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|: Executive Summary

Welcome to the Investor Readiness Handbook for MedTech Entrepreneurs! This handbook has been
carefully crafted to provide you with valuable insights and practical guidance on how to prepare your
medtech start-up for successful investor engagement. The handbook was piloted as part of our
Summer Student Incubator at the University of Galway Start100 with our participants who were
developing solution directions in the medtech/healthtech sector

The field of medical technology (medtech) holds immense potential for improving healthcare
outcomes and revolutionizing patient care. However, translating ground breaking ideas into viable
businesses requires not only a strong vision and technological expertise but also access to adequate
funding and strategic partnerships. That is where investor readiness becomes crucial.

At its core, investor readiness refers to the process of positioning your medtech start-up to attract and
secure investment from various stakeholders, including venture capitalists, angel investors, corporate
funds, and government agencies. It entails understanding investor expectations, fine-tuning your
business strategy, and effectively communicating your value proposition.

This handbook serves as a comprehensive resource designed to equip you with the knowledge and
tools necessary to navigate the investor landscape successfully. Whether you are a first-time
entrepreneur or a seasoned professional looking to expand your medtech venture, the insights and
strategies presented here will help you increase your chances of securing the funding and support you
need to bring your innovative medical technologies to market.

Throughout this handbook, we will explore essential aspects of investor readiness for medtech
entrepreneurs. We will delve into the mindsets and preferences of different types of investors,
highlighting the key factors they consider when evaluating potential investment opportunities in the
medtech industry. You will gain a deep understanding of what it takes to stand out in a competitive
landscape and how to align your business with investor expectations.

Furthermore, this handbook will guide you through the process of preparing your business for
investment. You will learn how to develop a compelling value proposition, conduct thorough market
and competitive analyses, strategize intellectual property protection, navigate clinical validation and
regulatory pathways, build a strong team, and create financial projections that inspire confidence.

Crafting an effective pitch deck is a critical component of investor readiness, and we will provide you
with a slide-by-slide guide to help you create a compelling presentation that captures investors'

attention and communicates the unique value of your medtech start-up.

Engaging with investors is both an art and a science, and this handbook will offer insights on
networking, building relationships, and navigating the due diligence process. We will also touch upon
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negotiation strategies and investment deal closure, equipping you with the tools to secure favourable
investment terms and agreements.

Finally, we will provide you with additional resources and support systems that can assist you
throughout your medtech entrepreneurial journey, including incubators, funding sources, industry
associations, and expert consultants.

By following the principles and guidelines outlined in this handbook, you will enhance your investor
readiness, increase your chances of securing funding, and ultimately bring your transformative
medtech innovations to patients around the world.

We hope this guide supports you and your vision to make a meaningful impact in the field of medical
technology

Natalie Walsh
IdeasLab
University of Galway
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[I: Introduction

A: Medtech Industry in Europe

The MedTech industry in Europe is a dynamic and thriving sector that plays a vital role in advancing
healthcare and improving patient outcomes across the continent. With a strong emphasis on
innovation, research, and patient-centric approaches, Europe has emerged as a global leader in the
development and commercialization of medical technologies.

Europe's MedTech industry encompasses a wide range of products and services, including medical
devices, diagnostic tools, digital health solutions, and healthcare IT systems. These innovations span
various medical specialties, such as cardiology, orthopaedics, neurology, diagnostics, and more,
catering to the diverse needs of healthcare providers and patients.

One of the key strengths of the European MedTech industry is its robust regulatory framework, which
ensures the safety, efficacy, and quality of medical technologies. The European Union's Medical Device
Regulation (MDR) and In Vitro Diagnostic Regulation (IVDR) provide a comprehensive framework for
the approval, marketing, and post-market surveillance of medical devices and diagnostic products.
This regulatory environment fosters trust among stakeholders and promotes high standards of patient
care.

Collaboration and knowledge exchange are fundamental aspects of the European MedTech industry.
The region boasts numerous research institutions, universities, and innovation centres that actively
contribute to advancements in medical technology. Additionally, public-private partnerships, industry
associations, and clusters facilitate networking, knowledge sharing, and collaboration among industry
players, academia, healthcare providers, and policymakers.

