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Target Customer & Their Biggest Challenges 
As healthcare transitions from volume to value, those paying the bills—
employers, government, health plans, and increasingly, individuals—are 
demanding more value and better outcomes.  In the face of these disruptions, 
across the board, the largest providers report patient engagement and activation 
as their greatest vulnerability.   

Experts estimate that at least 50% of patients are unengaged – they do not take 
their medicines as prescribed or follow doctors’ recommendations – costing the 
US over $200B and creating a massive market for patient engagement solutions 
expected to reach $13.7B by 2019. 

Doctor’s Orders, On Demand 
Seattle, WA 

www.health123.com 
@health123 

rebecca@health123.com, rachel@health123.com 

Business Summary 
For ACOs and other providers who have already made the shift from volume to 
value, Health123’s Health Activation Platform provides a digitally-scaled 
compliance solution enabling patients through curated content, atomized care 
plans, and direct connections to their follow-up care professionals. 

Unlike typical EMR patient apps and paper instructions, Health123’s solution is a 
modular, white-label, cloud platform that provides a patient-friendly digital front 
door, improving patient outcomes, satisfaction, and self-care skills. 

Business Model 
Simple vertical SaaS subscription service (annual license) with optional set-up/
customization fees. 

Traction 
Since our initial product launch in Fall 2014, Health123 has: 

¥  Integrated into clinical workflow at Vera Whole Health – with 4 clinics live 
(~10,000 patients) Vera is seeing improved patient adherence while we earn 
subscription revenue that is scaling every month. 

¥  Improved impact of the Kaiser/Group Health Thriving Schools program with a 
pilot study focused on teacher/staff wellness. 

¥  Signed contracts with Arivale and Seattle Children’s Hospital that include 
licensing and customization fees; more in the pipeline with Aurora 
Healthcare, MultiCare, and more. 

Competition 
Most patient engagement technologies are focused on specific episodes (e.g. post-
acute discharge) or conditions (e.g. diabetes). Health123 provides a patient-centric, 
flexible, white-label platform that integrates easily with legacy systems and point 
solutions through our APIs, deploys quickly, while working across the entire 
healthcare continuum.	


Summary 
¥  Health123 is well-positioned with an established platform, active deployments, 

escalating traction including monthly recurring revenue, and a market that is 
eager for solutions. 

¥  Health123’s experienced founders represent a unique combination of a hard-
core technologist and a consumer engagement specialist – resulting in a 
differentiated solution that solves our customer’s problems without creating 
new ones. 

Management Team 

Rebecca Norlander 
CEO 
19 years at Microsoft building  
platform solutions; three years 
at Illuminate Ventures 

Rachel Lanham 
President & COO 
15 years in digital marketing,  
customer branding and analytics;  
11 years with Weight Watchers 

Advisory Board 

Updated as of 6/15 

Capital Raised to Date 
Seed $1.7M Founder Capital; 

Seed Round led 
by PAML 

Use of Funds: $1.25M Seed (60% 
closed) 
¥  Customer: Sign 3+ additional subscription 

customers 
¥  Revenue: Grow MMR to $75K; Win $500K in 

customization projects with major regional 
players 

¥  Evidence: Produce 2-3 customer case studies; 
Complete underway evidence-based study 
with local research institute 

StartUp Health Academy 

Michael Astion, MD, PhD 
Division Chief of Labs & 
Pathology, SCH; 20 years with 
University of Washington 

Laura McMillan 
27years at Group Health as Head of 
Strategy / Chief of Staff 

Walt Jones 
CTO 
20 yr product development veteran 
including 4 yrs @ Moz 

David McCann 
GM, Amazon 
Founded Varolii healthcare 
practice, acquired by Nuance 

CONFIDENTIAL 

Solution 
Health123 starts where EMRs end: by ingesting and atomizing evidence-based 
protocols, curating relevant education and actions, and optimizing and 
modernizing care team connections – delivering a mobile and web on-demand 
interface between healthcare systems and the patient.  Our solution is powered 
by a robust platform that is easily white-labeled, includes a patent-pending 
predictive analytics engine, and integrates with existing data sources (EMRs, 
devices, other). 



