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Thank you

To find more industry insights, please find
us on Ryan Partners Wechat account







We provide business solutions for the future

Ryan Partners was formed in 2011,
and has presence across Asia and
Europe.

Our mission is to provide solutions
for the future. Our customers are

@ Paris
primarily large multinational
Tokyo @ companies and fast growing
Shanghai @ companies.

Hong Kong @
We are specialized in Healthcare and

FMCG, with coverage on the whole
Kuala Lumpur @
@ Singapore ecosystems.

RYAN PARTNERS
@ 35



We cover the whole ecosystem and have a holistic view

Ryan Partners provides services across the whole healthcare industry
ecosystem, and has abundant experience in each part of the ecosystem.

/ Manufacturers

Pharmaceutical

Biotech

Vaccine

Medical Device

Provider

Medical Equipment

Consumable

.

Public Hospital

Private Hospital

Clinic

Health Check-up
Center

Retail/online
Pharmacy

Insurance

~

v
A
1

3 Party Lab

> Patients

/

@] RYAN PARTNERS
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We organize 3 business units to not only serve the clients but also
guide them

We have 3 business units to provide comprehensive solutions to clients at different stages or with different
budgets. Our aim is not to fulfill short-term needs, but to direct the clients to a better shape, in a constant way.

Our ultimate goal is to enable you not only follow the
future trends, but also lead the trends through strategic

Change changes ahead of time and competitors
Management

In-depth research into your customers,
competitors, and other key stakeholders to
ensure your business success

el

Ryan Partners Research

=

Providing most updated industry/market

insights that make impacts to your business
Ryan Partners Insights excellence

RYAN PARTNERS
@] 37



Our footprint in healthcare

Sample clients we have served

S}OMWWW \‘h ;l:::aslsmus - __ %A \H\ iﬁ';-;?ﬁ"“’s

rOSUNE £ " .
- BD - || || Bochringer /.\ RBAE AstraZeneca @ Biogen

In elhelm GELENK-KLINIK TAING PENSION
i |MERCK ||| Boe}ifllnger
Baxter —— grzms‘utut Berlin ' SERONO IV Ingelheim
EoJ COVIDIEN 2Y roiense

.....................................
Talengen Care

& Coloplast O Bax ter ¢Shire
Z-MEDICA ClGIltl C ﬁ s,,,’,"gg?%’ % IP'T:'EN 6 umg{;g;z;r;i

C)Elekta SHINVA™* ;E Medical -

I'I BESINS M
ﬁ%ﬁyf /\% Amerlcan Sino ' HEALTHCARE &
; atrics Services
¢$l mcere (P XEB R M B 'ms Iq
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Ryan Partners Insights constantly track influential topics and bring

insights to clients
.

Our Insights cover influential
topics and deliver deep
analysis on future trends and
impacts to players in the
industry.

Large Medlcal Imagmg Equment 11k
Market Overview China Eﬁ' aﬁ?ﬁ%/&}\&i&’ﬁ“ﬁé}ﬁ
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Our solutions help clients achieve better portfolio management

We provide unique solutions around 3 major pillars to help
clients achieve better portfolio management

1. Pipeline Strategy

Better
Portfolio
Management

2. Competition Strategy

3. Business Development

- page 40



We engage in 2 important stages in client’s pipeline strategies

Typical New Product
Launch Process

Ryan Partners Solution

Market Launch @ 4 Pre-launch Planning A
4 » We support client to achieve a robust market launch with speedy
sales ramp-up, fast market penetration, and early product
recognition.
oA @ J y
4 N

Market Potential Assessment

« We support client’s pipeline decisions with detailed market and
4 product potential evaluation including product market sizing, new
product concept test, topline forecast, etc.

Pre-clinical ‘
Research

- page 41



Our pre-launch planning helps client draw a clear roadmap for the new

product launch
.

Pre-launch planning typically consists of 4 key elements. The outcome will help client draw a clear
roadmap on where, when, and how to launch the new product.

