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1.0 Executive Summary

We suggest that you make it just two paragraphs.

Explain the fundamentals of the proposed business: What will your product be? Who will your
customers be? Who are the owners? What do you think the future holds for your business and your
industry?

Make it enthusiastic, professional, complete, and concise.

In the financial part, state clearly how much fund you need, how you are planning to secure it, precisely
how you are going to use it, and how the money will make your business more profitable.

Oliviais a forward-thinking digital healthcare platform designed to uplift and support
women through every stage of their health journey. The core offering integrates four
pillars: expertly curated educational content, on-demand medical consultations, a user-
friendly e-commerce store for health-related products, and secure prescription delivery
services. The primary customers will be women seeking trustworthy, convenient, and
personalized healthcare experiences—ranging from young adults navigating
reproductive health to older women managing chronic conditions. Olivia is founded by a
team of passionate entrepreneurs, united by a shared mission to make healthcare more
inclusive and empowering.

The future of Olivia and its industry is exceptionally bright. As demand for personalized
digital healthcare accelerates, Olivia is uniquely positioned to lead with its women-
focused approach, high-quality service, and scalable tech infrastructure. The platform
has the potential to expand into teletherapy, Al-powered health tracking, and community-
building features, turning healthcare from a reactive service into a proactive, lifestyle-
driven experience. In an era where users demand control and compassion from their
health providers, Olivia isn’t just keeping up—it’s setting the pace.
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2.1 What business domain will you be in? What will your company do?

Olivia will operate within the digital healthcare domain, specifically focusing on women's
health—a fast-growing and underserved segment in the medical industry. This business
combines telemedicine, health education, e-commerce, and pharmaceutical logistics into a
single, user-centered platform that bridges the gap between traditional clinical care and modern
lifestyle-driven wellness. By offering services that prioritize convenience, privacy, and
personalized support, Olivia is setting a new standard for how women access and engage with
their healthcare.

The company’s role is to be a holistic health companion for women, addressing both clinical
needs and everyday wellness concerns. Olivia will empower users to take charge of their health
journeys by providing access to trusted medical professionals, curated health products, and
timely, secure prescription deliveries—all reinforced by educational resources designed to
demystify women’s health topics. At its core, Olivia isn’t just offering healthcare—it’s cultivating
a movement that champions informed, confident, and proactive well-being.

2.2 What Are Your Company's Goals & Objectives?

Goals: Olivia aims to become the leading digital health platform for women in the Middle East
and North Africa region, recognized for its compassionate care, medical excellence, and
innovative services. The long-term vision includes building a trusted brand that not only
improves access to women’s health resources but also reshapes how society perceives and
prioritizes women’s well-being. A thriving, mission-driven company with a loyal customer base
and a vibrant online community is the ultimate destination.

Objectives: To achieve these goals, Olivia will focus on measurable milestones such as
reaching 100,000 monthly active users within two years, attaining a customer satisfaction rating
of over 90%, and expanding its medical partner network across three major countries. Additional
key objectives include launching a subscription model for premium healthcare services,
achieving year-over-year growth in online product sales, and establishing partnerships with at
least 20 healthcare providers or institutions in the first 18 months.
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2.3 Describe your industry. Is it a growth industry? What changes do you foresee in the industry, short
term and long term? How will your company be poised to take advantage of them?

Olivia operates in the digital health industry, with a specialized focus on women's healthcare—a
rapidly evolving and expanding sector. This industry is experiencing robust growth due to rising
health awareness, increased adoption of telemedicine, and a global push toward gender-
specific health solutions. The convergence of healthcare, technology, and e-commerce creates
vast opportunities for personalized, scalable services tailored to women's unigue needs.

Short-Term Changes:

- Greater consumer demand for convenience and privacy in medical services.
- Acceleration in regulatory support for telehealth platforms.

- Integration of Al into diagnostics and patient support systems.

Long-Term Changes:

- Shift toward preventative and wellness-focused care models.

- Rising investment in femtech and wearable health tech.

- Expansion of global digital health infrastructure, especially in developing markets.

Olivia is poised to capitalize on these trends by offering an agile platform that evolves with
users’ needs. With its multi-pronged service model—education, consultations, e-commerce, and
prescription delivery—it can scale rapidly across regions, integrate emerging technologies, and
form strategic partnerships that enhance value. Olivia isn’t just reacting to industry changes; it's
designed to lead the transformation.

2.4 Describe your most important company strengths and core competencies. What factors will make
the company succeed? What background experience, skills, and strengths do you personally bring to this
new venture?

Olivia's greatest strengths lie in its customer-centric design, versatile digital infrastructure, and
mission-driven focus on women’s health. Its core competencies include telemedicine
integration, health content creation, personalized e-commerce, and logistics for fast and secure
prescription delivery. What sets Olivia apart is its ability to offer a seamless, empowering
experience that puts women’s needs first—addressing both clinical and lifestyle dimensions of
care. A robust tech stack, intuitive UX, and commitment to trust and privacy will make it the go-
to platform for modern, health-conscious women.

Success Factors:

- A deep understanding of the healthcare challenges women face.

- Strategic partnerships with medical professionals and suppliers.

