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Aligning Objectives &
Concerns

Customer = Investor =
Acquirer




A poorly planned and ill-
provisioned journey A
probability of failure




Navigational instruments
ascertain position &
direction to a destination




Waypoints are planned
milestones
to re-provision ($) & capture
value




Planning & provisioning are
aided through the use of
tools




Objective: Provide Tools for Accurate
Valuation & Strong Exit

(1) Find BENCHMARK (2 ) To uncover the STANDARD

- Evaluate by comparison - A measure, norm, or model in
comparative evaluation

(8 ) Throughuse of TOOLS (4 ) To obtain KNOWLEDGE

- An implement to carry out a - Acquired understanding through
particular function facts, information, or experience
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Uncover the standards by addressing
constituency objectives & concerns

Customer

Investor

Acquirer

@Predictablethorizontal/longitudinal®osts
M@Bustainability®ftNewCo

Captureegional@narket-share

@erechnology@uarantee
@ linical®rialEccess

Objectives |0 OutcomesZTNAccessBENQualityB @ Cost? 0 IRR,ROI,MMultiples 0 Price/Earning®Ratio
0 PlacementBmount 0 Revenue/margin@ccretion
0 MarketBhare
Concerns 0 ProduceBnulti-year,Bccretive@evenueBtream 0 Portfoliothalance®R&iming 0 Alignedibusiness@nodels
@ linical@rial@articipation 0 Validation®fbusiness@nodel 0 Defend/expand@xistingategories
M@EANewBbroceduresfaka@obotics) 0 Vvalidation®f@roductRategory 0 EnterthewRategories/markets
0 Attain®op-tierBperatingnargins 0 Ventureapital@equirements 0 Formulary®ompetitiveness
m@EMulti-yeargreementsiformulary) 0 Inability®o@articipatendater®ounds | 0 Maintain/improvedinancial@atios
@Reimbursementategory@PV 0 Implications®f@publicEinancingl 0 Salesforcedeveragel
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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
iInvestment 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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Valu
your

. V = Value milestone — company value

eeeeeeeee

 Each life sciences vertical differs
- Pharmaceutical - Diagnostics

- Medical Devices - Healthcare IT

» Each product category may differ
- Cardiovascular - Cancer

« Each requlatory category may differ
soc o

c:3 HealthcareData.Center




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

c::b HealthcareData.Center




Valuation standards define your waypoints

Series A - in millions

Series B - in millions

Series C - in millions

Pre-Money

Capital Raise

Post-Money

Pre-Money

Capital Raise

Post-Money

Pre-Money

Capital Raise

Post-Money

2.7

1.3+/-1

4 +/-2

8.0

4+/-1.9

12 +/- 4.3

15.9

8.9 +/-35

24.8 +/- 7.6

11 months +/- 2.4

O reat@roof®@onceptdF/V)

Oommercialization@lan@aibilityqF/V)

OBuildout@echnical@eamdV)

14 months +/- 2.5

OR\ttain@egulatory@athwaygV)

A st@An-human@ata/Btartlinical@rialgdF/V)
O@esignBystemBAuditiV)

O@ommercialBpprovalBE@USHV)

15 months +/- 3.4

ORegulatoryRrial@pprovalBRSHF/V)
OdaunchBUSRrialdV)
IHireBalesREmarketing®eam{V)

Series D - in millions Series E - in millions Exit Details
Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
32.1 11.6+/- 5.9 43.7 +/- 15 62.0 16. +/-5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
""""""""" 20 months +/- 8.7 ---------nmeemmae| Multiples CAGR %
2.2+/-0.7 14.6 +/- 7.6
ORegulatory@pprovalBASHF/V) O@emonstratethockey-stick@evenue@rowthdgF/V) Note-
O&aunchSBroductdV) O@PassEash-flowBEPointdF/V) * 2011 Venture Data Set for regional
JASRevenueln@xcessBfFxxMaun-ratedF/V) ORegulatory@rialathE2ndEbroductBRSEV) . Eorlg::clizsble milestone — move to next
Om@emonstrate@iability®f2nd@productfV) . i:/la:ss/alue milestone — company value
increases
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Valuation standards define your waypoints

