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1. EXECUTIVE SUMMARY

Tech-Care has been founded by 6 shareholders in order to realize certain health care issues timely by the innovative products that are produced by the firm itself. The main aim of the company is to produce innovative medical products that would identify certain diseases timely and save time for the cure to save the lives of individuals. 

Tech-Care focuses on producing its first and most valuable product “fever follow-up system” to serve the medical market with great efficiency. The financial analysis and risk planning results have shown that at least 4680 units/year of the product are needed to be sold for this investment to be profitable. Considering the economical situation and the increment in the buying power of the customers in the last few months, the target value of the break point seems to be achievable. 

The target customer of our company is the medical market which consists of hospitals, patients and parents. Considering the importance of health issues and customer’s need to use or buy the equipment that would save his/her life, the company would be able to sell its products directly to customers or other businesses and make profit. 


  Our primary product is targeting the most of the share in the medical market. The device we are planning to produce is called “Fever Follow-up System” is designed to alert parents, patients themselves or responsible individuals of patients in the hospitals which are in this case for instance nurses for abnormal temperature changes. Our product determines both hypothermic changes in temperature and fever causing febrile convulsion. The statistical data of patients we’ve found projects that our product would reach to a great number of customers within a couple months with the help of pediatricians and severe advertisement. The overpricing of competing in the same sector for instance thermal imaging systems also bring an advantage to Fever Follow-up System of Tech-Care’s to enter the market with high sales ratings. 

The power of innovative thinking and serious research of the market leaded us to establish Tech-Care. The selection of the target market as the medical sector based on the research conducted and analysis done by the company shareholders. Considering the capabilities of the company, the innovative product that is designed, promising sales numbers granted, Tech-Care aims to dedicate itself to serve for the medical care of humankind.
2. CURRENT SITUATION 
2.1. BASIC CORPORATE DATA 
Name of the Company: TECH-CARE 

RFID Capital: $ …….. 

Head Office: Bilkent, ANKARA 

Manufacturing PLANT: Ostim, ANKARA
2.2 VISION
Our main ambition is making certain health care issues to be timely realized and cured. We care about improving the life quality for every individual. In the light of this vision we want to become pioneer company in the health sector.
2.3 MISSION
Tech-Care aims to serve patients suffering from high or low degrees of body temperature and provides an alarm system to warn the individuals to take cautions. Tech-Care exists in order to make its extending line of products and services available to larger groups of people while always remaining faithful to its principles of quality, reliability and business ethics. 
2.4 COMPANY VALUES
· Aim on driving the success of our customers. 

· Caring about customer needs and market needs and bringing innovate solutions.

· Giving importance to quality, cost and speed and using them a competitive advantage. 

· Hire the best personnel. 

· Giving every personnel responsibilities about what they do.

· Lead, energize and empower everyone to make decisions.

· Producing easy and clear solutions to problems that may occur; eliminating bureaucracy. 

· Evaluate plans and progress continuously; enhance what is working and change what is not. 

· Allocate resources relentlessly to achieve our objectives, maximize shareholder value and assure social responsibility.
2.5 COMPANY GOALS
· Using software supported systems to measure the results of the tasks, getting accurate results.
· Using statistical and reliable data in order to illustrate market opportunities and current situation of the firm.
· Improving the integration of operation units.
· Obtaining contribution from all staff in decision process.
· Providing customer satisfaction by producing innovative and reliable products that serves to the needs of the customers. 
2.6. PRODUCT

2.6.1. How does FCS Work?

The system will work the will the following procedure:

· The very first thing after the user buys this product is to put the batteries on to the system. Then the system is ready for use.

· The child should be clothed with the provided unallergic belt and the product should be put on to the pocket that is placed on the belt.

· After clothing the child, the system should be turned on by pressing the on/off switch. 

· The infrared measurement part of the system has a direct contact to the child’ skin and it measures the fever in a user-defined time interval(i.e. 1 minute)

· After the measurement by infrared thermometer, the system examines the data and if it detects a fever value that is higher than the user defined critical value(i.e. 38 C), the system will send signal to the receivers in order to sound an alarm.

· There will be two receivers. One will be at the parent’s room, including a speaker set and a 4x 20 LCD. The other one will small and portable in order to be carried everywhere inside the house. 

· When the receiver  takes the proper signal, the speakers will sound an alarm and the fever value will be displayed on the LCD.

· FCS v.02(hospital version of the product) will have the additional property called “Hypothermia”. It will sound an alarm when hypothermia case is detected by the system.

2.6.2. Extensions

· The user will be able to enter the critical value for the system. Critical value is the value that the system will start sounding an alarm. Using the menu of the system, the user can enter the value easily.

· The user will also be able to enter the sampling interval for the system. High sampling is recommended even though it effects the battery life  negatively. For both of the user-defined values, pediatrician advice is strongly recommended.

3. ORGANIZATION AND MANAGAMENT 

3.1. INFORMATION ABOUT COMPANY SHAREHOLDERS

Tech-Care is an innovative design and productions company that is founded in September, 2009. The aim of the foundation is to create innovative products for the health sector that would save lives. The current product that is being worked on, is named as Fever Follow-Up System which alerts the individuals in the case of abnormal body temperature changes. The main ambition of the company is to reduce the deaths caused by the febrile convulsion disease with the help of this product.

3.2 ORGANIZATION CHART
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3.3. EMPLOYEES AND DUTIES

Fehmi Berkay Aksoy,

CEO (Chief Executive Officer): He sets the strategy and vision. He builds the teams and check the cooridination between the departments. He sets budgets within the firm,  funds projects which support the strategy, and ramps down projects which lose money or don’t support the strategy. 

Mustafa Emrah Ocak,

CMO (Chief Marketing Officer): He is responsible from the product development, quality and sales management. He searches the market, try to find answers to the questions such as: Which markets will the company enter? Against which competitors? With what product lines? How will the company differentiate itself?  He tracks the market to see developments and needs and tries to find out solutions. He contributes to the product development process directly and prepares the QFD for the product. 

Suat Hakan Bektimur,

CFO (Chief Financial Officer): He is responsible from the financial issues. In this direction he does the financial planning, cost and revenue reckoning and accounting. He is also responsible from risk management and fund foreseeing. He also contributes in the market research. He directly reports to the CEO.

