From: Santosh Naik (External) <Santosh@herspiegel.com>
To: Matthew Day

CC: Tyler Sagardoy; Jeffrey Dierks . -
Sent: 10/14/2014 5:42:57 PM Dierks Exhibit
Subject: VANTRELA Draft Summit template 8
Attachments: VANTRELA ER Oct Launch Summit 2014 10 14.pptx

10/13/21 - ctm
Hi Matt,

Please see attached the consolidated VANTRELA ER Summit slides for our meeting at 2 PM. We can review via
GlobalMeet during the meeting. Thanks!

Regards,

Santosh Naik

Pharmaceutical Marketing Expertise

Phone 267-759-2136 | Fax 215.860.3407 | Website www.HerspiegelConsulting.com
12 Penns Trail, Suite 200. « Newtown, PA 18940

This e-mail message from Herspiegel Consulting LLC (including all attachments) is for the sole use of the intended recipient(s) and may contain confidential
and privileged information. Any unauthorized review, use, disclosure, copying or distribution is strictly prohibited.
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Section Presenter Time
Welcome and Introduction Jeffrey Dierks 1:00-1:0pm
VANTRELA AOP Review Jeffrey Dierks 1:10-1:25pm
Regulatory Timeline Update Douglas Harnish 1:25-1:35pm
Medical/Clinical Overview Matt Wieman 1:35-2:00pm
REMS Robin DeChristopher 2:00-2:15pm
Sales Overview Jim Reilly 2:15-2:35pm
Break 2:35-2:55pm
Market Access Deb Bearer 2:55-3:15pm
Govt. Affairs/Advocacy Overview Karen Hill/Rob Falb 3:15-3:35pm
Operations/Trade Derek Moe/Jason Jones 3:35-3:55pm
Marketing Overview Matt Day 3:55-4:30pm
Conclusion Matt Day 4:30-4:40pm
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Launch Summit Objectives

= Highlight Goals and Objectives for each team

» Review Recent Accomplishments
» Highlight work that has been completed

= |dentify immediate priorities for each subteam

» ldentify interdependencies, gaps, and ensure
alignment on priorities

= Review Launch Timelines

» Review Subteam Key Performance Indicators

3
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VANTRELA ER AOP
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Large market
opportunity
with actionable
arget segment

= Significant chronic patient population, societal impact, advocacy
pressure, limited LAO Abuse Deterrent options

Abuse Deterrent = Empower prescribers with understanding on technology, tiering and

Education for FDA guidelines to establish relevance, value of VANTRELA™ ER
HCPs

= CIMA® AD technology platform expected to deliver differentiated
label tiering (Tier Ill — Oral/Nasal)

= Foundation for entire ADT Opioid franchise

Develop
Differentiated
Brand

= ‘Intelligent Design’ positioning - broadest dosing range, differentiated
ADT tiering, no alcohol dose dumping

Optimized = Industry benchmarks, research inform go to market strategy to

Resourcing maximize return to organization over product life cycle
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Situation Analysis: Opioid Marketplace

SAO/LAO Market:
Sales: $8.1B

Volume: 221MM TRx
Graph Depicts Volume Share

TIRF, <1%
SAOPURE, | LAO, 10%

12%

~900K HCPs Rx IR Hydro
~46K D 3-10 HCPs Rx LAO and IR Hydro
Current PCSF Covers 11% of 46K

Key Insights & Market Opportunity

(° 100M Americans affected by chronic pain (IOM 2011 Report)\
* Opioids make up ~1/3 of U.S. chronic pain market sales

* Opioid abuse & misuse epidemic putting pressure on society,
presents opportunity

* IR Hydrocodone reclassified from Clll to CIl — Oct 2014

* VANTRELA™ ER uniquely positioned with (AD) technology |

Key Competitors

(° Zohydro non AD BID ER Hydrocodone Q12014 A

* Purdue (Hysingla ER) AD QD ER Hydrocodone Q4 2014
» Zohydro BID reformulation w limited AD claims Q1 2015
* Mallinckrodt AD ER Low Dose HC with APAP Q12015

Access Landscape

* IR Hydrocodone is highly genericized
* Payers do not actively manage LAOs

* HEOR data needed for AD LAOs

Sources: IMS National Sales Perspectives and IMS National Prescription Audit (MAT May 2014); Institute of Medicine (2011); Decision Resources Chronic Pain Report (2013)
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revnll \VANTRELA™ ER Target Audience

HCP TARGET AUDIENCE
* Opioid Experienced Pain Specialists treating pain severe
enough to require around-the-clock opioid treatment
e ~25K HCPs make up 60% of market opportunity

ADVOCACY AUDIENCE

_ PRIORITY —

24,919 Decile
4-10 LAO
Writers that (el
have written
both
Hydrocodone
and LAOs

Hydrocodone
Writers

AAFP

ACPA - PT _ ENGAGEMENT —

US Pain Foundation - PT

AWARENESS

VANTRELA™ ER PATIENT
* Current SAO hydrocodone patients who are transitioning

from SAO to LAO for improved pain relief/control
* 1.8MM patients
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Product PDUFA Date Dosing e Rl Food Restriction Effect of Alcohol Ant|C|pa.tet! AD
Dose PK Label Tiering
Decreased
S Q4 2014 QD 20-120m M fieCl release with  Tier |, Il (Nasal)
Hysingla™ ER g restriction , ’
higher alcohol
Increased
Zogenix Q1 2015 Q12hrs 20-100mg No foqd release in No AD claims at
restriction presence of launch
alcohol
Must take on No dose Tier |, Il (Oral &
VANTRELA™ ER Q2 2015 Sl 30-180me empty stomach dumping Nasal)

Abuse Deterrent Tiering

Study type Claim

Laboratory extraction and The product is formulated with physiochemical barriers
manipulation studies to abuse

1

The product is expected to reduce or block effect of the

2 Ph kinetic studi ioi i '
AREelnEie siiales opioid when the product is manipulated

Clinical abuse potential The product is expected to result in a meaningful
studies reduction in abuse

The product has demonstrated reduced abuse in the

4 Post marketing studies .
community
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Product Positioning and Message Platform Slides

VANTRELA™ ER Positioning — ‘Intelligent Design’*

* Built with the trusted and most widely prescribed molecule, hydrocodone,

* Delivered as polymer granules in a tablet matrix to provide consistent 12-hour pain
relief

* Advanced technology designed to deter abuse in 3-ways: crushing, snorting &
alcohol dose dumping

* Q12hr. dosing with broadest range of dosing (30mg - 180mg per 24 hours)

* Available in 5-dosage strengths to address individual patient pain relief needs, APAP-
Free

SAO =) /ANTRELA™ ER ) |AQO

((Vantrelaer

(hydrocodone bitartrate) @

EXTENDED-RELEASE TABLETS

* Positioning Statements are not marketing messages. They are aspirational in nature and not approved for use in promotion
9
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CIMA® ADT Technology Platform

m

o)
W .
z §
o 3
= C
> o
o

(@)

S

AD IR

VANTRELA™
Oxycodone

ER

= Comprehensive clinical program expected to deliver differentiated label
tiering (Tier 1l — Oral/Nasal) builds equity in CIMA® ADT technology
platform

= Platform branding allows for use prior to launch, building equity in
technology prior to approval

= Platform not formulation is foundation for entire ADT Opioid franchise 10
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VANTRELA™ ER Strategic Approach

Strategies

Objectives

Educate on Appropriate Use,
Abuse Potential and
Deterrence technology

Educate marketplace about
appropriate opioid prescribing,
abuse potential, technology
and FDA guidelines