Series A - in millions Series B - in millions
Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money
2.7 1.3@ 4 +/-2 8.0 4+/-1.9 12 +/- 4.3
|----------m oo 11 months +/- 2.4 ------=-mmmmmmmmeem | |-emmemmmemeeeeeees 14 months +/- 2.5 -----------m-m-meo-- |
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2011 Venture Data Set for regional
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F = Fundable milestone — move to next
class

V = Value milestone — company value
increases
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(-) (+)

Performance < than market average Performance > than market average

Standard deviation is a measure used to
quantify dispersion
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Valuation standards define your waypoints

Series A - in millions Series B - in millions
Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money
2.7 1.3+/-1 4 +/-2 8.0 4+/-1.9 12 +/- 4.3
|----------m oo 11 months +/- 2.4 ------=-mmmmmmmmeem | |-emmemmmemeeeeeees 14 months +/- 2.5 -----------m-m-meo-- |
Dmreat@)roof@)fﬁconcept OAttain@egulatory@athwayiV)
[I@ZommerciaIizationljblan@/aibilit DIletEJn—human@iata/@tart@slinicalﬁria
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Note:
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F = Fundable milestone — move to next
class
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Valuation standards define your waypoints

D@:reat@)roof@)fﬁconcept [RAttain@egulatory@athwayiV)
DEEommerciaIizationl?;blan@/aibilit OB st@n-human@lata/Bta rtE’tIinicaIHria
[@Buildout®echnicaleam{V) [@Design@ystemBAuditdV)

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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INSTITUTIONA

1:33 HealthcareData.



Valuation standards define your waypoints

(Medical Device)

Series C - in millions Series D - in millions
Pre-Money Capital Raise Post-Money Pre-Money | Capital Raise | Post-Money
15.9 8.9 +/- 3.5 24.8 +/- 7.6 32.1 11.6+/- 5.9 43.7 +/- 15
R 15 months +/- 3.4 -------------m-m--- R B 20 months +/- 8.7 ---------=-m-mm--- |
I ommercial@pprovalZ@DUSHV) Dmegulatory@pprovalEI@J
I:IEReguIatory@rial@pproval@@J I@aunchSEBroductdV)
Of@aunch@S&rialqV) JUSRevenuelnExcessBfExxMEuU n-rat
OHireBalesR@narketingteamdV) [I@emonstrate@iability®f2nd@roductdV)

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

Series E - in millions Exit Details
Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

I:IEIDemonstratelihockey-stickﬁn‘evenue@rowt

DEPass@:ash-rowBE@oin
[Regulatoryrialibath2nd@productBRLSHV)

Note:
. 2011 Venture Data Set for regional
companies

F = Fundable milestone — move to next class
V = Value milestone — company value
increases

c33 HealthcareData.Center




Valuation standards define your waypoints

Series E - in millions Exit Details
Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

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 define your waypoints

Series E - in millions Exit Details
Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

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 define your waypoints

Series E - in millions Exit Details
Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

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 define your waypoints

Series E - in millions Exit Details
Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

2011 Venture Data Set for regional companies

F = Fundable milestone — move to next class
V = Value milestone — company value
increases

c33 HealthcareData.Center




Valuation standards define your waypoints

Series E - in millions

Exit Detalls

Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6

c33 HealthcareData.Center

Multiples

CAGR %

2.2 +/-0.7

14.8 +/- 7.6

Note:
. 2011 Venture Data Set for regional companies
F = Fundable milestone — move to next class
V = Value milestone — company value
increases




Valuation standards for a Therapeutic
segment

Seed Round - in millions 1st Round - in millions 2nd Round - in millions
Pre-Money | Capital Raise| Post-Money Pre-Money Capital Raise| Post-Money Pre-Money | Capital Raise Post-Money
6.5+/-2.3 0.9 +/-0.8 7.4+/-3.1 9.6 +/-7 6.9 +/-7.7 16.5 +/- 14.7 35.7] 13.2+/-13.9 48.9 +/- 13.9
[----mmmm e ~15 months ------------------ [---mmmmmmmm - ~19 months ------------------ e ~17 months ------------------.
* Proof of concept with IND candidates * Rodent and non-rodent tox da * Human safety (Phase 1)

