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Disclaimer
Important notice

NOT FOR RELEASE, PUBLICATION OR DISTRIBUTION, DIRECTLY OR INDIRECTLY, IN OR INTO, CANADA, AUSTRALIA, NEW ZEALAND, THE REPUBLIC OF SOUTH AFRICA OR JAPAN OR ANY OTHER JURISDICTION WHERE TO DO SO MIGHT CONSTITUTE A VIOLATION OF THE RELEVANT 
LAWS OR REGULATIONS OF SUCH JURISDICTION.

This document was prepared and issued by HealthBeacon plc (“HealthBeacon” or the “Company”) in connection with its application for admission of the issued and to be issued ordinary shares in the capital of the Company to trading on the Euronext Growth Market operated 
by The Irish Stock Exchange plc, trading as Euronext Dublin, and a private placing of ordinary shares in the capital of the Company (the "Transaction") and comprises written materials/slides for an investor presentation. This document is not a prospectus for the purposes of 
Article 3 of the European Parliament and Council Regulation 2017/1129 of 14 June 2017, as amended, or prospectus equivalent document. This Presentation (as defined below) has not been approved by the Central Bank of Ireland or the Financial Conduct Authority of the 
United Kingdom. 

The Company has provided all the information in this document, which does not purport to be comprehensive and has not been verified by the Company or any of its respective directors, advisers, agents or affiliates. This document may be amended, superseded or replaced, 
and the issue of this document shall not be taken as any form of commitment on the part of the Company to proceed with the Transaction or any other transaction. 

This document, any presentation made in conjunction with it (including any related question-and-answer sessions) and any accompanying materials (“this Presentation”) are preliminary and are made available for information purposes only and do not, and are not intended to, 
constitute or form any part of an offer to sell or issue or an offer, inducement, invitation or commitment to purchase or subscribe for any securities. Neither this Presentation nor any part of it nor the fact of its distribution shall form the basis of or be relied upon in connection 
with any contract or investment decision and it does not constitute a recommendation regarding any securities. This document is given in conjunction with this Presentation and should not be taken out of context. This presentation does not constitute advice relating to legal, 
taxation or investment matters. 

No reliance may be placed for any purposes whatsoever on the information contained in this document or on its completeness. No representation or warranty, express or implied, is given by or on behalf of the Company or any of the Company’s respective directors, officers, 
employees, advisers or affiliates or any other person (their “Related Parties”) as to the accuracy or completeness of the information or opinions contained in this document and no responsibility or liability whatsoever is accepted by the Company or any of its Related Parties for 
any loss howsoever arising, directly or indirectly, from any use of such information or opinions or otherwise arising in connection therewith. No person is under any obligation to update or keep current the information contained in this Presentation, to correct any inaccuracies 
which may become apparent, or to announce publicly the result of any revision to the statements made herein except to the extent they would be required to do so under applicable law or regulation, and any opinions expressed herein, in any related materials or given at the 
Presentation are subject to change without notice. 

The information contained herein has been prepared for discussion purposes only, does not purport to contain all of the information that may be required to evaluate an investment in the Company and/or its financial position. Any prospective investors must make their own 
investigation, analysis and assessments and consult with their own adviser concerning the data referred to herein and any evaluation of the Company and its prospects. When considering what further action you should take, you are recommended to seek advice of an 
appropriately authorized professional adviser. 

Any dealing or encouraging others to deal on the basis of such information may amount to insider dealing under the Criminal Justice Act 1993 and/or market abuse under the Financial Services and Markets Act 2000 and/or insider dealing or market abuse under Part 23, 
Chapter 2 of the Companies Act 2014 or the European Union (Market Abuse) Regulations 2016, each of Ireland and/or Regulation (EU) 596/2014. Certain information contained in this document has been obtained from published and non-published sources prepared by other 
parties, which in certain cases have not been updated to the date hereof. While such information is believed to be reliable for the purpose used in this document, the Company does not assume any responsibility for the accuracy or completeness of such information and which 
has not been independently verified by the Company. Except where otherwise indicated herein, the information provided in this document is based on matters as they exist as of the date of preparation and not as of any future date, and will not be updated or otherwise 
revised to reflect information that subsequently becomes available, or circumstances existing or changes occurring after the date hereof.  

