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Rethink Tomorrow

Innovation Camp

Innovation Camp

One week live-in course
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Innovation Master Thesis

Problem Laboratorium work

One year +

Second generation Bioethanol?

N~ Commercial perspective
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Commersialization - EMP Group

Knowledge
based
entrepreneurship

+ venture =
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The student entrepreneur!




Commersialization - EMP Group

The student entrepreneur!

Commersialization - Heed Diagnostics

The student entrepreneur!




Is my idea relevant for Katapult?

Business plan

Business plan
1. Business Idea

1.1 Uniqueness of PONAC
2. Business organization

211 Business model .
22 Players n the business PONAC - achieved benefils Business plan

3 products

31 Blood anaysis apparatus f

32 Butes reagens for apparats 1. Business ldea

3.3 Acute phase protein portfolio
3.4 Outler detection (e.g. bad/old samples)
4. Market Mapping
4.1 The customer
process for the small y vith horses as a speciality
4.3 Estimated market size.
4.4 Estimated world market size for sale of an apparatus and analyses, based on number of high valued horses
world market size ~ based on number of sports horses and veterinary Surgeons in
4.6. Potential market size for reagent and apparatus sale - an overview
4.7 Estimated market size for sale of an apparatus in DK, S and UK, based on interest shown in market surveys
4.8 Estimated market size for sale of reagents in DK, S and UK, based on market survey
4.9 Costumers' needs covered by apparatus.

1.1 Uniqueness of PONAC

2. Business organization

2.1 Business model

3. Products

4. Market Mapping

5. Sales & Marketing strategy
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55 Contactr

54 Saes & Geiuion svategy 1

L e e 6. IPR Strategy

55 Toeat for a possie merventon on market .

. 1PR Stategy 7. Implementation plan
G Appares

7 implemertaton pan 8. Capital requirements

71 Prototype
7.2 ntatives necessary o buid prototype

7.3 Agreement with producer of a prototype. Total
7.4 Production and testing of potatype.

7.5 Prelaunch aciivies

7.6 Resources

7.7 Commercialising

8. Capital requirements and financing
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8.1 The result and liquidity budget
8.2 Capital requirements




