Q1 2021 BUSINESS UPDATE & FINANCIAL RESULTS
MAY 6, 2021
POSITIONED TO DELIVER
INNOVATIVE TREATMENTS FOR PATIENTS
WITH INFECTIOUS DISEASES

Safe Harbor and Disclaimer
Any statements in this presentation about future expectations, plans and prospects for Nabriva Therapeutics, including but not limited to statements about its ability to
successfully commercialize XENLETA for the treatment of CABP, including the availability of and ease of access to XENLETA through major U.S. specialty distributors,
marketing exclusivity and patent protection for XENLETA, the distribution and promotion of SIVEXTRO for the treatment of ABSSSI, the development of CONTEPO for
Complicated Urinary Tract Infections (cUTI), the expansion of its commercial sales force, the clinical utility of XENLETA for CABP, SIVEXTRO for ABSSSI and of CONTEPO for
cUTI, plans for and timing of the review of regulatory filings for CONTEPO, efforts to bring CONTEPO to market, the market opportunity for and the potential market acceptance
of XENLETA for CABP, SIVEXTRO for ABSSSI and CONTEPO for cUTI, the development of XENLETA and CONTEPO for additional indications, the development of additional
formulations of XENLETA and CONTEPO, plans for evaluating busines development and in-licensing opportunities; plans for making lefamulin available in jurisdictions outside
of the United States, plans for regulatory filings for XENLETA in China, expansion of managed care coverage for XENLETA, plans to pursue research and development of other
product candidates, expectations regarding the ability of customers to satisfy demand for XENLETA with their existing inventory, expectations regarding the impact of the
business interruptions resulting from COVID-19 on its business, the sufficiency of Nabriva Therapeutics’ existing cash resources and its expectations regarding anticipated
revenues from product sales and how far into the future its existing cash resources will fund its ongoing operations and other statements containing the words “anticipate,”
“believe,” “estimate,” “expect,” “intend,” “may,” “plan,” “predict,” “project,” “target,” “potential,” “likely,” “will,” “would,” “could,” “should,” “continue,” and similar expressions,
constitute forward-looking statements within the meaning of The Private Securities Litigation Reform Act of 1995. Actual results may differ materially from those indicated by
such forward-looking statements as a result of various important factors, including: Nabriva Therapeutics’ ability to successfully implement its commercialization plans for
XENLETA and SIVEXTRO and whether market demand for XENLETA and SIVEXTRO is consistent with its expectations, Nabriva Therapeutics’ ability to build and maintain a
sales force for XENLETA and SIVEXTRO, the content and timing of decisions made by the U.S. Food and Drug Administration and other regulatory authorities, the uncertainties
inherent in the initiation and conduct of clinical trials, availability and timing of data from clinical trials, whether results of early clinical trials or studies in different disease
indications will be indicative of the results of ongoing or future trials, uncertainties associated with regulatory review of clinical trials and applications for marketing approvals,
the availability or commercial potential of CONTEPO for the treatment of cUTI, the extent of business interruptions resulting from the infection causing the COVID-19 outbreak
or similar public health crises, the ability to retain and hire key personnel, the availability of adequate additional financing on acceptable terms or at all and such other important
factors as are set forth in Nabriva Therapeutics’ annual and quarterly reports and other filings on file with the U.S. Securities and Exchange Commission. In addition, the
forward-looking statements included in this presentation represent Nabriva Therapeutics’ views as of the date of this presentation. Nabriva Therapeutics anticipates that
subsequent events and developments will cause its views to change. However, while Nabriva Therapeutics may elect to update these forward-looking statements at some point
in the future, it specifically disclaims any obligation to do so. These forward-looking statements should not be relied upon as representing Nabriva Therapeutics’ views as of any
date subsequent to the date of this presentation.
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Q1 Financial Results and Business Update - Agenda
Business and Commercial Update
Ted Schroeder, Chief Executive Officer

Financial Review
Dan Dolan, Chief Financial Officer

Closing Remarks and Q&A
Ted Schroeder, Chief Executive Officer and Team
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XENLETA and SIVEXTRO COMMERCIAL OPPORTUNITY

