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Executive Summary 
 
The concept 
 
Curaphar is a specialty pharmaceutical 
company that focusses on making innovative 
and patient friendly formulations available to 
patients. For an optimal treatment outcome, 
it is highly important that the patient keeps on 
taking the medicine. We take the extra step 
necessary to combine an effective medicine 
with the most comfortable dosing form. We 
are convinced this results in an improved 
outcome of the treatment of diseases. 
A good example is our first product which is 
a unique patented liquid dosing form of a first 
line treatment option for osteoporosis 
(Alendronic acid). This product is Bonasol.  
Since 2015 we have been working towards 
this moment and all preparations are being 
made for the official launch of Curaphar’s 

Bonasol.  
 
The idea of selling patented medicines 
ourselves was born in 2014. After we 
performed a solid market research and 
gained the support of the opinion leaders, we 
started the discussion with the government 
and health insurance companies. After we 
got ‘the green light’ from them, we faced the 
big challenge of starting a pharmaceutical 
wholesale organisation with all the additional 
regulations and licences. In 2016, we placed 
the first order, and the first Dutch patients 
started on Bonasol.  
 
Now, in 2017, we are ready to expand. Our 
team of professionals has all the necessary 
knowledge in-house, and in order to 
strengthen our capacity, Curaphar will start 
deploying our own sales team. This will allow 
us to grow and expand our product range. 
The next product launches have already 
been scheduled. In 2018 Curaphar is going 
to introduce a medicine against gastric 
disease and in 2019 a medicine against bone 
disease. We are working passionately to 
accomplish our mission: for everyone the 
best treatment with Curaphar! 
 
 
Unique Selling Points 
  

• Ultimate focus on compliance and 
persistence 

• Customized therapy 

• Innovative user friendly dosing forms 

• Unique knowledge and know-how of the 
market 

• Unique pharmaceutical company 

• Strong in partnerships 
 
 
Earnings model 
 
It is the responsibility of Curaphar to inform 
physicians as careful and complete as 
possible about our products. In case of a first 
line treatment option (like Bonasol) a 
physician will frequently prescribe this 
medicine. As soon as a patient receives a 
prescription for our product, he/she will pick 
it up at the pharmacy. The health insurance 
company will fully reimburse the costs of the 
medicine to the pharmacy. The pharmacy 
orders our product at the wholesaler, who 
has purchased our products, ensuring he has 
sufficient amount in stock. 
 

https://www.symbid.nl/ideas/8032-innovations-in-health
https://www.symbid.nl/ideas/8032-innovations-in-health
https://vimeo.com/215475538
https://vimeo.com/215475538
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Accomplished so far 
 
To start a pharmaceutical company a lot of 
steps must be taken. In the past two years: 

• we have set up and implemented all the 
necessary procedures, concerning: 

1. distribution and storage of 
medicines 

2. reporting of side effects 
3. advertising and communications 

aimed at health care 
professionals 

• we received our wholesale licence after 
being audited by the Healthcare 
Inspectorate 

• we received the Dutch exclusive licence 
for Bonasol 

• we have finalised the registration for 
Bonasol in the Netherlands, including 
mock-up design of our own packaging. 

• we have come to an agreement about the 
price for Bonasol with the Ministry of 
Health in the Netherlands 

• we have agreed a full reimbursement 
status with the health insurance 
companies. 

 
It was a deliberate decision to start the 
introduction of Bonasol on a small-scaled 
base. Meanwhile the product is already being 
used by several hundred patients and 
supported by experts in osteoporosis. Now is 
the time to add more sales capacity and get 
the attention of all osteoporosis treating 
professionals. 
In the Netherlands on average 240.000 
patients receive treatment for osteoporosis. 
We expect that at 3 years after launch 
15.000-20.000 osteoporosis patients will be 
treated with Bonasol. 
 