Europe's MedTech industry is characterised by a diverse ecosystem of companies, ranging from
multinational corporations to small and medium-sized enterprises (SMEs) and start-ups. While
established companies have a strong presence, the region's entrepreneurial spirit and supportive
start-up ecosystem have nurtured a thriving community of innovative start-ups and scale-ups. These
emerging companies bring fresh ideas, disruptive technologies, and agile approaches to the market,
driving innovation and shaping the future of healthcare.

With its large and diverse population, Europe offers a significant market opportunity for MedTech
companies. The region's universal healthcare systems, aging population, and increasing burden of
chronic diseases create a demand for innovative medical technologies and solutions. Moreover,
European MedTech companies are well positioned to expand globally, leveraging their expertise,
regulatory compliance, and reputation for quality.
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In summary, the MedTech industry in Europe is a vibrant and dynamic sector characterized by
innovation, collaboration, and a strong regulatory framework. Europe's diverse ecosystem, from
multinational corporations to start-ups, drives advancements in medical technology and contributes
to the overall improvement of healthcare across the continent and beyond.

B: The importance of Investor Readiness

The importance of investor readiness cannot be overstated in the world of entrepreneurship and
business development. Being investor ready is crucial for start-ups and emerging companies seeking
funding and support to bring their innovative ideas to life and scale their operations.

Investors, whether they are venture capitalists, angel investors, or corporate funds, play a vital role in
the growth and success of start-ups. They provide not only financial resources but also strategic
guidance, industry connections, and invaluable expertise. However, investors are selective in their
investment decisions and are constantly evaluating numerous opportunities. This is where investor
readiness becomes paramount.

Being investor ready means having a solid foundation and a well-prepared business that aligns with
investor expectations and requirements. It involves thorough market research, a validated unmet
clinical need, a compelling value proposition, a clear understanding of the competitive landscape, a
strong team, and a robust business and reimbursement strategy. By being investor ready, start-ups
increase their chances of attracting investor interest and securing the necessary funding to fuel their
growth.

Investor readiness goes beyond just securing financial support. It also encompasses the ability to
effectively communicate the vision, potential, and value of the business to investors. A well-crafted
pitch deck, supported by data-driven market analysis, financial projections, and a convincing story, is
essential in capturing investors' attention and compelling them to invest.

Moreover, investor readiness fosters discipline and focus within a start-up. It requires entrepreneurs
to critically assess and refine their business models, identify potential risks, and articulate a clear path
to market success. By going through the process of investor readiness, start-ups gain a deeper
understanding of their market, competitive advantages, and growth opportunities. This clarity not
only attracts investors but also positions the business for long-term sustainability and scalability.

In summary, investor readiness is of paramount importance for start-ups and emerging companies
seeking funding and support. It enhances the chances of attracting investors, provides valuable
guidance and resources, and enables businesses to refine their strategies and accelerate growth. By
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investing time and effort in becoming investor ready, entrepreneurs increase their likelihood of
turning their vision into a successful reality.

lIl. Understanding Investor Expectations

A. Investor Profiles and Preferences

When seeking investment for your MedTech start-up, it is important to understand the profiles and
preferences of different types of investors. Each investor has unique characteristics, investment
criteria, and areas of focus. Tailoring your approach to align with their preferences can significantly
enhance your chances of securing funding. Let us explore some common investor profiles and their
key preferences:

Venture Capitalists (VCs): Venture capitalists specialize in early-stage and high-growth investments.
They seek companies with significant market potential and scalability. VCs often prefer companies
operating in rapidly growing markets with disruptive technologies and strong intellectual property
protection. They typically have a portfolio approach, investing in multiple companies to diversify their
risk. VCs may also bring industry expertise, mentorship, and valuable networks to the table.

Angel Investors: Angel investors are typically high-net-worth individuals who invest their personal
funds in early-stage start-ups. They often have a passion for entrepreneurship and prefer to be actively
involved in their investments. Angel investors may have specific industry interests or prefer investing
in companies that align with their personal values or experiences. Building relationships with angel
investor networks, attending pitch events, and leveraging personal connections are effective
strategies for engaging with angel investors.

Corporate Venture Funds: Corporate venture funds are investment arms of established corporations
within the healthcare or MedTech sector. These investors seek strategic partnerships and access to
innovative technologies that align with their business objectives. Corporate venture funds can provide
not only financial support but also valuable industry insights, distribution channels, and potential exit
opportunities through acquisition or partnerships. Understanding the strategic goals and areas of
interest of corporate venture funds is essential to attract their attention.