 
 
Patient management for the 21st Century  
 
 
 
Product overview 
Insta Aide is a mobile app that allows 
physical therapists to instantly create 
and deliver meaningful exercise content 
to their patient’s smart phone. Patients 
now have access HD video instruction of 
exercises that have been created to 
meet their individual needs.  
 
By engaging the patient with 
meaningful content Insta Aide will 
collect important metrics about the 
patient’s rehab process as they use the 
app. Insta Aide automatically charts 
pain levels, compliance rates, subjective 
feedback and outcome measures. This 
will reduce the amount of time PTs have 
to spend with patient and improve the quality of care.  
 
Unlike our competitors, Insta Aide is focused creating the most convenient and engaging 
interface for both the therapist and the patient. By using behavioral science we will 
coach the patient to reward themselves for compliance and improved outcomes. For 
the therapist we are focused on providing a key feature set that is extremely easy to 
use.  
 
We have working prototype for web and iOS and Insta Aide is currently in early beta 
testing with a few local clinics. We are looking to close a 250k seed round by November, 
2015 to bring on 4 full time employees and ready the product for a January launch.  
 
 
 



 

Business Summary 
CareLX is a mobile education marketing and internal training platform uniquely suited to the needs of medical device, therapeutic and 
diagnostics companies.  CareLX will save money and streamline channel support by centralizing training and educational marketing 
efforts throughout the lifecycle of their products. 

During the product development and clinical trial phases, CareLX will support product education for staff and stakeholders.  It will 
also be used to educate researchers and trial participants.  After FDA product approval, CareLX will seamlessly transition the learning 
experiences to channel support training, virtual demonstrations, product training for physicians and continuing education for 
healthcare staff.  For patients, the platform will support education marketing campaigns and also be extended to facilitate the 
informed consent process. 

Customer Problem and Our Solution 
Stricter regulations around healthcare related marketing and education, such as those mandated by the Sunshine Act, are forcing 
companies to find new ways to channel their education and marketing budgets.  At the same time the millennials, a highly-educated 
demographic that has grown up cynical of traditional marketing, is entering into the healthcare professions, or as patients, and are 
demanding sophisticated and modern learning experiences.  CareLX provides the platform for companies to quickly and effectively 
modernize their training and channel support, motivate compliance and capture these emerging markets. 

Revenue Model 
SightWorks has a SaaS licensing business model with monthly or annual subscriptions.  Subscriptions are tiered by number of users 
and number of products.  Additional income will be realized through the sale of professional services that support the platform such 
as content creation and data integrations. 

Target Markets 
SightWorks will sell directly to medical device, therapeutic and diagnostics companies.  We will focus first on device manufactures as 
we have developed relationships with local companies and expect that this is where we will gain the quickest traction. Additionally we 
believe that healthcare systems and provider groups are excellent prospective markets in need of mobile education marketing and 
internal training platforms as they try to re-invent their internal and customer facing processes. 

Leadership 
SightWorks has assembled an experienced senior management team with deep expertise across key areas of the business. 
Co-founders Eric Dayton and Rusty Jennings bring over 17 years of digital marking and online training experience.  Advisor Dennis 
McNannay (Executive Director, Oregon Bioscience Association) brings over 13 years of direct experience in the bioscience and 
healthcare software industries.  Bill Pierznik (Vice President of Business Development and General Counsel, Jama Software) adds over 
10 years of business development and legal counsel experience to the team. 

Investment Opportunity 
SightWorks is currently seeking $2,000,000 in a convertible note which will bridge the company to its first institutional funding, a 
$5-7m round, expected in early 2016.  Interested accredited investors are welcomed to join the SightWorks team as we develop an 
innovative and profitable company with an expected strong return on investment for shareholders. 

SightWorks, Inc. 
(503) 223-4184 | www.sightworks.com  

http://www.sightworks.com/


      MotioSens, Inc 
 

“Technology for independent living” 

 

       
  Customer Problem 

There is a lack of adequate technology solutions for people wishing to 
live independently, particularly within the aging population.  Currently 
there are over 40million people aged over 65, with the national average 
monthly cost for assisted living over $3500 per month. The number of 
people aged over 65 is projected to rise to 55million by 2020, 89% of 
whom wish to stay in their own homes (AARP). 

