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Introduction to LSN Connecting
Products, Services

& Capital

Data

Sell-Side Business 
Development Database

Buy-Side Partnering 
Database

• Big Pharma, CRO, Service Providers 
looking for early-stage technology 
assets and companies to sell 
services to

• Allows companies to perform a 
global competitive landscape 
analysis

• Capital investors, strategic 
licensing partners, and product 
collaboration partners

• Allows companies to generate a 
Global Target List (GTL)

Platform For Connecting With Capital, Product Collaboration, In-licensing

• Partnering and fundraising is a numbers game and must be done weekly, 
monthly, quarterly ongoing – that is why LSN hosts five conferences annually 

• Enables companies to interact with their GTL 

Finding your voice and developing your narrative across multiple modalities.
Process For 
Telling Your 

Company Story
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10,000+ early-stage life science investors 
representing serval thousands investment 

firms

INVESTOR DATABASE

60,000 emerging biotech, medtech, 
diagnostics and healthcare IT companies

BUSINESS DEVELOPMENT DATABASE

• Branding & Messaging
• Fundraising Workshop
• Sourcing & Ranking Service

FOCUS ON CURES ACCELERATOR

RESI Conference Series

RESI Conference Series 2022

Digital RESI JPM 3-Day Conference Jan 11-13

Digital RESI 3-Day Conference Mar 22-24

RESI San Diego Jun 14-16

RESI Boston Sep 20-22

RESI Asia Nov 15-17

A hands-on, comprehensive, one-day 
course designed to set up the early-stage 
life science executive for success as they 

conduct their global fundraise. 

GLOBAL ROADSHOW PREP COURSE

1,000+
Participating 
Attendees

2,500-3500+
Virtual Partnering 

Meetings

Participants from 
30+ Countries

3 days of 
uninterrupted 

partnering
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Innovator’s Pitch Challenge Connecting
Products, Services

& Capital
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The Changing Investor Landscape

Emerging Biotech Investment Timeline
TODAY

Connecting
Products, Services

& Capital
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RESI Investors Connecting
Products, Services

& Capital

And More…
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• It is essential to provide potential investors with high-
quality, professional materials

- Engage them – get a meeting!
- Communicate your message clearly and concisely
- Present the information they want to see in a way that helps them 
to decide quickly and easily if you are a potential fit for their needs.

Marketing Collateral Connecting
Products, Services

& Capital
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Know Your Company 

Technology

M
ar

ke
t

B
usiness

• Can you easily describe your 
solution?

• Unique aspect of your technology
• Platforms enabling development
• Problem being solved?
• What are the current options?

• Competitors?
• When will you enter 

the market?
• Market size? TAM, 

SAM, SOM
• Market penetrance
• How does your 

product compete?

• Regulatory 
environment

• Timeline & 
milestones

• IP protectable?
• Business / revenue 

model
• Exit strategy for 

investors
• Management team
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Branding and Messaging 
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The Importance of Telling Your Story

To successfully bridge the gap from academia to startup and move into 
the business development domain, scientist-entrepreneurs must be able 
to tell their company story through a cogent set of marketing materials.

This process consists of being able to tell your company story through 
different modalities:

• 5-7 words in a tagline
• 5-7 sentences in an elevator pitch
• Using the elevator pitch in a one-pager to describe your company structure and 

team
• Teasing out your own unique and compelling story in a two-page executive 

summary
• Using the executive summary to as the first half of the slide deck
• Focussing the second half of the slide deck on your specific value 

combination, be it your technology / team / market position / competitor 
differentiation etc.

Connecting
Products, Services

& Capital



© 2022 by Life Science Nation www.lifesciencenation.com

The Value This Story Imparts Connecting
Products, Services

& Capital

Marketing collateral is aimed at potential partners

Different investors and partners prefer to review different pieces of marketing 
collateral. It is essential therefore to develop your core marketing materials (the one-
pager, the executive summary, the slide deck) and give them to your audience so 

that they can choose which one they want to review.

 Some investors will want to only look at a slide deck
 Others will prefer an executive summary and a one-pager
 Some partners will even prefer to look at all three

Each piece of marketing collateral tells the consistent story of your company, so as 
soon as you get your story straight and give your marketing materials to a partner 

who is a right fit, you should be able to get a meeting.
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Finding your Voice and Developing your 
Narrative for Different Players

Finding Your Voice

Connecting
Products, Services

& Capital

Netting out your value and being able to deliver it in such a way that you can 
do it in 5-7 words, 5-7 sentences, all the way through to your slide deck.

You must be multi-lingual; this is to mean you must be able to 
speak different languages within the context of a deal.

Language 
Required

Gatekeeper
Knows what the investment firm is looking for, 
but not an expert in the end product - they are 

vetting the opportunities
General

Navigator
Understands more specifically the 

configuration of the technology they are 
looking for – the BD person 

Technical

Evaluator
This person will own the project, most likely 

be a Ph.D., and will have advanced scientific 
knowledge

Advanced Scientific

Decision Maker
The one who does a deal. This person will 
speak a heavily business-centric language 
involving financials, commercial aspects, 

metrics, market etc. 