Help to shape, establish AD
industry & market standards

Develop a differentiated
brand

Differentiate and integrate Teva
AD technology into VANTRELA™
ER profile

Build differentiated, ownable and
unigue positioning, message
platform for defined appropriate
patient

Collaborate with clinical team to
optimize data to align with unmet
ETEEERS

Ensure reimbursement
access for HCPs and
appropriate patients

> Differentiate brand through
clinical profile, compelling
value proposition, optimal
pricing and contracting
platform

Partner with key constituents
to strengthen access
landscape
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VANTRELA™ ER Launch Timeline

Regulatory & Market Milestones

Market Access Milestones

1
i 1
| |
! . Begin Rolling Complete Rolli LRP Base Most Likel !
[ plete Rolling ly ]
i Rl E NDA Submission NDA Submission PDUFA PDUFA :
: Sept. 2014 Dec. 2014 March 2015 June 2015 :
i X k |
1
i LRP Base Most Likely :
i * * * * *Launch Date Launch Date '
i 1
I
: Zohydro TarginlQ Purdue Mallinckrodt Zohydro Il i
. Launch Approval PDUFA PDUFA PDUFA ]
! |
| Marketing Milestones 1
= ¢ ¢ ¢ 0 ¢ ¢ =
1
i Positioning Message Creative HCP/Patient Vis Aid Pl Launch  Campaign ]
E Testing Testing Segment Testing OPDP Sub Launch 1
1
3 :
I
I
1
1
1
1

1

1

1

Contracting Set WAC Value 1

Strategy Price Prop i

s ¢ ¢ ¢ ¢ =
. Sales Force HCP Targets ICPlan  Launch i
. Sizing & Call Plan Meeting 1
i H
i Manufacturing ’ ’ ’ I
1 1
1 1
H Validation Primary Shipments ]
H Batches Packaging !
CONFIDENTIR, QN E AR SR PR KAL DL G DI R e R RS R B K OO GRP OSES ONLY. 12
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VANTRELA™ ER Regulatory Timeline

2014 2015

STUDY 3103 Completion / NDA Submission NDA Review/ Product Launch
PDUFA Date
Begin Rolling Complete Rolling Most Likely
Meetmg NDA NDA Submission PDUFA
Submission Dec. 2014 June 2015
Sept. 2014

x

Launch
Date
Sep 2015

* *x * Kk %k

Zohydro TarginlQ Purdue  Mallinckrodt ZR"*;YdfO
Launch Approval  Approval Approval i
Launch

14
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Immediate Priorities - Regulatory

Immediate Priorities (Next 3 Months)

=  Submit final NDA documents to FDA by end of December

= Address FDA comments on Carcinogenic Special Protocol
Assessment and NDA

~

15
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Goals and Objectives — Medical Affairs

Goals and Objectives

Support the VANTRELA™ ER launch for the management of pain severe enough to require daily,
around-the-clock, long-term opioid treatment and for which alternative treatment options are
inadequate

Educate healthcare providers regarding appropriate use of abuse deterrent technologies for opioids

Support educational programs, and respond to Medical Information requests regarding abuse
deterrent technology and VANTRELA™ ER

Support key Health Economics and Outcomes research to communicate the value of VANTRELA
ER

Develop Scientific Communications (abstracts/presentations) for a wide-ranging number of US
Scientific Conferences

Increase knowledge of the role of VANTRELA ER on active day-to-day chronic pain management
through the design and execution of Phase |V trials

Educate healthcare providers regarding VANTRELA™ ER and inclusion in LAO REMS program
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Recent Accomplishments — Medical Affairs

Recent Accomplishments

» Finalized 2015 medical educational grants budget

» Completed and reviewed Phase IlIb/IV study synopsis with external experts

» Presented Human Abuse Liability Study 10032 to PAC and began CSR
development

= Developed budget impact model framework

= Drafted primary manuscript on open label study 3080 on long-term safety
and abuse divergence

= Presented 3103 data at IASP

18

DRAFT - CONFIDENTIAL — FOR INTERNAL DISCUSSION PURPOSES ONLY — NOT FOR USE IN PROMOTION

P-22526 _ 00019



Medical Affairs Activities

Activity 1: Medical Affairs Data
Gaps: NIS/ Ph IV/ISS

Key Data Gaps by Strategic
Imperative
Key Data Generation:
Ongoing NIS / Ph IV/ ISS
Planned NIS/ Ph IV
ISS Strategy
Budget

Activity 2: Scientific
Communications

Information Gap by Strategic
Imperative
Planned Scientific Message
Journal
Functional lead
Publication Plan
Budget

Activity 4: GHEOR

GHEOR Value Gaps
GHEOR Strategy and Objectives
GHEOR
Projects/Purpose/Component/
Timelines
Budget

Activity 3: Medical Affairs:
Customer Engagement

Define the key customers to be
involved in Medical Affairs
Activities (number and type)
Define key Medical Affairs
engagement plan, CSF, timelines
and Budget

Activity 5: Medical Affairs — MSL and
Medical-to-Medical Communication

Medical-to-Medical Engagement Plan:
Strategic Imperative and MSL Tactics:
Contact Targets
Key messages
MSL materials and projects
Budget

Activity 6: Medical Information
and Training

Medical Information needs
Training and Education needs
Medical Information and Training
Plan
Budget

19
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Description An 8-Week, Open-Label, Observational Study to Evaluate the Efficacy and Safety
of Hydrocodone Bitartrate Extended-Release Tablets (CEP-33237) at an
Individually Optimized Treatment Regimen (15, 30, 45, 60, or 90 mg Every 12
Hours) for Relief of Moderate to Severe Pain in Patients with Chronic Low Back
Pain Who Require Opioid Treatment for an Extended Period of Time After Opioid
Rotation from Immediate Release Hydrocodone/Acetaminophen

Type/Design Phase 4 study
Region/Countries United States
Primary Endpoints The primary objective of this study is to determine the successful dose of

hydrocodone extended-release tablets for individual subjects that produced stable
pain relief without unacceptable adverse events.

Population 150 patients with chronic low back pain who require opioid treatment for an
extended period of time

Timelines 1Q 2015 -4Q 2015

Total Budget $3,500,000

Status Planning

20
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ISS Areas of Interest

Draft Areas of Interest for Future ISS

Rotation from short-acting opioids (other than hydrocodone) and long-acting opioids
to VANTRELA™ ER
VANTRELA™ ER in Patient Populations:

Opioid-naive patients

Patients with acute pain

Patients with chronic pain

Patients with breakthrough pain

HEOR Outcomes:
* Quality of life
* Global functioning measures

Impact of acetaminophen-combination products on safety and efficacy in patients with
chronic pain

Options for rescue medications

Total Budget: $198,000

21
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2015 Global Scientific Communication Plan

AAPM 2015*

March 19-22
National Harbor, MD

ASCPT 2015
Deadline: Aug 2014
Late-Breaker Deadline: Dec
2014
March 4-7
New Orleans, LA
Submission(s) TBD

WSPC 2015

March 5-7
Miami Beach, FL

APS 2015*
Deadline: Nov 2014
May 13-16
Palm Springs, CA
1) 1079/1085 Crushing
(Plan A: Original)

2) 1085 PK/PD Crushing
(Plan A: Original)

3) 3103 Primary
(Plan A - Original-Shell: IASP
'14; Plan B - Original: APS
15)

4) 3103 Secondary
(Plan A - Original-Shell: IASP
’14; Plan B - Original: APS
‘15)