+ Selection of clinically relevant animal model(s) < Selection of IND enabling compound

3rd Round - in millions 4th Round - in millions Exit Details
Pre-Money | Capital Raise| Post-Money Pre-Money Capital Raise| Post-Money Capital Raise| Exit Value Months
50.0| 17.3+/-17 67.3 +/- 17 148.3 29.8 178.1 ~70 ~226.7 ~60 - 84 months
> |
R ~13 months ------------------
« Efficacy studies in patients * Phase lll Note:
. . . 2011 Venture Data Set for regional

« Patient dose range studies (Phase llb) companies
. F = Fundable milestone — move to next class
. V = Value milestone — company value

increases

c33 HealthcareData.Center




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
iInvestment is threatened or expiring

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

c33 HealthcareData.Center




Determine if a technology is an innovation or

a modification

DISEASEBTATEFACTEBOOK
Row@# BaseXear Year®2
1 Diseaserevalence Portion®fthe@opulationdFound®othave®heRonditiond1EnF000) 24,652,555 25,268,869
2  Incidence® Percentage®ffhewRasesfgenerally@Fear) 20%
3 Incidence Occ_urrencelibfﬁhew@:ases@|ncel31ast|3hmelf1ber|odIater@ear@)r@n@;lﬁberlod[ 5,053,774
oftimefgenerally@®ear)
4  Percentage@Recurring Percentage@®fopulation@vith@Eeoccurring@vent@n@@EivenFear 20%
5 Prevelance@opulation [DiseaseBrevalencefless@ncidence]X@ercentage@ecurring 4,043,019
6 Number@iagnosed Number@iagnosed@atientsfthe@ct®DfAdentifying@rateable@isease) 9,096,793
i i i Anci
7 Diagnosisiate® Nur.nberEH|agnosed/d|seasel?,brevaIencemthlsﬁlncludedlnadentl 36.0%
patients)
8 P RS D|agnc?sjt|c,!ZMed|caIEDewces,EPharmaceuncaI,ELong—termE:are, Medical@ CABG
Rehabilitation,Rtc. Therapy
9  Procedure/ServiceB\pproach® ThelBercent@flliagnosed®aseshat@vouldaise®hisiroduct/service 84.5% 3.5%

10 Number®f@rocedures/Services Number@®flliagnosed@@rocedure/service@pproach@s

11 Type®fProducts/Sub-services List®hedndividualBroductsirBervices®erformed

Example:@Btents@er@rocedure,BOmpillsBertycle, BORaysAndong-

12 UnitsBher@rocedure/Service
term@are

13  Market@nits/Services Number@®f@ProceduresE@nitsier@rocedure/Service

Revenue®alueber@vent®rBerviceBmhoteFevenuely@nanufacturer

14 A R Event
verageRevenuetpertEven wouldbeRifferent@han@tEhethospitaldevel

15 Market@ollars@riost Maket@nitsE@veragePrice

1:33 HealthcareData.Center

[ ,687,700 [@ME18,388

Inteventionall
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12.3%

[, 119,815
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Guide@Vire

1.75

11

P,463,593 [T, 959,677

[T, 231,797

SRS 50.00  SERFHHTTTTD. 87

e Rk}

$@,354,976,390  SMFHM9,342,008

SIS, 536,351




Factors that increase market value

1.  Disease Prevalence Portion of the population found to have the condition (1 in 1000)

2. Incidence % Percentage of new cases (generally a year) i

3 [Nlrrrlcidence Occurrence of new cases since last time period — later year or in a period of time
' (generally a year)

4. ' Percentage Recurring Percentage of population with a recurring event in a given year.