Ahmet Arda Peker,


COO (Chief Operations Officer):
The core duty of the COO is related to strategic, tactical and operational tasks in the short term. He is responsible for the development, external relations, legal acts, and improvement of the systems that create value of the company. He also provides a functioning link between daily operations of the members and longer-term strategies. 
Inci Tanrıbilir,


Research&Development and Information Technologies Manager:

Her main responsibility is to manage and improve computer based information technologies which are especially the software applications. She researches for the new technologies and informs the company CEO about these new developments and the possible applications. She contributes to the development and production stage directly with the other officers. She creates computer networks and prepares information databases as well as the web-site. 
4. OPERATIONAL PLAN
4.1. PRODUCTION
4.1.1. Product Description

Our product is named “Fever Conrol System”. It is a system that measures the fever from the child and notifies the parents if the child has fever or worse cases. In order to design such a system RF and infrared technologies are used. The reason why we designed such a system is to deal with a serious medical situation called “Febrile Convulsion”(FC), which some detailed information can be found at the Appendix. At the following parts of product description section, most important functions of the product are explained.
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· Unallergic belt: The measurement part(the part which needs to have a direct contact to child’s skin) has a small size( size of a cell phone at max) and it is connected to the child with an unallergic belt which contains a pocket on it. The infrared thermometer is held on the pocket and the pocket is attached to the belt. The belt is made of an unallergic material in order not to bother the child. Even if the child turns aside, the system will still work, because the pocket will protect it from any physical effects.

· Usage of infrared technology: The fever will be measured by infrared technology. This technology is currently used by pediatricians and infrared has no harm on children. It is advised that the measurement from the stomach area is ideal.

· Recording the fever values : The system will record the measured fever values in order to be seen by the doctor when needed. Every value that is measured will be recorded.

· Two different receivers for alarm: The system will sound the alarm for two different receivers, one will be a speaker in the parent’s room and the other one will be a portable and small one. The speaker in the parent’s room will help notifying the parents at nights whereas the portable receiver will help notifying anywhere in the house. It can be carried inside the pocket and the user can take it anywhere inside the house. It is a good option especially for housewife or the babysitters.
· Two different alarm types: The system will sound two different alarms, each for different cases. The first type will be sounded when the child has fever. The second alarm type will only sound when the child is having FC, therefore it is a signal for taking immediate action. FC case will be determined by the system by comparing the increasing rate in the fever values. If a high rate is observed, then the system will sound the second type of alarm.
· Easy-Setup:  All that the user has to do is clothing the child with the belt, placing the infrared thermometer onto the pocket on the blet, and then press the on/off switch button. Then the user can leave the rest to the system.
· Settings for user: The user can set the measuring period of the infrared thermometer. It has a range from one minute to fifteen minutes. The measuring period effects the battery life, but measuring frequently is advised although it decreases it. The user will also be able to set the critical temperature value at which the system will start sounding an alarm. The critical temperature value and the measuring period should be determined with the advice of a pediatrician.

· Connecting the product to computer: Since the measured fever values are saved by the system, it has to have a connection to a computer, so that the user can see the saved values whenever he/she wants. Therefore, the system has a USB connection to the computer.

· LCD Screen: There will be two LCD screens; one will be next to the child, attached on the measurement part and the other one will be at the parent’s room, so that the parents can see the fever value instantly.

· Emergency option: If the fever reaches a value that could cause serious harm on child, the system will automatically call the ambulance. This option will take place when the measured value is extremely high; which means parents cannot do anything about it. Pediatrician advice is necessary again for that value, since it can be entered by the user. It is not designed yet, but it is planned to be added to the system.
· Using for adults: The system can be used at adults too. The person will understand that he/she has fever and can see the values.

· Hypothermia case: The product can be used in hospitals, especially in the intensive care unit, where the patients can have hypothermia (unexpected very fast drop in the body temperature). The authorized person can see if there is a risk of hypothermia from the LCD. When the product is to be used in the hospitals, this will be another version of the product, which will be different from the “home version”. The version that will be used in the hospitals will have three different alarm sounds. The third one is for the case of hypothermia.
4.1.2. Hardware Description

In the hardware part there will be:

· One PIC (18F4520) that stores the fever values and the critical values defined by user.  

· Two receivers: One of them will be a speaker which will be placed to parents room and the other one is the portable receiver. 

· One RFID 433 Mhz Transceiver chip that makes the data transmission between the main part (PIC,LCD) and the two receivers. (One is the speaker in parents room, the other is the portable receiver)

· Two ADCs and Digital to Analog converters which will turn the datas from analog to digital and digital to analog signals.

· One infrared thermometer which measures the fever.

· Two 4 x 20 LCD ‘s which will display the fever values. With those two screens, the user will be able to see the values.
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Figure: System Block Diagram of Fever Control System

4.1.2.1. Hardware Interface
Infrared measurement system has no gauge on it. It just measures the child’s temperature. The child wears that part just like belt. This increases comfort and the user-friendliness of the product.


Main body is the part that needs the most of the user interface as it controls all other parts and manages the measured data. 

· LEDs on the main body give information about the conditions of the device. The first LED indicates whether the product is turned on or off with green light. The second one notifies the users about the low battery with red light. And the last one is a sign for measuring process. 

· LCD on the main body shows setting menu and the measured fever values. 

· Finally there are five buttons o main body. One of them turns on or off the device. Two of them are used for direction buttons and opening the menu. One of them is for confirmation. And the last button is used for measuring the fever independently from the regular measurements, and also that independent measurement is not recorded.


As user interface, receiver has a LCD screen. The screen displays the body temperature when the measurement is done. Also the FC threat is announced to parents by an alarm on the receiver.

4.1.3. Software Description

4.1.3.1. Firmware

Firmware will be written in C language as PIC microcontroller supports that programming language. The functions given below will be carried out by the firmware:

· Checking: The data from RFID will be compared with the previous data to check the child’s fever is increasing or is constant. If the fever of the child is constant, system will continue to measuring the fever of the child. However if an increase is detected or the fever of the child passed the critical value, parents will be notified and the family doctor will be called.

· Settings: Parents can modify the frequency of the measurements and the critical fever value. In order to prevent sudden FC, it is recommended to set a high frequency of measurements. Thus, early intervention to FC is possible. 

4.1.3.2. User Interface
When the system is connected to a computer by USB, the doctor of the parent can access the user interface for computer of our product. That software will be written in C# language. Main purpose of this interface is to view recorded fever values neatly and managing the user settings and family doctor’s information.


Majority of the software will be used in the main body’s LCD display. When the device is turned on, setting menu will appear on the main body’s LCD. With the help of direction and OK buttons, user can manage the settings like the critical fever value, which changes by 0.1C degrees, and the fever measurement frequency.


Also a program is needed for the computer connection. When the user connected the product to a computer by USB, user can access the Fever Control System’s program. With the help of this program, user can view the regularly measured fevers and their times. Moreover, user can have the neat copy of the records in a text file.

4.1.4. Supplementary Description

· There will be a PCB to host chips and other components. (Jumpers, capacitors, resistances)

· There will be a USB connector to taking the fever data to a PC. 

