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Executive summary

Invitation to Partnership

Small to medium sized life sciences companies are now at the forefront of innovation in the
search for new cures and hope for patients. However, medtech and biotech companies face
significant challenges related to navigating the business life cycle, including securing IP, managing
R&D, raising funds (including IPO), launching product/portfolio and expanding geographically.
Next generation therapies (such as gene and cell therapies) also add another layer of complexity
in managing regulatory, supply chain and patient journey.

Deloitte’s Biotech-in-a-box™ aims to provide a ‘one-stop shop’ to support the growth of small
to mid-cap life sciences companies by leveraging Deloitte's whole portfolio of capabilities.

Our global footprint of over 9,000 practitioners in over 90 countries and work with leading
companies across the life sciences industry spans across a diverse range of cross-functional
capabilities (including Strategy, Research, Commercialisation, Tax, Finance, Legal, Supply Chain,
Regulatory, Technology and Human Resource). We have expertise in delivery (the design, build
and run of research/commercial operations), partnership (assessing partnership options,
finding the right partner and delivering the right risk/reward relationship), and launch products
or services (supported >100 launch-related efforts in the last 12 months), and have experience
supporting the unique needs of small and mid-cap companies specifically.

To ensure successful build and scale-up of the enterprise, defining the capability requirements
for successful launch is key. We support biotech and medtech companies in understanding
what maturity level is optimal, which capabilities need to be fully operational and by when?
How to overcome key challenges in acquiring specific capabilities and which to build in-house
vs. outsource, based on their launch strategies, priorities and goals. We would like to partner
with biotech and medtech companies and de-risk the scaling-up journey. The level of Deloitte’s
involvement as a strategic partner can take a variety of forms, ranging from Deloitte being
on-site and leading the execution to full autonomy for the partners, with Deloitte providing
assistance as and when necessary as a strategic advisor.
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We provide a ‘one-stop shop' for
biotech/medtech companies leveraging
Deloitte’s whole portfolio of capabilities

Cross-functional capabilities
Diverse range of capabilities and have
the latest thinking on the design new
organisations including Strategy, Tax,
Legal, Supply Chain, Regulatory,

Technology and HR
Global footprint Delivery expertise
Global footprint (over 9,000 Skills in the design, build and
practitioners in LSHC industry run of commercial operations,
in over 90 countries) and all under one roof (top ranked
experience with leading in both Strategy and Operations
companies across the life consulting)
sciences industry
‘ DELOITTE ’
OFFER

Experience in assessing Expertise in supporting product
partnership options, launch efforts (>100 launch-related
finding the right partner projects in the last 12 months
and delivering the and numerous ongoing)
right risk/reward

Partnership expertise . l Launch expertise

Partnership Model

Advisory

Implementation Managed Services
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We have extensive experience helping small
and mid-cap life sciences clients across key
business areas

. Market Entry Funr_iraising_ &
V\/e have experlence /LZT:CUth Public Offering
supporting the unique
needs of small and mid- e

Portfolio
Strategy

cap companies across
a range of key topics...

e
Licensing & Talent &
Partnership Compensation

_ Merger &
IPO Readiness Acquistion

...and have P
published a range
of thought pieces
that demonstrate

2020 global life

the breadth of
our expe rtise European Life Sciences Intelligent
Expansion Outlook Biopharma

and knowledge

Intelligent drug discovery

R&D Return On Intelligent Drug Human Capital
Innovation: ten Discovery Trends
years on
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http://www2.deloitte.com/uk/en/pages/life-sciences-and-healthcare/articles/measuring-return-from-pharmaceutical-innovation.html
http://www2.deloitte.com/uk/en/pages/life-sciences-and-healthcare/articles/biotech-in-a-box-how-to-ace-geographical-expansion-in-europe.html
http://www2.deloitte.com/us/en/insights/industry/life-sciences/artificial-intelligence-biopharma-intelligent-drug-discovery.html
http://www2.deloitte.com/us/en/insights/industry/life-sciences/global-life-sciences-outlook.html
http://www2.deloitte.com/us/en/insights/focus/human-capital-trends.html
http://www2.deloitte.com/us/en/insights/industry/life-sciences/rise-of-artificial-intelligence-in-biopharma-industry.html
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In our experience, emerging company CxOs

face a unique set of challenges...

