the products are launched into the market.
To establish the communication mechanism is one of the important factors of developing
innovative medical device products. Besides, we also integrate the products from STSP
manufacturers into the medical college training system. With this long-term training,
medical students who may become KOLs in the future will have a better understanding
of medical devices made in Taiwan; local and foreign KOLs will hence act as the
advocates to endorse Taiwan medical devices. Such counter-corporation among
physicians and suppliers can eventually elaborate market efficiency towards positive
circulation.

3. EmIEEEE
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3. Product Promotion Platform

The purpose here 1s to construct a promotion platform to boost the overall image of
Taiwanese medical device industry. Through the pavilion of high-end products, oversea
technology matching seminars, and oversea expansion, the visibility of Taiwanese
medical device products has been enhanced. Furthermore, a brand mechanism shall be
jointly created to achieve strategic alliances and joint Internet promotions among
domestic brand leaders and medical device makers in STSP. At the same time, the cluster
exhibition 1s designated in the medical device area to boost product visibility and
increase matching opportunities for agents.

B TR B SR - BB IIAE—RIATIRE G » Namlf] - AptsiA L E
TR A R 275 2 ] o RARIRIH TRt r MR AR R AR B % -

With the development experience of the medical device industry, Taiwan is
successfully creating a series of innovative service platforms. However, there are
several important mechanisms in this study that can serve as a reference for other
countries. Future innovative marketing models will also facilitate the more complete
ecosystem of STSP.

R - FEEORPEE T EEE (R} > STSP) ~ BFeasts ~ BAsEE R aauh (KOL) ~ Al
Keywords: Southern Taiwan Science Park (STSP), medical device, key opinion leader
(KOL), innovation
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Introduction
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There are two approaches to increase economic output: (1) increasing the input in
the production process, or (2) trying to acquire more output from the same amount
of input. Generally speaking, the latter essentiallymeans innovation via introducing
new or improved products (commodities or service), procedures, organizational
methods, marketing strategies, etc. Innovation is regarded as the foundation for
creating wealth in an economy.[1] In today s hyper-competitive market, innovation
1s considered a key factor for a successful industry. It is also the fundamental cause
of transition from a conventional economy to a knowledge-based economy. In addition
to new product development, a complete operation of the innovation ecosystem cannot
be built up without a good profit model.

BT AERE £ 47 (Innovat ion Ecosys tem) & —{IE F AR 010 5 T 353 A RL S RESS  Rla gl
FESERT - AHASRE TR AL EREE TR AR RE A AV - AR E ERE T - A FER
SERY ENER AN FEIEREN S EAYRDE o 1R B SRR AERE 4 (Innovation
Ecosystem) ™ » B EERN A AL I BERCRRASE - 2D RSEBLEMMTE - HHEATEREILE
Ty i R HTESINEE - AT ERE R4 (Innovation Ecosystem)d » LML ERY
REA—E B AR OLETHIRSE - e BHESHRETERE TP RIRZE -

An innovation ecosystem is a conceptual framework used to describe market competition;
1t consists of key components, such as technology innovation, business model and
organizational management innovation. In the value chain of a traditional industry,
different companies are situated at different parts of the up-, mid- and downstream
of the industry, where they enjoy their corresponding profit. In the innovation
ecosystem of an emerging industry, whether or not a company is at the core position
of the system becomes the key factor. The core companies share values from market
competition with other companies and relevant institutions. In the innovation
ecosystem, companies at the core position are not necessarily those with core
technologies. Rather, they are often platform-oriented companies with the ability
to integrate relevant innovation resources.

B R AT AR AT EE NIRETTEL]

The innovation ecosystem of the medical device industry consists of the following
elements[2]:

PRIEER] (Fuelers) @ EPREAR ~ REENAFANTESS -
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EFT (B (Innovation catalysts) :/NUAYHAIAE] - KEAE - BECEME -
ERLEEAT (Regulators) @ B fIZEYERE - BERRGRIERRMEIIRG (CMS)Z -
JHER# (Consumers) - JHA ~ BEEME [T -

Fuelers: venture capitals (VCs), investors, open markets, etc.

