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Bridging US to Europe

“We think it’s best, if
you out-license your

“Europe — shall we
product to us”

do it — and (if yes)
how?” 3" Party- &

Vendor-Offerings

“Don’t worry, you can
outsource everything to
us —we do “It” for you”

“Co-Marketing with us
is best for you, we
know the market”

» We come in BEFORE you make the strategic decision

» We work for you (and you ONLY) in a fiduciary approach
- representing your best interests (and not the interests
of potential service providers)

» We have expertise & “boots on the ground” in Europe
for you - to work effectively and cost-efficiently

» Tight communication line by US-based part of our Team

/_\ https://bridgeforgrowth.com
= Bridge®
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6 Strategic Choices for entering the European Market

Strategic Choice 1: Exit

/\ https://bridgeforgrowth.com
n.Bridge®
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Bridging into Europe: process flow & risk mitigation

€ FaT:

The Financial Acid Test (FAT) is the initial step in a structured step-by-step process to assess six
defined Strategic Options to enter (or not) the European pharmaceutical market — checking the
Commercial Feasibility of a European market entry (or expansion)
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o Financial Acid Test

The Financial Acid Test (FAT):

» Initial step of the structured Bridge®-process

» Assessing defined Strategic Options to enter (or not) the European pharmaceutical market

» Checking the Commercial Feasibility of a European market entry (or expansion)

G5 countries:

Can the product be marketed in a profitable way (by yourself or by out-licensing)? |- * l !

Size of eligible patient population

Realistic-optimistic price assumption

Minimally required resources / investments

Commercial Forecast, 10-year P&L, NPV, for different scenarios (market yourself vs. out-licensing)

O O O O

» If YES: proceed analysis (detailed Red Flag Analysis & Risk Mitigations)

» If NO: Stop (it wouldn’t be feasible in Rest of Europe also)

T
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€ Financial Acid Test

Required resources for a European entry:
We adjust your specific investment needs to OPEX-benchmarks from our internal database

$250,000

$200,000

$150,000

$100,000

$50,000

S-

Required OPEX for G5 Go-to-Market [$ '000]

(Y1 only, out-of-pocket tapering off Y2+, G5 countries)

M Very Rare Disease M Rare Disease Specialist Disease

B Specialist + PCP Disease

Required OPEX for Go-to-Market [$ '000] (Y1 only, G5 Total)

Very Rare Disease S 27,250
Rare Disease S 38,625
Specialist Disease S 85,063
Specialist + PCP Disease S 203,250

T
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o Financial Acid Test

We run your G5 business case scenarios in our integrated financial model

Financisl Acd Test:
BASE Scenarlo Comparison, Cumul. NPV [§'000]
Market Yourselfvs. Out Licensing (1 product only)

000
swom
100000
= N E I
o l E
Output e I
European Financial Acid Test (G5 countries) s L5
P&L Assessment (Total GS) el il 2
G5 Total, Rare Disease (1 product only) - Base Case vearopassesment | Y1 | YL | Y2 | v3 | vya | vys | Y6 | v1 va | vo | vio Youset
Gross Sales, G5 Total [$ '000] ‘ 53,571 ‘ 122,449 ‘ 153,061 ‘ 168,367 ‘ 173,418 I 176,887 ‘ 178,656 180,442 ‘ 182,247 ‘ 184,069 e o
Gross to Net Factor [%] 0.98 500000 E k
Net Trade Sales, NTS [$ '000] 52,500 120,000 150,000 165,000 169,950 173,349 175,082 176,833 178,602 180,388 ::x | B
COGS [% of NTS] 8.0% 8.0% 8.0% 8.0% 8.0% 8.0% 8.0% 8.0% 8.0% 8.0% 200000 ] ‘L
COGS [$ '000] (4,200)| (9,600)/ (12,000)| (13,200) (13,596), (13,868) (14,007). (14,147) (14,288) (14,431) 2200 I . E i | | l

[« ibution | (Gross Profit) 48,300 110,400 138,000 151,800 156,354 159,481 161,076 162,687 164,314 165,957 vt
Royalties [% of NTS] 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% | 0.0% 0.0% 0.0% B Rare Disease - Market Yourself W Rare Disease - Out-Licensing
Royalies 5 000] : » » - » : » : » » orsree eI s g B8

il [$ '000] 0 0 0 0 0 0 0 0 0 0

Contribution Il - 48300| 110,400 | 138,000 | 151,800 | 156,354 | 159,481 | 161,076 162,687 | 164,314 165,957
Total OPEX [$ '000] (38,625)| (38,625)| (34,875) (31,125)| (28,875)| (28,125)| (28,125)| (28,125) (28,125)| (28,125) (28,125)

