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A doctor’s guide to starting a start-up




Thinking about starting a business?

Steps to consider

-
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l 3. Design a product that meets the need (product-market fit part C)

ﬁ% l 4. Size the market

ﬁ/ 5. Create a trusted founding team

% { 6. Establish a winning go-to-market strategy

Dr. Brett Belchetz
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@brettbel

www.getmaple.ca
@getmaple




Step 1: Establishing Product-Market Fit

Marc Andreessen, VC and Entrepreneur:

‘ ‘ Product/market fit means being in a good
market with a product that can satisfy that
market.

You can always feel when product/market fit isn’t
happening. The customers aren’t quite getting value out of
the product, word of mouth isn’t spreading, usage isn’t
growing... lots of deals never close.

And you can always feel product/market fit when it’s
happening. The customers are buying the product just as

fast as you can make it... Money from customers is piling

up in your company checking account. You’re hiring sales

and customer support staff as fast as you can... , ,
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Maple’s Product-Market Fit - Part A

The problem in Canada
53%

of Canadians

must wait at

least 2 days to

secure an

appointment of Canadians
forced to seek
help in the ER,
highest among

1 5% developed

nations

of Canadians
without a family

physician

US National Library of Medicine National Institutes of Health.

We began with the need: A shortage of timely access to medical appointments

The problem in the United States

42%

of Americans
must wait at

least 2 days to

secure an -
appointment of Americans are

forced to seek
help in the ER

of Americans
without a family
physician

Source: Stats Canada, Commonwealth Fund, Health Services & Resources Administration, Commonwealth Fund, AAFP, American Well, FierceHealthcare, maple



Maple’s Product-Market Fit - Part C
Proof that adequate physician capacity existed to meet the identified need

The opportunity in Canada The opportunity in the United States

of American doctors
work only part time

of Canadian doctors
work only part time

B Source: Stats Canada, AAFP, American Well, FierceHealthcare, US National Library of Medicine National Institutes of Health. maple



Design a product that will meet the identified need - Product-market fit part C
We created Canada’s only 24/7/365 coast-to-coast on-demand primary care (& more) service

‘moo? 9:41PM 100% -

< Details Cancel

Details

@ & 0 0

What are your symptoms?

@ cough/cold/flu

minor injury / joint pain

chest pain / shortness of breath

Q@ fever

vomiting / diarrhea | constipation

Canada’s largest online doctor network

98% of patients rate Maple 5/5 stars

Direct connection to a doctorin <2 mins

E-prescriptions, lab tests & follow-up

Patient records, integrated with Dot Health

Specialties from therapy to dermatology

Bookable specialist & paramedical visits




Step 3: Sizing the market

How big is the market? Is it lucrative enough to go after if you are only able to capture a small percentage?

HIGH /N

Number of
Customers

Low

NO

Low

Price Point

Jes!!!

S
HIEH

« Focus on the top right quadrant wherever
possible!

 Ignore the bottom left quadrant.

« Be cautious in investing energy against the top
left or bottom right quadrants. These are usually
either mass market solutions that cost large sums
to launch, or niche solutions that are very
expensive to develop
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Step 3: Sizing the market

How to calculate and communicate the market size?

TAM SAM SOM Market Evaluations - Easily Explained

* Total Available Market
I AM ® > Focus on: Total market / size
® > Example: Total LED Market
» Serviceable Available Market

> Focus on:
S AM ®  Your own technology/ services

® > Example: The total Living colours LED
market (Segment of total LED market)

* Serviceable Obtainable Market
> Focus on: Which realistic market share

can be obtained by myself, considering
@ competition, countries, trends, expected
@ demand/forecast, my sales/distribution

channels and other market influences?
> Example: My realistic goal to sell Living
Color Products into the LED market

Explanation by Carsten Schade, Dipl./ B.A., Marketing Manager Europe, Middle East & Africa
Questions? Just contact me on: carstenschade@hotmail.com
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Maple’s TAM
An estimate of the North American market size

US$30

billion

Market captured by

Non-emergency telemedicine Total addressable market existing players
appropriate visits (based on US$65 avg. consultation fee) (2017)

9 maple



Step 4: Your Founding Team

1. Your team executes your plans

o How well and soon you are able to
progress and achieve the milestones
along the way is dependent on
the quality of the team — their
knowledge, skills, competence,
attitude and aptitude.

2. Your team helps define the culture of
the start-up

3. Your team complements your skills and
competencies and brings synergies to
your effort

Source: https://www.entrepreneur.com/article/270515

. Investors prefer start-ups with a solid

core team

o Business ideas change based on
market and competition, a solid team
has the potential to adjust and give
the your start-up an edge in the market

. A team will be there to share your passion

with and keep you going through the ups
and downs of the journey

maple



Maple’s Team

Dr. Brett Belchetz

e Co-Founder & CEO

 Practicing Emergency Room
Physician for 14+ years

« Former McKinsey Consultant

1

Our balanced founding team sets us up for success

Stuart Starr

» Co-Founder & CTO
» Experienced builder of apps

« Strong technical and design
experience

 Co-Founder & COO
« Seasoned leader from TD Bank
« P&L and user design

experience

Roxana Zaman
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Step 5: Creating a winning go-to-market strategy

WHAT'S THE BIG WERE GOING|| FACEBOOK || YOUTUBE
CAMPAIGN IDEA? DIGITAL
/ \ \ \

Q ¥ & 3

" el B, &
w9l
A MOBILE (| PINTEREST|| WHAT ARE WE I DUNNO,
APP GOINGTODO INALL WE'LL FIGURE

\ THOSE CHANNELS?  (TOUTLATER

\L‘ ¥ 017 A g

) Pele 1
| 9

® marketoonist.com

« Who are you selling to?

« What will you use to
reach your customers?
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Step 5: Creating a winning go-to-market strategy
Make sure the economics make sense

’ Poor Business Model

Good Business Model

CAC

{Costto
Acquire
Customer)

LTV

(Lifetime
Value of

Customer

13

* How much will it cost you to
acquire a customer (CAC)?

« What is the lifetime value (LTV)
of a customer?

« A healthy company has a
LTV:CAC ration of > 3:1
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Maple’s go to market strategy targets consumers and businesses

facebook
Advertising

AGo gle
AdWords

MORNEAU (M
SHEPELL @

€ncon

« We sell to individuals

« We sell our services as a
benefit to companies

maple



Thank you! Questions?
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maple

Keeping care delivery in
the community, in the most
sustainable way possible.
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