· There will be buttons to enter the critical fever values, which are defined by doctor. 

· There will be two batteries to empower system. (One fort he main system, one for the portable receiver) 

· There will be a plastic box for PCB and other components. (LCD) 

· There will be an unalergic belt which will cover the infrared thermometer. The belt will fasten to child’s stomach.
4.2. PRODUCTION COST AND TECHNIQUES

4.2.1. Soldering

All the components are placed on PCB. There is a technician to do all the soldering works. Chips and other components are placed on PCB. Soldering is done with automatic wave soldering machine. One technician is assigned for desk.

4.2.2. Plastic Case Mounting

After the soldering process the hole main system will be put in a plastic case and it will be mounted to the case. LCD screen will be mounted to the top of the case which can be seen from outside. There will be buttons on the case, to control the system. All the mounting process will be done by a technician.

4.2.3. Unallergic Belt 

A technician will put the infrared thermometer’s sensor onto the unalergic belt. In that way the sensor can measure the fever.  

4.2.4. Final Packaging Deck

The unallergic belt, the main system, parents’ speaker and the portable receiver will be placed in a carton box. One person will do this job. 

4.3. QUALITY POLICY


Tech-Care is aware of customer needs and wants that is why we give very much importance to product quality issue because we target to have a good reputation in the market and our product to exist for a long time. We searched the market for a long time in order to find the appropriate electronic devices that would work well together and give efficient results during the use of the product. As Tech-Care we have applied quality function deployement methodology in order to learn more about our customer’s needs and wants and shaped our product accordingly. 


4.3.1. Our quality objectives and QFD

4.3.1.1. Determining the customer requirements and Customer Importance Rating

In the first step of quality function deployment, we have arranged meetings with doctors, hospital managers and parents that own kids. These meetings helped us to understand what the customers need and wish.  According to these result we started formed our product. We also conducted a survey that helped us to understand the needs of customers.  In our survey questions we wanted the possible customers of our product to rate our product from 1 to 5. The results were arranged from most important to least important where the most important one with rating 5 was accuracy of the temperature measurement.  The results with rating 4 were the product being easy to install and the accessibility of data from distances that are far away. Portability, convenience were resulted in a rating with 3. The weight of the product was rated as not very important with rating 2 as well as the easy use of the product. Our survey covered these components and the customers were asked to rate these components. 

4.3.1.2. Customer Rating of the Competition

Our competitor was the company which produces thermal imaging systems with thermal cameras and monitors that has lcd screens that are attached to these equipment just like the ones used in the airport.  We wanted our customers to rate us and them according to the key features that are listed above.  The results indicated that our product had a higher rating.  For instance the customers rated that our product was easier to use and install, it is more portable and it gives accurate results as well as the accessibility of the data of temperatures which are available with the wireless system in the range of wireless.  We also had a feedback that the convenience of the product must be improved, the weight of the product must be decreased and it needs to be safe to use on the babies.

4.3.1.3. Technical Descriptions and Directions of Improvement

The data that we received from the customers helped us to implement the technical descriptions of our product.  We used these measures in order to attain key features and target values.  These measures were listed as follows:  Meeting the European standards, harness weight, data flow speed, no. of models, range of access, user interface and alarm. We have conducted a survey that included these listed measurements and wanted the customers vote for the listed items. According to the results we have calculated the importance of these listed items and we came out with the direction of improvement for these values.  Data flow speed was to be improved whereas the harness weight was to be reduced.  The customers also wanted the range of the wireless system to be improved. 

4.3.1.4. Relationship Matrix 

In this part of the qfd the relation between measures and key features were matched and evaluated in three categories of ratings which are strong with 9 ratings, medium with 4 and weak with 1. 

4.3.1.5. Organization Difficulty

We have evaluated the technical descriptions and the difficulty of the organization of them in this part of the qfd. Numerical evaluations were done with ratings from 1 to 5. We have assigned 5 to the most difficult items and 1 to the ones that are the easiest. For instance the most difficult item to be implemented was the number of models for our product. 

4.3.1.6. Correlation Matrix 

The contradictions between technical descriptions are denoted in this matrix. According to our matrix the contradictions were observed between range of access and harness weight. As well as user interface and harness weight and moreover alarm and harness weight. Improving these affected the harness weight. 

4.3.1.7. Engineering Assessment

In this part of the qfd we compared our company with the company that produces thermal imaging systems considering the items we listed under technical descriptors. The ratings were from 5 to 1 where 5 is the strongest rating.  It resulted that our product differed with the alarm system and this brought 5 points to us whereas both products acquired rating 5 in meeting European standards. However, because we don’t have any models and types of this product we have had the worst rating on that. 

4.3.1.8. Absolute Importance 

The absolute importance of technical descriptors is calculated by the product of relationship weights total and customer rating. Then, we convert the absolute importance to relative importance by calculating the weights of these values over 100 to find the percentages. The results showed our that data flow speed, harness weight must be taken into account seriously where data flow speed should be increased and harness weight must be decreased. The evaluations and calculations also showed that our meeting European standards is an important criteria.  

Note: QFD is in the appendix. (See figure 1)


4.3.2. Quality control


In the quality control process we target to check the product’s availibility due to customer needs. Design, production, installation, documentation and service facilities together form the quality of the product for this reason before the product is prepared and delivered to the customer, it goes religiously through all the steps above.  Tech-Care’s quality control is composed of two stages which are statistical control and failure testing. 

4.3.3. Statistical control


In statistical control the production process is monitored through the use of control charts which helps us understand background variations. Data is collected from samples at various points within the process and evaluated to distinguish the deviations. With the help of this methodology we aim to interfere to abnormal production issues and remove the delays in production and save raw material. 

4.3.4. Failure testing


Failure testing is very crucial in the manufacturing process. With this methodology it is ensured that the product that is being produced will not fail under different circumstances and situations of weather, stress, temperature and etc. As Tech-Care we aim to establish continual failure testing in the production process because with the help of failure testing we aim continually improving our products and services. For instance if a part or component of our product fails, we will examine the failures immediately to correct the problem and come out with solutions that would make our product much more lasting and efficient. 
4.4. CUSTOMER SERVICE

Our product, fever follow-up system will be distributed to pharmacies, supermarkets that sells electronic devices such as electroworld and medimarket. Also through the website of Tech-Care people would be able to make online ordering. Customers who buy our product or think of purchasing it may ask their questions about the product via the web site, fax or telephone, we also expect to have comments and feedbacks about the product. There would be a survey available on the website for customer feedback and evaluation of the product. 
Tech-Care also aims to provide technical support to our customers. The warranty of the product will be 1 year and our technical support departments would fix the product after 1 year warranty time against remuneration. 
4.5. PRODUCT DEVELOPMENT

We will try to develop the system in time. The product will be modified by adding extra functions to the system. The first idea we will try is to add a auto-calling system to the product. Suppose that the child has a very high fever value that parents cannot do anything about it, which means a doctor is needed immediately. In such emergent cases, in order to help the parents to gain some time, the system will automatically call a ambulance, if such a high fever value is detected. We have to have an agreement with GSM operators or some other telecommunication companies. That is the main idea that we want to add. The second idea that we are planning is to add a user connection to the system. This will be ideal for working parents. When the child is home and the parent is at work, the system will inform the parent about the child by sending a text message. A time interval has to be determined(such as 1hour) in order to add this feature. Also, we have to have an agreement with the GSM operators again.

