Excelsior Healthcare Group



Characteristics of Selected Chronic Disease
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Growth Pattern

...while its growth path has been carefully charted u

“Excelsior 's Smiling Curve

Selected Competitive Arenas for Excelsior Group

pon selected sectors

T “Volume Business” “Value Business”
%, - Chronic Disease - - Elective Surgery -
* Medical Skincare
2 * Dentistry
= * Dialysis * Anti-aging Transplant
8 . * Preventive
= Medicine
a E Long Term Care
23
T=| . | ogktics Rehabilitation
8
* Obstetrics and
> Gynecology
(@
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Repetitive Patronization Pattern Ad-hoc

Characteristics of Elective Disease

» Relative lower profit « Repeat use » Higher profit margin « Shorter lifecycle
margin * High loyalty to « Lower patient volumes High brand value

* Vast patient volume  Institute « High revenue growth « Relative lower entry

+ Stable patient sources High brand value » High Loyalty to barrier

Practitioner and
In<ctitiita



Our Core Competency- Partnership
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Pathway to Firm Partnership

Supply and Operating Competitive
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Excelsior Group-level Presentation Strategic Intents for the Future

In order to expedite Excelsior's move toward its vi sion, Merger and
Acquisition/strategic alliance would be more desira

ble to drive the growth
/ \ \ Practice / / \
/ \ . Knowledge

i ' / \
| Relatlonshlp, /Fragmented |
~ ’ Client
| Potentially | Base
“ Competitive ~
“ Entrz'ints Patients, Clinics, ‘

| I Regulation |
. Small- to

\\ Medium-sized |
Practice " |\ Hospitals) /
Practitioners Channel pitals)

\ / | Knowledge \ / |
M&A/Alliance Target Could be ...

» A team, a group, or a company that holds some critical assets (e.g. exclusive rights by
vendors, channel ownership, customer base, etc.) creating ...

Financial
Capabilities

all.

Professional
Management
1 :

|
(e.g. Consumer |

Health -care

* ... resides in the desirable sectors identified by Excelsior and fits well into its portfolio...
* ... may enjoys certain competitive edge (including time lag) over peers...

« ...but may be lack of other complimentary assets or capabilities (e.g. financial
resources, business management team, go-to-market, etc.) to succeed in the sector
IEEEE



Growth Pattern

The industry, though attractive and yet difficult t

with high entry barrier, financially stable but att ractive to market leaders

Practice Knowledge - highly specific and professional
trainings in each stream such as medical practices, medical
equipments, nursing, biotechnologies, pharmaceuticals, etc.

Tens of imposed the first screen hurdle for interested parties
Thousands : : . " :
of MDs Relationship - Highly closed sub-communities with
sophisticated network by schools, practices,
Mega subjects, etc. intensifying the entry difficulty into
Investors each clusters as well as mobility barriers among

lusters

»  Internationa

(% | Vendors

g

ol :

= Domestic

= Vendors

[

g

no_ Powerful
Interest
Groups Management Know-how

— Such as business and
Regulation —Most  strategic planning,

Others practices and finance and accounting,

marketing and business
development, etc. without
possessing them, many
incumbents suffered
severely in their cash-rich
business.

many healthcare
operations are
highly regulated.
E.g., the pharmacy
operation, hospital
property / asset
ownership, etc.

Channel - Capabilities to
access to vendors as well
as to access to other
market players essential to
integrate upstream and

_ downstream
BB  source: 140 Aug, 2002ETToday News, 1ST Aug, 2000, 7t Feb, 2001 UDN News, Company Data
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=5

o enter and thrive, IS characterized

Commissioned with
certain groups

*e.g. NTUH, Taipei
Veterans General
Hospital, etc.

Survive-and-live-
wells

*e.g. Chang Gung
Hospital, Taiwan
Adventist Hospital

...and very
fragmented
industry value
chain and
numerous
independent
incumbents



Excelsior Group-level Presentation Growth Pattern

Excelsior has accumulated and secured strong compet itive advantage
alone its pattern of growth...

Excelsior ‘s Growth Path Competitive Advantages

Euture

INew BUS « Know-how to secure domain
experts - Secured domain experts
and know-how on securing these
domain experts (e.g. MDs)

Patient Base,

Medical Beauty,
=T
Finance, Brand, Mana * Management Capabilities-
Business professionals with healthcare
industry expertise are rarely to find in

Taiwan.