5. | Prevalence Population [Disease prevalence less incidence] x percentage recurring

6. Number Diagnosed Number diagnosed patients (the act of identifying treatable disease)

/. | Diagnosis Rate % Number diagnosed/disease prevalence (includes incident patients)

8.  Procedural Approaches Diagnostic, Medical Devices, Pharmaceutical, Long-Term Care, Rehabilitation, etc.

9. | Procedure/Service Approach % The percentage of diagnosed cases that would use this product/service

10. Number of Procedures/Services Number of diagnosed x procedure/service approach %

11. Type of products/Sub-services List the individual products or services performed

12. Units per Procedure/Service Example: 2 stents per procedure, 30 pills per cycle, 30 days in long-term care

13. Market Units/Services Number of Procedures x Units per Procedure/Service

Revenue value per event or service — note revenue by manufacturer would be

LY VRS RETEINE T =vE different than at the hospital level

15. Market Dollars or Cost Market Units x Average Price

1:33 HealthcareData. 6l




The factors that increase market value

DISEASEBTATEFACTEBOOK

Rowi@# Base®ear Year®2
1 DiseasePrevalence Portion®fthe@opulationdound@®othave@he@onditiond1ENEL000) 24,652,555 25,268,869
2 Incidence® Percentage®fthewasesigenerally@®ear) 20%

Occurrence®fthewRasesBincedast@ime@eriodlaterfearrAnZBeriodl

3 Incidence 5,053,774
oftimefgenerally@®ear)

4  Percentage@Recurring® Percentage®fopulation@vith@@eoccurring@ventd@n@EivenFear 20%

5 Prevelance®opulation [DiseasebBprevalencelessincidence]&@ercentageecurring 4,043,019

6  Numberiiagnosed Number@iiagnosed@atientsqthectDfldentifying®rateable@lisease) 9,096,793

7 Diagnosisiate® NumberEﬂ|agnosed/d|sease|3brevaIenceEﬂth|sD]nc|udedD]nC|dentﬂ 36.0%
patients) l

] | |

8  ProceduralBpproaches Dlagnc?s.tlc,!ZMedlcaIEDewces,EPharmaceuncaI,IZLong termiare, Medical@ CABG Inteventional®
Rehabilitation,Ztc. Therapy Procedure

9  Procedure/ServiceBApproach® The@percent®@iagnosed@ases@hat@vould@ise®hisBroduct/service 84.5% 3.5% 12.3%

10 Number®f@rocedures/Services Numberf@liagnosedX@brocedure/serviceBpproach® [ ,687,700 [HE18,388 (e, 119,815

11 Type®f@Products/Sub-services Listthelndividual@roductsrBervicesierformed Stent Guideatheter Guide@Vire

12 Unitsier®rocedure/Service Example:@BtentsiperProcedure,B0mpillsierycle,B0Raysdndong- 22 1.75 11
term@are

13 Market@nits/Services Number®f®ProceduresXnitsBer®Procedure/Service R,463,593 [mmmmm, 959,677 (g, 231,797

i

14 AverageRevenuelperiEvent Revenue@/a.lueﬁberI}vent@)r@ermce@@mote@emnuel%yﬁinanufacturerﬁ SIS S0.00  SEAMITID.87 SIS, 93
wouldbe@ifferent@han@tEhethospitaldevel

15 Market@ollarsBriost Maket@nitsEBAveragePrice $@,354,976,390 SHEMM9,342,008  SHMS,536,351
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A 4% change in diagnosis rate can increase the market by 11%

DISEASEBTATEFACTEBOOK
Row(# Year2 Year2
1 Disease®revalence 25,268,869 25,268,869
2 Incidence® 20% 20%
3 Incidence 5,053,774 5,053,774
4 PercentagefRecurringd 20% 5% 25%
5 Prevelance@opulation 4,043,019 5,053,774
6  Numberfiagnosed 9,096,793 10,107,548
7 Diagnosis®Rate®o 36|.0% 4% 4(?.0%
| | | ] T |
8  ProceduralBpproaches Medical® CABG Inteventional® Medicall CABG Inteventional®
Therapy Procedure Therapy Procedure
9  Procedure/ServiceB\pproach@ 84.5% 3.5% 12.3% 84.5% 3.5% 12.3%
10 Number®fProcedures/Services [HHM,687,700 [HH18,388 [, 119,815 (8,541,888  [M®S53,764 m244[239
11 Type®f@Products/Sub-services Stent GuideTatheter Guide@Vire Stent Guideatheter  Guide@Vire
12 Units@er®Procedure/Service 2.2 1.75 1.1 2.2 1.75 1.1

