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This presentation contains forward looking statements. The words ñbelieveò, ñexpectò, ñanticipateò, 
ñintendò, ñwillò, ñmayò, ñwouldò, ñcouldò and ñplanò and similar expressions identify forward looking 
statements. All statements other than statements of historical facts included in this presentation, including, 
without limitation, those regarding our financial position, business strategy, plans and objectives of 
management for future operations (including development plans and objectives relating to our products), 
are forward looking statements. Such forward looking statements involve known and unknown risks, 
uncertainties and other factors which may cause our actual results, performance, achievements to be 
materially different from any future results, performance, or achievements expressed or implied by such 
forward looking statements. Such forward looking statements are based on numerous assumptions 
regarding our present and future business strategies and the environment in which we will operate in the 
future. The important factors that could cause our actual results, performance or achievements to differ 
materially from those in the forward looking statements include, among others, risks associated with 
product development and commercialization, the unenforceability or lack of protection of our patents and 
proprietary rights, uncertainties related to product manufacturing and supply chain, the lack of market 
acceptance of our products, our ability to manage growth, the competitive environment in relation to our 
business area and markets, our ability to attract and retain suitably qualified personnel, our relationships 
with third parties, changes and developments in technology and third partyôs intellectual property rights 
which our products may become dependant upon, and other factors. Further, certain forward looking 
statements are based upon assumptions of future events which may not prove to be accurate. The 
forward looking statements in this document speak only as at the date of this presentation.

Forward looking statements 
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Present from Exiqon

¶Lars Kongsbak, CEO

M.Sc. in Biology from the University of Copenhagen (1988), PhD 

in Molecular Biology from the Technical University of Denmark 

(1990), was appointed as CEO in 2003.  Before joining Exiqon, 

Lars Kongsbak served as Senior Scientist with Novozymes, Novo 

Nordisk and BioImage, respectively. 

¶Hans Henrik Chrois Christensen, CFO

LLM from the University of Copenhagen (1990), attorney-at-law 

(1993), joined Exiqon as CFO on January 1, 2007 from a similar 

position with OMX-listed Pharmexa A/S. Has a background as a 

group general counsel with Danisco A/S and as attorney with 

Dragsted & Helmer Nielsen law firm, Copenhagen.
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Better use of existing medicine is òlow hanging fruit ò

Cancer treatment today

ÅMore than 150 drugs have been approved by FDA for cancer treatment for even more 
indications

ÅOncologists administer more than 600,000 chemotherapies annually in the U.S. alone but only 
30% benefit from the prescribed drug

ÅIn the US, USD 8.4 billion in annual drug costs are associated with non-responding 
chemotherapy.

Exiqon can change the paradigm of cancer treatment

ÅBy securing better use of existing drugs

ÅThrough new molecular diagnostic products for treatment selection

ÅImmediate and significant benefit to patients and healthcare cost.
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Exiqonôs investment case

ÅExiqon addresses the large unmet medical need for disease management (initial focus on cancer)

ÅMolecular diagnostic products based on miRNA biomarkers can change the paradigm of cancer 

treatment selection

ÅExiqon already has a leading market position 

ÅIn cell based Extreme Drug Resistance testing (EDR); revenue in 2007 was USD 12 million 

through US based Oncotech, Inc.

ÅIn research products for miRNA and mRNA analysis; revenue in 2007 was USD 10 million

ÅExiqon is uniquely positioned to capitalize on the trend towards personalized medicine

ÅExiqon is publicly traded on NASDAQ OMX in Copenhagen (Small Cap+).
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Business model

¶Use proprietary miRNA biomarkers and LNAÊ

technology to develop, market and sell molecular 

diagnostic products for treatment selection (cancer) 

by leveraging current market leading position of 

Oncotech within cell based assays 

¶Use largest privately held human tissue bank 

(>150,000 tumor samples) for stratification of 

patients and development of companion products in 

partnership with the pharmaceutical industry

¶Use proprietary LNAÊtechnology to be market 

leader in the field research products for gene 

expression analysis (miRNA and mRNA)

¶Own sales force and strong partnerships.

Oncotech Exiqon Distributors
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Diagnostic business
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Large unmet medical need for treatment selection (cancer)

70% of cancer patients do 

not respond to chemo-

therapy

USD 8.4 bn in annual drug 

costs associated with non-

responding chemotherapy

S
o
u
rc

e
: 
P

a
u
l 
W

a
ri
n

g
, 
G

e
n
e
n
te

c
h

0

10

20

30

40

50

60

70

80

R
e
s
p

o
n

s
e
 r

a
te

 (
%

)

1 2 3 4 5 6 7 8 9 10 11 12 13 14

A
lz

h
e
im

e
r

In
c
o
n
ti
n
e
n
c
e

H
C

V

O
s
te

o
ro

p
o
ro

s
is

M
ig

ra
in

e
 (

p
ro

p
h
yl

a
x
is

)

A
s
th

m
a

R
h
e
u
m

a
to

id
 A

rt
h
ri
ti
s

D
ia

b
e
te

s

M
ig

ra
in

e
 (

a
c
u
te

)

C
a
rd

ia
c
 a

rr
h
yt

h
m

ia
s

S
c
h
iz

o
p
h
re

n
ia

D
e
p
re

s
s
io

n

A
n
a
lg

e
s
ic

s

Diagnostic Business

C
a
n
c
e
r

Objective

Be the leading oncology company in treatment selection, recurrence and prognostic tests

Strategy:

Provide products through CLIA laboratory (Oncotech, CA)

Tactic

Update current cell based in vitro assays with molecular diagnostic tests based on miRNA.
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Unmet medical need represents significant market opportunity 

Molecular product

(LNAÊ & miRNA 

based)

Incidence (US) Target patient 

population

(EDR)

US market 

potential 

(mill USD)

Colon 112,340 61,600 209

NSCLC (lung) 170,704 102,000 347

Breast 180,510 72,204 245

Ovarian 22,430 20,187 69

CUP 72,246 32,000* 109

Total 1,009

Assuming USD 3,400 per test

Diagnostic Business
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Focus on In vitro diagnostic products for treatment selection

Colon EDR test Colon treatment selection & recurrence

Lung (NSCLC) EDR test Lung treatment selection & recurrence

Ovarian EDR test Ovarian treatment selection & recurrence

2008 2009 2010

Several molecular based tests (third parties)

EDR tests based on cellular assay 

Molecular diagnostic based          Cell based

EDR: Extreme Drug Resistance;  CUP: Cancer of Unknown Primary

Breast EDR test Breast treatment selection & recurrence 

CUP test 

Various home brewed tests based on miRNA

Diagnostic Business

Tactic:Oncotechôs cell based EDR products will be upgraded to molecular diagnostic  products
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Molecular diagnostic products addresses need for treatment selection

¶The use of FFPE samples will facilitate penetration through convenience 

¶Significantly increased sensitivity will increase market potential

¶Turn around time is about 48 hours as opposed to 7 days will make test attractive.

Diagnostic Business

Current generation

Cellular based assays:

Drug resistance (EDR)

Second generation

Molecular based assays:

Highly sensitive drug 

resistance testing

Future generations

Molecular based assays:

Drug resistance

Drug sensitivity prognosis

Recurrence

Primary origin

Drug metabolism

Sample purity etc.

Treatment selection                                                                  Disease management
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Pharma Services
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Large unmet need for improved drug development 


