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In 2007, Boston Scientific made significant progress toward restoring sustainable and more profitable

growth. This progress included a number of initiatives designed to simplify our business and improve

shareholder value. The following are some of our key financial accomplishments for the year:

« Achieved record sales of $8.357 billion, an increase of $536 million

or seven percent over 2006

« Maintained our leadership position in the worldwide drug-eluting
stent market, as well as many of our other businesses, delivering

record sales in seven of our 10 franchises

= Grew our non-cardiovascular revenues 14 percent over 2006, including
36 percent revenue growth in our Neuromodulation business, and
10 percent revenue growth in our Endosurgery businesses

« Reduced our total debt balance by over $700 million

« Launched several strategic initiatives designed to enhance short-

and long-term shareholder value, including:
— The vestructuring of several business units

— The sale of five non-strategic businesses

— The monetization of the majority of our public investment portfolio to

eliminate non-strategic investments

— Significant expense and head count reductions

2007 Sales by Geographic Segment
Intar-Cantinental Asia Pacific . . .
{in millians) 2007 2006 2005 2004 2003
® Domestic 4,923 4,840 3.852 3.502 1,924
® |nternational 3434 2,981 2431 2122 1,552
$8,357 $7.821 $6,283 $5,624 $3.476
Eurcps
2007 Sales by Product Category
{in millions} 2007 2006 2005 2004 2003
® [nterventional Cardiology 37 3612 3,783
# Cardiac Rhythm Management 2,124 1,371 —_
® QOther Cardiovascular 1,320 1,258 1124
® Endosurgery 1479 1,346 1,228
® Neuromodulation n7 234 148
38,357 57821 $6,283

The cover of our 2007 annual report features computer-aided design drawings of recent Boston Scientific technalogy innovations: our third-generation
drug-eluting stent, the TAXUS® Element™ paciitaxel-luting coronary stent system and our TELGEN™ implantable cardioverter defibrillator {ICD).

The TAXUS Element stent sysiem is an investigational device. Limited by LS, Federal law to investigational use. Not for sale in the United States.
The TELIGEN IGD is pending approval by the L).S. Faod and Orug Administration {FDA) and is not available for sale in 1he United States.




We can build a better future.

Boston Scientific was founded on the belief that we could build a better future — and we have.
Since our founding 28 years ago, we have helped change the face of medicine and given new hope
to countless patients worldwide.

But much more remains to be done — and we are ready to do it. In this year's annual report, members
of our executive management team discuss the promising new technologies we're developing, how
we're positioning the Company for continued leadership and why we believe the future is bright — both
for Boston Scientific and far the millions of patients who depend on our products.

3 Letter to Shareholders and Employees

8 Sustaining Leadership: Quality, Innovation and Expanding Markets
Jim Tobin, President and Chief Executive Officer

10 Making Quality a Competitive Advantage
Paul LaViclette, Chief Operating Officer

12 Continuing a Tradition of Clinical Excelience

Danald Baim, M.D., Executive Vice President and
Chief Medical and Scientific Qfficer

14 Increasing Shareholder Value

Sam Leno, Chief Financial Officer and Executive Vice President
of Finance and Information Systems

16 Investing in Our Greatest Asset
Lugia Cuinn, Executive Vice President of Human Resources

18 Developing a Rich Product Portfalio
Fred Colen, Executive Vice President of Operations and Technology, CRM

20 Understanding Microelectronic Technologies
Learn how our technologies are changing lives every day.




Boston Scientific Mission Statement

Boston Scientific’s mission is to improve the quality of patient care and the productivity of

health care delivery through the development and advocacy of less-invasive medical devices
and procedures. This is accomplished through the continuing refinement of existing products
and procedures and the investigation and development of new technologies that can reduce
risk, trauma, cost, procedure time and the need for aftercare.




To Our Shareholders and Employees

2007 was a challenging year for Boston Scientific and
its competitors as we all faced an unprecedented
contraction in the drug-eluting stent (DES) market and
continued slow growth in the cardiac rhythm manage-
ment {CRM) market. For Beston Scientific, it was also a
year of transition as we implemented a number of initia-
tives designed to restore profitable growth, increase
shareholder value and strengthen the Company for the
future. Despite these challenges, we demonstrated our
ability to maintain market share throughout the year,
and we found many reasons for encouragement in our
2007 performance.

