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Investment	highlights	

Osprey	is	aggressively	commercialising	its	dye	savings	product	porBolio	

§  8	consecu)ve	quarters	of	growth	in	units	sold	and	samples,	with	34%	growth	in	unit	
sales	in	3Q16,	as	compared	to	2Q16	

§ Original	sales	territory	in	San	Antonio,	Texas	con)nued	profitable	growth	in	3Q16	
with	70%	of	hospitals	purchasing;	other	territories	following	a	similar	trajectory	

§  Accelera)ng	commercialisa)on	with	9	sales	representaMves	operaMng	in	unique	
territories,	currently	on	track	to	reach	up	to	20	reps	by	end	of	CY16	

§  Strong	balance	sheet	following	an	oversubscribed	placement	and	SPP	raising	A$29	
million	in	August	2016	

§  Products	address	unmet	market	need	with	iniMal	US$1.1+	billion	addressable	market	

§  Strong	safety,	regulatory	and	economic	drivers	for	product	adopMon	

§  Top	)er	Board	and	management	team,	invested	in	Osprey’s	success	
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Company	overview	

Osprey’s	posiMve	share	price	momentum	is	supported	by	strong	ongoing	sales	
results	and	reflecMve	of	its	exciMng	pipeline	of	future	customers	
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Top	shareholders	 CDIs	 %	

Brandon	Capital	Partners	 60.5m	 23.8%	

Talu	Ventures	 34.0m	 13.4%	

KineMc	Investment	Partners	 18.4m	 7.2%	

Financial	informa)on	
Share	price	(18-Oct-16)	 A$0.385	

52	week	low	/	high	 A$0.20	/	A$0.41	

Number	of	shares	(m)	 257.7	

Market	capitalisa)on	 A$99.2m	

Cash	(30-Sep-16)	 US$24.4m	/	A$31.8m	

Debt	(30-Sep-16)	 No	debt	

Enterprise	value	 A$67.4m	

Note:	Grey	shading	represents	substanMal	holdings	associated	with	Osprey	Board	members,	
Andy	Jane	and	Chris	Nave	

Note:	Assumes	AUDUSD	exchange	rate	of	0.767	

-	

0.5	

1.0	

1.5	

2.0	

15	

20	

25	

30	

35	

40	

45	

Oct-15	 Dec-15	 Feb-16	 Apr-16	 Jun-16	 Aug-16	 Oct-16	

Volume	 OSP	close	price	 All	Ordinaries	Index	(rebased)	

Share	price	performance	
Acps	 Volume	



PorBolio	overview	

AVERT	Plus	and	DyeVert	FDA	cleared	
and	CE	Mark	with	key	markeMng	claims:	

§  Dye	Savings	
§  Image	quality		
§  Reflux	reduc)on	

DyeVert	Plus	will	leverage	these	same	
claims;	CE	Mark	anMcipated	4Q16	and	
FDA	clearance	1Q17	

Osprey	conMnues	to	strengthen	its	product	porBolio	with	addiMonal	paMent	
benefits	and	ease	of	use	enhancements		
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Strong	sales	growth	

Sales	tracMon	evidenced	by	clear	product	market	fit	and	strong	customer	growth	

§  8	consecu)ve	quarters	of	growth	in	units	
sold	and	sampled	since	first	sales	

§  DyeVert	is	a	second	genera)on	product	
and	all	customers	have	converted	

	
§  34%	growth	in	DyeVert	units	sales	in	
3Q16,	as	compared	to	2Q16	

§  Ordering	hospitals	increased	by	33%	in	
3Q16,	as	compared	to	2Q16		

§  Strong	pipeline	of	new	hospitals	in	the	
evaluaMon-to-purchase	stage		
	

§  Stable	average	selling	price	of	DyeVert	is	
US$350	

Quarterly	product	unit	sales	&	samples	since	incep)on	
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San	Antonio	sales	territory	profitability	
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De-risked	investment	proposiMon	given	Osprey’s	original	sales	territory	is	now	
profitable,	with	other	territories	following	a	similar	sales	trajectory	

