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Host 

Ladies and gentlemen, hello and welcome to the Adocia 
teleconference. I will now give the floor to Mrs. Valérie DANAGUEZIAN, 
Finance Director. Over to you, madam. 

Valérie DANAGUEZIAN 

Thank you. Good evening everyone. Thank you for taking part in this 
teleconference. This evening we have with us Gérard SOULA, 
Chairman-CEO, Olivier SOULA, Deputy CEO and Director of R&D, and 
Rémi SOULA, Director of Business Development and Intellectual 
Property. Before giving the floor to Gérard, I would like to remind you 
that this teleconference may contain forward-looking statements relating 
to Adocia and its activities. We believe these forward-looking 
statements are based on reasonable assumptions, but we cannot 
guarantee that these assumptions will be realized, given the risks to 
which the company is subjected, and the development of the economic 
conditions of financial markets, and the markets in which Adocia is 
present. We particularly wish to refer you to the risks described in our 
reference document which is available on our website. That said, I now 
give the floor to Gérard SOULA to introduce the conference. 

Gérard SOULA  

Thank you, Valérie. Good evening, ladies and gentlemen. Thank you for 
taking part in this teleconference which will give us the opportunity to 
present you with our company’s state of progress, particularly as a 
follow-up to the agreement that we have just signed with the Dongbao 
company in China, a project essentially involving Chinese markets. For 
some time, I have been describing 2018 as a pivotal year in the life of 
Adocia, and this term is mainly based on the results obtained in 2017, 
despite the setbacks which we have experienced following the 
termination of the partnership contract we had with Eli Lilly. I will not 
dwell on these setbacks except to say, as we have announced, that we 
have started two legal actions in the form of arbitration regarding Eli 
Lilly, as provided for in our collaboration contracts. One concerning a 
legal clause which stated that we would receive a percentage of the 
milestone payment involving marketing of the product. And the second 
concerning something more serious: the use of secrets which we 
shared confidentially with Eli Lilly during our collaboration and which 
Lilly has used for its own benefit. We have announced that this 
arbitration should be resolved, in the first case, during this quarter. As 
for the second, that will probably be in the second half of the year. 
Our optimism concerning the company’s progress, and the reason for 
describing this as a pivotal year, is based on the clinical results we 
obtained during 2017, and also on the preclinical results of certain 
projects which we have set our hopes on. Quite obviously, the most 
important in terms of its progress is the BioChaperone Lispro project. 
We have been able to show in studies in people with type 1 diabetes 
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using pumps, that BioChaperone Lispro could be compared quite 
favorably to Fiasp, and in any case is significantly superior to Novolog. I 
think that this major result has been a great contributing factor in 
convincing our Chinese partner, and we obviously hope that it is a good 
omen with which to convince other partners, in other major markets 
such as the United States, Europe and Japan, to name just three major 
platforms. 
The second big clinical result that we have obtained concerns the 
BioChaperone Combo project, which is the combination of lispro and 
glargine. The aim of this product is to replace what are known as 
premixed insulins by offering people with type 2 diabetes a formulation 
which is much better adapted in terms of pharmacokinetic and 
pharmacodynamic profiles, or to put it plainly, better at monitoring their 
blood sugar. This product has drawn a lot of attention from our Chinese 
partners, because premixed formulations are the main products in this 
market. So, obviously, there is great attraction to a potentially innovative 
product. Currently, the only product likely to be in competition with 