5. MARKETING PLAN 


5.1. THE ECONOMY AND CURRENT CONDITION


The financial crisis has affected the entire world these days. All nations of the world the developed and the under developed countries are affected from the crisis. The countries which have strong enough economic conditions are also suffering from this. The food, science, medicine, weapons are of advanced technology and now these are the major problems facing this world.


Turkey has been directly affected by the global crisis, and some of the best evidence for this is to be found in the fall in industrial output. According to the latest data from the Turkish Statistical Office industrial production dropped 18.5% year-on-year in April, after a 20.9% fall in March. Economists expected a decline of 18%. Manufacturing was down an annual 20.6%, while mining and utilities output were down 5.4% and 5.3% respectively. In fact the biggest drop was in capital goods production, which fell 41.8%. Below you may find the diagram that illustrates the economical situation of Turkey.
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Turkey is still trying to recover from the crisis. Accoriding to the statistical data from Turkish Statistical Office the consumer index which was 74.77 in March, increased by 8% to hit 80.75 in April. Below you may find the diagram illustrating the situation taken from http://turkeyeconomy.blogspot.com/.
5.2 MARKET ANALYSIS



Febrile convulsion occurs through a very a rapid rise in body temperature. It is more common in children between ages 0 to 5 and the probability to have this illness is 1/20 in children who lies at this age group. There are roughly about 6.257.000 children at this age group so we can estimate there would be around 312850 cases. Also the probability of a child having febrile convulsion increases if one or both of the parents had this illness before, also if a child had a febrile convulsion attack before the probability rises to 33 percent. Having a Febrile convulsion attack may have some severe consequences including serious brain damage or even death at some extreme cases. 


The symptoms cannot be understood if the body temperature of the child is not observed continuously. As a result, when the parents are sleeping the babies are more likely in danger of having febrile convulsion. ““So when a child has an illness with fever this keeps parents from sleeping or doing their daily chores because the child needs to be watched over carefully””.Fever Follow-up System allows for parents to sleep or do the other chores without having to feel remorse even if there is a risk of Febrile Convulsion because in such a case the parent would be alerted and the risk would be minimized.


5.3. TARGET GROUPS

There are two main customer target groups for Tech-Care. The first segment is the parents who have children between ages 0-5.  As indicated in the market analysis Febrile Convulsion is more common in the age group 0-5 so the parents of these children will be the first target group. 


The second target group is the hospitals. We expect hospitals to use Fever Follow-up System's detecting Hypothermia function instead of Febrile Convulsion function. Unlike Febrile Convulsion in Hypothermia body temperature falls below the normal level rapidly and most of the cases it would lead to death. Hypothermia is mostly seen when a person is exposed to very cold weather. For example homeless people or mountain climbers. Fever Follow-up System will not be useful in these occasions but another place we witness Hypothermia is in the Intensive Care Units (ICU) in hospitals. Fever Follow-up System would here measure the body temperature of the patients and will alert the doctors if there is a risk of Hypothermia. With the help of Fever Follow-up System the workload of nurses and doctors would be diminished because they will not need to measure the temperatures manually rather the Fever Follow-up System will update them when a change occurs. This would lead to a higher quality of service to all patients in the hospital. There are roughly 5000 ICU beds currently but this number is expected to rise as the Ministry of Health is concerned that this number is not enough for Turkey and increasing the amount is a priority for the Ministry.


5.4. THE COMPETITORS

Remote temperature and fever measurement system is a new sector in the market, except thermal imaging systems there are no examples of such fever measurement systems. Especially after the launch of thermal imaging systems, the sector started developing and several variety of products that are used for the purpose of fever measurement penetrated the market. However, there isn’t an exact product that targets the customer portfolio that we target and products that are produced are using thermal imaging instead of infrared technology. For instance, RAX-IR Thermal Camera and FevIR Scan Skin Temperature Measurement System are the examples of thermal imaging, they are used in airports nowadays in order to diagnose swine influenza. However, they are not used for the purpose of diagnosing Febrile Convulsion and they are far too expensive systems which a family with regular economical conditions would afford to buy. FevIR also does not have an alarm system that would alert the parents for instance in the case of febrile convulsion. Moreover, because thermal imaging systems are very expensive and not popular, they are sold via internet.  Therefore, with fever follow-up system Tech-Care aims to cease lack of supply.
5.4.1 Possible Competition which may arise with this product:

We believe that our product serves for the good of human health. There are many companies working in this sector that are very innovative and successful but with the wide use of RFID and Bluetooth systems any company that is working to solve the health issues may come up with a similar product. The engineers and technicians working for these companies are more experienced about these technologies so they may be faster than us to produce such a product. However, the add-ons that we are planning to add on this product may increase our share and reputation in the market. 
5.4.2. Pricing information on similar products
Similar products such as thermal imaging cameras are much more expensive (over 3000$) compared to our product. Other products such as infrared thermometers are about 100$ but they fail to satisfy the customer needs in our project where parents are always informed about the child’s body temperature. The detailed information about those products will be given in appendices.

6. MARKETING OBJECTIVES & STRATEGEIS
6.1. OBJECTIVES


Tech-Care is a newly established firm and recently has no market power and customer awareness. Because of these facts Tech-Care's primary objective is to focus on the only available product it has right now, Fever Follow-up System. Tech-Care will try to bring Fever Follow-up System to perfection and after adequate level of customer awareness and market power has reached try to be a sector leader in health sector by coming up with new and innovative ideas and products. Tech-Care’s objectives can be set at two levels:
6.1.1. Corporate Level 
6.1.1.1. We aim to be leader firm in fever control systems in the long-run. 

6.1.1.2. We aim to spread abroad after break-even passed and our brand name created in Turkey. 

6.1.1.3. We aim to give importance to R&D and re-investment with taking at least 30% of net profits. 

6.1.1.4. We aim to increase earnings per share by at least 20% every year for the foreseeable future.  

6.1.2. Functional Level 
6.1.2.1. We aim to achieve a market share of between 20% and 25% in five years yearly. 

6.1.2.2. We aim to achieve at least 35% customer awareness of fever control system in long term. 
6.1.2.3. We aim to sell at least 800.000 of our product in our five year plan. 

