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Executive Summary

This analysis evaluates Pfizer's drug portfolio for suitability with Ada Patient Finder, focusing
on drugs with significant undiagnosed patient populations, high diagnostic delay, and

symptom-based identification potential.

Tier 1 Drugs:1 Tier 2 Drugs: 2 Tier 2-3 Drugs: 1 Rejected Drugs: 11

Total Global Opportunity (5% capture): $489.15M /year

Executive Summary: Drug Rankings
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TIER 1: PURSUE AGGRESSIVELY

Vyndaqgel/Vyndamax (tafamidis) - ATTR-CM

Pitch Hook: 3,000+ undiagnosed ATTR-CM patients in the US alone are living with
misdiagnosed heart failure while Vyndagel sits empty - Ada's symptom assessment can
identify the 'cardiac amyloidosis red flags' and route them to PYP scans, capturing

$20M+ in annual Patient Finder fees from your fastest-growing $5.4B blockbuster.

Market Numbers

Transthyretin-mediated amyloidosis
cardiomyopathy (ATTR-CM)

Indication

Addressable Undiagnosed

1,163 patients
(USA) ok

Addressable Undiagnosed

818 patients
(DACH)

Addressable Undiagnosed

2,500 patients
(ROW) 00 P

Total Global Addressable 4,481 patients

Revenue per Patient (USA) $170,000/year

Patient Finder Fee (USA) $17,000 per patient
Annual Revenue (2024) $5.45 billion (+65% YoY)
Peak Revenue Forecast $17-19 billion by 2031-2032

Patent Expiry (US) 2035 (Vyndamax)



Patient Finder Opportunity

Capture Rate Patients Found Ada Revenue/Year
1% 45 patients $608,100

5% 224 patients $3.04 million

10% 448 patients $6.08 million

Clinical & Diagnostic Profile

e Diagnostic Delay: 2.6-6.1 years from symptom onset
e Misdiagnosis Rate: 34-57% initially misdiagnosed as heart failure
¢ Key Symptoms: Heart failure (dyspnea, fatigue, edema) + carpal tunnel + age >60

e Ada Surface Ability: 9/10 - Excellent symptom-based identification via red flag

patterns

e Navigation Pathway: Ada assessment — Cardiology referral — PYP scan —

Diagnosis — Vyndagqel
Commercial Signals

e Company Motivation: 10/10 - Strategic priority (30%+ of Pfizer revenue)

Active Patient Finding: IRA Part D redesign led to 86% increase in claims

Competition: Facing pressure from Alnylam's Amvuttra and BridgeBio's Attruby

Long Patent Runway: Vyndamax protected to 2035

Overall Fit Score: 10/10

TIER 2: PURSUE




Nurtec ODT (rimegepant) - Migraine

Pitch Hook: 40 million Americans with migraine have never seen a doctor for it,
leaving $95 billion in Nurtec revenue on the table - Ada's ICHD-3 criteria-based
assessment can identify these undiagnosed migraineurs at scale and route them to
prescription gepants, unlocking $95M-$476M in annual Patient Finder fees from

Pfizer's fastest-growing neurology franchise.

Market Numbers
Indication Migraine (acute treatment and preventive)
Addressable Undiagnosed (USA) 2.19 million patients

Addressable Undiagnosed (DACH) 670,000 patients

Addressable Undiagnosed (ROW) 5 million patients

Total Global Addressable 7.86 million patients

Revenue per Patient (USA) $17,000/year (blended acute + preventive)
Patient Finder Fee (USA) $1,700 per patient

Annual Revenue (2022) $721.3 million (pre-Pfizer acquisition)
Peak Revenue Forecast $2 billion by 2029

Patent Expiry (US) 2030

Patient Finder Opportunity

Capture Rate Patients Found Ada Revenue/Year

1% 78,600 patients $95.4 million



5% 393,000 patients $476 million

10% 786,000 patients $952 million

Clinical & Diagnostic Profile

¢ Undiagnosed Rate: 40-50% of ~50 million US migraineurs never diagnosed
* Key Symptoms: Headache (4-72 hours), unilateral /pulsating, nausea, light/sound
sensitivity

e Ada Surface Ability: 8/10 - Perfect symptom-based identification via ICHD-3

criteria

e Navigation Pathway: Ada assessment — Apply ICHD-3 criteria — Neurology/PCP
referral — Nurtec prescription

Commercial Signals

e Company Motivation: 9/10 - $11.6B Biohaven acquisition demonstrates

commitment
e Active Patient Finding: Heavy DTC advertising, savings programs up to $7K/year
* Dual Indication: Acute + preventive = broader patient capture vs. competitors

¢ Market Growth: Migraine market growing 10.9% CAGR

Overall Fit Score: 9/10

Note: This is the LARGEST ABSOLUTE REVENUE OPPORTUNITY in Pfizer's portfolio due
to massive underdiagnosis (7.86M globally).

