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1. Executive Summary

Meditaxi is a globally scalable, specialized logistics and mobility service for medical
products, pharmaceuticals, diagnostic kits, and patient-centered transportation. It
combines courier logistics with medical compliance, digital coordination, and fully
integratable interfaces for hospitals, pharmacies, care providers, and health insurers.

Core Value Proposition:

Closing supply gaps

Reducing healthcare system costs
Accelerating patient care
Compensating for staff shortages
Ensuring efficiency and compliance
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2. Market Potential

2.1 Macro Trend: Aging Population & Rising Morbidity

In Western countries by 2035:

25-30% of the population will be over 65

Chronic diseases will increase significantly (diabetes, cardiovascular diseases,
COPD, dementia)

> Home-care and home-treatment models will grow rapidly

Result: A massive increase in demand for reliable, continuous medical delivery to
patients’ homes.

2.2 Medical Logistics Market Size (Estimates)

Global healthcare logistics: > €100B
European last-mile pharma logistics: €15-20B
Home-care & ambulatory care logistics: > €50B
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Telemedicine & remote diagnostics: 15-30% annual growth

Meditaxi can participate in multiple segments simultaneously — a clear cross-vertical
market advantage.

2.3 Efficiency Pressure on Healthcare Systems

Health insurers across Europe urgently seek cost-saving solutions:

Fewer expensive hospital stays
Avoiding unnecessary emergency calls
Optimizing home-care supply chains
Reducing redundant transport routes
Preventing therapy interruptions
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Meditaxi becomes not just a logistics provider but a cost-reduction and coordination
solution for insurers.



3. Target Groups

3.1 Primary Target Groups

3.1.1 Health Insurance Companies

v

Major payers for medications, medical aids, and patient transport

N

Require transparency, compliance, digital documentation

v

Potentially the most important contract partners

3.1.2 Pharmacies & Online Pharmacies

> Professional, temperature-controlled last-mile delivery
> Enables same-day or even 90-minute medication deliveries

3.1.3 Hospitals & Outpatient Clinics

> Shipment of medication, samples, diagnostic materials
> Supply logistics for hospital-at-home programs

3.1.4 Home-Care Providers & Nursing Homes

> Daily/weekly delivery of consumables and devices
> Supports understaffed care services

3.1.5 Medical Device Manufacturers

- Direct distribution of home-care medical equipment to end users

3.2 Secondary Target Groups

Telemedicine platforms
Private patients (self-pay, premium services)
Home-care companies
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Medical centers and group practices (MVZs)



4. Meditaxi — Service Portfolio

4.1 Medical Delivery Services (Core Product)

v Medication delivery (urgent, scheduled, temperature-controlled)
v Diagnostic kits (blood tests, urine, DNA, point-of-care)

v Medical consumables (wound care, compression, incontinence)
v Chronic care materials (for diabetes, COPD, heart disease)

+ Medical devices (CPAP, blood pressure monitors, wearables)

Unique selling proposition | USP: Trained drivers + GDP-compliant processes +
temperature tracking + medical chain-of-custody.

4.2 Medical Mobility (Patient Transport)
v Rides to/from doctor appointments
v Mobility support for elderly or disabled individuals

v Transport to outpatient treatments, rehabilitation, dialysis

Value for insurers:

These transports are often reimbursable.
Meditaxi optimizes routing — reducing insurer costs.

4.3 Coordinated Multi-Stop Supply (Care 2.0)

Drivers can additionally:

> Collect returns

> Pick up diagnostic samples

> Install telemedicine devices

> Provide basic technical guidance

No medical procedures — purely logistical support.



4.4 Hospital-at-Home Logistics

A rapidly growing care segment:

Delivery of infusions and antibiotics
Daily or multiple deliveries
Emergency kits
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Medical equipment for home treatment

Hospitals save costly inpatient days, insurers save major expenses.

4.5 Premium Self-Pay Services

90-minute express deliveries
24/7 emergency supply
Medical concierge services
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International travel-friendly delivery services



5. Logistics Structure & Infrastructure

5.1 Operating Model
A hybrid logistics model:
A) Centralized Logistics Centers

~> National distribution centers
> Regional micro-hubs every 50-80 km

B) Local Fleet Network

Meditaxi-owned vehicles

Certified partner fleets

EVs for urban areas

Refrigerated vehicles for pharmaceuticals
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Bikes/scooters for inner-city express delivery

Future expansion: drones for diagnostics and emergency deliveries.