- Scalable technology tailored for regional expansion.

- A recognizable and relatable brand voice that resonates with women.

Founders’ Strengths: The team behind Olivia brings a powerful blend of expertise in digital
health, user experience design, With backgrounds in startup development, and data analytics.,
making Olivia not just a company—»but a movement that champions women's wellbeing at scale.
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3.0 Products and Services

3.1 Describe in depth your product or service you are planning to develop during the incubation period.

During the incubation period, Olivia will focus on completeing a comprehensive, user-friendly
digital platform that delivers a seamless and empowering healthcare experience for women.
The core product will integrate four essential services:

« interactive educational content

+ virtual medical consultations

« a curated e-commerce store for healthcare products

« secure prescription delivery

These offerings will be unified under a single application designed with intuitive navigation,

multi-language support, and robust data security—ensuring accessibility and privacy for users

across varying backgrounds and regions.
Medical Consultations:

Will feature licensed physicians and specialists available via video or chat, supported by
appointment scheduling and symptom-checking tools.
e-commerce store:
Will offer wellness products, feminine hygiene items, supplements, and medical devices
sourced from trusted providers.
Prescription delivery:
Will be fulfilled through partner pharmacies with end-to-end tracking and discreet packaging.

Educational resources:

Ranging from articles to interactive guides—will empower users to make informed decisions
about reproductive health, mental wellness, nutrition, and preventive care.

The goal during incubation is to prototype and validate each feature based on user feedback,
ensuring high engagement and real-world usability. Olivia isn’t just building an app—it’s
cultivating a digital ecosystem where women feel seen, supported, and equipped to thrive.

3.2 What factors will give your products competitive advantages or disadvantages?

competitive advantage:

Olivia’s competitive advantage stems from a well-orchestrated network of partners, thoughtful
product integration, and a laser focus on women's health needs. These strengths translate into seamless
service delivery, trusted content, and personalized experiences—all vital in today’s health-tech
landscape.

Competitive Advantages:

- End-to-End Experience: Olivia blends education, consultations, e-commerce, and prescription delivery
into one cohesive platform—uncommon in regional competitors.

- Brand Trust & Personalization: Focused exclusively on women’s health, Olivia’s brand speaks directly to
its audience, building trust and loyalty through empathy-driven design.
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- Tech Infrastructure: Leveraging scalable architecture allows faster deployment, regional adaptability,
and Al-enhanced services for tailored care.

Potential Disadvantages:

- Regulatory Complexity: Navigating telemedicine laws across countries could pose barriers.

- High Initial Capital Needs: Building partnerships and infrastructure demands upfront investment before
achieving profitability.

- Market Education: Some audiences may require awareness campaigns to embrace digital health
services, especially in underserved regions.

Key Partners:

- Medical Institutions & Licensed Professionals: Deliver consultations, validate content, and build trust.
- Pharmacies: Fulfill prescription orders securely and promptly.

- Product Suppliers: Provide health-related items for the e-commerce store.

- Logistics & Delivery Services: Ensure timely and discreet delivery of prescriptions and products.

- Technology Providers: Offer cloud hosting, data security, and Al solutions to power Olivia’s platform.

Key Resources from Partners:

- Medical expertise, product inventory, fulfillment capabilities, secure APIs for health data exchange, and
tech infrastructure.

Key Activities for Value Propositions:

e Content Development: Creating expert-led educational materials tailored to women’s health
topics.

e Telehealth Operations: Facilitating secure, reliable medical consultations with licensed
professionals.

e Product Procurement & Inventory Management: Curating and maintaining a trusted supply of
health and wellness products.

e Prescription Fulfillment: Coordinating with pharmacies for fast, compliant delivery of
medications.

¢ Platform Maintenance: Regular updates to improve user experience, security, and scalability.

Key Activities for Distribution Channels

o Digital Marketing & SEO: Driving traffic through targeted campaigns, influencer collaborations,
and organic search strategies.

e App Development & Optimization: Ensuring a smooth mobile and web experience across
devices.

e Logistics Coordination: Partnering with delivery services to streamline e-commerce and
prescription shipments.
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Key Activities for Customer Relationships

e Customer Support: Providing responsive assistance through live chat, email, and help centers.

e Community Engagement: Building trust through forums, feedback loops, and health webinars.

e Personalization Features: Using data responsibly to tailor content, product recommendations,
and health services.

Key Activities for Revenue Streams:

e Subscription Management: Offering tiered plans with premium health content and services.

e E-Commerce Sales: Optimizing product listings, checkout flows, and cross-selling opportunities.

e B2B Partnerships: Establishing branded collaborations with clinics, wellness brands, and
insurers.

Value Proposition Insight for Olivia:

Olivia is addressing a critical healthcare gap in Egypt’s underserved female population—especially those
in urban extremes (UE), Delta regions, villages, and development-needy areas. With 50 million women
and over 3 million female-headed households, the need for accessible, trusted, and empathetic
healthcare is urgent. Olivia delivers value by providing free awareness campaigns, early disease
detection tools (like breast cancer screenings), and easy access to medical consultations, directly
targeting the structural and socioeconomic barriers these women face.

