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Top 5 Microbiome Commercialization Trends & Disruptive Forces
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#1 - Blending of Biotech & Supplements/CPG




#1 — Blending of Biotech & Supplements/CPG

Desired Claims Expansion or Strong
Generic Rx/OTC R&D Data Signal Suggesting Rx
Microbiome Product Optionality

Microbiome Consumer
% Product Launch

Microbiome Rx Approved @
or Shifting Regulatory

Landscape Curtails Dev’t

) _\
Microbiome Health

—‘
Solutions

Microbiome Rx Clinical Microbiome Supplement
Development /CPG Development

M&A Increasing

Microbiome Biotech/Pharma Microbiome CPG or Supplements

Leading to Potential Innovation
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#2 - Trends in Microbiome-Based Personalization




#2 — Trends in Microbiome-Based Personalization

Diagnostic
e Purchase Trends + Feedback Data —

Personalized recommendations must have

,E‘SS effect-
i feedback loop to ensure optimization.

Consumer Trust + Relationship Dev’t — Consumers choose
personalized supplement platforms b/c mass mass market

and/or customized solutions failed to solve health problems
S or support wellness goals consumer.

Personalization + Behavior Modification — Data-driven recommendations
evolving w/consumer & behavior modification techniques supporting goals
commercial KPls.

Algorithm — Personalized insights engine catalyzing customer engagement, product/health
categories, product development strategy & sales growth.

Data + Privacy — Questionnaire, testing, purchasing behaviors, EHR, lifestyle data inputs + industry-standard
privacy/protection protocols.

W Nutrition Business Advisors
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#2 — Trends in Microbiome-Based Personalization

Only 2 Personalization Companies Founded on Validated
Algorithm w/Large (>1,000 participants) Human Clinical
Data Published in Top Journals

ZC)E® BiomeFx MICROB&

® DAY BIOHM * ) COSMOSID®
TW O a Unlocking The Microbiome

4% Diversigen

@) Quest Diagnostics” quigbihecl’rh \ I O M E

iLabCorp >GI-MAP atlas YCELA AKESOgen

Pathogen Detection/Pathogen

Detection + Microbiome Health/Personalized Microbiome Personalized  White Label Tests

Nutrition Supplements
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#2 — Trends in Microbiome-Based Personalization

- LetsGetChecked raises $71 million as COVID-19 T Everlywell raises $175 million to expand virtual care
epidemic makes home testing increasingly vital | options and scale its at-home health testing

Jonathan Shicbor A PMPOT« M (o Darrall Etherington

(=) kmage Credds: | ornSalChesh
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#2 — Trends in Microbiome-Based Personalization

GenBiome Consulting FY2019 Analysis

Financial Summary

::vr{.“hfr‘.’:" “
in M
v 7& 7.6 112 12.4 143 16.4

Cumulative Genotyped Customar

Economic Analysis Discussion Scenario For 23andMe

Estimated Total Testing Costs* — Breaking Even or Losing Money?

Key Takeawsys

U 7 * Increased Competitiveness
Total Fundralsmg 5786 t 1 M B In Personalization Could
@ Increase Customer
Acquisition Cost (CAC) ginM
If CAC Is High (Despita High
Valumes Enabling Unit Revenue
Cost Efficiencies),

- Company Will Lose Monhey
if Price is in Consumer- Grss Margin % 1% a5% 5% 5% 5% 5a%

Friendly Range

Est. Costs/Customer $7861 -
« 23andMe's Data Deals Constimer' B Rusosrch Sorvics

euagdicac  $50-$100 Genentech Might be Only Way To

Cumulative Subscribars R 07 1.4

Est. Total Customers ~10M

Breakeven or Reduce Total
Financial Losses

5350M+ Invested Adjustsid EBITDA $141 . (3108) 1$139) 169 $78)
Est. Loss/Kit 528‘578 For Data Access

*Nest puess esmAnores fer Astvivne prepoes

Assumes average kit sale price is $100 USD Source: 23andMe S-1 Filing
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#3 - Digital Health — Competitive or Complementary
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#3 — Digital Health — Competitive or Complementary
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#3 — Digital Health — Competitive or Complementary

FUNDING, DEALS, AND DEAL SIZE ROCK
2013-2020 HEAL+H
NDING ¢ OF DEALS
$1418

sa 76 l

2013 2014 2015 2016 2017

2020
AVERAGE

DEAL Gt ' ™ $1AIM S15M soisv B stow BN

Microbiome Testing Sector —
Lack of Platform Approach

Increases One Trick Pony
Risk Profile Platform-Based & Funding 2x-10x of

Microbiome Testing-Only Companies
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#3 — Digital Health — Competitive or Complementary

Data-Driven Validated
Personalization Platform

Qur Al + Al Engine Powers Our Platform

Business Model Mastery Ecosystem Execution Expertise

- Mastery of the Ecosystem
Multiple Moats Y y
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#3 — Digital Health — Competitive or Complementary

The telehealth brand's annual revenue increased 80% YoY to $148.8 million in 2020

S138 s98

12
' 254%
$83 .
High revenue Best-in-class gross Strong subscriber
growth margin profile unit economics & $45
128% revenue CAGR from Altractive and expanding ~3x 3-year LTV-10-CAC
2018-2020E—extremely aftractive gross margins of 71% as of return ratio $27
relative 1o publicly traded peers Q2 2020 (+2.4x since 2018) S8
[ ) )
2018A J019A 2020E 2018A 2019A 2020E

hims: hers
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#3 — Digital Health — Competitive or Complementary
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= L - L 9 L ’ — L J L A L = = rovenue par subscription continues fo increase with each new cohort, _ p " ;
: resulting in Q2 2020 cohort LTV of $205 on © -year basis and $325 on o emalbicn v devmon ror i
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#3 — Digital Health — Competitive or Complementary

(/} mahana

Treatments v Nows v Akout we Carears Contact

Parallel™

A New Way To Address IBS

It is intend 3 ther

with other |BS treatments.