Evolutionary Stages for a Life Sciences Company

Pre-Commercial & First
Product Launch Planning

First Product Launch

How do | execute
on the science, and
raise sufficient
capital to survive?

What is the scientific
and commercial
potential of our first
product, and how
should we pursue
the appropriate
label? How do we
prepare for launch?

Capital/Revenue

Commercial & Supply Chain
Capability Development

How do we scale the
infrastructure and
technology required
for manufacturing,
HR, distribution, and
required reporting?

Multi-Asset Portfolio

What is our
portfolio
expansion plan,
and long-term
growth strategy?

(6]

/

/

Growth by Organic &

Non-Organic Strategies

How do we ensure
competitive cost
structure and
improve
efficiencies?

What can | do to
minimise tax
burden, and
reduce repatriation
costs?

@

How does inorganic
growth factor into the
long-term growth
strategy, and how do
we integrate new assets
into our operations?

What is our commercial
operating model, and what
capabilities and talent
should | be focused on?

|
/What are the key decisions we need to make from a

commercial, regulatory and quality perspective to
support the launch of our product? How do we plan
for an optimised tax structure and supply chain?

[
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...that we, with our deep expertise and broad
set of offerings, is uniquely qualified to address

Select Offerings & Services

CFO CEO

CO0/Csco

cco

clo

Evolutionary Stages for a Life Sciences Company

Pre-Commercial & First
Product Launch Planning

Partnership strategy and
execution (clinical development
and commercialisation)

Asset Target Screening

IPO Readiness

Capital Efficiency

IP Valuation

Litigation support

R&D Tax Credit

NOL Utilisation and Limitations
Intellectual Property Planning
Fundaraising & Public Offering

Alliance & CRO Management

Compliance Program
Establishment

Regulatory Consulting
GCP Compliance

Product Launch

Commercial & Marketing
Strategy

Scientific/Market Due Diligence

IT Outsourcing Strategy

IT enablement strategy for
Product Launch

Manufacturing scale up
& efficiency

Core R&D operations
enablement

Foundational IT: (SDLC, Quality,
Staff Aug. Infra & Network

Commercial & Supply Chain
Capability Development

* Enterprise and Growth Strategy
HR Planning & Outsourcing

Global Legal Assistance
(DT Legal - Ex-US)

IP Migration, Monetisation &
Valuation

Tax Location Strategy

Global Tax Compliance &
Documentation
Operationalising Tax Strategy
(e.g., supply chain)

Financial Performance & Impact
Analysis

Commercial Contracting &
Government Pricing Managed
Services

Operating Model Design

(e.g., Flexible Supply Chain,
Distribution and Manufacturing
planning

.

Product Launch Supply Chain

Capability Development/Buy or
Build Planning

Commercial Model Planning

.

IT Operating Model

Information Management
Foundation (Product &
Customer Master Data, Date
Store Strategy, etc.)

Commercial Capabilities:
Cloud CRM, SFA

Early Cyber and Risk policy
& standards

Growth by Organic &
Non-Organic Strategies

* Portfolio Growth
« Digital Strategy

* HR - Culture, Change, Employee
Engagement, Comp, Benefits
Talent

MQ&A Strategy, Target Screening
& Execution

Transaction Diligence &
Integration Support

Licensing & Partnership Support
IP Migration, Monetisation &
Valuation

Repatriation Planning

Specific Event Planning (e.g.,
acquisition,dispositions,
collaborations, etc.)