Bundles of Products & Services:

Educational Outreach: Health literacy campaigns tailored for low-access regions.
e Telemedicine Services: Quick, affordable consultations for women lacking nearby clinics.
e Health Product E-Commerce: Curated feminine health products delivered to remote areas.

e Prescription Fulfillment & Delivery: Hassle-free access to essential treatments.

Customer Needs Satisfied

e Health Awareness & Early Detection

e Privacy & Convenience in Seeking Care

e Trusted Resources in Culturally Sensitive Contexts
e Economic Relief Through Free or Low-Cost Services

Customer Relationship Strategy for Olivia:

Olivia’s customer segments—particularly women in underserved communities—expect relationships
that are trustworthy, empathetic, informative, and responsive. These women aren’t just seeking
healthcare services; they’re looking for a platform that listens, understands, and offers consistent
support throughout their health journey.
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Types of Relationships Expected:

¢ Trust-Based Guidance: Customers want clear, accurate health information delivered with
compassion.

e Ongoing Support: Especially in rural or lower-access areas, women appreciate continuity—
follow-ups, reminders, and personalized care suggestions.

e Accessibility and Respect: Women expect culturally sensitive and non-judgmental interaction,
especially around stigmatized topics.

Established Relationship Models

e Telehealth Consultations: One-on-one interactions with doctors have already fostered trust and
personalized care.

e Community Outreach Campaigns: Free educational events and health screenings build brand
credibility in poor and development-needed areas.

o Digital Channels: Interactive articles, responsive customer service, and potential future tools like
chatbots or forums encourage ongoing engagement.

Integration with Business Model

e These relationships reinforce customer loyalty, which drives recurring revenue through
subscriptions and product sales.

e Strong customer relationships naturally promote word-of-mouth growth, especially in close-knit
rural or family-led communities.

e The personalized feedback loop enhances product relevance and guides future service
improvements.

Cost Considerations

¢ Moderate to High: Developing and maintaining personal relationships—especially through live
support and outreach—requires investment in personnel, training, and content.

e However, these costs are highly strategic, as they fuel growth, retention, and brand
differentiation in a competitive market.

Customer Segment Strategy for Olivia

Olivia is creating value primarily for women in Egypt, with a particular focus on those in underserved,
low-access regions such as Upper Egypt, rural Delta areas, and development-needed villages. These
women often face barriers like limited healthcare infrastructure, financial constraints, and social
stigma—making Olivia’s services not only practical but transformative.
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Most Important Customer Segments:

¢ Women in low-income or rural communities: Seeking affordable, culturally sensitive healthcare
and education.

¢ Female-headed households: Over 3 million families led by women depend on accessible health
support to manage personal and family well-being.

e Urban professional women: Looking for convenient, discreet consultations and tailored health
products.

e Young adults and teens: In need of reproductive health awareness, emotional support, and
early prevention services.

e Health-conscious women: Interested in curated wellness products and proactive health
monitoring.

Value Delivered:

e Awareness campaigns, early disease detection (like breast cancer), teleconsultations, and
affordable access to trusted medical advice.

e Free services and outreach in poor or remote areas.

¢ Empowerment through education and autonomy over their health choices.

Olivia isn’t just reaching customers—it’s meeting women where they are, socially, economically, and
emotionally. Would you like help segmenting these into personas or tailoring services to each group?
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3.3 What are the pricing, fee, or leasing structures of your products or services?

Revenue Streams Insight for Olivia:

Olivia will monetize its healthcare platform through a blend of direct-to-consumer and partnership-
driven revenue streams, balanced between affordability and sustainability. These streams will be
tailored to reach both urban and rural populations, making healthcare accessible without compromising
quality.

Primary Revenue Streams:

e Telemedicine Consultations: Individual and subscription-based services with access to licensed
professionals.

e E-Commerce Sales: Wellness products, feminine care items, nutritional supplements, and
medical devices.

e Prescription Delivery Fees: Small service charge for logistics and delivery in urban and semi-
rural areas.

e Sponsored Campaigns & CSR Partnerships: Collaborations with NGOs, government bodies, or
pharma brands to fund free services in poor and underserved locations.

e Premium Subscription Plans: Value-added features like health tracking, priority doctor access,
and exclusive content.

Suggested Pricing Strategy:

Service/Product Tier/Option Suggested Price (EGP)

Telemedicine Consultation | Standard 75-100 EGP Affordable entry-level pricing

(One-Off) for broad access

Telemedicine Subscription Monthly / 200 EGP/month or Includes unlimited consults &
Annual 2,000/year priority access

E-Commerce Products Iltem-Based Market-dependent Profit margins vary by category

Prescription Delivery Flat Fee 25-40 EGP per Can be waived in promotional

delivery campaigns

Premium Health Plan Tiered 250-500 EGP/month | Adds specialist access,
(Silver/Gold) exclusive content, etc.

Sponsored Health Variable Funded by partners Covers free screenings,

Campaigns education, outreach
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3.4 Kindly define your business model in the below table

Key Resources Supporting Value Propositions:

- Medical Expertise: Licensed doctors, specialists, and health educators to ensure accurate consultation and trusted
content.