Innovation catalysts: small start-ups, large companies, incubation centers, etc.
Regulators: Food and Drug Administration, Centers for Medicare and Medicaid Services
(CMS), etc.

Consumers: patients, physicians, hospitals, etc.

B AR PR EAELEIFREE R  EEEEAR A PR (BIREE) © EiniE
AT AL ARSI Eii e RS (AR BN - SHENELEARA
FR[EECEs T RIE ) B LR ADSEEIA AR -

The innovation catalysts need resources to commercialize innovations of medical
devices, and the resources come from the fuelers (such as VCs). When the products
meet the standards of regulators, they will be launched into the market to the
consumers (patients, physicians and hospitals). The incomes generated from the sale
of the products will then be used as catalysts for the ideas and incentives of the

fuelers.
HESR M EEE T TP E A S I SRR - B - BRss 2SR

NS TRE AN TIHEER T E - 5% BRSMBRERGE - FEA AR
EIRIREA R E D - &% BFR BRERER » DU B R R RM E i E
18 - NILFTREREmAZ 2N ~ AR - BEHVEEEE AR E mb 3 18iE -
However, the medical device industry has three characteristics in the marketing model
which are not easy to break. First, 1t 1s a relatively closed market in comparison
with other markets, and 1t needs super brand marketing and expert endorsement
strategies. Second, the marketing of medical devices 1s part of an experience economy.
The products need instructions and operation to be understood. Third, clinical data
should be collected to build up physicians’ and patients’ trust in medical device
products. Therefore, product safety, production costs and physicians’ degree of
trust need to be included within the development process of medical devices.

1.1 o241

1.1 Safety of New Technologies

B e M I B Y AT R EE a2 21 2 2RI AN E R B A R e M &

fn o R B Es I EEE - B g ATEE S - JHEEN T EIEE ) MERIIEE
THYERNE -

The most important topic of the medical device industry is product safety, and safety
1s the result of quality medical devices. Therefore, quality must also be considered
during the research and development (R&D) process of medical devices; in addition,
consumers  feedback is an important factor.
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2 BEESMABSERA
1.2 Development Costs of Medical Devices
SR e M AT AT B rTEF Al 2B AR ERL S RS (proof of concept @ B4 > &
S BB eEe ) ~ Zoa REEPRAITTIESE (B0 - /NEARGEER) - Bl EE - ¢
b EEss T EiiEta] - SFHEEMLR 7,300 #3550t o (EAUS BTET Rl 2RI TH AR - B
TEFARERCARRY 2-5 f5% » 495 1 {5 3600 #355T -
Before amedical device acquires market approval, 1ts development costs include those
from proof of concept (such as laboratory tests and animal tests), studies on safety
and clinical feasibility (such as small-scale human tests), and key experiments. The
average cost from the proof of concept to the acquisition of market approval i1s around
73 million US dollars. The marketing costs after the acquisition of market approval
are two to five times that of the development costs, about 136 million US dollars.
WHRT e (Rl 2 BOA SR B A Y AU - (R SR L (E A I (5 P 3 (B R A ) B Bl BB S 05 -
{515 " AIE | W% SRR EEE - WL i BT AVIFRT o A BEAmE
RGP A% - BUERG R LI BETI SRR A& - (F RAHZEAFE LSS K - 5
—J7HH A RE T B B HTHIEE PR TR OK » BRIt B i - IR i bR R
R R (KOL) » L - d@rs SR s i S A R B R ae M T = B R E . -
The key to ensure maximum effectiveness of development costs lies in continuous
feedback of testimonies from the users (physicians or patients). This will allow the
development of innovation to be based on clinical and scientific statistics, thus
shortening the time required for the products to be launched into the market. Through
communication between physicians and manufacturers, the manufacturers can obtain
clinical information from the physicians; such information will serve as a reference
to develop innovative products. On the other hand, if the products meet physicians’
clinical needs, they will be willing to use the products, and become the “Key Opinion
Leader (KOL)” after the products are launched into the market. Therefore,
establishing a communication mechanism is one of the important factors of developing
innovative medical device products.