BioChaperone Combo, is Novo’s Ryzodeg, a product which has already 
obtained approval on large markets such as the United States, Europe 
and Japan, and which is in the process of gaining approval in China. 
Therefore, we are going into competition with Ryzodeg, our partner 
Dongbao is very interested in and very enthusiastic about this product. 
Which also explains the level of its upfront payment to obtain the rights.  
We are happy to have been able to sign this license agreement, which 
already represents a significant sum for us, 50 million dollars upfront. 
Valérie will explain how this translates in terms of revenue in euros and 
after deduction of taxes. The amount of both agreements represents a 
total of 135 million dollars. As usual, in this agreement we have 
included royalties which we evaluate as two figures, which we won’t go 
into detail about. 
Obviously, this is a major event in our life. First of all, it gives credibility 
to our technology which generated a lot of doubt among investors, 
which we fully understood. So, we are convinced that it will enable us to 
develop these two products on the Chinese market from now on, and 
we will use it to do the same in other regions of the world.   
The third important result that we gained in 2017, which makes us think 
that we are at a turning point in our lives at Adocia, is the BioChaperone 
Glucagon project, for which we also received quite encouraging clinical 
results, which for the third time provides the proof and interest of the 
BioChaperone platform. We are going to continue this program and, 
depending on financial resources, we will assess whether we are to 
continue this project alone or with a partner. 
Finally, the fourth big project which has been carried out in a clinical 
study this year is the BioChaperone Pram project which combines 
Pramlintide with human insulin. We think that this project is quite 
exceptional due to its potential, if we actually confirm in a clinical setting 
what we have seen on a preclinical basis with pigs. So, we think we 
would have a great product with very strong potential. And this time, we 
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will be the only ones to have this type of combination which enables us 
to reach this level of performance. 
That's why, as a conclusion of the analysis which we have already done 
on the achievements of 2017 and the first fruits of the latest project 
which will be carried out in 2018, we have strong technical and 
marketing elements to develop our company. The provision of cash 
from the signing with Dongbao obviously helps us greatly in 
strengthening our efforts, in speeding up our development and 
continuing our advance for the success of our company. 
We will now spend some time describing to you the little-known 
Dongbao company. This company is located in the north of China, near 
to the Korean border. It currently has a market capitalization on the 
Shanghai stock exchange of more than 7 billion dollars. As a 
comparison, the announcement of the partnership caused Adocia’s 
equity to rise by 25%, which is around 30 million euros. Simultaneously, 
Dongbao’s announcement of its partnership with Adocia caused its 
equity to climb 9%, or 600 million dollars. Our partnership was viewed 
by the Chinese as very positive and generated enthusiastic feedback 
from its shareholders. 
To explain this phenomenon, you must be aware that Dongbao has a 
very good reputation in China, which is manifested in its price on the 
stock exchange. Furthermore, China has decided that it will no longer 
be the world’s factory but will turn towards innovation. Its innovative 
products are currently very popular. It must be remembered that, in 
terms of insulin, competition is becoming very intense, and Dongbao 
asserts that it can be part of this competition. Innovation will therefore 
be the key element in specializing to gain market share and to maintain 
a level of profitability which will live up to expectations. I am now giving 
the floor to Rémi so he can give you details on various aspects. 

