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The last group includes medical facilities, the purchasers will be hos-
pitals, users - patients.

Indicate the institutions with which the startup most often 
cooperates.
Investors, Accelerators.

Finance

What is the current level of funding for your startup?
Bootstrapping.

What sources of funding do you have? 
Own funds of the founder (bootstrapping), national VC.

Are you currently looking for funding?
Yes.

Do you generate repeated revenues from the sale of the 
company’s main product/service?
No.

What are the key measures of your success at this stage of 
your development? 
Revenues.

Foreign expansion

Are you now commercially present on foreign markets?
We are not present but we are planning to be.

What countries are important for the success of your busi-
ness?
EU countries, Great Britain, Germany, India.

What factors decide about choosing the country of expan-
sion?
Obtaining a certi� cate for sale in a given region (legal). Acquisition 
of a representative in the region concerned.

Warmie
Limited Liability Company.
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Current needs

Have you participated in the previous edition of the Report?
No.

How did the Covid-19 pandemic a� ect your business?
9 - positive impact.

Describe the infl uence of Covid - 19 on your business.
Wellbee is a platform whose mission is to remove barriers to access to 
psychotherapy, combining customers with individually selected ther-
apists. COVID has led to a signi� cant increase in interest in our services, 
as people in need of psychological support have the opportunity to 
consult when they need it and wherever they are, which is particularly 
important in the context of limited social contacts and lockdowns. 
At the same time, many specialists have seen that services provided 
online in most cases are as e� ective as o�  ine services.

General information on the organisation

Indicate the current stage of development.
Commercialisation stage - we have the � rst payers.

In what areas does your startup work? 
Telemedicine, Internet Platform (marketplace), AI/machine learning, 
Medical data, Provision of health services (prophylactics, diagnostics, 
treatment) as a medical entity.

Information on the solution

What is your product/service?
Platform increasing the e� ectiveness and availability of psychotherapy 
with the use of a technology supporting better matching of the Cus-
tomer with a given specialist.

Does the product/service have a CE certifi cate?
Not applicable/Not required.

What distinguishes you from the competition? What are 
you signifi cantly better in than other similar or currently 
used solutions on the market?
Our processes and solutions make it possible to better adapt the psy-
chotherapist to a given Customer and the challenge he / she faces.

Do you have a business model already developed?
Yes.

If so, describe your business model briefl y, taking into ac-
count who is a user and who pays.
In the case of individual Customers, the Customer is both a payer and 
a user. In the case of solutions for companies, the payer is the com-
pany (various settlement models: subscription, one-o�  payment for 
visit packages, co-payment), and the end users of the solution are em-
ployees.

Indicate the institutions with which the startup most often 
cooperates.
Investors, Universities, Research Institutes, Financing Institutions.

Finance

What is the current level of funding for your startup?
PLN 1 million - PLN 2 million.

What sources of funding do you have? 
Own funds of the founder (bootstrapping), Grants from domestic 
funds, Private Investors (natural persons - Business Angels), Private 
Investors (private persons), national VC.

Are you currently looking for funding?
No.

Do you generate repeated revenues from the sale of the 
company’s main product/service?
Yes.

If so, in what amount?
Several dozen thousand zlotys a month.

What are the key measures of your success at this stage of 
your development?
Number of visits.

What was the average change of month to month of this 
indicator in the last 6 months of the company’s operation?
65-70%.

Wellbee 
Limited Liability Company.

ttps://wellbee.pl
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Foreign expansion

Are you now commercially present on foreign markets?
We are in the process of negotiating with one of the large interna-
tional companies that is present in many countries in the CEE region 
to provide mental support for workers. We estimate that the chances 
of signing the contract are high.

What countries are important for the success of your busi-
ness?
EU countries, CEE and CIS countries.

What factors decide about choosing the country of expan-
sion?
1) Level of market development in mental health area, 
2) Availability of local specialists with appropriate quali� cations, 
3) Presence of Business Customers.

Wellbee
Limited Liability Company.
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Current needs

Have you participated in the previous edition of the Report?
Yes.

If you participated in the previous edition of the Report, 
what was the change in your business during the last year?
Adding a new web portal, adding tele-consultations to services.

How did the Covid-19 pandemic a� ect your business?
2 - negative impact.

Describe the infl uence of Covid - 19 on your business.
Suspension of development plans, reduced availability of doctors, re-
duced interest in services.

General information on the organisation

Indicate the current stage of development.
Growth (expansion) - we work on acquiring new customers and fur-
ther development of the product.

In what areas does your startup work? 
Telemedicine, Provision of health services (prophylactics, diagnostics, 
treatment) as a medical entity, Rehabilitation.

