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“Ideally, we would like to
have people forget they
have a medical condition.
It's all about people just
living the life they want.

n

Lars Rasmussen, CEO Coloplast


Presenter
Presentation Notes
We all came into our rather obscure lines of work through different paths, but there’s a consistent thread that guides so many of us to keep showing up, day after day: it’s all about your patients, right? One of the things that attracted me to Coloplast is our mission - to make life easier for those with intimate health care needs. Our CEO, Lars Rasmussen, echoes this sentiment:  “Ideally we would like to have people forget they have a medical condition. It’s all about people just living the life they want”



And we S -
been committed ,
to this since
1957



Presenter
Presentation Notes
And this has been our commitment since 1957. Coloplast was founded when nurse Elise Sørensen invented the first ostomy pouch - for her sister who had colon cancer. Just like passion drove Miss Sørensen to go great lengths to help her sister, today, passion is still our driver, as we develop products and services that make life easier for people with very personal and private medical conditions.
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Presenter
Presentation Notes
Our business includes Ostomy Care, Continence Care, Wound & Skin Care and Urology Care. 



Today we're a global company - leading the market
within intimate healthcare needs

10,000 2.5 Billion Represented Products sold
employees USD revenue in 42 countries | in L30+ countries



Presenter
Presentation Notes
*This slide debunks the myth that we are just a small European company.  Coloplast is a global company and we have distinct business advantages derived from our patient and clinician collaboration, operational scale and global footprint. 
Slide has animation, please don’t click



Coloplast Ostomy Care
Forbes
In the top 25 “World’s Most Innovative Companies”

Global leader. Trusted partner.

35-40%
$150 million 4X Market Growth

for Forbes

% Coloplast

spent on R&D every year
7 ated June 2018 Facili


Presenter
Presentation Notes
Presenter notes:
Coloplast is a leader in ostomy care, with 35-40% global market share. In the US, our market share has doubled in the past 4 years and we are growing at a rate 4-5x the market. What this means is that we are consistently stealing share from ConvaTec and Hollister. We attribute our success to a strong dedication to innovation – we are continually evaluating ways to design new products that solve problems for ostomates. And our innovation mindset has landed us some recognition and awards. We are listed on Forbes list of Top 25 most innovative companies in the world for the last 2 years. This is a cross-industry ranking and there is no other ostomy company on this list.


We are global market leaders with our main
product areas

Ostomy Continence Wound & Urology
Care Care Skin Care Care

_/
#1 #1 #4 Specialists in disposable
" " » urology care and surgical
global position global position global position therapies
35-40% ~40% 5-10% 10-15%
global market share global market share global market share global market share
Innovative solutions Award winning Products Proven superior absorption
““‘ vs. competing products
“=WW®  BodyFit @ _
H"{S‘,;‘,_:: Technology® w itt;ggrr:aotzonb .
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Coloplast is listed on all major contracts in Canada
1 MEDBUY

HealthPRO
ﬁ Ontario
l.a-:.l Health Integration P’EXXH p.
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Presentation Notes
GPO’s Health PRO & Medbuy (WSC & Ostomy)
Over 32 hospitals have signed on to Coloplast ostomy in the last 8 months
We have wound & ostomy business in 14 /14 LHIN’s



OneSolution
Innovation + Coloplast” Care
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Presenter
Presentation Notes
Presenter notes:
We recognize that the challenges these patients face are not only medical. It’s much broader than that, and we are committed to being part of the solution – together with the users and their healthcare professionals. With our products and services, we want to make a real difference to the quality of life of thousands of people.
 
That’s why we created Coloplast OneSolution. OneSolution combines our product innovation with the one-to-one customized support our users need.
 


Ostomy patient journey...

Patient level of

turbulence
N e - = N
~ 7 \
- Accidents & \
turbulence
NSWOC works hard to
decrease patient level
of turbulence
Hospital Coming home Living well

o >- -
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Presenter
Presentation Notes
In order to collectively meet patients where they’re at, we have to understand the challenges they’re undergoing. We threw a couple thoughts up here, but really want to take the next bit of time to brainstorm what challenges individuals face… and how we – collectively – can try to tackle them


CIHI’s priority themes for health systems could
have a significant impact on hospitals?

Priorities in health system performance CIHI will
emphasize in reporting over the next 5 years

v’ Value for money

Activity-based funding, National
Health expenditure database

Quality & Safety

Medication, surgical care, infection
prevention and control,. Home care?

v’ Patient experience

Canadian Patient Experiences Survey—
Inpatient Care (CPES-IC), Canadian Patient
Experiences Reporting System (CPERS)

Outcomes

Discharge abstract database (DAD), Hospital
Morbidity Database (HMDB), Patient-
reported outcome measures (PROMs)

1. CIHI's Strategic Plan, 2016 - 2021, Canadian Institute for Health Information. 2. Canadian patient Safety Institute website,
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We help support the most complex challenges

within Ostomy

I

Ostomy surgery
is the second
leading cause for
hospital
readmissions’

21%

of ostomates
visit the ER’

227

of ostomates are
readmitted within
30 days of surgery’

017

of people with a
stoma worry
about leakage’

707

of ostomy patients
experience post-operative
complications’

767

of people with a stoma
have experienced
leakage over the last 6
months®

ol

1.Weiss, A, et. AL, Statistical Brief #154, Readmissions to U.S. Hospitals by Procedure, 2010, Healthcare Cost and Utilization Project, Agency for Healthcare Research and Quality, April 2013. Data derived from readmission rates of lleostomy, colostomy (temporary and permanent), and

other enterostomy procedures.