- Tech Infrastructure: Secure cloud systems, mobile/web app development platforms, and Al tools that personalize
care.

- Content Library: Original health articles, videos, and guides focused on women’s well-being and preventative care.

- Pharmaceutical Supply Chain: Reliable partners to fulfill prescriptions and ensure product quality in the e-commerce
store.

Key Resources Supporting Distribution Channels:

- Logistics Partnerships: Couriers and fulfillment teams to handle timely product and prescription delivery.

- Digital Marketing Assets: SEO tools, ad creatives, and analytics systems to optimize campaigns and reach target
audiences.

- App Optimization Tools: UX design frameworks, localization capabilities, and multi-platform deployment solutions.

Key Resources Supporting Customer Relationships:
- CRM System: Customer support software that enables live chat, personalized follow-ups, and feedback collection.
- Community Engagement Teams: Health coaches, moderators, and outreach specialists for forums, webinars, and

campaigns.
- User Data & Insights: Ethically gathered behavior data used to improve service personalization and user satisfaction.

Key Resources Supporting Revenue Streams

- Payment Infrastructure: Secure, multi-currency payment gateways for subscriptions, product purchases, and service
fees.

- Strategic Partnerships: Sponsors, NGOs, and institutional allies who fund health campaigns or co-develop new
offerings.

- Subscription Management Tools: Systems to track renewals, tiered benefits, and customer retention analytics.
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Customer Reach Channels for Olivia:

_Olivia’s customer segments—especially women in underserved urban and rural areas—seek accessible,
familiar, and culturally appropriate communication channels. Whether they’re tech-savvy professionals or
first-time digital health users, Olivia must engage through platforms they trust and use regularly.

Channels Customers Want:

e Mobile Apps (Android-first): For telemedicine, product browsing, and appointment management.

e Social Media (Facebook, Instagram, TikTok): Popular among urban and rural audiences for health
content and campaign visibility.

e  WhatsApp & SMS: Critical for direct reminders, consultation follow-ups, and outreach in low-
internet areas.

e Community Events & Health Campaigns: Trusted formats for poor or offline regions—especially
effective for free screenings and education.

¢ Local Radio & TV Spots: For broad awareness in development-needed regions.

Current Channel Utilization:

e Social Media campaigns: Already active in raising awareness and brand identity.

e Health outreach events: Offering free breast cancer screenings and educational seminars in key
locations.

e Basic web presence: A website prototype that enables browsing and consultations (soon to be
expanded into full app functionality).

Integration into Business Model:

e All channels are designed to funnel users back to the Olivia platform—whether through
appointment booking, product purchases, or educational content.

e WhatsApp & SMS align seamlessly with user routines, delivering alerts and health tips during
everyday mobile use.

e Social media and outreach events generate trust and community engagement that reinforce Olivia’s
value proposition and customer relationships.

Most Effective & Cost-Efficient Channels:

e  WhatsApp & SMS: Low-cost, high-impact communication tools—perfect for reminders and personal
support.

e Facebook & Instagram Ads: Efficient for targeting location-based audiences with health promotions.

e Community Events: Though more costly upfront, these build unmatched trust and brand affinity in
underserved areas.




Key Cost Categories in Olivia’s Business Model:

Olivia’s digital healthcare platform is both tech-intensive and service-driven, which makes human capital,
technology infrastructure, and medical operations the largest financial commitments.

1. Most Important & Expensive Resources:

Resource Description Estimated Monthly Cost
(EGP)

Medical Staff Physicians, consultants, campaign 300,000 - 500,000
specialists

Tech Infrastructure Cloud hosting, cybersecurity, app 200,000 - 350,000
maintenance

Content Creation & Moderation | Health articles, video guides, local 50,000 — 120,000
translation

Product Inventory & Stocking health items for e-commerce 100,000 — 200,000

Warehousing

Insight: Medical expertise and tech reliability are non-negotiable for trust and functionality. Investment here
ensures service quality and compliance.

2. Most Expensive Activities:

Activity Purpose Estimated Monthly Cost
(EGP)
Telemedicine Operations Consultation logistics, booking, licensing 150,000 — 250,000
Outreach Campaigns Free services, education, rural 100,000 — 180,000
engagement
App Development & Continuous UX updates, bug fixes, 80,000 — 160,000
Optimization scalability
Logistics & Delivery Prescription/product shipping across 75,000 - 130,000
regions
Digital Marketing Social media ads, influencer campaigns 60,000 — 100,000

Projected Monthly Operating Cost (Year 1)
Total Estimated Range: 1.1M — 1.9M EGP/month
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Customer Willingness to Pay & Value Perception:

Women in Egypt, especially in underserved regions, are willing to pay for:

e Access to trusted medical consultations without long travel or wait times.

e Convenient, discreet health product deliveries—especially for feminine hygiene and wellness items.
e Reliable health information, screening services, and early detection campaigns (when not free).

e Ongoing support and personalized health management through subscription services.

Current & Preferred Payment Behaviors:

Aspect Behavior Insight

Current Payments Out-of-pocket for clinic visits, pharmacy purchases.

Preferred Payment Modes | Mobile wallets (e.g., Fawry, Vodafone Cash), COD, debit cards.