Rémi SOULA  

Good evening. Thank you, Gérard. I am going to give you some 
information about the insulin market in China, and also some 
information on the Dongbao company so you can get to know it better. 
As Gérard has said, it is a company which is mainly located in Asia, and 
is therefore unknown in western countries, since it only operates in 
Asian markets. 
The Chinese market is obviously very attractive as it is probably the 
world’s fastest growing market. A market which is still declaring growth 
rates of more than 10%. So, five or ten years ago growth was around 
20 or 30%. Rates are now more modest but still remain strong, 
particularly when compared with European or American markets. In 
terms of value, it is a relatively important market. It is currently worth 
around 3 billion dollars. It is dominated by Novo Nordisk, which has 
about 50% of the market, and which had sales of its insulin-based 
products in the order of 1.5 billion dollars in 2017 Products from 
different generations in Novo's case. Second generation products are 
those based on human insulin, and analog insulin products as well as 
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basal insulins and prandial insulins are classed as third generation... 
What characterizes this market is that it is growing across all segments, 
with human insulin still, but also with analog insulin, and we can see 
that the growth of analog insulins is propelled by international 
companies such as Sanofi, Lilly and Novo, and human insulins by local 
operators, particularly Dongbao, which is now the leading Chinese 
insulin manufacturer, and the leading local operator on this market. But 
it is a market that has strong potential, because obviously, as we know, 
the number of patients is higher than 100 million. We are talking about 
114 million patients, people who currently have type 1 or type 2 
diabetes in China, and only 30 million of these patients are treated with 
diabetic products, mainly orally. And several million of those are treated 
with insulin. There are no precise figures and this is one of the 
reservations today regarding all these figures: it is a market that is 
difficult to research, as the main sources of information used by large 
companies, what is known as IMS data, are much less reliable than in 
Europe or the United States, as data reporting, particularly among 
Chinese companies, is a little difficult. Dongbao is not one of those 
companies as it is a public company. As Gérard pointed out, it is quoted 
on the Shanghai Stock Exchange. This company was founded in 1985 
by Mr Li Yikui, a serial entrepreneur. He had started by selling products 
based on traditional medicines, then he had an ambition in the 90s to 
become the first Chinese operator to manufacture recombinant insulin 
like that being produced and sold in the United States and Europe. In 
1994, with Dr. Gan, he succeeded in launching on the market the first 
human recombinant insulin manufactured in China using Chinese 
technology. Currently, those products are still sold by the Dongbao 
company as four different products: regular insulin, a fast-acting one, 
that is, and three premixed insulins, with different ratios of basal and 
prandial insulin, with 70/30 as their bestseller. And also 60/40 and 
50/50, therefore three premixed products. Because, actually, different 
products with different compositions are used by patients. It must be 
remembered that in China, and this is what we have said many times in 
the course of these teleconferences, premixed insulins are the main 
product used by Chinese diabetic patients to date: more than 60% of 
the current market is made up of premixed insulin, roughly 20% is 
prandial insulin and 15% basal insulin, by volume. 
There is a second aspect... That’s product type, and there is another 
aspect that should be included, which is the type of insulin used. At the 
moment, in China, 60% of the market is still made up of human insulin 
and 40% of analog insulin. So, we understand that, as Dongbao was 
already on the premixed and human insulin market, they are present on 
the most significant market in China, but obviously, everything is 
developing, as it has developed in European and American markets, 
and we are seeing a shift in the market from human insulin market 
towards analog insulins. And it is this exact reason that explains the 
strong interest that Dongbao has had in our technologies and our 
products, as they actually enable the company to begin this transition 
from human insulin to analog insulin and what we call fourth generation 
insulins. 
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Let's return to Dongbao, to the company as it is today. What 
distinguishes it the most is that it has great twofold capabilities: an 
industrial capability, as it has established a very impressive 
manufacturing base, with several production sites, a production site 
dedicated to human insulin with capacity in the order of several metric 
tons of insulin annually, and a second site where they are producing 
insulin analog, insulin glargine, insulin aspart and insulin lispro. They 
will enable them to supply the Chinese market with these third-
generation insulins. And then, these insulins which will be able to be 
used in our formulations to make their products fourth generation, this 
super-fast insulin and this premixed insulin with glargine and lispro. So, 
that is their first major distinction: an established and operational 
manufacturing base, with its highly skilled teams, and quality norms 
which are similar or equivalent to European and American standards. 
The second characteristic is a very strong commercial presence. 
Currently, Dongbao has around 1,500 medical representatives. That 
means that they can offer almost complete coverage of the different 
Chinese provinces, and they are listed in nearly all these provinces as 
offering category A products, which means that they are covered for 
more than 90% by the state, giving patients virtually free access to 
these treatments. This is the reason that, since 2012, Dongbao has 
declared annual growth rates of around 20%, which has led it to now 
have sales which reached more than 300 million dollars in 2016. And, 
obviously, the aim is to achieve a billion dollars within a few years. Up 
until then they had a restriction which came under the terms of an 
agreement with a competitor on the type of insulin they could distribute: 
they were restricted to the distribution of human insulin, due to this 
business agreement between Dongbao and Gan & Lee. But this 
agreement has come to an end, and Dongbao is ready to market 
analog insulins. The first one, which should be approved this year, is 
insulin glargine, and their plan is to then launch insulin aspart and 
insulin lispro quite quickly.  
As Gérard has said, it is a market propelled by innovation. And this 
innovation is favored by the Chinese state, to the point that tax on 
innovative products is a lot less than for biosimilar products. This 
company has a real appetite for innovative formulations, and particularly 
in the two main segments that I previously described, premixed and 
prandial insulins. This is the reason we are agreed upon the benefit of a 
collaboration between the two companies, and also on the significant 
value of these projects on the Chinese market, so just to remind you, 
we have retained the rights to these two products for the rest of the 
world, except for China and certain other Asian countries.  
I think we have found an ideal partner for Adocia, as there is a very 
strong synergy between our two companies. Adocia has become an 
expert in insulin and its formulations, with a very substantial portfolio of 
patents for those projects. Whereas, as I have mentioned, Dongbao has 
a manufacturing base and the trading strength which complement our 
capacity for innovation. Therefore, we see in this collaboration a very 
strong potential on a market experiencing significant growth, with a 
leading local operator, in which we have complete confidence to realize 
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the potential of these products, and to make these products so 
promising, with added-value for society. Thank you. I am now giving the 
floor to Olivier. 

