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Proposed business model
A subscription business model is suitable for the electronic tool. The customers, which in this case are health networks, pay a recurring fee in exchange for access to the tool. 

This business model can ensure a regular stream of income if there is a strong customer base. Customer subscribing to this service will also receive continuous support if needed. 

Business model - cost
· How much would it cost to prototype?
· If we hire a web application developer, it might cost $4,500-7,200 to prototype.
· If there is a student in the team who knows how to code, it might cost less than $1000 to prototype. 
· How much would it cost to make a unit of the product?
· Cost will depend on how complex the web application is. 
· This tool might cost approximately $50,000-70,000 to make.
· https://estimatemyapp.com
· How much would it cost to maintain a unit of the product?
· Full time IT support person
· $70,000-80,000 per person annually
· Hosting 
· Cost varies 
· Amazon web services hosting costs ~$50-80
· Domain name
· $19 annually 
· https://www.namecheap.com/domains/

Business model - revenue/reimbursement
· Who pays for it?
· Initial funding: MIME
· Local health networks
· How will you make money?
· Subscription fees 
· What is the sales/market penetration strategy?
· The initial plan is to sell the web application specific to creating treatment plans for non-muscle invasive bladder cancer in Eastern Health. 
· This product will then be promoted to other health networks in Victoria and other states in Australia. 
· The web application will also be promoted to countries such as the United Kingdom as the clinical guideline used to determine bladder cancer management plan is the same as Australia. 
· In the future, the product will also support the treatment and follow-up tracking of other types of cancers.
· The subscription fees for the product must be affordable to encourage public hospitals and private clinics to use it.
· What is the reimbursement strategy?
· Not applicable
· What is the health economic profile compared to the SOP (standard operating procedure)?
· There is no direct cost benefit to the hospitals or clinics that use the tool. 
· However, this tool will reduce urology clinical nurse consultants (CNCs) workload by offering more accurate and efficient tracking of bladder cancer patients treatment schedule. This could potentially reduce indirect costs such as overtime pay for nurses to complete their work. By alleviating the CNCs workload with regards to scheduling treatment appointments, the CNCs time could be better utilised for other tasks at hand. 
· If patients missed their appointments due to poor understanding of their treatment schedule or if they are “lost in the system” due to human error, there is a risk that their cancer might progress. If that happens, patients will require more aggressive treatments, thus increasing the cost of treatment. 
· This tool can also risk-stratify patients more accurately and prevent unnecessary treatments. For example, if a patient has low-risk cancer but is classified as high-risk cancer, they will receive unnecessary cystoscopies leading to additional costs. This tool will mitigate this problem and reduce unnecessary cost due to human error. 
· Note: I am unable to quantify the actual costs involved as my clinician does not have information on this. 
· Does it fit within the hospital’s KPIs?
· The solution is mostly irrelevant to the hospital’s KPI. 
· The most relevant KPI is that it could improve client experience. 
· The tool will improve healthcare provider experience in managing patient care as there is less time lost in coordinating patient treatment schedule. 
· The tool can also improve care coordination between urology clinical nurse consultants and patient and improve patient experience.
· Can you use an existing Medicare code? Do you need a new code?
· Not applicable. A Medicare code is not required. 

Business model - risk management
· What is the exit strategy?
· Option 1: sell the web application to Eastern Health.
· Option 2: sell the business to another company such as Cerner. 
· Option 3: partnering with another company to reach a wider audience.
· Does it fit within the hospital’s KPIs?
· The solution is mostly irrelevant to the hospital’s KPI. 
· The most relevant KPI is that it could improve client experience. 
· The tool will improve healthcare provider experience in managing patient care as there is less time lost in coordinating patient treatment schedule. 
· The tool can also improve care coordination between urology clinical nurse consultants and patient and improve patient experience.
· What are the most significant risks and what is the de-risking strategy?
	Risk
	De-risking strategy

	Funding
· The cost to develop a web application is expensive and funding from investors will be needed.

	Funding 
· Cost can be reduced if there are students who are able to code the web application. 
· If there are potential investors, the funding agreement should also be evaluated carefully.
· Partnerships with healthcare organisations or companies can also be considered to diversify revenue and reduce risk.


	Data security and privacy
· Depending on the final prototype (whether the web app will be limited to healthcare providers with a database storing sensitive information OR be available to the public without having to login), patient data might be involved. 
· There will be significant problems such as financial losses and damage to reputation if there is data is breached.

	Data security and privacy
· Strong security measures must be implemented to protect sensitive data from breaches or unauthorized access. 
· A few measures include data encryption and ensuring secure authentication protocols. 


	Regulatory compliance
· If there is a database storing patient information, laws and regulations that apply to healthcare businesses must be considered to avoid legal problems. 

	Regulatory compliance
· Consult experts in this area.

	Competition
· There are reputable companies that specialise in developing healthcare related electronic tools. 
· Although there is no bladder cancer tracking electronic tool in the market now, these companies have the resources to develop one and sell it to their existing customers.

	Competition 
· The web application must have unique features that will address problems that are not solved. 
· Partner with existing healthcare related tech companies to work on the product.




Market analysis 
· What is the TAM (Total Addressable Market)?
· 60,000 x $2,000 = $120 million
· Approximate number of hospitals in the whole world – 60,000
· Maximum product price - $2,000 
· What is the SAM (Serviceable Available Market)?
· 18,000 x $2,000 = $36 million
· 30% of the number of potential hospitals who can buy the tool - 18,000
· What is the SOM (Serviceable Obtainable Market)?
· 0.1 x $36 million = $3.6 million
· Comparable market share – 0.1 



TAM
$120 million


SAM
$36 million


SOM
$3.6 million


image1.png
MONASH
YOUNG
MEDTECH
INNOVATORS





image2.jpg
Monash Partners

Academic Health Science Centre




image3.jpg
MONASH MONASH

&Y 11 : INSTITUTE OF
University MEDICAL

ENGINEERING




