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MED360°
Comfort Medical’s online platform to disrupt the US dealer market and

make life easier for patients



Meet the team and our approach

The BEAM Team Our case solving logic

Situation & problem

Changing dynamics and flawed
incentives

Solution

Cecilie Gyldenvang Mgller Frederikke Kaysen
“ y : g Vo ” PR ¥ ” MED360° platform to create
Let me draw an issue tree | build slides to relax
transparency
Impact

High revenue and strategic
impact

Implementation

Karsten Torp Thomas Murmann

“Don’t forget to chill” “Numbers are fun” 18 month development and

ramp-up
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MED360° enables Comfort Medical to disrupt the US dealer market

Changing the market supply chain by The platform will consist of four core pillars Comfort Medical’s revenue is expected to
offering a holistic online platform to enhance user experience grow by 20% as a result of MED360°
Payor
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OEM HCP Hotline Community 2018 2019 2020 2021 2022
. Revenue implementation Revenue base case
* MED360° drives leads through VBHC and * The four components of MED360° close *  MED360° results in double market share
patient-focused initiatives the gaps in the dealer market by 2022
* MED360°centralizes catheter dealer * MED360° enhances the long-term *  Comfort Medical can increase revenue by

processes relationships between Comfort Medical, USD 25m relative to base case in 2022
patients, and HCPs

Disrupting the US Dealer Market, International Business Case Competition: The Case

Page 3 (Comforfj



The catheter market is slowly growing while the industry is increasingly

focusing on patient experience

Growth diminishing for catheters market while non-reusable market value increases

S1,2bn 4%
S0,9bn 3%
S0,6bn 2%

S0,3bn 1%

SObn 0%

2016 2017 2018 2019 2020

mm Viarket Value Market Growth Rate

Elderly overrepresentation in catheter user age distribution

Approximate

55%

25%

_ 1% |
0-19 20-39 40-59 60-79 80+

Disrupting the US Dealer Market, International Business Case Competition: The Case
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Situation & problem Solution Impact

Dynamics in the MedTech market are changing

“Large manufacturers have
moved downstream and
purchased dealers who sell
their products to end users”

“"HCPs have turned their
attention towards furthering
the patient experience”

[ ]
4 Key influencers in medical
w decisions vary across

age groups

(Comfortj

Implementation



The typical buying process of MedTech products in the US is characterized
by friction across the supply chain

The US catheter dealer market is semi- ...with skewed profit incentives that harm the
. fragmented... patients
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Distributor

How do we drive patient and HCP leads to Comfort Medical in this market?

Page 5 Situation & problem Solution Impact Implementation @Omgggb



The online platform MED360° will address the power of dealers in the
market while driving patient and HCP leads to Comfort Medical

/A --------------------------------- Health insurance plans -------------------------------- »
Billing Catheters 3
Payor Patient
— r
Reimbursement Data & feedback : :
— Perscriptions and Patients and HCPs
general medical care are the main scope
Catheters MED360° Prescriptions ,
/ \
I Orders Trial kits

OEM

The platform reduces points of contact for all stakeholders and increases

transparency in the market
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Four core pillars of Comfort Medical’'s MED360° platform will make life

easier for patients and HCPs alike

@ -

Market Simple Service
Transparency Administration Hotline
*  Product comparison tool * All relevant documents * 24h available to all users
to identify optimal from involved parties
product for the patients collected to reduce admin. * Physical and mental
work and simplify guidance
* Ratings and reviews from processes
patient to patient * Product specific support

Patients and HCPs to reap primary benefits
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Designated
Community
Blog to exchange

experiences with like-
minded patients

Implementation (Comform



MED360° differentiates itself by providing a holistic service platform to
patients and allows HCP personnel to focus on value creating activities

24h service Documentation  Product Product Online o
Dealer hotline handling comparison reviews community Key insights
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Source: Company websites

Page 8 Situation & problem Solution Impact Implementation (Comfortj




MED360° enables patients to make informed decisions through a
transparent system

Since Michael’s accident, he has been met with multiple problems... ...but MED360° will make his life easier

Transparent market place
Offer a wide range of product types and brands so Michael
can purchase his preferred catheters

Administrative assistance
Handle all paperwork so Michael only has to provide his
information once

24h service hotline
Provide professional help that caters to Michael’s needs

Community forum
Facilitate sharing of experiences in a safe space
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MED360° allows care takers to spend more time on nursing activities

MED360 ° enables focus on improving patients’ lives

A broad range of tasks forces nurses to spend their time inefficiently

8:10-10:00

46% of time spent nursing

Educating patients
Assisting doctor with surgery
Helping patient with severe UTI incident

12:30-14:45

54% of time spent on other tasks
Declining sales reps
Filling out paperwork
Hysterical calls about distribution issues

Non-nursing activities

I Nursing activities
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Situation & problem Solution

Handling administrative tasks
Standardized health record information
Communication with OEMSs and payors
Reliable and quick product distribution

Offering services real time
24h hotline
Distribution matters
Specialized service personnel to assist different needs

Providing product overview
Access to comprehensive and non-dealer biased product
selection and comparison

(Comfortj
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~90% of revenue in the new MED360° platform strategy will come from

sales of catheters

Majority of revenue in \
the new platform \
N \
model will come from \ b
. \ Contribution
increased sales
Y 90%!