While our DES and CRM revenues were not what we had
hoped, the rest of gur businesses grew nine percent com-
pared with 2006. We retained strong market share and
leadership positions in many of our businesses, and seven
of 10 posted record sales, bringing Boston Scieniific’s total
2007 sales to $8.357 billion — our highest level ever.

Perhaps the most meaningful progress during the year
resulted from our comprehensive quality effort, which
revolutionized our guality systems and transformed our
culture. Qur CRM warning letter was lifted, paving the
way for 10 planned new product launches in 2008 — a
record number for our CRM business. While quality will
continue to be our most important responsibility, it will
not demand the same level of rermedial spending as in
the past two years, and many of those resources will
shift back to research and developmant (R&D) and man-
ufacturing value improvement programs. We expect the
corporate warning letter issued to Boston Scientific in
2006 by the U.S. Food and Drug Administration (FDA)
to be lifted this year, subject to the timing and outcome
of the FDA's review, and that a robust flow of profitable
new products will be restored across our businesses.

In DES, we successfully launched our TAXUS® Express?™
stent system in Japan and became the world's number-

one stent manufacturer. We continued to lead in DES
market share in nearly all our major markets, even in the
face of new competition. We expect to strengthen our
position in the U.S. market with the anticipated 2008
launch of TAXUS® Liberté® our second-generation
paclitaxel-eluting coronary stent, and the PROMUS™
everolimus-eluting coronary stent. In markets outside
the U.S., we are the only company 1o offer two DES
platforms, with two distinct drugs. With FDA approval
of TAXUS Liberté and PROMUS stents, we will become
the only company with a two-drug offering in the U.S.

2007 Events in the CRM and DES Markets

The slow growth in the CRM market and the contraction
in the DES market were a reflection of decreased con-
fidence in these therapies. As a result, CRM sales did
not rebound as we expected. At approximately the same
time, safety concerns were raised about drug-eluting
stents, primarily due to several clinical studies that sug-
gested that they were less safe or effective than they
actually are. The most widely publicized of these was a
Swedish study that indicated patients with DES had a
higher risk of death than patients with bare-metal stents.

These findings were not supported by longer-term data,
and the Swedish investigators later reversed their study
findings. There is now mere widespread agreement

in the medical community that drug-eluting stents do
not pose a higher risk of death than bare-metal stents.
However, the concern created by these early studies
took a toll. After years of consistent growth, DES use in
the U.S. fell more than 30 percent in 2007, and Boston
Scientific’s sales, earnings and stock price were affected.

These market events were unprecedented in the history
of the medical device industry, and we believe they are
unlikely to persist. The CRM market, in fact, is already
showing signs of recovery. The fundamentals of both the
international and domestic CRM markets remain strong:
the U.S. market for patients in need of implantable




cardiac defibrillators (ICDs), for example, is still greatly
under-penetrated. Qur own CRM sales grew 11 percent
in the fourth quarter of 2007, and we have reasons to
believe that the CRM market will be a powerful growth
engine for the Company in the future.

We also expect the DES market to rebound as the facts
about the safety and powerful benefits of drug-eluting
stents continue to take hold. As market growth returns,
Boston Scientific will be well positioned as the medical
device company with the most innovative pipeline of
DES products and the only two-drug platform.

A Plan for Future Growth

In response to the decline in CRM and DES sales,
we implemented a number of measures during 2007
to reposition the Company for renewed growth and
profitability, specifically:

« We simplified our business modet by divesting five
businesses that were not part of our core growth
strategy. The sale of these businesses generated a
combined after-tax cash of approximately $1 billion
and will enable us to focus future investment on
those areas of the Company that have the greatest
potential for growth, market leadership and promising
new therapies.

As part of our divestitures, we completed the sale of
our Auditory business and drug pump development
program to former principals and shareholders of
Advanced Bionics while establishing sole management
control of the Pain Management business, including
the emerging indications program.

