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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



© 2022 by Life Science Nation www.lifesciencenation.com

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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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 crucial to:
• Know your investor leads and what makes them unique
• Have materials ready for a complete outbound campaign
• Be prepared for investor meetings, to improve chances of a 

second

Fundraising Timeline Connecting
Products, Services

& Capital



© 2022 by Life Science Nation www.lifesciencenation.com

Identifying Investors and Building 
Your Global Target List
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Best Sources for Investor 
Leads

• Investment conferences

• Financing rounds/press releases

• Similar company websites

– Check the board of directors

• LinkedIn

• Databases

DIGITAL RESI JPM, JANUARY 11-13

DIGITAL RESI, MARCH 22-24

DIGITAL RESI, JUNE 7-9 

RESI BOSTON, SEPTEMBER 20-22

RESI GLOBAL, NOVEMBER 15-17
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Angel

• Individuals investing personal capital
• Often in larger groups
• Tend to focus regionally
• Financially and philanthropically motivated
• Seed, venture
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Venture Capital

• Raise funds from multiple outside parties
• Tight exit timeframes constrained by fund 

structure
• Funds/firms vary in size
• Financially motivated
• Seed, venture, and growth stages
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Family Office

• Manage funds on behalf of one or more 
families/individuals (SFO,MFO)

• Huge variation in investment size
• Philanthropic/strategic/financially motivated
• Gaining interest in direct transactions
• Seed, venture, growth, expansion 
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Corporate Venture Capital

• Invest funds on behalf of company
• Some have dedicated funds, others invest off 

company balance sheet
• Some strategically motivated, others invest more 

broadly
• Tend to look globally
• Seed, venture, growth
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Venture Philanthropy

• Philanthropic organizations investing directly
• Both equity and grants
• Philanthropically motivated
• Tend to look globally
• Gaining interest and traction direct investments
• Seed, venture  
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Strategic Partner

• Any large corporation that partners with early stage 
companies
– Big Pharma
– Medtech
– Tools & Services
– Insurance companies

• Partner strategically (current or near future strategy)
• Different deal structures, such as co-development or 

milestone-based payments
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What to Look for in Investor Profiles

• Sectors of Interest

– Specific modalities, indications preferred?

• Investment size and stage

• Geographic exposure

• Company/investment requirements
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Getting Your Messaging Ready
Greg Mannix
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g.mannix@lifesciencenation.com
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Marketing Collateral Purpose Length

LOGO Visually represents your company brand /

TAGLINE Distills company identity into a single line 1 line

ELEVATOR PITCH Explains offering in a short format that can be 
delivered within a minute 1 paragraph

TEAR SHEET Highlights key information in a fact sheet 1 page

EXECUTIVE SUMMARY Briefly conveys opportunity in clear and concise 
manner 1–2 pages

SLIDE DECK Provides more detail on offering by expanding 
on all major points in executive summary 10–12 slides

WEBSITE Functions as a deep dive sales pitch in an 
easy-to- navigate, clearly designed layout

Typically a total of 5–7 tabs 
with subsections as required

ANIMATED VIDEO Tells your company’s story and explains your 
technology 2-3 minutes

A list of the most common materials required to fundraise successfully:

Building Your Brand through Consistent
Messaging – “Get Your Story Straight”

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



© 2022 by Life Science Nation www.lifesciencenation.com

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

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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Keys to Successful Partnering 
& Preparing for Investor Meetings

Greg Mannix
VP of Business Development, Life Science Nation

g.mannix@lifesciencenation.com

Karen Deyo
Director of Investor Research, Israel BD, Strategic Projects

k.deyo@lifesciencenation.com
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Profile Creation

• Brief overview/elevator pitch
• Complete all of the sections in the profile
• Upload supporting materials

– Logo
– Website
– Investor Deck
– Executive Summary
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Outbound Meeting Request Message

• Introduce yourself
• Introduce Your Company

– Where your company is based
– What sector your company is in (biotech, medtech, diagnostics, 

healthcare IT, etc.) 
– The indication you are treating or problem you are trying to solve 
– Your product’s stage of development 

• Key Value Proposition/Elevator Pitch 
• The Stage of Your Fundraising Campaign
• Reaffirm the reason you are reaching out
• Customize the message (research the investor in advance)
• Request the meeting.
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Meeting Request Message
Real example from successful company at RESI: 
Hi XYZ,  company name is a commercial stage University of XYZ spin-out with a portfolio of surgical 
and imaging technologies to deliver Empowered Patient Care with point-of-care ultrasound in new 
perioperative applications.  

The company’s first technology is a dual-component system comprising an FDA-cleared 
bioabsorbable implant (XYZ) and an FDA-cleared custom automated ultrasound (XYZ) to detect 
post-operative vascular complications in reconstructive, transplant, and vascular surgeries prior to 
catastrophic surgical failures that represent a $2B annual market and cost hospitals $174,000 per 
instance. Company X also developing pipeline products for angiography/surgical navigation and 
perfusion assessment.  

Company X closed a $$$ venture round in early 2018, recently secured a $$$ NIH grant to pursue 
the XYZ market for the technology, confirmed ~$$$ in reimbursement for that market, and are now 
raising a $$$ round for commercial growth and accelerating pipeline product development. Company 
X is currently in negotiations with a potential lead and is evaluating other lead candidates and 
syndicate partners. Looking forward to connecting. All the best, XYZ.  
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Request MANY Meetings
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Follow Up Frequently

• Initial meeting request
• Reach out via partnering platform

1.  First follow-up: focus on your technology
2.  Second follow-up: focus on market
3.  Third follow-up: focus on key management
4.  Fourth follow-up: send Tear Sheet (by 
email if possible, or send a link).
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Innovator’s Pitch Challenge
Connecting

Products, Services
& Capital
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Takeaway 

Your success in partnering is directly 
proportional to the effort you put into it.

RESI Partnering Platform

https://digital-resi-mar22.meeting-mojo.com/
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Investor Meeting
Research the Investor Firm

Start on the firm’s website

- Read about the firm’s mission

- Look at the portfolio companies they have invested in

- Read about the people
- Firm bio
- LinkedIn

- Know your audience!
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Investor Meeting

- If at all possible, have two attendees from your company
- One person to take notes

- Plan for initial presentation <15 minutes 
- Be prepared for a conversation without slides and make it a 

conversation, leaving time for questions and discussion

- Have backup slides at hand to address questions 

- Ask the investor questions

Conduct your meeting



© 2022 by Life Science Nation www.lifesciencenation.com

Investor Meeting

Don’t let the meeting finish without asking the investor questions of your 
own.

- An investment leads to a long-term close working relationship – know 
who you are getting in bed with

- How will the investor add value? Financial only, or advice/network     
help?

- Know how the investor type will affect investment

- Investor requirements – board seat representation?

Asking questions
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www.lifesciencenation.com
resi@lifesciencenation.com

@LSciNationLife Science Nation Life Science Nation LSN Media

Thank you for joining us!
Happy Partnering!
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