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Disclaimer

This presentation (Presentation) has been prepared by Oventus Medical Limited ACN
608 393 282 (Oventus) and is current at the date of this Presentation on 31 January
2022. Any opinions expressed reflect Oventus' position at the date of this
Presentation and are subject to change.

The information in this Presentation is provided for information purposes only and
does not constitute personal investment advice. The Presentation is given in
summary form and not intended to be comprehensive or provide all information
required by investors to make an informed decision on any investment in Oventus.

In preparing this Presentation, Oventus did not take into account the investment
objectives, financial situation and particular needs of any particular investor. Further
advice should be obtained from a professional investment adviser before taking any
action on any information in this Presentation. Those acting upon any information
without advice do so entirely at their own risk.

This Presentation contains statements that are, or may be deemed to be, forward
looking statements. You are cautioned not to place undue reliance on such forward
looking statements. Such forward looking statements are not guarantees of future
performance and involve known and unknown risks, uncertainties and other factors,
many of which are beyond the control of Oventus, which may cause actual results to
differ materially from those expressed or implied in such statements. There can be
no assurance that actual outcomes will not differ materially from these statements.

There are many factors that could cause actual results to differ materially from those
projected in such statements, including (without limitation) the risks and uncertainties
associated with the ongoing impacts of COVID-19, changes to the Australian and
global economic environment and capital market conditions, changes to the
operating and regulatory environment of Oventus and changes to the financial
position or performance of Oventus.

Whilst this Presentation is based on information from sources which are considered
reliable and all reasonable care has been taken in relation to the preparation of this
Presentation, no representation or warranty, express or implied, is made or given by
or on behalf of Oventus, any of its directors, or any other person about the accuracy,
completeness or fairness of the information or opinions contained in this
Presentation. Further, no responsibility or liability is accepted by any of them for that
information or those opinions or for any errors, omissions, misstatements (negligent
or otherwise) or for any communication written or otherwise, contained or referred to
in this Presentation. Neither Oventus nor any of its directors, officers, employees,
advisers, associated persons or subsidiaries are liable for any direct, indirect or
consequential loss or damage suffered by any person as a result of relying upon any
statement in this Presentation or any document supplied with this Presentation, or by
any future communications in connection with those documents and all of those
losses and damages are expressly disclaimed.
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Oventus and O2Vent:
A Unique Company with a 
Disruptive Market Model

O2Vent Presentation

What is Oventus? 
A dental services organization and a medical 
technology company 

What is our “unfair” advantage?
We can “own” and manage a clinician-driven patient 
journey 

How will we disrupt the Sleep Apnea treatment 
market?
By bringing together a technology and go-to-market 
model so effective that it can unseat CPAP as first-line 
therapy

How will we create shareholder value? 
By demonstrating how this combination leads to market 
capture and how it can unlock the value of Oventus

OUR VISION
To be the first choice 
globally for the 
management of sleep-
disordered breathing, 
improving our patients’ 
quality of life through a
better night’s sleep, each 
and every night.
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DR CHRIS HART
Founder, Executive Director -
incoming CSO

JOHN COX
President and COO – incoming CEO• Planned Executive Management transition as part of strategic 

review, designed to support the rapid growth of the Oventus
business

• John Cox to become Oventus’ CEO, with full accountability for 
the performance and growth of the business

• Dr Chris Hart to focus on ensuring a smooth transition and lead 
Oventus' scientific “first line therapy” initiative, designed to position 
the O2Vent Optima technology as the first choice

• From 1 June, 2022 onwards, Dr Hart will remain on the Oventus
board as Non-Executive Director and will lead the Scientific 
Advisory Board

• Transition follows completion of important foundational work 
and strong sales funnel build

Executive transition*

*Effective 1 February, 2022



Career summary – John Cox
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Mr John Cox was originally appointed in June 2021 as Oventus’ President and 
Chief Operating Officer. 

Mr Cox has over 30 years of experience in the MedTech sector, including 
directly relevant experience in Sleep Apnea and therapeutic technology 
marketing and operations. Prior to joining Oventus, John was President and 
CEO of Somnera, Inc, where he developed a cloud-connected alternative to 
CPAP and built out direct to consumer, customer engagement and channel 
partner programs. 

