





Coloplast Capital Markets Day 2020
Agenda

. . e ™
. . Kristian Villumsen :
: Deep Dive Calls
14.05 Sustainable growth leadership President & CEO p
ina- October 7t:
14:40  Value creation through profitable growth Anders Lonning sgsgiag;g

Chronic Care
Camilla G. Mghl (China & US)

15:00 Talent, Leadership & Culture SVP People & Culture

Wound & Skin Care
15:10 Q&A Session

Nicolai Buhl Andersen Interventional Urology

15:30 Value creation through innovation EVP Innovation

October 9th:

. .. . . Oliver Johansen e
15:40 Raising the standard of care through innovation SVP Global R&D Sustainability
o J
16:10 Q&A Session
. .. . Paul Marcun
16:30 Sustaining category leadership EVP Growth
16:45 Q&A Session
16:50 GOP5: Making Coloplast fit for sustainable growth Allan Rasmussen
: : EVP Global Operations
17:00 Q&A Session
. Kristian Villumsen
1705  Wrap-up President & CEO -
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What we would like to share with you today

oL LEAD20 strategy successfully accelerated growth and value creation

@: We are building the consumer healthcare company of the future

Our new strategy will drive value creation through Sustainable Growth

@ Leadership with an emphasis on innovation (Clinical Performance Programme),
o US and China
D | We are fully committed to investing in and scaling our Interventional Urology

and Wound & Skin Care businesses

Our new strategy will be supported by key growth enablers including
h Efficiency, People and Sustainability

# We will actively pursue M&A opportunities to build growth options
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Making life
easier for
people with
intimate
healthcare
needs




We are building the consumer healthcare company

of the future

Macro Trends

o
h Ageing population
| I
ME] Healthcare consumerism
=
&8 Digital transformation
—] o=y

“h Price pressure
Al

Channel consolidation
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Commercial model

‘\Q

Superior, clinically
differentiated
products

N

Y oA
Consumer .

preference Data and Clinical
digital tools preference

AN

Payer preference

% Coloplast



Attractive underlying market growth of 4-5%
driven by demographics and Emerging markets

Interventional
Ostomy Continence Urology Wound Care

18-19bn 13-14bn 12-13bn 22-24bn
4-5% 5-6% 3-5% 2-4%
Il Europe
Il Developed
Bl Emerging

4-5% value growth?

Addressable
market size
(FY 18/19, DKK)

Growth in %1

#1 #1 #4 #5
COln?lf l??l:'tare 0 —
;?noziti?)n Q i ; @ D i '
I =

1) Market growth rates do not include the impact of COVID-19
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~

33% 329%

Revenue growth

Reported revenue (DKKbn)

= Organic growth, (%)

14.7

8%
17.9
l6.4
~4%

8%

155

31% ~31%

/

Our LEAD20 strategy has successfully delivered
™
Bl Share buy-back

strong revenue growth, margins and cash returns
fEBITmargin
Reported EBIT margin (%)*
= Pay-out ratio (%)**
84 o8
7/:9 4.1
3.4

Cash return
Dividends (DKKbn)

3.2

27 28

86

3.3

34

EEEEE

15/16 16/17 17/18 18/19 19/20 /

\_

4-5% market growth

\_ 15/16 16/17 17/18 18/19 19/20

*14/15, 15/16 and 18/19 is before special items

19/20 based on guidance
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\_ 15/16 16/17 17/18 18/19 19/20 /
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** Dividends paid out in the year are the actual cash payments of which the magjority relates to dividend proposed in the previous financial year.
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With user needs at the centre we have launched
innovative products

Ostomy Care

SenSura*Mio

\\“
=22, BodyFit

\\\\ Technology®

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

Continence Care

SpeediCath*®

il

tional Urology Page 9

Wound & Skin Care

Biatain‘Silicone

Je®, ..l 3DF|t

.0 a Technology

Interventional Urology

Titan®

Altis®

% Coloplast



But users still face challenges which is why we initiated
our Clinical Performance Program

We have made progress on key technologies

Users are challenged by skin irritation
and run clinical studies

and urinary tract infections

Intermittent

0/ catheter users
o have

of people with a stoma 2 7
worry about o

leakage urinary
and more than tl"ClCt
(0)
76% infections

Hy to test our new digital
the first time

have experienced leakage

over the last 6 months * on average
per year?

& Coloplast

(1) 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.
(2) Coloplast Intermittent Catheter User Study 2016, (data on file).

Coloplast

¢
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We have built a model that reaches users at scale

Coloplast Care & DtC presence

Over 30 countries
with a consumer setup

3 million calls
with customers a year

1.8 million consumers
in our database

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology
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Direct in 5 largest markets
& = =
._;;Ccd‘if'_l;arter %COIopIust Homecare C S&ETO rt
~30% MS ~10% MS ~5% MS
O [
o YT =
() Lilial @ Coloplast
MO/TMall
~15% MS ~70%

% Coloplast



LEAD20 was backed by accelerated investments to fuel
growth & sustain long-term competitive advantage

Up to 2% of sales invested annually across ...

... functions
(15/16-18/19, DKKm)

Other (IT etc.)

R&D

Sales and
marketing

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

... geographies
(15/16-18/19, DKKm)

Other (R&D

and IT etc.) Europe

Emerging Other developed
markets markets

Page 12

... and time horizons

Short term
Medium term

Long term
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In summary, we have delivered on our LEAD20 strategy
with significant achievements...but there is still more to do

'I
'\

We have launched a number of successful products but we need to deliver the clinical performance program
and build more options into the pipeline

EU is a stronghold and we continue to see pockets of growth opportunities

US has seen good growth on the back of investments - but we remain the challenger

China has been a core growth driver — and we will build on our market leading position

Wound & Skin Care performance has improved but we need to drive profitability

Interventional Urology has delivered solid growth but needs a revitalized pipeline

GOP4 has been delivered - GOP5 will focus on automation

S$LO0GIh® !