We restructured several of the Company’s businesses,
consolidating 16 units into eight to improve efficiency and
leverage technology synergies and resources. As part

of this restructuring, we integrated the Electrophysiology

business with CRM, which we believe will enable
us to realize the full potential of cur CRM Group and

-

offer a broader range of implantable devices|and
ablation therapies.

We initiated a plan to reduce expenses to bring them in
. |
line with revenues. This effort included a difficult but

necessary reduction in head count. We are eliminating

2,300 jobs worldwide and reducing our workforce by
an additional 2,000 through our divestures, far a total
reduction of 4,300 positions. We expect these steps
will generate between $475 and $525 million in savings,
the majority of which will be realized in 2008. In addi-
tion, we expect to reduce our expenses by an ladditional
$25 million to $50 million in 2009.

We amended our term loan and credit facility and

reduced our gross debt by more than $700 million.

We are selling our entire public investment portfolio and
plan to monetize the majority of our private portfolio.

We entered into a settlerment agreement covering
a significant amount of outstanding litigation related
to claims associated with products sold by Guidant
Corporation in 2005 and 20086, prior to Boston
Scientific’s acquisition in April 2006.

We initiated multiple programs designed to increase
eificiency in large-scale business processes and to
improve gross margins, operating profit and cash flow.

We made continuous quality improvement part of our
operations and culture by implementing new guality
systems, revalidating our manufacturing controls and

re-engineering and refining our management controls.
Our quality-monitoring metrics show we have made
significant improvement. As we shift our focus from
correction to prevention, we will have the ability to
continuously raise — not merely sustain — standards of
quality for our products. The Quality Master Plan we
implemented in 2006 ensures that quality wilf remain a
top pricrity in management decision-making.ere know

that the quality of our products is of critical importance




10 the millions of patients who depend on them. We
also believe that quality ultimately will be a significant
competitive differentiator for Boston Scientific.

Growth Opportunities Across Our Markets

CARDIAC RHYTHM MANAGEMENT

In 2007, our CRM business completed a major re-engi-
neering of its operations to drive the highest standards of
quality and to better meet customer and patient needs.
From the product development process 1o manufacturing,
operations and our extensive supplier network, we have
made tremendous prograss in the way we bring new
products to market. Most important, our improved quality
systems are enabling us 0 produce what we believe are
among the highest-quality products in the industry.

In late 2007 and early 2008, we received both U.S. FDA
and European CE Mark reguiatory approval for the first
Boston Scientific-branded pulse generators: the LIVIAN™
cardiac resynchronization therapy defibrillator (CRT-D)
and the CONFIENT™ implantable cardioverter-defibrillator
(ICD). We also have received CE Mark approval for the
first CRM products built on our new, high-reliahility plat-
form: the COGNIS™ CRT-D and the TELIGEN™ ICD. The
result of a multi-year research and development effort
1o provide physicians enhanced clinical options for their
patients, these next-generation devices are currently
pending FDA appraval, which we axpect to secure in
time for a U.S. launch in the second half of 2008. Other
important U.S. product launches scheduled for 2008,
upon FDA approval, include the ALTRUA™ pacemaker

— the first Boston Scientific-branded pacing device —
and the ACUITY™ Spiral Left Ventrical (LV) lead, which
recently received European CE Mark approval.

Early in 2008 we received FDA approval for our upgraded
LATITUDE® Patient Management System, which includes
enhanced remote monitoring capabilities of our CRM
devices. Recent instances of lead failure in 1ICDs from

one of our competitors demonstrated the importance of
remote monitoring of device performance — not only to
manage patients but also to build physician confidence
in device reliability. We believe the LATITUDE system
offers a strong, differentiated platform, and we are
seeing a growing number of referring and implanting
physicians choosing Boston Scientific devices based on
the enhanced clinical benefits provided by this system.

