
for short term experiments, Alzet pump, XX Corp).  For longer dosing studies (> 1 month), osmotic pumps must 

be surgically removed and replaced with significant risk to the animal.   

 
Table 3. Implantable drug infusion pump competitors 

  FluidSync pump Durect Corp ALZET Primetech iPrecio 

 

Device Price 

 

$XXX/unit 

$XXX base station 

$XXX software/database 

$XX-XXX/10 devices $XX/unit 

$XX base station 

 

 

Actual size 

   

Programmable    

Refillable    
Mouse compatible    

On-demand dosing    

 

A relatively new player in the market is Primetech whose iPrecio pump offers basic electronic control of drug 

delivery and refillability, however this product is larger only suitable for rats, not mice.  Once initiated, the device 

continuously pumps even when drug is not needed, has a limited number of steps to set different flow rates at 

different times, must be programmed prior to implantation, and cannot be adjusted once implanted.  This pump can 

only be used for the lifetime of the battery (up to 6 months).  

 

Indirect competitors are external infusion pumps and tether kits that are supplied by SAI Infusion Technologies and 

Instech Solomon.  Briefly, each laboratory animal wears a jacket that anchor a catheter that penetrates the skin and 

held in place for the duration of the study.  The catheter is connected to a swivel arm placed above the cage to allow 

limited animal movement.  An external infusion pumps is coupled to the catheter and manually controlled.  The 

many problems and concerns of this external infusion pump setup are well known. 

 

2.3 Revenue Model 
Revenue streams: The revenue model for the laboratory animal research market is based on sales of the FluidSync 

pump, base station and controller software bundle.  The pumps themselves which are disposable (but reusable on a 

limited basis) will provide a recurring revenue stream and will be a source of repeat sales.  The base stations and 

software provide access to the control features of the pump and will be a one-time non-recurrent purchase by the 

customer.  Upgrades/updates, however, will constitute additional sales of base stations and software.  Value added 

services such as installation and maintenance of larger systems (20+ base stations) will provide an additional 

revenue stream for higher volume customers.  Training programs through workshops and seminars covering surgical 

techniques and system operation may also provide additional revenue. 

 

Customer ROI: Our technical approach allows low-cost production at a competitive price point.  Preliminary 

customer cost/benefit analyses indicate that initial upfront costs for our advance drug infusion system is a cost 

saving proposition for users who conduct one chronic study lasting over 6 months or who performs more than two 

animal studies.  Industry users who conduct large preclinical drug discovery trials, dose escalation studies, or 

toxicity studies can capture their return-on-investment immediately.  Sales projection for first 5 years for the animal 

research market is over 100k units WW and annual revenue in excess of $40MM.  The revenue model for the 

veterinary and the human clinical use markets are not in the scope of this Phase 1 proposal but will be included in 

the commercialization plan in the Phase 2 proposal. 

 

Sales channels: Two main sales channel will be used to reach customers, 1) direct sales through use of online sales 

presence and 2) existing marketing/distribution channels for drug infusions systems and preclinical equipment 

providers.  We developed a preliminary cross-marketing partnership between Charles River, Inc. and Fluid 

Synchrony LLC.  Charles River is a leading global provider of solutions that advance the drug discovery and 