PAINWeek 2015*

Sept 9-12
Las Vegas, NV

ASA 2015

Oct 24-28
San Diego, CA
Data must not have been

presented to 300+
anesthesiologists before & must
not be in same form as
previously presented

KEY
(] Accepts Original Data

' Accepts Encore Pres.
__ Publishes Abstracts

* Priority Meetings

DRAFT - CONFIDENTIAL — FOR INTERNAL DISCUSSION PURPOSES ONLY — NOT FOR USE IN PROMOTION
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2015 Publication Plan

2013 2014 2015

oo ja ool laladlal]a]alad

1071 PK (Darwish) 1085 PK/PD Data (Darwish)
(Submitted) Clinical Drug Investigation

(Q4 Start) Target Journal TBD
1082 Dose Proportionality (Darwish)
(Resubmission) J of Clin Pharm- MS not accepted; MS being updated for

ADH vs. IRH from 1071 & 1090 (Darwish)
(Q4 Start) Target Journal TBD

submission to: Clinical Drug Investigation

3103 Efficacy & Safety (Hale)
(Q3 Start) Target Journal TBD

1088 & 1089 Renal & Hepatic (Darwish)
(Resubmission) Journal of Pharmaceutical Sciences- MS not accepted; MS
being updated for submission to: Clinical Pharmacology in Drug Development

3079 Efficacy & Safety (Hale) Economic Burden/Models of Chronic
(Author 2™ Draft Review) Clinical Therapeutics ‘ Ralnisystematicleview
Concept stage
1081 & 1091 SD/MD (Darwish)
(Q2 Planned Submission) Clinical Therapeutics

3080 LT Safety & Abuse/Diversion (Hale) ‘
(Author Kick-off 5/9) Target Journal TBD

PKReview Article (Darwish)
Concept stage

3080 Functional & Productivity (Hale)
(Author Kick-off 5/9) Target Journal TBD

1085 Abuse Liability (Darwish)
(Revise/Submit Closer to Approval - Q2 2015) CNS Drugs
1076 Alcohol Effects (Darwish)
(Revise/Submit Closer to Approval — Q2 2015) Clinical Drug Investigation

1079 & 1085 Crushing (Darwish)
(Revise/Submit Post-Approval - Q2 2015) Target Journal TBD

1076 & 1090 Food Effects (Darwish)
(Submit Post-Approval - Q2 2015) Journal of Pharmaceutical Sciences

23
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Global HEOR

Objective Study/Tactic Status/ Timeline
Differentiate brand Demonstrate the economic benefits of LAO use | Analysis completed.
through clinical profile, versus SAO use in management of chronic pain | Publication planningin
) process
compelling value
proposition, optimal
pricing and contracting | Demonstrate increased economic burden in Proposal Received
platform terms of cost of care in LAO patients who are
casual users of alcohol Study completion- Q1
2015
Budget Impact Model for VANTRELA™ ER Started, completed
Q2/3 2015
(for availability at time
of launch)
AMCP Dossier for VANTRELA™ ER Anticipated
completion Q3 2015

24
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2015 MSL Alignment

Director,
N&P MSL Team

Associate Director

Migraine Team

Zecuity-60%
Azilect-20%
Vantrela-20%

Legacy-Nuvigil

Pipeline-LBR101,
Risperidone NTEs

Associate Director

Parkinson’s Team

Zecuity-60%
Azilect-20%
Vantrela-20%

Pipeline-Pridopidine,
Apomorphine NTE

Migraine — 14 FTEs
PD -5 FTEs
Pain =5 FTEs

Associate Director

Pain Team

Zecuity-60%
Azilect-20%
Vantrela-20%

Legacy-Fentora
Pipeline-TV45070,

Revascor, 4 Opioid
NTEs
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Immediate Priorities — Medical Affairs

Immediate Priorities (Next 3 Months)

» Complete Human Abuse Liability Study 10032 CSR
= Conduct Medical Ad Board in December

» Finalize draft protocol for Phase IlIb/IV studies

= Develop draft ISS plan

» Finalize Budget impact model
» ePublish manuscript for Safety & Efficacy Study 3079
= Conduct MSL Datacrunch meeting f
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Launch Key Performance Indicators — Medical Affairs

Launch Key Performance Indicators

KPI 1. Execute 100% Scientific Publications plan by Launch

KPI 2: Educate and Train Medical Science Liaisons to complete 100% of scientific
exchange objectives

KPI 3: Finalize all Standard Response Letters and train call center staff by launch

4

28
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Tactical Timeline — Medical Affairs

Finalize VANTRELA ER VANTRELA ER VANTRELA ER
FDA Rolling Submission APPROVAL Branded Launch

Initiate VANTRELA ER

Positive :?103 Study FDA Rolling Submission

Advisoty Boards/Phase IV trials/ Finalize Knowledge Gaps (IS

Phase IV Protocol Approved i

Phase IV study

roposals

inWEEi( Abstracts pre;sented Additional Secondary and Reviw articles published
i
[ ] IASP: 3103 Absgracts presented

3103 Manuscripts Published (Q1 2015)

Finalize Knowledge G

Scientific Communications - P3

KOL Mapping

HEOR

SAO vs. LAO costs study SAO v LAO Primary Publications

_ Concomitant Opioid and Alcohol Abuse Study Opioidand AIchoI Abus Study Primary Pubs

Budget Impact Model AMCP Dossier

Medical Information

Initial Standard Response Lette

Complete Standard Response Letters

Train Call Center

e o s o e o e e T RES——

MSL
. MSL: Datacrpinch Managed Markets/Sales Training suppor

Clinical Trial upport Scientific Exchange Objective

Medical Meeting Coverage
i i 1
H : 1

CME Support

—' Finalize 2015;Med Ed Objeciives

. . . . CME Support 2014 . . . . i . . ~ CME Support 2015 . .
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SALES
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Goals and Objectives — Sales Launch Team

Goals and Objectives

Sales Operations
» Analyze and update sales force structure and alignment
» Develop HCP targeting lists/call plans for sales force
» Gather and integrate sales data
» Develop and implement incentive compensation plans

Training
» Develop educational materials and programs for sales force
» Facilitate RSM training and sales force trainings at launch meeting and
educational workshops
» Provide post-launch reinforcement training

Launch Meeting Preparation
= Plan and execute launch meeting

32
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Recent Accomplishments — Sales Launch Team

Recent Accomplishments

v' Developed ‘Optimized Resource’ Sales Structure Model to support
Vantrela Launch and existing in-line product promotion:

O completed analysis in coordination w/ 2015 AOP
O reviewed recommendation w/ key stakeholders and Senior
Leadership

O pending final approval 2015 AOP (Executive Leadership)

v Selected Sales Training Vendor

v Kicked off HCP Segmentation project ( @ )

33
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Amrix
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7

&

[_Nuvigil ] [

Nuvigil

Vantrela

Azilect Fentora

Vantrela

Zecuity

Amrix Amrix

Azilect Fentora

# Reps*

Vantrela Vantrela

Amrix Zecuity

Fentora Azilect

Vantrela

Amrix Amrix

-
=

Azilect

* Proposed Headcount = Assumes additional sales representatives to support Launch of Vantrela
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Training Accomplishments

a W= VAN Commercial Training & Development
North America Specialty Medicines

v" Launch plan draft complete
= Final copy complete Nov 2014
v" Vendor partner (llluminate) selected for home study modules

=  SOW with Legal for stamp & approval

= Module 1: Anatomy and Physiology of Pain

= Module 2: Classification & Epidemiology

= Module 3: Pain Management

= Module 4: Issues in Chronic Pain Management

v Vendor partner selected for building of launch workshops in 2015
= Story flow in development -

v Scale-up training matrix/grid in development
= Completion Nov 2014

g
il -

35
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Sales Operations Team Accomplishments