HYMPAVZI (marstacimab) - Hemophilia A/B

Pitch Hook: Nearly 10,000 Americans with mild hemophilia don't know they have it

until they bleed excessively during surgery - Ada can screen pre-procedure patients and




capture family bleeding patterns to route to factor level testing, unlocking $80M+ in

Patient Finder fees from HYMPAVZI's undiagnosed prophylaxis market.

Market Numbers

Indication Hemophilia A/B (without inhibitors, age 12+)
Addressable Undiagnosed (USA) 4,000 patients

Addressable Undiagnosed

00 patients
(DACH) 200p

Addressable Undiagnosed )
4,000 patients

(ROW)

Total Global Addressable 8,500 patients

Revenue per Patient (USA) $200,000/year (estimated)
Patient Finder Fee (USA) $20,000 per patient

PDUFA Q2 2026 (without inhibitors

indication)

Launch Status

Market Size Hemophilia market: $21.24B by 2032

Patient Finder Opportunity

Capture Rate Patients Found Ada Revenue/Year
1% 85 patients $1.35 million
5% 425 patients $6.75 million
10% 850 patients $13.5 million

Clinical & Diagnostic Profile

e Undiagnosed Population: ~9,916 total (primarily mild/moderate cases)



* Key Symptoms: Excessive bleeding after injuries, surgery, dental work; family
history (X-linked)
e Ada Surface Ability: 6/10 - Moderate (episodic symptoms, best for pre-procedure

screening)

e Navigation Pathway: Ada captures bleeding history — Hematology referral —
Factor level testing — HYMPAVZI

Commercial Signals

* Company Motivation: 8/10 - 2026 pipeline priority, expanding indications

Differentiation: Only anti-TFPI for both hemophilia A and B

Pre-Launch: Revenue unproven, but growing market ($21.24B by 2032)

Best Use Case: Pre-procedure screening before elective surgeries

Overall Fit Score: 7/10

TIER 2-3: OPPORTUNISTIC

LITFULO (ritlecitinib) - Severe Alopecia Areata

Pitch Hook: 90,000 people globally with severe alopecia areata either don't know
JAK inhibitors exist or haven't accessed treatment - Ada can route them to dermatology
and LITFULO copay programs, but this is a treatment navigation play, not a diagnostic

gap, with $67M Patient Finder fee potential at modest $10K revenue per patient.

Market Numbers

Indication Severe alopecia areata (SALT >50, age 12+)

Addressable Undiagnosed (USA) 13,400 patients



Addressable Undiagnosed (DACH) 1,500 patients

Addressable Undiagnosed (ROW) 75,000 patients

Total Global Addressable 89,900 patients

Revenue per Patient (USA) $10,000/year

Patient Finder Fee (USA) $1,000 per patient

Launch Date June 2023 (early post-launch)
Market Size Alopecia areata market: $379M (2023)

Patient Finder Opportunity

Capture Rate Patients Found Ada Revenue/Year
1% 899 patients $671,000

5% 4,495 patients $3.36 million

10% 8,990 patients $6.71 million

Clinical & Diagnostic Profile

Challenge: Alopecia areata is VISIBLE - not a diagnostic gap

Value Proposition: Treatment navigation rather than diagnosis

Ada Surface Ability: 4/10 - Low (patients already know they have hair loss)

Best Use Case: Treatment-naive patients who haven't sought care due to stigma
Commercial Signals

e Company Motivation: 6/10 - Recently launched, but small market size

Differentiation: Only JAK inhibitor for age 12+

Low Priority: Small market ($379M) and low revenue per patient ($10K)

Monitor: Indication expansion to vitiligo, IBD could increase opportunity



Overall Fit Score: 5/10

REJECTED DRUGS (TIER NO)

Drug Indication Rejection Reason
Multiple . . .

ELREXFIO Small eligible population (~74 patients annually),
myeloma (late- . . . .