13 Market@nits/Services ,463,503 [N, 959,677 [Mm®, 231,797 m,737,326 [@MR,177,418 [T, 368,663

14 AverageRevenuelper@vent SETTTS 50.00 — SERFHTD.87 — SEHIHTTiG. 93 SIS 50.00 — SEHD.87  SHIIIID.03
15 Marketollars@®riost $[,354,976,390  SEMAME9,342,008  SHHHB,536,351 $@,505,529,323 $@1,491,120 SHEMIM,484,835
1,382,854,750 1,536,505,277

153,650,528

e —
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A 1.2% procedural shift can change the market dollars by 10%

DISEASEBTATEFFACTEBOOK
Row?G# Year2
1 Disease®revalence 25,268,869
2 Incidence® 20%
3 Incidence 5,053,774
4  Percentage®ecurring® 20%
5 Prevelance®opulation 4,043,019
6 Number@iagnosed 9,096,793
7 DiagnosisfRate®s 36.|O°o
L [ I

8  Proceduralpproaches Medical CABG Inteventional®

Therapy Procedure
9  Procedure/ServiceBApproach® 84.5% 3.5% 12.3%
10 Number®f®Procedures/Services [i¥,687,700 18,388 [T, 119,815
11 Type®f@Products/Sub-services Stent Guideatheter Guide@Vire
12 UnitsBer®rocedure/Service 2.2 1.75 1.1
13 Market@nits/Services ,463,593 [T, 959,677  (HmmINE,231,797
14  AveragefRevenuelerEvent SO 50.00  SERmED .87 SIS . 93
15 Market@ollarsBriost SM,354,976,390 SHEMMM9,342,008  SHHMS,536,351

c::b HealthcareData.Center

1,382,854,750

Year2
25,268,869
20%
5,053,774
20%
4,043,019
9,096,793
3(?'.0%
| | I
Medical@ CABG Inteventional®@
Therapy Procedure
84.5% 2.0% 13.5%
[ ,687,700 (81,936 (7T, 227,157
Stent Guideatheter  Guide@Vire
2.2 1.75 1.1
(FHTIHTR, 699,746 (R, 147,525 [T, 349,873
SEITS50.00 SEMMNTS.87 S, 93
SM,484,860,398 S@1,196,075 SHAMM,354,621
1,515,411,094
132,556,345



Market factors that attract acquirers

Factors that increase Factors that require
market value: (i tides rise taking share: (fighting

boats) incumbents)

 Diagnosis rate * Type of products

* Procedure rate - Category transitions
* Units p/ procedure - Market units

» Average selling price
* Market dollars

c::) HealthcareData.Center



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

c33 HealthcareData.Center




Determine an industry’s readiness

i Macro@Map
Product Life Cycle Curve

Life

MicroMap
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Determine an industry’s readiness

Product Life Cycle Curve

>
Introduction
Growth
Maturity
Decline

SALES

TIME

Figure®.2@Productiifeycle@Management?

Wang developed the CRT Word Processior |
61% CAGR between 1979-1984 .
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Industry & companies in a growth phase will
fight a category shift

Product Life Cycle Curve

¢ -
A S o=

Bl s %
2
%
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=
TIME

Figure®.2@roductiifelycle@anagement

+ Wang developed the CRT Word Processéor
*  61% CAGR between 1979-1984 . :
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Industry & companies in a growth phase will
fight a category shift

Product Life Cycle Curve

>
Introduction

SALES

Figure®.2@roductiifelycle@anagement?