% Coloplast
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Our new strategy will drive continued long-term value
creation through revenue and earnings growth

19,

Chronic Care

O

Wound &

Str i’ ve Skin Care
25 ~

SUSTAINABLE
GROWTH
LEADERSHIP

Q

Interventional
Urology

~ @

(2) ]
7'9 % more than 3 O %

organic growth p.a. EBIT margin?

1) Constant currencies, based on FX rate as of September 29, 2020
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To deliver on Strive25 we have set ourselves up differently

Kristian Villumsen
President & CEO

EVP & CFO

Allan Rasmussen

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

Anders Lonning-Skovgaard

EVP Global Operations
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Nicolai Buhl Andersen
EVP Innovation

Paul Marcun
EVP Growth

Camilla G. Mghl
SVP People & Culture
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Innovation: We will enable growth
and deliver superior products

Page 17

Deliver on the Clinical Performance
Program in Chronic Care

Continue to deliver new products
within existing technologies

Build more options into the pipeline



All our business areas will
contribute to growth

Main strategic themes

X _ * |nnovation
| Chronic Care « China - Build on Market

Leading Position
e US - Challenger to Leader
* Market development

Wound & « 3DFit Technology
Skin Care « Scale our Chinese and US
businesses
* Drive profitability
) * Innovation
Interventional « Geographical expansion
Urology « Enter adjacent categories

through M&A

Page 18 % COIOPIGSt




Supported by growth enablers

&

Main strategic themes

Global Operations Plan 5
Business support

Efficiency
Talent, « Growth leadership
Leadership *  Simplicity
& Culture * Inclusion and Diversity
* Products and packaging
Reduce emissions
Responsible operations

% Coloplast

\ 0
& Sustainability
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GOOD HEALTH 1 PARTNERSHIPS

Our ml'Sfl'Oﬂ . . AND WELL-BEING FORTHE GOALS
Making life easier for people —Af\f

with intimate healthcare needs * @
Our 2025 priority 13 CLIMATE Our 2025 priority

Reducing o Improving
emissions & products and
packaging

0 emissions from scope 1&2 80% packaging made from renewable materials
100% renewable energy 50% production waste recycled

. . QUALITY GENDER DECENT WORK AND PEACE, JUSTICE
Our on-going commitment EDUCATION EQUALITY ECONOMIC GROWTH 1[] ﬁf&”ucﬂngs 16 AND STRONG
INSTITUTIONS

R ibl i a b
operatons M F M = ¥




Strive25 will commit up to 2% of sales annually in
incremental innovation and commercial initiatives

Key strategic initiatives Geographical focus areas

Innovation

& .

Chronic Care

a China

Interventional Urology

19,

]

O Consumer & Digital Emerging
\ Y/

markets

Sustainability
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We will actively pursue M&A opportunities as a lever for
long-term growth

A

Opportunity based Systematic screening >

Eu

Channel Portfolio expansion Early stage
expansion & adjacencies technologies

Large plays

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 22 ' COIOPIGSt



In summary, Coloplast has delivered a strong growth track
record and is well positioned for future value creation

14%
12% Organic revenue growth (%)
12% B Reported revenue (DKKbn
° 1107 —10% 10% P ( )
9%
. 8% 8%
R . 7% 7% 7% 7%
(o]

6% 6% 6%

99/00 00/01 01/02 02/03 03/04 04/05 05/06 06/07 07/08 08/09 09/10 10/11 11/12 12/13 13/14 14/15 15/16 16/17 17/18 18/19
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Short term we have been negatively impacted by Covid19
but we will leverage learnings going forward

/

‘%‘ Short term implications

* Lower group growth due to cancellation of elective
procedures

 Largest uncertainty related to rebound in Interventional
Urology and UK situation

 Sales reps unable to connect with customers in person
* Challenges in conducting clinical trials

Three key priorities: keeping our people safe, continuing to
serve our customers and maintaining business operations

Prudent cost management

\

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 24

/

\
% Long term opportunities
1. Clinically differentiated products
that reduce total cost for payers
2. Leveraging digital solutions to
connect with consumers and
healthcare professionals
3.  Home delivery and consumer
channel increasingly attractive
/

% Coloplast



profitable

growth

Coloplast Capital Markets Day 2020
September 29t 2020
Anders Lonning-Skovgaard, EVP & CFO

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

Making life easier




2019/20 was impacted due to COVID-19

9%

8%

2019/20 impacted by COVID-19 - Momentum is improving,
but growth in 2020/21 will be back-end loaded
. g\ettrai(r)\:jeinnti;giggglogy positively impacted by comparison

... with many moving parts impacting 2020/21

* Uncertainty around growth in new patients across Chronic

* Uncertainty around resumption of hospital activity impacting

Wound and Skin Care
* No current knowledge of significant healthcare reform vs.

~4%
organic growth
French reformin 2019/20

in 2019/20

Group revenue
organic growth

-2%

Q219/20 Q319/20 Q4 19/20E

marketing costs due to Covid-19

Q119/20
31% 32% 31% 31;/32%
s
Group / ~31%
EBIT margin % EBIT margin
% in 2019/20
7
Q119/20 Q219/20 Q319/20 Q4 19/20E
Page 26
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H1 margin will be impacted by lower sales
Investments initiated again across all BA's and we will invest
up to 2% of revenues in R&D and commercial investments

Continued savings due to less travel and lower sales &

% Coloplast



The outset for the Strive25 strategy period is strong as we
continue to lead our peer group

We have maintained solid growth but significantly improved profitability

In percent

Sales CAGR 2008-2019

EBIT Margin 2008

EBIT Margin 2019

WEGO i 19.1
Demant 1 | 9.7
Sonova i[7.8

Medtronic :E] 7.7
Stryker Corp :E] 7.5
Coloplast - 7.1
Getinge :l 3.%)
S&N ] 2.58
Boston Sci. :l 2%’

