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B u i l d i n g  c o m p a n i e s  b a s e d  o n  s c i e n c e

The individual part of this FL looks at the financial side of the business. Based on data and  hypothesis a financial model is built to understand the 

funding needs and financial returns. This includes a detailed analysis of the unit economics and revenue model. Furthermore, possible exit 

scenarios for the entrepreneurs and investors are developed. 

This  Field Lab  (FL) aims to provide a business plan ready to be turned into a new business venture. Over the course of this FL, the group of students 

working on this project explored a problem worth solving. They then identified a possible solution, designed to solve this problem. An extensive 

analysis of the market, its size, competition, and dynamics followed. At the same time the operational part of the solution was developed through an 

iterative approach. Lastly, a deep financial analysis was conducted to identify funding needs and possible exit scenarios. The FL at hand is meant to 

be understood as a pitch in front of potential investors. 

Marius Busen, 44162
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B r i n g  f a s t  a n d  e a s y  a c c e s s  t o  t h e  r i g h t  

m e d i c a t i o n  a t  a n y  p o i n t  i n  t i m e

V i s i o n Collectiv e group work
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B u i l d i n g  t h e  p h a r m a c y  o f  t h e  f u t u r e  f o r  c o n s u m e r s ,  

w h i l e  e n a b l i n g  l o c a l  p h a r m a c i e s  t o  t h r i v e  i n  t h e  

2 1 s t  c e n t u r y

M i s s i o n Collectiv e group work
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3 .  M a r k e t  &  c o m p e t i t i o n 7 .  R o a d m a p

1 .  E x e c u t i v e  s u m m a r y

2 .  O p p o r t u n i t y

4 .  O p e r a t i n g  m o d e l  

5 .  S a l e s  &  m a r k e t i n g

6 .  F i n a n c i a l s

T a b l e  o f  c o n t e n t s Q 4  2 0 2 1

8 .  A p p e n d i x

Collectiv e group work
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While one can order conveniently groceries, the way patients purchase medication has barely changed over the past few years. Changing customer demands 

and new players in the pharmaceutical market put pharmacies under pressure to adapt. 

Pocket A delivers pharmaceuticals to your doorstep by partnering with regional pharmacies across the country. Pocket A combines the strength of local 

pharmacies with a superior technological infrastructure and user experience. Pocket A acts as a pharmacy-enabler and not as competition. 

None of the existing players offer an appealing solution to address a large market. The total pharmacy revenue in Germany alone was €56.7bn, while the average 

pharmacy turns over €2.8m in revenue yearly, generating a net profit of €167k. 

Operational excellence is the key to success in a competitive market. With a superior technological basis, an in-house rider fleet and a hyper local city hub 

approach, Pocket A tailors to both our partners' and customers' needs. 

Pocket A is planning to raise €1.5m in a seed investment round from well-known investors. The funding allows to scale revenue quickly and break even in Q4 2023 

with total revenue of €4m in 2023. This will be achieved by securing strong (financial) partners that also support strategically.

M a r k e t

P r o b l e m

O p e r a t i o n s

S o l u t i o n

O u t l o o k

F i n a n c i a l s

Within the next three years, Pocket A is aiming to expand the business first national-wide in Germany then expand to international markets. The long-term goal 

is to become the central health platform through which the patient's full journey is facilitated - from ordering pharmaceuticals to 1:1 consultation.

Collectiv e group work
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O p p o r t u n i t y

P R O B L E M
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T h e r e  a r e  t w o  s i d e s  t o  t h e  u n d e r l y i n g  p r o b l e m ,  b o t h  o f  t h e m  g e t  a d d r e s s e d  b y  P o c k e t  A

Although pharmacies play an important role in the lives of many 

people, they need to adapt to ever-changing technological 

advancements and regulatory changes.

 

 Changing and heterogeneous customer demands and new 

players entering the market are challenging the existing 

pharmacies.

P r o b l e m Q 4  2 0 2 1

You can conveniently order food, groceries, and 

electronics with a tap of a finger to your home.  