6.2. PRODUCT STRATEGY

Fever Follow-up System is a device that is applied on patients and especially babies in order to control their fever remotely. Therefore, the most crucial thing about the product we focused on is having a full working wireless system and accurate results of temperature measurement. Establishing these features on the product and making them working properly would able us to gain more clients. 

The product is composed of several electrical devices such as LCD screen, microcontroller, RFID, infrared temperature measurer. Considering that the technology is growing fast, in the future there might be more efficient components that would increase the efficiency of the product which we consider to adopt to the product as they show up. We aim to compete with our competitors on the basis of producing reliable and efficient products thus we aim differentiating features of our product that would make it a better product. It is a fact that producing an innovative product is a very big advantage in the market because the market needs products that are new and demandable. At this point it is right to say that we are lucky because we don’t have an exact existing competitor in the market that would decrease our profit.  To be the leader in the sector we aim to rapid product development and establish good relations with our customers, caring about their needs and wants to grow rapidly and make the benefit of our leadership. 
6.3. PRICING STRATEGY

For the two different versions of the Fever Follow-up System two different pricing strategies are designed. As there is currently no direct competition in the market, deciding on a price depending on competitors was not possible. For FCS v0.1 (home version) Tech-Care used the surveys which were conducted during market analysis to decide on price. 


	 
	# of Attendants
	%

	50TL-100TL
	13
	14

	100TL-150TL
	23
	26

	150TL-200TL
	30
	33

	200TL-250TL
	17
	19

	250TL and above
	7
	8

	Total
	90
	100
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After analyzing the survey results the best price interval is between 150TL-200TL but also considering the cost schedule of the company and the fact that the product will be a premium product in the market Tech-Care decided on 210 TL as price for FCS v0.1 under normal economic conditions. However; we also took into consideration the uncertainties in the economy. If the economy goes into an unexpected crisis the price will be lowered to 175 TL with almost no profit margin to keep the customer base.


For FCS v0.2 (hospital version) the price is decided after negotiations with the hospitals and the price would be 300TL. Under the conditions of unexpected economic crisis the price could be lowered to 220 to keep the customer base.

6.4. DISTRUBITION STRATEGY

The market for Tech-Care would be Ankara initially because of dense population and high number of hospitals. The company will reach the customers both directly and indirectly. The product will be available at intermediaries such as technological stores (e.g. Teknosa, Mediamarkt), medical stores and pharmacies. Also direct sales through company’s website would be available in order to reach final customers without the help of the intermediaries.
6.5. PROMOTION STRATEGY
    
Tech-Care realizes that regardless of the product the success depends on the marketing strategies that are conducted. Being a new company with almost no customer awareness makes the promotion strategies for Tech-Care vital. Two different strategies are designed for two different versions of Fever Control System.


For FCS v0.1 the most important strategy is going to be advertisement through pediatricians. Because the results of the survey indicates that, even if a customer is not willing to buy the product after pediatrician recommendation roughly 60% of the attendants changed their mind and stated that they will buy the product. So at the initial months pediatricians would be the best promotion strategy. Also mass media advertisement will be used. Word of mouth marketing will be used after customer awareness has been established.


For FCS v0.2 the sales strategy would be direct sales. Members of sales team will go to hospitals and negotiate the product in person. Also direct mail will be used to contact doctors.

6.6. FINANCIAL STRATEGY

The vital strategy for Tech-Care is to keep the cash flows of the company positive.  Financial and Accounting Departments are responsible for preparing financial statements after certain periods and keep the managers updated on the financial status of the company. Finding additional fund resources and finding ways to reduce costs for Tech-Care is another important duty of Finance Department. Also after a sound financial status is established finding  alternative investment options are duties of this department.
6.7. ADMINISTRATATIVE STRATEGY

 The administrative strategies of Tech-Care goes on hand to hand with company vision. Hiring of the personal, their training in order to create productivity are important  duties of administration. Also providing a workplace desirable for everyone is another responsibility of the department.

7. SALES FORECAST

Tech-Care fore casted different sales number for both versions.

7.1. FCS v0.1

As also stated before currently the number of children who are aged between 0-5 are 6.257.000 children and estimated number of cases are 312.850.  However; this amount of sales is not expected which would be overly optimistic. First of all Fever Control System can be perceived as a luxury good by some sectors of society. Therefore; the target group for Tech-Care is families with middle and high income levels. Under normal economic circumstances the expected number of units sold is between 3500 and 5000 at the first year. After customer awareness is established the sales are expected to rise rapidly.

7.2. FCS v0.2 

Based on the negotiations that have been made so far with the hospitals scattered all around  Turkey it is realized that there is a strong demand for the product which leads to high expectations about the number of sales. There are currently 5000 ICU beds at Turkey and under normal economic circumstances the sales forecast for the first year is around 2000 units. The sales numbers are expected to rise after first year because we are aware of the Health-Ministries efforts to increase the number of ICU beds at Turkey.   

8. FINANCIAL ANALYSIS
8.1. Break-even Analysis

We had done break-even analysis separately for two different versions of Fever Control System. FCS v0.1 is the home version and FCS v0.2 is the hospital version.

Break-even point is the point where the total costs are equal to total revenues. The production can start for Tech-Care after 194400 TL of investment is made (detailed information is provided at the capital spending section below) and the variable cost of a unit is 150 TL.

FCS v0.1;

Selling Price:  210 TL

Variable Cost: 150 TL

Fixed Cost: 194400 TL

Marginal Contribution: 60 TL
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Contribution margin per unit = (Revenue per unit) – (variable cost per unit) 





= 210 – 150 = 60

Break-even point 
= (Fixed Cost) / (Contribution margin per unit) 




= 194400 / 60 = 3240 
The break even-point is 3240 units for FCS v0.1.

The break even-point is 3240 units for FCS v0.1. This number indicates that in order to cover operating costs Tech-Care should sell at least 3240 units, if more than 3240 units of FCS v0.1 is sold the amount will turn directly into operating profits.

FCS v0.2

Selling Price:  300 TL

Variable Cost: 180 TL

Fixed Cost: 194400 TL

Marginal Contribution: 120 TL
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Contribution margin per unit = (Revenue per unit) – (variable cost per unit) 





= 300 – 180 = 120

Break-even point 
= (Fixed Cost) / (Contribution margin per unit) 




= 194400 /120 = 1620 
The break-even point is 1620 units for v0.2.