In his earlier roles, John served in executive positions at market-leading 
companies in medical technology and therapeutics, including USGI Medical,  
B.Braun Aesculap, Applied Medical and Covidien/US Surgical. 

John holds a BA and MBA with Honors from the University of Virginia and is 
the named inventor or co-inventor on over 30 U.S. patents. 

O2Vent Presentation



SLEEP APNEA THERAPY: 
A Market Ready for Oventus
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12% of adults*,1
OBSTRUCTIVE SLEEP APNEA (OSA) AFFECTS

$31.2B2
TOTAL ADDRESSABLE MARKET

16% 1
Non-CPAP ANNUAL GROWTH RATE (CAGR)

Vision 2025

O2Vent
A First-Line Therapy 

for Sleep Apnea

Current Options Fail
CPAP: POOR
COMPLIANCE

50-60%

quit 1st Year3

ORAL APPLIANCES: 
INCONSISTENT &
INEFFECTIVE

56%
success rate4

PATIENTS 
DESPERATE FOR CARE: 

>75% 
untreated or refusing 
current options1

* Refer Appendix for references



Sleep Facility

Patient referred 
to a sleep physician

Sleep test performed 
at home or in the lab

Follow up 
consultation

Recommend 
CPAP

CPAP Subsequent sleep 
consultation for 
alternative treatment

If not successful on CPAP 
trial or abandons 
treatment, then likely to 
fall out of care

CPAP

Successful Trial – Patient 
continues on CPAP

CPAP Trial with Durable 
Medical Equipment (DME) 
Distributor or CPAP Reseller

CPAP

Referred to a dentist 
or seeks one out 
independently

O2Vent Optima 
delivered

Dental follow 
up

Refer back to 
sleep facility

Dental Clinic
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Problem: Stigmatizing, Complicated 
Treatment Journey

O2Vent Presentation



Physician Requirements

• Predictable outcomes
• Long-term efficacy
• Few/manageable side-effects
• Patient satisfaction and compliance
• Referrals 

Patient Requirements

• Comfort, wearability
• Symptom alleviation 
• No stigma
• Empathetic, expert clinicians
• Value for time/money invested
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Step-by-Step 
O2Vent as First-Line Therapy 
Market requirements to assume “first line position” 

Traditional 
Oral Appliances

Standard of 
Care

Consistent Results 
Mild/Moderate

CPAP-Equivalent 
Disease Alleviation

Predictable Outcomes
~100% of Patients4

O2Vent with 
ExVent

Airway Technology
Clinical/Dental Management

O2Vent Optima /
O2Vent Optima Mini

Predictive
Algorithm

Comfortable, durable
and wearable



A BETTER SOLUTION FOR OSA: 
A Clear Trajectory to First-Line Therapy
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Proven results across 11 studies & 254 patients 

50%

60%

70%

80%

90%

100%

CUMULATIVE SUCCESS RATES WITH 
ORAL APPLIANCE THERAPY

(% of patients treated successfully)

63%5

80%6,7O2Vent® / 
O2Vent Optima®

O2Vent ® + ExVent®

PEEP Valve*

Targeted Therapy
& Predictive Algorithm

100%8

Compared to CPAP

O2Vent

2X
MORE WEARABLE5-7

“

56%4

Proven Results

Conventional 
Oral Appliances

74%
MORE USAGE6

O2Vent up to 

More Patient Use



O2Vent branded patient 
journey

Lab in Lab
(LIL)

Virtual 
Lab in Lab

(VLIL)

Direct to 
Consumer 

(DTC) 

Exceptional journey, great partnerships

Oventus partners: 
dentists & physicians
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Direct to 
Dentist

One Efficient, Scalable Patient Journey 
Across All Referral Sources

O2Vent Presentation

DTC marketing accounted for 
77% of all patients in 

December Quarter, >95% of 
all leads

Channel Focus is DTC



Pillars of our Direct to Customer Capture Model
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Demand Generation
One digital CRM, one branded journey

