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Good morning, everybody and welcome at the JMP Securities Life Sciences Conference. Really
appreciate everybody joining us today. Excited to start the day oﬀ here with Myovant Sciences,
obviously been a really exciting few months for Myovant with the approval of two drugs, ORGOVYX, for
men with advanced prostate cancer, and now MYFEMBREE for women with uterine ﬁbroids. So it's
been really exciting time and continues to be exciting time as management executes on those
launches. So we have a number of -- members of the team here, obviously Dave Marek, company
CEO; Frank Karbe, President and CFO; Lauren Merendino, the company's new Chief Commercial
Oﬃcer; and Juan Camilo, Chief Medical Oﬃcer, as many of you have known for a number of years
now.
So again, I'll turn it over to you guys. Dave, really appreciate you being here. Would love to just be
getting -- allow you to give a 30-second intro but also you're coming up on six months with the
company, would love to just hear your initial experience obviously -- I'm sure it's been a whirlwind ride
for the last few months, so we'd just love to hear your perspective coming into the company over the
last few months.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yeah, well certainly Jason, and just to kind of take care of the housekeeping upfront, throughout the
conversation we may make forward-looking statements, and as always see our SEC disclosures for
anyone here around any risk factors et cetera. So I just want to kind of clear the decks with that
statement upfront.
But Jason, you couldn't be more right in terms of the ﬂurry of activity that we’ve had as an organization
just -- with Myovant, and it's really been amazing that you have now made that transition to a fully
commercial stage company. A company of any size let alone Myovant's size would be immensely
proud to have two FDA approvals just in the past six months, ﬁrst for ORGOVYX in December for
advanced prostate cancer, and then now with MYFEMBREE for uterine ﬁbroids, and they're both in
therapeutic areas where there's signiﬁcant unmet need, and our therapies have the ability to really be
highly diﬀerentiated in those marketplaces.
So we're really excited about the potential that those bring. But we also have more on the way, we
recently received positive CHMP approval for RYEQO for uterine ﬁbroids with an EC decision expected
as early as next month, and we've also submitted our EU ﬁling for advanced prostate cancer. So we've
got a lot going on from a regulatory perspective, and then also we took some key steps to really help us
ensure that we can maximize the commercial potential of these really diﬀerentiated therapies. So as
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you know, we have the ex-U.S. agreement with Gideon Richter to commercialize our women's health
franchise, and then towards the end of last year, we announced the really signiﬁcant collaboration with
Pﬁzer in the U.S. and Canada to really help us maximize the commercial and clinical development
potential for both franchises in both oncology and in women's health.
So we're very clear now on what our priorities are for this year. Step one is just make sure that we fully
execute on these launches, and we're oﬀ to a great start with ORGOVYX in the ﬁrst calendar year or
ﬁrst quarter of this calendar year, we announced $3.6 million of net sales already with ORGOVYX. And
by the end of April, we had reached over 2,000 patients in over 800 unique treatment centers across
the U.S. So really oﬀ to a great start and we're seeing momentum with payer coverage now covering
over a 100 million lives already with ORGOVYX. And excitingly, this week, we're now launching in full
coordination with Pﬁzer a simultaneous launch with MYFEMBREE for uterine ﬁbroids. So we believe
that the very strong clinical proﬁle of MYFEMBREE with the one pill once a day dosing is really going to
make a diﬀerence to not only capture immediate market share, but really help to expand the market
and really reach the full potential that we have to oﬀer.
The other thing is as we approach all of this from a position of ﬁnancial strength with about $725 million
of cash and committed ﬁnancing through the end of March and then, we just received the unlock of
$100 million milestone from Pﬁzer with the FDA approval of MYFEMBREE. So strong ﬁnancial position
that allows us to fully explore lifecycle opportunities with relugolix, but now also to really pursue
business development opportunities expanding in women's health and oncology.