Private Equity Firms: Private equity firms focus on mature companies with established revenue
streams and a proven track record. They seek low risk opportunities to scale operations, optimize
profitability, and potentially exit the investment within a specific timeframe. Private equity investors
often provide substantial funding for expansion, mergers, or acquisitions. They may also expect a
higher level of financial reporting and governance compared to other investors.
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Government Agencies and Grants: Government agencies and grants can provide non-dilutive funding
to support MedTech innovation. These investors typically have specific programs or initiatives aimed
at fostering technological advancements, improving patient care, or addressing public health
challenges. It's crucial to thoroughly research and understand the eligibility criteria, application
processes, and compliance and reporting requirements associated with government grants or funding
programs.

Strategic Investors: Strategic investors are established companies within the healthcare or MedTech
sector that invest in external companies to gain access to innovative technologies or expand their
product portfolios. They often bring industry expertise, distribution networks, and potential
commercialization opportunities. Strategic investors look for technologies that complement their
existing offerings or address unmet needs in their target markets. Building strategic partnerships and
engaging in discussions with potential strategic investors can be advantageous for MedTech start-ups.

It is important to note that investor preferences may evolve over time, and each investor may have
unique criteria and requirements. Researching and understanding investor profiles, attending industry
conferences and networking events, and seeking advice from mentors or industry experts can help
you tailor your investment strategy and effectively engage with the right investors for your MedTech
start-up.

Remember, investors are not only looking for financial returns but also seek alignment with their own
goals, expertise, and networks. Presenting a compelling value proposition, demonstrating market
potential, showcasing a strong team, and highlighting your competitive advantages are essential when
approaching investors. Understanding their profiles and preferences will enable you to position your
company in the best possible light and increase your chances of securing the funding and support
needed to propel your MedTech venture forward.

B. Key Factors Investors Consider

1. Market Potential and Growth:

Investors closely examine the market potential and growth prospects of a MedTech start-up.
They assess the size of the target market, market trends, and the potential demand for the
company's products or services. Investors seek companies that operate in expanding markets
with significant growth potential. A thorough market analysis, including market segmentation,
customer needs, and competitive advantages, helps demonstrate the market potential and
the company's ability to capture a substantial market share.

2. Competitive Landscape:

Understanding the competitive landscape is crucial for investors. They want to see how a
MedTech start-up differentiates itself from existing competitors and how it plans to gain a
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competitive edge. Investors assess the company's unique value proposition, technological
advantages, and barriers to entry. They also analyse the competitive landscape to evaluate
the start-up’s market positioning, potential market share, and long-term sustainability.

Intellectual Property:

Intellectual property (IP) protection is a critical factor for investors. They assess the strength
and defensibility of a MedTech start-up’s IP portfolio, including patents, trademarks,
copyrights, and trade secrets. Investors want to ensure that the company's innovations are
adequately protected and that competitors cannot easily replicate or infringe upon its
intellectual property. Robust IP protection enhances the start-up’s market position, value, and
potential for future revenue generation.

Clinical Validation and Regulatory Compliance:

Investors carefully evaluate a MedTech start-up’s progress in clinical validation and regulatory
compliance. They assess the stage of clinical trials, the strength of the scientific evidence, and
the start-up’s adherence to regulatory requirements. Investors seek companies that
demonstrate a clear path to obtaining regulatory approvals, such as CE Marking or FDA
clearance, as it validates the market potential and reduces regulatory risks. A well-defined
regulatory strategy, with milestones and timelines, is crucial for attracting investor
confidence.

Reimbursement Strategies

Reimbursement pertains to the methods through which providers receive payment for the
services/products they provide to patients. Various reimbursement mechanisms exist,
including salary, fee-for-service, capitation, pay-for-performance, and diagnosis-based
payment, each having its own advantages and disadvantages. Reimbursement is progressively
moving towards value-based models that incentivize the delivery of high-quality and cost-
effective care. Inventors must understand the reimbursement strategy of companies and how
they align with the current systems

Team and Management:

The team and management of a MedTech start-up are key considerations for investors. They
evaluate the qualifications, experience, and track record of the founding team and key
executives. Investors look for a team with a complementary skill set, domain expertise, and a
demonstrated ability to execute the business plan. Strong leadership, relevant industry
connections, and a history of successfully navigating challenges enhance the start-up’s
credibility and increase investor confidence in the team's ability to drive the company's
growth and success.