Business
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Developing Your Logo
Clear             Crisp            Obvious

Connecting
Products, Services

& Capital
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Tagline
Distill Company Identity into a Single Line

EXAMPLE TAGLINE COMMENTS

VAGUE

“Innovate, Design & Optimized”

“Expanding Boundaries in Drug Discovery”

“Creating the Future of Oncology”

Little-to-no context if provided to 
the reader, resulting in a vague 
description that could be used 
for almost any company in life 

science.

GENERALIZED

“Taking the Pain Out of Bladder Cancer”

“Next Generation Protein Therapeutics”

“The Gold Standard in Vaccine Technology”

The reader is left with only the 
most basic understanding of the 
technology or indication that the 

company is developing, 
resulting in a less powerful 

statement.

COMPELLING

“Novel Multi-Model Therapeutics for Prevention of Chronic 
Pain” (Ethismos)
“Epigenetic Medicine Regulating Cancer Gene” (Reglagene)
“First-in-class serotonin receptor modulators for treating 
Fragile X Syndrome” (Seropeutics)
“Scaling Production of Microbial Medicines with Synthetic 
Biology” (Terra Bioworks)

Each tagline summarizes the
unique value proposition of the

company and is crafted to
provide the reader with

contextual framework for all
additional information.

Connecting
Products, Services

& Capital
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Elevator Pitch
Describe Who You Are and What You Do in 5-7 Sentences

Example 2: Ethismos
Ethismos has developed a breakthrough drug candidate, amitifadine,
that prevents an irreversible acute to chronic neuropathic pain
transition that affects 1 out of 2 patients in the months following
breast cancer surgery (BCS). Amitifadine, a triple reuptake inhibitor,
modulates the brain’s physiological reactions to pain by targeting the
brain serotonin (5-HT), norepinephrine (NE) and dopamine (DA)
pathways to prevent the acute to chronic pain transition.

Example 1: Reglagene
Reglagene deciphers gene-based mechanisms of disease to deliver
breakthrough epigenetic medicines that manage gene expression,
the process by which information from a gene is used in the synthesis
of a target protein. Gene abnormalities often result in the
manufacture of too little or too much protein causing a myriad of life-
threatening diseases, such as cancer. Reglagene’s medicines target
the protein production problem at its source, the gene, and gets it
back to functioning properly.

Connecting
Products, Services

& Capital
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Tear Sheet / One-pager
Net It Out on One Page

Connecting
Products, Services

& Capital
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Logical extension of 
tagline and elevator 

pitch

Cogent 1- or 2-page 
company description

Highlights key data 
and information 

Executive Summary – “Your Story”
Briefly Convey Opportunity in Clear & Concise Manner

Connecting
Products, Services

& Capital
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Slide Deck
10-12 Slides Expanding on all Major Points in Executive Summary

Cover with Logo & Contact Info

Elevator Pitch / Current Status / Summary

Unmet Medical Needs & Commercial Opportunities

Origin, Description of Technology, IP (if applicable)

Differentiation from Competitors

Technology Validation & Supporting Data

Product Pipeline, Current Financing Needs

Risks & Risk Mitigation (if applicable)

Management Team & Scientific Advisory Board

Connecting
Products, Services

& Capital

The first 5-6 slides 
should be a continuity 
of your elevator pitch 

and executive summary 
story

Rest of the slides should 
contain essential but 

more in-depth information 
that leverages your 

specific company value

Supplementary data or information (in addendum) 
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Use of Funds & Timeline on 
Major Milestones

Connecting
Products, Services

& Capital

LSN caters to companies raising: 
• Seed ($250k - $2M)
• Series A ($2M - $10M)
• Series B ($10M - $50M)

Be Transparent and 
Reasonable About 

Your Financial 
Needs

Have A Clear and 
Realistic 

Development 
Timeline
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How to Find Target Investors 
(that fit your stage of development and product)
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Find Target Investors 

Investor Databases
• Detailed Investor Profiles
• Investor Contact Info

Partnering Events
• In-person Events
• Digital Events

Connecting
Products, Services

& Capital
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LSN Investor Database Demo Connecting
Products, Services

& Capital
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Augment Your Fundraising Knowledge

http://www.fundraisingmanifesto.com/
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@LSciNationLife Science Nation Life Science Nation LSN Media

Thank you for joining us!
Please contact RESI@lifesciencenation.com for
FREE consultation on your marketing collateral. 

Joey Wong
Investor Research, 

Hong Kong Business Development
j.wong@lifesciencenation.com

Alexander Vassallo 
Business Development Manager, 

West Coast (US)
a.vassallo@lifesciencenation.com

https://twitter.com/lscination
https://www.youtube.com/channel/UCVPH__A617uwmh8FuQZKizw
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https://www.facebook.com/lifesciencenation/
https://twitter.com/lscination
https://www.linkedin.com/company/life-science-nation/
https://www.facebook.com/lifesciencenation/
https://www.youtube.com/channel/UCVPH__A617uwmh8FuQZKizw
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