Why We Need a New Approach

Irritable Bowel Syndrome (IBS}) is a chrorse Gl condition that can cause abdominal pain with altered bowe:
habits (diarrhea o

nd/or constipation), 1BS can be accompanied by stress or feelings of social isolation,
Unfortunately many 185 patients continue ta suffer from daily symptoms.

| |

l:l

Patients are frustrated There aren't many options

Symptoms aren't under control

GenBiome Consulting
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Comprehensive Digital Platform

GiThrive 1 our all-in-one technalogy plsth

sern. By using a holatic
approach, we provide mare actionable insghts than ever to help your

members manage their digestve conations

GutCheck Microbiome Analysis

When GiTheive members send in ther GutCheck, it starts a conversation
The Care Taam gets a clear view of 3 membaers mowidual gut chemisry to

hesp puide personillzed care plans

e Vi h

Home How It Woeks

fiesources About Us

Expert Insights & Guidance

Members get 2007 support from nurses, o registesed detitian, and o
Health Coach, who are i turm supported by a rultdisciplinary team of

PRArMacsts, research psycholog

microbloms scentists, and

astroenterclogy profeasionals.

Monitoring & Analysis

Cur allkin-one salution combines nutribon sducation, one-on-one

Ching symptom monitonng anc malvidualized analyes {a reduce
gependence on spedaty medications inaease quality of life. and prevem

costly flare-ups




#3 — Digital Health — Competitive or Complementary

Anything you can do | can do better.avi - YouTube Cheap Trick - | want you to want me 1979 - YouTube

https://www.youtube.com » walch hitps://www.youtube.com » watch
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#4 - Evolving Food & Beverage Innovation Reshapes
Microbiome & Adjacent Categories




#4 — Evolving Food & Beverage Innovation Reshapes

Microbiome & Adjacent Categories

OLIPOP IS THE FASTEST —
GROWING REFRIGERATED
FUNCTIONAL BEVERAGE
BRAND )

Fastest Growing Refrigerated Functional Beverage Brands
Dollar % Chg vs Year Ago (L12 Weeks)

OLIPOP 606.3%
SOLTI 105.1% ‘
AT ORCHARD a5 {
BETTER BOOCH 917%
HOMEMAKER 90.3%
BIG EASY BUCHA 763%
VIVE ORGANIC 47.3%
SO GOOD SO YOU 59.6%
KOR SHOTS 57.3%
TREERIPE 57.1%
Source: : OLIPOP analysis of SPINS latest 12 week data for period ending 02/21/2021; Sales ent combination of Total US — MULO + Total US — Natural Enhanced channels

* Brands with less than $500k in sales were not included



#4 — Evolving Food & Beverage Innovation Reshapes

Microbiome & Adjacent Categories

-20% Reduction in Weekly

Soda Consumption

Thinking back to before you began drinking OLIPOP, which of these do you drink
less frequently now that you drink OLIPOP?

31%

29%

13%

24%

0% 10% 20% 30% 40%

Olipop Customer Survey J020. Q20 Thakng bock 1o belare you bagan drinking DUPDS, which of these da yau ek lnss fraquently thad you diok OLPOFP? Check all you discov
waw oy Hmmws o d o0 b e Follcwnng typen of bevecoges? (ne L5220

) oW
apprammabaly how i ot wawe would you drink the follaming lypes af beverages? GNP Apgr cimetiely how many Hmes o wiek do you driok )

Weekly decrease
in consumption

O,
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#5 - Featurization of the Microbiome




#5 — Featurization of the Microbiome

“In health care, everything is becoming
personalized, and nutrition is actually Traditional Healthcare

the branch lagging furthest behind.”

~ Bertalan Meskd, M.D., Ph.D., Medical Futurist institute

Retail Healthcare

Consumer Health & CPG

Total Annual Sector Revenues

Personalized Nutrition & Wellness

Personalization Asset Consolidation Power

GenBiome Consulting

-Traditional healthcare’s significant revenue
advantage & shifting reimbursement environment
create compelling incentives to implement holistic
personalization programs. Their ability to internally
innovate should be of tremendous concern to
Personalized Nutrition & Wellness start-ups given
they control many of the distribution access points to
scale.

-Retail Healthcare’s personalization sector dominance
is more challenging to determine due to regulatory,
factors for current implementation & internal
leadership consciousness to overcome barriers in
building new business model traditional healthcare
has perfected

-Consumer Health & CPG + Personalized Nutrition &
Wellness category is most vulnerable and limited in
their ability to consolidate personalization power.
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Managing Director
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