The break-even point is 1620 units for v0.2. This number indicates that in order to cover operating costs Tech-Care should sell at least 1620 units, if more than 1620 units of FCS v0.2 is sold the amount will turn directly into operating profits.

After analyzing these numbers board members have every reason to be hopeful about the success of Tech-Care. Because sales forecast and break-even analysis suggest that if the expectations are realized the company will cover up operating costs within less than a year and start to add to the value of the company which is a great accomplishment for a start-up company.

8.2. COST SCHEDULE

8.2.1.
Variable Costs

	 
	number
	      Total           Price

	4 x 20 LCD
	2
	         38 TL 

	433 Mhz Transiever
	2
	         21 TL 

	18F4520 PIC
	2
	         25 TL 

	3V Lithium Battery
	2
	           3 TL 

	ADC
	1
	           4 TL 

	Speaker
	2
	           3 TL 

	Cables
	
	           3 TL 

	Infrared Thermometer
	1
	         30 TL 

	Nonallergic Belt
	1
	         22 TL 

	Coverage
	1
	           1 TL 

	
	
	

	Total
	 
	      150 TL 


8.2.2. Capital Spending

For a start-up company it’s rather not possible to know capital outlays. The numbers we used are based on estimations which depend on market analysis, cost analysis we conducted. 
8.2.2.1 Office

Tech-Care decided that Ankara would be the pilot market, because Ankara is rather a populated city with citizens with relatively high average income and because there are 29 hospitals in the city center. Because of the reasons stated above having the head office at Ankara would be the best fit in order to accomplish business strategies of Tech-Care. The office will be located at Çankaya and the monthly rent would be 3500 TL adds up to 42000 TL yearly rent expense. One year rent is paid in advance.
8.2.2.2. Office Fittings

After the office is rented we should estimate the cost of office fittings. Office fittings would include computers, furniture, all electric devices (fax, printing machine, etc.) and would also include the office supplies. We estimate the total cost of office fittings to be around 16000 TL.
8.2.2.3. Manufacturing Plant

Tech-Care would be producing Fever Follow-up System at the plant which would be located in Ankara like the head office. Since the company lacks the funds to purchase a factory at the moment the factory would be rented. The rent expense for the manufacturing plant would be monthly 6000 TL and annually 72000 TL.  One year rent has paid in advance. The machinery and equipment will cost around 50000 TL. 
8.2.2.4. Vehicles
Two cars will be used for distribution purposes. We are planning to use a Fiat Doblo for distribution purposes and a Renault Clio would be used with marketing team. Total cost of lease of these two cars would be monthly 1200 and yearly 14400 TL. One year rent is paid at advance.
Capital Spendings

Manufacturing Plant …………………………72.000TL

Machinery and Equipment …………………..50.000TL

Head Office …………………………………...42.000TL

Office Fittings …………………………………16.000TL

Vehicles …………………………………….....14.400TL

Total ……………………………………….....194.400TL
8.2.2. Salary Costs

Position






Annual Salary for 2010

CEO









40000TL

CFO









32000TL

COO









30000TL

Project Manager







28000TL

R&D Manager







24000TL

Advertisement Employee x2





18000TL

Delivery Employee






  7800TL

Sales Employee x2 






18000TL

Technician x2







10000TL

Workers in Factory x7






  7620TL

Secretary








8000TL

The wage rates are expected to rise as the company starts to increase sales and earn profits.

8.3. FINANCIAL STATEMENTS
Balance-Sheet and Income Statements for first year is provided in the Appendix.

9. RISK ANALYSIS

9.1. SWOT ANALYSIS


9.1.1. Strengths

Tech-Care operates at the Health Sector and especially focuses on the health of children and the product we offer is unique in the market. Because of this uniqueness of the product and seriousness of the sector we are operating in, it is obvious that we will get a positive reaction from the customers. Another strength of Tech-Care is that we are working with pediatricians in the development phase of the product and with their expert point of view our product will satisfy all the needs of the customers. Moreover; we have already established a customer base after negotiations with some hospitals.


9.1.2. Weaknesses

The most obvious weaknesses that could hinder the progress of Tech-Care is that all 5 managers graduated recently from the Bilkent University and their lack of experience could be a drawback. Also as Tech-Care is a start-up company we lack the financial structure and the labor force to capture a high market share after entrance without the help of an investor. In terms of the product, Fever Follow-up System should be worn like a belt and even if it is build with non-allergic materials it can arise a discomfort at the child. 


9.1.3. Opportunities
  
Fever Follow-up System is a unique product in the market and with successful marketing and sales strategies it would be easy to capture a high market share and establish a strong brand power. Also the product can easily be enhanced with new functions enabling it to compete at other facets of health sector.


9.1.4. Threats  


Biggest threat against our product is that after introducing to market if the product cannot establish a customer base, bigger firms can enter the firm and because of better financial structure they can crowd-out Tech-Care.


9.2. CRITICAL SUCCESS FACTORS

Fever Follow-up System is an innovative product and it would be fair to say that marketing strategies and creating customer awareness would be the most essential Critical Success Factor through these strategies capturing a high market share is the main target of Tech-Care. Another factor is keeping our connections with pediatricians intact which would lead to additional sales through their recommendations. Establishing high-quality and safety standards is also critical because the product will be used for the health of children and avoiding risks should be essential for the company. The last Critical Success Factor for Tech-Care is to continue to enhance the product to maximize customer satisfaction.


9.3. LIMITING FACTORS 


Limiting Factors that Tech-Care faces are mostly in the financial side of the project. Finding the funds and employees for mass production would be hard at the beginning of the project. Also the lack of customer awareness and brand power at the beginning could lead to decrease in projected sales hindering the progress of the company.


9.4. ALTERNATIVE SCENERIOS AND STRATEGIES

Tech-Care is a brand new company in the sector and the future sales volume might be different than we predict. In such a case Tech-Care will give more importance to advertisement and even will go for a discount on the price of the product to attract more customer attention.
10. CONCLUSION
This report introduces the initial plan and future operations of Tech-Care. Analyses and research about market conditions, competitors are done in order to reach conclusions about our place in the market and our market penetration strategy. The analyses depend on realistic scenerios.


 Fever follow-up system offers a unique chance to parents and people who are taking care of patients to check the temperature status of patients remotely and be alerted in case of abnormal temperature change. Its unique design and distinctive service mechanism leads to a profitable market place in the market. As a result, it is expected to reach the break-even point before the first year of the product’s availability in the market is reached. 

As founders of Tech-Care we believe in our product and company and target to have a reliable reputation in the market. Our team members have remarkable experience in their fields which would help us secure our competitive advantage in the market. 