3 BZEMAYRERE
1.3 Physicians’ Attitudes
ESEmE T L inVEESS M R R EIREE - EE R AR IR e A

BAAREE - NIRRT E RS E - BEAIRTIRB A & B eE RS
RElE AR BREEITERER - BEREMAREHERIEE - E=THLZEFEME
PARREI VI A TS5 BRI SRS -

It is difficult to change physicians’ habitual use of clinical approaches to
treatment, as the physicians are very cautious in using “NEW’ medical devices.
Therefore, super brand marketing and expert endorsement strategy are required. It
requires surgical assistants’ helpor clinical experience to understand the products.
It also requires the establishment of clinical data to build up physicians’ and
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patients’ trust in medical device products. The above three factors are also keys
for medical devices to be successfully launched into the market.

2. BT AR RR AR _ DAY & Ryt

2. Innovation Ecosystem: Taking Silicon Valley as an Example

N EEEFE AN COAETE I SEFENEET HRER - B e EEE R AR E

BT 0 2014 FERIRBEEEM T EHIELT Ry 3,403 fBETT 0 THM 2017 FRF I EZE 4,053 (&

FIT[3] 2014 FEI TS LAEMME & T (E2BRAY 45. 5% » HIR P R PHEUHIE 26. 8% -

Ao HES 21.3% » HREREARER 4. 1% » FEREIIEMN 2.4% -

Due to the increase in the global aging population, as well as the rising awareness
of the value of health, the medical device industry is thought to have a great future
development potential. The value of the global medical device market was around 340.3
billion US dollars and is expected to reach 405.3 billion US dollars by 2017[3]. The
largest regional medical device market in 2014 was in the Americas with a share of
45.5% of the global market. It was followed by 26.8% of the western European region,

21.3% of the Asia-Pacific region, 4.1% of central and eastern European region, and
2.4% of the Middle East and Africa.

TEEE - B as M A EEHE 6500 22 » K&/ NUM PR3 - 80%LL RV FR s AT BT
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KAVESFEas A E] » S0P EEEEEIATE](E 1) « &0 ihrEBE R as i A S FTHiEA 1Y SHE
=R SO%LAJ:E’JﬁiUﬁﬁH%E’J VE] o HE T ABUDY O A > 259 EFIFTEREAE  HE

TAEDL 50 A[4] - EEEEFRIAEAIE (1dea) WIS EREHS -

In the United States, there are over 6,500 medical device companies, most of which
are small and medium enterprises (SMEs); 80% of these companies have fewer than 50
employees, and many small companies (especially innovative start-ups) have few or
no sales incomes; and 50% of the world" s Top 30 medical device companies are based
in the US (Chart 1). An analysis of the number of patents owned by these US medical

device companies shows that more than 50% of these companies with patents have fewer
than nine employees, and 25% of companies with patents have fewer than 50 employees[4],
thus demonstrating the high capacity of US start-ups in regard to their R&D ideas.

FF B R A B HE AR > R AR SRR EE RN AR (1dea) fEEETT » HIB

HIEHHAERR R (Ecosystem) » DMEHERE MR (L - mamBERGHRE W » H T AR (idea) |
b HIR B Rl - R E BRI K ~ DU ESETEL TAZAT Z R A &1F - SN ETE