= Optimize Sales force
= Status: Optimized alignment work underway for completion
in Q2 2015

= Incentive Comp design
= Status: Design process has begun for completion by Q2
2015

= HCP Segmentation Project
= Status: All data files delivered to ZS on Friday, October 3
= Robust segmentation work underway for completion in
January 2015

36
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Immediate Priorities — Sales

Immediate Priorities (Next 3 Months)

» Create hiring process for expansion of CNS BU Sales Force
= Complete Incentive Compensation design for 2015

= Build internal Sales Operations infrastructure to support Optimized
Resource Sales structure

= Begin development of e-modules for Sales Training

= Complete HCP segmentation project F@E
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Launch Key Performance Indicators — Sales Launch Team

Launch Key Performance Indicators

KPI 1. Complete Sales Force expansion w/ hiring dates for 2015:
Directors - January; RSMs - Feb/Mar; Sales Reps by June/July

KPI 2: VANTRELA ER Incentive Compensation plan/launch contest in place by Q2
2015

KPI 3: Sales Representatives trained and certified by Launch in September 2015

4

KPI 4: Final target list/call plan finalized by Q2 2015
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Tactical Timeline — Sales

Positive 3-103 Study Initiate VANTRELA ER Finalize VANTRELA ER VANTRELA ER VANTRELA ER
) FDA Rolling Submission FDA Rolling Submission APPROVAL Branded Launch

SF Sizing Exercise | WENE[FERE

Sales Force Sizing and Structure

Structure/Territory's

O Prerare Alidnment fo

support new structure

Sales Force Expansion
AOLTIENS (N Manager Hiring
@R 5ales Rep Hiring

Sales Training and Launch Meeting

Finalize Training Plan Dev. Onboarding Content Onboarding/ITC of new Hires
: !
Dev Module Content
1

Dev E-Modules E-Modules Launch
Post-launch Training

Dev Launch Mtg Workshops

Launch Meeting (D

Data Analytics/Call Plan HCP Segmentation Project Dev. Sales Reporting
Finalize Targeting & Call Plan
Load targets in SFA

Dashboard

Incentive Compensation;/ Launch Contest

Develop Launch IC plan/Contest IC Lanch

| Launch Contest ([N
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Goals and Objectives — Market Access

Goals and Objectives

1. Develop and communicate an effective value proposition for
payers and policymakers

2. Develop contracting strategy and appropriate tools to support
engagement with payers to ensure favorable reimbursement

aCCessS

3. Maximize contribution through an effective pricing strategy

41
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Recent Accomplishments

Kicked off Value Proposition Testing

» Reviewed discussion guide development; screener
development and recruitment for refined value proposition

Conducted initial market access landscape assessment
Developed initial access projections assessment

Conducted access scenario working session for pricing sensitivity
assessment

Collaborated with Government Affairs and kicked-off planning
Summit to define and establish Gov’t Affairs strategies and
messaging

42
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Objective

Develop a Payer Value Proposition (value deck) for VANTRELA™ ER

What has already been

completed?

What is planned/already in
progress?

When will results be
available?

= Conducted two (2) payer ad-
board to understand payer
management and value
perception of long acting opioids
and abuse deterrent formulations
(July & Oct. 2013)

= Conducted payer
landscapel/value driver
assessment (primary research)
to understand current payer
management of opioids and
drivers that influence payer
access decisions (Jan. 2014)

= Developed and align on value
proposition statement (internal
working session) based on value
driver research (Mar. 2014)

= Conduct claims database analysis

to understand HRU* associated with
high-risk opioid users to support
value message development
(Deliverable: Budget Impact Model)

Develop initial value messages
based on the aligned value
proposition and additional evidence
generated through claims analysis
(Deliverable: initial value messages
as input for Agency finalization)

Coordinate with the Agency to
transition value message
finalization based on initial draft
messages (Agency Deliverable:
finalized value messages for payer
testing)

= Begin value messagel/initial
value story testing by end of
year 2014

= Begin initial draft of value story
as input for Agency finalization by
end of year 2014

*Health Resource Utilization

DRAFT - CONFIDENTIAL — FOR INTERNAL DISCUSSION PURPOSES ONLY — NOT FOR USE IN PROMOTION

P-22526 _ 00044

43



Hydro ADF’s value proposition includes three key ben

should remain fluid to adapt to payer sensitivity.

Hydro ADF Value Proposition Key Benefit Categories

“Hydro ADF offers the (1)
ab|||ty to (1) reduce Reduces Adverse Risk
adverse risk in your o
N . . 2

patient populatlop (2) Wlth
cost-effective opioid relief .
. ” (3)
abuse risk. Abuse Deterrence

(3) without OxyContin

The value story must depict all of these benefits but

efit categories that

Hydro ADF Benefits

mll Lowers costs by reducing potential
for AEs
Reduced potential for addiction
Abuse deterrence formulation
Effective chronic pain relief

acting opioids

Competitive net pricing

Resistant to crushing and breakage
through chewing

Retains full controlled release if
broken

If crushed, forms hard matrix that
avoids uncontrolled release

remain fluid enough to adapt to each payer’s sensitivity
to adverse risk and opioid abuse.

Resists drug extraction, in alcohol
and other media

=

4
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Objective

Develop the aligned VANTRELA™ ER Contract Strategy that results in meeting
Access Objectives for the appropriate level of investment via payer rebates

What has already been

What is planned/already in
progress?

When will results be
available?

completed?

= |nitial research to begin by the
end of September, however,
prior research from payer
landscape assessment,
pricing/forecasting support, and
government affairs strategy has
laid initial groundwork for key
contracting considerations.
Learnings:
= LAO not highly managed
= Commercial > 60% of TRx

= Contracting needed for
Preferred Access

= All products have Co-pay
programs

= Legislative opportunity based
on level of activity/support for
AD products

= Conduct an Access Scenario Work
Session (internal) to align on
hypothesized access and channel
strategies based on hypothesized
market scenarios for VANTRELA™
ER (Deliverable: summary of
internally aligned access/channel
strategies)

= Conduct payer contracting
research (primary — qualitative &
secondary data analytics) to develop
a Contracting Strategy for
VANTRELA™ ER that takes into
account state by state differences in
opioid policy (Deliverable:
Contracting Strategy for
VANTRELA™ ER¥)

= Provide preliminary Access
Projections by mid-November
2014

= Provide afinalized Contracting
Strategy & executive summary
by mid-January 2015

= Provide a Contingency
Planning Tool & Account-
specific Dashboards by late-
January 2015

*The finalized Contracting Strategy will include (not exhaustive): Access Projection, high level Payer Segmentation, Contingency Planning Tool,

Geographic Heatmap, Account-Specific Dashboards, and a Contracting Strategy executive summary.
45
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Objective opioid abuse

Develop a multi-layer strategy fro Teva to support key stakeholders in addressing

What has already been

completed?

What is planned/already in
progress?

When will results be
available?