ConvaTec 2 :| 1.7§

Baxter Int. -0.8 [

Median*: 7.1

1. Financials from fiscal year 2008 - 2016
2. Financials from fiscal year 2011 - 2019
3. Before special items

weco [T
Medtronic :i:l

Sonova ::l
Stryker Corp :El

Baxter Int. :l
Demant :l
Getinge :l 16.1

Boston Sci. :l 1i5.4
Coloplast - 13§L6

ConvaTec 2 :l 12.53

2
231
20.8
20.7
194

30.7

30.2

7.3

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

Coloplast* [N =10

WEGO ! 234
Medtronic 1 | 205

Sonova : 194
]

Stryker Corp

S&N ll 159

Baxter Int. :l: 156

Boston Sci. :l ;EI.4.1
Demant :l 213.6
Getinge :l 8.9i

ConvaTec :l 53 1

15.9

Note: * Median includes Coloplast
Note: Sales growth include acquisitions

Continue to be leader in value creation

ROIC 2010

Coloplast
WDH
S&N
WEGO
Convidien
Stryker
Sonova
Baxter
Medtronic
Getinge

Boston

Source: Bloomberg (latest full year reports)
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-43[]

-
-0
o

17.0

ROIC 2019

Coloplast 3 _ 48.0
Boston ::l 296
Baxter ::l 19.0
Sonova :E:I 15.2

S&N j 103

Stryker :l 102

WDH :l 9.9
WEGO :l 91
Medtronic :|73
Getinge | | i6.3

Convatec ] 15

10.2

% Coloplast



Economic profit as a guiding metric for value creation at
Coloplast - revenue growth remains primary driver

Coloplast value driver framework
High level overview (LEADZ20 period 15/16 - 19/20)

. Value creation

Shareholder value

Economic profit

Accumulated Economic profit DKK ~18bn
created over the 5 year period (CAGR:~5% p.a. )

Y o

Reported growth ~6% p.a. O Avgr age ‘?B’T margin of ~32% Oneratin ~6% gr owth p-a. et W/Lt\;C kept
Organic growth ~7% p.a. - Operating leverage pEatg in Invested Capital . stable over  \yace (gearing)
growth - Efficiency improvements profitability efficiency the period
Geographies EBIT Tax Fixed Wor}.('ng
: : assets capital
Business ~ Price | | | | | |
areas ... Volume Trade
Mix COGS Distribution Admin R&D . Trade Payables Inventory
: Receivables
Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 28 ' COIOPIGSt



Attractive stable underlying market drivers in favor of

future growth and value creation

Market drivers Coloplast dynamics
m - > + Demographics
M ‘%g +  Access to healthcare (Emerging markets) )
Market share gains
+ Improved compliance and retention
Volume : :
+  Surgical/medical trends
% +  Healthcare reforms Upto-1% /‘
ice pressure
+ Competition price pressur
Price
|
iy + Innovation Ongoing value upgrade
k J I I + Access to healthcare \J \j
Mix
4-5% 7-9%
Net effect value growth value growth
Source: Coloplast estimates
Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 29 ' COIOplast



Investments have fueled broad-based growth in the LEAD20
period which is also the ambition for the Strive25 period

Growth contribution LEAD20 period
Revenue growth contribution FY 15/16 to 19/20 (DKKm)

Business g
ffffff [ |

Ostomy Continence  Int. Wound & M&A FY15/16-
Care Care Urology Skin Care FY19/20

Illustrative growth contribution Strive25 period
Revenue growth contribution FY 20/21 to 24/25 (DKKm)

High single digit Above market /9%
organic growth
Above market  organic growth growth g g
Above market growth )
Ostomy Care Continence Care Interventional Wound & Skin Care Total growth

Urology FY20/21 - FY 24/25

Growth contribution LEAD20 period
Organic growth contribution FY 15/16 to 24/25 (DKKm)

Regions

European Other Emerging M&A FY15/16 -
markets developed markets FY19/20
markets

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

lllustrative growth contribution Strive25 period
Revenue growth contribution FY 20/21 to 24/25 (DKKm)

+10% 7-9%

US Chronic Care organic growth organic growth

o .
Above market +10% organic growth

gomn - ”””””””””

European markets

Other developed markets Emerging markets Total growth

FY20/21 - FY24/25

Page 30 ' COIOPIGSt



Gross margin development for Strive25 period to be flat,
positively impacted by Global Operations Plans

Gross margin (%)

FY 19/20 to 24/25
ILLUSTRATIVE
Gross profit will be positively impacted by: Gross profit will be negatively impacted by:
~68% _+ Leverage effect on fixed costs e.g. global = Country/product mix ‘77777””””“'68%
functions < Increasing depreciations due to increased
+ Country/product mix CAPEX
+ Savings from Global Operations Plan 4 & 5 — Transfer costs to Costa Rica
— Wage increases in Hungary
= Sustainability investments
Reported Gross margin
gross margin 24/251
FY 19/20

1) Constant exchange rates

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 31
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Future drivers of cost ratios

+ Leverage effect in distribution costs in Europe driven by growth in existing

products as well as new product launches

Leverage effect in Business Support due to further global utilization of
Coloplast Business Centre

Continued investments in sales reps and marketing initiatives

Continued leverage effect within SG&A will fund further

commercial investments
28-30
Leverage effect in admin costs driven by group revenue growth

Cost item Development, in % of revenue
281 281 287 290 ~29
I_I_IJ_I
15/16 16/17 17/18 18/19 19/20 Long
term
38 40 40 42 -4 ~4
+
Admin + Increasing admin costs driven by IT investments, to follow commercial
development
15/16 16/17 17/18 18/19 19/20 Long
L= 0 e
35 37 3.9 3.9 ~4 )
+ Leverage effect in R&D driven by group revenue growth
R&D : : o Lo o : :
+  Continued investments in innovation including increased investments in
Interventional Urology
15/16 16/17 17/18 18/19 19/20 Long
term
Page 32 wp Coloplast
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Note: Based on Reported numbers



We will continue to support organic growth by yearly
incremental investments of up to 2% of revenue

Key Investment Decision Drivers

-

\

@ Economics &
Government

o)

Market
Attractiveness

I o ‘
o
okt .
o Leadership &
Organization

. Case
Financi
.lll ancials

SN XX

~

J

O

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

Key Investment Areas
4 We expect to invest up to 2% A
of revenue in incremental OPEX investments
3 1 4
"- Innovation
i .
I Q Chronic Care
USA .
& Emerging
— markets
@ Interventional Urology @ incl. China
-
% Consumer & Digital
7
‘p Sustainability
Page 33 ' COIOPIGSt



EBIT margin development continues to be a function of
growth, scalability, cost discipline and investment activity

EBIT margin (%) Future drivers of EBIT margin

________ 1
4L
\ EBIT will be positively impacted by:

+ Leverage effect on fixed costs e.g.