2021 Key Objectives
Ted Schroeder, Chief Executive Officer
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2021 Key Accomplishments and Objectives
Strengthen awareness and prescription growth for XENLETA® (lefamulin) and SIVEXTRO®
(tedizolid phosphate) in the community

Completed transition of SIVEXTRO as a Nabriva branded product, realizing 100% of net sales
Advance XENLETA development program for Cystic Fibrosis patients
Progress discussions with potential European and other territory partners for XENLETA
Resubmit CONTEPO™ NDA upon confirmation FDA can complete inspection of foreign
manufacturing facilities during the 6-month NDA review cycle
Focused operating expense investments to drive growth & leverage existing infrastructure

* CONTEPO is an investigational drug candidate and has not received regulatory approval for any indication. Information provided in this slide is based on research and development performed to date.
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Nabriva’s Pipeline and Commercialized Products
Diverse Portfolio of Products for Serious and Rare Infectious Diseases
Program

XENLETA
lefamulin
(IV/Oral)

SIVEXTRO
tedizolid
phosphate
(IV/Oral)

Indications

Discovery

Preclinical

Phase 1

Phase 2

Phase 3

NDA/ MAA
Filing

Approval

Comments

CABP

FDA approval – August 2019
EMA approval – July 2020
*Health Canada approval – July 2020
**China – NDA submission 2H21

Pediatrics

Phase 1 study ongoing
(Regulatory Requirement)

Cystic Fibrosis

Phase 1 study initiation 2H21

ABSSSI

Phase 2 complete
(No plans for further development at this time)

STIs, HABP/VABP,
Osteomyelitis,
Prosthetic Joint
Infections

Life cycle management
(No plans for further development at this time)

ABSSSI

Commercial promotion and distribution
partnership with Merck in the US

cUTI

Complete response letter received on 6/20; FDA
recently granted an extension on re-submission
of the NDA to mid-2022, due to ongoing COVID
related travel restrictions

Fosfomycin
(IV)
Pediatrics

*Nabriva Therapeutics in commercial partnership with Sunovion for Canada.
*Nabriva in commercial partnership with Sunovion for Canada.

**Nabriva partnered in greater China.

Phase 1 study ongoing
(Regulatory Requirement)
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XENLETA and SIVEXTRO COMMERCIAL OPPORTUNITY

Commercial Update - SIVEXTRO
Ted Schroeder, Chief Executive Officer
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SIVEXTRO: Strategic Objectives
Key Goal: Re-establish the Prescriber Base

Re-engage Target SIVEXTRO Prescribers
Focus effort on experienced SIVEXTRO prescribers

Increase Penetration for Appropriate Patients
Emphasize appropriate patient types
Potential for increased Rx’s in the warmer months when skin infections are more prevalent

Overcome Barriers to Adoption
Utilizing SIVEXTRO access and fulfillment
resources including formulary coverage, samples, coupons and copay assistance cards
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SIVEXTRO: Opportunity for Significant Rx Growth given Product Profile
Key Market Research Findings
•

Positive view of SIVEXTRO based on the product profile:
- Appropriate early TX for suspected MRSA infections
- Once daily dosing and short course of therapy supports Physicians’ perception of compliance and ease of use
- Fewer drug interactions [i.e., SSRI class] compared to generic alternatives influences physician prescribing

•

Substantial opportunity for SIVEXTRO in the treatment of ABSSSI:
- Emphasis on experienced prescribers
- Drive call frequency to keep SIVEXTRO ‘top of mind’
- Remove access barriers
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SIVEXTRO Commercial Execution
Leverage Key Attributes and Historical Promotional Sensitivity
Key Brand Messages

Start with the adult and adolescent patient
✓ Establish the profile of appropriate patient with ABSSSI
✓ Reinforce as a treatment option for a broad spectrum of ABSSSI patients

Key Tactics
Regain experienced prescribers of the product

✓

Increase call frequency

✓

Increase face to face visits (currently
64%*)

Focused messaging
✓ Demonstrated efficacy
✓ Provides coverage against key Gram-positive pathogens, including MRSA
✓ Once daily, 6-day short course of treatment