C ibution 111 [$ '000], Profit b.t. (38,625) 9,675 75,525 106,875 122,925 128,229 131,356 132,951 134,562 136,189 137,832
Contribution Il [% of NTS] 18.4% 62.9% 71.3% 74.5% 75.5% 75.8% 75.9% 76.1% 76.3% 76.4%

c Contribution Il [$ '000] (38,625) G5 Total, Rare Disease (1 product only) - OUT-Licensing, UPSIDE Case | vearopassessment | Y1 | Y1 v2 | v3 | va | s Ye | vz v8 | vo Y10
NPV Factor 100% Gross Sales, G5 Total [$ '000] [ 80357 183673 229502 252551| 260128  265330| 267983 270,663 273370 276104
NPV [$ '000] (34,762.5] | Gross to Net Factor [%] 098

C NPV [$ '000] $ 501,914 Net Trade Sales, NTS [$ '000] 78750 180000 225000 247,500 254925  260,024] 262624 265250 | 267,902 270,581

ROI Factor (=5-Return for each S invested (Contr Il / OPEX)) 0.00 \ Receiving Royalties [% of NTS] 18.0% \ 18.0% 18.0% \ 18.0% 18.0% 18.0% 18.0% 18.0% 18.0% 18.0%

Cumulated ROI Factor (full investment period) 4.16 Receiving Royalties [$ '000] 14,1750 | 32,400.0| 40,5000 44,5500 | 458865 46,8042 | 47,2723 | 47,7450 | 48,2224 48,704.7

Receiving Upfronts & Mi [$ '000] 45,000.0 45,0000 22,5000 33,7500 ] o R B R R R

receiving COGS [% of NTS] 120% | 120% 120% | 120% 12.0% 12.0% 12.0% 12.0% 12.0% 12.0%

Receiving COGS [$ '000] 9,450 21,600 27,000 29,700 30,591 31,203 31,515 31,830 32,148 32,470
Contribution I (Gross Profit) 45,000 68,625 76,500 101,250 74,250 76,478 78,007 78,787 79,575 80,371 81,174

COGS [% of NTS] 80% | 80% 80% | 80% 5.0% 8.0% 8.0% 8.0% 8.0% 8.0%

COGS [$ 'OOO] (6,300) (14,400)| (18,000) (19,800 (20,394) (20,802)| (21,010) (21,220)) (21,432) (21,647)|
Contribution II, Profit b.t. 45,0000 62,325 62,100 83,250 54,450 56,084 57,205 57,777 58,355 58,939 59,528
C Contribution 11l [$ '000] 45,000 107,325 124,425 145,350 137,700 110,534 113,289 114,982 116,132 117,294 118,466

Out put NPV Factor 10.0%

NPV [$ '000] 405000 s04833] 452709 546203[ 321522] 298051 27,3611] 248712] 22607.9] 205506 18,680.5

Cumulated NPV [$ '000] $ 366,903

Detailed P&L / NPV Model

& P&L-scenarios Commercial Forecast
Model & FC-scenarios

https://bridgeforgrowth.com

* Epidemiology & Patient
Segmentation

* Price assumption

* Investment assumptions

* Business Model
assumption

* Product Profile assumption
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€ Financial Acid Test

C:
aSe sl'ud
{4

Output provides insights into profitability of different business models (incl. out-licensing), sensitivities & ROI

Financial Acid Test:
BASE Scenario Comparison, Cumul. NPV [$ '000]
Market Yourself vs. Out-Licensing (1 product-only)
600,000
500,000
non-
400;000 significant significant
300,000
non-
ZO0,000 significant
significant
T m
(100,000)
(200,000)
(300,000)
| Very Rare Disease - Market Yourself | Very Rare Disease - Out-licensing
M Rare Disease - Market Yourself M Rare Disease - Qut-Licensing
Specialist Disease - Market Yourself Specialist Disease - Out-Licensing
M Specialist & PCP Disease - Market Yourself B Specialist & PCP Disease - Qut-licensing

T

900,000
800,000
700,000
600,000
500,000
400,000
300,000
200,000
100,000

Financial Acid Test:
UPSIDE Case Scenario Comparison, Cumul. NPV [$ '000]
Market Yourself vs. Out-Licensing (1 product-only)

significant
significant
significant significant
M Very Rare Disease - Market Yourself M Very Rare Disease - Qut-Licensing
M Rare Disease - Market Yourself M Rare Disease - Qut-Licensing
Specialist Disease - Market Yourself Specialist Disease - Out-Licensing

m Specialist & PCP Disease - Market Yourself m Specialist & PCP Disease - Out-Licensing
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Bridging into Europe supports mid-long-term company growth