RARIENY a8 e RIF - ANy Bl b s R nI RIS A1 - AUBait g8 Calri A

q o EE LA EE - BRI S A FE B R A EHY SR (& 2) -

There are many medical device companies in Silicon Valley, which has an environment

that favors the development of new ideas in the field, and has a well-established
ecosystem for the commercialization of products. Ideas for high-quality and highly
marketable products originate not only from technology, but also from the needs of
physicians, as well as from the alliances and cooperation developed among physicians
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and engineers. Such alliances and cooperation are well-established in Silicon Valley.
Physicians’ participation is a key for product development. While some physicians
start up their own companies, others serve as instructors in start-ups under
consulting contracts, stock options, or other forms of cooperation (Chart 2).
BRiELZ4h » W REATF LR A ERIR S o SHFHEAREEATHY Sand Hill Road Ayt 57
Bl (Venture Capital » PAUNEERE VO RV » S 5FTTHAFEHE RN L - BREE TR
AT T RHE (angel) | o BRI ~ REEFREFEBRNLFHESSAKENERE - &
HEER " RIE - BH R EE BRSO EBANKEHEE - KR REMBFRHES) -
B EAHEREAS Tty A DA AURRES]

Moreover, there are numerous venture capital providers (VCs) and angel funders in
Silicon Valley. Sand Hill Road in front of Stanford University is where the
headquarters for the world" s Top 10 VCs are based, around which there are many

“angels.” These VCs and angels are constantly looking for quality ideas in the
laboratories of universities such as Stanford. They are in fact the driving force
of the development of the US economy. Only with the angels and VCs can academic and
research institutions have the opportunity to commercialize and industrialize their
R&D results. [5]

B SRR R AT EQM*%DI&EFEZF&%/E&/%LE’J%@ WP TR g - f2 it
BN TAZ AN < [RIHYACR » 2B B R as M HY SR - DN R R G EE B4y 455
iy 20%’E%E’]%ﬁ%mﬁﬂ%J%a)ﬁ?ﬁéﬁ”%ﬂﬂﬁiﬂ%mjt o 15 W S EEAR B B S5 B TH AR HY B ek
LR B EY TR R B VRIS
These VCs and angels also play a role in facilitating communication between physicians
and engineers, as they often organize meetings and social functions for the exchange
of 1deas between the medical and engineering communities. Of the medical device
patents owned by US-based universities, 20% of them are owned by those in California,
and mostly by the University of California and Stanford University. Both universities
maintain close contact with top US medical institutions and outstanding engineering
schools.

FEEWARVERE - IR EGKIEANER " RIE ) BB R rT IR LB B R - B
B G | R BRI N BIER A BENRE - WA BREREA R A S E S RIS
FriE 2R S E BERAAER - AR ER=EAEYIHE - SO Eirss & (FIE RS ER
flr) » EERH BV EREIRERVRM » TIBUE RS M BB AL - E e F Rl O A A Y =2
PetrE o (EHY AR L ATRLBRREEE(L » B DIRESHRIAFIFREIR - (2)IRAA LSRR
SERNECES A= HYTE Rt B SIAVEEET » PR (3) o BhEAGES LV S B M A EIHY & AF - (EB R
G > RERFTLIBEELREATSN "R A el R EE TSR mE AR E -

Silicon Valley has a favorable environment for turning original ideas or technology
into commercialized or marketable products, which explains why there are so many
medical device companies in Silicon Valley. Silicon Valley provides the plentiful
resources and facilities required by medical device companies for each of the
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development phases, such as laboratories for animal tests, interdisciplinary
technology integration (such as information and communications technology),
consulting service for intellectual property protection, and government agencies for
the management of medical devices. These incubation centers, along with peripheral
supporting institutions, can accelerate the commercialization of ideas by: (1)
providing resources needed by start-ups, (2) introducing experienced practitioners
or physicians to serve as instructors for start-ups, and (3) facilitating cooperation
between start-ups and advanced medical device companies. In the field of medical
devices, i1deas with the potential for commercialization and marketability are the
most important part of planning in the first phase of start-ups.
FHHh o KRB A et E ARl S En AR AT THmAVEmLSR - AT ER A
&t(Innovation Ecosystem)FHYTTEHFIHEH SRR BIFE AR BRI THH IERS LUK B8
AEVESSIAG S » P EIFE BN AT - B S - IR ERT G AR O ~ BIREA
HEGEERAE] DR —RAVRSER - (IR S HVRIRT AR RE A AR G S E -
Moreover, large medical device companies also acquire products from start-ups
to expand their product lines at the marketing end. The international companies’
global marketing channels and physician training system also play an important role
in the marketing and promotion in this innovation ecosystem. In Silicon Valley,
successful entrepreneurs also establish incubation centers, VC companies or
consulting companies to further support new generation entrepreneurs, thus allowing
the innovation ecosystem of Silicon Valley to continue to exert its beneficial
effects.
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Chart 1: World" s Top 30 Medical Manufacturers in 2014[6] (unit: billions)
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Chart 2: Innovation Ecosystem of Silicon Valley[4]

