CEQ
CFO

Theorem Clinical Research
1016 West Ninth Avenue
King of Prussia, PA 19406
Phone: 800-290-5766
www.theoremclinical.com

Issue:
September 10, 2012

All rights reserved!
ceocfointerviews.com

CEOCFO Magazine - The Most Powerful Name In Corporate News and Information\

Providing Support to Pharmaceutical, Biotech and Medical Device Companies,
Theorem Clinical Research is Stronger in Asia Pacific than Any Other Mid-Tier
CRO and is Competitive with the Top Ten Global CROs in Asia
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BIO:

A respected industry leader with more
than 20 years of focused experience,
Dr. John Potthoff oversees Theorem’s
global operations and long-term
growth strategy. Prior to joining Theo-

rem, John was COO of INC Re-
search, a company for whom he
achieved a compound annual growth
rate of 40 percent year after year for
multiple years. John was also the
founder and president of Tanistry Inc.,
a CRO specializing in CNS indica-
tions, before it was acquired by INC
Research in 2001. Before founding
Tanistry, he was an executive of PPD
Development. John earned his
bachelor’'s, master's and doctoral de-
grees in psychology from the Univer-
sity of Texas, where he is also an ad-
junct professor in the Department of
Psychology.

Company Profile:

Theorem Clinical Research is one of
the foremost providers of comprehen-
sive CRO services with offices in
more than 30 countries and a cus-
tomer base comprised of some of the
world’s leading pharmaceutical, bio-
tech and medical device companies.
Theorem combines Phase -1V solu-
tions with specialized therapeutics
expertise to execute perfectly aligned
trials. Supporting business units in-
clude Clinical Development, Clinical
Supplies, Clinical Analytics, Biophar-
maceutical, Medical Device and Clini-
cal Combination Studies.

When you need a partner who can
give you the edge to simplify your
most complex trials, don't give it a
second thought. THINK THEOREM.

Interview conducted by:
Lynn Fosse, Senior Editor
CEOCFO Magazine

CEOCFO: Dr. Potthoff, what is the
focus at Theorem Clinical Research?

Dr. Potthoff: The focus of Theorem
Clinical Research is to service our
clients in three different markets, one
being in the biopharmaceutical devel-
opment market, and the second is
medical device and diagnostics. The
final is as technology partner for func-
tional service provider services in
clinical analytics. We focused the
company into three distinct markets to
better partner with our customers.

CEOCFO: How does that breakdown
in percentages and would you like to
see the mix changing?

Dr. Potthoff: Right now, the makeup
of Theorem Clinical Research is fairly
balanced. About a third of our busi-
ness falls into each of those catego-
ries. The fastest growing areas are
medical device & diagnostics, and
clinical analytics. Within medical de-
vice and diagnostics, we are seeing
many combination products that are
both therapeutics combined with
technology as well as companion di-
agnostics. As far as the future mix of
the company, we would also continue
to see those areas as dominant parts
of our overall portfolio.

CEOCFO: There have been some
changes over the last couple of years
with Theorem Clinical Research and
certainly a rebranding, how do you get
the word out?

Dr. Potthoff: Theorem Clinical Re-
search is the new CRO with a 27-year
history. We were spun Omnicare in
April in 2010. Because Omnicare is a
multibillion-dollar  corporation, they
got to keep their name. We came up
with a new name Theorem Clinical
Research, which was the result of an
employee contest to name the new
company. At the time, Omnicare was



branding and operating the CRO as a
generalist CRO focused in on any
number of things without focus or dif-
ferentiation. Over the past year, as a
global mid-market CRO, we decided
to take advantage of our focus and
organize the company and our mes-
saging around those core focus areas.
That has given us the ability to dem-
onstrate our differentiation from other
CROs. It is much easier now for our
employees to explain how Theorem is
different from other CROs.

CEOCFO: How do you reach poten-
tial customers? It is a very competi-
tive field!

Dr. Potthoff: It is competitivel We
reach people through traditional busi-
ness development efforts. We support
this with our current marketing cam-
paign called “Think Theorem” where
we demonstrate to our clients why
they should think of Theorem for the
development needs. We also have
begun an effort called “Theorem

globally or do different areas require a
different way of approaching things or
a different skill set?

Dr. Potthoff: Yes and no. When you
look at the overall approach of clinical
trials, especially as a global company
with global SOPs, you have a com-
mon base of execution no matter
where you operate. The actual effort
that is required to execute can vary
from region to region. For example, in
the US and in Europe, the market is
much more mature and has a longer
history such that sites have more in-
frastructure around executing clinical
trials with tenured coordinators and
processes. In Asia, CRAs are much
more involved in helping sites under-
stand what they need to do. A CRA in
Asia spends a lot more time working
directly with the investigator, with
more time onsite and more conversa-
tions and calls guiding sites through
the steps of the trial. Also, some regu-
latory and startup procedures vary
wildly from country to country. But,

CEOCFO: Do you find a resistance in
the medical community towards the
technology or do you find skepticism?
Dr. Potthoff: Once in while there is a
lack of comfort with new technology
and a desire to cautiously step into it,
which is understandable. We see no
hesitancy in using electronic data cap-
ture or electronic patient reported out-
comes, those are proven models that
clients no longer question.