2. Prospective analysis of stoma-related complications. Robertson |, Leung E, Hughes D, Spiers M, Donnelly L, Mackenzie |, Macdonald A Colorectal Dis. 2005 May; 7(3):279-85.
3. Rojanasarot, S. The Impact of a Readily Available, Post-Discharge Support Program for Ostomy Surgery Patients on Preventable Health Care Utilization Project, Agency for Healthcare Research and Quality, April 2013.
4. Claessens et al., 2015. The Ostomy Life Study: The everyday challenges faced by people living with a stoma in a snapshot, Gastrointestinal Nursing, 13, 18-25.
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Presenter
Presentation Notes
Presenter notes:
Additionally, most people are not aware how widespread intimate healthcare conditions really are. Nor how serious their implications can be for the people who live with them. 
 
These figures suggest the scale of the challenge. And complications like these can land patients right back in the hospital, and cost facilities both time and money. 


A SenSura® Mio fit for everybody

Diverse BodyFit solutions
- to meet individual needs

%@'%%%GQ InlasC
090,098,098

Streamlined formulary

Simplified Acute Formulary
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Presenter
Presentation Notes
Presenter notes:
The other side of this OneSolution equation is Coloplast Care.



We offer a complete educational program and
support during the entire patient journey

iyl SR
1l | ‘
» ygu = S B TENa
Before At the After the At
the surgery discharge discharge, first months home
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Coloplast Care program is an all-round support
program for ostomy and continence patients

It's a supplement to the help and education provided to your patients from both
you and other healthcare professionals.

QNS

Dedicated Care Phone support Emails Access to free
Advisor product samples

Coloplast Group — Ostomy Care / Continence Care / Wound & Skin Care / Urology Care ' COIOpIGSt
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Presentation Notes
With Care, your patients get:
Phone support
Dedicated Care Advisors
ready to answer questions
through inbound and
scheduled calls
Email support
Relevant information and
inspiration for your
patients, directly in their
email inbox
Product guidance
Access to product samples
on request, assistance to
locate a dealer and get
coverage
Stronger together through
Coloplast® Care
Consumers,


Getting support from Coloplast Care is easy

Fax forms to 1-877-820-8206
Mail in prepaid postage forms

Email forms to casupport@coloplast.com

E Online at www.coloplast.ca/careform Ef —

By phone at 1-866-293-6349 e

Privaoy Statemert:
your
thi form son provided to us by you or by
* cases,
- . X ot
information i order i
= and, f nesded, wpie
requirements.
your request that al commurioation be discontinued.
1Fthis form has been completed by a. that
Sbove Pricoy Satement 1o the patiert
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Proven Results
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Presenter
Presentation Notes
Presenter notes:
Not only does Coloplast help individuals with personalized solutions, but we also work with facilities like you to understand clinicians’ needs. With your guidance, we develop custom, simplified formularies which could result in lower SKU counts and variance, therefore promoting consistency of care.
 
Ultimately, you decide what is clinically appropriate, but we ensure you have a robust portfolio that supports a streamlined ostomy care line. 


Our newly published and supplemental data aligns
our offering with the value systems are seeking....

| Number of Readmitg

30%

Lower

readmissions?
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Analysis based on 1000 ostomy surgeries and 30 day readmission rate

60%

Reduction in
carried SKUs?

$9,000 USD / Cost per readmission’. Analysis based on 1000 ostomy surgeries

25%

Improved
Patient
Satisfaction?

©

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care

3. Wicks, EC, et al. Readmission rates and cost following colorectal surgery, Diseases of the Colon & Rectum, 2011 Dec; 54(12): 1475-9

et al. Readmission rates and cost following colorectal surgery, Diseases of the Colon & Rectum,
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Presentation Notes
Slide on Market share growth projection, Key customers and testimonial. 


Coloplast improves patient satisfaction

scores by 25%

Product

81%

Program

97%
83%

Coloplast”

<Care

Clinicians say SenSura®
Mio improved the
patient experiencel

Impact

25%

Increase in patient
satisfaction scores?®

Patients would recommend
Coloplast® Care to others?
A large health

care system in

the Mid-West (U.S))

Patients say Coloplast®
Care improved their stoma
related quality of life3

1. SenSura Mio Pre-launch Trials. 1-Piece drainable & 2-Piece Click drainable, USA 2014 2. Data obtained via business reply cards from 1,273 Coloplast Care enrollees in 2013. 3. Coloplast Market Study, 2013, data on file . N=2345 4. Example is based on case study, Midwest IDN.