By addressing these key factors, MedTech start-ups can enhance their attractiveness to
investors and increase their chances of securing funding and support. Demonstrating a
compelling market opportunity, competitive advantage, strong IP portfolio, progress in clinical
validation, regulatory compliance, and a talented and experienced team positions the
company as an attractive investment opportunity in the eyes of investors.
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IV. Preparing Your Business for Investment

A. Developing a Compelling Value Proposition

Crafting a compelling value proposition is crucial in capturing investor interest. Clearly articulate the
unique benefits and value that your MedTech solution brings to the market. Highlight how it addresses
a critical need, improves patient outcomes, reduces costs, or enhances efficiency within the
healthcare system. Your value proposition should effectively communicate the competitive
advantages and differentiation of your product or service.

B. Market Analysis and Size Estimation

Conduct a comprehensive market analysis to demonstrate the potential of your target market. Identify
key market trends, growth drivers, and regulatory factors that can impact your business. Estimate the
size of the market, segmenting it by geography, demographics, or disease prevalence. Investors want
to see a realistic assessment of the market opportunity and understand the potential market share
your company can capture.

C. Competitive Analysis and Differentiation

Thoroughly analyze the competitive landscape in which your MedTech start-up operates. ldentify
direct and indirect competitors, their strengths, weaknesses, and market positioning. Highlight your
competitive advantages, such as technological innovations, intellectual property protection, pricing
strategies, or partnerships. Articulate how your solution differentiates itself from existing alternatives
and why customers would choose your product or service over competitors.

D. Intellectual Property Strategy

Developing a robust intellectual property (IP) strategy is essential for attracting investors. Secure
appropriate IP protection, such as patents, trademarks, copyrights, or trade secrets, for your
innovative technologies or unique processes. Clearly outline your IP portfolio and how it provides a
competitive advantage and barriers to entry for potential competitors. A strong IP strategy instils
confidence in investors by safeguarding your company's value and market position.

E. Clinical Validation and Regulatory Pathway

Investors value companies that have made progress in clinical validation and have a well-defined
regulatory pathway. Highlight the status of your clinical trials, including any positive outcomes,
partnerships with key opinion leaders, or engagement with regulatory bodies. Provide a clear roadmap
of the regulatory process, demonstrating your understanding of the necessary approvals and
compliance requirements. Show how you manage regulatory risks and ensure patient safety and
efficacy.
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F. Building a Strong Team and Advisory Board

Investors place great importance on the team behind a MedTech start-up. Assemble a team with
relevant expertise, a track record of success, and a deep understanding of the industry. Showcase the
qualifications and experience of your management team, including their roles and responsibilities.
Additionally, consider establishing an advisory board consisting of key opinion leaders, industry
experts, or successful entrepreneurs who can provide guidance, connections, and credibility to your
business.

G. Financial Projections and Funding Requirements

Prepare detailed financial projections that demonstrate the revenue potential and growth trajectory
of your MedTech start-up. Include projected revenues, expenses, and cash flow statements. Investors
want to see a realistic financial plan that aligns with your market opportunity and growth strategy.
Clearly articulate your funding requirements, outlining how the investment will be utilized and the
milestones it will help achieve.

H. Milestones and Timelines

Outline key milestones and timelines for your MedTech start-up. Investors are interested in
understanding your strategic roadmap and how you plan to achieve critical milestones. This may
include regulatory approvals, product development milestones, market entry, revenue targets, or
partnerships. Present a clear and realistic timeline that demonstrates your ability to execute your
business plan and deliver results.

By addressing these key factors in your investor readiness preparations, you will significantly enhance
your chances of attracting investor interest and securing the necessary funding to propel your
MedTech start-up forward.