So, that's a lot, but it's been a great ﬁrst six months. And Myovant is really off to a great start for this
year.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great that's fantastic, Dave. Maybe we could start oﬀ with ORGOVYX and then obviously, your focus
on the launches is really being driven by your clinical data and your label. So maybe if you could just
remind us the background there, really compelling eﬃcacy, but also that really diﬀerentiated
cardiovascular risk proﬁle. Maybe if you could just hit a couple of the high points there on the clinical
proﬁle.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yes, certainly I'll let Lauren talk about what's really resonating in the ﬁeld. Again, we have scientiﬁc
exchange on the medical side but a lot of the feedback that we're getting in terms of this early uptake is
really being driven by some of those key components of the clinical proﬁle. So Lauren, I'll let you
address what we're hearing in terms of feedback from our clinicians.
__________________________________________________________________________________
Lauren Merendino, Myovant Sciences Ltd. - Chief Commercial Officer
Sure. So the progress we've had with ORGOVYX early in launch we've been very pleased with. We
continue to get positive feedback from clinicians on the clinical proﬁle speciﬁcally around the eﬃcacy.
So the ability to lower testosterone without the risk of a testosterone surge, which is seen with other
therapies. Additionally, the safety proﬁle, speciﬁcally the cardiovascular risk, and then of course, the
once a day -- one pill once a day regimen is beneﬁcial both to physicians as well as to patients.
So overall, the feedback has been very positive from physicians on the clinical proﬁle, and we've seen
continuing steadily increasing adoption of use. Through April, we had over 2,000 patients on therapy
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with over 800 treatment centers that have utilized ORGOVYX, and we continue to make progress on
the payer side as well with -- through May, we had 43% of commercial lives covered for ORGOVYX,
and 51% covered on the Medicare Part D perspective. And that's really important because physicians
do take payer coverage in mind when they're making a treatment decision. But Juan Camilo, I don't
know if you have anything to add from a clinical proﬁle perspective.
__________________________________________________________________________________
Juan Camilo Arjona Ferreira, Myovant Sciences Ltd. - Chief Medical Officer
I think you've covered well the proﬁle. I think the only one other thing I will add is that we've heard really
great feedback from the radiation oncology community that see the proﬁle of ORGOVYX as ideal for
androgen deprivation therapy together with radiotherapy that is their standard of care because it
allows them to have a more rapid testosterone suppression, and the injectable agonist, which enable
them to start radiation therapy earlier, and also there are positively impressed with the rapid return of
testosterone. This radiation therapy usually is for earlier cases where patients can have their
testosterone back after they ﬁnish their therapy in the rapid recovery, something that they're very
interested in. So the proﬁle has been very positively received by radiation oncologists too.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great. And obviously there's going to be a range amongst physicians who had experience with the drug
in clinical development who have awareness now and are starting to become aware. What's your
overall perspective on awareness? So what are the questions that you guess -- that get asked most
frequently as you educate physicians? Is it, for example, they're used to testosterone surge. So how
are they starting to learn about the mechanism or what do they ask you most often as they're learning
about the drug?
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yeah, well Jason, I think when we look at kind of the barriers that might still remain for some clinicians,
it's really not regarding the clinical proﬁle. The clinical proﬁle, as you heard from Lauren and Juan
Camilo has been extremely well received because it's ﬁlling the unmet need that physicians have
wanted. So when we look at what's still holding some physicians back from more fully adopting, it's
really around payer coverage where they just want to see more payers come online, and they want to
have more awareness as to what the status is on that.
And what's interesting is those physicians who have already prescribed and those practices that have
prescribed, we see a tremendous re-prescription rate where we're seeing continued prescribing of
ORGOVYX because they've actually experienced kind of the payer landscape. So for example, while
Lauren said, we have about 50% coverage that's already been established with other payer still in the
process of making decisions. Our hub services are outperforming that, where we get two out of three
patients that are covered. So we're actually outperforming through exceptions and other means, so for
those physicians who actually write the prescriptions and see that we're able to get coverage, that's one
of the key areas that's really helping to unlock the potential.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
And I know exactly where I was going to go next. You are helping the process along, so can you talk
about the other work you're doing to help physicians -- to help patients and make sure that they're
going to continue to get access to drug.