 

 

 

 

 

 

URL: http://www.motiosens.com 
Founded: 2014 
Employees: 3 

 
Contact 
David Edwards 
dedwards@motiosens.com 
503 502 8598 

 
Management Team 
 
David Edwards, CEO 
Peter Jacobs, Founder 
Eric Wan, Founder 

 

 

  Technology 
Small discrete devices plugged into wall-outlets in the home transmit wireless data between each other, 
creating an invisible passive sensing network. Data is sent to the Cloud and in turn to a website or app.  Key 
benefits include detection of changes in health trends and early detection of emergency events. We provide 
peace of mind to children and caregivers, and provide dignity to seniors, avoiding an early and costly move 
to an     assisted living facility. 

  
  Target Market 

Our geographic market includes single-family homes, apartments, and assisted living facilities where seniors 
reside throughout the USA. While the installation will be in seniors’ homes, our market demographic consists 
of their relatives and caregivers. These are Baby Boomers, GenX and Millennials, all comfortable with 
adopting new technology together with the 17,000+ Assisted Living Facilities, all looking for adequate solutions. 

 
  Value Proposition and Competitive Advantage 

Our value proposition is cost containment for both assisted living facilities, and for the children and 
caregivers of seniors that are unable to afford a move to an assisted living facility. 50% of seniors forget or 
choose not to wear a monitoring device such as a watch or pendant that alerts emergency services to an 
event such as a fall. MotioSens offers a unique passive solution that does not require wearing any kind of 
device. There is no need to remember to charge batteries. There are also no privacy issues, as would be the 
case with video cameras. Installation and calibration of the system is simple.

Company Overview 
We have       

       We  a  
       several     

   
 



 

 

vdointerpreters.com 
 

 Juan Barraza 

jbarraza@vdointerpreters.com 

VDO Synergy, LLC 

2828 SW Corbett Ave. Suite 145 

Portland, OR 97201 

Tel. 503-477-3706 

 

VDO Interpreters offers Language Access  

Compliance for the Health Care Industry 

Financial Information 

 Company Stage: Prototype ready 

 Previous Capital: $10,000 

 Monthly Net Burn: $8,000 

 Pre-money Valuation: $3,000,000 

 Capital Seeking: $500,000 

 

Founder Team 

 CEO & Founder: Juan Barraza 20 years of 

experience leading teams in the 

telecommunications, financial and hospitality 

Industries. 

 VP of Design: Jacob Harris, UX strategist and 

designer with over 14 years of experience working 

in start-ups and agencies in the Portland and the 

San Francisco Bay Area. 

 

Advisors 

 Lawyer: Mark Therrien, Stole Rives LLP 

 Accountant: Jon Newport, Jones & Roth, PC 

 Engineering : Ignacio Castillejos SW Engineering, 

Nike 

 Engineering: Hector Domiguez, Director of 

Engineering – Smart Vineyards 

 Healthcare: Regina Barraza-Piland, RNC, Avamere 

 

 Summary 

VDO Interpreters is a SaaS company that provides Language Ac-

cess compliance to the healthcare Industry 

Problem 

 Federal and State Law requires that any Healthcare Institution 

that receives federal funding needs to offer healthcare inter-

preters to individuals with Limited English Proficiency. 

 The Affordable Care Act ties Medicare reimbursements to per-

formance, Language Access is part of those metrics. 

 Traditional forms of Interpretation are either in person or over 

the phone they haven’t change for decades. It is a lengthy wait 

time for an In-person interpreter to arrive and with Telephonic 

interpretation the interpreter losses the visual cues and context 

that an In-person interpreter has 

 Solution 

 VDO Interpreters solves this by providing qualified interpret-

ers in seconds utilizing HD video conferencing that connects to 

any IOS, Android device, desktop or legacy endpoint like cisco 

and polycom.What make us different from our competitors is 

that we bring together the compliance with the law and access 

to healthcare interpreters in one simple, easy to use and af-

fordable cloud base platform. 