ILLUSTRATIVE

|
1 1
1 I
1 |
1 1

1 % | . .
\\ 1 >30% | distribution, admin and R&D costs
~31% 5 Q ! : especially driven by Europe
,// | L I
SR | I
| Possible incremental investment of ! . . .
/: | up to 2% of revenue per year | /: EBIT will be negatively impacted by:
i ] + Investments in P/L (Commercial &
R&D)

Reported EBIT A Gross margin Leverage Incremental EBIT margin
margin FY 19/20 effect/scale investments FY 24/251

on fixed costs

1) Constant exchange rates

Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 34 ' COIOPIGSt



Continued strong development in free cash flow during the

Strive25 strategy

period

Taxation Net working capital
— Reported tax rate — Net working capitalin % revenue
23% 23% 23% 23% -~23% 23% 23% 23% 23% 24% ~24% ~24%
15/16' 16/17 17/18 18/19 19/20 Long 15/16 16/17 17/18 18/19 19/20 Long
term term
« DK statutory corporate tax rate * Net working capital expected to be
lowered to 22% in 2016 stable, impacted by:
* Coloplast tax rate expected to be *  Growth in mature markets
~ o i
23% going forward *  Growth in Emerging markets which
have long credit times
* Increasing inventory levels on
strategic products and raw
1) Impacted by provision for Mesh litigation materials
2) Gross investments in PPE
Coloplast Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology Page 35

CAPEX®?)

— Depreciation in % of revenue [l CAPEX DKKm
— CAPEX in % of revenue

~5% _ =TT TTT=-=-=- 6%
= = S~
O, ~ -~
4% 4%, / ~-=2 49
1%
3% 950
616 617
17/18 18/19 19/20 Long
term

¢ Continued investment in machines and
capacity expansion

*  Widen factory footprint — 2 factories
planned in Costa Rica

. GOPS5 investments — focus on Automation
o IT investments

*  Sustainability investments

% Coloplast



We will continue to provide attractive cash returns despite

large investments in commercial activities

Coloplast cash distribution to investors

[ bividends paid out in the year (mDKK) @ [l Share buy-back (DKKm) == Pay-out ratio (%) @

100 100
88
86
\7/
80 80
3,788 3,898 B
3035 3,150 3,364
500 500 500 500 500 500
13/14 14/15 16/17 17/18 18/19 19/20 Long-term

1) Dividends paid out in the year are the actual cash payments of which the majority relates to dividend proposed in the previous financial year.
2) Pay-out ratio before M&A. Pay-out ratio calculated as dividend proposed in the financial year/Net profit for the financial year.

Pay-out ratio for 2018/19, 2015/16, 2014/15 and 2013/14 is before special items related to Mesh litigation.

Page 36
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We wiill continue to
return excess cash to
shareholders through
dividends

Target pay-out ratio of
80-100%?2

% Coloplast



Our long-term guidance for the Strive25 strategy period is
aimed at continued long-term value creation

2D

©)

Strive 4

25 7-9%

SUSTAINABLE r IC arow .qa.
STAINSS organic growth p.a

LEADERSHIP

more than 30%

EBIT margin?

1) Constant currencies, based on FX rate as of September 29, 2020
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Coloplast is a global employer with a strong purpose driven
culture

~

We have a strong outset on employee engagement

Mission: to make life easier for people with intimate
and talent promotion that we strive to maintain

healthcare needs

7.9 out of 10 employee
engagement score*

~12,500 employees

Represented in 44+ countries
8.7% Voluntary employee

9 production facilities
P turnover**

Gender split

64% Female & 36% Male 67% of critical managerial

positions filled by internal
candidates

Representing 70+ nationalities

\_ /

Source: 12-months data as of August 2020 for employee turnover and critical managerial positions
* Engagement survey date March 2020
** Total employee turnover 13.6%

% Coloplast
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At the heart of delivering on Strive25 is our people and

culture

Evolving how we lead
Enabling stronger strategy execution

* Global leadership programs fronted by
ELT and senior leadership
* +1,200 leaders trained
» Strong focus on leveraging culture
* Key metrics:
* Diversity metrics
* Engagement scores
* Leadership scores

Talent for future

* Secure strong succession for critical
managerial positions

* Targeted development programs across

all levels

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

4

Evolving how we lead

Strive
25

SUSTAINABLE
O O GROWTH
LEADERSHIP

Simplifying
People
Processes

Talent for future

Page 40

Simplifying People Processes

Simple performance evaluation process
and engagement platform to support
how we lead

\nteligent sampling

“ Backwards compatible /Q Peakon Future-proof

Key metrics:

- Half-yearly engagement survey

- Employee engagement score above
benchmark

% Coloplast



A key area where we want to continue our efforts is
Inclusion and diversity

Today

24%

=

2025 ambition

30%

YEAR ON YEAR
IMPROVEMENT

Gender
at VP+ levels at VP+ levels
L
L L
(o) o) YEAR ON YEAR
5 1 % 75% IMPROVEMENT
Team
diversity

A team consisting of a max. 75% of one gender +
either max. 75% of one generation or one nationality

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

Of teams (Director and above)
meet diverse team criteria

Page 41

Of teams (Director and above)
meet diverse team targets criteria

% Coloplast
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Making life easier




To deliver on Strive25 and our value creation agenda, a
new Innovation organisation has been created

o

ur purpose

To define, develop and
deliver Coloplast'’s
commercial offerings

Page 43

/The Innovation organisation

Executive Vice
President
Innovation

Pipeline & Payers &
Portfolio Evidence

.