Certain information contained herein constitutes "forward-looking statements", which can be identified by the use of forward-looking terminology such as “anticipates”, “believes”, “estimates”, “expects”, “intends”, “may”, “plans”, “projects”, “should” or “will”, or, in each 
case, their negative or other variations or comparable terminology, or by discussions of strategy, plans, objectives, goals, future events or intentions. These forward-looking statements include all matters that are not historical facts. They appear in a number of places 
throughout this document and include, but are not limited to, statements regarding the Company’s intentions, beliefs or current expectations concerning, amongst other things, the Company’s results of operations and financial condition and future business plans and 
strategies. By their nature, forward-looking statements involve risk and uncertainty because they relate to future events and circumstances. Forward-looking statements are not guarantees of future performance and the actual results of the Company’s operations, financial 
position and liquidity, prospects, growth, strategies and expectations and the development of the markets and the industry in which the Company operates may differ materially from those described in, or suggested by, the forward-looking statements contained in this 
document. No statement in this document is intended to be or may be construed as a profit forecast. A number of factors could cause results and developments of the Company to differ materially from those expressed or implied by the forward-looking statements including, 
without limitation, general economic and business conditions, industry trends, competition, changes in regulation, currency fluctuations, changes in its business strategy, political and economic uncertainty and other factors. The Company does not undertake to update or 
supplement any forward-looking statement in this document.

This Presentation is only directed at persons in member states of the European Economic Area ("EEA") who are qualified investors within the meaning of Article 2(e) of the Prospectus Regulation (Regulation (EU) 2017/1129) as amended (“Qualified Investors”). In addition this 
Presentation is directed only at Qualified Investors: (A) in Ireland, who are “professional clients” as defined in Schedule 2 of the European Communities (Markets in Financial Instruments) Regulations 2007 (as amended); and (B) in the UK, who are persons who have 
professional experience in matters relating to investments falling within Article 19(5) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2005, as amended (the “Order”), are persons who are high net worth entities falling within Article 49(2)(a) to (d) of 
the Order or are persons to whom it may otherwise be lawful to communicate it to (all such persons  in (A) and (B) above being referred to as “relevant persons”). No other person in a member state of the EEA or the UK should act or rely on this Presentation and persons 
distributing this Presentation must satisfy themselves that it is lawful. 

This Presentation is not for publication or distribution in the United States or to persons in the United States (within the meaning of Regulation S under the US Securities Act of 1933, as amended (the “Securities Act”)), Canada, Australia, New Zealand, the Republic of South 
Africa, Japan or any other jurisdiction where such distribution or offer is unlawful, contrary to regulation or which would require any registration or licensing within such jurisdiction except to qualified institutional buyers (“QIBs”) as defined in Rule 144A under the Securities Act 
(“Rule 144A”). Any securities referred to in this Presentation have not been, and will not be, registered under the Securities Act, and may not be offered or sold in the United States absent registration under the Securities Act except to QIBs. Subject to certain limited 
exceptions, neither this Presentation nor any copy of it may be taken, transmitted or distributed, directly or indirectly, into the United States, its territories or possessions. Any failure to comply with the foregoing restrictions may constitute a violation of US securities laws. The 
publication or distribution of this Presentation in other jurisdictions may be restricted by law and persons into whose possession this Presentation comes should inform themselves about, and observe, any such restrictions.

By opening this document by any means you agree to be bound by the foregoing limitations and conditions and, in particular, will be taken to have represented, warranted and undertaken that: (a) you are a "relevant person", "Qualified Investor", or ''QIB‘’ and you are able to 
receive this document and the Presentation and that you are not based in a jurisdiction where possession or distribution of this document or any associated presentation contravenes any securities legislation or any other applicable laws; (b) you have read and agree to comply 
with the contents of this notice including, without limitation, the obligation to keep this document and its contents confidential; and (c) you will not at any time have any discussion, correspondence or contact concerning the information in this document with any of the 
directors or employees of the Company or its subsidiaries or branches nor with any of their suppliers, or any governmental or regulatory body, without the prior written consent of the Company.
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Laura Hamilton
VP, North America

Lara Kelly
Head of Data 

Analytics

Dr. Sharifah Sarhan
Medical Science 

Liaison 

Joyce Power
Quality and 

Operations Director

Malin Johansson
VP, Europe

Alan Dalton
Contracts Manager & 

Head of Ireland

Entrepreneurial leadership team that is building for scale
Highly Experienced team with a strong track record of successful growth

Jim Joyce
CEO and Co-Founder

Kieran Daly
CTO and Co-Founder

Laurence Flavin
CFO

Horizon
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HealthBeacon plc Board 
Experienced digital healthtech board, well positioned for growth   

Robert Garber 
Independent Non-Executive 

Chairman

Mary Harney
Non-Executive Director and 
Senior Independent Director

Rebecca Shanahan 
Independent Non-Executive 

Director

Jim Joyce
CEO and Co-Founder

Laurence Flavin
CFO
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Sources: 
1) SafeNeedleDisposal.org (9m US patients), management estimates this implies 30m patients in Europe, Canada and the US
2) World Health Organisation 2003, A Report on Patient Non-adherence in Ireland (last accessed January 2014) 
3) HealthBeacon Limited data

#1 >30m c.50% 24 – 38%

The world’s leading digital 
therapeutic platform for 

injectable medication

People on subcutaneous 
self-injections in the US, 

Canada and Europe(1)

Fail to adhere to the 
prescribed regimen when 
long-term medication is 

prescribed(2)