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__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yeah, certainly what we have a robust suite of patient support services. I'll let Lauren address that in
just a minute. But when you think of where we -- what we've accomplished already Jason, just through
the ﬁrst quarter, what we had discussed was the degree of coverage that we've already received. So
we already have over 100 million lives that are already covered with more payers making decisions,
and we're very pleased with our progress of having really full and broad coverage, fair and timely
access as we've always said by year-end. But we do have a suite of patient support initiatives that are - or resources that are in place and I'll let Lauren address that.
__________________________________________________________________________________
Lauren Merendino, Myovant Sciences Ltd. - Chief Commercial Officer
Yes, so our hub services is a full suite of services to help both oﬃces as well as patients from an
access perspective. So the support services oﬀer their help support the oﬃce through prior
authorizations and medical exceptions as Dave mentioned, where we've had a high success rate with
two-thirds of patients securing coverage through that process. But for patients who aren't able to secure
immediate coverage if their payer has not yet made a decision, we do have a bridge program in place
that allows a patient to start therapy while we're continuing to explore options with the payer to get
coverage. So that program was especially important right at launch. And as we get increasing payer
decisions, we have fewer patients who will need that bridge program.
For those patients who do have commercial coverage, we also have a co-pay card program to reduce
any co-pay to around $10 per patient, which has been a meaningful beneﬁt for patients as well. And
then outside of the payer realm, our hub services also oﬀer free trial which is an opportunity for
physicians to get clinical experience with using ORGOVYX, and we saw that was often times used
when practices were starting their ﬁrst patient, and now as practices and physicians are getting more
experienced, and they're gaining more conﬁdence in the payer coverage, many of them are starting
directly on covered drugs, but that was certainly an important program at the beginning of launch and
continues to be today.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
And Jason, one thing I might add to that. So that you asked, I think more around patient support
services. We've also supported the oﬃces, remember a large percentage of these patients are seeing
physicians in oﬃces that have in oﬃce dispensing, and so therefore, the economics of treatment choice
are part of that kind of decision realm for clinicians. And so, we've been able to work with group
purchasing organizations to provide kind of economic parameters by which these oﬃces will not be
ﬁnancially disadvantaged by choosing ORGOVYX. And in some cases motivated to choose ORGOVYX
ﬁnancially. So we really said that -- looked at kind of the in-oﬃce economics and made sure that that
didn't get in the way of the treatment decision and their desirability based on our clinical proﬁle to use
ORGOVYX.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great, I'm going to characterize next question somewhat translational between ORGOVYX and the
women’s health franchise. So I know, you asked a lot about this and the answer is it's going great. But
can you talk about how the Pﬁzer partnership has got off and running through the ORGOVYX launch.
And how do you think about that translating through to women's health?
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_________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yeah, certainly. And I'll let Lauren address the commercial side of that which is I think where the bulk of
the focus is, but just for everyone to remember, the collaboration with Pﬁzer extends across our clinical
development initiatives. So how can we ensure that we're getting the most out of the relugolix franchise
in women's health as well as well as in oncology. And so Juan Camilo and his team are working with
Pﬁzer to really lay out development plans to really make sure that we get the most out of relugolix and it
can serve as many patients as possible.
And then we also have the components of the medical collaboration. So ﬁeld medical, who has really
been collaborating for scientiﬁc exchange, which is very important in both prostate cancer and in
women's health to really maximize the potential of those markets. So just as a reminder, we have those
areas of the collaboration but I'll turn it over to Lauren to detail out more speciﬁcally the commercial
aspects.