(elranatamab) line) not a diagnostic gap, heavily pretreated patients
ine

Visible skin condition, diagnosed early (childhood),

Cibinqo : . . : .
. Atopic dermatitis  no diagnostic delay, treatment navigation not
(abrocitinib) ) )
diagnosis gap
Genetic testing gap (not s tom-based), Ada
Talzenna BRCA+ breast ) . 8.8ap ( ymp )
. cannot identify BRCA mutations through
(talazoparib) cancer
symptoms, small market (5-10% of breast cancers)
Lorbrena Molecular testing gap (requires FISH/NGS), not
L ALK+ NSCLC
(lorlatinib) symptom-based, small market (3-5% of NSCLC)
Mass market (70% of breast cancers), well-
Ibrance HR+/HER2- o
o screened, declining revenue (-8.4% YoY), patent
(palbociclib) breast cancer . )
expiry approaching
S Well-screened condition (PSA), 70% diagnosed at
andi
] Prostate cancer localized stage, partnership drug (Astellas), no
(enzalutamide) . .
diagnostic gap
) o Chronic myeloid Lab-based diagnosis (blood tests, BCR-ABL), not
Bosulif (bosutinib) ) . .
leukemia symptom-identifiable, small revenue ($575M)
Xeljanz Patent cliff (Aug 2028), black box warnings,
RA, UC, PsA

(tofacitinib) declining revenue, visible conditions



Indication Rejection Reason

Molecular testing gap (BRAF V600E requires
Braftovi/Mektovi BRAF+ cancers IHC/NGS), not symptom-based, small subset (10%
of CRC)

Lower priority than Nurtec ODT (same indication),

Zavzpret
P Migraine (acute) newer launch, acute-only vs. Nurtec's dual
(zavegepant) e
indication
. WITHDRAWN from all markets (Sept 25, 2024)
Sickle cell . :

Oxbryta (voxelotor) di due to safety concerns (vaso-occlusive crises,

isease

deaths)

Key Insights & Recommendations

Highest Priority: Vyndaqgel/Vyndamax (ATTR-CM)

Why pursue aggressively:

e Perfect diagnostic gap: 2.6-6.1 years delay, 34-57% misdiagnosed as heart failure

e High undiagnosed burden: ~4,500 globally (conservative), potentially 40,000-50,000

if HF cohort screening included
e Massive revenue per patient: $170K net/year in US
e $5.45B blockbuster with 65% YoY growth, peak forecasts $17-19B
e Strong strategic priority: 30%+ of Pfizer revenue
e Long patent runway: Vyndamax protected to 2035

e Ada can surface this: Heart failure + carpal tunnel + age >60 = high suspicion for
ATTR-CM

e (Clear navigation: Ada — Cardiology — PYP scan — Diagnosis — Vyndaqel



Single biggest strategic fit in Pfizer portfolio for Patient Finder.

Largest Absolute Opportunity: Nurtec ODT
(Migraine)

Why pursue:

e MASSIVE undiagnosed population: 40-50% of ~50M migraineurs = 20-25M in US

alone

e Perfect symptom-based identification: ICHD-3 criteria are clinical, Ada can apply
directly

e High company investment: $11.6B Biohaven acquisition demonstrates commitment
e Peak revenue $2B for Nurtec, migraine market growing 10.9% CAGR
e Dual indication: Acute + preventive = broad patient capture

e DTC marketing shows patient-finding focus
Challenges:

e Lower revenue per patient: $17K vs. $170K for Vyndaqel
e High generic competition: Triptans dominate acute market

e Patent expiry 2030 creates time pressure

BUT: The sheer scale ($476M Ada revenue at 5% capture) makes this highly

attractive. Biggest absolute revenue opportunity in Pfizer portfolio.

Immediate Action Items

1. Vyndagel/Vyndamax:



o Initiate partnership discussions with Pfizer ATTR-CM team

o Develop Ada assessment module for ATTR-CM "red flags" (HF + carpal tunnel +
age >60)

o Pilot in high-volume cardiology or heart failure clinics
o Target: 1-5% capture rate = $600K-$3M annual revenue from US alone

2. Nurtec ODT:

o Develop migraine assessment module using ICHD-3 criteria

o Partner with neurology or headache specialists

o Target DTC-exposed patients (Pfizer's heavy Nurtec marketing)
o Leverage Pfizer's savings programs for patient navigation

o Target: 1-5% capture rate = $37M-$186M annual revenue from US alone
3. HYMPAVZI:

o Monitor FDA approval (Q2 2026 PDUFA)
o Develop pre-procedure screening module for hemophilia
o Partner with hemophilia treatment centers or surgical pre-op clinics

o Target: 1-5% capture rate = $1.35M-$6.75M annual revenue globally
4. LITFULO:

o Low priority unless market expands
o Best use case: Treatment navigation for diagnosed-but-untreated patients

o Monitor: Vitiligo, IBD indication expansion
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