Olivier SOULA  

Good evening, ladies and gentlemen. I will outline the key actions to be 
undertaken with our Chinese partner Dongbao. We have decided to 
develop two projects: BioChaperone Lispro, our ultra-rapid insulin, and 
BioChaperone Combo, our combination of lente insulin glargine and 
rapid insulin lispro, for the Chinese market, as Rémy has said. And the 
markets in certain countries where Dongbao already distributes some of 
its insulins. So, you know the two programs well, as we have been 
developing them for years, here at Adocia. The BioChaperone Lispro 
product was, for several years, developed in partnership with Eli Lilly. 
These two programs are very similar in terms of development. They 
involve insulin formulations using our BioChaperone technology. And 
so, we have agreed with Dongbao, to share the responsibility of this 
development with, for Adocia, responsibility for the development of 
BioChaperone, our special drug. We must supply Dongbao with the 
necessary quantities for the development and commercialization of the 
finished product. We will, of course, supply BioChaperone’s stability and 
toxicity data, to complete the necessary regulatory files for approval. 
However, it is Dongbao’s responsibility to produce the final formulations 
with BioChaperone and the various insulins. It is also Dongbao’s 
responsibility to carry out the clinical studies for marketing approval of 
the two products. We are already working to specify the development 
plan for each of the products. But this information will remain 
confidential. I will not share the timeline with you this evening. 
Regarding the toxicity studies on the formulation, it is Dongbao that will 
carry out this work and get the products approved by the regulatory 
authorities in China, the SFDA and other countries covered by these 
two license agreements. I would like to say that we have been able to 
visit and audit the Dongbao factories and our conclusions are very 
positive. It really involves a partnership with certain skills to produce 
high quality insulins, but also with great ambition to address not just the 
Chinese market but also markets in the rest of the world. The facilities 
that we have visited and the development plans shared by Dongbao 
give credibility to its ambition to possess 50% of the Chinese market. 
We will obviously be very involved in these developments, particularly 
during the first months of this collaboration. We will spend time over 
there to ensure that our partner correctly takes charge of the analytical 
methods and procedures finalized by Adocia. Obviously, this program 
will oblige us to review our priorities for the upcoming quarters. 
However, we will maintain our activity on all projects as described by 
Gérard. So that’s a summary of the situation. 

Valérie DANAGUEZIAN  

Thank you, Olivier. I would just like to add a few words about the 
financial plan. You will have understood from Rémi’s presentation and 
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Olivier’s development plan that this agreement is significant for Adocia. 
Dongbao is a major operator on the Chinese market. It’s an operator 
with very big ambitions, as highlighted by Rémi. This agreement has 
already had an impact on us in financial terms, as last week we 
received the transfer of the two initial payments, the two upfront 
payments. This payment is made net of withholding taxes. There is a 
withholding tax of 10% which was paid by Dongbao in China, and which 
will result for Adocia in a tax credit in France, which may come as a 
deduction on the tax to be paid by way of French taxable income, as a 
traditional tax deduction. Net of this withholding tax, we have received 
45 million dollars, which works out as 37.5 million euros. This receipt 
brings our cash balance to more than 63 million euros. Let me remind 
you that last year, 2017, we had spent 23.2 million euros, and that at 
that rate, this cash position gives us scope until the end of 2020. We 
are able to finance 2018, 2019 and 2020. We therefore have the means 
to develop our full portfolio, and to support this project, and also the 
company’s growth, in peace of mind. I am now giving the floor back to 
Gérard. 

Gérard SOULA  

Yes, we are talking about all clinical projects. Apart from these projects, 
there are all the projects which are still at the preclinical stage. We have 
spoken about BC GLP-2, which we are moving on with, but there are 
also other combinations. Glucagon GLP-1, but also glargine GLP-1. We 
also have other projects. Not all of these will be completed, obviously, 
but others will emerge along the route. Currently, we have a portfolio 
which we consider to be well balanced with products in an advanced 
development phase, for which Adocia has already demonstrated its 
development capabilities. It's the least we can retain from our 
collaboration with Eli Lilly. The company has matured in terms of 
pharmaceutical development but is still a highly innovative company. It's 
our DNA. It’s there where, today, we have shown that we had 
developed unique formulations using our technology. And I must remind 
you that the Pram insulin combination could be one of Adocia’s flagship 
products of the future. 
As Valérie has just said, we are currently well funded. We have kept our 
staff since the departure of Lilly from the partnership and have therefore 
retained our creative strength, and also our development capability. I 
still say that 2018 is a pivotal year for Adocia and that we are prepared 
to rapidly develop our company, and to get back the confidence that we 
had lost among certain of our investors who had doubts about our 
future after the failure of this partnership.  

Valérie DANAGUEZIAN  

Any questions? 

Host  

The first question comes from Mr. LAPRIN, a shareholder.  
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Mr. LAPRIN  

I wanted to congratulate you on that partnership. Indeed, you had 
virtually announced it. Many of us on the different forums had 
confidence in you. We are thrilled that your ambitions have 
materialized. I won’t keep you very long. I had an initial question 
concerning the deal. And, specifically about BC Lispro. Is the double 
concentration part of the deal? 