Quarterly	product	unit	sales	in	San	Antonio1	
§  San	Antonio	con)nued	profitable	growth	in	3Q16	
with	units	sold	exceeding	the	cashflow	breakeven	
requirement		

§  70%	(16	of	23)	of	San	Antonio	hospitals	have	
approved	and	purchased	Osprey’s	products	

§  Physicians	have	now	used	DyeVert	or	AVERT	on	863	
poor	kidney	paMents,	represenMng	an	average	of	
40%	of	poor	kidney	pa)ents	treated	in	these	
hospitals	

§  San	Antonio	is	demonstraMng	the	clear	poten)al	
for	market	adop)on	in	other	territories	

§  Sales	trac)on	within	the	2	largest	hospital	systems,	
Methodist	and	Christus,	is	parMcularly	encouraging		

1.  Quarterly	unit	sales	fell	in	4Q15	following	the	introducMon	of	the	DyeVert	System,	as	hospitals	sampled	the	new	product	
2.  This	chart	reflects	the	percentage	of	the	23	hospitals	in	San	Antonio	that	have	approved	and	purchased	Osprey’s	products,	since	the	beginning	of	4Q14	

Percentage	of	hospitals	purchasing	
in	San	Antonio2	



CommercializaMon	strategy	

Aggressive	commercializaMon	strategy	focuses	on	new	sales	representaMves	
and	increasing	awareness	about	the	importance	of	kidney	protecMon	
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Sales	expansion	

§  9	exisMng	sales	reps,	on	track	
to	reach	up	to	20	sales	reps	
by	end	of	CY16	

§  Factors	driving	selecMon	of	
new	territories	include	the	
prevalence	of	poor	kidney	
func)on	in	the	area	

§  US	healthcare	reform	and	
stricter	naMonal	guidelines	
provides	the	economic	
ra)onale	for	Osprey’s	products	

§  MarkeMng	materials	focus	on	
increasing	awareness	of	the	
importance	of	protecMng	
paMents’	kidneys		

§  Focus	on	key	opinion	leading	
physicians	who	advocate	for	
the	benefits	of	Osprey’s	
products	at	public	forums	

§  Focus	on	geang	on	the	
podium	at	key	conferences	
and	presenMng	to	the	
benefits	of	Osprey’s	products	

Marke)ng	 Key	opinion	leading	
advocates	



TX-North	(Dallas)	
	

Sales	territories	–	planned	for	CY16	
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CA-South	(San	Diego)	
	

TX-East	(Houston)	
	

TX-South	(San	Antonio)	
	

MS/AL-	(Birmingham)	

GA/SC	(Atlanta)	
	
FL-North	(Orlando)	
		

NC/VA	(Raleigh)	
	

FL-South	(Miami)	
		

CA-Central	(LA)	
	

CA-North	
(San	Fran)	
	

FL-West	(Tampa	Bay)	
		

IL-South/MO	(St.	Louis)	
	

IL-North	(Chicago)	
	

WI	(Milwaukee)	
	

MI	(Detroit)	
	

PA-East/NJ	
(Philadelphia)	
	
OH-West	
(CincinnaM)	
	

OH-East/PA-
West	(Cleveland)	
	

New	England	
(Boston)	
	

1.  Shading	on	the	map	reflects	populaMon	density	

Exis)ng	sales	reps	(9	regions)	
	
Planned	sales	reps	(11	regions)	
	



Economic	effecMveness	

US	healthcare	payment	reform	has	created	an	economic	incenMve	for	the	use	
of	Osprey’s	products	

§  The	PaMent	ProtecMon	&	Affordable	Care	Act	2010	(“ObamaCare”)	
has	changed	the	economic	landscape	for	medical	care	in	the	US	
and	created	a	favorable	economic	climate	for	Osprey’s	
technology	

