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_+facts & flgures

3 O years 3 7experts 7successful failed
experiences available projects projects

CLIENTS PARTNERS

45%dental 30%trauma
15%biotech 10%non-profit




medtech market in 2020

37%=174bn/cAGR4%

28%=131bn/cAGRE%

$4 6 9 b n 12%=56bn/cAGR9%

$bn/revenues based on est. manufacturers sales |

} U SA ROW \CH NI JPNERI GEr
5 % \ | 10%=47bn/cAGR2%

estimated compound annual growth rate 2016-2020

7%=33bn/CAGR8%

6%=28bn/CAGR2%

REF Boston Consulting Group (2015); World Economic Forum (2015); Global Agenda Councils (2016)



,challenges

ATTRACTIVE GOOD ENOUGH
vs. HIGH-TECH

HETEROGENOUS 41331813
ON MARGINS

SOLID DRIVERS i :{clVF.yle]} ¢
REQUIREMENTS

REF Medical Cluster (2014); EUROSTAT (2015); Future Health Index (2016).



_yperformance at low cost

cost decrease
compared to «Original»

1% LUPIN Psoriasis
ARAVIND Eye Care

Jaipur Knee

KERALA Care

10% NH Heart Surgerym

VScan®

e T
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a.

b
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. =0 low efficient dramatic
y 4 :__in cost reduction of process

!

REF NESTA Annual Report (2014); Aravind Annual Report (2016); TravelWorld
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high quality

price list patient %

cataract surgery Dby fee type +| a rge Volume
Type Rate ($) 10%  20% = IOW COSt
Free 27% ———
Minimal 11-17 | 26 408)220 surgeries
Regular 111-178 (N 22%

Premium 204-1'044 HZS% 3,727’227 visits

REF Aravind Annual Report (2016); Mehta P K, Shenoy S (2013): Infinite Vision. BK, San Francisco. US-National Eye Institute (2015)
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_+bro|<en business model

Innovation

Products

Traditional

Top-Line

Integrated

Sales-Force Centric

_—_—_—_—_—_J

|

Business Model

Integration

Market Footprint

Operational Excellence

Value Chain

Commercial Model

h__________

Segment Coverage

Products+Services

Global

Lean/Low-Cost

Strategic

Stakeholder-Centric

REF Osterwalder & Pigneur (2010); Medical Mountain (2014); Helbling Business Advisors (2015).




ﬁnevv business models

& qirbnb world’s largest accommodation provider

* world’s largest phone company

Alibaba \world’s most valuable retailer
- IEEEREH

world’s largest movie house
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REF MAZERUNNER (2014)



why projects fail

* unclear targets 68%
'* |imited resources 48%
" ¢ intercultural issues 45%

* technology 8%

REF Moscitelli R (2008); Schuh G (2007); Pinto J M (2007 / 2012); Kiing W, Willi T (2013)



_Jlnnovation process landscape

CORPORATE INNOVATION + QUALITY MANAGEMENT FINANCIALS

—

STEER




_Jousiness opportunity landscape

market requests & needs

PUSH

drivers - technology
trends - solutions
etc. - etc.

O

- corp. strategy alignment
- resources requirements
- prioritization

- etc.

- meets basic biz criteria
- systematic selection
- feasibility, maturity
- etc.

solutions portfolio management

® 00000 o
WAITING LIST €= i ﬁ-ﬁﬁﬂ@ﬁ-ﬁ

|—>

ACCEPT

define targets and resources
and feed into organization



_broject selection

* Cross-Industry
* Go-to-Market
* Time-to-Market

* |Interim-Management

* New Business Segments

* Business Model Innovation

Steve Mc Curry, 1984



ﬁleading transformation

computer and cyber physical
automation o systems

mechanization, mass production,
o water power, e assembly line,
steam power electricity

Bolling M (2017): Henry Ford 4.0: Getting Digital Leadership Right in Industrial Manufacturing Just Might

Drive Your Margins Up by 26%. Egon Zehnder International Inc.; Boston; Conversations on Leadership.



fpattern of change
()

maturity
of systems base of future success

L 4

> time
competitive advantage

-
|
|
|
|
|
|
|
|
|
|

[ competitveadvaniage | substitution |

Marchetti C (1986): Fifty-Year Pulsations in Human Affairs. FUTURES; 17(3); 376-388
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#one strategy does not fit all

>

maturity
of systems

o :
A
-
T
‘ .
-
B &

7,
C.Marchetti

> time
past HH future


https://icons8.com/icon/41144/cloud-lightning
https://icons8.com/icon/41144/cloud-lightning
https://icons8.com/icon/41144/cloud-lightning

.3d printing In medtech

Hydroxyapatite, Al,O,
yA(O

CERAMICS

«Bio-Printing»

~_—

TISSUE




.3d printing in medtech
- RESEARCH  TRANSFER  INDUSTRY

CERAMICS

TISSUE
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dental digital workflow

patient file, marketing

cad-cam / s..m. / 3d-print
production .=

-

F restorative
design

surgical
navigation

scanning 3d-pr|nt§d
intraoral, master cast, impression tem poraries
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Emma Marcegaglia
President of ENI; Chair of Italian Industrial Association
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#globalization of innovation

period

A
Bringing Innovation «<Home»

since
2000

Target Innovation

vl «Glocalization»

'70-'80
BBl Global Presence
s s 3
sales sourcing production S
1e1/_,;.i;,'; ";
" Y

REF Govindarajan V (2009)



_,big vs. small

L “‘n\
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outsiders will always be outlaws
A7 I
outsiders must define their own rules |
TEER. W TR
out5|ders must go to extreme lenghts ¢ O

s ]

outsiders must face their weaknesses

Arreguin-Toft | (2001);

How the Weak Win Wars: A Theory of Asymmetric Conflict.
International Security; 26; 1; 93-128
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