Gérard SOULA  

Yes, for non-specialists, there are two concentrations, U100 and U200. 
It is the number of units per milliliter. The deal does actually involve 
both concentrations. 

Mr. LAPRIN  

And the possibility of a U300, since you have the capability? Will that 
possibly be part of discussions? 

Gérard SOULA  

It's possible but it’s not on the agenda. That would be included. Let me 
put it another way: if we had to do it, it would be included in the 
contract. 

Rémi SOULA 

I will just respond a little regarding these questions about concentration. 
This involves questions about medical devices, pens in fact. Pens 
suitable for the concentrations to be delivered are needed. Currently, 
the Dongbao company uses pens developed by the Swiss company 
Ypsomed and, up till now, Ypsomed has developed two pens U100, the 
standard concentration, and one for double concentration solutions, 
U200. At the moment, there is no pen available to Dongbao which 
would enable delivery of U300. 

Mr. LAPRIN  

OK! Still with regard to that deal, is there a possibility of making aspart?  

Gérard Soula 

Yes. Besides, I have what you have said on the forum in front of me. I 
told my team that we could have written that ourselves. We have 
fundamental reasons for collaborating with Dongbao. They have 
production units, commercial expertise, financial means and more, it is 
a substantial and well-known company in China. It is obvious and 
certain that aspart is also included in the deal.  
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Mr. LAPRIN  

Concerning BC Glucagon. We were at the discussion phase, a priori, to 
potentially move directly from phase 1 to phase 3. Where are we? Can 
you tell us something about this? Is it confidential? 

Rémi SOULA 

We will probably have to carry out an intermediate phase 1 with an 
auto-injector, which we are currently choosing. 

Mr. LAPRIN  

And could phase 3 be carried out alone, or with a partner, and could it 
be done in 2018?  

Olivier SOULA 

Preferably, the next step will be phase 1 in 2018 and phase 3 in 2019. 

Mr. LAPRIN  

Another question, but about BC Pram. If phase 1 actually turns out to 
be a success, what will be the next stages? Can we think about 
accelerated development of the product? 

Olivier SOULA  

It is a new prandial insulin. So, we know very well how to develop it, as 
we carried out the whole development plan with BioChaperone Lispro, 
which is currently ready to go into phase 3. That obviously requires a 
study of type 1 diabetics with a dose-related effect, with a so-called old-
fashioned part... There are some minor studies, studies which are 
available to us, which we know how to implement in a stringent way and 
which we can carry out in parallel. So, depending on the results, we will 
opt for one plan, depending on our resources, which can change from 
one day to the next. A more or less aggressive plan. But we know full 
well what there is to do for that. Yes, those are studies using a pump, 
potentially. It all depends on the quality of the product and their 
ambition. You know that Pram is approved for type 1 and type 2 
diabetics. So, obviously, there are different scenarios available to us 
before returning to phase 3. 

Mr. LAPRIN  

I would like to ask one more question. This is for Mrs. DANAGUEZIAN. 
During the shareholders’ meeting, a possible biotech meeting was 
discussed. Is that still envisaged? 
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Valérie DANAGUEZIAN  

Yes, it is still envisaged. We have recently had exchanges with Thierry. 
We will fix a date in the next few weeks.  

Mr. LAPRIN  

Thank you. Good evening. 

Host  

Next question. Over to you 

Arsène Guekam  

Good evening. I have three questions. What scale does Ryzodeg 
represent in China, what turnover? Which area does your agreement 
cover exactly? You mentioned other countries. Are they major 
countries? Can you at least indicate at which stage of development we 
are setting off? A phase 1 to start, then a phase 3? And if the answer is 
‘yes’, can you give us an estimate of timelines, or can we settle on 
European development phase timelines? You now have visibility until 
2020. What will be the priority? Finally, will you be developing your 
combinations? Finding new partnerships? Going it alone in certain 
geographical areas? Thank you. 

