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Healthcare data is rising at a faster pace than ever

-Ac ?
e PARTNERS

2,314 EXABYTES...

...of Healthcare data will be available in 2020

More than 15 times than in it was in 2013

l.e. an annual growth rate of 48%

Source: IDC



Every healthcare company is concerned, medical devices are a major source with
16% of data creation

Healthcare data sources per type of owner Connected medical devices

= EMR
=ITeis -l " Medical images
= Other medical records...

= EHR - global files (birth to death)
= Cost estimates
= Utilization of care...

= Clinical trials
= High-throughput-screening libraries

= \Wearables
Patient = Social media

= Purchasing history...

@ PARTNERS Source: IDC, IAC Analysis




Data will be of use for every actor of the value chain

Care
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Payers

Better diagnosis thanks
to contextual insight
and analysis support

Administrative costs
reduction

Improve patient
experience

Sell new services

Real-time performance
analysis

Predictive maintenance
Customer knowledge

Better informed about
their health

Access to more
providers

Track patient health
Monitor interventions

Reward successful
outcomes

Track people health
and wellness

Support public health
policies

Support research

PARTNERS

Others

Patients

Governements



Companies that take the lead can leverage on data to create more value

Additional

margin . . .
Disruptive business models

Finer knowledge ‘
of customers

Monetized data
. Service cost reduction

Additional revenues
with monetized service

More market shares
thanks to better service

Additional
revenues

e PARTNERS



However, costs are among the main challenges of manufacturers in this shift

I(\:/I(;th;mzmg Direct costs of devices Development costs Time-to-market
~__ .
wd Using data : .
= efficiently Cleaning Processing (A.l.)

Privacy Security

@PARTNERS 6



Additional technology is required, hence higher production costs

BUSINESS
INTELLIGENCE

BIG DATA
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New capabilities need to be onboarded, development lead times and costs can
increase due to higher risk and more complex environment

P, I Strategy & . Innovation Product & Services . Market . Customer
n II Business model Radar Adaption Entry Experience

New capabilities
for digital
transformation

. Technology & Product . Regulatory &
D>
X . Engineers Management Data Strategic
Q)

E! Technology Integrated . Advanced . Open Interfaces & . Digital
'b & data Data Analytics Platforms Ecosystems

. Traditionally strong (,maintain®) Increasing importance and complexity (,adjust®) . New (,develop or cooperate®)

Solution
concept

Market
positioning

Industrialization Market launch

More complex
(
development Y Y '

process Fast evolving markets New technologies Obsolescence
Different UX Additional partners More complex assembly & test
New competitors Higher system integration risks

Regulatory risks

ePARTNERS 8



Reducing the costs through design-to-value & cost becomes necessary more than
ever, in an industry not used to it

Analyze and combine perspectives

» Qutside-in perspectives: customers,
competition, other sectors

* Inside-out perspectives: cost drivers,

technologies, capabilities, supply chain

4 steps of
Design to Value

Implement and sustain Generate and evaluate ideas

» Select ideas and build implementation roadmap

* Deploy implementation roadmap with quick
savings and structural changes

» Develop DTV culture within teams

e PARTNERS

* Generate architecture, design, supply chain
& manufacturing ideas

» Evaluate each ideain regard of the design
criteria (ROI, time to market, risks...)



But the key to success 1s to limit cost increase while focusing on capturing the value

Market Solution
positioning concept

Industrialization Market launch

Innovate in your
business model
Who?

Why? ———— How?

\
Austomers \
\ |

Combine / AN

perspectives | |

| Competitors Suppliers |

e PARTNERS

, 4 steps of

Design to Value

Test & Learn: market
IS moving fast

Use Design-to-Value & Cost

approaches \
\
\ Work on obsolescence
\ c and cost reduction
\ programs
: \
Get the right partners for system, \
technology, regulatory & approaches \
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In a nutshell...
Additional .
AETE) Disruptive business models
Finer knowledge ®
of customers.
Data
Monetized data
users @ service cost reduction
Additional revenues
with monelized service
More masket shares

thanks to better service
) Additional
P revenues

UNOBRSTANDING

|
(o

]
om
OTHER DEVICES

PARTNERS

Market Gustomer

Entry Experience
Reguiatory &
Environmeant

Innovation
Radar

Product & Services
Adaption

Agile IT
Strategic

Product

® oo

Technology &
innc Developme
Management

Data

Sscientisis.
Digital

== Operating model
mindset

Engineers
2.0

Advanced
Analytics

n'ﬂ"é People & Skills
i G

Open intertaces & iy
Ecosystems

PFiatforms

E Technology
. & data

@ Traditionally sirang (,maintain’)

Increasing importance and compiexity (,adjust’) @) New (,develop or cooperate”)

Market

Innovate in your
business model

Combine
perspectives

positioning

Solution
concept

What?