 
Financing needs and allocation of funds 
 
Curaphar is ambitious and has set a goal to 
become a specialty pharmaceutical 
company with an expanding product portfolio 
of innovative medicines and a revenue of 10 
million euros within five years. 
In order to make a significant step forward, 
an investment of at least € 625,000 will be 
necessary. Rabobank supports our business 
plan and has expressed their desire to grow 
with us. They have provided Curaphar with a 
loan of € 350,000. Through the Symbid 
crowdfunding campaign we would like to 
raise another € 275,000.  Furthermore, we 
are choosing the possibility of overfunding. 

 
The € 625,000 budget represents: 
Sales team                      € 270,000 
Training & education      €   25,000 
IT                                    €   10,000 
R&D                                €   55,000 
Stock   € 145,000 
Sales & Marketing         € 120,000 
 
 
Invest in Curaphar with an attractive 
return on investment 
 
Your investment is a convertible loan with a 
maturity of five years. We offer you 8% 
interest per year on this loan. The interest will 
not directly be paid out annually, but it will be 
added to the loan amount. This is called the 
total invested amount. This amount will be 
converted into shares at the time of 
conversion, OR it will be paid out to the 
investor. (after 5 years, or at the time of 
conversion) 
 
If within five years Curaphar will receive a 
next significant investment of at least 
€100,000 from an investor, you will have the 
possibility to convert your total invested loan 
into shares. In this case, you will get a 
discount of 15-30% on the share price at that 
time. 
Even without a conversion as mentioned 
above, after five years you will have the 
choice to redeem on your investment in 
shares Curaphar, OR if you want, Curaphar 
can repay your total invested loan, OR you 
can extend the maturity of the loan with two 
years. 
 
For more information about the 
convertible loan click here. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

https://www.symbid.com/pages/crowdfunding-investors
https://www.symbid.com/pages/crowdfunding-investors
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Organisation 
 

 
Heert Eijkman 
General Manager and co-founder 
 

After having worked as a physician for 
several years, the last 16 years of his career, 
Heert has been working in the 
pharmaceutical industry. He held different 
international senior management positions 
within Procter and Gamble and Warner 
Chilcott. This experience has led to a clear 
vision for healthcare and Curaphar. Heert 
demonstrates natural leadership which he 
combines with a passion to get the maximum 
out of himself and his team.  
 
 

 
Zaf Kuipers 
Sales Director and co-founder 
 

Before they founded Curaphar, Zaf and 
Heert successfully founded and expanded 
E&K (pharma consultancy and medicine 
research). With 28 years of experience in the 
pharmaceutical industry, of which many 
years with Procter & Gamble and Warner 
Chilcott, Zaf knows the health sector as no 
one else. Zaf distinguishes himself by having 
the focus on the client with a good sense of 
inter human relations which is of course 
essential for a Sales Director. 
 
 

 
Sabina Eijkman-Smits 
Finance & Operations Manager 
 

Sabina has a Master in Business 
Administration with years of experience 
within international organisations as Danone 
and Opple Lighting. She is the financial 
conscience of Curaphar and ensures that the 
ambitions for growth are based on a solid 
and financial healthy fundament. Typically, 
Sabina is a teamplayer with a strong analytic 
insight and strategic vision.  

 
 
 
 

 
Angela van der Salm 
Senior Pharmacovigilance Manager 
 

Angela is our European Qualified Person for 
Pharmacovigilance. This is an important 
responsibility within our organisation 
because she needs to evaluate the side 
effects of the medicines and registers these 
in our database. She also reports these side 
effects to the competent authorities.   
 
 

 
Michiel Hendriks 
Regulatory Affairs 
 

Michiel is responsible for the registration files 
of our medicines and ensures these are 
always up-to-date. For example, he assures 
that the package leaflets are always actual. 
Michiel is our contact point for the Dutch 
authorities: The Medical Evaluation Board  
 
 

 
Jan van de Graaf 
Distribution 
 

Jan has over 30 years of experience in 
pharmaceutical wholesale. Together with his 
team he takes care of the order handling and 
the distribution of the medicines to several 
wholesalers.  
 