5.2 Digital Platform

Core to the business model:

App + web platform

Real-time temperature tracking

Live delivery tracking

Automatic regulatory documentation

APl interfaces to pharmacies, hospitals, insurers
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Integration with electronic prescriptions (eRx)

Digitalization is a key competitive advantage.

5.3 Personnel & Qualification Model
Creating a new role category: the Medical Logistics Operator

Training includes:

Hygiene standards

Good Distribution Practice (GDP)
Temperature compliance

Data protection
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Installation support for telemedicine devices

This allows Meditaxi to scale quality internationally.



6. Revenue & Financing Model

6.1 Core Revenue Streams

1) Health Insurers

Transport reimbursements
Home-care logistics contracts
Case-rate agreements
Shared savings models
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2) Pharmacies & Pharma Companies

> Delivery fees
> Service subscriptions
> Temperature-monitoring add-ons

3) Hospitals & Care Providers

>  Monthly supply plans
> Emergency logistics
> APl integration fees

4) Private Patients

> Premium express
> Subscription models
> Medical concierge services

6.2 Why Health Insurers Will Adopt Meditaxi

Insurers face rising costs from:

avoidable hospital stays
unnecessary emergency transports
therapy interruptions due to delivery issues

N 2 2 2

inefficient logistics



Meditaxi delivers:
— Cost Reduction

Optimized route planning
Lower transport expenses
Fewer therapy discontinuations
Reduction of inpatient days
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— Higher Supply Security

> Fewer delays
> Consistent adherence support
> Clear responsibility chain

— Digital Documentation

Complete transparency — fewer fraud cases and billing errors.

7. Economic Indicators (Model Estimate)

Cost Structure

40-55% personnel

20-30% fleet and operations
10-15% IT / platform

10-20% warehousing & compliance
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Margin Potential

-~ Standard deliveries: 10-20%
> Premium express: 25-40%
> Pharma B2B contracts: 15-30%

Multiple high-margin service lines increase profitability.



8. Strategic Recommendations

Phase 1 — Market Entry

1. Launch in Germany/Switzerland/Benelux

2. Partnerships with pharmacy chains + online pharmacies
3. Pilot with 1-2 major insurers (chronic patient population)
4. Build the initial fleet + partner network

5. Integrate with ePrescription systems

Phase 2 - Scale-Up

1. Expand micro-hubs, offer 24/7 service

2. Contracts with hospital groups and care networks
3. Introduce the “Hospital at Home” logistics package
4. Expand across the EU

5. Register the global brand + secure domains

Phase 3 - Global Expansion

1. Entry into the US, Japan, Australia, GCC

2. Drone delivery for diagnostics and emergency supply
3. Integration with telemedicine platforms

4. Cross-border medical deliveries

5. Establish “Meditaxi — Worldwide Health Logistics”



9. Why the Name “Meditaxi” Is Strategically Optimal

1. High memorability and clarity

> “Medi” = medical
> “Taxi” = transport, service

— Instantly communicates purpose.

2. Internationally recognized

“Taxi” is universally understood in most languages.

3. Strong contextual meaning

Clear association with medical mobility.

4. Good domain availability

Supports global brand architecture.
MEDI.TAXI, MEDITAXI.COM are not in use

5. Brand Values

Safety

Speed

Reliability

Medical competence
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Patient-centricity

Meditaxi can become the world's leading medical logistics brand.



10. Conclusion — The Business Case

Meditaxi addresses growing structural supply gaps in aging Western societies. It
offers:

Cost reduction for insurers

Greater supply reliability for patients

Operational efficiency for pharmacies and hospitals
Scalable, global service architecture

A strong, intuitive brand foundation
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Meditaxi has the potential to become the global category leader in medical mobility and
healthcare logistics, operating in a market that is economically large, socially
essential, and rapidly expanding.

Domains such as MEDIL.TAXI and
MEDITAXI.COM are the perfect basis for
establishing a global brand in the mega-
market of medicine/healthcare.

Please write to me if you have any questions.
guesteditor@schweiz.biz

Invest in these domains:
https://www.fruits.co/domain/meditaxi.com

MEDITAXI
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