Increased Adherence 
after using 

HealthBeacon’s Smart 
Sharp Technology(3)

Transforming the patient journey with our unique, well invested and IP protected platform   

Our Vision Our SolutionThe Problem

Addressing a large problem in Healthcare….Medical Adherence  
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Investment highlights
HealthBeacon is a compelling investment opportunity

Becoming the leading 
digital therapeutics 

platform for Injectable 
Medications

HealthBeacon is set to become the world’s leading digital therapeutics platform for Injectable Medications 

1
>550k

Injections 
tracked

Large global market with 
significant growth 

potential2
>30m
Patients on 

subcutaneous 
injections

>$10bn
Annual Market 

Opportunity

Blue chip client base 
already established3
18

Blue Chip Clients  

>70%
Client acquisition 

rate

Strategic levers to drive 
long term growth 

4
Attractive high value 

recurring revenue model

5
>80%
Long term 
recurring 

revenue target

+122% 
Year-on-year 
expected unit 
growth from 
FY20 to FY21

3
Strategic routes 

to market (1)
Global market 

penetration 
across 17 
countries

Source: 
1) HealthBeacon Limited data : HealthBeacon uses 2 of these routes and is actively planning to expand to 3rd route
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Increasing both patient adherence and adoption rates through HealthBeacon’s Injection Care Management System  

Evidenced base approach to adherence

0.89 

0.71 
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HealthBeacon Tech (N=7,700) (1)

Canadian Study*(n=7,117) (2)

Impact → Up to a 19.3% increase in persistence to 
therapy at month 12

0%

25%

50%

75%

100%

75%

33%

77%

Patients are more likely to adopt HealthBeacon 
verses other Digital Health Technologies(1)

Documented 
Adoption Rates

HealthBeacon 
Adoption Rates

Impact 
↑ 19.3%

Source: 
1) HealthBeacon Limited data
2) Impact of the Adalimumab Patient Support Program’s Care Coach Calls on Persistence and Adherence in Canada; Clinical 
Therapeutics/Volume 40, Number 3, 2018.Marshall et al. 
N  Number of active treatments
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HealthBeacon caters for a large number of injectable medication treatments
Managing multiple chronic conditions and driving value for our stakeholders

“I love my HealthBeacon, it tells me 
when I need to take my medication 

and where I need to inject”

Happy HealthBeacon Patient

“Several novel and highly effective asthma monoclonal 
antibodies have been approved for the treatment of 

severe eosinophilic asthma in the past few years. These 
novel therapies are predominantly self-administered by 

patients in their home. Using the HealthBeacon device, we 
can now track patients adherence, provide medication 

reminders, and ultimately enable a more informed patient 
and care provider conversation during clinic visits." 

Dr. Brian Modena MD, National Jewish Health - Allergy 
& Clinical Immunology

“HealthBeacon and Teva have an 

excellent partnership in Ireland. We 

know that the patients really value the 

service and the impact it has had on 

patients has been extremely positive."

Rheumatology

Rheumatoid Arthritis
Psoriatic Arthritis

Neurology
Multiple Sclerosis

Migraine 

Respiratory 

Severe Eosinophilic 
Asthma

Gastroenterology
Crohn’s Disease

Ulcerative Colitis

Dermatology
Psoriasis

Atopic Dermatitis

Endocrinology
Growth Hormone Deficiency

Rare Disease
Lipodystrophy

4 4 4
6

8

2016 2017 2018 2019 2020 2021 2022 2023Future

Currently Managing 7 Therapeutic Areas Driving value for Patients, Doctors and Clients

Metabolic
Diabetes

Cardiovascular
Growing into 8th condition/area*

Teva’s Speciality Medicines Director, Clodagh Kevans

Adaptability to cater for a growing base of therapeutic areas 
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HealthBeacon’s diversified routes allow us deliver our platform into patient homes

Patient Support 
Programmes1

Direct to 
Consumer (“DTC”)2

Reimbursed Digital 
Therapeutic (“DTx”)3

Physician wishes their patients 
to be on the HB ICMS

HealthBeacon accesses the 
DTx market through the 
reimbursement model 

Directly marketed to 
consumers that are on 
frequent home injectables (US 
Market)

US and Canada Strategic 
Partnership announced with 
Hamilton Beach

Contract with a 
Pharmaceutical Company 
or Speciality Pharmacy (USA)

Paid directly to provide the HB 
ICMS and operate under a 
leasing model

Multiple routes to market delivering value for the end patient

Evolution from a pure play B2B model to introducing a DTC offering in 2021

Real Time RX 
Monitoring

Safe + Sustainable 
Disposal

Engagement 
+ Education

AI + Clinical 
Support

€25 Per Patient Per Month

Diabetes, Obesity
RPPPM: c.$20 per month

Obstetrics Cancer
RPPPM: up to $100 per month

Autoimmune, MS
RPPPM: c.$30 per month

+ +
= 100k 
Units(1)