 Target Market 

 In the United States 25 million Americans have limited English 

proficiency this represents a 1.5 billion market opportunity. 

 Competitors 

Four main competitors: languageline.com, cyracom.com, certi-

fiedlangauges.com, stratusvideo.com 

Competitive Advantage 

First to market with cloud base platform to monitor language access 

law compliance, risk assessment, Training and reporting  

Marketing Strategy 

We will be targeting 17,000 community health centers centers in the 

US. We are using inbound marketing, SEO, PPC, social media. 

Mobile Strategy 

The service will be a web app and app for Apple and Android. 

Revenue Model 

Revenue streams include: 1) Subscription Base model , 2) Usage fee 

Funding 

Initial $10,000 from founders.  

Exit Strategy 

The company will be built as a take-over target. 

 

Financials (USD) 2014 2015 2016 2017 

Revenues $12,000 $118,800 4,479,336 9,334,654 

Expenses $12,000 $100,510 $743,140 $941,754 

Net 0 $18,290 $3,736,196 $8,392,900 

 



 

 

 

Location: OTRADI Bioscience Incubator, Portland Oregon 

Founded: August, 2011 

Employees: 8 

Website: www.abscibio.com 
 

Recent scientific advances are resulting in a pharmaceutical pipeline that is dominated by highly 
complex, protein therapies. These protein therapies (biologics) are superior to traditional small molecule 
drugs in their ability to achieve a targeted mechanism or area of action, thereby eliminating or reducing 
ill side effects and trauma on the body. Despite their clear-cut superiority in patient results, these 
biologics must be manufactured using living organisms, which require complex reagents and lengthy 
manufacturing process. The result is expensive drug therapies, which are often denied equal coverage 
by insurers despite the inferior patient outcome associated with small molecule therapies. 

Historically, mammalian expression systems have been used for producing these valuable 
proteins, but suffer from long, costly production cycles. E. coli is a desirable alternative to mammalian 
systems due to the vast knowledge about its genetics, scalability, and cost effective manufacturing. 
However, traditional E. coli expression systems are highly susceptible to the formation of protein 
aggregates, or inclusion bodies, which dramatically reduce the yield of soluble protein, and increase 
overall production costs. 

AbSci has developed a game-changing proprietary genetically engineered E. coli-based 
expression system, SoluPro,which bypasses inclusion body formation, and has demonstrated expression 
of soluble antibody fragments, full-length antibodies, enzymes, and other recombinant proteins. AbSci’s 
overall objective is to develop and commercialize a robust and inexpensive protein expression system 
utilizing E. coli that allows for easily optimizable and scalable production of recombinant monoclonal 
therapeutic antibodies and other proteins. 

 

 

 

http://www.abscibio.com/


Darby	  Hershey	   Dr.	  Stephen	  Monroe,	  PhD	   Gary	  Strachan	  
Cell:	  	  971-‐563-‐6356	   Cell:	  	  503-‐539-‐2362	   Cell:	  503-‐805-‐2395	  
Darby@CBDPharma1.com	   Doc@CBDPharma1.com	  	  	  	   Gary@CBDPharma1.com	  	  

	  

CBD	  PHARMA	  
The	  Leading-‐Edge	  Biotech	  Dedicated	  to	  the	  Development	  of	  	  