Reinforce broad patient access
✓ Extensive commercial insurance coverage
✓ >269 million or 91% of all insured lives have coverage for SIVEXTRO

✓

Hand carry samples to regain prescribing
commitment

✓

Relaunch Patient Assistance Tools and
Copay programs

*IQVIA: Covid-19 Market impact report; w/e March 26, 2021
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SIVEXTRO: Nabriva Began Direct Distribution on April 12th
Recording 100% of Net Sales Under Product Sales

Promotion efforts began in late Q3 2020

Q2 2021

April 12th – Distribution of Nabriva branded SIVEXTRO and
100% of net sales recorded by Nabriva

2022

Nabriva anticipates seeing the return of historical
peak sales trends for SIVEXTRO by mid-2022

Product purchased by 3 largest wholesalers
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XENLETA and SIVEXTRO COMMERCIAL OPPORTUNITY

Commercial Update - XENLETA
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Resistance is on the Rise in the Community
- Macrolide Resistance in Respiratory Isolates ≥25% in all Regions of the U.S.
- The CDC has Deemed Drug-Resistant S. pneumoniae a Serious Public Health Threat1
Distribution of azithromycin, penicillin, and tetracycline resistance for S. pneumoniae across the US3

ATS=American Thoracic Society; IDSA=Infectious
Diseases Society of America.

REFERENCES:
1. Centers for Disease Control and Prevention. Antibiotic resistance threats in the United States. 2019. https://www.cdc.gov/drugresistance/pdf/threats-report/2019-ar-threats-report-508.pdf.
Accessed Jan 6, 2020. 2. Data on File. 3. Metlay JP, Waterer GW, Long AC, et al. Diagnosis and treatment of adults with community-acquired pneumonia. An official practice guideline of the
American Thoracic Society and Infectious Diseases Society of America. Am J Respir Crit Care Med. 2019;200(7):e45-e67.
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XENLETA: Community Promotional Opportunity
Strong Focus on Patients for Whom Older Antibiotics may not be the Optimal Choice
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The Unmet Need for CABP is Centered Around the At-Risk Patient
Complicated Patients are in Need of an Alternative Treatment
Outpatient CABP cases are
estimated to cost $9.3 billion
annually and the largest
driver of costs for outpatient
care is subsequent hospital
admission

S. pneumo – the most
common cause of CABP in
adults – is becoming
increasingly resistant to
macrolides, tetracyclines,
and penicillins

Common comorbidities
(including Diabetes,
COPD, etc.) put patients
at higher risk of negatives
outcomes due to CABP

Older treatments for CABP
come with newer safety
concerns, including several
black box warnings and safety
concerns with
fluoroquinolones
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XENLETA Value Proposition
Appropriate for a Wide Variety of Treatment Settings

Efficacy as Empiric Monotherapy

Complete Spectrum of Coverage
of Common CABP Pathogens

New Mechanism of Action

Generally Well Tolerated Profile

Short Course of Therapy

Demonstrated efficacy, comparable to moxifloxacin, with early clinical response
in patients at higher risk for negative outcomes (e.g. diabetes, COPD/asthma)

Microbiologic activity against specific Gram-positive, Gram-negative and
atypical bacteria that cause lower respiratory tract infections

Novel MOA results in a low propensity for resistance and a low probability of
cross resistance against other classes of antibiotics commonly used to treat CABP

Low rates of discontinuations due to adverse events; no loading dose and no
dose adjustment needed for patients with renal impairment

5 days of empiric monotherapy treatment for CABP; achieves therapeutic
concentrations in the lungs after the first dose
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XENLETA and SIVEXTRO COMMERCIAL OPPORTUNITY

Financial Review
Dan Dolan, Chief Financial Officer
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Q1 21 Financial Highlights
• Recognized $2.0MM of collaboration revenue from SIVEXTRO and milestones associated
with our partner in China
Q3 2020

Q4 2020

Q1 2021

Q2 2021

• Cash & short-term investments of approximately $55.0MM, provides cash runway into
Q4 21