A

Why?

How?

Customars.

v

Competitors Supplers

Design

' 4 stops of
Design to Value

Use Design-to-Value & Cost
approaches

O

Get the right partners for system,
technology, regulatory & approaches

Market launch

Industrialization

Test & Learn: market
is moving fast

Work on obsolescence
and cost reduction

programs
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IAC Partners combines top-tier strategy consulting mind- & tool-set with real-life

industry expertise and hands-on delivery

Automotive & Transportation Healthcare & Aerospace &
Mobility Lifesciences Defence

®

Service Portfolio

Value Proposition

Product Innovation & | l | |
Development } ® ® ® ® ® ® ® ®

Procurement &
ooy G } O O O O O O O O

Digital Transformation &
Enabling Technology } ® o ® ® ® ® o ®

Organization & }
Change

Energy, Construction Retail & Private Industrial &
& Process Industry Consumer Equity Electrical
Equipment

e PARTNERS

Top-Tier Strategy
Consulting Mind- & Tool-
Set

Real-life industry expertise

Hands-on delivery of top-
guality consulting services
— from strategy to
organizational
implementation

Global footprint —

with offices in France,
Germany and US, APAC to
be opened beginning of
2019

14



IAC Partners has strong credentials on the healthcare value chain, from device

manufacturers and pharma to homecare

Healthcare &
Lifesciences

©

Automotive & Transportation
Mobility

S

Service Portfolio

Aerospace &
Defence

Product Innovation & } B
Development
Procurement & ]
Supply Chain
Digital Transformation & } B
Enabling Technology
Organization & } a
Change

IPED

' \macﬁinc

GETINGE 3¢

FERRING

PHARMACEUTICALS

@ nAirLiquide

HEALTHCARE

v Carestream

DENTA

@FRANCE

Retail &
Consumer

Energy, Construction
& Process Industry

@ PARTNERS

Private
Equity

Industrial &
Electrical
Equipment

Value Proposition

Top-Tier Strategy
Consulting Mind- & Tool-
Set

Real-life industry expertise

Hands-on delivery of top-
guality consulting services
— from strategy to
organizational
implementation

Global footprint —

with offices in France,
Germany and US, APAC to
be opened beginning of
2019

15



IAC supports 1ts customers in the medical device sector in their transformation
journey and focuses on making change happen

« Competitive analysis (Room to win) * Project Portfolio Optimization + “Digital Health check” & Strategy
» Competitive positioning & business * R&D performance (time to market, + Big Data & analytics (demand
model (Right to win) throughput, predictability) prediction, predictive maintenance,
* Product, price & reimbursement » Development costs optimization etc.)
strategy (Way to win)

Strategy &
Market access

R&D Digital
Efficiency transformation \\

Business

Product

Design transformation

« Modular design of product ranges * Productivity and automation for » Business reorganization and alignment
- Design to value & cost manuf_acturlng and distribution . Pro_ce_sse_s harmonisation and
» DtX (manufacturing, purchasing,...) operations optimisation

’ « Optimization of procurement function * Change management Strategy

* Redesign-to-cost / margin increase _
* Reduction of procurement costs

@PARTNERS 16




Jean-Baptiste GUILLAUME — Sector and Practice Lead

PARTNER
Jean-Baptiste GUILLAUME

Education

Jean-Baptiste is an engineer holding a
degree from National Institute for Applied
Sciences of Lyon in Electrical Engineering
and from HEC Paris in Strategic
Management.

Career

Prior to joining IAC Jean-Baptiste was senior consultant in Ernst & Young Strategy and Performance
Improvement consulting activity, where he conducted strategic planning projects for startups to international
companies.

Jean-Baptiste joined IAC in 2010 and now leads the Product Development & Innovation practice as well as
the Healthcare sector.