Defines ---+ Develop ---> Deliver

/

% Coloplast



This is what our new Innovation
unit needs to deliver

Deliver on our new product platforms within the Clinical .
Performance Program and current pipeline within existing
technologies Key focus area |

Define new significant innovation that can drive further growth

Elevate our clinical evidence to change practice and set new
standards

Tap into the significant value pool within market development

Maximize the commercial value of current portfolio

Continue to set the standard within marketing towards
consumers and clinicians
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During LEAD20 we have launched products
across all business areas

. ra Mi .
. SenSura Mio gsgsg I:ilds 1o SpeediCath .
SenSura Mio Hospital Assortment SenSura Mio Y Navi Peristeen Cone

Convex —

(@?G(‘ém 9 (993 ;

- o o

Biatain Silicone SpeediCath

Sizes & Shapes Brava Flex Coudé Pro . . . SpeediCath
Biatain Contact Biatain Fiber Soft

extensions
] : . 200 ] ]
o | N B . | 45%° HexaLock AN
) - 9@~ Technology !

L H ‘ s,
S E A N

% Coloplast
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We have increased our R&D spend and
strengthened key R&D capabilities

Higher absolute and relative R&D spend over the period
— R&D in % of revenue R&D Costs

39% 3.9% 38%

692
640

574

533

390 380 415 409
342

11/12 12/13 13/14 14/15 15/16 16/17 17/18 18/19 19/20
YTD

Source: Coloplast
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External

Pre-clinical partnerships

Medical Technology

affairs Scouting

Embedded Process
Systems develop.
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Our pre-clinical and clinical efforts have more than
doubled

Phase of clinical studies: Test new technologies and accelerating development Number of clinical studies pr. year

21
20

18

2 » &% » *@ﬁ?ﬁf >

High throughput In depth lab tests Pilot studies Clinical Studies
screeningin the lab

10 10

2014 2015 2016 2017 2018 2019 2020

Source: clinicaltrials.gov
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We want to raise the standard of care through
clinically superior products and innovation

Focus in this CMD meeting

~

Deliver on the Clinical Performance Program
* Execute on the clinical performance

\

programs to strengthen Coloplast’s
position as leading provider and to avoid
commoditisation

J

Continue to develop an innovative
organisation and culture
» Strengthen our innovation culture and

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

mindset through a well defined set of
initiatives

organisation

Innovation

Clinical performance
program

SUSTAINABLE

GROWTH
LEADERSHIP

Simplify
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Continue launch cadence and build more

options into the pipeline

* Continue launch cadence in existing
categories

* Identify new growth drivers and disruptive
technologies to secure future growth

Simplify to grow

* Simplify our innovation process to free up
resources and shorten time to market

* Increase focus on Design for
Manufacturing to enable profitable
volume production going forward
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The digital leakage notification system presented is an investigational device currently in development.
It is not available for sale and its safety and effectiveness have not been established.
It is not been cleared or approved in the U.S., EU, or any other market.
Features and technology of the future digital leakage notification system may vary.
Access to the system is contingent upon regulatory approval or clearance.
Approval or clearance timelines are subject to the regulatory process of individual countries and regions and are not guaranteed.

Supporting reference: Data from clinical trial CP308 and OLS16 review. Coloplast data on file.
© 2020 Coloplast A/S. All rights reserved. Coloplast and the Coloplast logo are trademarks of Coloplast A/S.
App Store® and Apple logo® are trademarks of Apple Inc., registered in the US and other countries.

Google Play and the Google Play logo are trademarks of Google LLC.
The Bluetooth word mark and logos are registered trademarks owned by Bluetooth SIG, Inc.
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We want to provide users with an intelligent solution that
helps avoid leakage accidents and gives peace of mind

Giving users control and peace of mind

Transmitter measure, Priority 2.

Raw data is sent to
the phone and
queued for upload.
No processing done

interpret and sends results

Leak triggers Priority 1.

%
|
|
|

decides what to ‘
show and notify |

E |
sensor Phone analyzes |
vel INg IS un
status data from | control. No need to
transmitter and | Wwo

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

\

Data is sent to
the cloud for

Our digital aspiration

\I'K'_\

Global R&D ' BI Payers

N o/
'ﬁ*u

e 5N

~Care ¥

~—

% Coloplast



We have conducted a pilot study to test our new digital
ostomy solution end-to-end for the first time

End-to-end pilot study

We tested the end-to-end solution in a 9 weeks
pilot study to determine technical feasibility of the entire

solution

18 patients completed the pilot study

Key outcome areas

1. Leakage notification (as evaluated by users)

2. Leakage detection accuracy (live data vs. pictures)
3. Skin redness & Leakage area (picture analysis)
4

. User Experience (possible to use, System Usability
Scale score)

5. Mental health (Quality of life, feeling of security, worry
of leakage)

Page 54
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CP308 study execution and comparative outcome plan

<

DATA MGMT. &
PRESENTATION

Clinical APP

BASELINE (3 weeks)

) x
Clinical + new product APP, Clinical + new product APP
SILENT (3 weeks) D ACTIVE (3 weeks)

E Own product & E Own product &
i New digitalostomy | New digital ostomy
i product (silent) { product (Active)

Own product

1
1
1
]
i
Data
presentation

Start of data monitoring
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Pilot study! shows high accuracy in detecting
leakage, preference and peace of mind with
|Prelin2inary results (n=18) @(Cl kag e

/ 91% Accuracy

(correct status detected)

B Correct detection
M ~aise positive
B Fatse negative

~

/

1.  Clinicaltrials.gov : Identifier: NCT04374890
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é% of patients reported high or\

very high trust & reliability in system

[ ] High or very high

- Neither high nor low
B Low degree

Page 55

ﬁl% of patients would use systeh

frequently

I Daily, often or sometimes

ﬂ3% reported high or very high

information from system to avoid
full leakage onto clothes

[ ] High or very high

[ ] Rarely or never

/

- Neither high nor low

\ Bl Low or very low

% Coloplast



Our solution empowers users to take control of their life
with a stoma. Here, we are taking a true pilot approach