§  ObamaCare	has	redefined	hospital	and	physician	payment	
structures	so	that	payment	will	be	based	on	quality	metrics	
rather	than	volume	

§  Dye	volume	and	CI-AKI	are	key	quality	metrics	under	ObamaCare	
according	to	the	NaMonal	Cardiovascular	Data	Registry	

§  Economic	penalMes	can	apply	to	hospitals	that	do	not	comply	with	
ObamaCare	
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MarkeMng	materials	

Osprey	is	leveraging	DyeVert’s	medical	efficacy	and	economic	benefits	to	
drive	market	awareness	and	product	adopMon	
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Key	drivers	of	shareholder	value	

Osprey	remains	firmly	focused	on	sales	to	drive	shareholder	returns	

SALES	GROWTH	
Grow	sales	team	
and	territories	

§  MarkeMng	efforts	should	conMnue	to	increase	product	sales	
§  Ongoing	quarter	on	quarter	sales	growth	is	expected	with	a	larger	

sales	team	set	to	drive	commercial	success	

ECONOMICS	
Capitalize	on	
new	legisla3on	

§  Capitalize	on	the	shis	of	hospital/physician	payments	based	on	
“procedure	volume”	to	“improving	quality”	

§  Take	advantage	of	mandatory	dye	savings	guidelines	

§  DyeVert	RCT	presented	at	TCT	2016	and	published	in	2017		
§  DyeVert	Plus	and	Kidney	care	campaign	to	be	presented	at	TCT	2016	

PODIUM	
Scien3fic	
presenta3ons	

R&D	
Development	of	
R&D	por<olio	

§  Osprey	has	developed	DyeVert	Plus,	which	records	dye	savings	in	
real-Mme	to	comply	with	new	cardiology	guidelines	

§  CE	Mark	expected	in	4Q16,	with	FDA	clearance	expected	1Q17	
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Thank	you.	

Osprey	Medical	
5600	Rowland	Road		|		Suite	250	
Minnetonka,	MN	55343	

www.ospreymed.com	
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Disclaimer	
This	 presentaMon	has	 been	prepared	by	Osprey	Medical,	 Inc.	 (“Osprey”	or	 the	 “Company”)	 for	 the	 sole	 purpose	of	 providing	 general	 and	
background	informaMon	on	Osprey.	This	presentaMon	does	not	contain	all	informaMon	necessary	to	make	an	investment	decision.		
This	 presentaMon	 does	 not	 consMtute	 an	 offer,	 invitaMon,	 solicitaMon	 or	 recommendaMon	 by	 any	 person	 to	 sell	 or	 apply	 for	 securiMes	 in	
Osprey	in	any	jurisdicMon,	and	none	of	this	presentaMon	document	or	its	contents	shall	form	the	basis	of	any	contract	or	commitment.	This	
presentaMon	is	not	intended	to	consMtute	legal,	tax	or	accounMng	advice	or	opinion,	or	financial	product	advice	and	should	not	be	relied	upon	
as	a	representaMon	of	any	mauer	that	a	person	should	consider	in	evaluaMng	Osprey.	 	You	must	not	rely	on	the	presentaMon	provided	but	
make	your	own	independent	assessment	of	the	presentaMon	and	seek	and	rely	upon	your	own	independent	taxaMon,	legal,	financial	or	other	
professional	 advice	 in	 relaMon	 to	 the	 presentaMon.	 This	 presentaMon	 does	 not	 take	 into	 account	 an	 your	 investment	 objecMves,	 taxaMon	
situaMon,	 financial	 situaMon	 or	 needs.	 Osprey	 is	 not	 licensed	 to	 provide	 financial	 product	 advice	 in	 respect	 of	 its	 securiMes	 or	 any	 other	
financial	products.	Cooling	off	rights	do	not	apply	to	the	acquisiMon	of	Osprey	securiMes.	
	