 
Legal structure 
 
Curaphar BV is 100% owned by SEEP 
TEAM Beheer BV, which also owns for 100% 
Eijkman & Kuipers HealthCare BV. 
Both its founders, Heert Eijkman and Zaf 
Kuipers, with their personal Holdings 
(respectively Eijkman Holding BV en Z. 
Kuipers Holding BV) each own 50% of SEEP 
TEAM Beheer BV.  
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Personal development 
 
Since 2015 we have been working towards 
this moment: all preparations have been 
made and now in 2017 we are ready to 
expand. Our team of professionals has all the 
necessary knowledge in-house, and in order 
to strengthen our capacity, Curaphar will 
start deploying our own sales team. This will 
allow us to grow and expand our product 
range. The next product launches have 
already been scheduled. In 2018 Curaphar is 
going to introduce a medicine against gastric 
disease and in 2019 a medicine against bone 
disease. 
Our strength is the quality of our stakeholder 
management. Our differentiating key 
features are knowledge, commitment and 
reliability. This is how we add value and why 
we’re considered to be preferred partners. 
Our sales team will always inform physicians 
about our products based on content.  
We have structured Curaphar in such a way 
that future product launches as planned for 
2018 and 2019, can be supported by the 
current organisation. If necessary, the sales 
capacity can be expanded with minimum 
adaptations.  
 
 

Product 
 
The product 
 
Curaphar is a young and ambitious 
company, founded by passionate 
professionals with years of experience in 
healthcare. We are convinced that 
‘continuous change’ is the only constant 
factor in healthcare. That is why we 
deliberately have chosen to be actively 
involved in this change, instead of standing 
passively along the sidelines.  
We want to help patients at an individual 
level by offering them their most optimal 
treatment. Curaphar wants to provide 
patients with innovative pharmaceutical 
dosing forms, during every phase of their 
lives. 
The development and registration of new 
medicines requires a lot of preparation and 
planning. It is therefore crucial to plan a 
couple of years ahead, so the organisation 
has sufficient time to prepare for a successful 
launch. This means we aim to launch on 
average one new product per year.  
Our first product Bonasol is successfully 
prescribed as a first line treatment option for 

osteoporosis. This product has our full 
attention right now. In 2018 we will launch a 
medicine against gastric disease. This 
medicine has a unique and more user 
friendly dosing form than the current 
medicine. In 2019 we are going to launch a 
medicine against bone disease. Also for this 
medicine the dosing form will be innovative 
and user friendly.  
 
 
Unique 
 
A lot of medicines on the market have not yet 
been used to their full potential. That is the 
reason why we founded Curaphar. We are 
distinguishing ourselves with the 
development, production and sales of 
innovative and patient friendly dosing forms.  
Our strength is the quality of our stakeholder 
management. Our differentiating key 
features are knowledge, commitment and 
reliability. This is how we add value and why 
we’re considered to be preferred partners. 
Our sales team will always inform physicians 
about our products based on content.  
 

• Ultimate focus on compliance and 
persistence 

• Customized therapy 

• Innovative user friendly dosing forms 

• Unique knowledge and know-how of the 
market 

• Unique pharmaceutical company 

• Strong in partnerships 
 
 
Earnings model 
 
It is the responsibility of Curaphar to inform 
physicians about our products as careful and 
complete as possible. When information is 
being shared, terms like ‘authenticity’ and 
‘quality’ are of the utmost importance for a 
healthcare professional. Therefore, we 
nurture our relationships with physicians, 
nurse practitioners, pharmacists, hospitals, 
health insurance companies, patient 
organizations, government and fellow 
pharma companies.  This collaboration has 
been funded and grown based on mutual 
trust and commitment. As such we know 
each other’s needs and challenges.  
 