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care
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Presenter
Presentation Notes
We understand how too drive up ostomy patient satisfaction: products that improve the patient experience, and programs that help improve patients’ quality of life with a stoma. Coloplast paid lot of efforts in the development of best products for the patients. SenSura Mio is widely regarded by clinicians the ostomy product that improve patient experience due to its fit to all body types, resulting in fewer leakage and stoma problems.

Please note, the SenSura Mio Pre-Launch trials were conducted in the US and with feedback from almost 500 clinicians.  81% of clinicians involved in the trial believe SenSura Mio improved that patients experience and this is significant considering the focus on HCAHPS scores and the importance of the patient satisfaction.  

Additionally, our Coloplast Care program delivers superior care, that 97% patients recommend the Coloplast Care program to others. This is because they feel that 83% patients consider our program improves their quality of life.  You can’t put a price on quality of life.  If you are having a positive impact on someone’s quality of life you are most definitely providing a good patient experience and the patient satisfaction scores will reflect that.

Hence, as a result of our products and programs, a 25% increase in patients satisfaction scores has been demonstrated by a health system in the mid-west.



| Q Coloplast

@ OneSolution makes the difference

Reduces Improves

e SKUs * Patient experience
« Readmission rates * Outcomes

e ER visits

-
-
.
!
i
-
] l

Make life easier for people with very

intimate health care needs Reset |
wp Coloplast

)

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care
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Presenter
Presentation Notes
*We should reiterate that all of the hard and soft cost savings are proven in US medical facilities.  Our SKU level pricing is incredibly competitive – often demonstrating ~30% or more savings.  Bottom line?  The facility does not need to ”give up” anything to enjoy similiar results…a true win/win/win.

Slide has animation, please don’t click





Presenter
Presentation Notes
Presenter notes:
Thanks for your time. We believe that together we can give others the opportunity to live a better life.
 
If you’re interested, product evaluations are currently available with Coloplast Ostomy Care.


Questions?

% Coloplast
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Our mission

Making life easier for people
with intimate healthcare needs

Our values

Closeness... to better understand
Passion... to make a difference
Respect and responsibility... to guide us

Our vision

Setting the global standard
for listening and responding

Coloplast A/S - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care
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Presenter
Presentation Notes
Mission, Values, Vision C



Back-up Slides
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Canadian Institute for Health Information (CIHI)
issues strategic plan to improve Canadian'’s health?

» (lose data gaps (post-acute)

Better Data = Quality, timely data
= Make data more accessible

Comprehensive health
systems measurement

Compare health systems in Patients’ ability to identify
Better Decisions priority areas high performing systems
Data link, predictive models from low ones

= For all populations with focus

Healthier Canadians on the vulnerable: seniors,
First Nations, etc.

Focus on populations with
chronic colorectal conditions

1. CIHI's Strategic Plan, 2016 - 2021, Canadian Institute for Health Information.

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care Page 28 ' COIOplaSt
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Presentation Notes
Health system performance themes 

Patient experience 
Quality and safety 
Outcomes 
Value for money 



Four of the key trends driving the acute care market

Trends Key Drivers

Limited ET resources per hospital,
short hospital stays; limited time
with patient

Impact

Not enough time to cover
lifestyle and support . Patient
unable to remember the basics.

Executive compensation from
MOHLTC has changed to include
QIP metrics

“Never events” e.g. Readmissions,
hospital acquired infections and
Patient satisfaction, are some of
those indicators.

Patient satisfaction affects
quality indicators and reputation

Hospitals are benchmarked on
numerous factors - patient
satisfaction. Ensuring a positive
patient experience is critical.

Self Care Self care oriented discharges

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Urology Care

Page 29

Self care and support is critical for
discharge. Lower incidence of
readmissions

% Coloplast


Presenter
Presentation Notes
*It is vitally important that we pause at the end of this slide to ensure we have commitment from the customer that these assumptions are valid.  The entire case is built on these assumptions.
As U.S. healthcare is shifting from fee-for-service to fee-for-performance, hospitals are required to shift their priorities accordingly.

IDN increasing influence: value of products are considered based on the continuum of care. As IDNs deliver care throughout the span of patients’ care continuum, IDNs are increasing more influential in making the purchase and product decisions.

Focus on cost reduction: hospitals run on a thin operating margin (~3%), cost control is very important. Added to the CMS implementation of Hospital Value-based Purchasing program to Medicare payments, IDNs are rewarded based on a number of outcome-based metrics.

Consumer centricity: Rise of consumerism in healthcare has been increasing important as a result of better information access by consumers, and evolution in health plan designs (e.g. high-deductible health plans). Additionally, One of the key measures within CMS value-based purchasing program is the inclusion of HCAHPS score, which ties patient satisfaction with Medicare reimbursement rate.

Overall, these trends are driving acute care facilities to reconsider how value delivery should be considered. How would Ostomy program purchase decision influence such consideration?
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