V. Creating an Effective Pitch Deck

A. Purpose and Structure of a Pitch Deck

A pitch deck is a critical tool for effectively communicating your MedTech start-up’s value proposition,
market opportunity, and investment potential-to-potential investors. Its purpose is to capture
attention, generate interest, and provide a concise overview of your business. A well-crafted pitch
deck should be clear, compelling, and visually engaging. Its structure typically includes a series of slides
that cover key aspects of your business and captivate the audience's interest.
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B. Crafting an Engaging Elevator Pitch

The elevator pitch is a concise and compelling summary of your business that can be delivered within
the duration of an elevator ride. It should capture the essence of your MedTech start-up, addressing
the problem you are solving, your unique solution, and the value it brings. Craft a captivating elevator
pitch that effectively communicates your value proposition, sparks curiosity, and entices investors to
learn more about your business.

C. Slide-by-Slide Guide for a MedTech Pitch Deck

1. Problem Statement

Start your pitch deck by clearly stating the problem or unmet need that your MedTech solution
aims to address. Provide compelling evidence of the problem's significance, including relevant
statistics, market trends, or patient testimonials. This slide should create a sense of urgency and
highlight the market demand for your solution.

2. Solution Overview

Present a concise overview of your MedTech solution and how it effectively solves the identified
problem. Describe the key features, functionalities, or technologies that make your solution
unique and superior to existing alternatives. Use visuals or demonstrations to help investors
visualize your product or service in action.

3. Market Opportunity

Demonstrate the market opportunity for your MedTech start-up. Showcase the market size,
growth potential, and relevant target segments. Use market research and data to support your
claims. Highlight any market trends, regulatory factors, or reimbursement opportunities that
contribute to the overall market attractiveness.

4. Competitive Analysis

Provide a comprehensive analysis of your competitive landscape. Identify direct and indirect
competitors and evaluate their strengths and weaknesses. Highlight your competitive advantages,
such as technological advancements, unique partnerships, or superior distribution channels.
Showecase your market positioning and why your solution stands out amidst competition.

5. Product or Technology Description

Dive deeper into the specifics of your MedTech product or technology. Explain its functionalities,
usability, and potential applications. Use visuals, diagrams, or prototypes to illustrate its features
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and benefits. Clearly communicate how your solution addresses the problem statement and
improves patient outcomes or healthcare delivery.

6. Intellectual Property Strategy

Outline your intellectual property (IP) strategy and the steps you have taken to protect your
innovations. Discuss any patents, trademarks, copyrights, or trade secrets you have secured.
Emphasize the strength and defensibility of your IP portfolio. Investors want assurance that your
technology is safeguarded and that competitors cannot easily replicate it.

7. Clinical Validation and Regulatory Pathway

Highlight the progress you have made in clinical validation and your strategy for obtaining
necessary regulatory approvals. Present any positive clinical data or trials you have conducted,
along with key opinion leader endorsements. Demonstrate your understanding of the regulatory
pathway, including any FDA or CE Mark requirements, and outline your plans for compliance.

8. Business Model and Revenue Streams

Explain your business model and how you generate revenue. Discuss your pricing strategy,
reimbursement model, and potential revenue streams. Address how you plan to acquire and
retain customers, and highlight any partnerships or collaborations that contribute to your business
model's viability. Show investors how your business can achieve sustainable growth.

9. Financial Projections

Present realistic and data-driven financial projections that demonstrate the revenue potential and
profitability of your MedTech start-up. Include projected revenues, expenses, and cash flow
forecasts. Use historical data, market research, and industry benchmarks to support your
assumptions. Highlight key financial milestones and expected return on investment for investors.

10. Team and Advisors

Introduce your management team and key personnel, highlighting their relevant experience,
expertise, and achievements. Showcase the unique skills and qualifications of your team members
that contribute to the success of your MedTech start-up. Additionally, mention any notable
advisors or board members who provide strategic guidance and industry credibility.

11. Current Status and Milestones

Provide an overview of your MedTech start-up’s current status and accomplishments. Highlight
key milestones achieved, such as successful pilot studies, regulatory approvals, or strategic
partnerships. Present a timeline of future milestones and demonstrate your ability to execute the
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business plan effectively. This slide should instill confidence in investors regarding your progress
and trajectory.