In case of a first line treatment option (like 
Bonasol) a physician will frequently prescribe 
this medicine. As soon as a patient receives 
a prescription for our product, he/she will pick 
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it up at the pharmacy. The health insurance 
company will fully reimburse the costs of the 
medicine to the pharmacy. The pharmacy 
orders our product at the wholesaler, who 
has purchased our products, ensuring he has 
sufficient amount in stock. 
 
 
Scalability 
 
We have structured Curaphar in such a way 
that future product launches as planned for 
2018 and 2019, can be supported by the 
current organisation. If necessary, the sales 
capacity can be expanded with minimum 
adaptations.  
 
 
Current status 
 
To start a pharmaceutical company a lot of 
steps must be taken. In the past two years: 

• we have set up and implemented all the 
necessary procedures, concerning: 

1. distribution and storage of 
medicines 

2. reporting of side effects 
3. advertising and communications 

aimed at health care 
professionals 

• we received our wholesale licence after 
being audited by the Healthcare 
Inspectorate 

• we received the Dutch exclusive licence 
for Bonasol 

• we have finalised the registration for 
Bonasol in the Netherlands, including 
mock-up design of our own packaging. 

• we have come to an agreement about the 
price for Bonasol with the Ministry of 
Health in the Netherlands 

• we have agreed a full reimbursement 
status with the health insurance 
companies. 

 
 
Further developments 
 
Besides the scheduled launches in 2018 and 
2019 we have also started a product 
development with Oxford University for a 
medicine which will make a significant 
contribution to the survival of a heart attack. 
 
 
 
 

Market 
 
Target group 
 
A pharma company creates revenues by 
selling its medicines to the wholesalers. To 
stimulate the prescription of medicines a 
pharma company must interact with 
prescribers (physicians and nurse 
practitioners) to inform them about the 
product.  
 
Target group of healthcare professionals that 
treat bone diseases (e.g. osteoporosis) : 

• Physicians 

• Selection of medical specialists (like 
rheumatologists and internists) 

• Nurse practitioners 

• Pharmacists 
 
Target group of healthcare professionals that 
treat gastric disease: 

• Physicians 
• Selection of medical specialists (like 

gastro-enterologists & paediatricians) 
• Nurse practitioners 
• Pharmacists 

 
However, these health care professionals 
differ from each other in their interest and 
commitment to the treatment of these 
diseases. To ensure an effective and efficient 
deployment of the sales team it will be 
essential to select the right, interested and 
motivated health professionals and visit them 
frequently. 
To realise such, we have invested in a so 
called ‘targeting & segmentation’ exercise. 
We have bought a database containing all 
the necessary data about the total group of 
healthcare professionals, which enabled us 
to make different analyses to select the right 
healthcare professionals to be informed 
about our products.  
 
 
Market size 
 
The market size is related to the product.  
Osteoporosis leads to bone fractures that 
often result in heavy complications. For 
example, 1 in 4 patients dies after a fracture 
of the hip. Osteoporosis is a chronical 
disease that requires 5 years’ continuous 
treatment. However, there is a problem with 
the current treatment with tablets. Research 
shows that after 1 year at least half of the 
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patients have stopped taking their tablets. 
Therefore, it is essential that patients are 
provided with a user-friendly medicine which 
supports their compliance to treatment.  
 
In 2016 more than 900,000 man and women 
over fifty suffered from osteoporosis in the 
Netherlands. Due to population ageing this 
number will increase. At this point in time 
‘only’ 240,000 patients are receiving 
medication for osteoporosis. Clearly there is 
a huge potential for market growth.   
The product which we will launch in 2018 is 
a medicine against gastric disease. In the 
Netherlands about 1.2 million patients are 
using medicines against gastric disease. Our 
innovative and user friendly dosing form will 
provide added value to children and elderly 
people.  
 
