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imec is the World-leading R&D and Innovation Hub 
in Nanoelectronics and Digital Technologies.
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imec.istart is part of the 'venturing’ unit

IMEC COMPANY STRUCTURE
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The First Investor and Supporting 
Partner to ScaleYour Tech Startup

ABOUT IMEC.ISTART

imec.istart is imec’s open innovation Acceleration Program 
for minimum 12 months to support innovative digital tech 
start-ups with coaching, facilities and funding to prepare 
them for first sales, growing their team & scale 
internationally.

imec.istart fund, a 30+ million EUR evergreen fund to 
support tech start-ups.
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Partner programs

IMEC.ISTART SUPPORT THROUGHOUT THE FULL STARTUP LIFECYCLE

Accelerator Programma

Support promising potential ideas and
entrepreneurs

Support promising tech startups

Invest in promising tech startups

imec.istart Future Fundimec.istart Fund + BHIF

Pre-Acceleration Program

ideation incubation acceleration scaling up



WHAT IS HEALTHTECH? 

imec.istart scope = Digital Health

Source: Agoria HealthTech Summit June 2023



https://www.imecistart.com/en/portfolio?domain=healthtech&domain=life-
science&domain=caretech
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IMEC.ISTART HEALTH PORTFOLIO (BE) (3 more to be signed)

https://www.imecistart.com/en/portfolio?domain=healthtech&domain=life-science&domain=caretech
https://www.imecistart.com/en/portfolio?domain=healthtech&domain=life-science&domain=caretech


THE HARSH REALITY
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70% of startups fail...
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WHAT ARE THE KEY REASONS 
FOR FAILURE?
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Presenter Notes
Presentation Notes
There’s no such thing as the perfect blueprint, but there are however many ways to increase your chances of success.
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5 BUILDING BLOCKS OF A SUCCESSFUL  (HEALTH)TECH START-UP

UNDERSTANDING 
THE MARKET

BUILDING THE 
SOLUTION

THE BUSINESS 
MODEL

WHO’S ON 
THE TEAM

THE NEED FOR 
FUNDING
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UNDERSTANDING THE MARKET

 ALWAYS start from the problem!

The best problems are (very) painful, acute, urgent, frequent, growing and 
occur for many type of people

Who is having this problem? How big is the market? 

How is the problem taken care of today?

“Fall in love with the problem, not the solution”

 “Get out of the building”

Speak with all stakeholders! Interview, observer, surveys,,..

Quality over quantity (search for the right people, ask the right questions)
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Presenter Notes
Presentation Notes
Ook al heb je al een oplossing in jouw hoofd, vermijd om tijdens deze fase jouw idee naar voor te schuiven. Je bent het probleem aan het begrijpen, nog geen product aan het verkopen.

Ze zeggen: “Fall in love with the problem, not the solution”
Alvorens je zelfs naar een oplossing kijkt, zorg dat je het probleem van binnen en vanbuiten kent!

> Never reveal the  product idea.
> You learn nothing from LEADING questions. 
> Silence is OK. You want your customers to talk more than you. 
> Quantity is not quality. Find the right people to talk to, ask the right questions.







UNDERSTANDING THE MARKET

 “Breathing exercises in the palm of 
your hand. Wherever, whenever you 
need it”

 Slow-paced breathing exercises result 
in 13% lower HR and 24% less 
cortisol in the blood after 10w

 Moonbird is your very own personal 
breathing coach, here to help you 
connect mind and body and guide 
your breath. You can even fit us in 
you pocket with our app.
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UNDERSTANDING THE MARKET

 Performed a first preliminary market research 
(n=100) together with Buffl. From this, it 
results that 75% of the people having stress is 
still looking for a non-pharmacological 
approach to deal with their stress. Learned 
that 60% of the participants has a positive and 
open attitude vis-à-vis breathing exercises for 
stress management

© imec.istart 2023 



BUILDING THE SOLUTION

 Minimum Viable Product (MVP): KISS principle (and keep it lean)!

The faster you can get a prototype or MVP to your potential users, the 
faster you’ll learn what you need to build ‘for real’

“If you are not embarrassed about the first version of your product, you 
launched too late...”

Never build a solution specific for one (potential) customer

Fake it till you make it

 There is no such thing as ‘the product launch’

Find lovers AND haters, you don’t learn from people who only praise 
your product
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Presenter Notes
Presentation Notes
Product innovatie = een nieuw product creëren (dus bv. Een oud product verbeteren, letterlijk een nieuw product uitvinden, een fysiek product virtualizeren,..)
Process innovatie = een nieuw process creeëren (dus bv. Een nieuw manufacturing process, online shoppen ipv fysiek shoppen, online daten ipv fysiek daten, processen automatiseren,)
BM innovatie = een nieuw business model creëren (dus bv. Een sharing economy BM zoals Airbnb en uber, een subscription service ipv product purchase, “fixed fee service” zoals legal services, crowdfunding zoals kickstarter,..

