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S&P 500 continues to hit record highs
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2019 IPO proceeds hit a five-year high
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Medical devices companies continue to outperform 
broader markets

Key Takeaways Biotechnology and Medical Devices vs. Broader Markets Performance

2016 2017 2018 2019 2020 YTD

# Biotech 

IPOs
23 32 55 43 5

# Medical 

Devices IPOs
3 3 6 8 0

Source: PwC US Capital Markets Watch, S&P Capital IQ, and Dealogic as of 2/24/20. Biotech IPOs excludes IPOs pricing on OTC Bulletin Board and Pink Sheets exchanges 

and with IPOs with deal values under $25 million. 

• Biotech IPO Themes: 

• Validation / Data

• IO, Gene Therapy, 

Oncology 

• Platform vs. Single 

Product

• Serial Management 

Teams 

• Medical Devices IPO Themes:

• Cardiovascular

• Less-invasive

• IV, spinal

• Biotech M&A activity was robust 

in 2019 including: 

• BMS / Celgene

• Novartis / Medicines Co. 

• Roche / Spark

• Medical Devices M&A activity in 

2019 included:

• 3M / Acelity

• Stryker / Wright Medical
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IPO windows open and close quickly
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Early 2020 IPOs have been primarily Pharma & Life 
Sciences and Technology
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Selected recent Biotech IPOs: above market performance
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Selected recent Medical Devices IPOs: above market performance
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Selected recent Medical Devices IPOs (cont’d)
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Selected Pharma & Life Sciences in IPO Pipeline
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Filing Date Company Industry Lead Left Company Business Description

2/21/2020 Inari Medical Medical devices
BofA Securities

Developing innovative catheter-

based technologies for the 

treatment of venous 

thromboembolism

2/14/2020 Imara Biotechnology
Morgan Stanley

Therapeutics for people living 

with sickle cell disease and other 

hemoglobinopathies

2/3/2020 Passage Bio Biotechnology
JPMorgan

Therapies for the treatment of 

rare monogenic central nervous 

system diseases

1/15/2020 ADiTx Therapeutics Biotechnology Dawson James Securities

Developing technologies to 

minimize rejection of transplanted 

organs by human recipients

Source: Dealogic, as of 2/24/20. 
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IPO themes
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2017 - 2020 YTD Biotech IPO performance by development stage
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Biotech step-up value - from last private round to IPO
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Issuers are accelerating their exit strategy
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Getting the most from your underwriters

Approach to optimize interaction and engagementKey issues

• An IPO is a decisive 

moment for a 

company and its 

shareholders

• Transactions are 

complex, involve 

multiple parties and 

can stretch across 

several quarters 

• The company’s 

broader commercial 

goals should be 

above the process

• Too often the 

process takes over 

and management 

teams are 

overburdened

• Management teams 

need to run the 

company in parallel 

with the IPO 

process

• Understand the IPO process and the critical decisions that drive value 

• Be prepared for the data requests (financial, due diligence)

Be prepared 

& informed

Set tone 

upfront
• Proactively engage with investment banks to set the tone for the engagement

• Create a formal RFP process to take control of the IPO process and create competitive tension 

among underwriters that benefits the issuer

− A transparent selection process emphasizes senior commitment from banking team, equity 

research coverage and strong institutional and retail distribution capabilities

Formal 

underwriter 

selection 

process

• Negotiate gross spread, syndicate structure/economics, and underwriting agreement prior to 

selecting the lead bank(s)

- Enables issuer to set fees, other terms when it has maximum leverage

Negotiate 

from position 

of strength

Be proactive • Be involved in project management with a focus on the marketing and pricing of your IPO

Transparency
• Understand why and how critical decisions are being made

• Understand valuation drivers and how your story/valuation is being communicated to the market

Single point 

of contact

• Controls information and message flow

• Eliminates conflicting messages and drives process

Challenge 
• Challenge conventional wisdom

• Demand transparency and foundations for decisions 

A well-informed issuer can set the terms of the engagement at the outset, increase process efficiency and drive 

value by being better positioned to assess and make critical judgments throughout the IPO process