Identify physicians with high

willingness to use target new Willingness
product, and find the
implication to hospital and city
potential

Uncover market potential by
Potential by city or treatment center level

Testing Region through multi-dimensional
research and analysis

A detailed analysis and

prediction on market access Market Provider & Map out key hospitals and
for new product incl. Access Professional i’:}%:n?isal"‘l’:\'/'e‘]‘?o’i%i "
[)eiggitzgsement, commercial Roadmap Mapping product advocacy
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We have unique data source to support the Pre-launch Planning

As our core competency and differentiator, Ryan Partners has access to both common data (e.g. on-market
product sales data) and exclusive data from our own database and research

Regional thanks to our epidemiology database and
epidemiology data comprehensive methodology

Exclusive
Data Outpatient/Inpatient/ by hospital & city thanks to our extensive
S Procedure data coverage in medical service segment
ource

Signature competitor to derive relevant data and first hand insights
study into the real market

» Product sales by brand (e.g. IMS)

+ Statistics (e.g. National Cancer Center, Health Year Book)
» Other sources like company annual report, etc.

Common Data

Source

- page 43



Our competitor study help clients better compete and grow in the

market
I

» Based on full knowledge of the market and
competitors, predict industry trends and
competitor movements and market reaction,

. and make counter strategies through workshops
+ Deep understanding of and role-playing.

competitor’s experience
including best practice, failures,
and rationale behind. Client is
therefore able to fine-tune own Level Competitive

strategies. 3 Strategy

* Fundamental competitor
intelligence that includes
competitor performance, team
size & structure, investment,
promotional activities, channel Competitor

management, etc.; Experience

EE B Competitor
Intelligence

Our experience and philosophy indicate different
levels of competitor study needs, and we are able
to guide our clients toward competitive advantages.

I ———
- page 44



Competitor tracking curve: continuous and ad-hoc supports to client’s

business decisions
N

Tracking

Frequency
A

+ Sales target & achievement
« Promotion activities
» Coverage & listing, etc.

v

High

« Trial status (e.g. patient
enrollment)

* Team structure & size

Y '

Market access & pricing
Pipeline status

Growth drivers
Innovative initiatives

We perform competitor tracking
in a systematic way to provide
continuous supports to client’s
business decisions.

 Portfolio strategy

» Go-to-market strategy
« Channel management
» Resource allocation

—— v
: )
(] Typical topics 'Low
< ' O eee—
Tactical Strategic

I ——
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We identify ideal M&A/partnership targets that bring success to

business development

Before
screening

Strategic Preparation

A holistic understanding of
company strategic focus and
imperatives and how BD can

support the inorganic growth.

« Analysis and advisory on
proper BD focus

Successful M&A/Partnership Screening Process

On
screening

Progressive Screening

* Proper and progressive levels
of criteria to find ideal targets
for M&A/partnership

Ryan Partners Solutions on M&A/Partnership

» Screening criteria making

» Long list to short list to final
targets

After
screening

BD Initiatives

A deep insight into potential
targets

A clear understanding of the
willingness & needs of targets
and start business
communication

Meeting set up with targets

Due diligence on screened
targets

© I —
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We have a unique expert network to get access to deep industry

knowledge
N

* We maintain a unique expert network in healthcare industry, and have access to an enormous pool of experts.
» The expert network help us get most updated and precise intelligence of the desired research scope.

External network vendor:
>5,000 We have long term collaboration with

leading network vendors who help us
approach “difficult to access” experts like
government officials.

Network of network:
>18,000

Each expert in our network has his
own network to be able to refer to us.
The “network of network” effect
expands our reach to extra >18,000

experts.
Ryan Partners
Expert Network: Ryan Partners maintains an own expert
>3,000 network in healthcare with >3,000
experts.

- page 47



Why Ryan Partners: we triangulate all the information collected

We have extensive

experience in gathering and
validating information which

is crucial to the project
success and all strategic
decisions.

We collect,
summarizes, and
analyze the data from
the whole value chain
to validate the
research findings

/ @

Our consultants & local partners
are very experienced in
gathering information through
primary researches including in-
depth interviews, surveys, focus

groups, etc.