DNy A Ry EEN S B EAE » (IR AR RRIRET 7] 70 B DA/ \EFEIR[ 7] -

With Silicon Valley as a basis of reference, this chart identifies eight indices of
a successful innovation ecosystem environment[7]:

Startup Output EEEETE - A8 S A AIZE EEh %S

Bl EEIEEL This index assesses the intensity of startup output based
on the area covered and population in the area.

Funding BRSO R A S AR B f & HE

EETEH This index assesses the investment of the capital market

in start-ups and the risks they take.

Company Performance | 4F& % EHEIAE 2RI B (NEER - BlEME - BIENR)
INEIFRIRFEEL This index assesses the performance and potential of
start-ups with a combination of factors (such as revenues,
jobs they create and potential growth).

Talent BB RERG G R (NFL ~ TEEE - 488 - FERAE -
PNZEEE e\ s At BE T R BISE R

This index assesses a combination of qualities of the
entrepreneurs (such as age, educational background,
experience, professional knowledge, the ability of risk
assessment and the probability of success)

Support TRIRIZENRBRIE A - WER - MHEISEERG N ITEEEE
TR 2 e This index assesses supporting peripheral systems, such
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as instructors, relevant professional services and
diverse funding channels.

Mindset SFoEREACEERE (IS « 8N~ ElRIERET] ~ sz K
B SR AITE R [ETREE R AE ST )

This index considers a combination of qualities of the
entrepreneurs (such as vision, resilience, the ability to
take risks, credibility and problem-solving ability).

Trendsetter B —(HREERR AR E R DU EEE R R EHRE
BB B BlIHRE 4R T P 2 25

This 1ndex assesses whether or not the start-up ecosystem
can rapidly introduce new technology and a management
process, as well as grasp the latest global trends.

Differentiation from | FE&E—{EAIZEAERE L4 HE M EIMY AV ZE R K555 7T

SV This 1ndex assesses how the start-up ecosystem

pece oY wEi=t 44 differentiates itself from Silicon Valley as well as its
competitiveness.
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Of the eight indices, “support,” which means peripheral systems supporting the
operation of start-ups, such as instructors, relevant professional service,
commercialization channels and diverse funding channels, 1s an area where
governmental agencies can provide assistance to the development of the medical device
industry.

3. F B RS T & Bl A RE A AR R SR =

3. Business Model of STSP Innovation Ecosystem
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There are three science parks in Taiwan for the development of high-tech industry.
Covering the biggest area, the Southern Taiwan Science Park (STSP) consists of two
parks: one 1n Tainan, and the other in Kaohsiung. In Taiwan, science parks are run
by the public sector through administrations subordinate to the Ministry of Science
and Technology of the Republic of China, which has three major missions: formulating
technology regulations, supporting academic research and developing the science
parks. Taiwan' s science parks enjoy world-wide fame with their comprehensive
facilities and environment.