PwC
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Our approach to investment bank selection
Rigorous comparison of Investment Banks

SECTOR EXPERTISE AND TRACK RECORD

• IPO experience and expertise, particularly in your 

sector

• Number of IPOs worked on in a senior capacity – deals 

where investment bank took a lead role particularly 

relevant

• Track record of successful leadership

RESEARCH CAPABILITY

• Highly ranked research analysts in the sector and 

market

• Clear understanding of the value drivers and peer 

group differentiation

• Credibility of valuation methodology

DISTRIBUTION CAPABILITY

• Breadth and depth of relationships with target investor 

base

• Sector market share, generalist sales teams, specialist 

sales, etc.

STRENGTH OF DEAL TEAM

• Experience, quality and senior commitment of overall 

deal team in the sector and region

• Chemistry with, and trust in, the key individuals

ATTENTION AND FOCUS BY INVESTMENT BANK

• Who on the team is actually working on the deal versus 

who is pitching for the role?

• Does the team have sufficient experience at the level of 

the individuals who will have real execution 

responsibility?

• How will the deal actually be managed?

ANALYST SELECTION PROCESS

• Who are the research analysts who would be leading 

coverage?

• Have we met them separately from the investment 

bankers and do they understand and believe in the 

story?

SYNDICATE COMPLEMENTARITY

• Large investment banks vs. “hungry” smaller 

investment banks, ideally creating “constructive 

competition”

• How is deal responsibility being apportioned? Which 

investment banks will be better in which role?

SYNDICATE STRUCTURE AND COMPENSATION

• How to incentivize the investment banks without 

compromising the need for cooperation?

• How to encourage passive investment banks to be 

additive?

PwC
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Developing and articulating the “equity story”

“To-do” list before engaging investment banks

1

2

3

4

Perform a critical review of the Company to form a preliminary view on positioning of the Company

• White board

• Existing PPM and private equity raise marketing materials

• High-yield raises

The equity story for an IPO is different from a private raise or a debt offering

• Private raises’ marketing materials contain limited information

• Debt investors look for value that is already “proven out”

• Equity investors look for value that is projected to be “proven out” or that is not yet proven out

• Buyside looks for growth

Develop the equity story and write the key sections of the S-1 

• Box & business sections (business model, total addressable market, “opportunity/solution”, 

strengths, strategy)

• MD&A including key factors impacting performance

• Develop key selling points for the buyside

Prepare a narrative that is clear, comprehensive, written “through the eyes of management”

• Woven throughout the Business and MD&A sections of the S-1

PwC
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Articulating the “equity story” – Step by step

Clearly define the business model, present a compelling case for executing the business plan and position the 

Company to be valued against the right comps

• Understand valuation drivers 

and how your story is being 

communicated 

• Reflect equity story in 

financial model projections

• Do the research analysts 

understand the business 

model and are they able to 

model it to reflect 

management’s vision?

Valuation drivers

• Review the business plan, 

financial model, and equity 

story with a focus on growth

• Align the equity story with the 

business model – do not 

present the company as 

something it is not

• “We are a SaaS company”

Review & refine business plan

• Should represent 

management’s view of the 

business, objectives, goals, 

and strategy

• Should support the equity 

story & effectively 

communicate it to the buyside

• KPIs need to “work” now and 

in the future

Identify KPIs

• Position the Company in the 

context of market and comps

• Review recent “stories”/IPO 

comps and evaluate what 

structures have worked

• Analyze recent comps –

company may not have direct 

comps but will need to 

analyze the “comps” universe

• Segments?

Positioning

PwC
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How is our “equity story” used?

Where is our equity story used in the 

marketing process? 
How advisors can help management prepare? 