Cannabinoid-‐based	  Drugs	  
	  
There	   is	  growing	  national	   support	   for	  Cannabis	   legalization,	  23	  24	  states	  and	  counting,	  mostly	   focused	  on	  
the	  high-‐THC	  strains	   for	   smokable	  products.	   	  But	   there	   is	   also	  a	  glimmering	   realization	  of	   the	  astonishing	  
medical	   potential	   of	   THC’s	   cousins,	   most	   notably	   the	   non-‐psychoactive	   Cannabidiol	   (CBD).	   The	   recent	  
Oregon	  mandate	  has	  opened	  an	   ideal	  opportunity	  to	   finally	  develop	  the	  exceptional	  promise	  of	  THC-‐based	  
molecules	  as	  pharmaceutical	  drugs.	  	  	  This	  is	  not	  the	  typical	  ‘medical	  marijuana’	  that	  is	  only	  smoked	  or	  eaten	  
for	   nausea	   and	   pain,	   but	   a	   true	   pharmaceutical	   drug,	   working	   directly	   on	   the	   THC	   specific	   membrane	  
receptors,	  actually	  named	  CB1	  and	  CB2,	  (Cannabinoid	  receptor	  1	  and	  Cannabinoid	  receptor	  2,	  pronounced	  
“Can-‐nabin-‐oid”),	   that	   surround	   individual	   cells,	   to	   treat	   and	   cure	   specific	   diseases.	   	   These	   receptors	   are	  
present	   in	  most,	   if	  not	  all,	  of	  our	  cells	  and	  are	  so	  basic	   to	  our	   fundamental	  biochemistry	  that	  they	  are	  also	  
found	  in	  all	  mammalian	  species	  as	  well.	  	  They	  exist	  for	  a	  reason	  and	  are	  tightly	  linked	  to	  our	  immune	  system,	  
which	  is	  so	  critical	  to	  our	  ability	  to	  fight	  and	  resist	  disease.	  	  
	  
While	   there	   is	   a	   growing	   body	   of	   scientific	   literature	   on	   the	   benefits	   of	   THC	   and	   other	   Cannabinoids	   in	  
treating	  many	  different	  diseases,	  Federal	  legal	  restrictions	  still	  make	  it	  very	  difficult	  to	  conduct	  broader,	  in-‐
depth	  studies.	  	  CBD	  PHARMA	  has	  in	  its	  co-‐founder,	  Dr.	  Stephen	  Monroe,	  one	  of	  only	  a	  few	  scientists	  in	  the	  US	  
who	   have	   actually	   conducted	   CB1	   and	   CB2	   level	   research	   with	   cannabinoids	   in	   FDA	   quality	   pre-‐clinical	  
studies.	  	  
	  
While	  many	  others	  see	  only	  the	  value	  of	  Cannabinoids	  as	  a	  recreational	  product,	  CBD’s	  vision	  is	  set	  on	  the	  
much	  higher	  value	  as	  a	  new	  field	  in	  medicine.	  	  And	  while	  those	  who	  are	  looking	  at	  the	  medical	  field	  typically	  
focus	  on	  the	  low-‐tech	  adjunct	  for	  cancer	  therapy-‐related	  nausea	  or	  basic	  test-‐tube	  THC	  research,	  Dr.	  Monroe	  
has	  conducted	   that	   research	   in	  multiple	  areas,	   and	  moved	  beyond	   that	   to	   successful	  animal	   research	  with	  
Cannabinoid	  analogues	  in	  Cancer,	  hemorrhagic	  shock,	  and	  sepsis.	  CBD	  will	  build	  upon	  this	  solid	  foundation	  
to	  increase	  our	  understanding	  of	  Cannabinoids	  as	  pharmaceuticals,	  both	  OTC	  and	  FDA	  approved.	  
	  
CBD	  is	  also	  unique	  from	  the	  perspective	  that	  no	  one	  of	  whom	  we	  are	  aware	  is	  considering	  the	  sheer	  volumes	  
that	  will	  be	  needed	  to	  meet	   the	  pharmaceutical	  market	  needs	  much	   less	  designing	  a	  system	  to	  meet	   those	  
needs.	   CBD’s	   system	   is	   designed	   to	  meet	   those	   needs	   not	   only	   locally	   but	   also	   nationally	   when	   legalized	  
Federally.	  	  	  	  
	  
CBD	  PHARMA’s	  Goal	  –	  Develop	  Cannabinoids’	  potential	  to	  cure	  and	  treat	  many	  diseases	  at	  low,	  affordable,	  yet	  
still	  very	  profitable	  prices.	  	  Become	  Oregon’s	  (and	  the	  nation’s)	  first	  large	  scale	  source	  of	  Cannabinoid	  
pharmaceuticals.	  