Expertise

The project range includes:

= Develop new product or product ranges, from market positioning to product launch
R&D Excellence

* |nnovation management

= |ndustrial performance

e PARTNERS

Selected References:

- Healthcare

BIOMERIEUX
GETINGE

AIR LIQUIDE
Healthcare
SUPERSONIC
IMAGINE
ACTEON
Soins & Santé

- Aerospace

AIRBUS
ZODIAC
THALES
SAFRAN

Publications :

2016 — Accelerate time-to-market: which stakes, which solutions?
2017 — Connected objects: don’t forget the object!

2017 — Emerging markets: how to succeed?

2018 — Ecodesign: towards new business models

2018 — Made in France: customer’s willingness won’t be enough
2018 — Technomimetics: an alternative to biomimetics

- Consumer goods

= Groupe SEB
= BEABA

- Automotive

= PLASTIC OMNIUM
= MAGNA GmbH
* GRAMMER GmbH

- Industrial equipment

= VEOLIA
= SAUER Compressors
= VERTIV



Selected customer references
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Selected customer references
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Selected customer references
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Capital Goods
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Building leading companies.
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Our network of privileged partners

the price hub

Costing, Sourcing & Quoting

Costing, Benchmark, Sourcing
and online Consultations with The Price Hub

£ iObeya

We digitalize the PMO activities with secure,
virtual meeting rooms for real time, multi-site
collaboration, anytime and anywhere.

e PARTNERS

Take advantage of the innovations of CEA
Tech
and benefit from their technologies in our
consulting missions

2y 520

FRANCAIS
|}

S20 INDUSTRIES

Industrialization experts
Production site in France

Data Science experts
Predictive maintenance
Sales forecast

Bl ™

INTERNATIONAL

Industrialization
Design to manufacturing
China production network

21



Innovate. Acceterate. CHALLENGE.

Paris - Lyon - Diisseldorf - Chicago



Publications recently released

Les vertus
révolutionnaires de
I'hydrogene

Le costing prédictif

Secure and optimize
project development
budgets

Focus on aerospace and
defence study costs

Hydrogen: A
breakthrough is
underway!

What will be the implications
of hydrogen in the coming
years?

Predictive costing at
the service of your
competitiveness

How to optimize the design of
your new products thanks to
data science and new digital
tools

@ PARTNERS

Relocalisation

Relocation in
France: Yes we can!

The visible or hidden costs
and gains of an industrial
relocation are studied with a
global Total Cost of
Ownership (TCO) approach

Platforming, gain in
competitiveness

Platforming has the
advantage of offering a great
diversity in aesthetic designs,
thus satisfying a wider
spectrum of customers, and
easily addressing markets

Additive
manufacturing:
which benefits and
how to leverage on
them

IAC answers your questions
about 3D printing

" S
Accélérer

Emerging markets:
how to succeed?

IAC presents the three key
conditions to successfully
implement and commercialize
its offer in emerging countries

Accelerate your Time-
to-market

son Time-
to-Market

Challenges and solutions

Connected devices:
let's not forget the
object

How to implement a connected

object project efficiently and
cost-effectively?

ﬁ Click on covers to download publication files

Access our
articles,
publications,
case studies
and more on

SUBSCRIBE
to
IAC’s
social media



https://www.iacpartners.com/publication/relocalisation-en-france-yes-we-can
https://www.iacpartners.com/publication/le-costing-predictif-au-service-de-votre-competitivite
https://www.iacpartners.com/publication/publication-platforming
http://www.iacpartners.com/
https://www.iacpartners.com/publication/marches-emergents-comment-reussir
https://www.iacpartners.com/publication/fabrication-additive
https://www.iacpartners.com/publication/optimiser-les-budgets-de-d%C3%A9veloppement-des-projets
https://www.linkedin.com/company/iacpartners/?originalSubdomain=fr
https://twitter.com/IAC_France
https://www.youtube.com/channel/UCkiZtMm6Bw-J8ov1jaWT3ew
https://www.iacpartners.com/publication/comment-accelerer-son-time-to-market
https://www.iacpartners.com/publication/comment-accelerer-son-time-to-market
https://www.iacpartners.com/publication/les-vertus-revolutionnaires-de-l-hydrogene
https://www.iacpartners.com/publication/objets-connectes-n-oublions-pas-l-objet

Watch our videos on Youtube

Clients testimonials

Atlantic, Sauer, Vertiv...They trust IAC to improve their For over 30 years, our managers and directors have been active
competitivness. Watch their video testimonials! in all major industrial sectors. Find out their insights on the
ongoing mutations.

