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Agenda

• Introduction
• The Market for Coloplast Products in the US
• Ostomy Update• Ostomy Update
• Competitive Landscape in W&S Market
• Integration of Mentor Urology
• IC Policy Change
• New Building
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Sales overview
Organic sales growth of 7% driven by satisfactory performance 
in Ostomy Care 7% and Urology and Continence Care 8% but

Sales by business area
DKKm/(organic growth)

1.080
(5%)

in Ostomy Care 7% and Urology and Continence Care 8% but 
less satisfactory growth in Wound and Skin Care of 5%

Growth in Europe of 6% impacted by HSC. Satisfactory sales 
growth of 10% in Americas from Ostomy and Continence Care. 
R W l 14% i f A i k t
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RoW sales were 14% up primary from Asian markets, 
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Th k t f C l l t’ d tThe market for Coloplast’s products 
in the US
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Medical technology represents 31% of the global gy p g
healthcare products market

The Global Healthcare Products Market (2004)
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US spends more than 16% of GDP on healthcareUS spends more than 16% of GDP on healthcare

20(% of 2006 Total Healthcare Spending (Public & Private) as a % of GDP
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Source: World Medical Market Factbook, Espicom, 2006.
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US Market size by product segmentUS Market size by product segment
Segments that Coloplast compete in

US Market 
Size 

US Market
3-year

Product Segment
Continence Care

U l (1)

($M)
180 

370

Growth Rate
5%

15%Urology(1)

Ostomy

370 

300 

15%

3-5%

Skin & Wound 960

1 810

7-8%

1,810 

(1) Includes both Men’s and Women’s Health
Source: Coloplast financial reporting, BCG analysis.
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Ostomy presents significant growth opportunityy p g g pp y
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US Ostomy Update
• Dedicated sales force with national coverage with emphasis ong p

• new patient discharge
• competitor conversions
• distribution

• Market believed to be growing 3-5%Market believed to be growing 3 5%

• Coloplast is outpacing the market, growing in excess of 20% on an 
l b iannual basis

• Policy landscape remains stablePolicy landscape remains stable

• Dutch pharma wholesaler OPG acquired US medical supplies 
di t ib t B i i f 2008distributor Byram in spring of 2008
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Small presence in large US Wound & Skin Marketp g
Fragmented market with many players
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Competitive landscape in Wound & Skin Care

• Very fragmented and competitive market place

• Large market, valued at approx. $ 1 billion

• Market growth of 7-8% annually

• Strong growth opportunity for Coloplast with broad and competitive 
product platformproduct platform

• Substantial private equity interest in wound care players

• One Equity Partner acquired J&J’s skin care division• One Equity Partner acquired J&J s skin care division

• Nordic Capital acquired ConvaTec, original buyer of Mölnlycke

• Home Health Care increasing in importanceHome Health Care increasing in importance
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Strong position in Continence to lead expansion of marketg p p
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Intermittent Catheter Market expansionIntermittent Catheter Market expansion
Pre-policy to post-policy change

Coloplastp
Today Tomorrow

25% use 155.6 100% use 155.6
75% use 4

Pre-Policy Change Post-Policy Change

75% use 4
Weighted Avg 41.9 Weighted Avg 155.6

R t 3 4 times ?Rate 3 – 4 times ?

we expect to at least double our sales 
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Urology Business Offers Large Growth Opportunitygy g pp y
Coloplast Only Active in a Portion of the Market
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Acquisition of Mentor Urology

Strategic rationale for move into Urology

• Enlarging the scope of our continence care business into urology

• A solid position in the US urology and continence marketsA solid position in the US urology and continence markets

• Strengthening of our European market position

• Targeting all key decision-makers within urology, i.e. hospitals, urology wards 
d i idand primary care providers

• Coloplast becomes a leading global supplier 
of urology and continence care products.of urology and continence care products.

• Stronger platform for further business 
development and penetration of the growing 
urology market.
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Urology Continence Care update

• Integration of Mentor Urology into Coloplast completed
• All back office positions moved to Minneapolis from Marietta, GA and 

Santa Barbara, CASanta Barbara, CA
• Dedicated sales forces with national coverage in place – limited or no 

turnover in sales force as result of acquisition
S l t i d• Sales momentum increased

• Strong and expanding surgical urology product portfolio.
• Titan OTR inflatable penile prosthesis approved by FDA in June p p pp y

2008
• Levera male incontinence technology acquired from Caldera 

Medical in November 2007Medical in November 2007
• Durasphere bulking agent distribution rights obtained in June 2007

• Intermittent catheter reimbursement policy change will expand market 
for intermittent catheters over time
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After Urology acquisition, operations in 4 states, 7 sitesgy q p

Minneapolis, MN
• Head quarter
• Manufacturing
• Product 

developmentMankato, MN
• Manufacturing
• Product 

development.

All positions moved to 
Minneapolis

Amoena Breast Care 
divested

Marietta, GA
• All headquarter 
positions moved 
• US Distribution Center

Brachytherapy divested

• US Distribution Center
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Twin Cities Surrounded by Medical Device Manufacturers
Large Experienced Workforce Provides Exceptional Talent PoolLarge, Experienced Workforce Provides Exceptional Talent Pool

ev3 Techn.
Boston 

Scientific/ Medtronic
4,300 empl. EMPI

500 empl. Smiths MD
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Source: Google Maps; Dun & Bradstreet; Minnesota LifeScience Alley data, web searches, BCG estimates.

Class 3 Devices empl.
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New North American headquarters under constructionq
On target to be completed in Spring 2009



2109 September 2008

Conclusion

• Large market opportunities in the US
• Favorable market conditions
• Organization in place and sales momentum is increasing• Organization in place and sales momentum is increasing
• Organic growth rates exceeding market
• Integration of Mentor Urology finalized and catheter reimbursement 

change a significant upside
• Strong position in Continence to lead expansion of market
• Ostomy presents significant growth opportunity using global product• Ostomy presents significant growth opportunity using global product 

technology advantage and end user knowledge
• Wound and skin care is as fragmented as in Europe, and remains both 

t it d h llan opportunity and challenge
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