 

The way patients purchase their Rx and OTC medications 

barely changed throughout the past decades. 

 

The process is highly inefficient, non-digital, and 

burdensome.

P H A R M A C I E SP A T I E N T S
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Patients with acute symptoms are in need 

of quick medication intake (eg. I have a 

headache -> I need Aspirin). These days, 

they need to visit the pharmacy or wait 

multiple days for the delivery to get the 

medication.

Patients need to visit the doctor to get the 

prescription, and then pick up the 

medication at the local pharmacy or send 

the prescription via postal service to an 

“online” alternative. This process leads to 

considerably long waiting times, especially if 

certain (RX) medication is not available.

Local pharmacies have limited resources 

to hire pharmacists with profound medical 

expertise. They cannot provide 

consultation services outside of the 

pharmacy, resulting in a poor customer 

experience. 

L O W  C O N V E N I E N C E  

I N  O T C

L O N G  W A I T I N G  

T I M E S

I N S U F F I C I E N T  

C O N S U L T A T I O N

Q 4  2 0 2 1P r o b l e m  f o r  p a t i e n t s

P a t i e n t s  f a c e  a  t e d i o u s  m e d i c a t i o n  p u r c h a s e  p r o c e s s  w i t h  t h r e e  m a j o r  p r o b l e m s
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With the rise of quick commerce, the 

competitive landscape is getting denser - 

there have been multiple players entering 

the pharmaceutical (online) market, like 

DocMorris, ShopApotheke, or Gesund.de.

Heterogeneous and ever-changing 

customer demands are challenging 

existing pharmacies. Not only 

millennials and Gen Z are demanding high-

convenience services in different 

industries.

N E W  P L A Y E R S L A B O R  S H O R T A G E C H A N G I N G  C U S T O M E R  

D E M A N D S

Q 4  2 0 2 1P r o b l e m  f o r  p h a r m a c i e s

O n  t h e  o t h e r  s i d e ,  p h a r m a c i e s  a r e  a l s o  f a c i n g  v a r i o u s  c h a l l e n g e s  e v e r y d a y

The healthcare market faces severe 

problems with labor shortages across all 

aspects of healthcare. Pharmacies have 

already had problems finding and 

retaining the staff they need. 
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Local pharmacies play a very important role in everyone's life - for both, old and young 

people. They provide much more than simply medicine supply.

However, pharmacies are not irresistible to change. The unprecedented shift to online 

and people's demand for convenience and seamless experiences challenge local 

pharmacies. Stationary pharmacies need to focus on multi-channel strategies if they 

want to remain competitive in the long-term compared to pure online providers. 

Pocket A is here to enable local pharmacies to get ready for the future.

W h y  n o w ?  Q 4  2 0 2 1

P h a r m a c i e s  p l a y  a  v i t a l  r o l e  i n  p e o p l e ' s  l i v e s  b u t  t h e y  

n e e d  t o  c h a n g e

Q 4  2 0 2 1
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F i n a n c i a l s
•

•

•

•

•

R E V E N U E  M O D E L

F I N A N C I A L  P R O J E C T I O N S  

U N I T  E C O N O M I C S

F U N D I N G

E X I T  O P P O R T U N I T I E S

Q 4  2 0 2 1

59

• F U L L  F I N A N C I A L  M O D E L  

A V A I L A B L E  H E R E

https://docs.google.com/spreadsheets/d/1pOHQPSmLkcdqF4OiJXra-usq_SvABE_-jlB8Zn6XxVY/edit?usp=sharing
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C U S T O M E R  D E L I V E R Y

F E E

Pocket A takes an additional revenue share 

on every order made through the app of 2% 

on the order volume

R E V E N U E  S H A R E C O M M I S S I O N  O N  R X  

S A L E S

S A A S  F E E  F R O M  P H A R M A C I E S

It would also be conceivable to sell the free space in the app itself 

as ad space and thus generate extra revenue

A D V E R T I S I N G  ( S E L L I N G  A D  S P A C E )