As Tech-Care, we are aware of the threats and opportunities that we may face in the market. Potential risks are considered by the company and alternative plans are developed.  We have also observed our product’s weak and strong points in order to eliminate problems in the long run. 
11. APPENDICES
Appendix1: Detailed Information about Febrile Convulsion and   

           Hypothermia
Appendix2: QFD

Appendix3: Rivals
Appendix4: Survey Questions and Results

Appendix5: Income Statement

Appendix6: Balance Sheet
Appendix7: Management Biographies

Appendix 1
Febrile Convulsion (FC) is one of the most serious medical situations in those days. It is a situation that starts with any kind of sickness with fever and occurs with the very fast increasing in body temperature values. It does not have any specific symptom, that’s why it cannot be foreseen by the doctors. During the FC situation, the fever starts to increase at a very high rate in a very short time interval such as 30 minutes. Since it is a sudden situation and it cannot be foreseen, the only cure for that situation is taking very close care of the patient instantly. FC can cause extremely important health problems on the victim; such as remaining paralyzed for the rest of life, powerful spasms, lack of consciousness for a long time and sometimes even death as an extreme condition. It is one of the most important health problems that the doctors and patients are trying to deal with.

FC is mostly seen at the children between the ages of 0 to 6 years-old. It is an occurring probability of 3% for that age group, which is a quite high ratio for a situation that serious. For a child inside that age group, the probability of experiencing FC for the second time is 30%, meaning that one child amongst every three child who experienced FC once, will have the situation for the second time. These statistical values are quite high and threatening for that age group. While dealing with FC, parents have to take the main responsibility since it requires instant caring. 

Appendix 2: QFD
	DIRECTION OF IMPROVEMENT
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HOWS

        WHATS
	Customer Importance
	Performance Measures
	Size of Range
	Technical Details
	

	
	
	Meet European Standats
	Harness Weight
	Data Flow Speed
	No. of models
	Range of Access
	User Interface
	Alarm
	

	
	
	
	
	
	
	
	
	
	1
	2
	3
	4
	5

	Wireless Remote Thermometer
	Usability
	Easy to use
	2
	
	
	
	
	
	
	
	



	
	
	Easy to install
	4
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	Portability
	3
	
	
	
	
	
	
	
	

	
	
	Convenience
	3
	
	
	
	
	
	
	
	

	
	Performance
	Accurate results of temperature
	5
	
	
	
	
	
	
	
	

	
	
	Light weight
	2
	
	
	
	
	
	
	
	

	
	
	Safe
	5
	
	
	
	
	
	
	
	

	
	
	Accessibility of data
	4
	
	
	
	
	
	
	
	

	
	Organization Difficulty

(5=Difficult, 1=Easy)
	2
	3
	3
	5
	3
	2
	2
	
Strong – 9

Medium – 4


Weak – 1



	
	HOW MUCHES
	%

100
	
	
	1
	
	1
	1
	

	Engineering Assessment
	Our Company -- 

Company A --
	5
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	4
	
	

	
	
	3
	
	

	
	
	2
	
	

	
	
	1
	
	

	ABSOLUTE IMPORTANCE
	45
	57
	61
	4
	16
	18
	18
	

	RELATIVE IMPORTANCE
	21
	26
	28
	2
	7
	8
	8
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Appendix 3

A-1) RAX-IR Thermal Camera

Weight

: 0.265kg

Size

: 12cm x 6cm x 3cm

Operating Temperature: -20C - +60C
Sensitivity
: 0.1C
Display
: LCD shows status of battery, indication of power

Sound Alarm
: Automatic alarm for low battery + audible Alarm for max/min temperature rise/fall, user defined.
Price

: US $ 5,896.00(on eBay)

Website:  http://www.raz-ir.com/index.php/raz-ir-pro-thermal-infrared-camera/razir-pro-specifications.html

A-2) FevIR Scan Skin Temperature Measurement System

Weight

: 166g

Size

: 5.7cm x 4.5cm x 5.2cm

Operating Temperature: -20C - +50C 

Sensitivity
: 0.05C

              Display
: connection to computer via USB 

Sound Alarm
: not present

Price

:

Website:  http://www.thermoteknix.com/brochures/visir/VisIR_Skin_Temp_to_email.pdf
Appendix 4
This report consists of the exact survey that was conducted during market analysis. Also results of this survey and graphical analysis of some results are available below. The survey was conducted on 90 attendants residing on several cities in Turkey including Ankara, Izmir, Balikesir, Mersin, Istanbul and Adana. 
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We Surely Take Care


One of the most important problems that the parents with little children are suffering from is the situation called “Febrile Convulsion”. It is a quite serious case since it effects the children in deadly ways. It may cause the child to lose his/her consciousness and sometimes make the child remain the paralyzed for the rest of his/her life. Moreover, in extremely cases, Febrile Convulsion may kill the child. What makes it that important is the fact that Febrile Convulsion has not any symptoms and cannot be foreseen beforehand by the pediatricians. When the child has any sickness with fever, the sickness can turn into Febrile Convulsion and the fever starts to increase in a very short time interval like 30 minutes. If the child is not taken care of at that moment, he/she may experience the bad effects of the situation as mentioned above.


Febrile Convulsion is mostly seen at the children between the ages of 0-6 and it has an occurring probability of %3 for that age interval. Once the child experiences that situation, the occurring probability of Febrile Convulsion for the second time is %30. These statistical values are significantly high for a child that age.


Please keep in mind that the only cure for Febrile Convulsion is taking very close care of your child instantly when he/she is sick, especially having an illness with fever. That’s why the parents have sleepless nights when the child is sick. We offer you the opportunity to sleep at nights even though your child is sick and also a partial cure for Febrile Convulsion. The new product of Tech-Care offers you to feel comfortable and safe about your child when he/she is sick. “Fever Follow-up System”, the recently developed product of Tech-Care is designed to notify the parents when the child is having a fever or Febrile Convulsion (for the worst case). You will be notified by a sound alarm and the fever value is displayed on a small LCD using Radio Frequency (RF) technology. All you have to do is clothe the child with our unallergic belt, so that the infrared thermometer can measure the fever, and then press the on/off switch. Then leave the rest to the system to take care of your child. You will be notified if your child has fever at any time of the day and you can do your stuff feeling safer or you can get a better sleep at nights even though your child is sick. Have a nice sleep!  J

Note: Infrared thermometer does not have any bad effect on children and the system has dimensions of a cell phone approximately in order not to bother the child.

If you could just answer the questions below and help us designing the product better, we will be very glad. We hope you like our product. Thanks…

Questions:

1. Would you like to buy “Fever Follow-up System”?

Yes                     No

Results:      %72                    %28       

2. If your answer is no, would you buy it if your pediatrician advises?

Yes

      No

Results:
%63

     %37

3. How much would you spend on the product at most?

$ 50-100
$ 100-150
$150-200
$ 200-250      $250 and above

Results: %14
    %26            %33            %19                  %8     
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4. If you decide to buy, where would you buy it?