Source:
1) Near term management estimate of unit numbers to be delivered

Patient: No Cost

Distribution: Pharmaceutical 
patient support programme  

Model: Recurring Leasing Fee

Patient: Upfront unit cost & 
monthly subscription fee

Distribution: Online & Retail DTC

Model: Initial unit sell-through to 
Hamilton Beach & Recurring Subscription 
when activated by end user

Patient: No Cost

Distribution: Physicians’ 
recommendation

Model: Recurring Leasing Fee
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HealthBeacon’s integrated supply chain
Highly experienced team ensuring product quality and delivery

Plastics & Sourcing Contract Equipment 
Manufacturing (“CEM”)

Final Quality 
Assessment (“QA”)

Sent to Customer

• Plastics largely sourced in 
Asia

• Shell of device 
manufactured in China 
using HealthBeacon’s own 
bespoke plastics tool

• HealthBeacon plastics 
tooling device can currently 
service c.80 – 100k units 
per annum 

• Device shipped to Ireland 
once constructed

c. 4/5 month process from initial order of parts/plastics to having finished product ready to ship to customers

• Electronics are built and 
assembled by Irish based 
CEM

• Provides SMT assembly 
(board build), electro-
mechanical assembly and 
functional tests

• Final QA carried out at 
HealthBeacon facility

• Perform incoming 
inspection, SIM and unit 
activation and outgoing QA 
prior to shipping to 
customer

No material disruption to supply chain in current environment
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HealthBeacon’s MOAT
Well invested and patent protected HealthBeacon platform

Pharma PartnerProprietary Data 
Advantage

Strong Patent 
Coverage 

1st Injection Care 
Management System in the 
market

Fully integrated Smart 
Sharps Bin and Companion 
App  

Contracting in place with blue 
chip pharma partners

Proven product delivery track 
record with over 11,000 units 
delivered 

Proven results: 
24 – 38% increased 
adherence 

80 – 90% patient 
acceptance rate

ISO 27001 Certification  
Information Security & 
Management System

Approved for US Sharps 
Mail-back in all 50 States

30 Utility and Design Patents 
Granted (1)

>550k injections tracked 
since launch in 2014

AI-Driven Clinical 
interventions/ Improved 
Patient Outcomes

Targeted AI-Driven Patient 
Support

10 Utility and Design Patents 
Pending 

Trusted pharma partner in 
the delivery and support of at 
home medication adherence 

Integrated model connects a 
patient’s routine and the 
prescribing clinician’s workflow Core infrastructure medical 

adherence technology for 
pharma clients 

Connected 
Ecosystem

Recognised by global regulatory bodies: FDA cleared, EPA approval pending on facility, 
US Postal Mailback approved, HCPC approval pending

Notes: 
1) 23 patents are currently owned by James Joyce and are being assigned to HealthBeacon along with the other patents.
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HealthBeacon is positioned in an attractive global market

>$500Bn(1)

Global Digital Health market in 2027

>$380Bn(2)

Biologics Medicines market in 2024

>$10Bn(3)

Annual HealthBeacon 
Target Market

HealthBeacon’s Total Addressable Market

>$10Bn(3)

Annual Recurring 
Revenue

$30 
Targeted long term 
monthly leasing fee

$10bn

$380bn

>$500bn

Large addressable market with significant room to grow

Sources: 
1) Research and Markets, Global Digital Health Market Report 2020
2) Research and Markets, Subcutaneous Biologics, Technologies and Drug Delivery Systems 2020-2030, majority of such 
therapies are formulated for intravenous delivery
3) Management estimate
4) SafeNeedleDisposal.org (9m US patients), management estimates this implies 30m patients in Europe, Canada and the US

>30m(4)

People on subcutaneous 
self-injections in the US, 

Canada and Europe
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11%
Use of 
telehealth 
in 2019

Growth in 
Telehealth in the US(3)

Shift from:

To:

76%
interested in 
using telehealth 
in 2020

Industry growth underpinned by positive macro and adoption trends
HealthBeacon positioned to capitalise on future growth

Increased demand 
for personalised 
healthcare solutions

Patients and 
consumers are 
becoming more 
engaged and 
involved in their own 
health 

Patients prefer 
virtual and digital 
management 
throughout their 
entire treatment 
journey

Medication non-
adherence impacts(2)

$177bn
Annual cost to global 
healthcare expenditure 
due to non-adherence or 
poor medical adherence

25%
Proportion of all global 
hospitalisations due to 
non-adherence or poor 
adherence to the 
medication schedule 

Rising geriatric 
population(1)

2019: 703m 
persons > 65 years

2050: 1.5bn 
persons > 65 years

Ageing population 
requires additional 
investment and 
support in medical 
adherence solutions

Need for sustainable 
thinking and solutions

86% of people 65 years and 
older have at least one 
chronic condition(4)