A d d i t i o n a l  f u t u r e  r e v e n u e  s t r e a m s

In the future it would be conceivable to charge pharmacies a 

license fee for the use of Pocket A

P o c k e t  A ' s  r e v e n u e  i s  b a s e d  o n  t h r e e  p i l l a r s ,  c o m p l e m e n t e d  b y  t w o  f u t u r e  o p t i o n s

Pocket A charges a fixed delivery 

fee per order of €1.90 for 

OTC-only orders

€2.50€ fixed Rx fee covered by 

insurance, meaning that the 

pharmacies don't have to pay for it
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R X  M A R G I N

F a v o u r a b l e  u n i t  e c o n o m i c s  s u p p o r t e d  b y  b e s t - i n - c l a s s  r e t e n t i o n  r a t e s  a n d  C L V

O T C  M A R G I N
C U S T O M E R

R E T E N T I O N  R A T E

R E C U R R I N G  

O R D E R S

C U S T O M E R

L I F E T I M E

C U S T O M E R

R E T U R N S

€9+ / each 40% >85%

1.5 months >5 years <1%

61Source: ABDA, 2021: The pharmacy: Data & facts; Statista, 2020: Pharmacies in Germany; own calculations
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Bootstrapping

In our case, being a technology and operational-heavy business 

creating high network effects, we want to raise investor funding. 

For our upcoming seed round, we are planning to raise money from a 

Venture Capital fund with known expertise in our industry and a 

syndicate of business angels that not only support with money but 

can help us by providing knowledge and relevant industry contacts. 

R A I S I N G  A  € 1 . 5 M  S E E D  R O U N D  N O W

€1.5M invest on €8.5M pre-money valuation

Used for launch in Berlin and tech development

€0.2m convertible loan already secured from 

Invest now to be part of a category defining company leading 

pharmacies into the 21st century. 

P o c k e t  A  p l a n s  t o  r a i s e  a  1 . 5 m  s e e d  i n v e s t m e n t  r o u n d  f o r  i t s  B e r l i n  l a u n c h  i n  2 0 2 2

T Y P E S  O F  A V A I L A B L E  F U N D I N G  S O U R C E S

Operational Investor
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S e v e r a l  p o t e n t i a l  i n v e s t o r s  c a n  b e  i d e n t i f i e d  f o r  t h e  c u r r e n t  a n d  u p c o m i n g  r o u n d s

S E E D  R O U N D F O L L O W I N G  G R O W T H  R O U N D S

•

•

Swiss, $125M early stage fund, healthcare focussed 

Ticket size: $0.5 - $3m

•

•

Berlin, $100M early-stage fund, healthcare only 

Ticket size: $0.1 m upwards

•

•

Berlin, $200m early stage fund 

Ticket size: $0.25 - $5m

•

•

Berlin, $200m early stage fund, sector agnostic 

Ticket size: $0.5 - $10m

•

•

Stockholm,  $300m early stage fund, sector agnostic

Ticket size: $0.5 - $10m

To secure follow on funding, we want to establish good 

relationships with potential growth and later-stage investors. 

We created a long list, among them are: 
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I n v e s t i n g  h e a v i l y  i n t o  R & D  a n d  g r o w i n g  P o c k e t  A ' s  u s e r  B a s e

Sales & Marketing

Logistics & Expansion

R&D

G&A

14%

13%

40%

33%•

•

•

•

The €1.5m will be primarily used to build the first version

of our mobile application and to acquire a first strong user and 

pharmacy base. How we will use the funding: 

 €600k (40%) for R&D: Salaries of Engineers, Data Scientists 

and Product Managers, Infrastructure and Tool Costs 

€210k (14%) for S&M: Salaries, Marketing Budget for B2C 

Marketing and B2B Sales & Marketing 

€190k (13%) for Logistics: Salaries for riders, onboarding 

new riders, onboarding pharmacies and expansion into new 

cities

€500k (30%) for G&A: Salaries for founders, HR, Finance, 

Office Costs, Lawyers, equipment, travel, onboarding, etc.   
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Founder 1 (Marius)

Founder 2 (Leon)

Founder 3 (Arne)

ESOP

30.3%

30.3%

30.3%

9.1%
Founder 1 (Marius)

Founder 2 (Leon)
Founder 3 (Arne)

ESOP

Venture Capital firms

Angels

25.5%

25.5%
25.5%

7.6%

11.5%

4.5%

P R E  I N V E S T M E N T P O S T  S E E D  R O U N D  

Based on 25.000 equally distributed shares across founders 

as of incorporation and issuing 10% new shares for ESOPs, 

equaling 27.500 shares after creating an ESOP pool.  