12. Ask and Use of Funds

Clearly state the amount of funding you are seeking and how you intend to utilize the investment.
Break down the allocation of funds into specific categories, such as research and development,
clinical trials, sales and marketing,

VI. Investor Engagement and Due Diligence

A. Identifying and Approaching Potential Investors

Identifying the right investors for your MedTech start-up is crucial for successful fundraising. Research
and target investors who have a track record of investing in the healthcare or MedTech sector. Attend
industry conferences, networking events, and investor pitch competitions to connect with potential
investors. Leverage online platforms, such as angel investor networks, venture capital databases, or
crowdfunding platforms, to expand your reach. Craft a compelling elevator pitch and tailor your
approach to each investor, highlighting the alignment between their investment criteria and your
business.

When approaching investors, be prepared with a concise and well-structured pitch deck that
effectively communicates your value proposition, market opportunity, and investment potential. Use
warm introductions whenever possible to increase your chances of securing meetings with investors.
Personalize your outreach to demonstrate your understanding of their investment focus and highlight
why your MedTech start-up is an attractive investment opportunity.

B. Effective Networking and Building Relationships

Networking plays a vital role in the investor engagement process. Attend industry events, conferences,
and meetups to connect with potential investors, industry experts, and key opinion leaders. Actively
participate in relevant online communities and forums to engage in discussions, share insights, and
build your credibility within the MedTech ecosystem. Seek opportunities to present at conferences or
participate in pitch competitions, as these platforms provide valuable exposure to potential investors.

Building relationships with investors is a long-term endeavour. Be proactive in nurturing relationships
by providing regular updates on your progress, milestones, and achievements. Keep investors
informed about any significant developments, such as successful clinical trials, regulatory approvals,
or strategic partnerships. This consistent communication helps to build trust, demonstrate your ability
to execute, and keep investors engaged and interested in your MedTech start-up.
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C. Navigating the Due Diligence Process

Once investors show interest in your MedTech start-up, they will likely initiate the due diligence
process. Due diligence is a comprehensive investigation of your business, financials, technology, and
legal aspects to assess the investment opportunity and mitigate risks. Be prepared to provide a wide
range of information, including financial statements, market research, intellectual property
documentation, regulatory compliance records, and clinical trial data.

Ensure that your data and documentation are organized, accurate, and readily accessible. Anticipate
the types of questions and concerns that investors may have and address them proactively. Engage
relevant subject matter experts, such as legal counsel, financial advisors, or regulatory consultants, to
assist in navigating the due diligence process effectively. Timely and transparent communication is
key to establishing trust and credibility during this critical stage.

D. Negotiating Investment Terms and Valuation

Negotiating investment terms and valuation is a significant part of the fundraising process. Investors
will assess the value and potential return on their investment based on various factors, such as market
opportunity, competitive landscape, intellectual property, team, and financial projections. It is
essential to understand your MedTech start-up’s worth and the investment landscape to negotiate
effectively.

Conduct thorough market research and benchmarking to support your valuation expectations. Seek
advice from experienced professionals, such as investment bankers or experienced entrepreneurs, to
guide you through the negotiation process. Be prepared to justify your valuation based on your
business's growth potential, market traction, clinical validation, and intellectual property strength.
Flexibility and a collaborative mindset are crucial during negotiations to reach mutually beneficial
terms.

E. Closing the Investment Deal

Closing the investment deal involves finalising legal agreements, conducting final due diligence, and
executing necessary documentation. Engage legal counsel experienced in venture capital or MedTech
investments to ensure that the terms and agreements protect your interests and align with your
business objectives. Perform a final review of all legal and financial documentation to mitigate any
potential risks or discrepancies.

Maintain open lines of communication with investors throughout the closing process, providing
regular updates and addressing any concerns or questions they may have. Timely and transparent
communication is crucial for building trust and ensuring a smooth closing process.

Supported by

§°“if:.un"%,(
i Funded by the £ EITHEI 2
eit ) Health European Union = Initiative °
% eit-heieu & 16
% g

"GhieR o



Once all legal and financial aspects have been thoroughly reviewed and agreed upon, it is time to
execute the necessary documentation. This may include investment agreements, shareholder
agreements, and any other relevant legal contracts. Work closely with your legal counsel to ensure
that the terms and conditions are fair, balanced, and accurately reflect the agreements reached during
negotiations.

Throughout the closing process, it is essential to maintain a positive and collaborative relationship
with the investors. Keep them informed of the progress and milestones achieved, reinforcing their
confidence in your MedTech start-up. This ongoing communication also helps foster a strong
foundation for future interactions and potential follow-on investments.