__________________________________________________________________________________
Lauren Merendino, Myovant Sciences Ltd. - Chief Commercial Officer & Director
Yes. So the collaboration on the commercial side is also comprehensive, so both marketing, sales as
well as access. So maybe I'll start with marketing the partnership both on the ORGOVYX side as well
as on MYFEMBREE has really been bringing two marketing teams together to look at how can we
leverage the strengths of both companies and both teams, and looking collectively at our approach for
the product. And so I would say, that's been going very well, it was a little more challenging on the
ORGOVYX side, because the Pﬁzer collaboration happened at the time of launch. So just from a
timing perspective was a little more complicated, but I would say now, six months later things are
moving very smoothly, and we've ﬁgured out opportunities that oﬀer cost savings so leveraging some of
the buying power of Pﬁzer as well as leveraging some of the strengths and consumer marketing as well
as other aspects of marketing, and just generally looking at the talent across both teams. And so we
found that to be very positive.
From a market access perspective, our team works very closely with the Pﬁzer team on payer strategy
and discussions. And because of Pﬁzer's portfolio, they have some very deep relationships with some
of these payer customers and have been very helpful in connecting us to some of the key decision
makers and or working with us through the strategy to be -- have the most eﬀective discussions with
payers. So we've seen that to be really positive collaboration as well.
And then on the ﬁeld side, we have two ﬁeld teams. So the Pﬁzer ﬁeld team promotes XTANDI as well,
so they've been in the prostate cancer space. They know these customers and have lasting
relationships with these customers. And then we have our team as well which has some experience in
this space as well. But it's of course new and fully dedicated to ORGOVYX. And we have worked to
make sure that those teams are operating in concert and so at the local level, they are getting together
to collaborate, and to make sure that they're taking a concerted approach.
Some of the early wins there were as you may know from other oncology products, oncologist access is
challenging and for any new representative getting out there. It can sometimes take six months or even
a year to get an appointment on an oncologist’s calendar. Not to mention with the pandemic, that had
added additional challenges many of those oﬃces have restricted even further. And so the Pﬁzer team
had existing appointments with those customers already that we were able to leverage in order to get
ORGOVYX messages in front of those customers as soon as possible.
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And so, overall I would say that has been a great way to get us started quickly and to get ORGOVYX
messages in front of customers. So far, overall I'd say the partnership has been going very well on the
ORGOVYX side, and then with MYFEMBREE, of course, all the preparation work for launch has been a
partnership but we are now launching. And so, this is where the rubber meets the road. So, look
forward to giving you more updates on that in the future.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great. And, moving over to MYFEMBREE. I know you are often asked, what can you do diﬀerently in
AbbVie in Elagolix. I guess, I think that when we think that a little diﬀerently is: there's a company, a
very large company that spent a couple of years here really investing in educating on the mechanism, I
don't know if -- and so what can you do to build upon a leverage the work that they've already done?
And then highlight on top of that your diﬀerentiated clinical proﬁle.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yes, well Lauren, I'll lean on you for the kind of the diﬀerentiating proﬁle and how we think that our
launch has kind of permission to believe it could be diﬀerent. But Jason, I want to just back one of the
things that you mentioned. When people think of competition in this space, the ﬁrst thing they think
about is grabbing share from each other. And I think what you touched upon is one of the topics that
just doesn't get enough attention, which is the more players that there are in the uterine ﬁbroid space,
the more that we can bring attention and appropriate care to the women in need. Remember, we've got
19 million women with uterine ﬁbroids and less than half of them with heavy menstrual bleeding have
even had a discussion with their clinician.
And so, when you start to look at the unmet need, that's what multiple competitors so to speak within a
therapeutic area can bring, more attention, more awareness and the more patients that we have
coming in and having the appropriate discussion with the clinician, we like our odds when the clinician
is making a decision about which therapy they're going to use. And so I think the focus on where this
market, what the potential for this market plays deserves a lot of attention. But when that patient does
get face-to-face with the physician, I'll let Lauren address, why we believe MYFEMBREE will be very
well positioned in that conversation. Lauren?