Based on €1.5m investment at €8.5m pre-money valuation and 

€0.2m convertible loan from a VC at €6m cap prior to seed round. 

Equaling a total amount of 32.744 shares after the seed round.

A f t e r  o u r  s e e d  r o u n d  a l l  f o u n d e r s  s t i l l  o w n  a  d i l u t e d ,  y e t  s i g n i f i c a n t ,  c o m p a n y  s h a r e
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Operating Cash Flow Money in bank

A  € 1 . 5 m  S e e d  r o u n d  a n d  a  € 3 m  S e r i e s  A  a l l o w s  o v e r c o m i n g  t h e  v a l l e y  o f  d e a t h
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EBITDA Revenue

The initial investment will allow a run rate until Q4 2022 when new funding will be needed. 

Planning to reach cash-flow profitability by October 2023 and total revenue of over €4m in 2023 and more than €10m in 2024. 
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Total FTEs

P o c k e t  A ' s  a m b i t i o u s  g o a l s :  s c a l i n g  t o  7 0 +  F T E s  a n d  8 0 0  p h a r m a c i e s  u n t i l  2 0 2 4
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Pharmacies Live Ride Pharmacies Live Pickup

The initial investment will be used to hire a strong team with a focus on 

engineering to build a superior app and double the team until the next 

funding round with main hires in marketing, sales and product. 

Pocket A scales towards almost 1.000 pharmacies in three years 

with a focus on our ride product (offering delivery for pharmacies) 

over pickup (only marketplace and no delivery).
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Q 4  2 0 2 1I n t e r n a t i o n a l i z a t i o n

T h e  i n t e r p l a y  o f  t h r e e  k e y  i n d i c a t o r s  i s  d e c i s i v e  f o r  s u c c e s s f u l  e x p a n s i o n

A D O P T I O N

The use of mail order pharmacies is in Germany, the United Kingdom, the Netherlands, 

Sweden, and Denmark most widespread. 

M A R K E T  S I Z E

Europes biggest market for pharmaceuticals is Germany (€56.6bn), followed by France 

(€37.8bn) and Italy (€33.4bn). Nevertheless, Pocket A will only enter the latter two markets 

later after two years, as the adoption of digital solutions is more widely accepted. 

R E G U L A T I O N

The European market is heavily fragmented in terms of regulations. While e-prescription is 

currently still in the development phase in Germany, other European countries no longer 

know any paper prescriptions at all. 

Source: OECD Publishing, 2018: Health at a glance; IQVIA, 2021: Purchase of pharmaceuticals in European comparison
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M i l e s t o n e s  t o  b r i n g  f a s t  a n d  e a s y  a c c e s s  t o  t h e  r i g h t  m e d i c a t i o n  a t  a n y  p o i n t  i n  t i m e

S E E D  |  Q 1  2 0 2 2

•

•

Launch in Hamburg, Munich, and Berlin

First order delivered in March 2022

S E R I E S  A  |  Q 4  2 0 2 2

•

•

•

•

Expand into Tier 2 cities 

100+ pharmacies under contract

Hiring of employee no 37

Over 50,000 completed orders

S E R I E S  B  |  Q 2  2 0 2 3

•

•

•

Live in 20 cities

Over 500 pharmacies under contracts 

Expansion into Denmark, Sweden and England

S E R I E S  C  |  Q 1  2 0 2 4

•

•

Expansion into Austria, Switzerland, 

Netherlands, France & Italy

Becoming the central health platform 

through which the whole patient 

journey is facilitated

Q 4  2 0 2 1R o a d m a p
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