	  
	  

	  
	  
	  
	  
	  
	  
	  
	  
	  
	  

	  

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	   	  	  	  	  
Glioblastoma	  –	  untreated	   	   	   	   	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	   	  	  	  	  	  	  	  	  	  Glioblastoma	  –	  treated	  

for	  21	  days	   	  
(The	  tumor	  glows	  ‘green’	  in	  these	  photomicrographs)	   	   	   	  	  	  	  	  	  	  	  	  	  	  

POTENTIAL	  THC	  BRAIN	  CANCER	  CURE	  
	  
	  

From	  previous	  THC-‐related	  research	  	  
Led	  by	  Dr.	  Monroe.	  

	  
Human	  Glioma	  Tumor	  shrunk	  by	  90%	  in	  21	  

days	  



 
 
Elex Biotech 
 
Location:  Portland State Business Accelerator 
 
Founded:  October, 2009                Employees:  2.5 FTEs 
 
Stage of Development:  Preclinical           Website:  www.elexbiotech.com 
 
VP, Business Development:  Douglas J. Kawahara, PhD has 25 years of biotechnology 
industry experience in business development, strategic marketing/market analysis, IP 
management, and R&D management; prior therapeutic companies include Receptor BioLogix, 
Corgentech, and GeneTrol Biotherapeutics. 
 
Overview:  Elex Biotech LLC is a spinout from Portland State University with the mission of 
developing first-in-class new chemical entities (NCEs) with increased safety and efficacy for the 
treatment of heart failure by addressing the underlying cause of arrhythmias. The initial focus is 
on an orphan/rare disease indication, catecholaminergic polymorphic ventricular tachycardia 
(CPVT; associated with a genetic mutation in ryanodine receptor 2, RyR2) with a plan to expand 
into the >$6Bn cardiac arrhythmia market for ventricular tachycardia and atrial fibrillation.  
 
Unmet Need:  CPVT is a rare but devastating inherited disorder. It manifests as sudden cardiac 
arrest in individuals without structural cardiac abnormalities. Although an orphan disease 
affecting just 1 in 10,000 people, CPVT causes approximately 15% of all sudden cardiac deaths 
in young individuals. The typical age of onset of CPVT is between 7 and 9 years of age. Sudden 
death can be the first manifestation of the disease in a subset of patients (10-20%). The unmet 
need in the market is for safe, effective drugs that address the underlying causes of arrhythmia 
and heart failure, rather than treating symptoms. 
 
Beta blockers are commonly used to treat CPVT. However, they are not effective in a 
subpopulation of patients, and can cause fatigue, depression and difficulty focusing. In addition, 
patients treated with an Implantable Cardioverter-Defibrillator (ICD) are at risk for inappropriate 
and/or ineffective shocks during arrhythmias. Recently, the use of the anti-arrhythmogenic drug 
flecainide (Tambocor™) in conjunction with beta blockers has gained prominence in CPVT 
treatment. Flecainide inhibits excess Ca2+ release via RyR2, thereby targeting the underlying 
molecular defect in CPVT. However, flecainide may also cause new, or exacerbate existing, 
heart rhythm problems. 
 
Solution:  Our research program has generated a library of 125 NCEs based on a unique 
rational approach toward developing new drugs targeting a Ca2+ channel, RyR2, that controls 
the contractile state of cardiac muscle. We have optimized our initial lead candidates and 
demonstrated in vivo proof of concept in animal models of CPVT. Our current data suggests our 
lead candidates normalize defective RyR2 channels but do not affect normal RyR2 channels. 
This specificity profile places our candidates a highly competitive position—safer and more 
effective compared to existing drugs for CPVT.  

http://www.elexbiotech.com/


   

 

Len Blackstone, CEO & Founder  |  Len.Blackstone@EasyDiagnostics.org  |  (541) 942-3870 | www.EasyDiagnostics.org 

COMPANY SUMMARY 

EASY DIAGNOSTICS INC. is developing rapid diagnostic 

tests to be used in the exam room so clinicians can 

begin treatment sooner. Our tests will use a simple 

fingerprick of blood and a disposable cartridge with a 

palm-size, Internet-connected instrument. Our initial 

tests represent 30% of all clinical diagnostics – a $46 

billion industry. Connections to patient health records, 

test results, payments and billings will be automated 

for clinicians, patients and insurance payors. 