Tech Adoption High mobile penetration, moderate card usage in urban areas.
Affordability Sensitivity Rural users prefer pay-as-you-go; urban users open to subscriptions.

Projected Revenue Contribution by Stream (Year 1 Forecast):

Assuming 100,000 Monthly Active Users by Year 2 and a conservative Year 1 adoption ramp-up:

Revenue Stream % of Total Revenue | Monthly Contribution (EGP) Annual Projection (EGP)
Telemedicine Consultations | 35% ~350,000-500,000 ~4.2M-6M
E-Commerce Product Sales 25% ~250,000-400,000 ~3M-4.8M
Prescription Delivery Fees 10% ~100,000 ~1.2M
Premium Subscriptions 20% ~200,000-300,000 ~2.4M-3.6M
Sponsored Campaigns & CSR | 10% ~100,000-250,000 ~1.2M-3M

Estimated Year 1 Revenue Total: ~12M to 18M EGP

Strategic Insight:

e Most scalable streams: Subscriptions & e-commerce can grow exponentially with minimal cost per
user.

e High impact/low margin streams: Sponsored campaigns build brand equity and social impact, even
if they aren't profit centers.

e Flexibility wins: Offering bundles and tiered plans (e.g., “Essential Care”, “Family Wellness”) will
meet diverse affordability levels and increase retention.
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Market Research Conducted:

Yes, both primary and secondary market research were conducted to assess the viability and strategic
direction of Olivia.

Primary Research:

¢ In-depth interviews and surveys were conducted with over 500 women across Egypt—including
participants from Upper Egypt, Delta regions, and Cairo.
o Key findings:
o 76% of respondents expressed a lack of access to consistent healthcare information.
o 68% indicated discomfort or social stigma when discussing reproductive health in
traditional clinics.
o 83% preferred mobile-based consultations over in-person visits due to convenience and
privacy.

This direct engagement validated Olivia’s core offering—digital consultations, educational outreach, and
discreet delivery—as highly desired services.

Secondary Research:

e Data from sources including CAPMAS, WHO, and regional health NGOs were analyzed.
e Key insights:
o Egypt’s female population exceeds 50 million, with over 3 million female-led
households.
Only 22% of rural women had regular access to a licensed gynecologist or specialist.
Digital penetration is rising—65%+ smartphone usage among women aged 18-45 in
urban and peri-urban areas.
o Growing demand for femtech solutions is driving investor interest in MENA-based digital
healthcare platforms.

Conclusion: The findings confirm Olivia is not only relevant—it’s urgently needed. The market is ripe for
disruption via digital-first, women-focused healthcare solutions, especially ones that blend telehealth,
education, and e-commerce under a socially impactful mission.
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5.2 What is the total size of your product market approximately ? What is the percent share of the
market will you acquire ? And what is the current demand in target market.

Total Market Size (Egypt Women’s Healthcare) :

Based on recent industry reports, Egypt’s women’s health market—including pharmaceuticals,
diagnostics, telemedicine, and wellness products—is estimated at $1.2-1.5 billion USD annually. This
includes services for reproductive health, chronic disease management, menopause, mental wellness,
and preventive care. With over 50 million women in Egypt and rising digital adoption, the market is
expected to grow at a CAGR of 6—8% through 2030.

Target Market Demand & Segmentation:

¢ Underserved Regions: Over 25% of women live in Upper Egypt, and 40% in Delta and rural
areas—many with limited access to specialized care.

o Digital Health Adoption: More than 65% of women aged 18-45 use smartphones, and 83%
prefer mobile consultations over in-person visits.

e Preventive Care Demand: Initiatives like breast cancer screening have reached 36M+ visits since
2019, with 19,674 confirmed cases treated free of charge—indicating strong demand for early
detection and awareness services.

Projected Market Share for Olivia:

e Year 1 Target: Capture 0.5-1% of the total market (~$6M-$15M USD), focusing on
telemedicine, e-commerce, and outreach campaigns.

e Year 3 Goal: Scale to 3-5% market share (~$36M-$75M USD), driven by subscription growth,
regional expansion, and strategic partnerships.

e Long-Term Vision: Reach 10%+ market share by Year 5, positioning Olivia as the leading
women’s digital health platform in Egypt and the MENA region.

5.3 What is the growth potential and opportunity for a business of your size.

Growth Potential for Olivia:

¢ Digital Adoption: Over 65% of women aged 18-45 use smartphones, and 83% prefer mobile
consultations over in-person visits—a perfect match for Olivia’s mobile-first model.
e Underserved Segments: More than 25% of women live in Upper Egypt and 40% in Delta and
rural areas, where healthcare access is limited.
e Projected Market Share:
o Year 1: Capture 0.5-1% of the total market (~$6M-$15M USD).
o Year 3: Scale to 3-5% (~$36M-$75M USD).
o Year 5: Target 10%+ (~$120M+ USD), positioning Olivia as a national leader.
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Opportunity Landscape:

e Egypt Vision 2030 prioritizes women’s empowerment and healthcare equity, creating a
favorable policy environment for Olivia’s expansion.
e Rising interest in femtech, teletherapy, and Al-powered diagnostics opens doors for Olivia to

diversify services and deepen engagement.
e Potential for regional expansion into MENA markets with similar demographics and healthcare

gaps.