Financial Performance &
Impact Analysis

Commercial Contracting &
Government Pricing Managed
Services Maintenance & Analytics
Compliance Program Maintenance
Manufacturing and Network
Expansion

Customer Experience Innovation
Gross to Net Services

Commercial Contracting &
Government Pricing

Commercial operations and
analytics

Digital Experience &
Engagement Solutions

Finance Ops: Performance
Management

HR and Cloud Learning
Management Systems

Security & Cyber
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We work with biotech and medtech companies to

Commercial Functions Medical :
edica e CMC Supply
: Market Commercial| Affairs S RIER
Marketing i —

Launch/Brand ls:glriz Pricing Strategy Marketing
Strategy Deployment Development Analysis
Multi-channel/ Sales Force Payer Business
Dlilie] Trainin EEEC: Intelligence
Marketing g Strategy g
M.?::;Z?g Key Account Channel Information
Braauiien Management Engagement Management
Market HTA Sales
Development Submissions Operations
Business sales
; Reimbursement  Forecasting
Insights

& Planning

Budgetimpact
modelling

Cost-
effectiveness
modelling

Tendering

Key questions

Which capabilities do you find most challenging to acquire?
What capability maturity level do you require by launch?
The capabilities need to be fully operational by when?
Which capabilities should you build in-house or outsource?
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build and scale the enterprise

Enabling Functions




Biotech-in-a-box™ ! Scaling-up journey in partnership with Deloitte

Key Contacts - UK

Strategy & Lead Contact
Hanno Ronte

Tel: +44 20 7007 2540
Email: hronte@deloitte.co.uk

Commercial Strategy

Li Xiaofeng Ph.D.

Tel: +44 20 7007 3042
Email: xiaofli@deloitte.co.uk

James Forsyth
Tel: +44 20 7303 0649
Email: jaforsyth@deloitte.co.uk

Tax

Emma Bairstow

Tel: +44 1293 76 1211

Email: ebairstow@deloitte.co.uk

Paul Shrimpton
Tel: +44. 161 455 6163
Email: pshrimpton@deloitte.co.uk

Philip Simmons
Tel: +44 1727 88 5637
Email: philipsimmons@deloitte.co.uk

Mergers & Acquisitions
Amar Shah

Tel: amarxshah@deloitte.co.uk
Email: +44 20 7303 7820

Heena Dodhia
Tel: +44 20 7303 5484
Email: hdodhia@deloitte.co.uk

Compliance

Darriane Garrett

Tel: +44 20 7007 5660

Email: dgarrett@deloitte.co.uk
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Transaction Services

Matt Henderson

Tel: +44 113 292 1274

Email: mahenderson@deloitte.co.uk

Operations

Frances Cousins

Tel: +44 20 7303 8316

Email: fcousins@deloitte.co.uk

IPO Readiness

Francesca Yearsley

Tel: +44 20 7303 7148

Email: fyearsley@deloitte.co.uk

Regulatory

Andrew Flockhardt

Tel: +44 20 3741 2821

Email: aflockhart@deloitte.co.uk

Supply Chain

James Gregson

Tel: +44 20 7007 8866

Email: jgregson@deloitte.co.uk

IT/ Technology

Peter Wallace

Tel: +44 20 7007 5343

Email: pwallace@deloitte.co.uk

John Ford
Tel: +44 20 7303 3942
Email: joford@deloitte.co.uk
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This publication has been written in general terms and we recommend that you obtain
professional advice before acting or refraining from action on any of the contents of this
publication. Deloitte LLP accepts no liability for any loss occasioned to any person acting or
refraining from action as a result of any material in this publication.

Deloitte LLP is a limited liability partnership registered in England and Wales with registered
number OC303675 and its registered office at 1 New Street Square, London EC4A 3HQ,
United Kingdom.

Deloitte LLP is the United Kingdom affiliate of Deloitte NSE LLP, a member firm of Deloitte Touche
Tohmatsu Limited, a UK private company limited by guarantee (“DTTL"). DTTL and each of its
member firms are legally separate and independent entities. DTTL and Deloitte NSE LLP do not
provide services to clients. Please see www.deloitte.com/about to learn more about our global
network of member firms.
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