EE Bk FEESRMEY - AR (1dea) FIEEEAE S » & —(HEBENER - HR%
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Under global competition, the medical device industry requires a long journey from
generating i1deas to developing the ideas into products. There are many challenges
regarding regulations, testing and certification standards to break through and
overcome. Inorder to forma cluster of the medical device industry in Southern Taiwan,
the STSP provides necessary incentives by offering subsidies under R&D awards to
encourage cooperation between academia and enterprises. With the promotion of the
STSP Administration, the Southern Taiwan Biomedical Devices Industrial Cluster
Establishment Project has successfully helped traditional industries upgrade their
technology in the first phase (2009-2012). With “upgrading traditional industries”
as 1ts major strategy, the Project has successfully attracted 36 manufacturers to
move into and establish factories in the STSP. The manufacturers have since then
gradually built up their own brands, and the output values in 2013 reached 24.8 million
US dollars. An industrial cluster i1s therefore taking shape.
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In the second phase (2013-2016), the STSP has adopted a promotion strategy consisting
of two aspects: marketing products and marketing know-how. The STSP has been helping
the industry to develop brands, build up reputation and explore the market. With its
cooperative relationship with peripheral research hospitals, the STSP has created
an environment for innovation cooperation to motivate more ideas for clinical
application, so that basic research results can be successfully commercialized. The
function of marketing know-how 1s to satisfy a variety of demands, such as product
certification and talent training, for the benefit of the industry.
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In this regard, the focus of the second phase is on the establishment of a clinical
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innovation ecosystem. The environment of this innovation ecosystem consists of six
critical elements: talent training, technology integration, incubation centers,
consultation of medical device regulations and product tests, venture capital, and
government resources. New concepts of medical device products often emerge from the
exchanges between R&D personnel and clinical physicians; therefore, the STSP
Administration has designed a series of training programs for R&D personnel and
physicians for the acquisition of the latest technologies and knowledge. The
integration of clinical needs and technologies is also a key element for innovative
medical devices. The establishment of incubation centers aims to provide business
consulting and guiding services for start-ups. Before medical device products are
launched into the market, they need to go through the process of consultation of
regulations and product tests. In addition, venture capital and government resources
further support the development of innovative medical device products. Hence, the
aforementioned six elements constitute the clinical environment of an STSP innovation
ecosystem.

FE ) E AT ARG T » SRR e M b i Y HHY - (2B R e M AT
ez (1) BE AN TR R T E - (2)FEA NEE I B IR R EA seb i i
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HrEE o

To successfully launch products into the market with efficacious marketing is the
uppermost objective of developing medical devices. The marketing model of the medical
device industry requires: (1) super brand marketing and expert endorsement strategies,
(2) instructions and operations to understand the products, and (3) clinical data
to build up physicians' and patients' trust in the medical device products. However,
most of medical device companies in Taiwan are SMEs with 11imited manpower, technology,
equipment and capital. As a result, they can only concentrate on their R&D process;
1t 1s not easy for them to complete simulations, tests and test production. This
situation causes a gap in the innovation ecosystem, which makes it hard to support
the development of innovative products in STSP.

Ry T B E R IR E i REE - RESE AR EE - bR E TG - DIRHEH
MG - SRS AN ARG IR A: - SRS S DUER] - WHUTS S ZHVRIE
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To help STSP manufacturers to speed up innovation and maximize the value of the
industry, the STSP has to build service platforms to provide professional knowledge.
These service platforms are the driving factors for an innovative business model,
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which allows manufacturers to profit from more resources for innovation. For this
purpose, the STSP has developed three service platforms to support the operation of
the medical device manufactures: a technology matching service platform, a clinical
experience platform and a product promotion platform. Each of the three platforms
1s designed to solve possible problems during industrialization.