Q2 2021

• Initial SIVEXTRO supply purchased in Q1 21; Nabriva NDC started shipping on April 12th

• Continued focus on capital allocation to drive growth & leverage existing infrastructure
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Income Statement: Q1 21 versus Q1 20
Three Months Ended,
March 31,
2020
2021

(in thousands)
Revenues
Collaboration revenue
Product revenue, net
Research premium and grant income
Q3 2020
Q4
Operating
expenses
Cost of revenue – product sales
Research and development
Selling, General and administrative
Total operating expenses
Loss from operations
Other income (expense)
Other income (expense), net
Interest income
Interest expense
Loss on Extinguishment of Debt
Income (loss) before income taxes
Income tax (expense) benefit
Net income (loss)

$

2020

145
156
488

$

2,002
130
397

Change
3 months

$

1,857
(26)
(91)

Q1 2021
(8)
(4,944)
(16,025)
(20,977)
(20,188)

(62)
(3,868)
(12,047)
(15,977)
(13,448)

(54)
1,076
3,978
5,000
Q2
6,740

798
64
(1,024)
(2,757)
(23,107)
(152)
(23,259)

(122)
1
(222)
0
(13,791)
(190)
(13,981)

(920)
(63)
802
2,757
9,316
(38)
9,278

2021
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Q1 21 Balance Sheet

As of
December 31, 2020
(in thousands)
Current assets
Cash and cash equivalents
Restricted cash
Short-term investments
Accounts receivable
Inventory
Prepaid expenses

$

Non-current assets
Property, plant and equip.
Intangible assets, net
Other non-current assets

Total assets

41,359
231
16
3,909
5,823
5,880
57,218

As of
March 31, 2021

$

768
80
370
1,218
$

58,436

54,788
230
16
4,206
8,974
10,225
78,439

521
65
383
969
$

79,408

Current liabilities
Accounts payable
Accrued expenses and other cur. liab.
Current portion of long-term debt
Deferred revenue
Non-current liabilities
Long-term debt
Other non-current liabilities
Total liabilities

Stockholders' Equity
Common stock
Additional paid in capital
Accumulated other comp, income (loss)
Accumulated deficit
Total equity
Total liabilities and stockholders' equity

As of
December 31, 2020

As of
March 31, 2021

$

$

$

2,889
12,844
2,041
750

3,636
11,292
2,621
750

5,686
1,091
25,301

5,177
941
24,417

211
579,123
27
(546,226)
33,135
58,436

354
614,817
27
(560,207)
54,991
79,408

$
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Nabriva Branded SIVEXTRO Creates Positive Impact to the P&L
Increase in Gross Profit & Improved Operating Leverage
Promotion Commencement

Distribution Commencement

(Q3 20 through April 12, 2021)

(Beginning on April 12, 2021)

Product Sales
% of Merck’s gross sales recorded as Collaboration Revenue

100% of Net Sales recorded

COGS
Not reflected on Nabriva P&L

Recording Related Cost of Product Sales

Gross Profit
See above – % of sales booked under Collaboration Revenue

Higher gross profit

Operating Expense
Investments to re-engage promotional efforts

Maintain similar level of promotional investments

Overall Economic Impact Upon Distribution
✓Full impact of Net Sales
✓Higher gross profit
✓Improved operating leverage
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Closing Remarks and Q&A
Ted Schroeder, Chief Executive Officer
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2021 Key Objectives
Remain Nimble and Optimize Resources in Light of Ever Changing COVID Environment

Strengthen awareness and prescription growth for XENLETA and SIVEXTRO in the community
Completed transition of SIVEXTRO as a Nabriva branded product, realizing 100% of net sales

Advance XENLETA development program in Cystic Fibrosis patients
Progress discussions with potential European and other territory partners for XENLETA
Resubmit CONTEPO NDA upon confirmation FDA can complete inspection of foreign
manufacturing facilities during the 6-month NDA review cycle
Focused operating expense investments to drive growth & leverage existing infrastructure

* CONTEPO is an investigational drug candidate and has not received regulatory approval for any indication. Information provided in this slide is based on research and development performed to date.
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