RTS Excelsior
~de
Channel, Relatio

Enfield « Secondary Offering * Economies of Scale and Scope

1D * JV with Baxter +CB over competitors
« Enfield IPO ‘ M&A >
Stage A Stage B Stage C Stage D » Market Sensitivity - Secured vendor

) '|(1978;1988|) |: (1989~ﬁ9?17) . '|(2005~2b?07) _ (2007-) relationship and channel / channel

« Built up channel to = Focus on high profit « Built up stable patient E
healthcare industry  sector to generate base for hospitals management ownershlp

- Established strong ~ stable cashinflow . Created new star
rela'tionship With' . Createq brand business for revenue ° Experlence Repllcatlon_ Exce”ence
equipment suppliers  value via standard generation . ] )

« Expanded procedure and on replicating previous successful
relationships to uniform quality experiences to new territories.
doctors « Established

'I'I management know-
g how
T EE
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- Source:Industry professionals; Dept. of Healthcare Management, Chang Gung University
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Excelsior Group-level Presentation

Industry Innovations

Technglogy
Innovation

AN

Busgy%ﬁg
Inno ation

?ﬁyvme

Innooéﬂqp

Notes: *Accumulated number for the whole Taiwan market potential

New: technoelogies induce potentialldemands

* E.g. LASIK — Ophthalmology laser for
nearsightedness treatment

Technology introduced into Taiwan — 1995
Equipment market — NTD 2.0+ BN*
Potential market size — NTD 24.0 BN*

» E.g. Medical Beauty Care, etc

New services to the un -matched demand

* Premium quality eldercare/ residential center —
the eldercare centers that focus on high-end
segment

Service launched — 1996

Fees — Deposit (7.5 MN~11.5 MN+), monthly
fee (25k~38k+), meals (5~7k)

Hospltal Vlanagement O 0

New business process that lowers cost

* E.g. Online B2B market place — Internet based
transaction platform for group purchasing

Platform launched — 2000
Purchase amount — NTD 3.0 BN each year
Cost saving — 20% of purchasing cost

» E.g. Physical Examination Clinics, etc




Strategic Operation Model
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Hemodialysis Center
Ophthalmic/ Dental Clinic
Medical Aesthetic Clinic

Long-term Care/ Rehabilitation

Hemodialysis
Home Appliance
Medical Aesthetic

Medical Consumables

Product Planning

Information Analysis

Market Management

Creative Development

Sales Facilitation

Medical Information System
Professional Maintenance

Pharmaceutical Marketing & Logistic

Warehouse Management

12



Dedication e Discipline e Innovation e Proactive

“Dedication, Discipline, Innovation, Proactive” are the core values of Excelsior Group.
“Human Care” is the basis of medical service.
Therefore, “Dedication” to our service target is what matters the most.
We focus on public healthcare, using innovative management model,
providing the most suitable product and service to the market.
And achieve our vision of becoming

the most professional total healthcare solution provider among Asia.

‘ gDedication
c g Discipline
c g Innovation
Proactive

13
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&ARICH Enterprise Co., Ltd.
&Bestsmile Co., Ltd.

&RTS Excelsior Inc.
&E-Young Tech Co., Ltd.

\&Bestchain Healthtaiwan Co., Ltd.

&Animation Medical Technologies Ltd.
&Visionfront Corporation Co., Ltd.

& Sunrise Health Care Company

&Dynamic Medical Technologies Inc.

~

/

&Hong Kong Pacific Bo Ai Investment Ltd.

& Excelsior Healthcare (ShangHai) Corporation

& Great China Technology Development Ltd.
& EG Healthcare, Inc.
& Excelsior Renal Service Co., Ltd.

& Asia Best Healthcare Co., Ltd.

14



&Hemodialysis Equipments
&Home Appliances

&Medical Aesthetic Equipments
&Ventilator Equipments

& Ophthalmic Equipments

& Medical Consumables

15



Diversified medical equipment and consumable distribution channels
covering hospitals, clinics, and aesthetic centers.

Medical home appliances distribution channels among nationwide wholesale
and department stores, with establishment of own brand products.

Retail points in north, middle, and south Taiwan to face our end consumers
at the front line.

Professional pharmaceutical marketing and logistic team.

Development team in medical information system to continually improve our
guality of service.

