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A poorly planned and ill-provisioned 

journey  probability of failure
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Navigational instruments ascertain 

position & direction to a destination
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Waypoints are planned milestones 

to re-provision ($) & capture value
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Planning & provisioning are aided 

through the use of tools
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Find BENCHMARK

- Evaluate by comparison

To uncover the STANDARD

- A measure, norm or model in 

comparative evaluation

Through use of TOOLS

- An implement to carry out a 

particular function

To obtain KNOWLEDGE

- Acquired understanding through 

facts, information or experience
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4

Objective: Provide Tools for Accurate 

Valuation & Strong Exit
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Uncover the standards by addressing 

constituency objectives & concerns
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The healthcare payer/provider

Objectives Concerns
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Tools reveal standards so you 

can plot a winning strategy

• Valuation Milestones: A review of standard, not 
comparatives, avails and aligns valuation and fundable 
milestones with those of investors and acquirers

• Disease State Fact Book: Distinguish the difference 
between an incremental market improvement and a 
monumental innovation

• Industry Life Cycle: Incumbent’s resist acquiring until 
their existing investment is threatened or expiring

• Purchase Trigger Database: Reliance on an early exit is 
misplaced if uninformed, know your acquirer’s habits 
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• Each life sciences vertical differs

• Each product category may differ 

• Each regulatory category may differ 

Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

39

- Pharmaceutical

- Medical Devices

- Diagnostics

- Healthcare IT

- Cardiovascular - Cancer

- 510k - PMA

Let’s look at an example



Data points from Venture 

Source & Pitchbook
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

40



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

41



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

42



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

43



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

44



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

45





Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

47



Valuation standards define 

your waypoints
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases

48

A value milestone 

increases company value

A fundable milestone 

allows movement to next 

investor class





Valuation standards define 

your waypoints (Medical Device)

Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases
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Early exits are not 

always practical
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases
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Valuation standards 

for a Therapeutic
Note:

• 2011 Venture Data Set for regional companies

• F = Fundable milestone – move to next class

• V = Value milestone – company value increases
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Tools reveal industry standards so you 

can plot a winning strategy

• Valuation Milestones: A review of standard, not 
comparatives, avails and aligns valuation and fundable 
milestones with those of investors and acquirers

• Disease State Fact Book: Distinguish the difference 
between an incremental market improvement and a 
monumental innovation

• Industry Life Cycle: Incumbent’s resist acquiring until 
their existing investment is threatened or expiring

• Purchase Trigger Database: Reliance on an early exit is 
misplaced if uninformed, know your acquirer’s habits 
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Determine if a technology is an 

innovation or a modification
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The factors that increase market value
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A 4% change in diagnosis rate can 

increase the market by 11%
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A 1.2% procedural shift can change 

the market dollars by 10%
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Market factors that attract acquirers

Factors that increase 

market value: (all tides rise boats)

• Diagnosis rate

• Procedure rate

• Units p/ procedure

Factors that require taking 

share: (fighting incumbents)

• Type of products

– Category transitions

• Market units

• Average selling price

• Market dollars
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Tools reveal industry standards so you 

can plot a winning strategy

• Valuation Milestones: A review of standard, not 
comparatives, avails and aligns valuation and fundable 
milestones with those of investors and acquirers

• Disease State Fact Book: Distinguish the difference 
between an incremental market improvement and a 
monumental innovation

• Industry Life Cycle: Incumbents resist acquiring until 
their existing investment is threatened or expiring

• Purchase Trigger Database: Reliance on an early exit is 
misplaced if uninformed, know your acquirer’s habits 
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Determine an industry’s readiness
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Determine an industry’s readiness
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• Wang developed the CRT Word Processor

• 61% CAGR between 1979-1984



Industry & companies in a growth 

phase will fight a category shift
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Industry & companies in a growth 

phase will fight a category shift
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Macro/Micro maps help uncover 

industry readiness
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Macro Map
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Micro Map
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Determine an industry’s readiness
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Tools reveal industry standards so you 

can plot a winning strategy
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62% of PMA’s are acquired 

after FDA approval
Note:

• 2011 Venture Data Set 

• Sample size = 18

• Most likely less today before PMA

7 (38%) acquired before regulatory approval

11 (62%) acquired after regulatory approval
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A value proposition must address 

constituency objectives & concerns

• Identify constituency measures of success

• Valuation standards define your waypoints

• Distinguish innovation from improvement

• Determine an industry’s readiness to change

• M&A history defines triggers (timing)
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