C:
aSe sl'ud
{4

$600,000

$500,000

$400,000

$300,000

$200,000

$100,000

e

mUSA: NTS [$'000]  $105,000

$300,000 $309,000 $315,180 $318,332 $321,515 $324,730 $327,978 $331,257 $334,570

Commercial Forecast, NTS [$ '000], USA-only,
Rare Disease Scenario

US-only:
very rapid ramp-up to
Sales-plateau

Y4 Y5 Y6 Y7 Y8 L Y10 Y11

~

Commercial Forecast, NTS [$ '000], USA-only,
Rare Disease Scenario, with Total Y/Y Growth [%]

$600,000

$500,000
Mid-Year 3:
Investors become

200000 very nervous
—

$300,000

$200,000

$100,000

s — —

Y1 Y2 v3 Y4 Y5 Y6 Y7 Y8 Y9 Y10 v11

W USA:NTS[$'000] $105000 $240,000 $300,000 $309,000 $315180 $318332  $321,515 $324,730  $327,978 $331,257 | $334,570

$600,000

$500,000

$400,000

$300,000

$200,000

$100,000

5-
 Europe: NTS [$'000]
W USA: NTS [$'000]

Commercial Forecast, NTS [$ '000], USA & Europe,
Rare Disease Scenario

European entry
prolongs phase with
strong Sales-growth

Y3 Y4 Y5 Y6 Y7 Y8 Y9 Y10 Y11
$67,500 $97,500 $127,500 $142,500 $150,000 $157,500 $162,225 $165,470 $167,124
$300,000 $309,000 $315,180 $318,332 $321,515 $324,730 $327,978 $331,257 $334,570

Commercial Forecast, NTS [$ '000], USA & Europe,
Rare Disease Scenario, with Total Y/Y Growth [%]

$600,000
More time to
$500,000 build-up Portfolio
$400,000
$300,000
$200,000
$100,000
= Y1 Y2 v3 4 Y5 Y6 Y7 8 Y9 Y10 v11
u Europe: NTS [$'000] $30,000 | $67,500 = $97,500  $127,500 $142,500 $150,000  $157,500 = $162,225 = $165470 $167,124

W USA: NTS [$'000] $105,000 = $240,000 = $300,000 $309,000 $315,180 @ $318332 $321,515 $324,730 @ $327,978 | $331,257 $334,570

Nautilus
Life Sci

- strictly confidential -

+
H E MAp_lueam Economics Market Access Pricing




Financial Acid Test: how much does it cost?

@ rat:

The Financial Acid Test (FAT) is the initial step in a structured step-by-step process to assess six
defined Strategic Options to enter (or not) the European pharmaceutical market — checking the
Commercial Feasibility of a European market entry (or expansion)

PV)

Price for running the FAT: Free of Charge
(we trust that we will prove our value for moving with us into the next phase —
working for you in a fiduciary role with “boots on the ground” in Europe)

T
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Short Bio: Tom & Bjoern

S8 Thomas Berthold, PhD
Owner & Principal at
Nautilus Life Science, USA

23 years international & global career with Janssen Pharma /

Biotech (Johnson & Johnson) and Desitin Pharmaceuticals.

Entrepreneurial Business Consultant in Life Science (Marketing,
Medical, Launch Readiness, Epidemiology, Portfolio Management,
L&A, M&A) since 2011.

Many years of international and cross-cultural experience from

positions and projects in several European countries and the USA.

PhD in Biology, University of Hamburg, Germany

Bjoern Grob, MSc
Partner at HEMAP AG, Switzerland

20 years successful international career with Janssen Pharma /

Biotech (Johnson & Johnson) and Pharmacia & Upjohn.

Entrepreneurial Business Consultant for Health Economics and
Market Access since 2019.

Broad international and cross-cultural experience from numerous

positions and assignments in several European countries.

MSc in Anthropology and Molecular Biology, University of Zuerich,
Switzerland

/‘\
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Selection of our Clients

I” A
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of patients worldwide®
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® ) _ 1 Y7 VIFOR * .
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Contacts

8 Thomas Berthold, PhD

Owner & Principal at
Nautilus Life Science, USA

Email: tberthold@nautilus-lifescience.com

Phone: +1-941-278-6304

T

wBridge®

US Biotech

@ Our Office in the USA
@ Our Office in Europe

Bridging US Biotech to Europe

We deliver
with competence, experience & passion!

Bjoern Grob, MSc
Partner at HEMAP AG, Switzerland

Email: bgrob@hemap.ch
Phone: +1-941-278-6304

Our Website:

https://bridgeforgrowth.com

T
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