Like other parts of the Company, CRM continues to
expand globally. international CRM sales showed
especially strong growth in 2007, increasing nearly
13 percent over 2006,

CARDIOVASCULAR

During 2007, we marked our third vear of leadership

in the U.S. market for drug-eluting stents, maintaining
between 53 percent and 56 percent market share for 10
consecutive guarters. We also became the global DES
market leader during 2007. As we enter 2008, we are
well positioned to sustain that leadership with key new
products, an impressive body of clinical evidence to
support approval of expanded indications for our drug-
eluting stents, the broadest range of stent size offerings
in the industry and our experienced R&D, marketing and
sales arganizations.

We received FDA approval to extend the shelf life of the
TAXUS® Express™ paclitaxel-eluting coronary stent sys-
tem to 18 months - the longest of any drug-eluting stent.
We anticipate FDA approval of the TAXUS® Liberté® our
second-generaticn, paclitaxel-eluting coronary stent sys-
tem, this year. The TAXUS Liberté stent system is the
number-one stent in most international rmarkets, a position
that we believe will strengthen thanks to the CE Mark
approval it recently received for use in patients with
diabetes. The TAXUS Liberté stent system now has
more CE Mark-approved indications than any other drug-
eluting stent, enabling treatment of a wide range of
patients, many who are high-risk patients.




Our major non-stent cardiology franchises continued
to perform well, with five of these eight franchises
leading their markets in 2007 and the other three
holding strong number-two positions.

ENDOSURGERY

Our Endosurgery Group continued its track record of dou-
ble-digit growth with an 11 percent increase in 2007 over
2006, on the strength of 13 percent growth in Endoscopy.
Our Endoscopy business has emerged as a prominent
husiness for Boston Scientific. Most of cur Endoscopy
franchises hold number-one market positions. In 2007,
we launched the SpyGlass® Direct Visualization System,
the first cholangioscopy system that enables direct visu-
alization in biliary intervention. This system makes it pos-
sible for a physician to secure a definitive diagnosis and
perform therapeutic intervention all in one procedure.
We expect the SpyGlass system to become a steady
driver of the Endoscopy business for years to come.

NEURCMODULATION

The market for Pain Managementi, a therapeutic appli-
cation of Neuromodulation technology for the treat-
ment of chronic pain, expanded rapidly in 2007, with
Boston Scientific’s sales growing 40 percent year
over year. This growth gives us the number-two overall
market position worldwide. Boston Scientific is the
technology teader in spinal cord stimulation, offering

a pain management system engineered to precisely
target pain and fit a patient’s lifestyle. We expect that
the launch of our Observational Mechanicat Gateway
{OMG™ device, which enables physicians to make
side-by-side comparisons with competitors’ devices,
will highlight our technology leadership and strengthen
our market position. We are also actively exploring
additional therapeutic applications for neuromodulation
technology, including other sources of peripheral pain
and urinary incentinence.

NEUROVASCULAR
Our Neurovascular business grew 10 percent in 2007
over 2006 despite product launches from three key

competitors, giving Boston Scientific market leader-

ship in every product category of interventional neuro-
radiology. We expect to fortify 1his market position with
data from our unprecedented clinical trials for ¢oils and
atherosclerotic stents, and to further extend it through
restored new product flow now that our engineering
teams have returned their primary focus from remedia-

tion efforts to innovation.

Our Shared Community

Boston Scientific continued its support of research,
education and local communities during 2007, contributing
time, expertise and more than $30 million. Through the
Boston Scientific Foundation, we helped improve health
and educational opportunities for those in need by funding
non-profit organizations in the communities where our
employees live and work. We also expanded our National
Health Disparities Initiative, which provides funding for
community health centers that show outstanding evidence
of improved health outcomes for patients. In|2007, we
launched Phase 1l of this initiative, which focuses on
improving the health of homeless patients and migrant

farm workers.