3.1 Ko G RE G

3.1 Technology Matching Service Platform
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The purpose of this service platform is to link STSP manufacturers to all possible
resources, so as to derive and create maximum value for the entire ecosystem. The
resources include government subsidies and grants, academic talents and basic
research results, clinical research resources of hospitals, i1deas for clinical
application, core research facilities of the National Applied Research Laboratories,
product certification service, etc.
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This service platform helps manufacturers to combine research capacity of domestic
medical device R&D institutions and academia to form a comprehensive technology
matching service network, so that STSP manufacturers can quickly receive help
regarding R&D resources to accelerate product development. In addition, we facilitate
intra- and cross-industry cooperation among STSP manufacturers, and match up- and
downstream manufacturers to form R&D coalitions. We also organize technology or R&D
result matching conferences to facilitate cooperation between manufacturers,
academia and the research community, hold product or technology forums and symposiums,
and invite domestic and international well-known medical device manufacturers or
academic research institutions for cooperation opportunities between STSP
manufacturers and international manufacturers. Moreover, we invite international
well-known distributors and manufacturers to visit the STSP and engage in exchanges
with STSP manufacturers. This will facilitate R&D interaction, help STSP
manufacturers to obtain more orders and increase the international visibility of the
STSP products.

3.2 EEPRESER &
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3.2 Clinical Experience Platform
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Channels for medical device products are relatively conservative and closed. With
regard to the procurement process of new products in hospitals, clinical physicians
usually propose their procurement requests, which are then evaluated by hospital
superintendents and relevant inspectors before they are handed over to professional
procurers. In general, the process goes from proposing requests, evaluating (costs
and effectiveness) and procuring, to negotiating prices. During the evaluation,
hospitals give consideration to factors such as product quality, function, price,
size, convenience of use, ease of operation, repair and maintenance, after-sales
service, and feedback in the medical community. Other factors, including brand,
quality reliability and whether or not there will be maintenance engineers to provide
troubleshooting consultation, all serve as reference for the evaluation. Therefore,
medical device manufacturers need to be able to provide these services when trying
to enter the supply system of medical devices.

PERR 1 & i 7 B [ & B R e i i i B R R BB RS B 155 F R EAA =1 (D) PEHE
= (BRI BRI E iR BRI A E S R - (2)
BRI 4R SR R B ST B G BRE n » EIOARRCE B R A A
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This service platform will establish clinical data and provide experience service
for STSP medical device products by the following measures: 1. Providing
project-based subsidies to enable medical institutions to conduct clinical research
on STSP products launched into markets, in order to ensure their trust in using the
products; 2. Establishing an experience project in which both students from schools
of dentistry and dentists can experience products from all STSP clusters in advance
so that theywill trust and purchase them for future medical practice, with the output
values also increased accordingly; 3. Conducting international clinical education
and training, in which domestic and international physicians will observe and gain
experience regarding the use of the products, and will thus be more willing to use
the products, thereby raising the output value in a short period of time. This, however,
could not be achieved through the conventional approach of product manufacturers
alone earning trust from potential users.

48 Bt 5 = Bh s e e AN B Beal B > DUHE ABSBe tHBA BB - R TIA
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The abovementioned measures can help the manufacturers introduce their products to
domestic hospitals for trial, as well as to educational and research institutes
affiliated to the hospitals. By reaching out to the domestic market, STSP medical
device products will have the opportunity to exploit the ‘home market effect’ ; this
will, in turn, increase the international competitiveness of Taiwanese medical device
products. Besides, we also integrate the products of STSP manufacturers into the
medical college training system, and work with the hospitals to establish an
international medical training mechanism. With this long-term training, domestic and
international medical students and physicians who may become KOLs in the future will
gain further understanding of, and be willing to use, medical device products made
in Taiwan.