 
Competition 
 
Curaphar is the sole supplier in the 
Netherlands of the unique and patented 
liquid dosing form of alendronic acid 
(Bonasol). Of course, competition from the 
existing treatment options with tablets and 
intravenously or subcutaneously 
administered medication remain in the 
market, but for its unique properties Bonasol 
will reach its own target group.  
The most relevant competition: 

1 Cheap generic alendronate tablets. 
Generic producers do not support 
their sale by a sales and marketing 
organisation. The tablets are also 
known for their gastric side effects 
which is the cause of a lower 
compliance.  

2 Desonumab (through s.c.injections). 
This is a second line treatment option 
according to the Dutch guidelines.  

 
 
Current customers 
 
By now several hundred patients are using 
Bonasol.  
 
 
Customer feedback 
 
Our customers see us as a preferred partner. 
We are receiving a lot of positive reactions to 
Bonasol from physicians (e.g. Key Opinion 
Leaders in osteoporosis).  
 

“Bonasol is being well tolerated.” 
“Bonasol is a beautiful product for the 
elderly.” 
“Bonasol can enhance compliance.” 
“Bonasol makes a proper use of our 
healthcare budget possible.” 
 
 
New customers 
 
At this stage Curaphar has its focus on the 
Dutch market. However, the option to acquire 
the license for Bonasol in Belgium is still 
open. We are already engaged with Belgium 
stakeholders Discussions will be further 
worked out with the expansion of our product 
portfolio.  
 
 
 

Sales 
 
Sales story 
 
Curaphar places the patient in the centre of 
our activities. We’re in constant search of 
new and existing medicines which we can 
offer in the right individual and most 
comfortable dosing form. In the Netherlands 
900.000 men and women are suffering from 
osteoporosis which can lead to far-reaching 
consequences because of the occurrence of 
fractures of the wrists, spine or hip. Still, only 
240,000 patients receive treatment. These 
people must rely on tablets which increase 
the chance of oesophageal and gastric side 
effects. It is therefore that more than 50% of 
patients will stop their therapy in the first 
year, although they should take the medicine 
for at least 5 years to get an effective 
treatment.  
That is why Bonasol was developed. Bonasol 
offers the alendronic acid in a liquid dosing 
form and therefore no tablet residues can 
remain in the oesophagus and stomach and 
cause side effects. Bonasol decreases the 
chance of gastric side effects which is likely 
to result in a better compliance. We will also 
apply this process of developing the most 
comfortable dosing form to other medicines.  
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Current Sales Activities 
 
Sales activities Bonasol: 

• Scientific publications in the 
Netherlands concerning osteoporosis 
and Bonasol  

• The development of Sales & 
Marketing tools 

• Targeting & Segmentation (defining 
target group) 

• Completed the recruitment of the 
sales team 

• Presentations about Bonasol in 
several hospitals 

 
 
Marketing & Sales Channels 
 
It’s forbidden by Dutch law to promote 
prescription medicines directly to patients. 
Marketing & Sales channels we will use 
instead are: 
 
Direct communication with the prescribers: 

• using highly educated and well 
trained people (our team of product 
specialists) to transfer knowledge 
about our products to health 
professionals who are allowed to 
prescribe (physicians and nurse 
practitioners) 

• organising and facilitating scientific 
meetings.  

 
Indirect communication with the prescribers: 

• Advertising and medical publications 
in medical magazines 

• Website Curaphar: 
http://curaphar.com/ 

 
 
Marketing target 
 
- Curaphar has the ambition to become an 

important player for innovative and patient 
friendly dosing forms on the Dutch market 
within 5 years. 

 
- For Bonasol: 

• To reach a small target group of 
physicians which generates 80% of 
the osteoporosis prescriptions. 

• To enlarge the brand awareness of 
Bonasol in this target group 

• To emphasize the first line treatment 
option of Bonasol within this target 
group.  

• To realise a 15-20% growth within 3 
years in a group of new patients who 
are treated for osteoporosis with 
Bonasol.  