5.4% & 9.8%
Greenhouse Gas (GHG) 
Emissions attributed 
from healthcare activities 
in the UK & US 
respectively(5)

>50%
Of GHG emissions 
derived from supply 
chain goods and services 
in hospitals(6)

Clinical waste containers 
are in the top 20 
contributors to the 
supply chain carbon 
footprint(6)

Replacing disposable 
sharps containers with 
reusable sharps 
containers is 
recommended(7)

Sources: 
1) United Nations Data 
2) Research and Markets 
3) McKinsey Research
4) CDC/National Center for Health Statistics: National Health Interview Survey, 2015 

Sources: 
5) NHS 2016, DBEIS,2017, Eckelman & Sherman, 
2016 
6) NHS, 2017 
7) PGH, 2013
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Diversified customer base across global industry leading pharmaceutical companies

12
New Pharmaceutical 

contracts signed in 2020

>70% 
Proven success rates in new 

clients

6 months
Average time taken to win 

new customers

>100k units
Near term management estimate of unit numbers to 

be delivered to

No. of customers 

2019 2021

Pharma customer base 

Reimbursed Digital 

Therapeutic

Blue chip list of clients

Direct to Consumer

2

18
Demand Success

Momentum

Deliver Growth

€25 per 
month

Recurring Revenue

Global Pharma and 
Specialty Pharma
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Units 
Deployed

4 4 4 6 8

Further penetration of existing customer base and DTC model to provide scalability and growth

Scaling ImpactEarly CommercialisationInitial Proof of Concept

Uniquely positioned to drive acceleration of units

Notes: 
1) 30 months is Company’s projection to include new therapeutic areas.  HealthBeacon’s historic average 

lifetime term is 25 months 
2) Initial forecast of 9.6k units by end 2021, increased in Autumn to a revised forecast of 10.2k units

Number 
of clients

Therapeutic 
areas 
managed

Revenue

2017 2018 2019 2020 2021 2022

• Significant diversification of 
customer base

• New therapeutics added

• Significant increase 
in run rate revenues

• Cashflows support 
growth

€0.81m €1.35m €1.58m €1.21m

Initial Proof of Concept

• Early exclusivity with initial clients
• Continued product and app development
• Embedded in customer support systems

2 2 2

14 18

1 2 3

30 months
Average lifetime of 
customer/ unit (1)

€600-€1,000
Average lifetime value of 

customer/ unit

60%
Long term gross margin 

+122%
Year-on-year expected unit 
growth from FY20 to FY21

2,885 5,495 5,424 4,585 
10,200

Autumn Dec-21 
unit upgrade(2)

Further new client 
added in Q4
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Strong unit demand as Company builds towards 100k target
Foundation set for 100k unit deployment leveraging key partnerships across multiple channels

Summer Dec-21 
Forecast 

Autumn Dec-21 
Forecast 

Dec-22 Forecast Near Term 100k 
Target

9.6k 10.2k

Hamilton Beach
• DTC partner for North America

• 7k unit order for Q4 2021/ Q1 2022

• 15k – 25k unit deployment in FY22

10.2k
• Units to be delivered in FY21

• Unit target upgraded from 9.6k in the 
Summer 2021 due to increased demand

Speciality Pharma #1
• Access to over c. 5m patients 

• Commercial contract to be signed

• 9k – 15k unit deployment in FY22

Top 5 Customers
• 30k – 54k units deployed in FY22

• Commercial contracts in place with all 
customers (2)

Notes: 
1) Make up of top 5 customers different in FY21 and FY22
2) One Top 5 customer contract signing is pending.

9.6k

Top 5 
Customers(1)

30k – 54k

Top 5 
Customers(1)

100k

35k – 60k
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Customer 1: Hamilton Beach
Significant customer at advanced stages of implementation

✓

Customer:

Geography:

Hamilton Beach

Category: Direct to Consumer

Commercial 
Contract by 
FY21:

USA & Canada

Patient: Upfront unit cost & 
monthly Subscription

Distribution: Online & Retail DTC

Model:

Initial unit sell-through to Hamilton 
Beach 
Recurring Subscription when 
activated by end user

>10m
Access to >10m US & Canada Market

Q4
Online sales 

platform 
operational

7k
Initial unit order for Q4 

FY21 / Q1 FY22 
delivery

15k - 25k
Advanced preparation for FY22 

deployment

5.5k
Units deployed to 

Hamilton Beach in Q4 
FY21

Rollout to Hamilton Beach 
Big Box retail partners in 

FY22
(Walmart, Target, Best Buy)

Validated Significant Net Promoter Score
High likelihood that a customer would recommend the product
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Customer 2: Specialty Pharma #1 
Commercial scaled contract terms agreed

✓

Customer:

Geography:

Specialty Pharma #1 

Category: Patient Support 
Programme

Commercial 
Contract by 
FY21:

USA

Patient: No Cost

Distribution: Patient Support 
Programme

Model: Recurring Leasing Fee

c.5m
Direct access to c.5m patients in the USA

Go To Market Strategy 
Approved

9k – 15k
In advanced discussions to deliver 

a significant order for FY22

Commercial 
Contract

In final stages of 
agreement, to 

be completed by 
Q4 FY21

Approved for 
Specialty Pharma’s 

Digital Health 
platform offering
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Customer 3: Pharma #1 
Successful launch of 3 markets in the EU

✓

Customer:

Geography:

Pharma #1 

Category: Patient Support 
Programme

Commercial 
Contract by 
FY21:

Europe

Patient: No Cost

Distribution: Patient Support 
Programme

Model: Recurring Leasing Fee

2.2m
Estimated addressable market

3k – 6k
Expected FY22 units

FY21 & FY22 Rollout
Launches planned for the 

UK, France and Ireland

c.132k
Patients already using Pharma #1 

major blockbuster injectable 
brand

European traction
To continue rollout in 

Belgium, Netherlands and 
Luxembourg

Embedded in 
System

HealthBeacon is fully 
integrated and embedded 
in the customers patient 

support programme
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Customer 4: Pharma #2 
Consistent enrolment leveraging sustainability offering

✓

Customer:

Geography:

Pharma #2 

Category: Patient Support 
Programme

Commercial 
Contract by 
FY21:

Europe

Patient: No Cost

Distribution: Patient Support 
Programme

Model: Recurring Leasing Fee

>400k 
Patients prescribed globally on 

Pharma #2 injectable medication

2k – 5k
Expected FY22 units

Sustainability
Client leveraging 

HealthBeacon’s Green 
Labs and sustainability 

offering

c.75
Patients being enrolled with 

HealthBeacon monthly in Ireland

Additional brand
Pharma #2 is adding a 

second global injectable to 
the HealthBeacon ICMS 
programme in Q1 FY22

Global Clinical 
Trial Partner

FY22 European rollout
HealthBeacon European roll-out 

planned for FY22
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Customer 5: Pharma #3 
Selling high value licenses of software across EU

✓

Customer:

Geography:

Pharma #3 

Category: Patient Support 
Programme

Commercial 
Contract by 
FY21:

Europe

Patient: No Cost

Distribution: Patient Support 
Programme

Model: Recurring Leasing Fee

Multi Drug Offering
Multi-drug offering in Ireland & 

European markets

1k – 3k
Expected FY22 units

Sustainability
Client leveraging 

HealthBeacon’s Green 
Labs and sustainability 

offering

Core Partner
Selected in FY21 to develop and 
manage its Risk Management 

Platform

Embedded in 
System

HealthBeacon is fully 
integrated and embedded 
in the customers patient 

support programme

Software 
Licensing

Global annual software 
platform licensing in 

FY22

FY22 European rollout
HealthBeacon European roll-out 

planned for FY22
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Existing: Expand within 
current customer base

New Clients: Grow 
overall customer base

New Channels: 
Distribution

New Products:
Grow addressable 
market 

Transformative Deals: 
Partnership and M&A

Penetration of existing 
pharma companies

Continue global roll-out 
of the existing product 
portfolio across all 
clients 

Introduce new 
innovative solutions to 
existing client base

Continue to secure new 
contracts with leading 
pharma and insurance 
providers

Drive international 
expansion through new 
clients across core  
geographies

DTC: Tap into the direct 
to consumer model 
building on partnership 
with Hamilton Beach

DTX: Direct 
reimbursement

Core Geographies

Expand HealthBeacon 
eco-system through 
innovative 
complementary products

Target alternative chronic 
diseases that can be 
managed through the 
HealthBeacon platform

Continue to invest in 
product development 
and R&D to drive 
innovation 

Actively consider 
partnerships and M&A to 
drive shareholder value

Consider complementary 
capabilities

Strong culture a 
differentiator factor in 
sourcing opportunities

Strategic levers to drive long term value
Clearly identified strategy to scale and drive growth

Existing Core Strategy Expansion Opportunity
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4.2K
June Units 
Deployed

H2 2021 business development
Significant traction in the business experienced in H2 2021

Dec-21 
Units 

Deployed

10.2k

June 2021

July 2021

September 2021

Q4 Developments

• Hamilton Beach contract 

signed with a 7k initial unit 
order for Q4 FY21 / Q1 FY22

• Appointed core partner to 
Teva to develop and manage 

its Risk Management 
Platform, further embedding 
HealthBeacon into its patient 
support programme 

• NHSx approval received 
providing significant platform for 
HealthBeacon Injection Care 
Management System in the UK

• Medicare Remote 
Therapeutic Monitoring 
Codes published with addition 
of medication adherence 
devices

• Peer-reviewed publication 
of 19% persistence increase

• Expansion in Germany with 
adoption by leading Global 
Pharma for growth hormone 
drug with Q4 launch

