


Life Science business models 

B2B (CRO, CMO) 
• Based on existing technology 
• Fulfill need in the scientific community 
• Fee for service 

R&D driven:  
• based on expectation  
• long term investment 
• >10 years to market not unusual 
• High investment (and hopefully) high return 

B2C 
• Based on idea/trend/customer need 
• Create product, based on existing technology 
• Approach potential customers 
• Invest in market research/development and advertisement 



Your Body is Mostly Bacteria! 

Host 
Genetics 

Immune response 

 

Microbiota 
Activity 

 

Health 

status 

 

Food 
Components 

 



Business model MyMicroZoo 

B2C 
 
• Define product 

 
• Define customers 

 
• Determine need of customers 

 
• Design sales strategy 



The product 

• Cotton swab 
• Test tube with ingredients 
• Return envelope 
• instructions 



Gut related health conditions 

Self-quantification 

Athletes & Sports people 

Potential Customers:  
Specific Interest Groups 



Potential customers 

Academic research groups 

Industrial partners 



LAB  Analysis 

How it works 

Akkermansia muciniphila 

Veillonella parvula 

Bifidobacterium longum Bacteroides obeum 

Faecalibacterium prausnitzii 

Anaerostipes sp. 

Streptococcus salivarius 

http://www.bing.com/images/search?q=laboratory&view=detailv2&&id=68222AD2803338E21CE4F0A3F369C8878D497CDC&selectedIndex=5&ccid=n3RPkbPV&simid=608056306470749654&thid=OIP.M9f744f91b3d5b35bc10e122146dbf8ado0


Website: www.mymicrozoo.com 
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academic  
projects 

Our Community 



Proposal to individual customers 

• Become Citizen scientist 
• Compare 
• Discuss results on the forum with the 

MyMicroZoo community 
 

• Scientifically supported dietary advice  

• Personal results 
• Information & Education  
• The latest science & Research 
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Reaching the people 

  
• Social media  

 

 

 

• Specific interest groups  

 

 

 

• Educational activities 

 

 

 

 



And also…. 

• Advertisement 
 
 
 
 
 

• Mini-symposium 
 
 
 
 
 
 

• Organise challenges  

“kriebels in je buik” 
 

De Stal, 6 december 

Newspapers, magazines, radio? 



Lessons learned to date 

• There is a great interest in (gut) health 

• People show real interest, but don’t buy 

• Industrial partners are reluctant to share data 

• Reaching the customers costs money! 