Gérard SOULA 

 2020 will be form the stress test. With the cash balance that we 
currently have, we can go as far as 2020 without recourse to a loan or 
capital increase. We no longer have any short-term problems. We have 
shown that we have the products... The more we move forward with 
them, and that’s what is interesting, having the money to work with... 
Indeed, the more we move forward with the projects, the more value 
they will take on. If we hadn’t made BC Combo last year, we would not 
have received 40 million dollars now. And I would say that 
professionals, which you are, know that the more clinical studies we 
carry out, the more we develop the product clinically, the more it will 
increase in value. We now have the freedom to operate. Our business 
model is, and remains, innovation. This new partnership will in fact push 
us to find other partners for our different products. I hope we will have 
the opportunity to meet up again to talk about this. Our strategy hasn't 
changed. We had already understood that China was special. In fact, 
many companies in the pharmaceutical field today have difficulty in 
penetrating the Chinese market, and particularly with insulin and 
diabetes. I will let Rémi and Olivier reply to the other questions. 

Rémi SOULA 

With regard to Ryzodeg, the product is still not approved in China. 
Unfortunately, I do not have any figures to give you concerning potential 
sales of Ryzodeg in China. 
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Rémi SOULA  

In Novo’s last presentation dedicated to China in 2017, they gave 
details of an approximate date without any specific dates for the 
timeline... Novo didn’t venture to give a date. 
Concerning countries, one last comment. What is clear is that Novo is 
leading this race forward toward new generation products, and it is in 
this actual race that Dongbao wishes to take part. And obviously, the 
reference product on its market is Novo Nordisk, which Dongbao aims 
to compete with on these markets. 
In terms of countries, the countries we are talking about are mainly 
small countries, with the sole exception of India for the Combo as, with 
the Combo, we agreed to include India as a country where Dongbao 
would distribute it. The reason we agreed that was that, firstly, Dongbao 
has ambitions in India. And then, that it is a very difficult market, as the 
cost of products in India are extremely low. Much lower than in China. 
Product prices in China are comparable to those applied in Europe, or 
even a bit higher. So, as a result of quite competitive manufacturing in 
terms of cost, for Dongbao in China, it was probably a stakeholder to 
prioritize in order to get on the Indian market with a premixed insulin. 
Apart from that exception, the large markets, or those considered 
important, are where Adocia’s exclusivity lies. And particularly the 
United States, Europe, Japan, South Korea, Russia as well, and Brazil. 

Olivier SOULA  

Regarding the question of clinical development, I have mentioned that 
we would not share the timeline information. Are we going to do a 
phase 1 before a phase 3? Yes, we will do a phase 1 before going back 
to a phase 3 to test our technologies with Dongbao insulins. It is a study 
without any risk, to the extent that there is no difference between the 
insulins Lispro and Glargine. With the Combo, we are going to adapt 
the concentration of 200 units per milliliter to tailor it to the Ypsomed 
injection system. There is a modification to the composition of the 
Combo formulation which we will test in this phase 1 study. And then, 
carry out the phase 3 studies... As I said to you, it is work that we must 
carry out with the Chinese team. Regulations are different in China. The 
approval times for clinical studies are different. No comment. 

Host  

Next question, Mr Bernard Seguin. 

Bernard Seguin  

Good evening. From what I understand, BC Lispro is particularly 
suitable for use with insulin pumps. Is the Chinese market already 
developed in this regard? What are your expectations? 
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Rémi SOULA 

Good evening, sir. The market for pumps is in fact barely developed. 
The standard medical device in China is the reusable pen, whereas in 
the United States, for type 1 diabetics in particular, pumps and what are 
known as disposable pens are actually the standard devices. That’s not 
really the case in China. The market is very focused on reusable pens, 
and very few pumps. What remains clear is that, as we have shown in 
our clinical studies, our formulation, whether in a pump or a pen, 
provided the same medical benefit to patients and performed the same 
for them. So, we are still convinced of the usefulness of BC Lispro in 
reusable pens, as would be the case with pumps.  

Bernard Seguin  

And in the future, do you not envisage rapid development in the 
direction of pumps in China? 

Rémi SOULA  

That is quite possible. What is seen in most clinical studies that have 
been carried out comparing patients with pumps and patients with pens, 
is that there was real improvement in treatment for patients using 
pumps compared to those using pens. What is known as CSII versus 
MDI. Today, the extra cost that the pumps represent seems to be a 
problem for penetration into the Chinese market. It is also possible that 
patients have preferences, that the pumps are not exactly to the taste of 
patients. But, with the increasing maturity of this market, it is not 
impossible that pumps could make their way onto that market. It is also 
a question of standard of living. Still, it’s a complex marketplace. I did 
not mean that it is a complex market because of its size. When there 
are 100 million patients and very different provinces, between the North, 
South, East and West, there are very different standards of living.  
Indeed, it is complicated to talk about the Chinese market as being 
unique, when in fact it is very fragmented and organized around the 
provinces, with tiers, tier 1, tier 2, tier 3... Access to products and the 
quality of treatments varies according to where you live and which 
hospitals you have access to. And so, obviously, it is quite possible that 
pumps may be adopted on a rather local basis. 