Established the mechanism of unite procurement across hospitals and
clinics to conduct integration of medical services.
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- Aesthetic
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& Tony Medical founded to commence & Sales contract with Tyco & & Official listed on the

the hemodialysis industry. & Enfield medical IPO. Surgical. Taiwan Stock Exchange
1980 1989 1998 2001 2003 2004 2007
o —m 00— —— 0 —————————
&Tony Medical renamed as &Public listed on the Taiwan &Investing in Dynamic Medical
Enfield Medical. OTC Stock Exchange. Technologies, entering medical

aesthetic industry

&Incorporating cosmetheuticals into
Dynamic Medical Technologies.

2009 2009

s

& Enfield Medical renamed as
Excelsior Medical Co., Ltd.



&Hospital Operation

&Rehabilitation and Long-Term
Care Centers

&Medical Aesthetic Clinics

&Hemodialysis Centers

&Hospital Management Consulting

Services

19



Operates district hospitals, rehabilitation and long-term care centers, and
chain-stores of ophthalmology and Dentistry.

Top technical and services team in medical aesthetic field.

Complete service line in hemodialysis covering Taiwan and China.

Integrated service in rehabilitation and long-term care.

Provide hospital management and operating consulting services based on
expertise experience in medical industry.

20



Medical Aesthetic

Long -Term Care

Dentistry

+ Rehabilitation

21



& Zen-Shyang Hospital established & Jiate Excelsior, joint venture with Baxter Internat ional &Investing in Bestsmile Corp.
hospital management. enhancing the hemodialysis business. for dentistry.

1993 1997 1998 2003 2007

e 00—

& Established long-term care service. & Sunrise Health Care established focusing
on rehabilitation services.
&Investing in Visionfront Corp. for Ophthalmology.
&Investing in Excelsior Healthcare.
&EG Healthcare founded in Philippines,

& Establishing Asia Best Healthcare allied
with Lung Yen Life Service for the long-term
care market in China.

2008 2009

o —

& Pao-Ai Holding Corp. founded &Investing in Perfection Healthcare.
establishing Pao-Ai ophthalmology
clinic in China.



&Medical Consumables Logistics
and Warehousing

&Medical Equipment Maintenances

&Medical Information System

&Medical Engineering Consulting

Services

23



Implement ERP and WMS online systems to reduce 20% ~ 40% operating
cost efficiently.

Strategic alliance in China to expand international logistics business.

Provide high efficiency, low costing logistics and warehousing services.

Strong medical engineering maintenance team.

Continuously development in medical information system to establish high
guality of service.

Established unite procurement system.

24



& Establishing the island-wide high
performance pharmaceutical &Investing in E-Young Corp. for
warehouse and distribution. equipment maintenance.

1999 2000 2001 2008

e r———

&Bestchain Healthtaiwan founded & Strategic alliance with Arich Pharma Group
providing healthcare e-commerce solution. in pharmaceutical logistics.
&Excelsior Medical partnership with
Beijing Sinopharm Logistics/

Medical Logistics Information Platform Medical Engineering
and Warehousing Platform

25
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Talwan Market
and
Strategy
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DRGs

Cost
control

LTC
Insurance

s/
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Other Drivers for Growth

>>0ZChVuo it7i..°1

,H ":Fi-aCh1 3 "1 é
i Am ” ",aU..D+6zl
Pb"EU...]” ESHtPb—E.Ch1

e« "¢ {Y,A 3o F?

A” A Sc’)a 3i =p ”
e,™(... 104 " 620 ... ...
D” ,-aty "eaf»}ozC
h..” 1D+ , OéHUIo
7U0..D+"*+; U..=p1

Bdvuf!dbsfMpoh!Ufsn!Dbsf2-

] i@~

32



B MR IR (R

2020
2019
2018
2017
2016
2015
2014
2013
2012
2011

2010

0 20,000 40,000 60,000
IR R U

80,000

Shortage of LTC beds and

] i@n1”

Service Quality

cab E1Gs Z "}13125€£
AEiTGwh 71-111i"D¢i
¢ 36-11110 0,+ 727
Il ARCETRYI 291U
"ekld 10U31L"

-)qt/ E,+1G-'l

+1#a x

33



Asia Best Health Care, cap 30 Million USD
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B
Hospital

B 5
Nursing
Home

Target at 3000 Beds
In 5 years from 825 now
Was 400 beds 2009

EEE
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540

_ $922,907 $1,967,706 $3,036,803 $4,176,151 $4,719,065
cal—«!
194,090 418,658 645,461 893,469 992,762
469,786 947,737 1,434,846 1,953,251 2,187,177
0% -
175,099 416,355 613,213 812,916 929,869
0 N p——
17,452 55,835 89,605 121,631 137,101
— -
856,427 1,838,586 2,783,125 3,781,266 4,246,910
U X¢
65,780 129,120 253,678 394,884 472,155
SR
» 7,281 18,914 30,160 42,867 46,789
73,061 148,034 283,838 437,752 518,945
= D ° 0p = &
" SO L =l 12,420 25,166 48,252 74,418 88,221
CR 60,640 122,868 235,586 363,334 430,724
¢HTXR®° ¢H
0.61 0.61 1.18 1.82 2.15