 
 
Partnerships 
 
• Gador 
• Oxford University 
• Xeolas 
• Grapharma 
• InnSense 
• Pharmatech  
• Dada Consultancy 
• Profess Medical Consultancy 
• Farminform 
• Axon Pharius 
 
 
 

Financials 
 
Revenues to date 
 
For 2017 Curaphar is expecting a revenue of 
around € 135,000. 
 
 
Revenues Forecast 
 
Our revenue target: 
 
2018    € 1,500,000 
2019    € 3,425,000 
2020    € 6,420,000 
 
 
Assumptions 
 
The revenue targets for the period 2017-
2020 are based on the next elements: 
 
• Realising the crowdfunding targets of       

€ 275,000 with the possibility of 
overfunding. 

• Onboarding our own sales team of 5 
people in 2017. 

• Informing and convincing the target 
group of healthcare professionals and 
other prescribers about the benefits of 
Bonasol and our next products, by our 
sales team, starting July 2017. The team 
will be supported by sales and marketing 
activities.  

• Bonasol is a medicine that must be taken 
by the patient for 5 years. This has a 

http://curaphar.com/
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driving effect on the revenue by two each 
other mutually reinforcing mechanisms:  

1. DOCTOR: If we can convince one 
physician/nurse practitioner 
about the benefits of Bonasol 
he/she won’t be prescribing 
Bonasol only to one patient, but 
will also prescribe it to other 
patients.  

2. PATIENT: If a patient receives a 
Bonasol prescription he/she shall 
not be taking Bonasol just once, 
but for 5 years.  

EXAMPLE: If a physician prescribes 
Bonasol every month to two patients with 
osteoporosis, within a year 24 patients will 
get Bonasol prescribed by this single 
physician. The number of packages 
Bonasol to be sold in that year will be 
substantially higher, namely 156 (minus a 
couple of quitters). 

• This means in 2017 the revenue will have 
a steady start and will show a firm growth 
within the subsequent years.  

• In the Netherlands about 240,000 patients 
are receiving a treatment for 
osteoporosis. We expect about 15,000 – 
20,000 osteoporosis patients will be 
treated with our first choice medicine 
Bonasol at 3 years after launch.  

• In 2018 Curaphar will launch its next 
product: a medicine against gastric 
disease. In the Netherlands about 1.2 
million people are using medicines 
against gastric disease. Our innovative 
and user friendly dosing form will provide 
added value to children and elderly 
people.  

• In 2019 Curaphar will launch a product 
against bone disease. In the current 
revenue projection this introduction has 
not been incorporated.  

• Further collaboration with our partners in 
the distribution chain so the products of 
Curaphar will reach the patient more 
efficiently and quickly. 

• Of course, we keep looking for and 
working on innovative dosing forms to add 
to our product range with the focus on 
quality and attention for the patient.  

 
 
Investments to date 
 
Current shareholders have invested over        
€ 350,000 in Curaphar. They will also pay for 
this years’ management fees. 
 

They have made investments in licences, 
market research, R&D, marketing, stock, 
scientific research, IT, websites and housing.  
 
 
Financing needs 
 
Curaphar is ambitious and has set a goal to 
become a specialty pharmaceutical 
company with an expanding product portfolio 
of innovative medicines and a revenue of 10 
million euros within five years. 
In order to make a significant step forward, 
an investment of at least € 625,000 will be 
necessary. Rabobank supports our business 
plan and has expressed their desire to grow 
with us. They have provided Curaphar with a 
loan of € 350,000. Through the Symbid 
crowdfunding campaign we would like to 
raise another € 275,000.  Furthermore, we 
are choosing the possibility of overfunding. 
 
