


I evaluated the market, research and 
interviews




This is an attractive market with 
18.5% compound annual growth rate.

At our pricing point, the available US 
market for private providers is worth 
$520M 




I examined the opportunity through 
lean business model canvas.

We can use Zoom for delivery. They 
have healthcare experience, are 
HIPAA compliant and will enter into a 
Business Associate Agreement.

At an $80 Per User Per Month rate the 
provider reached breakeven with 2 
visits per month




This is the path to $20M in revenue in 
three years. 
This requires acquisition of 21,000 
users. (this is 10% of current user 
base for other products)

The Life Time Value per user of $6,720 
gives us good headroom for Customer 
Acquisition Cost (CAC)




In order to validate our assumptions 
we will develop a prototype to get 
patient feedback.

The patient objectives were developed 
using a Jobs to Be Done type 
approach.




In order to validate our assumptions 
we will develop a prototype to get 
provider feedback.

The provider objectives were 
developed using a Jobs to Be Done 
type approach.






We’re using a Google approach for 
our roadmap.

When Google competed against 
Microsoft, they focused on delivering 
on value proposition at a time. For 
instance, initially they provided a 
superior collaboration environment.