3.3 EmitETE

3.3 Product Promotion Platform
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The purpose of the product promotion platform is to boost the overall image of
Taiwan" s medical device industry. The STSP provides a location, known as the show
room, to display medical device products from all STSP clusters, so as to achieve
the goal of one-stop shopping. Moreover, the STSP finances the manufacturers’
participation 1n international exhibitions every year. Through the pavilion of
high-end products and overseas technology matching seminars, the visibility of
Taiwanese medical device products has been enhanced. Furthermore, we have jointly
created a brand mechanism to establish strategic alliances, so that domestic leading
brands and STSP medical device manufacturers can combine their promotion efforts.
A PSR REEE S - BEE BN PR A R (0 AN TR A ke 3D $fir
b)) #EATER PR AR I SR s - IR A BRI 0ty - iR B BlnY a8 AE - (EEE A B
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Over the past year, we have organized a dental clinical observation and invited
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domestic clinical physicians to deliver preclinical introduction and keynote
speeches on odontology (such as dental implantation and 3D digitization). The
clinical physicians also performed on-site dental implant surgery. Through their
explanation of the process, participants were able to understand the connection
between clinical practices and innovative R&D. The on-site clinical observation also
facilitated exchanges among physicians, R&D personnel and clinical physicians.
Following the same approaches mentioned above, we also invited dentists of the Central
Stomatology Hospital of Hanoi, Vietnam, to visit the STSP to facilitate the
procurement cooperation between STSP manufacturers and hospitals in Vietnam.
Currently, some of the STSP products are in Vietnam for inspection and registration
before being launched into the market.
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Moreover, we also invited international distributors or manufacturers from Russia,
Vietnam, Thailand, Hong Kong, the Czech Republic, Australia and Korea to visit the
STSP. Currently, the Russian-based CORAL Company serves as an agent for the products
of Codent Technical Industry Co., Ltd. in the STSP, a Vietnamese company promoting
the products of Kuang Yeu Medical Co. Ltd., a Hong Kong-based company promoting the
products of General Biologicals Corporation, and an Australian company and a Czech
company promoting the products of EPED Inc. We also helped to facilitate an investment
of over 1 million US dollars in Excelsius Medical Co., Ltd. by a Korean company.
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With the development experience of the medical device industry, the STSP in Taiwan
has successfully created a series of innovative service platforms. There are several
important mechanisms in this study that can serve as a reference for other countries,
and future innovative marketing models will also facilitate the creation of a more
complete ecosystem. With the STSP Administration’ s efforts over the years, by June
2014, there are currently 50 active manufacturers in the medical device cluster in
the STSP, including 13 medical implant manufacturers, 19 medical equipment
manufacturers, and 18 manufacturers of other medical devices. The investment value
1s 9.206 billion dollars, and the dental product line is the most comprehensive of
all products. The STSP has created jobs for 814 people, helped the STSP manufacturers

38



acquire 54 domestic patents and 16 international patents, and nurtured 332 masters
and doctors.

4 G

4 Conclusion
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In the past, due to the incomplete product line, Taiwan was considered in an inferior

%
%

position in the medical device industry. It mainly resulted from the fact that during
the group procurement process, hospitals preferred to purchase from large
international medical device companies for the sake of price negotiation, convenience
and better service. Continuing to face global competition, the STSP will move toward
completing 1ts product line.
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In the future, the STSP will focus on “STSP product integration modules” for the
promotion of innovative technology. The effort will include the “exhibition and
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joint marketing-based,”  “clinical experience-based” and “personalized
experience-based” marketing modules. The aim is to provide clients with a total
solution regarding appearance, structures, software, hardware and firmware of
products, as well as a one-stop-shopping service. With regard to the procurement of
STSP products, we will transform and upgrade the procurement from a business service
model for products only to a marketing service-oriented model that focuses on product
system integration modules. In so doing, in addition to supplying products only, the
STSP manufacturers will also act as units that provide R&D, application and solution
services.
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Moreover, in line with the Taiwanese government’ s “one center one alliance”
strategy, we strive to form an R&D alliance for the STSP medical devices and help
the STSP manufacturers introduce their products into (1) trial channels and (2)
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educational and research channels of medical centers or hospitals. Products
introduced to the trial channels will comply with standards required by the physicians.
For manufacturers failing tomeet the standards, we will help them develop R&D plans.
With the product line developed after the establishment of the alliance, we will work
with domestic hospitals to build a domestic product center and carry out clinical
marketing for these products. Furthermore, in accordance with the STSPmedical device
experience project, we will first of all organize experience programs for domestic
physicians and students to allow them to gain familiarity with and trust in domestic
products. We will then arrange experience programs for international physicians and
students along with educational marketing.
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