 
Allocation of funds 
 
The € 625,000 budget represents : 
Sales team                      € 270,000         
Training & education      €   25,000  
IT                                    €   10,000 
R&D                                €   55,000 
Stock   € 145,000  
Sales & Marketing         € 120,000  
 
 
Return on investment 
Invest in Curaphar with an attractive 
return on investment 
 
Your investment is a convertible loan with a 
maturity of five years. We offer you 8% 
interest per year on this loan. The interest will 
not directly be paid out annually, but it will be 
added to the loan amount. This is called the 
total invested amount. This amount will be 
converted into shares at the time of 
conversion, OR it will be paid out to the 
investor. (after 5 years, or at the time of 
conversion) 
 
 
If within five years Curaphar will receive a 
next significant investment of at least 
€100,000 from an investor, you will have the 
possibility to convert your total invested loan 
into shares. In this case, you will get a 
discount of 15-30% on the share price at that 
time. 
Even without a conversion as mentioned 
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above, after five years you will have the 
choice to redeem on your investment in 
shares Curaphar, OR if you want, Curaphar 
can repay your total invested loan, OR you 
can extend the maturity of the loan with two 
years. 
 
For more information about the 
convertible loan click here. 
 
 
Risks 
 
Company-specific risks: 

• Other movements in the market as to 
be expected based on the current 
trend will occur (although the ageing 
and growth of the population is to our 
benefit). 

• The brand awareness of Curaphar’s 
products and prescription by 
physicians will take longer than to be 
expected (but we will do our utmost to 
convince everyone of the quality and 
better treatment results of our 
products).  

• Unexpected competition (for now we 
are protected by our patent and with 
the announced expanding of our 
range the target group only will grow).  

• The current legislation for medicines 
and compensations could change 
(we will monitor this and if necessary 
take the necessary actions).  

• Curaphar will not be able to collect 
the necessary € 275,000 via Symbid.  

 
General risks of investing in convertible 
loans: 

• The Lender agrees that its claims 
against the Borrower under this 
convertible loan agreement rank 
below all other, non-subordinated, 
claims against the Lender as referred 
to in Section 3:277.2 Dutch Civil 
Code (‘BW’).  

• Lender issues a (subordinated) 
convertible loan to convert at a later 
stage to depositary receipts to 
become a shareholder of the 
company. Lender expects an 
(exponential) growth of value of the 
company with the possibility to sell 
the depositary receipts with a capital 
gain. However in most situations 
such capital gains do take more than 
an additional five years after 

conversion to be realized. In 
exchange for the possibility of a high 
return in case of a scenario of 
exponential growth of the value of the 
company, there is a risk the 
investment will be lost in case the 
company is not doing well. 

• Please read here carefully the risks 
while investing in shares or loans 
offered by the companies published 
on Symbid. Here you can also obtain 
insight in the default report of Symbid 
before deciding to invest.  

 

https://www.symbid.com/pages/crowdfunding-investors
https://www.symbid.com/pages/crowdfunding-investors
https://www.symbid.com/pages/risk_warning?locale=en


	

CASH	FLOW	STATEMENT 2017 2018 2019 2020

Revenues 134.553€																	 1.489.825€														 3.426.673€														 6.417.000€														

Cost	of	Goods	Sold 114.953€																	 451.850€																	 1.545.517€														 2.529.023€														

Staff	Costs 352.000€																	 585.000€																	 549.000€																	 720.000€																	

Sales	&	Marketing	Costs 97.845€																				 128.900€																	 258.400€																	 360.000€																	

Office	Costs 72.402€																				 104.302€																	 122.302€																	 120.000€																	
(incl.	Medical	&	Regulatory	Affairs)

General	Costs 3.180€																						 186.180€																	 243.180€																	 307.380€																	

Interest 48.935€																				 22.519€																				 20.406€																				 16.629€																				

Cash	flow	from	operations (554.762)€																 11.074€																				 687.868€																	 2.363.968€														

Cash	flow	from	investment -€																										 -€																										 -€																										 -€																										

Funding	Rabobank/Symbid 625.000€																	
Repayments (16.667)€																		 (33.333)€																		 (53.333)€																		 (63.333)€																		

