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Competitive Sales Force Assessment



A real understanding of the competition beyond the audits. How many
of them, how their counter messaging you, sampling, targeting, are they
motivated?




Detailed Organizational Structure

| Lou Lamoriello

President and CEO Executive Director of National Sales (Tom Grady) 1
1 Zone Sales Directors (East / West — shown) 2
Art Rooney _ .
Chief Commercial Officer Regional Specialty Managers 13
(4 direct / 188 total reports) NeuraPsych Account Specialists 142
I
[ [ I |
Roger Waters Peter Grant Sharon Osbome Rob Halford
Executive Director, Market Executive Director, Director, CNS Marketing Executive Director / Head,
Access ‘Commercial Analytics and (4 total reporis) National Sales
(3 direct 7 10 total reports) Operations (4 direct / 7 total {3 direct / 163 total reports)
reports)
— 1T
= = 5 David Gilmare Jimmy Page Ozzy Osbome K.K Downing
Reporting to Ronnie Van Zant —  Director, National Accounts - Manager, Marketing —  Marketing Coordinator — Director, Training and
|7 National Account Executives (7 total reports) Operations (0 reports) (0 reports) Operations (0 reports)
Rpporling to each Zone
Ronnie James Dio manages the Richard Wright Robert Plant Tony lemmi Glen Tipten Director are 9 Managers
relationship with the third party (| Manager, Rei ent & [ . Commercial — Medical Markefing - Zone Director, East who each eversee
company that is responsible for Patient Services (D reports) Analytics (0 reports) Manager (0 reports) (9 direct / ~80 total reporis) 7-9 sales reps. All 142
Patient Support Program {Sonexus sales positions have
Health), which also includes the been filled {there are no
Financial Assistance function. Nick MAsocn John Paul Jones Bill Ward Dave Holland open positions at
'~ Associate Director, Pricing — Manager, Market —t Patient Marketing Manager — Zone Director, West present).
and Contracts (0 reports) Research (0 reports) (0 reports) (9 direct / ~20 total reporis)
Reporting to Neil Young: Sharon Osbomne is the head of the Marketing department and
1 Manager, Commercial Systems (0 reporis) John Bonham Geezer Butler we have provided each of her direct reporis. Please note that

L{ Associate Director, Sales — Marketing Manager

1 Manager, Sales Operations and Analytics (0 Operations (3 total reports) {0 reporis)

Christy England used to be the Executive Director of Sirategic
reports) 1 Sales Operations Analyst (D reporis)

Marketing, but she has left the company and they decided to
eliminate her position. Silvia Hannaman leads the only
Marketing team for this company.




Marketing Direction
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How many

Initial intelligence gathering show that Omega Pharma is utilizing 2 separate sales forces for the
promotion of Intecotta for type 2 diabetes



e Metabolism Sales Specialist- 110 Representatives
- Bonus Weighting 70%

e Cardiovascular Sales Specialist- 120 Representatives
- Bonus Weighting 30%

Sources mention that Intecotta will move to 50% of bonus weighting for Cardiovascular sales force

Targeting: Who is the sales team prioritizing

|

Each of the 2 sales teams (Metabolism & Cardiovascular) are responsible for approximately 120-125
Incotta targets within their territories

e  The derivation and prioritization according to sales reps interviewed is the amount of
prescriptions generated by the physician

- Endocrinology and diabetes specialist are responsibility of metabolism team.

- High decile 6-10 HCP's are targeted by Cardiovascular sales force with overlap on
targeted Imari writers



Primary & Competitive Messaging

-

Competitor sales force is delivering consistent message which anchors on

e Efficacy: Fast reduction in HbAlc reduction 1.5

e Safe profile with no hypoglycemia

e Easy once daily dosing that can be added in combination anywhere in treatment algorithm
Competitive sell versus our brand

¢ Cleaner label (no hypoglycemia)

e Easier dosing, once daily versus twice daily

e |[f patientis on insulin our product cannot be used, referencing Davis study

o Diffuse high cost by leaving co-pay cards and patient assistance plan information



Sampling Levels

Since the restructuring, the samples that we leave at the physician offices are packages that are made
up of 8 bottles that each have 7 pills in them.. Both sales force's (metabolism & Cardiovascular) are
encouraged to separate the package and leave 4 bottles (instead of the full 8 bottles). However, both
types of sales representatives have the freedom to leave the amount that they think is best based on
the number of prescriptions that particular physician writes

* Reps are also leaving the following with office staff for patient starts and retention
- Free starter voucher (first month)

e Co-pay cards for patient



Motivation:

‘ v

Sales force interviews reveal that since the restructuring they feel much better about the organization.
Sales management has been clear with new direction. The increased bonus on Intecotta demonstrate
management commitment to brand and sales team.
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