Wat het ook is:
Niet wachten tot het product 100% af is om nr de markt te gaan, je leert nl heeeeel veel van je eerste klanten
Als je niet beschaamd bent over de eerste versie van het product, dan heb je te laat gelanceerd..
V1 > keep it simple en behoud focus. Een zwitsers zakmes gebruik je ook niet graag om een vijs uit te draaien...

A solution solves a REAL need/problem, and often the underlying problem
Would your solution actually make your customer’s lives easier?
Would your solution be significantly better?
Start with your MVP! Don’t build a product that’s 100% finished, because you don’t know what your customers really want unless you put it in their hands and see what happens.
Version 1 of your product = the simplest version that allows you to LEARN from the customer interaction.
Launch their product right away! It’s the only way to fully understand customers’ problems and whether the product meets their needs. “Launching a mediocre product as soon as possible, and then talking to customers and iterating, is much better than waiting to build the “perfect” product.”
Don’t customize for a single client (or a few for that matter), because you’ll end up having lots of extra work and customization that never stops.. 
 (partly) paid because that forms the basis of customer commitment. 
Focus on the relevant features and keep focus! 
You don’t use a Swiss army knive to unscrew a screw.. 
It's often tempting to immediately build new features in order to solve every problem the customer seems to have instead of talking to the customer and focusing only on the most acute problem they have. Doing that really locks them in, and then it’s way easier to upsell later. 




BUILDING THE SOLUTION

 Learn the maximum with a minimum of resources

 Examples:  

Landing pages (Wix, Substack,..)

Pre-orders / pre-sales (kickstarter, gumroad,..) 

“Wizard of Oz” solution (illusion of a working product, but manual work 
behind the screens)

Explainer video (e.g. Dropbox)

MVP with only 1 function (e.g. Foursquare “check-in”)
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Presenter Notes
Presentation Notes
Imec.istart beperkt hoeveel van ons investeringsgeld je mag steken in product development, zodat je MOET naar de markt gaan en experimenteren. Ook omdat je – hoe meer je begint te bouwen – hoe meer affiniteit je krijgt voor jouw eigen product..




BUILDING THE SOLUTION

‘Solving problems you did not know you have in ways you can’t 
understand’

Do you want to launch the perfect and 100% finished product 
in 2030?

Risk of over product focus, don't forget about your market

 Go out at test early and frequently: Even before you build your 
product you should have done this! 

 If there's no competition, there might be no market at all...
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UNDERSTANDING THE MARKET

Generation of OR 
performance data

Predictive data 
model & best 

practices 
database

Insights on efficiency, 
ergonomics, 

patient experience & 
financials

Simulate the impact of 
changes

Hospital selects the 
most suited 

changes, and 
implements

REC
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UNDERSTANDING THE MARKET
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UNDERSTANDING THE MARKET

Fase 1
Manually

Fase 2
Software

Supported

Fase 3
Human + Artificial 

Intelligence
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Presenter Notes
Presentation Notes
Allowed DEO to:�Generate value and revenue from day 1
Understand which data we needed to measure
Identify which software tools we needed to develop
Fine-tune and validate our value proposition



THE BUSINESS MODEL

 Create, deliver and capture value

Value proposition at the center

Where do product, user/customer, operational and financial side of things 
come together

Know the difference between user and customer (payer), but also 
leverage influencer and intermediaries

 Test the willingness to pay as early as possible

Avoid free pilots

 Belgium is a good test market, but don’t forget to look outside of our small 
country
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Presenter Notes
Presentation Notes
Emmer waarde -> wie krijgt er waar? En wat is voor jou in return?

Maak een duidelijk onderscheid tss de gebruiker en de buyer, dit kan hetzelfde profiel zijn, maar dat is niet altijd zo, waardoor je met een duale VP te maken krijgt

Nooit, maar dan ook nooit gratis testen/pilots/... opzetten, altijd (deels) betalend zodat er een basis commitment is bij die eerste klanten





THE BUSINESS MODEL

 Key message: Dare to pivot and adapt

Different product

Different go2market

Different team

Different industry

Different country / countries

...
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THE BUSINESS MODEL

 Diagnostic platform to help labs 
reduce the time it takes to perform
a DNA analysis (like PCR test) 
from 1.5 hours to 3 minutes, even 
with a high reliablity

 Selling a SaaS (cloud) solution was 
very hard in the beginning because
of the way labs are used to work
("taking things from a shelf"). They
solved this by having USB sticks in 
boxes, where they could then
find the software
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START-UPS CORPORATES INVESTORS

Presenter Notes
Presentation Notes
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Questions?

imec.istart

imec.istart

imec.istart

ilse.vanhulle@imec.be

@imecistart
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