Cash	flow	from	financing 608.333€																	 (33.333)€																		 (53.333)€																		 (63.333)€																		

Total	cash	flow 53.571€														 (22.259)€													 634.535€												 2.300.635€									

Cumulative	cash	flow 53.571€														 31.312€														 665.847€												 2.966.482€									

April	2017
The	underlying	assumptions	of	this	cash	flow	statement	are	described	in	the	finance	section	of	our	business	case	(www.symbid.nl)



	

PROFIT	AND	LOSS	STATEMENT 2017 2018 2019 2020

Revenues 134.553€																	 1.489.825€															 3.426.673€															 6.417.000€															

Costs	of	Goods	Sold 53.826€																				 559.010€																		 1.370.669€															 2.566.800€															

Gross	Profit 80.727€															 930.815€												 2.056.004€									 3.850.200€									
gross	margin 60% 62% 60% 60%

Staff	Costs 352.000€																		 585.000€																		 549.000€																		 720.000€																		

Sales	&	Marketing	Costs 97.845€																				 128.900€																		 258.400€																		 360.000€																		

Office	Costs 72.402€																				 104.302€																		 122.302€																		 120.000€																		
(incl	Medical	&	Regulatory	Affairs)

General	Costs 3.180€																						 186.180€																		 243.180€																		 307.380€																		

Total	Fixed	Costs 525.427€																		 1.004.382€															 1.172.882€															 1.507.380€															

EBITDA (444.700)€																	 (73.567)€																			 883.122€																		 2.342.820€															

Interest 48.935€																				 22.519€																				 20.406€																				 16.629€																				

EBTDA (493.635)€																	 (96.086)€																			 862.716€																		 2.326.191€															

Net	Corporate	Tax (113.409)€																	 (19.217)€																			 205.679€																		 571.548€																		

Net	Earnings (380.226)€											 (76.869)€													 657.037€												 1.754.644€									

April	2017
The	underlying	assumptions	of	this	profit	and	loss	statement	are	described	in	the	finance	section	of	our	business	case	(www.symbid.nl)



INVESTMENT	PLAN	CURAPHAR	-	USE	OF	FUNDS

Past	Investments

The	shareholders	of	Curaphar	have	invested	an	amount	of	€350.000	to	build	up	the	company.
These	funds	were	allocated	for	licences,	regulatory	memberships	and	fees,	marketing	expenses,	advertisements,	promotions,	IT	expenses,	
consultancy	DaDa,	corporate	restructuring	etc.
Furthermore,	the	first	batch	has	been	paid	fully	by	the	shareholders.
The	management	fees	have	not	been	invoiced	and	will	be	paid	by	SEEP	TEAM	Beheer	till	2018.

Use	of	funds

Curaphar	is	ambitious.	Within	the	next	five	years	we	would	like	to	be	a	specialiazed	farmaceutical	company	with	a	growing	portfolio	of	
innovative	medicines	and	a	yearly	turnover	of	10	million	euro.

In	order	to	step	forward,	we	now	require	a	minimum	amount	of	€	625.000	in	funding.
The	Rabobank	supports	the	growth	of	Curaphar	and	has	provided	us	with	a	€	350.000	loan	with	deferred	repayment.

Through	this	crowdfunding	campaign	we	would	like	to	raise	another	€	275.000.
We	will	accept	over-funding	to	a	certain	level	in	order	to	have	a	longer	reach	to	fullfil	our	growth	ambition.

The	use	of	funds	with	our	targetted	€	625.000	will	be	as	follows:

Salesteam €	270.000
Training	&	education							 €	25.000
IT €	10.000
R&D €	55.000
Stock	of	goods €	145.000
Sales	&	Marketing	 €	120.000

Future	investments

We	have	already	planned	new	product	launches	in	2018	and	2019.	
Curaphar	keeps	the	option	open	to	raise	additional	funding	at	a	later	point	in	time	depending	on	future	developments.