Prospectus/S-1

Organization meeting – Management presentation/due 

diligence presentation

“Testing the waters”

Launch day/kick-off of roadshow with presentations to:

• Investment banking sales forces

Roadshow meetings (8 – 10 days) 

Perform a detailed review of existing equity story 

• Analysis of capital markets, industry and company 

strategy

Help develop investment themes 

Position the Company versus its publicly traded comps

Identify KPIs and non-GAAP measures widely used in 

the sector, as well as those used by the relevant comps

Work with Company management on the delivery and 

presentation of the equity story

• Management presentation

Help management anticipate investor questions about 

the equity story

• Roadshow one-on-one meetings’ Q&A

PwC
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Lessons learned
Make sure you are ready to be public

• Many private companies do not 

have all of the capabilities needed 

to succeed as public companies

• Are you ready to talk to the Street?

• How well can management project 

and meet their guidance? 

Know who you are

• What is your equity story? What 

differentiates your company 

compared to others in industry?

• Mgmt. should be able to explain the 

company's competitive advantage 

and plans to grow post-IPO

• Key elements: market size, growth 

drivers, company strategy, financial 

projections & talent

Raise more capital than you need

• Many unprofitable early-stage 

companies with high burn rates 

• Companies often return to the 

market for additional capital

• Additional “heavy lifting” involved 

with more capital raising

Timing is everything

• IPO windows open and close 

quickly

• Take advantage of favorable IPO 

market conditions

• Key foundational elements of an 

IPO include low volatility, steady 

GDP growth and positive equity 

market performance

Management matters

• Street looking for demonstrated 

history of excellence in mgmt. team

• Mgmt. experience and credibility is 

key

• Public company experience is a 

plus but not necessary

PwC
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This information and PricewaterhouseCoopers LLP’s (“PwC”) services (collectively, “Information”) are confidential and access, use and 

distribution are restricted.  If you are not PwC’s client or otherwise authorized by PwC and its client, you may not access or use the 

Information.

PwC performed and prepared the Information at client’s direction and exclusively for client’s sole benefit and use pursuant to its client 

agreement.  THE INFORMATION MAY NOT BE RELIED UPON BY ANY PERSON OR ENTITY OTHER THAN PWC’S CLIENT.  PWC MAKES NO 

REPRESENTATIONS OR WARRANTIES REGARDING THE INFORMATION AND EXPRESSLY DISCLAIMS ANY CONTRACTUAL OR OTHER 

DUTY, RESPONSIBILITY OR LIABILITY TO ANY PERSON OR ENTITY OTHER THAN ITS CLIENT.

The Information was performed or prepared in accordance with the Standards for Consulting Services of the American Institute of Certified 

Public Accountants (“AICPA”) and, where applicable, the AICPA Standards for Reports on the Application of Accounting Principles or the 

AICPA Statements on Standards for Tax Services.  The Information does not constitute legal or investment advice, broker dealer services, a 

fairness or solvency opinion, an estimate of value, an audit, an examination of any type, an accounting or tax opinion, or other attestation or 

review services in accordance with standards of the AICPA, the Public Company Accounting Oversight Board or any other professional or 

regulatory body.  PwC provides no opinion or other form of assurance with respect to the Information.  Client, in consultation with its 

independent accountants, is responsible for the presentation and preparation of its financial statements and related disclosures.

The Information shall be maintained in strict confidence and may not be discussed with, distributed or otherwise disclosed to any third 

party, in whole or in part, without PwC’s prior written consent, nor may the Information be associated with, referred to or quoted in any way 

in any offering memorandum, prospectus, registration statement, public filing, loan or other agreement. 

Client has no obligation of confidentiality with respect to any information related to the tax structure or tax treatment of any transaction.

Any underlying prospective financial information (“PFI”) referred to in the Information was not prepared or developed by PwC and PwC has 

not restated any PFI or made assumptions or projections relating to PFI.  While PwC may have performed sensitivity analyses on PFI and 

underlying assumptions, any tables aggregating PwC's comments or observations of vulnerabilities and sensitivities do not represent 

restatements of or revisions to PFI; they are only a summary of PwC's analyses to assist PwC's client with its evaluation of PFI.  PwC's client 

is responsible for making its own decisions regarding PFI.  As events and circumstances frequently do not occur as expected, there may be 

material differences between PFI and actual results.  PwC disclaims responsibility and liability for PFI and any results achieved.
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