The Solution Value Creation Model Payer Pilot Process
Offers a powerful, innovative and effective way to Through our Burden of lllness studies and the The pilots will be set up according to the commercial
proactively improve the overall health and Ostomy Life Study we have identified value needs for each market, in collaboration with local
wellbeing of ostomy patients drivers that provides user and payer value payer organisations
Sa. ‘ﬁ’ Reduced leakage
«« Q UK & DE selected
Optimal healthcare resource utilisation Value model developed l

(readmissions, A&E, GP and HCP visits) Pilots to be conducted >

B8z
e ® .i(o Clinically differentiated
= products Q Improved quality of life (QoL)
p quatty Payer partners identified ~

+ UK - NHS bodies o\
({d)) |mpr0ved mental Wellbeing DE - Health Insurance Companies

Digitally enabled device

Improved self management

+ Q (incl. establishing routine), physical
mobility, sociability and activity levels

” Data-driven support
Appropriate product consumption

& service
® National launches to be planned | /\/
Q o. Reduction in peristomal skin
ﬁ “" complications (PSCs)
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Peristomal skin complications are common and a burden

for many users and costly to payers and society

Peristomal skin complications are a burden for many users ...

73%

Of all users have
experienced skin
issues within the
past 6 months*

| + J
\

W
52%

Reports skin
issues as one of
the main reasons
to see a nurse*

\z0/12/2016 #1:33

* The Ostomy Life Study: the everyday challenges faced by people living with a stoma in a snapshot. Claessens,
et al., Gastrointestinal Nursing, Vol. 13, No. 5. doi.org/10.12968/gasn.2015.13.5.18
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... and is a real cost driver

An ileostomistin UK
(vs. SenSura Mio, Flat, 1pc user)

Skin complications®
M Froducts®

£390
(24%)

Annual cost

£1,622
@

®

1)
2)  One product per day, Drug Tariff 2019

With a prevalence of Peristomal
Skin Complications of 49%!

We see direct
potential savings of 1/3

of product costs forthe

payers by reducing the
need for:
Stoma Care Nurse GP
Interventions visits
B
Specialist Medication
visits

Martins et al. 2012 (adjusted for inflation) - British Journal of Nursing
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We have tested our new skin protecting

technology against the standard of care in an

international RC

Countries:
K A

A 1LY
a4 w = 7'7 "

First patient in: Feb. 2020
Last patient out: July 2020
Data presentation: Sept 2020

79 patients recruited
64 patients completed

Endpoints:

Skin (itching)

Skin affected area

DET score!

Quality of Life (QoL)
Other relevant endpoints

Randomisation

Evaluation of skin
(steady state)

Standard of Care

Evaluation of skin
(steady state)

m

Standard of Care

1. DET Score: Ostomy Skin Tool is a standardized measuring instrument for assessing the extent and severity of peristomal skin

change in terms of discolouration (D), erosion (E), and tissue overgrowth (T).

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

L | | |
I 1 — 1
| Three weeks | Three weeks |
| | |
V1 V3 V5
Six weeks Six weeks
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Pivotal study results are unsatisfactory -
however we remain confident in the technology

Positive pilot study results
presented in 2019

Pilot study shows significant peristomal skin improvement
and supports our premium price ambition*
skin

v

Latest pivotal study shows unsatisfactory results x

71% of users prefer test product over SenSura Mio

~

<«  No statistically significant
difference in skin condition

and Burning sensations

Q l measured by Pain, Itching

o

/

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

4 N

Slight tendency for lower
fraction of Moderate/Severe
skin complications, but not
statistically different.

- /

/

o

Statistically significant
improvement of QoL
(Quality of Life)
compared with SoC
(Standard of Care)

~

/

Root Cause Analysis (RCA) process completed, indicating need
to optimize product device design 12 months delay
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Intermittent catheterisation General conditions
High Intravesical pressure

Impaired bladder compliance
Host deficiencies

Bowel dysfunction

Diabetes

Age and Gender

v' Bacteria inserted by product
v' Urethral and bladder trauma from product
v' Post void residual urine due to product

design
No urethral rinsing

/
UTI

RISK FACTORS

User compliance/adherence Local urinary tract conditions
v Non-hygienic procedure
v Insufficient education
v' Post void residual urine due to incorrect
handling
Voiding frequency
Fluid intake (with hydration indicator)
Residence country & social support system

Bacterial virulence

Previous UTI

Botulinum Toxin A injections
Urodynamic investigations
Bladder and kidney stones
Post void residual urine caused by bladder shape

Source: Kennelly et al 2019: Adult Neurogenic Lower Urinary Tract Dysfunction and Intermittent Catheterisation in a Community Setting: Risk Factors Model for Urinary Tract Infections
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Our new IC platform addresses some of the key UTI risk
factors in the recently published Risk Factor Model

Coloplast



The new IC platform addresses key UTI risk factors
Reducing mechanical trauma, residual urine and insertion of bacteria

Benefits of the new IC platform v. standard catheters

Standard L ¥

U
catheter ki - ﬂ
Risk of trauma in bladder  Risk of trauma
in urethra

wall, i.e. eyelet clogging

IC technigue needed

IC techni\q e needed
Finding the right position

Re-positioning catheter

Bacteria
insertion

[T pe—

New IC
platform

e e s o =

|

Non-clogging ju
drainage zone Trauma-free Complete voiding

Minimum IC tecﬁnique needed Minimum IC téchnique needed
Complete voiding

Reduced bladder and urethral trauma Reduced residual urine and simpler use

Page 63
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Minimal bacteria
insertion (Bacteria
Barrier Technology)

Reduce bacteria

% Coloplast



Tests in live pig bladders demonstrate elimination of
blockage of catheter eyelets occurring with conventlonal
catheters

Standard catheter

Eyelets block completely
and the flow stops

New IC platform with micro-eyelets
Complete emptying with
elimination of catheter blockage

Strong
patent
protection
applied

Source: Research done in collaboration with Research Unit of Clinical Microbiology, Odense University hospital. Video recorded during catheterization of anesthetized female pig in supine position.
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We have completed the first phase of the exploratory

pilot study evaluating the micro-eyelets

AR

A\l 4

Timeline:

* First patient in: June 2020

* Final data presentation: H1 2021

Study population
Phase 1

« 15 healthy males v

* 14 healthy females v/
Phase 2

* 15 male IC users

* 15 female IC users

Key endpoints:

* Catheter blockage/flow stops
* Volume at 1 flow stop

* Discomfort

* Haematuria

* Handling evaluation

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

The pilot study evaluates the micro-eyelets in SpeediCath (SC) catheters

Male

Multiple micro-eyelets ver. 1
Multiple micro-eyelets ver. 2

Phase 1: Healthy volunteers \/

Female

Multiple micro-eyelets ver. 1
Multiple micro-eyelets ver. 2

Phase 2: IC users

Test visit 1 Test visit 2 Test visit 3
New IC New IC
platfom 1 platfom 1 platfom 1
New IC New IC New IC
platfom 2 platfom 2 platfom 2
SpeediCath SpeediCath SpeediCath
Nurse cath. Normal

void

Page 65

Test visit 1 Test visit 2 Test visit 3
New IC New IC New IC
platfom 1 platfom 1 platfom 1
New IC New IC New IC
platfom 2 platfom 2 platfom 2
SpeediCath SpeediCath SpeediCath
Nurse cath. Self-cath. Home use

(5 days)

v S ™

% Coloplast



Results indicate improved performance with micro-eyelet
catheters in healthy volunteers

- a reduced number of catheter blockage events leading to reduced residual
volume at first blockage and reduced blood in urine after catheterisation

Preliminary results?
New IC platform reduces catheter blockage

p<0.001

2.0— ’7

1.5-

1.0=-

0.5-

SpeediCath  New IC
Standard platform
(n=30) (n=59)

Average number of catheter blockages

1) Final conclusions to be reached after completion of CP323-24 in IC users

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

New IC platform reduces residual
volume at first catheter blockage

p<0.001

—

o
o
|

N
o
|

N
o
|

o
|

SpeediCath  New IC
Standard platform
(n=30) (n=59)

Mean urine residual volume at 1% catheter blocakge (g)

Page 66

New IC platform reduces blood in
urine following catheterisation

100
80—
.‘02: 60—
‘D
[}
Q.
f 40— p=0.058
N j___
0=

SpeediCath  New IC
standard platform
(n=30) (n=59)

% Coloplast



We have made significant progress across the Clinical
Performance Program

Progress as of today Strive25 strategy period ends in 2025

\

Additional pilot study to further test the Product launch

technology in broader setup expected in first

Digital ostomy | Pilot studies conducted with

solution successful results Payer pilots to be conducted for half of strategy
reimbursement processes in key markets period

N Ln‘;’t:’i%!v;;ilgz ts:gg::: indicated Product device design to be optimised Product launch

ew ostomy New pilot study to be completed expected in first

platform Pivotal study showed non- _ half of strategy
significant results Pivotal study to be completed period

Product launch
New catheter expected in

platform Pivotal study to be completed second half of
strategy period

Further pilot studies in progress

Simultaneously, continue our launch cadence into existing categories within ostomy care and continence care
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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 Group - Ostomy Care / Continence Care / Wound & Skin Care / Interventional Urology
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Chronic Care

Sustainin
growth
leadershi

Coloplast Capital Markets Day 2020
September 29t 2020
Paul Marcun, EVP Growth

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

Making life easier




We have a strong outset from the LEAD20 period

‘./il Broad based growth of 7-8% above the market driven by innovation & a strong commercial model

Double-digit growth in the US and notable wins in the Ostomy Care acute segment incl. a position
on the Premier GPO. In Continence Care, we continue to drive the upgrade to hydrophilic catheters

Growth significantly above the market in Ostomy Care and driven by a large sales team, strong
digital presence and the broadest ostomy offering

©

We opened up new intermittent catheter opportunities in Japan, South Korea and Australia

We continued to solidify our offering within Consumer, Coloplast Care and Direct — the model
proved robust through COVID-19

In response to COVID-19, we are adapting our go-to-market model

# <
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8%

Chronic Care represents more than 75% of Coloplast sales
éhronic Care reported sales growth vs. market by BA, % \

8%

Continence Care

>75% )

of Coloplast
sales

Ostomy Care

and we continue to outgrow the market
FY 18/19

13.6

billion of DKK
annual sales

Il Coloplast growth
B Market growth
Market growth drivers/trends

+ Ageing population

Gtronic Care sales, in DKK
FY 18/19

global

position
+ Consumerism of healthcare
+ Digital and technology transformation
Cost pressure and demand for value from payers
wp Coloplast

Chronic Care sales in DKK by region

FY 18/19
Earlier detection and cure

B Chronic Care
¥ Rest of Coloplast business
Chronic Care sales in DKK by BA
Page 71

FY 18/19

B European markets
Il Other developed markets

™ Emerging markets

B Ostomy Care

tContinence Care
Source: Coloplast
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Our Strive25 strategy will enable us to deliver solid growth
above the market towards 2025

Raising the Standard of Care

* Win with superior products including 1
SenSura Mio and SpeediCath Flex _\ ’_
* Launch new products within existing ' Challenger to Leader
technologles - - * Win share across OC patient pathway
* Deliver on the Clinical Performance ,
Innovation * Upgrade IC market

Programme * Grow and build our direct business

Build on market leading position

* Maintain momentum in core OC business
* Develop IC business

* Expand and evolve consumer business SUSTAINABLE

GROWTH
!
Profitable Growth Engine

LEADERSHIP
 Focus on large core markets B et
* Build e-commerce business
* Secure IC reimbursement in new
markets
* Optimise business model in small
markets

Maintain Market Leadership

* Leverage OC innovations and services

* Increase IC penetration and compliance
 Drive growth in direct businesses

Region Europe

% Coloplast
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We have built key enablers to support the commercial
model

Commercial model Key enablers

%\Q Direct Businesses

Superior, clinically
differentiated
products

Y 2 & @

Consumer Clinical

Y Coloplast Consumer Care
preference Data and digital tools preference

O Direct to Consumer
o ﬁ
M P Data & Digital tools
o

Payer preference
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Direct business serving consumers drives improved
outcomes and is a vital component of our growth engine

Direct presence in top 5 markets and strategic rationale

Coloplast Care presence

alb . &=
K =4 —

<Charter

- /.