VIIl. Learning Outcomes
The learning outcomes achieved through completion of this programme are:

1. Understanding of the European MedTech Industry: By the end of this program, students will have
a deep understanding of the European MedTech industry, including its key features, regulatory
framework, and the role it plays in advancing healthcare.

2. Knowledge of MedTech Product Diversity: Students will be able to identify and describe the
diverse range of products and services within the European MedTech industry, spanning medical
devices, digital health solutions, diagnostic tools, and healthcare IT systems.

3. Appreciation for Innovation and Collaboration: Upon completing the program, students will
appreciate the critical role of innovation and collaboration in the European MedTech industry,
recognizing the contributions of research institutions, universities, innovation centers, and public-
private partnerships.

4. Awareness of Market Opportunities: Students will gain insight into the market opportunities in
Europe for MedTech companies, including the universal healthcare systems, aging population, and
the demand for innovative healthcare solutions.

5. Understanding of Investor Readiness: Upon completing this program, students will understand
the concept of investor readiness and its importance in securing funding and support for MedTech
start-ups.

6. Ability to Create Compelling Value Propositions: Students will be able to create compelling value
propositions that effectively communicate the unique benefits and value of a MedTech solution
to potential investors.

7. Knowledge of Investor Expectations: By the end of the program, students will be knowledgeable
about the expectations and preferences of different types of investors, including venture
capitalists, angel investors, corporate venture funds, private equity firms, and government
agencies.

8. Skills in Creating Effective Pitch Decks: Students will acquire the skills to create effective pitch
decks that capture investor interest, providing a clear and compelling overview of a MedTech
start-up's value proposition, market opportunity, and investment potential.
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These learning outcomes encompass a broad range of knowledge and skills that are essential for
individuals interested in the European MedTech industry and entrepreneurship in the healthcare
sector.

VIII. Sustainability

The materials created for this playbook will be updated annually and available through IdeaslLab.
Interested parties from 2024 onwards can contact IdeasLab ideaslab@universityofgalway.ie for
updated copies. Materials will be updated for our next Summer Incubator intake.

IX. Conclusion

Finally, celebrate the successful closing of the investment deal. Acknowledge and express gratitude
for the trust and confidence that the investors have shown in your MedTech venture. This marks the
beginning of a new chapter for your start-up, as you can now utilize the funds to fuel growth,
accelerate development, and bring your innovative MedTech solution to market.

However, remember that closing the investment deal is not the end of the journey but rather the start
of a partnership. Actively engage with your investors, providing regular updates on progress,
milestones, and challenges. Maintain open lines of communication and leverage their expertise and
network to maximise the value they bring beyond the capital invested.

In conclusion, successfully closing the investment deal requires careful attention to legal and financial
details, clear communication, and a collaborative approach. By navigating this process effectively and
nurturing the investor relationship, you set the stage for long-term success and growth for your
MedTech start-up.

In conclusion, this handbook on investor readiness for MedTech has provided a comprehensive guide
to help MedTech entrepreneurs navigate the complex process of securing investment for their
ventures. By understanding the key factors investors consider and implementing the necessary
strategies, MedTech start-ups can enhance their investor readiness and increase their chances of
attracting funding.

Throughout this handbook, we have explored the importance of investor readiness, the types of
investors in the MedTech industry, investor profiles and preferences, and the essential elements that
investors look for in a MedTech start-up. We have also delved into the steps involved in preparing
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your business for investment, creating an effective pitch deck, and engaging with investors during the
due diligence process.

Developing a compelling value proposition, conducting market analysis, assessing the competitive
landscape, and establishing an intellectual property strategy are vital steps in preparing your business
for investment. Additionally, clinical validation, regulatory compliance, building a strong team,
financial projections, and setting milestones are crucial components that investors consider when
evaluating MedTech start-ups.

Crafting an engaging pitch deck that effectively communicates your problem statement, solution
overview, market opportunity, and other key elements is essential for capturing investors' attention.
The slide-by-slide guide provided in this handbook can serve as a useful framework for structuring
your pitch deck and ensuring that you cover all necessary aspects.

Furthermore, this handbook has outlined the importance of effective networking, building
relationships with investors, navigating the due diligence process, negotiating investment terms and
valuation, and successfully closing the investment deal. These steps require preparation, diligence,
and proactive communication to establish trust, credibility, and a mutually beneficial partnership with
investors.

