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o Founded and developed both biotech and subsidiary companies, building commercial and R&D

infrastructure, and leading successful IPOs, M&A and consolidations
o Transformed structures, built talent and capabilities, and developed both process and metrics for corporate
divisions, subsidiaries, and venture backed entities, with results measured in
« Efficiency, productivity and innovation
« Substantial increases in valuations and revenue opportunity
« Successful development and commercialization of multi-million and billion dollar healthcare products
that improved medical practice and patient care globally

PROFESSIONAL EXPERIENCE

K2 BIOTECHNOLOGY VENTURES, Sparta, NJ and Chicago, IL 2017-Present
K2 is a health care product development and commercialization company which partners with University and Academic
Medical Centers (UMAC) in order to finance and progress their internal discoveries, innovations and startup companies.
The K2 vision is to create a portfolio of selected UMAC optioned and licensed assets that access centralized resources
and management teams. The development, commercialization, and company management activities are performed by
K2 and its team of biotech and industry executives until adequate valuations justify external investment or acquisition.
K2 has developed a discipline for commercial evaluation and assessment of early discoveries and is applying its
capabilities and processes for portfolio management to progress discoveries through preclinical proof of concept and
IND submission. In parallel, K2 is establishing a financial market attracted to the de-risking and value creation resulting
from the rapid, efficient development and commercialization of a portfolio of UAMC innovations. K2 is dedicated to
aligning with the missions of the University and Academic Medical Centers with which it partners.

Founder
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o 1TIETdPEULILS DIVISIOTN

o Corporate strategy, portfolio, business development and M&A activity
o  Chief Financial Officer

o Administration and operations, including IT and HR

o Gustatec subsidiary

Accomplishments:

e Established pharmaceutical R&D capabilities and operations, and established drug portfolio for Therapeutics Division
and, as a result, Chromocell has become the leading biotechnology developer of sodium voltage gated channel
(NaV) selective sub-type drugs for pain and other indications

o Progressed Discovery from target identification, cell-based target expression for assay, and hit to lead
optimization/characterization to in vivo animal model POC in three years

o Established Regulatory, CMC, Product Development, Toxicology and Clinical Development capabilities

o Chromocell’s first IND for lead candidate submitted in 2016; received Fast Track designation from FDA

o Completed successful Phase | program in 2018 and initiating Phase Il trials

e Established discussions with more than ~25 large pharmaceutical companies and venture capital firms, organized

due diligence teams and negotiated terms for partnerships for Chromocell’s lead compound for treatment of pain
o Valuation of enterprise and 2020 plan produced for external investor negotiations
o License and Research Collaboration Agreement with Astellas Pharma, including Co-Development and Co-
Promotion rights, with upfront and milestone worth >$515M, announced in September 2015

e Corporate revenue increased 50% from 2012 through contract negotiations and acceleration of deliverables

e Retired all debt liabilities of company totaling $10 million

e Re-organized company in 2013; identified resource efficiencies allowing reduction of staff by 35% and reducing
corporate burn rate by 50%

e Installed and implemented Sage ERP, established corporate budget and expense controls

e Recruited and established IT department; installed infrastructure for external/internal interfaces, data, informatics,

security and redundancy
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CATHOLIC HEALTH INITIATIVES, Englewood, CO (CommonSpirit Health) 2011-2014
Catholic Health Initiatives (CHI) is the fifth largest healthcare provider in the US, with over 90 hospital-based integrated
healthcare networks in 18 states. CHI employs ~70,000 and revenue exceeded $12 billion in FY 2013. CHI established
the Catholic Health Initiatives Institute for Research and Innovation (CIRI) as an independent research company funded
by the organization. CIRI was charged with sustaining research and innovation in the CHI provider system.