CUSTOMER PROBLEM  

Today, diagnostic testing is painfully difficult and 

costly for all of us. To collect specimens, central labs 

require countless phlebotomists, facilities and 

vehicles. Clinicians often wait for test results to start 

treatment. About 30-50% of patients are no-shows for 

their blood draw because it’s so inconvenient.  

Most point-of-care devices do only one type of test 

and don't integrate with a clinic's health records, 

billing and payment systems. 

LEADERSHIP TEAM 

Len Blackstone, CEO and Founder. Len has 30+ years 

as a seasoned entrepreneur and executive in business 

management, marketing and introducing new 

products. His experience includes decades in clinical 

diagnostics, healthcare, consumer products and life 

science. He’s provided leadership to billion-dollar, 

international companies and small startups. Len is an 

inspirational leader who grows businesses by 

developing high performance teams. 

Vicki Singer, Chief Science Officer. Vicki has 25 years’ 

experience leading research and product innovation 

teams. She has a Ph.D. in biochemistry from the 

University of California Berkeley and a post-doc from 

Harvard Medical School. Previously, she was Head of 

Technology Strategy for Thermo-Fisher Scientific ($13B) 

and Life Technologies ($3B). She is inventor on more 

than a dozen patents and also an expert in licensing 

technologies. 

TARGET MARKET  

Our market is local and global. Clinical diagnostics are 

a $46 billion industry. Current point-of-care is about 

one-third of this and expected to grow 40% in the next 

five years. The U.S. and Europe comprise about 75% of 

point-of-care products.  

Our initial focus will be on segments which align with 

our product portfolio. These include clinics, home 

health, wellness companies, and pharma researchers. 

As our test menu expands so will our market. 

CUSTOMERS  

Our tests will be used at physician offices and retail 

clinic-pharmacies (e.g. CVS Health, Walgreen’s, Rite-

Aid, and Walmart). In the U.S., 10 million new 

customers have been added to the market through 

the Affordable Care Act.  

Home health will be able to test patients in homes. 

Wellness companies will use the tests at health fairs. 

Hospitals will use them in the ER. Life science and 

pharma research also will benefit by speeding up their 

research. 

SALES & MARKETING STRATEGY  

Easy Diagnostics will sell products through direct in-

person sales, online, distributors, and tradeshows.  

Clinics will embrace the opportunity to grow their own 

net revenue through routine lab tests; where they 

currently make no money. Clinicians need not 

purchase the instrument - it's subscription and pay-

per-click. We will also partner with regional reference 

labs to help them create differentiation in this 

commodity business. 

BUSINESS MODEL 

Our subscription and IT connectivity with clinics is 

unique for point-of-care tests. No other company 

delivers equal value. 

Clinicians will “pay-per-click” for consumable 

cartridges. Instruments and inventory will be 

monitored in real-time in the cloud. Re-stocking, 

billing and payments will be automated. Diagnostic 

algorithms will be maintained as trade secrets on our 

servers and patents will protect our intellectual 

property. 

COMPETITIVE ADVANTAGES 

Easy Diagnostics’ advantage over central labs is our 

low-cost structure. Central labs require blood draw 

sites, phlebotomists and transportation. 

Our advantage over other point-of-care devices is our 

platform instrument will do the seven core tests used 

daily and worldwide (30% of all tests). Additionally, 

our inexpensive subscription model, pay-per-click 

consumables, integration with a clinic’s IT, and 

revenue stream for clinics will be very attractive to 

them. 
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Davis Wright Tremaine is dedicated to providing excellent legal services, and delivering them in a manner customized to 
each client’s particular needs and preferences.

This commitment has remained intact for decades as the firm has grown across the nation and to China. Today, Davis Wright 
is a full-service firm with approximately 500 lawyers in nine offices on the east and west coasts of the United States and in 
Shanghai. We are recognized for excellence in a broad number of areas, with 89 of our attorneys across 31 practice areas 
cited as leaders in their fields in the most recent Chambers USA guide, and over 140 of our attorneys across 56 practice 
areas included in the 2015 edition of “The Best Lawyers in America.”
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