__________________________________________________________________________________
Lauren Merendino, Myovant Sciences Ltd. - Chief Commercial Officer & Director
Yeah, and I agree with all the sentiment that is just been said. This is a mindset shift for gynecologists,
and gynecologists are cautious in making signiﬁcant changes in their treatment, right? So having more
voices talking about it is essential, and then of course diﬀerentiating our product proﬁle which uniquely
aligns to what gynecologists say that that they are looking for in a uterine ﬁbroid therapy. So from a
diﬀerentiating launch perspective, I think that it comes down to three things.
The ﬁrst thing is our product proﬁle. So when you talk to OBGYNs, they say that they want eﬃcacy in
reducing the most challenging symptom, which is heavy menstrual bleeding, they're looking for a
tolerable option speciﬁcally as it relates to side eﬀects like hot ﬂush and then the convenience of a one
pill once a day regimen because many of these patients are moving from an oral contraceptive, and so
they're used to that regimen, right? And so our product proﬁle for MYFEMBREE aligns exactly to those
needs. So we have conﬁdence that our product proﬁle is diﬀerentiated.
Secondly, what we learned from the ORIAHNN -- experience is that the ﬁrst experience being optimal is
really important. Gynecologists don't want inconvenience, and have low tolerance for it. And so it's
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important that day one of launch, we have our comprehensive patient support programs available. We
have staﬀed that team to make sure that everything is smooth and easy for our customers and for
patients. So that's a very important part of our strategy as well.
And then ﬁnally, from a ﬁeld execution perspective, having two teams both of which have a lot of
women's health experience. So on the Pﬁzer side, of course, they've been in place for years, promoting
products like PREMARIN. On our side, we speciﬁcally hired for women's health experience. And so, we
have a very experienced team, some coming with many relationships already in their geographies. And
so it's important that we leverage all of that experience and all those relationships to get a fast start, but
additionally having two teams, as you can imagine the target for OBGYNs, the target list is quite broad.
And so having two teams allows us to ﬂex providing overlap on the most important customers so we
can get increased frequency, but also the breadth that we need across a large target list of OBGYNs.
And so we have our plan to start, but we also have the ability to ﬂex that over time as we start to see
the market move and physicians evolve their thinking. So those are the three reasons on why we think
want to be diﬀerentiated.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great. I know there's a lot more to come on MYFEMBREE uterine ﬁbroids with -- but maybe just the
last minute or so left, I'd love to just touch on beyond uterine ﬁbroids lead to endometriosis. So can we
just maybe hit on your progress towards the regulatory submissions both in the U.S. and Europe, and
your hope to expand the label in the not too distant future.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Yes, well I think the ﬁrst area just in terms of regulatory submissions, we've stated that we plan to have
our submission to FDA for endometriosis by the end of this quarter which we're just a few weeks away
from that, and we're clearly on track for that. And so we look forward to that ﬁling as well as
endometriosis later in the year for our EC submission as well. So we are on track to work for uterine
ﬁbroids. As far as other kind of life cycle management and I think there's two chapters to that, I'll ask
Juan Camilo to look at relugolix in the conversations that we're having with Pﬁzer as it relates to
women's health and oncology, and then I'll turn over to Frank to just talk very brieﬂy about business
development because we're short on time. Juan Camilo on relugolix there that we're thinking.
__________________________________________________________________________________
Juan Camilo Arjona Ferreira, Myovant Sciences Ltd. - Chief Medical Officer
Yeah, I think that we've been thinking long term with the relugolix franchise all along, but of course our
partnership with Pﬁzer opened up additional opportunities from a creativity perspective but also from a
ﬁnancial perspective to fund additional development. So we are -- we started this conversation before
even the deal was signed, and they're pretty advanced and we look forward to certainly in the prostate
cancer area to share those in the near future with all of you.
For women's health, we have the long-term extensions toward programs ongoing, we have the
SERENE study, which is to demonstrate prevention of pregnancy with our combination product that will
enable us to -- will provide that additional beneﬁt to patients with uterine ﬁbroids or endometriosis if
approved and labelled. And then we're looking at a list of other things that we thought of and were
discussed we Pﬁzer to expand that franchise too.
__________________________________________________________________________________
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David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
And Frank on the business development front again, I know we're short on time here, but maybe a
quick headline or two on that.