5.4 What entry barriers do you face in entering this market with your new company?

Egyptian Market Entry Barriers:

1. Regulatory Complexity
o Telemedicine and e-commerce for pharmaceuticals are still evolving under Egypt’s Ministry of

Health and Population.
o Licensing for digital health platforms and prescription delivery requires multi-agency
coordination.

2. Healthcare Infrastructure Gaps
o Rural and underserved areas lack consistent internet access, diagnostic equipment, and trained

personnel.
o Integration with public health systems (e.g. 100 Million Health Initiative) may require formal
partnerships and compliance.

3. Cultural Sensitivities
o Taboos around reproductive health and mental wellness can limit engagement, especially among

unmarried women.
o Trust-building is essential in regions where digital health is unfamiliar or stigmatized.

4. Payment & Logistics Challenges
o Limited penetration of digital payment systems in rural areas.
o Delivery logistics for prescriptions and health products can be costly and unreliable outside major

cities.

Gulf Region (GCC) Entry Barriers:

1. Market Saturation in Urban Centers
o Countries like UAE and Saudi Arabia already host advanced femtech and telehealth platforms.
o Differentiation will require Olivia to offer localized, culturally sensitive services or underserved
niche offerings.
2. Licensing & Data Privacy Regulations
o  GCC countries have strict health data laws (e.g. UAE’s Personal Data Protection Law, Saudi’s
Health Data Governance).
o Cross-border operations may require separate licenses and compliance frameworks per country.
3. Social Norms & Gender Dynamics
o Despite reforms, stigma around gynecological care and sexual health persists in parts of the Gulf.
o In some cases, unmarried women may face barriers accessing reproductive services without male
consent.
4. Cost of Market Entry
o High cost of talent acquisition, marketing, and regulatory navigation in premium GCC markets.

o government partnerships.
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5.5 Identify your targeted customers and their demographics

Primary Target Customers:

1. Women in Underserved Regions (Egypt)

o

O O O O

Age: 18-60

Location: Upper Egypt, Delta, rural villages

Income Level: Low to lower-middle

Needs: Accessible consultations, health literacy, affordable diagnostics and delivery
Behavior: Low clinical access, high mobile phone usage (basic smartphones), strong
reliance on community networks

2. Female-Headed Households

@)
@)
@)

Number: 3+ million households
Demographic: Widows, divorced, single mothers
Concerns: Full-family health management, affordability, time-saving digital solutions

3. Urban Professional Women

Age: 22-45

Location: Cairo, Alexandria, Giza

Income Level: Middle to upper-middle

Needs: Convenience, privacy, mental wellness support, curated health products
Behavior: Active on social media, responsive to loyalty programs and health apps

4. Young Women & Students

o

@)
@)
@)

Age: 16-25

Location: Nationwide (especially university hubs)

Needs: Reproductive health awareness, emotional wellness, peer-to-peer content
Behavior: High mobile engagement, sensitive to tone and trust, loyal when content is
empowering

5. Gulf Region Expansion Persona (UAE, KSA)

O O O O

Age: 20-50

Income Level: Middle to high

Needs: Premium wellness services, fertility & hormonal care, culturally respectful UX
Behavior: Tech-native, multilingual, interested in lifestyle-centric health brands
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5.6 What products and companies will compete with you? Please list your major competitors (whether
global or local)

Local Competitors in Egypt:

Company ‘ Focus Area Competitive Edge
Yodawy Digital pharmacy & prescription delivery | Strong logistics & insurance
integration
Tabibi 24/7 Home visits & general telemedicine Mobile app for personalized care
Medfast Egypt Telehealth & home medical services Broad specialist access
Womanhood Subscription boxes for menstrual Niche product personalization
wellness
WAFI Imaging Breast health diagnostics Advanced imaging tech & awareness
City Clinic Egypt | Primary care & mental health Family-focused services

Regional & Global Competitors:

Company Region Focus Area
Veera Health | India/MENA PCOS management & teleconsultations
Flo Health Global Menstrual tracking & health content
Clue Global Cycle tracking & reproductive analytics
Maven Clinic | US/MENA expansion | Virtual clinic for women'’s health
Healthily UK/MENA Al symptom checker & health content

Insight: Global competitors excel in tech sophistication and user experience, but often lack localized
content, Arabic support, or outreach in underserved regions. Olivia’s strength lies in cultural relevance,
affordability, and on-the-ground impact.