President & CEO, Institute for Research and Innovation (CIRI)
e Reports to the Board of Directors
e Member, Board of Directors Ascension Health Ventures, St. Louis, MO
e Chair, Review Committee, Center for Medicare and Medicaid Services (CMS) Innovation Center, 2012 Health Care
Innovation Awards
e Executive Advisory Board, CHI Foundation
e Responsible for CHI's
o Center for Translational Research (CTR)
o Center for Clinical Research (CCR)
o Center for Healthcare Innovation (CHInitiatives)

CIRI employed ~30 and integrated all research organizations across the CHI footprint

Accomplishments:
e CTR established an industry quality biospecimen collection system within the CHI system with genomic marker
discovery capabilities

CCR developed a nationwide clinical research trial network utilizing CHI healthcare providers and facilities
o >300 clinical trials with several thousand patients in research programs
o Implemented web based clinical research management and data base capture

CHInitiatives invested and partnered with entrepreneurs

o Established life science companies in the telehealth, connected health delivery, virtual research and “big
data” predictive/precision medicine market

e Developed value-added partnerships with external organizations (i.e., industry, government, academia) for the
identification and evaluation of opportunities that will shape the way healthcare is delivered in the future

e Built effective relationships with CHI's market-based organizations (hospital systems), including key executives and
clinicians, to create networks that are fully engaged to support the research and innovation mission.

e Led CHI’s participation in the CHV Il Limited Partnership with Ascension Health Ventures to ensure the sourcing of

research and investment opportunities that align with CHI’s strategic, clinical and operational priorities

BAXTER HEALTHCARE CORPORATION, Deerfield, IL 2008-2011
Baxter Healthcare Corporation www.baxter.com is a global drug, bioscience and device company with worldwide sales

of $12.8 billion in 2010 and employs ~50,000 people. The Intravenous Therapies (IVT) Strategic Business Unit was
responsible for managing a global portfolio of ~10,000 intravenous solutions (IVS) and nutrition products consisting of
devices, complex container systems and drugs producing ~$1.7 billion dollars in revenue in the hospital and outpatient
setting.

3|Page



o Immciuues rormuidLon, COnuwdiner vevelopineriu drig Frocess veveiopiment
« Engineering

o Includes compounding hardware and software products
¢ Clinical Development
« Medical Affairs

Accomplishments:

In conjunction with General Manager improved sales from ~5% to 8-10% CAGR and profit margins by 2+ points with
strategic transition of nutrition business from hospital product to specialty pharmaceutical sales business
o Valuation of enterprise demonstrated revenue growth rate >15%; NPV increase established case for >30%
increase investment in R&D from 2009 to 2010
Identified and evaluated >20 M&A opportunities in novel business adjacencies in Gastrointestinal and Neonatology
therapeutic areas; three target acquisitions engaged
Developed Life Cycle and Brand Management Teams to drive sales channel optimization and establish global
scientific and medical leadership
o  Product discussion moves from pharmacy efficiency to medical need
« Publications and investigator research efforts increased from zero to averaging >20 per year
Obtained EU, Canada and other global approvals, and created messaging and commercial campaign strategies, for
the launch of Olimel, a sterile pre-filled three chamber ([3CB] high concentrate glucose, amino acids and olive oil
lipid) total parental nutrition (TPN) IV system, Baxter’s first new nutritional product in a decade
o Olimelis expected to exceed $100-200M in sales and be the largest selling EU TPN brand two years after
launch in 2011, driving Baxter Nutrition into market share dominance
Completed development, obtained EU approval, and built marketing messaging of Numeta, the first 3CB for pre-
term infants and pediatric patients, a breakthrough in nutritional care in the Neonatal ICU
Established portfolio prioritization with accompanying resource and financial planning
o Pruned pipeline by >25% improving milestone achievement from 60% to >80% success rate
o Shifted portfolio of late stage development programs from 35% to 60% of pipeline
Created and integrated R&D organization and operations with strengthened Clinical and Medical Affairs capabilities
o Initiated Phase IlIb/IV trial in pediatric gastroenteritis for an IV solution, the first industry effort to
differentiate emergency hydration solutions and creating data for specialty sales of premium products
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