__________________________________________________________________________________
Frank L. Karbe, Myovant Sciences Ltd. – President and Chief Financial Officer
It's really quick. So expanding the relugolix franchise is one area of importance for us as Juan
mentioned. But another strategic priority for us is to extend the pipeline beyond just the relugolix
franchise. That said, we will certainly not rush this, we will look for the right deal, that ﬁts and is
complementary to the areas that we're in already, and that allows us to leverage the capabilities and
the infrastructure that we've built. Now we have a proven development engine with excellent also
regulatory capabilities, and we've just built speciﬁc infrastructure in oncology and women's health, that
coupled with the strong ﬁnancial position that we're in I think makes us a very attractive partner. So
we're optimistic that in due course, we'll be able to expand and bring in other assets.
__________________________________________________________________________________
Jason Butler, JMP Securities - Equity Research Analyst
Great. Well look, Dave and team really appreciate your time this morning. Obviously, as we said at the
beginning, really exciting time for Myovant and a lot more to come in the near term. So we look forward
to watching the progress along with you. So thanks again.
__________________________________________________________________________________
David C. Marek, Myovant Sciences Ltd. - Principal Executive Officer & Director
Thank you so much Jason.
__________________________________________________________________________________
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DISCLAIMER
THE INFORMATION CONTAINED IN THIS EVENT TRANSCRIPT IS A TEXTUAL REPRESENTATION OF THE
APPLICABLE COMPANY'S CONFERENCE CALL AND WHILE EFFORTS ARE MADE TO PROVIDE AN ACCURATE
TRANSCRIPTION, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE REPORTING OF
THE SUBSTANCE OF THE CONFERENCE CALLS. IN NO WAY DOES THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BASED UPON THE INFORMATION
PROVIDED ON THIS WEB SITE OR IN ANY EVENT TRANSCRIPT. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S CONFERENCE CALL ITSELF AND THE APPLICABLE COMPANY'S SEC FILINGS BEFORE
MAKING ANY INVESTMENT OR OTHER DECISIONS.
This communication contains forward-looking statements, including without limitation, statements related to: Myovant’s
ability to advance the clinical development of relugolix through the LIBERTY, SPIRIT and HERO clinical trials and MVT-602
through its clinical trials; the timing and success of Myovant’s regulatory filings and potential approvals; Myovant’s business
strategies, financial condition and trends, competitive position, potential growth opportunities, the effects of competition and
expectations or probabilities for success. Forward-looking statements can be identified by “anticipate,” “believe,” “can,”
“continue,” “could,” “estimate,” “expect,” “intend,” “likely,” “may,” “might,” “objective,” “ongoing,” “plan,” “potential,” “predict,”
“project,” “should,” “to be,” “will,” “would,” or the negative or plural of these words or other similar expressions or variations,
although not all forward-looking statements contain these identifying words. Myovant cannot assure you that the events
and circumstances reflected in the forward-looking statements will be achieved or occur and actual results could differ
materially from those expressed or implied by these forward-looking statements. Forward-looking statements are subject to
a number of risks, uncertainties, assumptions and other factors known and unknown that could cause actual results and
the timing of certain events to differ materially from future results expressed or implied by the forward-looking statements.
Factors that could cause or contribute to such differences include, but are not limited to, risks relating to those discussed
under the heading "Risk Factors" in Myovant Sciences' Annual Report on Form 10-K filed on May 11, 2021, as such risk
factors may be amended, supplemented or superseded from time to time. These risks are not exhaustive. New risk factors
emerge from time to time and it is not possible for its management to predict all risk factors, nor can Myovant assess the
impact of all factors on its business or the extent to which any factor, or combination of factors, may cause actual results to
differ materially from those contained in any forward-looking statements. These statements are inherently uncertain, and
investors are cautioned not to unduly rely upon these statements. Except as required by law, Myovant undertakes no
obligation to update any forward-looking statements to reflect events or circumstances after the date of such statements.
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