Bernard Seguin  

Are Vietnam, Indonesia and Thailand part of your agreements? 

Rémi SOULA  

Yes, these are countries in the Asian region.  

Bernard Seguin  

Thank you very much. 
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Host  

Next question: Tanguy Masmaquer.  

Tanguy Masmaquer  

Yes, I have a question. I know it’s difficult to answer, if I have 
understood properly. But as an investor and shareholder, you still need 
to make projections. Following the agreement with Lilly in 2014, we tried 
to make projections. For three years, I would say it was a bit opaque 
regarding development. There was some information. We gave our 
trust. Three years later, it’s a financial fiasco. And now, there is a new 
partner signed up. But here we are again, I would say even more hazy 
in terms of knowing the purpose or purposes of this partnership. So, my 
question is quite simple. In this partnership, what is the optimistic time 
frame to know from when one can have hope? That may be a very long 
time frame. But hoping to have a product marketed in China by a 
Chinese operator, when could we have this product, and therefore the 
royalties to come from it? As an investor... I have made a loss of more 
than 70%. The partnership has made the share go up by 3 euros. There 
is still a lot missing. If we cannot project a minimum, for me confidence 
will not return. I would like to have an answer regarding a forecast, for 
this launch of medication on the market.  

Gérard SOULA 

Sir, I quite understand your question and your position. But I wish to 
give you a fairly simple answer: it’s the peculiarity of biotechnologies. 
What astounds me is that you would want to invest in this sector. And it 
is inherent in biotechnology, no one will risk setting a date. Rémi has 
just told you that even Novo, the leading player, which has a stock 
exchange value of ... not 100 million, but 100 billion, will not give one 
either... Also, it is not possible to give you one. But I quite understand 
your concern and I can give you some advice: do not invest in 
biotechnology. 

Olivier SOULA 

We cannot give you a date, for sure. What we can tell you is that 
Dongbao is a very industrious company. It has had growth of 30% for 
several years. It doubles its activity every three years, which it is very 
proud of. It is its obsession and it is for this reason that we are on the 
job, and we will be returning there in two weeks. In any event, we have 
chosen a Chinese partner for a Chinese market, which at the end of the 
day is the best placed to introduce innovative products to China.  

Tanguy Masmaquer  

I have heard Mr. SOULA's advice. Therefore, I will cash in my chips. 
Thank you. 
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Host  

Next question, Martial Descouture 

Martial Descouture  

Good evening. You emphasize that Dongbao was present on the 
human insulin market. Has there been any time in your talks to discuss 
Hinsbet? At the same time, I would like to have heard what patent 
protection there is currently in China for the BioChaperone platform. 
How is the platform currently protected? My other small question would 
be in terms of the progress of milestones. Is there transparency in what 
is regulatory for some and commercial for others. The same goes for 
royalties.  

Gérard SOULA 

I will answer you about Hinsbet. I will let Rémi reply on the part 
regarding intellectual property. We have actually discussed Hinsbet a 
lot. What attracted us to Mr Yikui Li, the chairman of Tonghua Dongbao, 
is that he had the fourth generation in his sights. Although, currently his 
core business is based on human insulin. So, we decided that we would 
make lispro and maybe aspart our priority, as previous speakers have 
underlined. Preferably more modern insulins than Hinsbet. But it is not 
impossible that Hinsbet resurfaces again. But, right now, as you have 
gathered, we will focus on two large projects: BC Combo and BC 
Lispro... 

Rémi SOULA 

On the area of milestones, we cannot give further details. This just 
means development milestones, which are part of clinical and 
regulatory development. There are no state milestones. They are just 
milestones before approval. 

Gérard SOULA 

Exactly. 

Rémi SOULA 

Royalties are at a fixed rate...There are no royalty tiers, of an 
incremental value according to sales volume... As for patents, to give a 
quick response, on the BC Lispro project, the patent has approval in 
China and is valid until 2033. With regard to Combo, the patent for the 
last generation was filed more recently, in 2017. It is currently pending, 
which means it is going through the examination procedure. We don’t 
expect an official response from the Chinese regulatory agencies for 
some years. It will be valid until 2037 if it is obtained. 
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Martial Descouture  

OK, thank you very much. 

Host  

Next question. Mr. Hugues Lemaire.  