= Conducted primary and
secondary opioid policy
research (policy KOLs, PDMP
experts, and payers) to
understand the current opioid
policy landscape and state
segmentation based on
management of opioid abuse
(Jun. 2014)

= Prioritized states for targeted
pull through based on tiers and
developed strategic approach
for each tier* (Jun. 2014)

= Conduct due diligence with

internal Teva stakeholders (e.g.,
Federal/State Govt Affairs,
Advocacy) to align on current
government affairs initiatives and
gaps to inform the government affairs
summit work session (Deliverable:
summary of current government
affairs initiatives)

Conduct a government affairs joint
planning work session to align on
strategic/tactical priorities and
implementation logistics for Teva’s
government affairs strategy
(Deliverable: summary of internally
aligned government affairs strategy
priorities and next steps for
implementation)

= Provide summary of internal
alignment on government
affairs strategy priorities by
mid-October 2014

*States were segmented into 3 tiers based on the current opioid abuse management policy. Strategic recommendations and preliminary tactics were

developed for each tier.
46
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Objective

Evaluate payer price sensitivity, provider willingness to prescribe, and patient
willingness to pay for VANTRELA™ ER to ensure appropriate “access”

What has already been

What is planned/already in
progress?

When will results be
available?

completed?

= Conducted analog payer
research based on a Zohydro ER
and a hypothetical Zohydro ADF
profile to gauge initial payer price
sensitivity and evaluated account-
specific share shift projections to
inform VANTRELA™ ER
forecasting (Jun. 2013)

= Equal analgesic

= $511/TRx WAC pricing (10%
premium to Oxy)

Purdue OxyContin  $464.71/TRx
Purdue Targeniq N/A
Zogenix Zohydro $411/TRx

= Conduct payer pricing sensitivity

research (primary — qualitative) to
understand the impact of price on payer
access given the market landscape*
(Deliverable: payer price sensitivity for
VANTRELA™ ER)

Conduct provider research (primary —
gualitative & quantitative) to
characterize provider willingness to
prescribe given the market landscape*
(Deliverable: provider willingness to
prescribe VANTRELA™ ER)

Conduct patient research (primary —
guantitative) to characterize patient out
of pocket sensitivity given the market
landscape* (Deliverable: patient out of
pocket sensitivity for VANTRELA™ ER)

Provide recommendation for
VANTRELA™ ER launch price
and pricing strategy by end of
year 2014

Provide a Pricing Decision
Support Tool that considers
possible profitability (e.g., payer
mix, coverage, contracting, best
price implications) and market
access objectives by end of year
2014

*An internal working session will be conducted in September 2014 to align on different market landscape scenarios that may impact pricing.
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VANTRELA™ ER Market Access Government Affairs Strategy

ISA recommends a holistic approach focused on education, financial support, and advocacy to help
Teva become a trusted partner in the battle against opioid abuse.

Provide access to education how key stakeholders want
to receive it (one size doesn’t fit all)

Demonstrate investment in progressive states by

Fundingfor Infrastructure providing grants to enhance PDMP capabilities

Help Connecting the Dots

Provide support for legislative advocacy initiatives that
are aligned with state stakeholder needs

Legislative Focused

Strengthen Teva'’s pull-through capability with payers in

Payer Focused
select states

48
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VANTRELA™ ER Market Access Government Affairs Strategy

VANTRELA™ ER Market Access Strategy = Integrated Approach of
Contracting and Government Affairs

. Preliminary State Segmentation

Stra
Seg

Tier

Tier

Tier

Tact

Heal
Advq
Orga

Paye
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Immediate Priorities — Market Access

Immediate Priorities (Next 3 Months)

» Kickoff payer segmentation
» Finalize and approve value proposition
» Finalize reports for market access landscape & access projections

» Finalize pricing & contracting strategy recommendations for

leadership approval
F@<ﬁ

P-22526 _ 00051

» Update payer presentations to include HEOR findings
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Launch Key Performance Indicators — Market Access

Launch Key Performance Indicators

KPI 1. Finalize Payer Strategic Planning tools prior to launch

KPI 2: Achieve projected monthly target access goals as defined within the payer
access strategy

KPI 3: Limit non-coverage to yet-defined percentage of covered lives
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EVA

Value Prop

Tactical Timeline — Market Access

e Proposition and Strategy
Assess

alue Prop Workshop

Positive 3103 Study

o

Initiate VANTRELA ER
FDA Rolling Submission

E Develop/Test Value Sto

StrﬁE egic Plafmning

orksho

p

Finalize VANTRELA ER
FDA Rolling Submission

Value Prop Promo Deck

VANTRELA ER

APPROVAL

VANTRELA ER
Branded Launch

Landscape Asse

ssments

State Gov’t Assess

Gov't éAffairs SfLJmmit i

g of competitive produc
Competitive Assessment

| __Payer Segmentation and Targeting __Payer Segmentation Refrsh ’

Reporting and monitori

of priori

ized payérs

HEOR

SAO

vs. LAO costs study

SAOVLAO Primay Publications
Concomitant Opioid and Alcohol Abuse Study

Budget Impact Model AMCP Dossier

L Opioid and Alcohol Abuse Study P

rimary Pubs

Pricing

Assess Price on Various Scena

Patient Copay Sensitivity

rios

Set WAC

*Pricing

Commi

tee Approval

ricing Strategy Dev

Payer Playbook

Contragting Market Access Landscape

Access Projections Assessment.

racting Strategy Dev

Contract Imp. Planning Payer Dashboards B ng

MSL Requests

Field payer requests for information on dossier/burden of illness upon request
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FRANCHISE
DEVELOPMENT/ADVOCACY
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Goals and Objectives — Government Affairs & Advocacy

Goals and Objectives

objectives.

market that bring awareness to:
» Abuse deterrence and responsible care
» Need for patient access to medication

» Policy issues affecting access to medication

1. To establish Teva as a strategic, ethical, and reliable partner with
key pain organizations in order to optimize brand and franchise

2. Support initiatives, partnerships, and conferences in the pain

» Teva CNS’s position as a committed, responsible pain care company
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Recent Accomplishments — Franchise Dev & Advocacy

Recent Accomplishments

= Met with CLAAD and Alliance for Patient Access in DC
» Policy focused groups

= 2014 Advocacy Advisory Board Meeting planning

= Nov. 11 meeting in KC with PAINS and SPPAN
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Key Selected Organizations

» American Pain Society

» American Academy of Pain Medicine

Tier 1  American Academy of Pain Management

. . * PAIN Week

Priority GrouP  State Pain Policy Advocacy Network

» Pain Action Alliance

» Center for Lawful Access and Abuse Deterrence

Tier 2 » American Academy of Family Physicians

* American Chronic Pain Association
Engagement « US Pain Foundation

Tier 3 » American Society for Pain Management Nursing
* American Academy of Nurse Practitioners
Awareness * American Academy of Hospice and Palliative Medicine
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EVA

VANTRELA™ ER 2015 Conference Schedule

APS: PCPC Joint Meeting PainWeek
March 19 — 22 July 2015 September 9 - 12
National Harbor, MD Orlando, FL Las Vegas, NV

¢ o *

American Academy of Pain Medicine

L 4 L 4

American Pain Society Annual Meeting American Academy of Pain Management
May 13 - 16 September 2015
Palm Springs, CA Phoenix, AZ

4

AAFP
September 29 — October 3
Denver, CO

Tier 1 Conference: Priority conference for

brand and/or franchise

Tier 2 Conference: Brand and/or
franchise may yield potential benefits

S
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2015 Conventions

Approved: Annual Membership
Platinum Sponsorship

American Pain Society

Under Review: Corporate Showcases

Under Review: Platinum Level Support

Anticipated Platinum Level Support,
aligning on any additional support
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2015 Conventions and Memberships

American Pain Society
PCPC

Prospectus expected early December

Anticipated booth and corporate
symposium only

 APS, approved
« AAPManagement
« US Pain Foundation

59
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Immediate Priorities — Franchise Dev & Advocacy

Immediate Priorities (Next 3 Months)

= Continue to secure sponsorships for 2015 conventions and 2015
memberships

= Continue to meet with advocacy groups
=  Approval of communication templates
= Planning of Dec. Advocacy Ad Board

» “Pain Matters” screening program events for Q1 2015 . @
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Launch Key Performance Indicators — Franchise Dev & Advocacy

Launch Key Performance Indicators

KPI 1: Raise the profile of the opioid abuse epidemic among advocacy groups and
policymakers as measured by an ATU

KPI 2: Conduct up to 3 screenings of “Pain Matters” video in Q1 2015 at state
legislatures

KPI 3: Execution of Dec. Advocacy Advisory Board and resulting action items
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GOVERNMENT AFFAIRS
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Government Affairs Perspective

= |t's The Public Policy Position
Not The Product

= Keep Your Friends Close
And Your Enemies Closer

= It's A Marathon Not A Sprint

= Establish Teva As The Trusted,
Go-To Resource for Policymakers

63
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What Have We Done For You Lately?