• Contract signed with 
Speciality Pharma client 
and project to commence in Q4

• c. €6m pre IPO fundraising 
successfully completed

• 5,500 DTC units deployed at 

year end of initial 7k unit 
order from Hamilton Beach

• Global Pharma Contract 
for Software Licensing 
Agreement 

• Specialty Pharma #1 
commercial contract to be 

signed, approved for its

Digital Health Platform 
and Go To Market Strategy 
Approved with access to 

c.5m patients

• Significant Launch with a 
Global Pharma client 
pending drug reimbursement 
from the NHS 

• Second US Specialty 
Pharma project launched
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Near term unit sales target 

Visibility on future revenue

Monthly price per patient under recurring 
revenue model 

Recurring Revenue %

Gross margin

€25
Per month

>100k 

Attractive outlook and near-term targets
Ambitious growth targets

>60%
Long Term Target

>80%
Long Term Target

>70%

Units



Appendix:
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June 2021 DTC Announcement: Hamilton Beach Strategic Partnership

$380bn

Partnership provides a gateway to the millions of patients in the US and Canada currently on injectable medication

#1 US Small Kitchen appliance brand

>10m1
Patients on subcutaneous 
injections in the US and 

Canada

>50 Product Categories

>$600m Sales

• Manufacturer of device

• Manage data & security

• Manage & support 24/7 
customer care

• Collect & replace the disposal 
bins (through Postal service 
mail-back programme in the US)

• Exclusive marketer & distributor 
of product

• Sales through DTC & existing 
retail channels

• Available through a dedicated 
direct-to-consumer website in the 
fourth quarter of 2021 and wider 
retail channels in early 2022

Multiple Sale 
Channels

Leveraging Hamilton 
Beach’s leadership in 

marketing and distribution, 
and retailer relationships

Opportunity

Partnership
Agreement

Expanding into the Health & Wellness 
market with HealthBeacon

15-25k Units to be delivered in 
FY22

Sources: 
1) SafeNeedleDisposal.org (9m US patients), management estimates this implies +10m patients in the US and Canada

7k
Initial unit order to be 

deployed to Hamilton Beach 
in FY21 Q4 / FY22 Q1 
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Profit and loss 

2018 2019 2020 HY 2020 HY 2021

Total Revenues 1,346,276 1,575,427 1,205,340 698,951 544,662

Cost of Sales (465,766) (656,099) (538,436) (279,939) (231,713)

Gross Profit 880,510 919,328 666,904 419,011 312,949

Gross Profit Margin 65% 58% 55% 60% 57%

Operating Income / (Expenses)

Impairment of Property and Equipment - - (110,250) - -

Impairment losses on Financial Assets (6,365) (31) (27,050) (1,130) (464)

Other Operating Expenses (2,757,021) (3,634,477) (4,339,334) (1,857,088) (2,818,805)

Other Operating Income 183,109 118,917 387,123 23,890 -

Loss from Operating Activities (1,699,767) (2,596,263) (3,422,607) (1,415,317) (2,506,320)

Finance Costs

Finance Income - - 875 - -

Finance Expense (712,714) (19,567) (10,223) (5,841) (8,279)

Net Finance Costs (712,714) (19,567) (9,348) (5,841) (8,279)

Loss before Taxation (2,412,481) (2,615,830) (3,431,955) (1,421,158) (2,514,599)

Tax Expense - - - - -

Loss from Continuing Operations (2,412,481) (2,615,830) (3,431,955) (1,421,158) (2,514,599)
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Balance sheet

2018 2019 2020 HY 2021

Non-Current Assets

Intangible Assets 1,322,613 2,061,913 2,573,558 2,683,516

Property & Equipment 2,169,358 1,744,349 1,239,201 1,396,951

3,491,971 3,806,262 3,812,759 4,080,468

Current Assets

Inventories - - 12,840 3,334

Trade and Other Receivables 709,250 624,290 465,255 805,241

Cash and Cash Equivalents 4,631,050 2,156,845 4,234,715 1,529,011

5,340,300 2,781,135 4,712,810 2,337,585

Total Assets 8,832,271 6,587,397 8,525,569 6,418,053

Equity 

Share Capital 4,624 5,133 6,142 6,212

Other Reserves 458,084 - - -

Share Premium 10,778,917 13,033,911 18,072,328 18,429,151

Accumulated Deficit (4,958,615) (7,574,445) (11,006,400) (13,520,998)

Total Equity 6,283,010 5,464,599 7,072,070 4,914,364

Non-Current Liabilities

Trade and Other Payables 503,616 139,098 47,136 161,521

503,616 139,098 47,136 161,521

Current Liabilities

Trade and Other Payables 2,045,645 983,699 1,406,363 1,342,168

2,045,645 983,699 1,406,363 1,342,168

Total Liabilities 2,549,261 1,122,797 1,453,499 1,503,689

Total Equity and Liabilities 8,832,271 6,587,397 8,525,569 6,418,053
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Cash flow 