*  MED360° platform will
increase sales for
Comfort Medical

* Increase in sales come
both from Coloplast |
and other companies’ d
products !

* The payment structure I

will follow the current
reimbursement rate 1

1The payment structure will follow the current setup with approximately 20% copay
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MED360° will be free to
use for consumers to
find and compare
products

Impact

HCP

Contribution‘\

I Revenue from HCP
I . . .
1 services will contribute

1 . o
,  10% in new business
,’ model
1
e Eliminate administrative

tasks to free up time for
I HCPs

I

I
I
I

Use MED360° to match
f patients’ needs with
products

* Freein beta, but
subscription model will
be implemented as Al
engine improves

\

10% \

Implementation



Revenue expected to increase by USD ~25m with full implementation of
MED360° in 2022

MED360° secures growth of Comfort Medical Implementation of MED360° will result in 10%-point higher CAGR

USD million

. Double market share in five years;

\\ 4 6 % market share in 2022 MED360° roll-out

in early 2019

58

M ~40%? higher revenue in 39
2020

Ramp-up period
until 2020

ROI of ~17% over five years?

B

2018 2019 2020 2021 2022
- Revenue implementation Revenue base case

Note: Partial increase come from disposable catheter market growth at ~3% CAGR 2018-2022; 2Assumed similar growth in profit as revenue, total cost of $ ~3m for 15 FTEs during development and 8 FTEs for operation
Source: Coloplast annual report 2017
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Development and implementation of MED360° will take 18 months and will
continue for certain work streams

2018 2019
Activity May | Jun | Jul | Aug | Sep | Oct | Nov | Dec | Jan | Feb | Mar | Apr | May | Jun | Jul | Aug | Sep | Oct
HCPs , t
Focus areas Patients

= Market analysis and planning e

Q

€ MVP development

& Development

T>J Test phase eve opmgn

> phase requires

©  Final development external resources >

e

g Marketingdevelopment llllllllllllllllllllllllllllllllllllllllllllllllllllllll*

©

g Hcponboardlng EEEEEEEEEEEESR >

o

é Advertising to patients >
z o Identify capability need
S T Training of current staff >
Q'S
8 2 Recruiting Scope of

need TBD
A A A B Run work stream
Monday morning MVP finished Go live ' __ 1 Potentially run work stream
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Ensure adoption of MED360° through tailored marketing initiatives

HCP focus Patient focus

— . L

Conventional HCP Medical Convention Consumer Mass Social Media
Marketing Marketing Marketing Marketing
* Leverage existing sales force to * Use medical conventions to educate * Target the less tech-savvy through * Utilize existing internal SoMe
onboard HCPs and promote HCPs on the features and benefits of conventional media capabilities to reach tech-savvy
MED360° MED360° patients
* Facilitate relationships between * Establish awareness through a

Comfort Medical and stakeholders public profile to improve peer-to-
to increase rate of adoption peer marketing

Approximate distribution of marketing efforts

40% 30% 15% 15%
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Risks related to trust and cannibalization can be mitigated through proper
governance and transparency

Ownership structure likely to create trust issues

Decrease in sales of Coloplast products

Ye

Issue: MED360° intends to be an independent platform,
however, since Coloplast is the owner of Comfort Medical
users might lose trust in the platform regarding other
OEM products

Solution: Secure transparency and governance structures
that remove incentives for misinformation

HCPs and consumer adaptation might be lower than expected

i

Issue: MED360° will also contain competitor products
that might decrease sales of Coloplast products

Solution: Provide complete and updated information on
Coloplast products. Track and act on developments of
new products from competitors

Other dealers might be reluctant to carry Coloplast products

88

Risk impact

Issue: Some HCPs might be bound to certain routines.
Large segments have low levels of empowerment and will
not search for new catheter solutions

Solution: Educate consumers and HCPs on MED360°
features and how to use the platform

Low impact

Medium impact High impact

Situation & problem Solution

T

Impact

Issue: As a response to MED360°, other manufacturer-
owned dealers might discontinue carrying Coloplast
products

Solution: Grow Comfort Medical to make Coloplast less
reliant on other dealers

Implementation (Comform



Going forward, MED360° has potential to expand to other product
categories in the US health care market and to pursue Al enhancement

US health care market faces supply chain challenges that

MED360° can address
USD billion
6.000 - —
4.000 {4 =
2.000 -
0 i

2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

. US healthcare market value

Get broader health care market onboard N

MED360°

Disrupting the US Dealer Market, International Business Case Competition: The Case
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MED360° has potential to employ Artificial Intelligence

to enhance patient care

-

Patient Data
‘ ’ Mining

Catheter
Recommendations

*
*
*
*
*

Lower UTI Reduce HCP
Risk Workload
Impact Implementation

Focused Research &
Development

Q

Improved Product
Development
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Thank you!
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