
 



 



 



2012 2014 

+    

+ POC 
Diagnostics; 

 
+ Pre-Natal 

Dx 

- 

Sanger Seq. 

2 M. €     0,5 M.€ 

Oligos 

1-2M.€ 

Next-

Gen 
2 M. €     0,5 M.€ 

- 

- 

Sanger Seq. 

2 M. €    0,5 M.€ 

Oligos 
1M. €   0,25M.€ 

Next-

Gen 1-2M.€ 
- 

+    

2016 



-Quality is high 
- Price is average low 
-Packaging & Logistics(easy) 
-R&D (diagnostics) 
-Clients proximity 
-Language 

-Next-Gen &  
 Deep Sequencing 
-Diagnostic & pre-natal 
diagnostics 
-DTC (direct-to-consumer  
-tests) 

 Portuguese environment 
 for business is hostile: 
   - high taxes 
   - Big administrative load 

-Macrogen (Sanger & Oligos) 
-BGI  (Next-Gen) 
-Life Technologies (monopoly) 
-Clients shortage  
  on grants 

Strengths 

Weaknes

ses 

    

Opportunities 

Threats 



What we wrote in easierNGS? 
1) There is demand and market for our 

innovation  

 

3) Why the client will prefer our 

innovation and not a competitor? 

  

 

2) market size 

and growth rate, 

competitors and 

what is out there 

already? 



4) We spoke about us...who we are now... 

and who we will be after the project 



5) And demonstrated IPR 

awareness: 

6) ...As well as value for money when 

benchmarking the competitors... 

7) ...And  

included a 

look-like 

SWOT 

analysis... 



9) And wait for good news...good luck for all  



8) In the end...prove the skills of the team, prove the resources... And 

show the workplan 