In 2007, the size of the Boston Scientific Board of
Directors expanded with the election of Ray Elliott,
a highly regarded health care industry executive and
former Chairman of the Board, President and Chief

Executive Officer of Zimmer Holdings. We also made
three key additions to our Clinical Sciences organization.
Keith Dawkins, M.D., joined the organization .'[!ns Senior
Vice President and Associate Chiet Medical Officer,
Cardiovascular; Takahiro Uchida, M.D., becarr]le Medical
Director, International; Jay Schnitzer, M.D., Ph.D., was
named Associate Chief Medical Officer for Endosurgery,




Neurovascular and Neuromodulation. Arjun Sharma, M.D.,
FACC, also joined the organization as Vice President,
Patient Safety for CRM. We said goodbye 1o Larry
Best, our Chief Financial Officer, who retired from the
Company after 15 years of distinguished service. Larry
was an integral part of Boston Scientific and his many
accomplishments helped shape our Company. We
were pleased to welcome Sam Leno as our new Chief
Financial Officer and Executive Vice President of Finance
and Information Systems. Also retiring during 2007 was
Jeff Goodman, Executive Vice President, International,
who was one of the driving forces in making Boston
Scientific a global company..Jeff is succeeded by David
McFaul, who was previously President of the Asia
Pacific and Japan region. Finally, we offered our hest
wishes to Paul Sandman, our long-time General Counsel,
who retired in early 2008. Paul was a crucial partner

in our growth and success. Above all, he was a moral
compass for the Company, setting and demanding an
uncompromising standard for integrity.

We also would like to recognize those people who left
the organization during the past year as a result of our
need to reduce expenses. Many of them put in years
of dedicated and effective service to Boston Scientific.
We thank them for that service and wish them well.

Building a Better Future

For nearly three decades, Boston Scientific has played
a vital role in health care, providing industry-leading
solutions for many of the most prevalent and debilitating
diseases. We have already helped millions of patients
improve their lives, but we can do much more — and we
will. The improvements we implemented in 2007 have
positioned us well for the future. As we enter 2008, we
are a stronger and healthier company, with the capacity
and commitment to create the industry’s highest-quality
and most innovative products.

While we don't underestimate the challenges ahead of
us, we believe we have prepared well for them and that
Boston Scientific holds great promise for customers,
patients and shareholders aiike. We have one of the
best intellectual property portfolios in the medical device
industry. We have a strong and experienced senior
management team and an outstanding group of employ-
ees. Most important, we are united by a mission to
help clinicians improve patients' lives through innovative
medical technologies that lead the world in quality,
reliability and efficacy. Together, we are building a
better future for millions of patients around the world.

Thank you for your belief in — and continued support of
— our mission,

Sincerely,

Jim Tobin
President and Chief Executive Officer

Pete Nicholas
Chairman of the Board

March 17, 2008




Sustaining Leadership: Quality,
Innovation and Expanding Markets

JIM TOBIN, PRESIDENT AND CHIEF EXECUTIVE OFFICER

“Since 1980, a&vancczs in medical technology have resulted in death
from heart attack being cut almost in half ar_ld death from stroke
being reduced by more than a third. Not bad for a start. But we

N |
can do more — and we will.”

Q. After the 2006 corporate warning letter from the U.S. Q. Lastyear, the market for drug-eluting stents {DES)

Food and Drug Administration (FDA), Boston Scientific contracted after reports of safety concerns. More
undertook an intensive effort to create a corporate- recent data indicates that many of those concerns
wide quality culture. Have you succeeded? were unfounded. Do you think the DES market will

A. Yes, | believe Boston Scientific fully matured into a recover in 20087

quality organization this year. During 2006 and 2007, A. Long term, there’s no doubt in my mind that the DES
we revolutionized our quality systems and transformed market will recover to a point. Medical management
our culture. Now we're seeing an improvement in all alone is fairly limited in the relief it can offer patients, so
the measures we use to track quality issues. The FDA there's a real need for DES. We're already seging some
has already begun re-inspecting our facilities, and we positive trends. The volume of percutaneous coronary
expect the corporate warning letter will be lifted this interventions {PCls) has rebounded to around 97 percent
year. Quality will continue to be our number-one priority, of what it was at the start of 2007, and cliniciin surveys
because we owe that to our customers and patients. indicate a renewal of confidence in DES. So, yes, | do think
We also believe our quatity will ultimately give us an the DES market will start to recover in 2008, tfut it will be

important competitive advantage. reshaped by new competition.