 Wang developed the CRT Word Processéor
*  61% CAGR between 1979-1984 . _
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Macro/Micro maps help uncover industry
readiness

Zimmer-Biomet: The Deal That Shook Warsaw, Ind. Macro@Mapl

Merger, Valued at $13.35 Billion, Combines Two Medical-Device Makers

Abbott Labs to Buy Private Medical Device Company Topera Micro@Map[

Health-Care Company Also Secures Right to Acquire Advanced Cardiac Therapeutics

Interventional Cardiology Micromap

Johnson & Johnson to Seek Buyer for Cordis Medical-Device
Unit

Division Could Fetch as Much as $2 Billion in a Sale

g

Medtronic, Covidien Shareholders Approve Deal

Deal Is On Track To Close By The End Of January Or Early February

c::b HealthcareData.Center




HOSPITALS

MEDICAL DEVICE INDUSTRY MACRO MAP
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Micro Map

PITTSBURGH Interventional Cardiology Micromap

Life

GREENHOUSE

angiography angioplasty IVUS | vascular closure | atherectomy | thrombectomy | cardiac catheter

angioplasty balloon
glop Y stents
catheters
B = ®
Eag o
¢ o |3 [8&
g 2o(lSy|Sw®
o JS c|as Q<
g S|lo5|a®™
o S| a L QR
Q B Iy c
Q
=
1)
Abbott v v v v v v
Abiomed v v
Arrow Medical v v v v
Arterial Remodeling Technologies v
Ashahi Intecc Co. v v v
Atrium v v v v v v
B Braun v v
Biosensors International v v v v
Biotronik v v v
Boston Scientific v v v v v v v v v v
CR Bard v v v v v
Cardiovascular Systems Inc. v
Cardiac output technologies v v v v v
Cardima v
Clear stream technologies v v v v v
Cook v v v v v v
Concentric Medical v
Covidien v v v
Edwards Life Sciences v v v
Gore Medical v v
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Determine an industry’s readiness

- Macro@Mapl2
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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
iInvestment is threatened or expiring

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

c33 HealthcareData.Center




Note:
. 2011 Venture Data Set

62% of PMA’s are acquired
after FDA approval B

Series C - in millions

Series A - in millions Series B - in millions

Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money Pre-Money Capital Raise Post-Money
2.7 1.3+4/-1 4 +/-2 8.0 4+/-1.9 12 +/-4.3 15.9 8.9 +/-3.5 24.8 +/-7.6
---------------- 11 months +/- 2.4 -------m-mmo—-| |--------------- 14 months +/- 2.5 ---------—-=—| |--------------- 15 months +/- 3.4 ---------=-—|

7 (38%) acquired before regulatory

approval
Series D - in millions Series E - in millions Exit Details
Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
32.1 11.6+/- 5.9 43.7 +/- 15 62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
|---mmmmmmmeeee- 20 months +/- 8.7 --------r--ooov Multiples CAGR %
2.2 +/-0.7 14.8 +/- 7.6

IRegulatorypprovalBASHF/V)

11 (62%) acquired after regulatory approval

c33 HealthcareData.Center




Note:
. 2011 Venture Data Set

62% of PMA’s are acquired
after FDA approval B

Series C - in millions

Series A - in millions Series B - in millions

Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money Pre-Money Capital Raise Post-Money

2.7 1.3+/-1 4 +/-2 8.0 4+/-1.9 12 +/-4.3 15.9 8.9 +/-3.5 24.8 +/-7.6

7 (38%) acquired before regulatory
approval
Series D - in millions Series E - in millions Exit Details
Pre-Money | Capital Raise | Post-Money Pre-Money Capital Raise Post-Money Capital Raise Exit Value Months
32.1 11.6+/- 5.9 43.7 +/- 15 62.0 16. +/- 5.9 78.3 +/- 24 54 +/- 15 107 +/- 43 72 +/-21.6
| """""""" 20 months +/- 8.7 --------------- Mu|tip|e5 CAGR %
2.2 +/-0.7 14.8 +/- 7.6

IRegulatory@pprovalBASHF/V)

c33 HealthcareData.Center

11 (62%) acquired after regulatory approval




A value proposition must address
constituency objectives & concerns
* |dentify 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)

c33 HealthcareData.Center
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