CEOCFO: How do you as an organi-
zation keep on top of what is happen-
ing with all the ideas out there on how
to do things better or differently
whether it is technology, a trial or
drug?

Dr. Potthoff: There are a number of
ways that we try to keep abreast of
what is going on in our industry. One
is encouraging our staff to maintain
their focus in areas of expertise. Hav-
ing focused areas, our staff keep
track of what is happening in the jour-
nals, with their customers, and, in the

Thinks” where we take our in-
house experts and their vari-
ous disciplines and showcase
them at meetings, in publica-
tions and at other venues.
One of our leaders, Dr. Lee

We are stronger in Asia Pacific than any
other mid-tier CRO and we are competitive
with the top ten global CROs in Asia.
- John Potthoff, Ph.D.

industry as a whole. As a
CRO, we work with hundreds
of different customers in a
particular year, so we are
gaining knowledge every day.
As a community, | think

Spurgin, has a guide for medical de-
vice trials now available on Ama-
zon.com. Because of the unique at-
tributes of Theorem, many customers
seek us out directly as well.

CEOCFO: What is the geographic
reach and are there areas you would
like to have more of a presence?

Dr. Potthoff: Yes, we have full cov-
erage in North America, South Amer-
ica, Europe and especially in Asia
Pacific. About a third of our employ-
ees are in each of those geographies.
We are stronger in Asia Pacific than
any other mid-tier CRO and we are
competitive with the top ten global
CROs in Asia. Right now, our focus is
in building out into some of the areas
throughout Eastern Europe where we
need for scale. We just recently
opened a data hub in Ukraine, which
will give us additional access to talent
for biostatistics and programming,
and, to provide lower cost options in
Europe for our customers.

CEOCFO: Is the approach and the
execution the same wherever you are

when you really break it all down, trial
execution is much more similar than
different geographically.

CEOCFO: Are there services or com-
ponents you would like to add?

Dr. Potthoff: One of the services we
are building in our medical device
area is global strength for reimburse-
ment consultation. There is a great
deal of effort earlier in product devel-
opment for devices around reim-
bursement consulting and strategy.
Right now, we do this through partner
companies that specialize in various
areas of reimbursement. As we grow
and continue to build areas of focus
within our own capacity, | would like
to have that technology or knowledge
in-house. Also, we are continually
bringing in and utilizing new technol-
ogy, which is exciting. Technology is
changing, and it is moving away from
enterprise style to more flexible use.
We are able to surround a project with
enabling technology rather than trying
to force projects into enterprise sys-
tems than can be constraining and
cumbersome to Customers.
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CROs and industry together have be-
come better at partnering to work on
common issues. One of the groups
organizing such an effort is Avoca
who have developed a consortium of
CROs and pharmaceutical companies
to look at the finding and implement-
ing standard metrics for measuring
the quality of execution in clinical tri-
als. There are new technologies and
new processes that are starting to be
applied to the drug development in-
dustry that are still novel and will
bring exciting changes to our industry.
There are many conversations every
day around how we make our industry
better. It is not an easy task.

CEOCFO: What is your growth strat-
egy?

Dr. Potthoff: Now that we have de-
fined markets, we are growing organi-
cally and reinforcing our services in
the near-term. As we look long-term,
we believe that the markets that we
are entering, especially on the medi-
cal device side and then on the clini-
cal analytic side, are two of the areas
that are growing faster than the over-



all industry. This will continue to be a
major part of our business and a ma-
jor differentiation for our business.
We will continue to bring in new tech-
nologies and applications and exper-
tise, possibly through targeted acqui-
sitions.

CEOCFO: Has the current economic
scenario had much affect, and how do
you prepare for any changes that may
be ahead because of the healthcare
law?

Dr. Potthoff: Overall, as the econ-
omy declined during the last few
years, it put more pressure on our
customers to do two things simulta-
neously. One was to rationalize their

portfolios, which slowed R&D spend-
ing. This led to CRO consolidation
and a shifting of staff from sponsor to
CROs. For the first time, we are now
seeing pharmaceutical companies
downsizing their scientific staff and
see those people moving from
pharma and biotech over to the CRO
side of the business. The economy
has changed the landscape, CROs
consolidating as well as benefiting
from the transfer of knowledge and
people from pharma/biotech to CROs.

CEOCFO: Why should investors and
people in biotech pay attention to
Theorem Clinical Research?

Dr. Potthoff: People should pay at-
tention to Theorem Clinical Research
today because it is a great example of
the focus and the dynamic changes
that are happening in response to the
dynamic healthcare development en-
vironment. There are areas where we
have focused our company to benefit
from the new trends in healthcare. |
think that our success will come from
that focus and from the increasing
intersection of technology and thera-
peutics. We are one of the very few
companies which have really under-
stood and focused to benefit from this
change. That is one reason why |
think people should keep their eye on
Theorem.
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