= State
=  DAW model legislation
= Working with Purdue, Pfizer, Endo etc.
= State Legislative Briefings
= CA, PA, WA
= NCSL Briefing
= Meeting, Monitoring and Acting

= Federal
Federal Legislative Initiatives
Senate Rx Abuse Working Group Meeting
Alliance to Prevent the Abuse of Medicines
= CVS Health, AMA, Prime Therapeutics, Cardinal Health
= Hill briefings, Administration Outreach, Chamber of Commerce Event
Pain Care Forum
Meeting, Monitoring and Acting

= MM-GA Summit
= Alignment on Priority States
= Consistent Messaging
= Tools We Need
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Public Affairs
Landscape Review

Golin is conducting a review
of the federal public affairs
and policy landscape as it
relates to opioids, abuse,
and abuse deterrence.

Help determine public
affairs needs for 2015

Inform an upcoming Public
Affairs working session

Overview:
= Policy Media
= Assessment of how opioids and abuse

issues are reported, specifically as it relates
to public policy issues

= Key reporters driving policy discussion
= Stakeholders
= Leading stakeholders represented in and
driving policy reporting
= Policy
= |dentify key federal legislators on opioid
issues and their positions
= Leadership / Committee Jurisdiction

= Personal interest in opioid issues
= |dentify Opportunities

=  Thought leadership
= Stakeholder alignment
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Immediate Priorities — Government Affairs

Immediate Priorities (Next 3 Months)

= Prep Teva leadership for Senate Prescription Drug Abuse Task
Force meeting

= Develop legislative briefings for California, Washington, &
Pennsylvania legislatures

» Receive CARE approval of “Pain Matters” screening program
events for Q1 2015

= Develop program content for Alliance-U.S. Chamber of Commerce
briefing
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Jan | Feb | Mar Apr%May Jun | Jul Aug Sep Oct | Nov Dec-Jan Feb | Mar | Apr | May | Jun | Jul AugéSep

Positive 3103 Study Initiate VANTRELA ER Finalize VANTRELA ER VANTRELA ER VANTRELA ER
FDA Rollmg Submission FDA Rolling Submission APPROVAL Branded Launch
FranchjseDev | | 1 1 ThTTTTTRTTTTRTTTTTTTTT T R R A
— F|naI|ze 2015 Conferénce
Schedule |

PainWeek “Pain Matters” . Dev Pain Matters Educatlonal initiative
Pragram :
IS | naize Sponsorships for 2015

Advocacy
@ Frioritize|Key Advocacy!Groups

Advocacy B
Summmit

i Continued Advocacy Organization Support

Gov't Affairs N state GovernmentiAssessment and Heat:Map

N rublic Affairs Landscape Review and Tool Kit:Development

@ Government Affairs Summit
Senate Task Force | Briefing [l — State Legislative Briefings in PA, WA, iCA
_ Alliance Senate Staff Briefing
Alliance Chamber of _ ,
Commerce B;riefing (| | | Meeting with{CMS

_______________________________________________________ e e e e ] e i e e e e e e e e ]
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MANUFACTURING

68

P-22526 _ 00069



EVA

VANTRELA™ ER — Manufacturing & Supply

Manufacturing & Supply Plan for Launch
Aligned with PDUFA approval —June 2015
3 Validation batches will manufactured for each strength to support the launch

e Intermediate validation to be completed - November 2014
e Manufacturing of first strength completed (15mg) — December 2014
e Manufacturing of last strength completed (90mg) — April 2015

e Bottling to be completed in Forest, VA — April/May 2015

e Final packaging to be completed upon approved label — 2-3 weeks to print; 2-3 week to ship
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Launch Key Performance Indicators — Manufacturing

Launch Key Performance Indicators

KPI 1: Successful production of 5 doses by April 2015

KPI 2: Product availability/capacity: Inventory and Production of safety stock for
launch
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TEVA

2014 2015

Jan | Feb | Mar ApréMay Jun | Jul | Aug Sep Oct | Nov Dec i Jan { Feb { Mar { Apr { May | Jun | Jul AugéSep

Positive 3103 Study Initiate VANTRELA ER Finalize VANTRELA ER VANTRELA ER VANTRELA ER

e e FDA Rolling Submi is_'(i___':_D_A Rolling Submission __ | i ____L___ APPROVAL __ Branded Launch |
Manufacturing
- Intermedlate Validation
* 15mg:iProduct Validation
— 30mg; Product Validation
_ 45mg Product Validation
_ 60mg Product Validation
_ 90mg Product Valjdation
Packaging

_ Finalize

Primary/Secondary

Print PIP-ing (bundles)
Final Packaging -

Ship to North Wales [

T
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TRADE
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Goals and Objectives — Trade

Goals and Objectives

1. Develop trade & distribution strategy to ensure 100% availability to
retail and patients

2. Develop/recommend Trade launch, engagement, and awareness
programs
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Immediate Priorities —Trade

Immediate Priorities (Next 3 Months)

» Provide CIl market dynamics overview for Brand and Commercial
considerations

» Finalize Go-to Retail/Wholesaler Trade strategy

Tl
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Launch Key Performance Indicators —Trade

Launch Key Performance Indicators

KPI 1: Finalized Retail Pharmacy/Wholesaler strategy approved by Feb 2015

KPI 2: Finalized Launch /Engagement plan by April 2015
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2014 2015

Jan | Feb | Mar ApréMay Jun | Jul | Aug SepéOct NovéDec Jan { Feb { Mar { Apr { May | Jun | Jul AugéSep

3 e
Initiate VANTRELA ER Finalize VANTRELA ER VANTRELA ER VANTRELA ER

Positive 3103 Stud . . ) o
y FDA Rolling Submissio FDA Rolling Submission APPROVAL Branded Launch

Trade L
Finalize Trade Plan - Wholesaler/Retail Pharm Advertising

Finalizeé Launch Engaé;ement Plan _
Initial: Orders; and Stocking _

Finalize Pharmagy Stocking o
Sheet

Ship td Wholesalers _
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VANTRELA ER Strategic Imperatives

Strategic Objectives

Imperatives

* Educate marketplace about appropriate opioid prescribing, abuse
potential

o * Educate marketplace about AD technology, FDA guidelines
* Help to shape, establish AD industry & market standards

* Establish and differentiate Teva AD technology
* Integrate AD technology branding into VANTRELA™ profile

o * Build differentiated, ownable and unique positioning, message platform
* Clearly define appropriate patient

* Collaborate with clinical team to optimize data to align with unmet
market needs

» Differentiate brand through clinical profile, compelling value
proposition, optimal pricing and contracting platform

©

* Partner with key constituents to strengthen access landscape
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Recent Accomplishments - Marketing

Recent Accomplishments

= Pain Week, September 3-6
» Pain Matters Screening & Panel Discussion
» Evolving roles, Same Goals Symposium

= AAPM, September 18-20
» Evolving roles, Same Goals Symposium

= Positioning Statement and Research
« Logo Development

« HCP Patient Segmentation & Pharmacy Research
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PAIN\/VEEK

S “Film did a great job of showing the many
--D|scovery dimensions of how pain affects not only the patient
Seinfiotal i but also the caregiver.”