~30% MS ~10% MS

RN

Medical

Coloplast & Coloplast Homecare C Comfort

~5% MS

A —— @

QLilial

~15% MS

= Coloplast
w MO/TMall

~70%

High single

digit growth
rates

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

Control and continuity of
product supply

Target the full value pool

Direct access to consumers

Direct relationship with payers

Improve patient outcomes

Protect patient pathway

DOOOOO

Page 74

+30 countries
with a consumer setup

Size of database

# of calls per year

# of samples sent, ‘000

184

% Coloplast



Data & digital tools are a key enabler for our consumer
activities

Data & digital tools Digital priorities

Superior, clinically prescribers

differentiated

‘\Q D Engaging mobile offering for HCPs, consumers and

products

@ @ . . .
&N Q'ﬂ On-line ordering with simple user experience across
o platforms
Consumer Clinical
preference Data and digital tools preference
Py a One high performing infrastructure to drive
M “ efficiency and enable high-impact service
deployment
Payer preference

1: Total digital CAPEX investments 2017-2020
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Challenges of the pandemic mean we continuously
rebalance our go-to market model

Direct to consumer
- .a

Field sales force Inside sales (to HCPs)

A
'II‘T'H‘T'H‘

v

+ Greater reach into community

+ Digital tools to support an interactive
+ Easy to scale

+ Focus on training and upskilling
dialogue
+ Higher productivity vs. field sales force + Compatible with working from home

+ Strong relationships maintained
Difficult to establish new relationships

Lower sales productivity

Limited in-person access to customers
wp Coloplast
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With Strive25 our ambition is to continue to outgrow the

market

Ehronic Care 2025 strategic themes

Innovation

Emerging markets Region Europe

-

~
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/Our ambition for Chronic Care

Ambition

Continue to outgrow the market

/
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Global Operations has exhausted the possibilities for
offshoring - focus of GOP5 wiill shift towards automation

Moving focus of GOPs from offshoring ... ... to Automation
GOP5
GOP4
Operational Excellence 2020-2023
GOP2 and GOP3
2017 Step change

Operational Excellence

* New factory in Costa : :
GOP1 2012 Rica Automation
o e P

Focused execution « Closure of Thisted site in‘;igcsl;{:grelrxsind

Turn-around 2009 * Ramp-up n Hungary mitigation

* Reduced risk of supply * Additional factory in
" S— disruptions Costa Rica and
2008 * 150 bps EBIT margin investments in flexible

improvement distribution setup
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The outlook is challenging and needs to accommodate
complexity and growth in volume

Main challenges ... ... together with volume and complexity increase
Volume increase
. . 2bn 7
@) No more benefits from offshoring /
Qroﬂg Labour shortage and wage inflation in /
M Hungary 0=
19/20 20/21 21/22 22/23
. Complexity increase
Strengthened legal requirements (MDR) # of SKUs in 000s
[——]
28 1
Q 27 1
@ﬂ Product innovation adding cost and complexity 26 -
25 A
20 =
19/20 20/21 21/22 22/23
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Five themes will set the direction for Global Operations in

Global Operations plan 5

the coming three years

Growth support Cost savings

Optimise the collaboration between

production and markets

* More efficient agile output through
increasing focus on volume and service
requests from countries

Rethinking manual labour by leveraging

automation

» Mitigate increasing salary levels and
labour shortages in Hungary

o
—

Investing in risk mitigation
* Amplified external demands on us and Seamless Supply
on suppliers result in higher risks and
require investments in more robust SUSTAINE S

GROWTH
supply LEADERSHIP

' N
@ ! % :‘ Efficiency and simplicity in all we do E
Continuing a flexible global production- ! i * Asa guiding star to mitigate increasing !
and distribution set-up Network ] Simple and i complexity in manufacturing, prudent H
+ To serve the volume growth in new - and footprint i cost-efficient 7 I management of procurement costs and i
and existing markets i.e. new Costa i i securing scalability in the global functions i
Rica site . e J
Sustainability
» Sustainability activities embedded in all
themes =
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Automation, procurement and scale are key to bringing

Global Operations to the next level

1. Automation to mitigate growth in blue-collar FTE

@j 9% # of FTE release ~500 ~800
~200

through automation

.
an DKK ~450m

Salary? 19/20 20/21 21/22

(Direct labour)

>1,000
CAPEX investment over
l four years (19/20 - 22/23)
22/23

2. Continuously work with procurement costs and supply risk mitigation

‘ o,

* Implement new materials
* Run sourcing tenders

* Expand supplier base

* Reduce risk of supply
disruptions

* Increase competitive pressure

DKK

‘@ e 0% L|ke—f9r—l|ke
material costs

—» time

Costs levels to remain at current levels

Materials1
(RM & SFQG)
3. Efficiency and scale on global functions — 0% —
@ ' ‘ * Keeping FTEs stable, while Y\
B 100% increasing production output | .'(o
Global \olume output
Production functions
costst

1) FY 2018/19 Production costs, DKK 5,786m
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Investing in automation secures a neutral FTE development

by the end of the GOP5 period in 2022/23

Automation is a massive theme in GOP5 launching more than 30 programmes
and involving more than 300 machines at the sites

Increasing costs...
“Our main challenge is continued

labour shortage and wage inflation
among our blue-collar work force ”

COGS by cost type?

[ ] Depr. & Amort.
M other3

[ | Salary - Indirect
I Vaterials (RM &SFG)

1) FY 2018/19 Cost of goods sold, DKK 5,786m

... to be mitigated through simple automation processes...

EXAMPLE

Labour intensive operations
to be automated e.qg.:

* Loading of raw materials
* Quality control

* Packing finished goods

9 FTEs
released
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3 FTE x 3 sh