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Executive Summary Form

Project Title: Improving Contact Lens Hygiene in Extended-Wear Contact Users
Lead Contact: Nick Nelson
Lead Contact email: nanelson@umich.edu
One Line Pitch: Failure to wear and clean contact lenses properly leads to increased risk of infection; our product aims to automate as many aspects of lens care as possible in order to decrease the incidence of keratitis and other related eye infections. 


Project Summary: Our project aims to decrease the risk and rate of eye infection in extended-wear contact users by increasing adherence to CDC-recommended hygiene behaviors. 

Management: Prior to pursuing his MBA at the University of Michigan Ross School of Business, Nick Nelson spent six years as a consultant and oncology business development leader at IBM Watson Health and received an Economics degree from Duke University. Tia Calabrese is a senior undergraduate student studying biomedical engineering with a concentration in biomechanics. She has held research positions at both the University of Pittsburgh and at the University of Michigan. Loubna Baroudi is a graduate student in mechanical engineering. Through her numerous internships, she developed strong skills in data science. She is now a graduate student research assistant in a multidisciplinary project. Kevin Hughes is a PhD candidate in biomedical engineering specializing in the synthesis and testing of biomaterials. He has extensive experience in project management through multiple consulting groups. Jennifer Neva is a fourth-year medical student, who plans to match into Anesthesiology. She has abundant experience working within the healthcare system and has a particular interest in biotechnology. 



Customer Problem: Between 40-90% of contact lens wearers, of whom there are approximately 45 million in the US, do not properly care for their contact lenses. There are 1 million healthcare visits for keratitis annually, with a cost to the healthcare system of $175 million. 

Solution: Our product aims to take the opportunity for user error and non-adherence out of the consumers’ hands, by automatizing as many aspects of contact care as possible. For those that we cannot automate, we plan on having a paired smartphone or tablet interactive app that will help improve adherence to hygiene care. 

Target Market: Our first target consumer would be adolescent to college-age extended-wear contact users, with the possibility to extend our product to all extended-wear contact users.

Customer Validation: One issue that we have discussed is the problem of “brand switching,” due to discomfort with the contact lens. However, most discomfort is due to poor hygiene habits and could potentially be remedied by our product. This would be beneficial to contact manufacturers because it would allow them to keep their consumers buying their products. 

Technology Validation: We cannot present current evidence other than our non-physical prototype. We will be able to more thoroughly test whether our product works as intended when we have a physical prototype. 

Sales/Marketing Strategy: We are still deciding on how to market our product. Options we are considering are direct-to-consumer, selling through optometrists, or pairing with lens companies. 

Business Model: One potential business model idea we have at the moment is creating a subscription-based program, in which you pay a base fee for the device with a few for case/solution renewal every one-three months. This would allow us to have consistent revenue intake.  

Competitors: There are a couple, relatively unknown competitors that use vibration or ultrasonic methods to clean contact lenses. 

[bookmark: _gjdgxs]Competitive Advantage: We have an excellent team with a diverse set of skills and an excellent mentor in the eye-care field. This does not seem to be an issue that many large organizations are currently working on or allocating many resources to. 

Intellectual Property: We are actively discussing with Tech Transfer to determine our options moving forward.

Risk Assessment: Starting with the highest risk item that you can reasonably de-risk, provide a list of risk factors and associated risk mitigation strategy.  Please insert rows as needed.

	Risk factor
	Risk mitigation strategy

	Overnight wear greater than 1x/month
	App reminder to remove lenses

	“Topping off” solution
	Device will self-empty if there is solution but no contacts within the case

	Rinsing and air-drying case 
	Device will rinse, self-empty, and allow case to dry

	Replace lenses and case as often as instructed
	App reminder or automated reorder (subscription-type service) 



What questions are the team currently trying to answer?
1. What price are our customers willing to pay?
2. Does our device result in increased adherence?
3. What elements of a companion app add value to the patient experience?
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