DOCUMENTARY
(AR AR R AN R RN RARRERRRNRNNN)

PAIN MATTERS

e 2 3 5 I attendees

s e Y
P

m PAINWeek o 2 Follow

Join Teva @ 8:10am in Brera Ballroom,
Level 3 for a screening of Pain Matters
followed by a panel led by @ DrPaulChristo

n Dr. Paul Christo o 1. Foliow

If you're attending #PainWeek, join me
tomorrow morning for a panel discussion
after the Pain Matters screening event

A
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PAIN MATTERS Trailer

JOMN US FOR A SPEC AL SCTREEHING

=JIscovery

CHANNEL
DOCUMENTARY

PAIN MATTERS

FRIDAY, SEPTEMEER 3, 2074
E10 AN TO YW AM
SREAKFAST WILL BESERYED
BRERA BALLIFROOM, LEVEL D

M e ey M e b e e - -
ot st v e
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Pain Matters Screening Evaluation Results

How likely are you to talk with a patient or colleague
about today's event and the film "Pain Matters"?

Average Evaluation Scores*:

4.62 The event was relevant to my WA -Very Likely W B - Somewhat Likely
work as a health care provider s
1% ~7
4.49 The panel discussion provided
valuable insight into the film and the 0%

issues explored

i

4.6 Overall, | found the event to be

valuable, educational, and time well
spent

“I’'m learning how to be a

better provider by

understanding the patient's “It gives hope to people at the beginning
perspective on pain .....” of the journey.”
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Evolving roles, Same Goals: PainWEEK & AAPM

EVOLVING ROLES, SAME GOALS:
THE CHANGING LANDSCAPE OF PAIN MANAGEMENT

DATE/TIME: LOCATION:

PainWEEK (Sept 6):

* Drs. Gudin, Argoff, & Brennan
* 210 attendees

e  Several requests for slides

* Positive feedback...

AAPM (Sept 19):

Ee R * Drs. Simon, Gharibo, and Gudin
e * 384 attendees

Please join us as three experts in pain management discuss these developing perspectives.

* Several requests for slides

Michael Brennan, MD Christopher Gharibo, MD
Chief Medical Officer Associate Professor of Anesthesiology
" r The Pain Center of Fairfield and Orthopedics e, ®
e AL * Positive feedback
\ P /ssociate Medical Director Medical Director of Pain Medicine P YS
| i Chronic Pain and Recovery Center NYU-Hospital
Silver Hill Hospital New York, NY
New Canaan, CT
@ Steven Simon, MD, RPh
[ Assistant Clinical Professor of Physical
N= (1 Medicine and Rehabilitation
; Kansas University Medical Center
Kansas City, KS

This is not a CME program.

n nature of our program, members,
office staff, or other guests of healthcare professionals at our program.

Te oy
By attending this speaker program, you are accepting the disclosure of the cost of the meal. m

ephalon, Inc.. &
Alnghts reserved.  PAIN-40091  August 2014
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Evaluation Feedback: PAIN WEEK

The presentation was clear and | found the program The three faculty were effective
relevant to my clinical practice. educational and informative. and knowledgeable presenters.
. Strongly Disagree . Disagree . Neither disagree . Agree . Strongly Agree
nor agree
84
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Evaluation Feedback: AAPM

The presentation was clear and | found the program The three faculty were effective
relevant to my clinical practice. educational and informative. and knowledgeable presenters.
. Strongly Disagree . Disagree . Neither disagree . Agree . Strongly Agree
nor agree
85
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revnll Educational Initiative Overview

Objectives: HCPs (PS, PCPs,
. . . e . NPs/PAs,
= Provide overview of pain and the role of opioids Pharmacists)
in appropriate pain management sel?ted_ |
roressional

= Review the societal implications of prescription Organizations

drug abuse and FDA guidance

= Increase knowledge of ongoing initiatives to help
deter abuse and Abuse Deterrent Technologies

Policymakers &
Payers

Patients,

Caregivers &
Advocacy

Media

KPIs:

= Measure traffic/engagement to Pain Matters microsite,
including number of inbound links from external sites

= Downloads and views of materials/assets
= Track overall media impressions/audience reach
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Building A Strong CRM

Google
-
<Unbranded> med page

Web Site . TODAY

< <. CHPPM

Public
Affairs
PRACTICAL PAIN MANAGEMENT
Tool Kit Materials
Educational
P OLlTl C O Initiative TR
Hamily Practice News
Social
Medla & Media
. Advocacy
eeEEis. (e.g. Face
e %%, Outreach
american m:ﬂdemv Book)
pﬂln munugemen
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Sirius XM “Aches & Gains” Radio Sponsorship
Sponsorshlp Request: $50,000 (level 1)
15 second company descriptions at the top of

each hour
« Company description during commercial breaks CHRISTO
. Company logo on program website ACHES AND GAINS-
» Five other pharma companies currently provide
financial support, including: DC2 Healthcare,
Medtronic, Purdue Pharma, Depomed and
Millennium Labs
« Teva was a level 1 sponsor last year

Opportunities to Maximize Sponsorship
» Leverage to promote the educational
initiative to a targeted audience and drive

microsite traffic
v Feature “Pain Matters” documentary with panel
discussion of those featured in film
v Feature content from “Evolving Roles; Same Goals”
presentation with on-air faculty interviews
v"Introduce the educational initiative on air and direct
listeners to website (on air, a tweet, Facebook post)

88

DRAFT - CONFIDENTIAL — FOR INTERNAL DISCUSSION PURPOSES ONLY — NOT FOR USE IN PROMOTION

P-22526 _ 00089



VANTRELA ER Media Plan

Q1 2015 Q2 2015 Q3 2015 Q4 2015

NDA  Site AAPM Label PAINWeek
Launch Approval

Brand Campaign
Opioid Use & Abuse Education Launch

@
Unbranded Campaign HCP Capture & Convert
@

- Audience Display Unbranded Campaign = Drive Awareness & Action
* Print i
. Branded & Unbranded Campaign
« Search Search _ paig
* Audience Display * Search
Launch unbranded effort in * Contextual Display * Print
January with media driving * Print * Contextual Display
to “coming soon” opt-in « Audience Display
web page; re-direct HCPs to Emphasize HCP registration and data « EMR
fully launched website collection in prep for brand launch
through relevant medical with data driven display and paid
; . Impl I h
p_upllsher partnershl_ps a_md search, continue to support opioid pr:nopnc]a(r)r:ﬁ)nnt gfb\?airt‘rce?g gp&r‘?)?;ndbe%tween
digital vehicles starting in education leading into brand launch campaign with a 50/50 creative split in
:gg::l;%rgnto encourage September in order to support dual

objectives of new product launch and opioid
education/database collection; prioritize
Vantrela product launch starting October
and onwards with a new creative rotation of
70/30 (branded/unbranded)
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Search, Display, Print

= Display: Utilize advanced targeting solutions with CADREC¢
data partnerships (i.e. IMS) to reach HCPs across
the web at scale and with greater efficiency for both
unbranded and branded initiatives