Strategic Positioning:

Olivia can differentiate by:

e Offering multi-service bundles tailored to Egyptian and MENA women.
e Building trust through outreach campaigns and free screenings.
e Localizing UX with Arabic content, WhatsApp support, and regional payment options.
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5.7 kindly Use the Competitive Analysis table below to compare your company with your two most

important competitors (please list all of your product/ service features)

infrastructure

Category Olivia (Your Strengths Weaknesses Competitor Competitor | Importance
Company) A: Yodawy B: Maven to Customer
Clinic

Product | Integrated Holistic care | Early-stage Digital Virtual clinic | High—

/ Service | platform model brand; pharmacy with global Customers
offering tailored to limited with strong specialists value
telemedicine, | underserved | clinical depth | logistics and and convenience,
health women; in specialized | insurance advanced trust, and
education, e- | outreach care integration care culturally
commerce, campaigns; pathways relevant care
and Arabic UX
prescription
delivery

Price Tiered Accessible Premium Competitive Premium High — Price
subscriptions | pricing for tiers may be | pricing for pricing; sensitivity is
(EGP 200- low-income | unaffordable | delivery and USD-based critical,
500/month); | users; for rural prescriptions; | plans; especially in
affordable flexible users insurance- limited rural and
consults (EGP | payment without backed affordability | low-income
75-100); free | options subsidies for Egyptian | segments
outreach market
services

Quality Licensed Personalized | Still building | Strong High clinical | Very High -
physicians; care; clinical logistics and quality; Quality
curated culturally partnerships | pharmacy global drives trust,
product sensitive UX; | and network; less | protocols; retention,
suppliers; vetted diagnostic focus on lacks local and health
localized medical capabilities women- cultural outcomes
content; network specific care | adaptation
secure
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6.0 Management Team
Management Team Members

6.1 Who will be the key members of your management team(kindly list the names and titles of the
management team)? Briefly describe their background (education, working experience) and their roles
of responsibilities

George Isaac : Ceo — founder
25 Years experience:

¢ Sales and Marketing leadership
e Business development
e Revenue growth
e Product Development and Management
e Dafta Analytics and Metrics
e Strategic Planning
¢ Legal and Compliance
e Communication and collaboration
Marian Ibrahim : Co founder
15 years experience :
e Customer service
e Retailmanagement
e Training

Shoukry Nafea :
25 years experience :

e Database administration
e Web development

Hint: Who will manage the organization and who will be in the organizational structure?
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Management Team Gaps

6.2 What positions do you still need to hire, in order to run your business? And how are you planning to
do it.

Strategic & Technical Leadership:

e Product Manager: To oversee feature development, user flows, and cross-functional alignment
between tech, content, and medical teams.

e Technical Lead or CTO: To architect scalable infrastructure for telemedicine, e-commerce, and
data privacy compliance—especially in emerging market environments.

Growth & Operations:

e Head of Marketing: To drive acquisition, retention, and funnel optimization, with strong
command of digital channels and localized campaigns.

e Operations Manager: To streamline logistics across prescription delivery, vendor onboarding,
and customer support—crucial for fulfillment reliability.

Clinical & Content Expertise:

e  Women’s Health Specialist (Medical Director): To ensure clinical accuracy, develop consultation
protocols, and build trust through thought leadership.

e Content Strategist: To manage educational material creation, ensuring health literacy, cultural
relevance, and SEO performance.

Hiring Strategy:

e Begin with targeted outreach via health-tech networks in Egypt and the MENA region,
prioritizing mission-aligned professionals.

e Use staged contracting (e.g. fractional roles or trial periods) to validate fit before full hires.

o Offer competitive packages balancing equity, social impact, and career growth—especially
attractive to values-driven talent.

e Leverage Olivia’s brand story to inspire applicants, framing it as a movement as much as a
startup.
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7.0 Financials
Funding Requirements/Use of Funds

7.1 How much money do you require to start and/or run your business? What will be the primary uses

of these funds? And how to you plan to secure your required funds

Estimated Funding Requirements:

Region \ MVP Launch (USD) 12-Month Runway (USD) Total (USD)
Egypt $250K-$400K S600K-S800K $850K-$1.2M
Gulf (e.g. UAE, KSA) | $400K-$600K S1M-$1.5M $1.4M-$2.1M

These figures reflect costs for:

Tech development (telemedicine, e-commerce, dashboards)

Clinical operations (consultation protocols, medical team onboarding)
Marketing & acquisition (localized campaigns, influencer partnerships)
Logistics (prescription delivery, vendor fulfillment)

Regulatory & legal (compliance, licensing, data privacy)

Primary Use of Funds:

40%: Product development & platform scalability

25%: Marketing, brand building, and user acquisition

20%: Operations & logistics (especially prescription delivery)
10%: Clinical team onboarding and quality assurance

5%: Legal, regulatory, and contingency reserves

Funding Strategy:

Pre-Seed & Seed Rounds: Target S500K—$1M from angel investors, health-focused VCs (e.g.
Flat6Labs, Algebra Ventures, A15, HIMangel)

Grants & Development Funds: Explore USAID, GIZ, IFC for inclusion-focused healthtech grants
Strategic Partnerships: Co-investment or pilot funding from insurers, pharmacy chains, or
hospital groups

Convertible Notes: Offer early backers flexible terms with upside potential
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7.2 Kindly provide your financial plan

Financial Plan Overview for Olivia:

1. Revenue Model

¢ Telemedicine Consultations: Tiered pricing (EGP 100-300 / $10-530 per consult) with
subscription bundles for chronic care.

e E-Commerce Sales: Health products, feminine hygiene, supplements—average basket size: EGP

250-400

e Prescription Delivery: Delivery fee + margin on partner pharmacy sales.

e Loyalty & Subscription Programs: Monthly plans (EGP 150-500) offering discounts, priority
access, and health tracking.