Information on the solution

What is your product/service?
Home visit/ Internet portal.

Does the product/service have a CE certifi cate?
No.

What distinguishes you from the competition? What are 
you signifi cantly better in than other similar or currently 
used solutions on the market?
The brand we have created is recognisable among customers and 
recommended by physicians. We adapted our product to the Polish 
market, we do not reproduce the paths of companies operating on 

the Russian or American market. We have many options for contracts 
and variants of cooperation with doctors, which allow us to make full 
use of the call centre working time and doctors’ on-call time.

Do you have a business model already developed?
Yes.

If so, describe your business model briefl y, taking into ac-
count who is a user and who pays.
The product is purchased by a patient, physician, insurance company, 
clinic - we are both the owner of the platform and the medical entity. 
When the customer is a patient, he / she makes a one-o�  payment, he 
/ she will subscribe to a monthly package of services in further devel-
opment. When the customer is a physician, we provide him / her with 
patients, ensure contact with the patient, then the contract is in force, 
and Wezwijdoktora.pl charges a commission for the service. When the 
customer is an establishment or insurance company, we are a contrac-
tor, a subcontractor of services - home visits.
Therefore, the user of the service is both the patient and the doctor.

Indicate the institutions with which the startup most often 
cooperates.
Financing Institutions.

Finance

What is the current level of funding for your startup?
Bootstrapping.

What sources of funding do you have? 
Founder’s own funds (bootstrapping), Organic growth (� nancing from 
revenues).

Are you currently looking for funding?
Yes.

Do you generate repeated revenues from the sale of the 
company’s main product/service?
Yes.

What are the key measures of your success at this stage of 
your development?
Number of users.

Wezwijdoktora.pl 
Limited Liability Company.

ttps://wezwijdoktora.pl
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Foreign expansion

Are you now commercially present on foreign markets?
We are not present but we are planning to be.

What countries are important for the success of your busi-
ness?
EU countries.

What factors decide about choosing the country of expan-
sion?
Economic conditions of residents, distance from the border with Po-
land.

Wezwijdoktora.pl
Limited Liability Company.
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Karolina Kornowska – a coordinator of the second 
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A third-year law student at Adam Mickiewicz University 
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national Federation of Medical Students Associations 

IFMSA-Poland. An organizer of TEDxWUM conference. 

A member of the board of the Students Scienti� c As-

sociation of the Medical University of Warsaw. A parlia-

mentarian of the Youth Parliament of the Republic of 

Poland. An actress at Teatr Magiczny (Magical Theatre) 

under the auspices of the Ronald McDonald’s Foun-

dation She is interested in healthcare innovation and 

Oxford debates.

Jakub Witczak – a third-year law student at Adam 

Mickiewicz University in Poznań. He gained his experi-

ence working in a baili� ’s o�  ce and a legal counsel 

o�  ce, where he provided legal services to industry 

entities. As a member of the European Law Students’ 

Association, he was in charge of organizing the Pol-

ish General Meeting of Delegates of ELSA Poland. He 

was a co-organiser of the “GDPR in the medical sector 

– where we are, where we are going” conference. He 

was an active member of the student government of 

the Faculty of Law and Administration of Adam Mick-

iewicz University in Poznań.

Urszula Szybowicz – Chief Operating O�  cer of the 

Polish Hospital Federation, Vice-Chairwoman of the 

Young Managers of Medicine, Director of the Institute 

of Health and Social A� airs, a graduate of the Faculty 

of Public Health Management in Healthcare at Poznań 

University of Medical Sciences. She successfully imple-

ments state-of-the-art medical data security systems 

in healthcare entities, participates in numerous proj-

ects on innovation in the healthcare market, cloud 

solutions and other IT solutions as well as in drafting 

legal regulations for the healthcare sector. A coordina-

tor of audit projects for healthcare facilities. A consul-

tant for many private entities in the � eld of healthcare 

marketing as well as new developments and use of 

innovations in the healthcare sector.

Dr Konrad Kosiński – a medical doctor, graduate of 

the Medical University of Warsaw, participant of nu-

merous internships in university clinics in Austria, Swit-

zerland and Morocco. A coordinator and participant of 

many international medical conferences, a member of 

the Young Managers of Medicine Association at the 

Polish Hospital Federation. He successfully participat-

ed in the creation, development and management of 

one of the healthcare entities in Warsaw. He is interest-

ed in ophthalmology, healthcare entity management 

and the implementation and development of AI solu-

tions in healthcare. Currently, he works as a medical 

doctor at Universitätsklinikum Sankt Pölten in Austria.

Organizational support: Aleksandra Szczerbak
Merit support: Jarosław J. Fedorowski
The co-author of the English version is EIT Health.
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