Zz 10ea) =
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China Market
and
Strategy
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Potential Players

Entry Barriers

Practice Knowledge - Product Selections, Product

Registration,
Health insurance product lists, Province level bidding, County

level bidding

Thousands
of Products Relationship — Seminars, Banquets,
Connections(classmates, neighbors, comrade(tony-
Mega zhl), _
Investors Medical society, research supports......... ) Payment with
long ARs
Internationa
| Vendor : f
endors Profit unvisible
Domestic
Vendors Market :
Uncertainty
Powerful
Interest
Groups Frequent Turnover
Limitation on number of
Service Quality licenses
Others Product quality

Endless Training

Channel- Logistic,
maintenance services,
after services,

42
Source: 14t Aug, 2002ETToday News, 1ST Aug, 2000, 7t Feb, 2001 UDN News, Company Data



Our solution:

* Enlarge the target, the trap, high demand with “Light metal”
iInput
—Eye, ENT
—Dialysis
—Medical cosmetic
—Dentistry (veneer)
—Long term care

o Staple the roller skates
—JV with State owned company SinoPharm 1099.hk(right cap)
—Take advantage of largest medical logistic channels
—Better connections and penatration than Excelsior



Positioning

e Operation Positioning S
e Consulting Service
e Equipment Leasing
e Training
 Trading
« EXxpansion strategy
— Acquisition
- JV

 Target S
e Second tier hospitals



Excelsior China Development Strategy

(1. Operating and management know-how in medic
. 0 industry.
Sinopharm W °1% JV Company | _ o . _
: : 2. Wide distribution channels experiences covering
(ShangHai) J (ShangHai) _ .
+ hospitals and clinics.
49% \ 3. Equipment and consumables agency.
( Excelsior and Sinopharm had conduct a strategy alliance
d to establish a service providing platform in China’s medical
industry, with the combination of operating know-how and
] _ nation-wide distributing channels.
Excelsior HK ¢ === === ==—==—=— ]
|
I
|
: |
ABH . . : Perfection
Bo-Ai Visionfront Bestsmile
Lor::%-rtgrm E.N.T Ophthalmology Dentistry Higgﬁgﬁ(ﬁe I
Excelsior TW Partners

1. Taiwan successful experience roll-out.

2. Expend channels as service provider.
— Hemodialysis 3. Acquire related product agency.

Medical Aesthetic 4. Resource integration to IPO.
— Ophthalmology

— Dentistry _ _
—— Long-Term Care Strengthen synergy with strategic partners through CB and

— capital gain to establish cooperate foundation in great China.

45



Impacts on Excelsior

* More product distribution opportunities
— 3D Matrix, hemostat products with share investment
— Dental and cosmetic products in negotiation

* More solid principle relationships
— Extend from TW to Greater China markets

 More market potentials
Risks

* Organic growth cash flows cannot support rapid
Investment activities

« Speed of injections of management talents for growth
« Execution and profit realization of SinoPharm JV
« Distraction from opportunities

46



Balance SheetS (In Thousands of NTD)
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The balance sheets are audited.
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I n CO m e State m e ntS (In Thousands of NTD,Except EPS)

| Year Statements of Income for the lastest five years

o 2005 2006 2007 2008 2009 2010Q2
Description (Audited) | (Audited) | (Audited) | (Audited) | (Audited) | (Audited)
Net sales 21238338 2155985 2282790 2.600335 R862, 1.450.347
Gross profit 4685083 510872  5209p6 569514 569942 6594,
Income from 102,752 14430% 1471742 169068 131,881  108)264
operatlons
Non-operating INCOMe| 31 sc1l 278356 1,208,080 219804 224641 116|195
and gains
Non-operating 64,399 33,708 26,883 46,624 7.311 42,629
expenses and losses
t';‘fome before income -0 004l 388955 1328319 342248 349181 181|830
Extraordinary gains a a a a 32,329 a
Net income 241741 388,014 1210200 234106 311|950 3554
Earnings per share 3.21 4.36 12.56 2.92 3.6|O 1.e|s4
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