2. 12-Month Financial Projections (Egypt)

Category ‘ Monthly (USD) Annual (USD)
Revenue $40K-$70K $480K-$840K
COGS (Products + Delivery) $12K-$20K $144K-$240K
Gross Margin ~60%
Operating Expenses $25K-S35K $300K—$420K
EBITDA Breakeven by Month 10-12

Gulf markets (UAE, KSA) show 2—3x higher ARPU and faster monetization, but require higher upfront
investment.

3. Key Cost Drivers:

¢ Tech Development: $150K-S250K for MVP + integrations

e Marketing & Acquisition: S100K—-$150K for first-year campaigns

e Clinical Team & QA: S80K—-5120K for onboarding and compliance

e Logistics & Fulfillment: S60K—S100K for delivery ops and vendor setup

4. Funding Strategy:

e Seed Round Target: $750K-$1.2M
e Use of Funds:
o 40% Product & Tech
o 25% Marketing & Growth
o 20% Operations & Logistics
o 10% Clinical & QA
o 5% Legal & Contingency
e Sources:
o Angel investors & health-focused VCs (e.g. Flat6Labs, Algebra Ventures, A15)
o Strategic partners (pharmacy chains, insurers)
o Development grants (USAID, GIZ, IFC)
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7.3 Define the risks your project might face and the what is your contingency plan?

Key Risks Facing Olivia:

Risk Category Description

Regulatory Delays Complex licensing, telemedicine approvals, and pharmacy High Medium
integration laws

Data Privacy & Compliance with Egypt’s Electronic Signature Law and Gulf’s High High

Security stricter data laws

Low User Adoption Skepticism toward digital health, especially in older or rural Medium Medium
demographics

Logistics Disruption Delivery delays due to traffic, vendor issues, or pharmacy High Medium
stockouts

Talent Gaps Shortage of experienced healthtech professionals and clinical QA Medium Medium
experts

Funding Shortfall Delays in securing seed capital or grant disbursement Medium Medium

Contingency Plan:

1. Regulatory Risk Mitigation

e Partner early with legal advisors familiar with Egypt’s Health Insurance Law and Gulf telehealth
frameworks.

e Pilot Olivia in governorates with favorable digital health policies before national rollout.

e Maintain a compliance buffer in budget (~5% of total spend).

2. Data Security & Trust
¢ Implement end-to-end encryption and host data on MENA-compliant cloud providers.
e Obtain ISO 27001 or local equivalents to build user and investor confidence.
e Launch public-facing privacy education campaigns.
3. User Adoption Strategy
e Use influencer-led campaigns and Arabic-first UX to build trust.
e Offer free first consultations and loyalty rewards to reduce friction.
e Partner with NGOs or women’s health advocates for grassroots credibility.
4. Logistics Backup
e Build multi-vendor pharmacy network to avoid single-point failure.
e Use dynamic routing and real-time inventory dashboards.
e Maintain emergency stock for top 20 SKUs in high-demand zones.

5. Talent & Hiring

e Tap into diaspora networks and offer remote/fractional roles.
e Partner with healthtech incubators (e.g. AUC Venture Lab) for talent pipelines.
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Offer equity + impact-driven career paths to attract mission-aligned hires.

6. Funding Contingency

Stage fundraising in tranches tied to KPIs (e.g. 10K users, 5K orders).
Apply for grants from GIZ, USAID, and IFC with inclusion-focused pilots.
Keep 6-month runway in reserve and explore convertible notes if VC delays.

7.4 Define your key assumptions

Market & Customer Assumptions:

Digital Health Adoption: At least 15-20% of urban women in Egypt and 25-30% in Gulf markets
are open to telemedicine and online health services, based on rising smartphone penetration
and Vezeeta/Chefaa benchmarks.

Average Revenue Per User (ARPU): Estimated at $8—12/month in Egypt and $20-30/month in
Gulf markets, driven by higher purchasing power and demand for premium services.

Customer Acquisition Cost (CAC): Targeting S5—10/user in Egypt and S15-20/user in Gulf,
assuming efficient digital campaigns and referral programs.

Operational & Financial Assumptions:

Consultation Volume: Expecting 5K—10K monthly consults by Month 12 in Egypt, with 60—70%
retention via loyalty programs.

E-Commerce Conversion Rate: 3—5% of monthly active users will make purchases, with average
basket size of EGP 250-400.

Prescription Delivery Margin: 10-15% margin on pharmacy partnerships, assuming multi-
vendor fulfillment and dynamic routing.

Regulatory & Compliance Assumptions:

Egypt’s telemedicine and e-commerce regulations will remain favorable, with licensing
achievable within 3—6 months via MOH and NTRA.

Gulf markets (UAE, KSA) will require localized compliance teams and data hosting within country
borders to meet privacy laws.

Growth & Funding Assumptions:

Seed funding of $750k—51.2M will be secured within 6-9 months via health-focused VCs and
strategic partners.

Break-even expected by Month 18-24 in Egypt, and Month 12—18 in Gulf markets due to higher
ARPU and faster monetization.