Primary
Research

Triangulate

Ryan Partners
Analysis

Existing
Data

We search all the
available existing data
which includes industry
reports, former project
experience, etc. to
compare with primary
research findings
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A quick glance at our networks (partial list)

KOL Employee
Name Title Hospital Name Title Company
Mr. Shi Dean Huashan Hospital Mr. Qiao Commercial Director Pfizer
Mr. Wang Director Zhejiang Cancer Hospital Mr. Chen Regional KA Director Pfizer
Mr. Xiao Director Changzheng Hospital Mr. Zhou Regional Sales Manager Roche
Mr. Chen Director Nanfang Hospital Mr. Ou Senior GA Manager Abbott
Mr. Lv Director Zhongshan Hospital Mr. Cao Product Manager Roche
Mr. Liu Director Jiangsu Cancer Hospital Mr. Yu Regional Sales Manager Abbvie
Mr. Shan Director Xiehe Hospital Mr. Wang Marketing Manager AZ
Mr. Xu Director Shuguang Hospital Mr. Ma Medical Manager Novartis

L
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Partial previous projects — pipeline strategy

New product assessment of a Pancreatic Cancer product Oncology

New product assessment of a chemical Gastric Cancer drug Oncology

Business case analysis of a Hemophilia A product Hematology

Market potential assessment of a Lupus Erythematosus product Renal

Market potential assessment of a Leukemia product Oncology/Hematology
Pricing analysis of a IgA Nephritis product Renal

Market potential assessment of a Hyperactivity Disorder drug CNS

Business case analysis of a Myelofibrosis drug Oncology/Hematology
Market potential assessment of a Acquired Hemophilia A product Hematology

New product assessment of a GLP-1 product Diabetes

New product assessment of a Anti Atrial Fibrillation product Ccv

Pricing analysis of a generic Gastric Cancer drug Oncology

Business case analysis of an ACE Inhibitor Ccv
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Partial previous projects — competitive intelligence study

Competitive intelligence study of 9 MNCs’ KA and Commercial teams All
Product study of a Rheumatoid bio-similar product Pain
Competitive intelligence study of 5 MNCs’ broad market strategies All
Defensive planning study of an HBV product Hepatitis
Product study of 2 Breast Cancer bio-similar products Oncology
Product study of 6 Rheumatoid products Pain
Competitive intelligence study of 3 MNCs’ non-target hospital strategies All
Competitive intelligence study of 10 MNCs’ commercial strategies All
Product study of a HCV bio-similar product Hepatitis
Competitive intelligence study of 4 companies’ retail channel strategies All

R&D strategies of 3 diabetes players Diabetes
Competitive intelligence study of 3 CCB (Calcium Channel Blockers) CVv
Competitive intelligence study of 4 insulin products Diabetes
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Partial previous projects — M&A /Partnership screening

Partnership target screening for a new renal product Renal

M&A target screening for a local bio-product player Hemophilia

CRO partnership screening for a leading MNC All

CMO partnership screening for a new OTC player OTC

Partnership target screening for a major domestic CSO Oncology

M&A target screening for a large local player Biological

M&A target assessment for a healthcare focused investment firm All

M&A target assessment for an overseas hospital All

Commercial due diligence on 3 local immuno-oncology players Immuno-oncology
Commercial due diligence on an IVD player Medical device
M&A target assessment on 3 BGM players Medical device
Partnership screening for co-developing a new HCV product Hepatitis

M&A target screening for a plasma product focused player Plasma/Hematology

C I ——
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Partial previous projects — physician study

KOL perspective study on a new HCV product Hepatitis
Physician profiling in Rheumatoid Pain
Oncology physician perspective on current academic events Oncology
KOL perspective study on a Breast Cancer product Oncology
Epidemiology data consolidation for a new Myelofibrosis drug Oncology/Hematology
Physician perspective study on innovative marketing activities All

KOL perspective on GLP-1 treatments Diabetes
Physician profiling in Hemophilia A Hematology
KOL perspective study on Non-Small Cell Lung Cancer treatments Oncology
Epidemiology data consolidation for a new Lupus Erythematosus product Renal

KOL perspective study on the partnership between 2 ARB products Ccv

KOL perspective study on a new Gastric Cancer product Oncology
KOL perspective study on the treatments of Schizophrenia CNS
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Thank you
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