Industry leads

véd VERTIV.

Développement d'une gamme modulaire
déquipements industriels

Careers @ IAC Partners Senior Advisors
IAC is above all made up of men and women who have a Learn about the career paths of Henri Brochet (Former Deputy
common objective: to achieve excellence. Managing Director of Thales Alenia Space) and Guy Maugis

(former Director of Bosch).

NISSIOWS CHEZ GE
GRANCS

3 INDUSTRIELS MEHEES
EN PARALLELE

3 SECTEURS
INDUSTRIELS

|15 awees oexpEvence

4 PAYS DIFFERENTS EN
1AV

| 4 MISSIONS OfFFERENTES
EN AN

1 PASSION
MS$ PROJECT

DEVISE
NG BULLSHIT ¢

DEVISE
ALLER AU FRGMT |

@ PARTNERS 4 Click on covers to watch the videos 24


https://www.youtube.com/playlist?list=PLmeCf8Q9CNPRi3ovuGGnvjN5zHQXHjF1F
https://www.youtube.com/playlist?list=PLmeCf8Q9CNPQdaHv49LLyn2Vq8thWQPlO
https://www.youtube.com/playlist?list=PLmeCf8Q9CNPResOEAqhpvgO1ESp_l8bzh
https://www.youtube.com/playlist?list=PLmeCf8Q9CNPSdtOFAF9dGdgY7huIfqmut

Contacts

Industries

Aerospace & Defence

Olivier Saint-Esprit
olivier.saint-esprit@iacpartners.com
+33628 7207 67

Energy, Construction
& Process Industry

Loris Mazza
loris.mazza@iacpartners.com
+33 6 20 30 86 06

Practices

Product Innovation & Develop!

Jean-Baptiste Guillaume

jean-baptiste.guillaume @iacpartners.com

+33 621625599

Paris
21, rue Fortuny
FRANCE

Automotive & Mobility

Olivier Saint-Esprit
olivier.saint-esprit@iacpartners.com
+33628 7207 67

Retail & Consumer

Maurice Resan
maurice.resan@iacpartners.com
+49 151 6296 8710

Procurement & Supply Chain

Michael Kaysersberg
michael.kaysersberg@iacpartners.com
+49 151 5784 9440

Lyon
4, Place Amédée Bonnet
FRANCE

Industrial & Electrical Equipt

Nicolas Huygevelde
nicolas.huygevelde@iacpartners.com
+33 6 20 30 86 06

Private Equity

Axel Bilstein
axel.bilstein@iacpartners.com
+33 6 09 94 28 94

Digital Transformation & Enabling
Technology

Maurice Resan
maurice.resan@iacpartners.com
+49 151 6296 8710

Diisseldorf
Rather Stral3e 110a
GERMANY

Transportation

Martin Kaltenbach
martin.kaltenbach@iacpartners.com
+49 170 634 0883

Healthcare & Lifesciences

Jean-Baptiste Guillaume

jean-baptiste.guillaume @iacpartners.com

+33 621 625599

Organization & Change

Martin Kaltenbach
martin.kaltenbach@iacpartners.com
+49 170 634 0883

Chicago

213 North Morgan Street

USA

Benoit Petit

Managing Partner - France
benoit.petit@iacpartners.com
+33 6 1028 07 10

Martin Kaltenbach

Managing Partner - Germany
martin.kaltenbach@iacpartners.com
+49 170 634 0883

Andrew Pek

Managing Partner - US
andrew.pek@iacpartners.com
+1 973 568 9326

Nicolas Grangier

Sales Director
nicolas.grangier@iacpartners.com
+33 6 09 94 28 94
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mailto:olivier.saint-esprit@iacpartners.com
mailto:nicolas.huygevelde@iacpartners.com
mailto:michael.kaysersberg@iacpartners.com
https://twitter.com/IAC_France
https://www.linkedin.com/company/iacpartners
https://www.youtube.com/channel/UCkiZtMm6Bw-J8ov1jaWT3ew