Hugues Lemaire  

Good evening. Excuse me for bothering you again. I forgot to ask you a 
question about BC Lispro, and potential partners that you could have in 
Europe and the United States. You had spoken in 2015 about Novo’s 
interest in U200. Would it be possible to separate these two 
concentrations? You still have a global deal for BC Lispro... 

Gérard SOULA 

That’s a good question. Everything is possible. The only objective is not 
to impair the value of the global deal. As much as it was easy to 
separate Chinese territories, to segment by product category will be 
more difficult...Then, if Novo wanted to do something with BC Aspart 
U200, we are altogether open. Obviously. 

Hugues Lemaire 

You recently said that it may be possible to carry out a phase 3 on a 
pump. Is that the case? And what interest is there? 

Gérard SOULA 

That is quite conceivable. To put things clearly, we envisage it in a way 
that we don’t have to rely on partnerships... As you can see, it is never 
easy to sign deals of this size, but the more we advance with the 
product, the more attractive it becomes. The fewer risks attached to a 
product, the more interest to be found from pharmaceutical companies. 

Hugues Lemaire  

Could this study be carried out quickly? 

Gérard SOULA  

It's under consideration. 

Hugues Lemaire  

Thank you. 

Host  

Next question. Over to you, sir. 
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Participant  

Good evening everyone. Has the announcement of the partnership 
aroused interest from other potential partners, and why not even Eli 
Lilly, of expressions of interest for other geographic areas. 

Gérard SOULA  

We won’t comment on that. Thank you for the question. 

Participant  

OK. Thank you. I had to try! 

Gérard SOULA  

 I am sorry but I cannot answer this question. 

Participant  

Those are the rules of the game. Thank you. 

Host  

Next question. Robert Vitkine  

Robert Vitkine  

Good evening. In his introduction, Gérard SOULA mentioned different 
aspects, including arbitration. The two arbitrations in the legal process 
against Eli Lilly. The small arbitration involving 11 million, and the bigger 
one for 200 million. Can you give us any details about the progress of 
these procedures? Will there be a provisional schedule for expected 
answers? Thank you. 

Gérard SOULA  

It is an extremely sensitive subject, which we are obliged to be very 
discreet about. We will explain to you what arbitration is. The company, 
in this case, had the possibility of either going to arbitration or to court to 
enforce our rights. In any case, the contract provided for arbitration. In 
an arbitration procedure, three judges are named, three independent 
arbitrators, who must reply to questions put by the petitioner within a 
specified time. Currently, we are going through the arbitration process 
in both cases. The first one started well before the second. The first 
decision will also be given to us well before the second. We specified in 
our press release that that should occur during the second quarter. We 
cannot say any more today. 
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Robert Vitkine  

Will the arbitration be binding? Or, once the arbitrators have expressed 
their opinions, both parties must accept? 

Gérard SOULA  

That is exactly the case. That is the attraction, and the ‘cut-off point’ 
nature of this approach. In contrast to court judgments, there is no 
possibility of appeal, unless there is a procedural error. If the 
respondent, the loser, considers that there have been procedural errors, 
they can appeal on the grounds of procedural error. But they cannot 
appeal the actual decision. That’s the interesting thing. It is a delicate, 
difficult operation which takes time. In spite of everything, as you have 
seen, we are attached to our business and getting on with it. But, when 
it gets decided, it’s decided. It is legally binding. 

Robert Vitkine  

Although you don’t know when the arbitrators will reply, do you think, in 
the current situation that you are aware of, that the planning you 
expected can be maintained.  

Gérard SOULA  

I cannot tell you. 

Robert Vitkine  

Thank you for your answers. 

Host  

We don’t have any more questions. 

Gérard SOULA  

Very well. If you don’t have any more questions, we would like to thank 
you for the time you have spent listening to us. To reply to one of our 
listeners, we will be present at the forum of the Agora meeting in the 
following weeks and we will be able to go into questions more deeply. 
Perhaps we will have other news in the meantime... In any case, we try 
to communicate about the state of the company with great 
transparency... All we are trying to do, is to communicate the results we 
get in clinical, preclinical and research terms, including intellectual 
property. Obviously, on the financial side as well. And, in any case, for 
the shareholders who have followed and are following us, who support 
and work with us, I would like to thank you most sincerely, on behalf of 
the directors, as I know very well that it is not an easy decision. That 
money, particularly for small investors, is hard-earned. We are putting 
all our efforts into being worthy of this confidence. Thank you 
everybody. 
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Host  

The conference has now finished. Thank you to everyone for your 
participation. You can now disconnect. 
 
 