. What is Boston Scientific's strategy for sustaining DES
leadership in this new market epvironment?

Like our CRM strategy, it's based on innovation. First of all,
we have the most diverse pipelinz of DES offerings in the
industry. Upon FDA approval, we're poised to release the
TAXUS® Liberté® coronary stent system in the U.S. this
year, as well as the PROMUS™ coronary stent system, our
everolimus-eluting stent. With TAXUS and PROMUS
stents, we are the only medical device company with

a two-drug platform. We also have a growing body of
solid clinical evidence intended 10 support approval for
expanded indications for our drug-eluting stents, which
should further strengthen our market leadership. And we
have a full pipeline behind that.

. The CRM market also perfarmed below expectations in
2007. Do you expect CRM to rebound in 20087

. We're already seeing signs of recovery. Our CBRM sales
grew 11 percent in the fourth querter of 2007, despite the
soft market, and the fundamentals are sound. Internationally,
where cardiac arrhythmias and heart failure are widely
underdiagnosed, we're seeing strong double-digit growth,
and the U.S. defibrillator market is still significantly
under-penetrated, Last April, the FDA lifted the CRM
warning letter, so we expect to introduce 10 new CRM
products in 2008. We also have great momentum with

. our LATITUDE® Patient Management Systern, which is
the only wireless remote monitoring system of its kind.

. While Boston Scientific may be best known for DES
and CRM, you also have strong market leadership in
other areas. How are these businesses performing and
where do you see the strongest growth geing forward?

In Interventional Cardiology, we're the leader in ballocns,
the second-largest category after stents. We're also the
leader in intravascular ulirasound. which grew more than
20 percent in 2007. We have streng market leadership

in Neurovascular, where we ocutszll all other companies
combined, and aiso in Peripheral Interventions. Cur
Endoscopy business grew 13 percent last year, and

we expect continued strong performance there. Qur

Neuromodulation business is growing rapidly as well, with
sales that increased 36 percent in 2007 alone - so we

see & lot of promise for growth across Boston Scientific.

Why is the Pain Management market so promising
for Boston Scientific?

Because the need is acute. Thase are people suffering
from chronic, debilitating pain and for some, medications
do little. When a device liké our Precision Plus™ Spinal
Cord Stimulation System relieves the pain, it is truly life
changing. The spinal cord stimulation market is expected
to be more than $1 billion by 2810.

~
U.S. Spinal Cord Stimulation Market Qpportunity

tor Chronic Pain
Compound Annual Growth Rate = 15%

$1,630

2008 2009 2010 201 2012 2013

Boston Scientific Internal Estimates, in millions ’
. J

Q. Why are you optimistic about the future of

A.

Boston Scientific?

| really believe that our future is as bright as it's ever been.
The markets we're in have tremendous growth potential,
and we're well positioned 1o take advantage of that.

[t's our job and our responsibility to do more, and we will.




Q. What changes has Boston Scientific made in its quality

A.
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Making Quality a
Competitive Advantage

PAUL LAVIOLETTE, CHIEF OPERATING OFFICER

under the corporate warning letter. We did it to build bette
products, to gain competitive advantage and most important,

to better serve patients.”

“We havent made this investment in quality just to get out from

]

systems, and how is the Company different today?

After we received the FDA corporate warning letter in
2006, we overhauled both our systems and our culture
1o create an organization where quality systems, values
and output are sustained and continuously improving. We
invested every necessary resource to accamplish this.
Woe added more than 600 people in the Global Quality
function. We implemented a number of entirely new
guality systems. We revalidated our manufacturing
processes and re-engineered our management controls,
We eliminated hundreds of outdated products even
when that meant lost revenues. We ran new systems to
ensure effectiveness, trained every applicable persen in
the organization and subjected those systems and people
to repeated internal and external audits. Because of the
hard work and passionate commitment by our team, we

are well prepared for the FDA inspections and expect the

Q.

A,

corporate warning letter to be lifted this year. Put all these
changes together, and you see a company moving from

correction tc prevention.

What do you mean when you say, “meving from
correction to prevention”?

The ultimate sign of a well-functioning quality ofganization

is the ability to prevent problems before they occur.