In the rapidly evolving MedTech industry, securing investment is crucial for driving innovation,
accelerating product development, and ultimately improving patient outcomes. By following the
guidelines and best practices outlined in this handbook, MedTech entrepreneurs can position
themselves for success in attracting the right investors who share their vision and have the resources
to support their growth.

Remember, investor readiness is an ongoing process. As the MedTech landscape continues to evolve,
it is crucial to stay informed about industry trends, regulatory changes, and investor preferences.
Adaptation, flexibility, and continuous improvement are key to maintaining investor interest and
positioning your MedTech start-up for long-term success.

We hope that this handbook has provided valuable insights and practical guidance to empower
MedTech entrepreneurs on their journey to securing investment. By incorporating these strategies
and leveraging the knowledge gained, you can enhance your investor readiness and increase your
chances of securing the necessary funding to turn your innovative MedTech ideas into reality.
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Glossary of Terms

Investor Readiness: The state of being well prepared and equipped to attract and secure investment
from potential investors. It involves having a compelling value proposition, a strong business plan, and
the necessary elements to meet investors' requirements and expectations.

Value Proposition: A clear and concise statement that describes the unique value and benefits that a
MedTech start-up offers to its target customers or users. It highlights how the product or service
addresses a specific problem or need, differentiates from competitors, and delivers value.

Pitch Deck: A presentation or slide deck that provides an overview of a MedTech start-up is business,
market opportunity, competitive landscape, team, financial projections, and investment proposition.
It is used to deliver a compelling and concise pitch to potential investors.

Due Diligence: A comprehensive investigation and analysis conducted by investors to assess the
viability, potential risks, and opportunities associated with investing in a MedTech start-up. It includes
evaluating the business model, financials, intellectual property, market potential, team, and legal
aspects.

Market Analysis: A systematic assessment of the target market for a MedTech product or service. It
involves evaluating market size, growth potential, trends, customer needs, and competitive
landscape. The goal is to identify and quantify the market opportunity for potential investors.

Competitive Analysis: An evaluation of direct and indirect competitors operating in the same market
or offering similar solutions. It includes analysing their strengths, weaknesses, market share, pricing
strategies, distribution channels, and intellectual property. Understanding the competitive landscape
helps position the MedTech start-up and identify its unique selling points.

Intellectual Property (IP): Legal rights protecting innovations, inventions, or creations that provide a
competitive advantage to a MedTech start-up. It includes patents, trademarks, copyrights, and trade
secrets. A strong and defensible IP strategy is crucial to protect innovations and attract investor
interest.

Clinical Validation: The process of conducting studies, trials, or tests to demonstrate the safety,
efficacy, and performance of a MedTech product or technology. Clinical validation provides evidence
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of its effectiveness and helps gain regulatory approvals. Positive clinical data and endorsements from
key opinion leaders are valuable for attracting investors.

Regulatory Compliance: The adherence to laws, regulations, and standards governing the
development, manufacturing, and marketing of medical devices or technologies. It includes obtaining
necessary approvals, such as FDA clearance or CE Mark certification. Complying with regulatory
requirements is essential for investor confidence and market access.

Business Model: The framework that defines how a MedTech start-up creates, delivers, and captures
value. It includes revenue streams, pricing models, cost structure, customer acquisition and retention
strategies, and partnerships. A well-defined and scalable business model is attractive to investors.

Financial Projections: Forecasts of a MedTech start-up’s financial performance, including revenues,
expenses, profitability, and cash flow. Financial projections help investors assess the potential return
on their investment and the start-up’s growth trajectory. They should be based on realistic
assumptions and supported by market research and industry benchmarks.

Milestones: Significant achievements or targets that a MedTech start-up aims to reach within a
specific timeframe. They can include regulatory approvals, product development milestones, market
entry, revenue milestones, or strategic partnerships. Milestones provide a roadmap for investors and
demonstrate the start-up’s progress and execution capability.

Valuation: The process of determining the worth or value of a MedTech start-up. Valuation considers
factors such as market opportunity, competitive landscape, intellectual property, team, and financial
projections. It influences the negotiation of investment terms and the percentage of ownership
investors receive in exchange for their investment.

Investment Terms: The specific conditions, rights, and obligations associated with an investment
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