None	of	Osprey,	its	officers,	directors,	employees	and	agents,	nor	any	other	person	makes	any	representaMon	or	warranty,	express	or	implied,	
as	 to,	 or	 endorsement	 of,	 Osprey,	 the	 accuracy	 or	 completeness	 of	 any	 informaMon,	 statements	 or	 representaMons	 contained	 in	 this	
presentaMon	and	none	of	them	accepts	any	responsibility	or	liability	for	any	errors	or	omissions	in	this	presentaMon	whatsoever.		
The	informaMon	in	this	presentaMon	is	subject	to	change	without	noMce	and	Osprey	does	not	have	any	responsibility	or	obligaMon	to	inform	
you	 of	 any	mauer	 arising	 or	 coming	 to	 their	 noMce,	 aser	 the	 date	 of	 this	 presentaMon,	 which	may	 affect	 any	mauer	 referred	 to	 in	 this	
presentaMon.		The	distribuMon	of	this	presentaMon	may	be	restricted	by	law	and	you	should	observe	any	such	restricMons.	
This	presentaMon	contains	certain	forward	looking	statements	which	involve	known	and	unknown	risks,	uncertainMes,	and	other	factors	which	
may	cause	the	actual	results	or	performance	of	Osprey	to	be	materially	different	 from	the	results	or	performance	expressed	or	 implied	by	
such	 forward	 looking	statements.	Past	performance	 is	not	necessarily	a	guide	 to	 future	performance	and	no	representaMon	or	warranty	 is	
made	as	to	the	likelihood	of	achievement	or	reasonableness	of	any	forward	looking	statements	or	other	forecast.		
	
[All	 figures	 in	 the	 presentaMon	 are	 A$	 thousands	 on	 a	 constant	 currency	 basis	 based	 on	 an	 exchange	 rates	 of	 A$1:	 US$[	 ]	 unless	 stated	
otherwise	 and	 all	market	 shares	 are	 esMmates	 only.	 The	 pro-forma	 historical	 financial	 informaMon	 included	 in	 this	 presentaMon	 does	 not	
purport	to	be	in	compliance	with	ArMcle	11	of	RegulaMon	S-X	of	the	rules	and	regulaMons	of	the	US	SecuriMes	and	Exchange	Commission.	This	
presentaMon	may	contain	certain	financial	data	that	is	"non-GAAP	financial	measures"	under	RegulaMon	G	under	the	U.S.	SecuriMes	Exchange	
Act	 of	 1934,	 as	 amended.	 The	disclosure	 of	 such	 non-GAAP	financial	measures	 in	 the	manner	 included	 in	 this	 presentaMon	would	 not	 be	
permissible	 in	 a	 registraMon	 statement	under	 the	SecuriMes	Act.	 These	non-GAAP	financial	measures	do	not	have	a	 standardised	meaning	
prescribed	 by	 AIFRS	 and,	 therefore,	may	 not	 be	 comparable	 to	 similarly	 Mtled	measures	 presented	 by	 other	 enMMes,	 nor	 should	 they	 be	
construed	as	an	alternaMve	to	other	financial	measures	determined	in	accordance	with	AIFRS.	Although	we	believe	these	non-GAAP	financial	
measures	provide	useful	informaMon	to	users	in	measuring	the	financial	performance	and	condiMon	of	our	business	for	the	reasons	set	out	in	
this	 presentaMon,	 you	 are	 cauMoned	 not	 to	 placed	 undue	 reliance	 on	 any	 non-GAAP	 financial	 measures	 and	 raMons	 included	 in	 this	
presentaMon.]	
	
AVERT™	and	DyeVert™	Systems	Regulatory	Status:	Europe	–	CE	Mark	obtained;	Australia	–	TGA	approval	obtained;	United	States	–	510(k)	
cleared.	
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