If the quatity system runs tightly, problems needing
correction will be less frequent and immediatefL/ detected
and addressed by our highly trained, highly responsive
organization. This leaves considerable organizational
capacity to focus on prevention. Qur Quality Master
Plan is the too! we use to strategically plan and prioritize
quality improvement projects that emphasize prevention
and lead to higher-quality products, fewer customer
complaints and, ultimately, competitive advantage. At

that point, quality really does pay for itself,




Do you think the culture of Boston Scientific is
really changing?

Yes, and | think that’s critical because changing the
culture is the only way to improve quality. In the past,
the culture of Boston Scientific was focused on speed,
innovation, market leadership and acquisitions, Now
we're putting quality first and that makes it possible for
us to do all those other things better.

. Can you give an example of how quality could be a
competitive differentiator for Boston Scientific?

Recalls. Many recalls can be prevented. With good guality
systems in place, most product failures can be avoided.
If you make quality your highest priority, you can lead
markets because your products are more reliable. You
can grow market share because the fundamentals of
quality that you build into the product development
process ultimately lead to products with higher clinical
performance and better customer satisfaction. You can
then spend more time innovating because your time isn't

consumed fixing problems.

i absolutely believe quality can be urned into a competitive
advantage. That's why we're so committed to being a quality
organization. Qur effort is about much more than lifting the

corporate warning letter. it's a long-term commitment.

In addition to the guality initiatives, Boston Scientific
restructured a number of businesses and sold others
during 2007, Can you explain the rationale?

In essence, what we're doing is practicing good corporate
discipline. By refining our portfolioc of businesses we
can focus on those that deliver growth over time, clear
market leadership, promising new therapeutic areas and
improved cash flow. We alsec created a more direct line
of communication between our business units and
senior management — fawer layers, in other words — and
the ability to execute more effectively. So in actuality

this restructuring effort was about simplifying our
operational madel and redefining Boston Scientific as

a growth engine.

: Why do you believe Boston Scientific can accelerate

its revenue growth?

We are well positioned to expand our leadership in

growing markets.

Our customer relationships are second to none and are
built on clinically advantaged products. Qur product lines
are extraordinary, broad and difficult to displace from

their market-leading positions.

We have $15 billion worth of market opportunity in

the cardiovascular implant market and are pleased that
we have leading positions there. Although we'll face
incremental DES competition in 2008, we're going to
be on the offense. We're going to be aggressively
driving market share. We have a very impressive list of
new CRM products that | believe are unmatched in the
industry and create real share-changing opportunities
for us in this market. But absent any share gains and any
further moves we make in those markets, we compete
in an attractive array of very large markets with very
strong positions and underlying growth. The remainder
of Bosten Scientific’s businesses represent $13 billion in
market potential and importantly, there is intrinsic market

growth of nine percent over the next four years.

[ $13B Market Opportunity Outside of Stents & CRM

Compound Annual Growth Rate of 9% Over the Next Four Years

_—Interventional Cardiclogy
Stents

Peripheral Interventions

Neurovascular
CRM

Neuromodulation

Endoscopy

Urology/Gynecolagy

Electraphysiology

Boston Scientific Internal Estimates

"
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A,
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Continuing a Tradition
of Clinical Excellence

DONALD BAIM, M.D., EXECUTIVE VICE PRESIDENT
AND CHIEF MEDICAL AND SCIENTIFIC OFFICER

“I think this Company is unique in that medical input really; has an
equal voice in all our decisions about which products to develop,
how to test them and how to educate physicians about their use.

At Boston Scientific, it is the patient’s voice that really matters.”

During 2007, safety concerns were raised about DES.
What was the basis for those concerns?

In late 2006 and early 2007 a handful of studies were
published, most of them poorly designed or poorly
analyzed, that reached surprising and alarmist conclusions
about drug-eiuting stents, A study from Sweden called
SCAAR suggested that DES increased mortality by half

a percent a year over bare-metal stents (BMS). Then a
meta-analysis published in The Lancet concluded that

the TAXUS® stent had a higher repeat revascularization
rate 