2018 2019 2020 HY 2020 HY 2021

Loss Before Tax (2,412,481) (2,615,830) (3,431,955) (1,421,158) (2,514,599)

Adjustments for:

Depreciation of Property & Equipment 338,313 475,221 479,860 196,342 235,610

Amortisation of Intangible Assets 184,366 214,838 261,791 127,422 242,872

Impairment of Property & Equipment - - 110,250 - -

Credit Impairment Charge 6,365 31 27,050 1,130 464

Interest Expense 254,630 18,161 10,223 4,875 4,588

Foreign exchange (gain) / loss 6,083 1,406 (875) 966 3,691

(1,622,724) (1,906,173) (2,543,656) (1,090,423) (2,027,374)

(Increase) / Decrease in Receivables (388,911) 84,930 131,985 (71,386) (344,140)

(Increase) in Inventory - - (12,840) 19,411 9,507

Increase / (Decrease) in Payables 448,163 (1,332,948) 462,500 50,668 (144,821)

Net Cash used in Operating Activities (1,563,472) (3,154,191) (1,962,011) (1,091,729) (2,506,830)

Investing Activities

Additions to Property, Plant & Equipment (975,935) (50,212) (84,962) (99,635) (138,538)

Additions to Intangible Assets (667,595) (954,138) (802,996) (332,468) (352,830)

Disposals of Intangible Assets - - 29,560 - -

Net Cash used in Investing Activities (1,643,530) (1,004,350) (858,398) (432,103) (491,367)

Financing Activities

Proceeds from the issuance of share capital 7,613,237 2,255,503 5,039,426 - 356,893

Lease liability movement (78,429) (113,083) (141,147) (68,738) (64,399)

Share Warrants Exercised - (458,084) - - -

Net Cash from Financing Activities 7,534,808 1,684,336 4,898,279 (68,738) 292,494

Net increase / (decrease) in Cash and cash equivalents 4,327,806 (2,474,205) 2,077,870 (1,592,570) (2,705,703)

Cash and cash equivalents at the beginning of the period 303,244 4,631,050 2,156,845 2,156,845 4,234,715

Cash and cash equivalents at the end of the period 4,631,050 2,156,845 4,234,715 564,275 1,529,011
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Date Amount (Round) Use of Proceeds

2016 €0.6m (Seed) • Support European commercial roll out 

2017 €2.0m (Seed) • Support European commercial roll out 

2019 €10.4m (Series A)
• launch Smart Sharps System into the USA
• Develop portfolio of medical adherence tools 

2020 €5.7m (Series A follow-on)
• Expand team
• Penetrate new global markets
• Support product roll out

2021 €5.7m (Convertible Loan Note)
• Scale team
• Support product roll out

Funding to date
HealthBeacon funding to date
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Types of client contracts
Contracts with Pharma and Speciality Pharma clients are typically negotiated through Pilot to Commercial contracts

Initial Engagement Live 
Implementation

Large Scale Rollout

Typical timeline

1 month 5 months 3 months

Contracting

Average Unit 
Lease time

30 months (1)

Client Acquisition 
Rate

Lead in time

9 months
Average time taken from initial 

engagement to subscription 
commencement

70%

•Engage with the 
client and issue 
proposals.

•HealthBeacon work 
with the Specialty 
Pharma or Pharma 
client to implement 
the device into their 
care programme.

•Typically involves a 
Master Services 
Agreement and a 
Statement of Work.

•Validation and 
approval from 
medical, legal, 
regulatory, IT and 
compliance.

•Majority of our 
contracts operate 
under an MSA 
framework with 
standard pricing.

•HealthBeacon is fully 
integrated into the 
patient pathways 
and processes 
scoped out and 
agreed. 

•Units deployed to 
patients homes and 
actively monitored 
and managed.

•Large patient 
numbers are 
enrolled on the 
ICMS.

•Expansion into other 
countries.

•Expansion into other 
medications.

•Leverage the success 
of existing 
programme into new 
client acquisition.

Notes: 
1) 30 months is Company’s projection to include new therapeutic areas.  HealthBeacon’s historic average 

lifetime term is 25 months 



32Company Confidential Copyright © 2021 HealthBeacon Limited. All Rights Reserved

Connecting people to better health through sustainable, digitally-enabled solutions 

Key value drivers delivering higher product acceptance rates

End Patient

Pharma/ Insurance Health Care professionals

Extra support for at risk patients

Accurate, real-time adherence data 
for remote disease monitoring

Enhanced workflows and reduced 
clinic wait times

End-to-end virtual and digital care

Transforming patient experience

Empowering patients

Increased patient medication 
adherence

Proprietary data driven client info 

Health infrastructure partner
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Broad international presence with significant growth potential across key geographies

International presence with significant potential in key geographies

N. America
2021: 53%

Europe
2021: 46%

ROW
2021: 0.3%

• USA
• United Kingdom
• France
• Germany