Medical store
Electronic store
   Pharmacy
     Online

Results:
%28                 %11                       %43
       %18
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Personal info:

· What is your monthly income? ……….

Results: Average monthly income of the attendants who are willing to buy the 
     product is more than 900 TL.

· What is your educational status?...........

Results: %65 of the attendants who declared unwillingness to buy the product   
     have low education level.

· Do you have a child? If yes, how old is he/she? …………

Results:   %94 of the attendants has children.

          Average age of the children of the attendants are 4.5.

Recommendations:
Is there any extra function that you would like to see on our product? If you have any recommendations, please note below.
………………………..

Results: Most frequent recommendation was addition of a function to contact the parent with the use of a cellular phone or a beeper when the parent is away from home.

             Other significant recommendation was addition of a function to measure fever without contact to baby in order to increase the comfort.   

APPENDIX 5
INCOME STATEMENT PROJECTIONS OF TECH-CARE
	
	December 2010
	

	
	
	

	
	
	

	SALES( #of units)
	
	

	FCS v0.1
	
	3500

	FCS v0.2
	
	1700

	
	
	

	Revenues
	
	

	FCS v0.1
	
	735.000 TRL

	FCS v0.2
	
	510.000 TRL

	
	
	

	Total Revenues
	
	1.245.000 TRL

	
	
	

	COGS
	
	

	FCS v0.1
	525.000 TRL
	

	FCS v0.2
	306.000 TRL
	

	
	
	

	Total Cost of Goods Sold
	
	831.000 TRL

	
	
	

	Gross Margin
	
	414.000 TRL

	
	
	

	Operating Expenses
	
	

	Wage Expense
	159.420 TRL
	

	Rent Expense
	72.000 TRL
	

	Utilities
	3.000 TRL
	

	Marketing Expenses
	27.000 TRL
	

	Depreciation Expenses
	10.000 TRL
	

	
	
	

	Total Operating Expenses
	
	271.420 TRL

	
	
	

	Total Operating Profit
	
	142.580 TRL

	
	
	

	Non-Operating Expenses
	
	

	Administrative Expenses
	
	

	Rent Expense
	42.000 TRL
	

	Wage Expense
	8.000 TRL
	

	Depreciation Expenses
	8.000 TRL
	

	R&D Department Expenses
	
	

	Wage Expense
	24.000 TRL
	

	R&D Expenses
	16.000 TRL
	

	
	
	

	Total Non-Operating Expenses
	
	98.000 TRL

	
	
	

	EBIT
	
	44.580 TRL

	
	
	

	Interest Expense
	
	10.678 TRL

	Taxes 
	
	7.179 TRL

	
	
	

	NET INCOME
	
	26.723 TRL


APPENDIX 6
TECH-CARE BALANCE SHEET

	
	December 2009
	

	
	
	

	ASSETS
	
	

	Current Assets:
	
	

	Cash
	
	32.000 TRL

	Prepaid Rent
	
	72.000 TRL

	Total Current Assets:
	
	104.000 TRL

	
	
	

	Fixed Assets:
	
	

	Vehicles
	
	14.400 TRL

	Office Fittings
	
	16.000 TRL

	Machinery & Equipment
	
	50.000 TRL

	Total Fixed Assets:
	
	80.400 TRL

	
	
	

	Total Assets:
	
	184.400 TRL

	
	
	

	Liabilities & Owner's Equity
	
	

	
	
	

	Current Liabilities:
	
	

	Accounts Payable
	
	30.000 TRL

	Total Current Liabilities:
	
	30.000 TRL

	
	
	

	Long-Term Liabilities:
	
	

	Bank Loan
	
	100.000 TRL

	Total Long-Term Liabilities:
	
	100.000 TRL

	
	
	


	Total Liabilities:
	
	130.000 TRL

	
	
	

	Owner's Equity:
	
	

	Capital
	
	54.000 TRL

	Total Owner's Equity
	
	54.000 TRL

	
	
	

	Total Liabilities & Owner's Equity:
	
	184.000 TRL


Appendix 7
Fehmi Berkay Aksoy (CEO)

Fehmi Berkay Aksoy was born in İstanbul, Turkey at 10 March 1988. He lived his childhood years in Balıkesir and at the year 2002, he got acceptance to T.C. Ziraat Bankası Balıkesir Fen Lisesi. He graduated from high school in 2006 and now continuing his education at Bilkent University, Electrical and Electronical Department as a senior student. He worked for Balıkesir Elektromekanik Sanayi Tesisleri (B.E.S.T. A.Ş.) at summer 2008 and at the summer of 2009 he worked for Hanson Cement U.K. of HeidelBerg Group. He has been playing drums for 5 years. His other hobbies are playing basketball, squash, swimming and diving.

Ahmet Arda Peker (COO)

Ahmet Arda Peker was born in Izmir, Turkey in 30 November 1987. He graduated from M.E.V Private Izmir Science High School as the third student. He got accepted in Electrical and Electronics Engineering Major at Bilkent University. He worked for the technology company VESTEL Digital under the department of Ar-Ge, in 2008 for the summer internship. Next year he went to UK, to work at the leader cement company, Hanson Cement for his second internship. He is doing wind-surfing in summer for 9 years and his other hobbies are photographing, swimming and cars.       

İnci Tanrıbilir ( Research and Development Manager)

Born in Ankara on 30th May 1989. She was graduated from TED Ankara College Foundation High School in 2006 June. She will graduate from Computer Engineering department 2010 June. She has worked in ASELSAN AŞ (in Information Technologies Department) and MIKES AŞ (in Management Information  Systems Department) as summer training in 2008 and 2009. She is interested in popular culture of Japan and fantastic literature. She speaks English fluently and knows basic level German.
Mustafa Emrah Ocak (CMO)
Born in Izmir on 18th April 1986. He was graduated from ACI, American Collegiate Institute in İzmir. He is studying Industrial Engineering and he will be graduated from IE in 2010. He worked in HAVELSAN and Deniz Kristal A.Ş. as intern. He is interested in electronic music, a fan of watching films and playing playstation games. He knows English well and is in the intermediate level in German. 
Hakan Bektimur (CFO)
Suat Hakan Bektimur was born on 14 October 1988 in Ankara. He graduated from TED Ankara College. He started his graduate degree in Electrics and Electronics Engineering but in 2006 he changed his studies to Economics in Bilkent University and will graduate in 2010.  He worked in Finance Departments of Tepe Inşaat A.Ş. and Knauf A.Ş. as intern. 
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