01

Awareness 
DIGITAL 
MARKETING 
PROGRAMS

02

Consideration
NURTURE 
INTEREST

03

Remarketing
ENGAGE NON-
PURCHASERS

04

Loyalty
MOTIVATE 
REFERRALS

Digital Campaign Workflow
• Concept, setup and test
• Measure click through rate
• “Follow” and re-display if lead 

abandons funnel
• Re-engage and re-target once 

lead is captured
O2Vent Presentation



• Iterated campaigns to increase 
click-though-rates  (<1% to 
~1.4%)

• Reduced cost per completed 
telehealth consultation by 39%

• Increased # patients moving 
forward into care by 61% (from 
243 to 391)

Optimization increases 
efficiency

Targeted Online Marketing Boosting Sales Funnel

* Screened , qualified and ready to move forward with treatment

FY22 Q1 FY22 Q2 %CHG

Visits to O2Vent 
websites

Active leads

Telehealth 
consults 

scheduled

Telehealth 
consults 

completed

O2Vent Units 
Ordered

247,000

1,355

735

469

247

379,000

1,986

2,413

1,318

309

+54%

+46%

+228%

+181%

+25%
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Financial Highlights

• DTC model starting to gain traction, post 
COVID-19 driven pivot

• The December quarter represented a revenue 
record for Oventus

• Revenue per unit up 39% compared to 
previous corresponding period

• Improved revenue per unit shows benefits of 
transition to DTC marketing and more control 
over patient journey
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Revenue, Units 
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Long-term

DTC model generating increased customer support 
and providing greater control over customer 
journey

Building and growing a highly qualified database 
and pipeline of potential customers

Model optimisation will over time lead to:
• Higher lead generation
• Higher conversion rates
• Lower customer acquisition costs
• Lower unit costs
• Ultimately – greater shareholder value creation

Outlook

O2Vent Presentation

Short-term

Further development and commercial testing of 
Predictive Algorithm with CRC-P partners and 
Flinders University to continue 

US patient health insurance benefits “reset” 
deductibles as of January 1st - may dampen active 
consults and completed sales in March quarter

COVID-19 continues to inhibit Lab-in-Lab activity 
and non-DTC patient referrals, particularly in 
Canada

US FDA ExVent Study will provide supporting data 
for the platform’s differentiating patient outcomes

Oventus is now positioned to engage and 
treat patients from home in every US state: 
a major milestone

Vision 2025: O2Vent Accepted as First-Line 
Therapy by Clinicians and Patients Alike



Our Focus: Our Patient
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The O2Vent Optima has made 
such a difference to my quality 
of sleep, and I no longer wake in 
the night with that drowning 
feeling. 

It channels air to the back of my 
throat allowing me to breathe 
easily and sleep through the 
night. 

I now wake more refreshed and 
can concentrate better during 
the day without feeling drowsy.

Sarah Atkins

There was a dramatic change 
in my quality of sleep…my 
daytime energy and 
sharpness improved.

I almost forgot it was in my 
mouth. It fit comfortably.

My apnea index went from 
84/hr. to fewer than 10/hr.—
an impressive result.

Vincent Shaller, M.D.

O2Vent Presentation



MANAGEMENT & ADVISORS:
Experienced Leaders with a History of Success*
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DR CHRIS HART
Founder, Executive Director - incoming CSO 
• Inventor of the O2Vent technology,
• Over 20 years in dentistry 
• Overseeing the launch of the ‘Lab in Lab’ model 

PAUL MOLLOY
Non-Executive Director
• 25 years’ experience leading a range of public, private 

and venture capital funded healthcare companies 
• Currently President and CEO of ClearFlow Inc., a US-

based medical device company.

JAKE NUNN
Non-Executive Director
• +25 years’ experience in the life science industry as 

an investor, independent director, research analyst 
and investment banker 

• Currently a venture advisor at New Enterprise 
Associates (NEA)

JOHN COX
President and COO – incoming CEO
• 30 years experience in the MedTech sector
• direct experience in sleep and related technology marketing & 

operations 
• Lead the virtual & direct-to-consumer models

SUE MACLEMAN
Chair and Non-Executive Director
• +30 years’ experience as a 

pharmaceutical, 
biotechnology and medical 
technology executive

STEVE DENARO
Company Secretary
• Experienced Company 

Secretary and Chief Financial 
Officer

• Associated with major 
chartered accountancy firms 
in Australia and the UK

.
*Effective 1 February, 2022
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