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Affinergy = Site Specific Biology for Devices

B s Spinout started @ Incubator

A

Business Strategy =

Exclusive partnerships w/ top device companies acr oss fields
Funded development, license fees, & royalties

Quick profitability by leveraging capital efficient business model
$3m of grants + partner $ + $5m from equity = cashflow positive

Transition to Affinergy products but not compete w/ partners

Build team of industry experts for expertise, strat egy, and intros

Diverse royalties + proprietary products - RO
Low paid In capital
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Affinergy’s Target Product Areas

Orthopedic

Spine

Trauma / CMF
Allograft

Total Joints
Cartilage / Tendon
Dental

Cardiovascular

Stents

CRM

Neuro

PFO Closure
Valves

Stem Cell Therapy

Urology

Hernia

General Surgery

Other

Synthes
Synthes
Synthes/MTF
grant

grant

grant

Boston Sci.

grant

Dupont




Affinergy’s Peptide Linker System

Objective:
Mediate binding and
functional interactions:

biologic biomaterial
biologic synthetic
. ldentify peptide w/
-~ affinity & selectivity to
Tie the two biologic
peptide =
binders _Identify peptide w/
T affinity & selectivity

to target surface

All 3 modules are synthesized together as one molecule & applied in
aqueous solution in one simple step. No surface prep or light activation
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Rapid Product Solutions Due to Modularity of Platform

TGF-B1 Tie 2 Growth Factors  Cells Cell Receptors tPA New Item
Modulators
DES ePTFE  Chrome Cobalt Stainless Collagen  Resorbables Damaged

Nitinol Steel  Synthetic Scaffolds Heart Tissue
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Why | hired myself — Company Formation

Personal Background

Two inventors at Duke reach a break through in
2000/1

| get teamed up with them in business school to
write a business plan (Duke New Ventures Clinic)

Seemingly endless upside/potential gets me
further interested to help when the course ends
(w/ a MD/MBA leaning on his medical exp)
Continued consulting during 2 " year at Fuqua

They/I hire me ! (to work for no $) as a co-founder
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How things got started

Incorporation

Begin license discussions with Duke

Apply for a spot in Becton Dickinson’s Incubator
File first wave of grants

Recruit management team

Raise Capital




Affinergy Timeline

2001-2002

Kenan and Grinstaff collaborate (1/01)
Roundtables to determine unmet needs
Filed IDF & Provision Patents (11/01)
Duke New Ventures Project (9/02)
Filed full Patent Application (11/02)

2003

Business Plan, Company Incorp. (3/03)
Full-time Mgmt Effort (5/03)
Technology Transfer, File SBIR grants
Recruit Mgmt Team/CEO (8/03)

Secure 3" party IP license (10/03)

3 full-time staff (end of ‘03)

2005

Large animal study initiated (3/05)

First significant customer (3/05)

First SBIR awarded (4/05) (two total)
Expanded Mgmt team (6/05)

Signed R&D deal with BSX

12 full-time staff, 4 part-time (end of ‘05)

2004

BD Incubator, Hire first Lab Staff (1/04)
Duke license completed (2/04)

Recruited Board of Directors

First Investment (4/04) (Series A - $2.3MM)
“Industrialized Technology” PoP’s

Filed 4 prov. patents & 4 SBIR grants

9 full-time staff (end of year ‘04)

2006

Series B of $3.0MM Closed (Q1)

4 key senior hires including patent agent
Acquisition & move - 19K/ft lab/office (Q2)
Awarded 5 SBIR'’s for $2.7MM (Q2/3)
Deals signed with Dupont & Synthes (Q3)
25 full-time staff (Oct ‘06)
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Key Early Decisions

Should I return to Wall Street or start somethingn  ew?

What role was | going to play in the company as it grows?
What role would the Scientific Founders Play?

Where do we find a CEO? What skills should that per  son
have?

How do we fund the company early on?

What type of people do we want to hire to broadent he
team?

How do we meet the right local advisors?

Alignment of management & founders on funding
strategies
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My Strength's and Weaknesses

Strength’s
Finance and Strategy
Quick Learner/Study
Good Communicator/Negotiator
Strong Work Ethic
Persistent/Stubborn

Weaknesses

No science/medical background

No experience with building a high tech company
Raising capital
Recruiting Talent

VERY Impatient

Can get stuck in the details

Stubborn/Persistent
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No Substitute for Experience

Category

Source

Scientific/Technical

Founders, Technical Staff,
consultants, conferences, (CEOQO)

Clinical

Clinical Advisors, Market research,
trade shows, (CEO)

Corporate Partnering

CEO, Mgmt Team, Industry
Advisors, Board, Investors

Product Development

Technical staff, Consultant, (CEO)

Company Building

CEO, Mgmt team, Board, Advisors

Capital Raising/Structuring

CEO, CFO, Board, Investors,
Advisors

Strategic Vision

CEO, Mgmt team, Board




It's ok to take a back seat — Its not forever!

Find a mentor you can learn from who is willing
to teach you

Make sure you can trust them

Talented people draw in other talented people

Many companies fail early because people don't
know how to ask for help.
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Affinergy’s Team = Experienced & Scaleable

Peyton Anderson — CEO

* Co-founder and CEO of SciQuest (IPO in 1999)

* Raised $175 m in 4 funding rounds, expertise in Bus Development
Jonathan Gindes — CFO & SVP, Business Development

» Corporate strategy, IT/Ops consolidation — Deutsche Bank AG

< Evaluation of JV’s, new ventures and corporate spinouts

Paul Hamilton Ph.D. — VP of Research & Development

« 20 yrs in Biology at Becton Dickinson & Karo Bio

« Experienced lab manager w/ corporate collaborations experience
Daniel J. Kenan, M.D., Ph.D. CSO & Scientific Co-f ounder

» Asst. Prof. Pathology at Duke, Dir. of Combinatorial Sciences
Jeff Basham — Board Member

« 30 years healthcare bus dev, CEO of 6 healthcare companies
Bruce Boehm — Board Member

Former GP at USVP, independent venture capitalists, 25+ board
Dan Pelak — Board Member

« 26 years Medtronic, CEO Closure Medical, CEO IRMI

David Rizzo — Board Member

« CEO NC IDEA, 20 years in general mgmt, strategic planning, M&A
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Letting go as the company grows

Rapid Growth dictates continually upgrading your talent
levels and area’s of expertise

You can’t be as involved when you have 30 people as
when you had a staff of 5

Once something becomes routine let someone else
tackle it and move onto something new

It no always easy (letting go) but is very important




Key Insights

Expanding the team is the best way to get more done effectively

Know yourself — Understand your weaknesses

Don’t be afraid to take a backseat at times or shar e credit for
success

Select partners you trust and enjoy working with
Early on, work to build momentum — its contagious

Hire people with the right attitude and work ethic — passion breeds
passion

Network everywhere — make your own breaks

Focus, Focus, Focus!
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Biggest Mistakes

Bad selection of management & employees costs money ,
time, institutional memory, credibility

Delay in fixing bad HR decisions
Underestimating time and costs — the 2x factor

In every key decision have a business person involved, even if a
technical decision

Holding on too tightly to equity & control can be fatal.
Hiring employees that don’t understand startup dynamics

Lack of focus
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Q&A
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