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Our team

A proven Business Development track record and highly motivated team

Alma Mater Affiliations

Renato De Giorgi, Chief Business Officer 

Daniel Flores, Sr. Advisor, Science

Alma Mater Affiliations

Å3+ years with Grupo Biotoscana

Å20+ years of business development experience in Europe and Latam

Å15+ years of experience in healthcare ±Pharma and Medical devices

Å3+ years with Grupo Biotoscana

Å25+ years of healthcare experience in Europe and Latam

Å10+ years of healthcare research/faculty experience 

Mariana Armendariz, Business Development Manager

Alma Mater Affiliations
Å1 years with Grupo Biotoscana

Å2+ years of experience in Business Development

Å5+ years of experience in Strategy & Management consulting

Renato Steffen Barnabe, Business Development Manager 

Å2+ years with Grupo Biotoscana

Å3+ years as M&A and Project Finance Advisor 

Å5+ years in Private Equity invested companies

Alma Mater Affiliations
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Source: Company data, 2018

The BD systematic approach to ensure access to high-end assets

Stage

Inputs & 

Analysis

Targeted

Molecules

Our Operative Mechanism 

Å Current Partners

Å Voice of the Customer

Å Databases Screening

Å FDA, EMA

Å Clarivate Analytics 

Å Worldwide Healthcare Events

Å ASCO, ASH, CPHI, ASM

Å JPMorgan, Jefferies, Goldman

Å BD Treks

Å EU, US, Asia

Å Brokers / Advisors

Å Unsolicited Opportunities

Discoveryé Sourcingé

+300

Specialty 

Prioritizeé

Å Industry Trends

Å Unmet Need

Å White Spaces

Å Innovation

Å Therapeutic Area

25

50

11

Oncology

Rare Diseases

Anti infective

I&I / Special Treatments17

8-10
Partnership 

Molecules

New Molecular Entity Meetings New Product Committee

80

Partnership 

Molecules

Proprietary 

Molecules
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Our Operative Mechanism 

Discovery sources & Prioritizacion

Industry Events
ÁASCO/ESMO
ÁASH
ÁASM/ECCMID
ÁBIO
ÁCPHI/ EURO PLX

HC Conferences
ÁJP Morgan
ÁJefferies
ÁGoldman Sachs

Pharma Brokers
ÁKybora
ÁFicus
ÁΧ

Universities & Research Labs
ÁPasteur Institute

US /EU Regulators
ÁMonthly FDA approvals
ÁMonthly EMA approvals

Industry Reports
ÁIMS Healthcare 
ÁMcKinsey Insights
ÁClarivate/Newport/IQVIA
ÁAlpha Seek

Partners Pipeline
ÁCelgene
ÁGilead
ÁEisai
ÁPierre Fabre
ÁΧΦΦ

Voice of the Customers
ÁNBO/NPC Meetings
ÁKOLs interviews
ÁCountry Managers
ÁIndustry Analysts

300 
molecules/year
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The BD 4-steps Go-NoGo process approach to ensure robust assets

Attractiveness Assessment

(Business Plan)

Due Diligence  Closing

Partnership products pipeline

Key Metrics

Our Operative Mechanism

Process Time 

15 months

Success Ratio 

1 : 10

Annual Peak Sales

$30-50M

ÅStrategic Alignment

ÅCapability Fit

ÅOpportunity Sizing

ÅPortfolio Fit

ÅProduct Strengths

ÅBusiness Plan

ÅProduct Positioning

ÅCompetitive Environment

ÅGxEntry Simulation 

ÅPricing Scenarios

80 

Candidates
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Voriconazole
19%

Fluconazole
18%

Caspofungin
12%

Posaconazole
11%

Amphotericin B
11%

Itraconazole, 8%

Micafungin, 8%

Terbinafine, 5%

Others, 8%

Source: Company Analysis, March 2016

Note: Strong        Weak 

Attractiveness±Example Cresemba®

Strategic 

Alignment

Attractiveness of the opportunities presented

Capabilities

Fit

Market

Attractiveness

Portfolio

Fit

Product

Strengths

Å Significant product and operational capabilities in Brazil ïAmbisome ®  

Å Limited product capabilities in the rest of the region

Å Operational capabilities (Regulatory, Access, Institutional Sales) in the rest of the region 