Gougle
= Search: Implement paid search coverage across
tiered search structure to reach HCPs looking for blﬂg YAHOO'
relevant LAO/Abuse Deterrent & branded terms;
focus coverage on core branded keywords and

conquest competitive brands with branded campaign hagmarket®

launch
= Print: Develop strong branded presence with high @PPM
impact units (e.g. cover tips, bellybands, cover PRACTICAL PAIN MANAGEN LEENY] *

positions) in key pain & PCP publications at Vantrela
launch to reach key specialties

= Utilize target list to ensure limited waste and
messaging to qualified HCPs
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2014-2015 Advisory Boards

2014

20115

PROGRAM

O pain Specialists (10-15 HCPs)

HYDROCODONE ER
ADVISORY

Op(ps (10-15 HCPs)

Regional Ad Boards (6)

15 —20 HCPs per

ONP/PAs (10-15 HCPs)

Pre-Launch

=  Three pre-launch advisory boards with
local/regional HCPs:
=  Pain Specialists /Primary Care Physicians
/ILPs
=  Meeting Objectives:

= Gain understanding of the impact of recent
regulatory changes and competitive launches
on the pain market

= Explore current knowledge and perceived
strengths/limitations of abuse deterrent
technologies

=  Evaluate initial HCP reaction to Hydrocodone
ER product profile for use in developing
launch slide deck

=  Programs start in late 2014 and are
completed early 2015

Post-Launch

=  Aseries of 6 RABs (one for each Region) to

ascertain the effectiveness of our launch
efforts and to identify any course corrections
that might be needed

= Each meeting will be 2 hours from 7-9pm
= 15 HCPs to attend each meeting
=  Programs to feature both a professional

moderator and a KOL presenter

= Each meeting will be multi-disciplinary

(Pain Specialists, PCPs, ILPs)

=  Total reach approximately 90 HCPs
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Next Meeting:

Educational Module Development, November 2014

= Follow-up to our success with the Pain Week/AAPM Disease
Awareness programs

= Convene meeting of 10 Experts to develop additional Disease
Awareness Modules for 2015
= Present Strategic Vision and working session to create draft outlines

= Meeting scheduled for November 16-17

Attending Experts

Jeff Gudin, MD Sri Nalamachu, MD
Charlie Argoff, MD Penny Tenzer, MD

Mike Brennan, MD Greg Holmquist, PharmD
Chris Gharibo, MD Bonnie Wilensky, NP
Steve Simon, MD, RPh Jen Bolen, Esq

= Preliminary modules to be developed include:
= FDA Guidance
= Abuse Deterrent Technologies
= Practical Considerations when prescribing opioids
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PR Aligning With Brand Strategic Imperatives

. Ensure
Educate on Appropriate . .
BRAND STRATEGIC [{yNNr SV Develop a | Reimbursement 1 Optimize Resource
IMPERATIVES ! Differentiated Brand Access for HCPs & Allocation

Deterrence Technology FsaTeErES Prifeie

COMMUNICATIONS Position VANTRELA™ ER with Teva’s ADT as the optimal LAO to responsibly
GOAL address unmet needs

Differentiate VANTRELA™ ER
""" and Teva’s Abuse Deterrence juiaalek Protect & Defend the Brand
Technology

COMMUNICATIONS | Position Teva as a Trusted
STRATEGIES Partner

Communication NDA Communications
Readiness
COMMUNICATIONS 0 - PDUFA Communications  _____ s P -—Q
TACTICS Opportunistic Media

Data Support

Unbranded Educational
Initiative
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Positioning Research Outcome

Qualitative Heat Map
by Concept

/ Concept T
“The Simple

Transition” /

‘I don't disagree, but it's / Concept S
vanilla. Unmemorable.” “The Sensible /
(PCP on Concept T) Solution”

“Intelligent Design is sexy.
Sensible solution is bland.”
(ONC on Concept S)

“Sensible’ is not how | want to look at pain relief.
Like sensible shoes being old and comfortable.
Not an overwhelming endorsement.”
(PMD on Concept S)

DRAFT - CONFIDENTIAL — FOR INTERNAL DISC

“This is what pain
managementis. The
reminder is refreshing.

Concept | ‘Built with needs in mind’
“Intelligent y means ease of use and
Design” efficacy. Its not just

getting by. “
(PMD on Concept I)

“I don't want ‘appropriate
pain care.’ | want ‘great pain
relief.”

Concept A (PMD on Concept A)

“Appropriate
Pain Care”

Concept C

“I don't get it. Opioids are a

about side effects and
tolerability and this won't fix
that.”

(ONC on Concept C) m
94

Current
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Immediate Priorities - Marketing

Immediate Priorities (Next 3 Months)

= Conduct pain specialist, PCP advisory boards

» Design and build “Pain Matters” microsite

= Develop disease awareness education modules
» Finalize HCP segmentation

= Conduct VANTRELA ER logo & message testing

Tl

=

» Research VANTRELA ER creative concept
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Launch Key Performance Indicators - Marketing

Launch Key Performance Indicators

KPI 1: Reach 60% of target HCPs with ‘Pain Matters’ educational program
touchpoint

KPI 2: Drive aided AD awareness among target physicians > 30%
D 9-10 > 50%
D 5- 8 > 25%

KPI 3: Quantitative verification of differentiated profile, patient type

KPI 4: Exceed industry benchmarks to measure message relevance, believability &
credibility

KPI 5: Initiation of conversion study by Q1, completion by Q4 2015

96

DRAFT - CONFIDENTIAL — FOR INTERNAL DISCUSSION PURPOSES ONLY — NOT FOR USE IN PROMOTION

P-22526 _ 00097



Tactical Timeline — Marketing

Initiate VANTRELA ER Finalize VANTRELA ER VANTRELA ER VANTRELA ER
FDA Rolling Submission FDA Rolling Submission APPROVAL Branded Launch

Positive 3103 Study

Advisofy Boards Pain Specialist Ad{Board [l

Advodacy AdiBoard |l Ad (D Regional Ad Boards (x6)

“Pain Matters” Unbranded Initiative/Disedse Awareness (DA) LOart
Pain Matters Web Launch and Rollout

ADT & “Pain Matters! PainWeek Programs [l Microsite Development '
i i i i : ’
DA Content Testing DA Speaker Programs/Webinars
i i 1 i
DA Msg Testing m

Branded Campadign -
Dev. Strategic Map Msg Dev and MR Dev Personal tactics . OPDP:Submission

VSNPGRS ConceptDevand VR v NPP (Email, Banner, Website) tactics

Logo/Color Tstmg

Vis Aid Dev. and MR Branded Liaunch | D

White Paper Dev and MR

HCP & PatientSegmentation —

Speaker Prograins | Contenf Dev. Meeting | [} BEEEEIT B Speaker Training
Finalize Speaker Program
: Pl Speaker Series
| PublicRelations | | & L 1 1 [ R A

Pain Matters Screenings NDA Communications PDUFA Material Dev./ Spokesperson Prep

Issues Preparedness; Doc Dev. [N Ongoing Media/Advocacy Briefings

Dev Brand ADT/Msg toolkits. i Media Monitorig and Issues Readiness -
i i i i 1 i i i i i i i i
a
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((Vantrelaer

(hydrocodone bitartrate)@

EXTENDED-RELEASE TABLETS

Matt Day

CLOSING THOUGHTS
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(Vantrelaer

(hydrocodone bitartrate) @

EEEEEEEEEEEEEEEEEEEEEE

THANK YOU ALL FOR YOUR
CONTINUED DEDICATION AND
SUPPORT!
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