Å Need for new antifungal agents

Å IFI  WorldWide Market Size: USD 4.5 billion (CAGR15%) ïAzoles USD 2.3 billion

Å Cresemba WW Peak Sales projections estimated at: USD 600 million

Å Perfect fit in Brazil to complement  IFI portfolio ïAmphotericin + Azole 

Å Common fungal infection in hematological patients

Å Opportunity to start building the IFI franchise across the region 

Our Operative Mechanism 

Echinocandins
IFI

Pan RegionalInstitutional

ÅInvasive Fungal Infections (IFI) main cause of 

mortality in cancer patients undergoing 

chemotherapy regimens

ÅUS Average treatment Price: USD 8,500

Mortality of Invasive Fungal Infections

Azole

Polyenes

Yeast Molds IV Oral Safety Profile

Cresemba + + + + +

Amphotericin + + + - -

Candins + - + - +

Attractiveness
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21,429

18,215

3,643

1,853 1,668
1,001

700

Average LatAm
Kidney Cancer

Incidence 4.9 per
100,000

Kidney Cancer
Cases that are

RCC 85%

Advanced Stage
RCC 20%

Average LatAm
Medicam

Coverage 51%

Advance to 2nd
Line 90%

Advance to 3rd
Line 60%

Peak Products
Choice 20%

Intensive Care 
Unit
50%

Leukemia
27%

Solid Tumors
11%

Transplant
7%

HIV
5%

Our Operative Mechanism 

Assessment (Business Plan) ±Overall Approach 

Source: Company data, November 2016

(*) Dummy Numbers

ÅEpidemiology

ÅPathophysiology

ÅTreatment Algorithm

ÅTreatment guidelines

Disease Background Market Overview

ÅMarket trends & Size 

ÅMarket segmentation

ÅDemand analysis

ÅFuture Outlook

Scenario Analysis and 

Valuation

Customer

Analysis

Competitor

Analysis
Consumer 

Analysis

Candidate

Positioning

Patients uptake curve*
(# of patients by country)

Scenario ïBase Case

Å NPV

Å IRR

Å Profit & Loss

Å Cashflow

Å Price Evolution 

Å Foreign Exchange

Å Coverage

Å Time to market

Å Generic Entry 

Å Marketing Expenses

Å Sales Expenses

Key Assumptions 
by country

0 10 20 30 40 50 60

Brazil

Mexico

Argentina

Colombia

Chile

Ecuador

Peru

Invasive Fungal infection ïMarket Size USD MM

Countries Target Competitor Competitor Generic

$$$ $$$ $$$ $$$

$$$ $$$ $$$ $$$

$$$ $$$ $$$ $$$

$$$ $$$ $$$ $$$

$$$ $$$ $$$ $$$

Treatment cost by country based on dosage assumptions

Origination

Identification

Recommendation

Brand Choice

Fulfillment

Adherence

Severe patient in ICU with fever non responding to high spectrum 

antibiotic

ICU Physician 

think in fungal 

infection?

No

Yes

Does he have 

autonomy to 

prescribe 

antifungal?

No

Yes

Who gives the 

authorization?

Prescribes antifungal 

therapy

Azoles/Ampho

Echinocandins

Caspo Anidula Myca

Is there enough Myca available 

in the pharmacy?

Patient comply with 

full treatment

Patient starts 14 day 

treatment

L

L

L Primary Leverage Point L Secondary Leverage Point

L

L

 -

 1,000

 2,000

 3,000

 4,000

 5,000

2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 2028 2029 2030 2031

Argentina Brazil Chile Colombia Ecuador Mexico Peru

Prophylaxis Empiric Preemptive Confirmed

Targeting high risk 

of IFI patients to 

avoid disease

Initiation / switch of 

AF on patients in with 

AB regimen but with 

maintaining a bad 

clinical conditions or 

its worsening such as 

persistent fever

Treatment driven 

by clinical 

conditions plus 

radiology and/or 

biomarkers (GM

/ BDG)

Identification of 

species trough

clinical and 

mycological 

criteria

Salvage Thepary

Direct

Competitor

Direct

Competitor

Hematological Patients

# Patients

Prod. AAAProd. ZZZ Prod. AAA


