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This presentation includes forward-looking statements within the meaning of Section 27A of the 
Securities Act of 1933, as amended, and Section 21E of the Securities Exchange Act of 1934, as 
amended. All statements regarding our expected future financial position, results of operations, 
cash flows, financing plans, business strategies, products and services, competitive positions, 
growth opportunities, plans and objectives of management for future operations, as well as 
statements that include words such as "anticipate," "if," "believe," "plan," "estimate," "expect," 
"intend," "may," "could," "should," "will," and other similar expressions are forward-looking 
statements. All forward-looking statements involve risks, uncertainties and contingencies, many of 
which are beyond our control, which may cause actual results, performance, or achievements to 
differ materially from anticipated results, performance, or achievements. Factors that may cause 
actual results to differ materially from those in the forward-looking statements include those set 
forth in our filings at www.sec.gov. We are under no obligation to (and expressly disclaim any such 
obligation to) update or alter our forward-looking statements, whether as a result of new 
information, future events or otherwise.



INVO BIOSCIENCE is the developer of INVOcell ™  device and INVO procedure, a 
disruptive new fertility treatment utilizing Intravaginal culture (IVC).  The INVOcell 
is the first intravaginal culture device used for the incubation of eggs and sperm 
during fertilization and early embryo development using the women’s body for 
natural incubation as an alternative to traditional in-vitro fertilization (IVF) and 
Intra Uterine Insemination (IUI). FDA clearance in November 2015 through the De 
Novo pathway.
● ENTERED EXCLUSIVE U.S. LICENSING AGREEMENT WITH FERRING IN 

NOVEMBER 2018
● Contract closed in January 2019
● $5.0 million up front plus $3.0 million in additional milestone payments 
● Receive payment for the supply of each INVOcell device. 
● Defined minimum revenue targets over the next seven (7) years.

● STRONG INITIAL ADOPTION WITH FERRING
● 498% revenue growth in Q2 2019 
● Available in approximately 100 clinics in more than 20 states
● Tremendous media coverage

● UNDER SERVED MARKET - Only 1% to 2% of current market (150M infertile 
couples worldwide or $6.6B market) treated due primarily to cost and access.

COMPANY OVERVIEW
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With the INVO Solution, more and more 
women can now receive safe, effective and 

affordable infertility treatment.



INVOCELL IS THE FIRST NEW DEVICE AND METHOD FOR INFERTILITY 
TREATMENT IN MORE THAN 30 YEARS. 

The INVOcell utilizes the women's vagina (in vivo) as a natural incubator 
to support fertilization and  embryo development unlike conventional 
IVF that uses incubators for fertilization and embryo development.

STRONG EFFICACY AND GREATER ACCESS AT LOWER COSTS
● In clinical studies (450 cycles)5 and subsequent market studies the 

INVOcell procedure produced pregnancy rates equivalent to 
traditional IVF treatment. 

BENEFITS INCLUDE
● Creates greater access to care allowing for expansion of addressable 

market.
● Approximately a 50% cost reduction compared to IVF.
● Fewer patient visits to centers.
● Reduces risk of wrong embryo transfer.
● Provides a more stable and natural incubation environment for the 

embryos.

DISRUPTIVE TECHNOLOGY
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THE INVO PROCEDURE
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INVOcell EFFICACY RATES
INVOcell has equivalent efficacy rates as traditional 
IVF methods
Dr. Kevin Doody of The Center for Assisted Reproduction Embryo 
(CARE  Dallas, TX)
Objective: Random 5-day study to compare pregnancy & birth rates of 
INVOcell versus traditional IVF 5
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SIGNIFICANT COST ADVANTAGES

$2,000 per 
cycle

$6,000 -
$8,000 per 

cycle

$15,000 per 
cycle

IVF IUI INVOcell

~10-12% 
pregnancy 

rate

~41% 
pregnancy 

rate

~40-65% 
pregnancy 

rate

• Cost savings to payers and providers of approximately 
$7,000 to $9,000 per pregnancy

• INVOcell can replace IUI by allowing a much higher 
pregnancy rate at a lower cumulative cost.

Cost Saving Areas
• Low stimulation (lower drug costs, less side 

effects, fewer doctor visits)
• No additional; IVF overhead costs in 

satellite office centers, INVO centers and 
OB/GYN offices

• Lower embryologist service costs, no 
manipulation for fertilization and culture 
media change

• INVO center embryologist lab setup  is  less 
than 1/3rd the cost of an  IVF center.   
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BARRIERS TO TREATMENT: COST

COST
• Cost has been identified as the number one 

barrier to utilization of IVF in United States.  

• Analysis indicates that a 50% reduction in the 
price of IVF services would translate into a 
160% increase in utilization of such services.3
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BARRIERS TO TREATMENT: ACCESSIBILITY

GEOGRAPHIC AVAILABILITY
• 250,000 population 

• High Infrastructure costs

• Physician desired locations
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ADDRESSABLE MARKET
• According to the Centers for Disease Control (2015 National Survey of 

Family Growth, CDC), there are 6.9 million women in the US who have 
difficulty conceiving1

• Approximately 170,000 IVF and 250,000 Intra Uterine Insemination 
(IUI) procedures are being performed each year in the US (avg. IVF 
cycle is $15,000, avg. IUI is $2,000)

• Approximately $3 billion spent annually in the U.S. on IVF and IUI 
cycles

• UNDER-SERVED segment - 5.6 million infertile couples go untreated2

• Cost and geographic availability of treatment are biggest hindrance to 
treatment

• 150 million infertile couples worldwide (ESHRE Annual Meeting 2015)
• Approximately 1.5 million IVF cycles are performed annually 

corresponding to approximately 1% of the infertile couples 
worldwide. 

• 1-2% of infertile couples who receive treatment (IVF and IUI) 
represents a $6.6 billion worldwide market. 

• 98% of the infertile couples remain untreated resulting in an 
estimated un-met market opportunity of hundreds of billions of 
dollars.
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INVO ADVANTAGE SUMMARY

• SIGNIFICANTLY LOWER PER CYCLE COST AT HALF THE COST OF IVF

• NATURAL FERTILIZATION:  INVOcell™ allows fertilization to occur within the 
women’s own body (in vivo).  A powerful motivator for many patients and 
the only acceptable option available to some patients for religious and 
cultural reasons. Patients do not have to leave their gametes in a center’s 
incubator where they could be mixed up with another patient’s gametes.

• SAFETY & EFFICACY: Equivalent results to traditional IVF.

• LESS PATIENT VISITS:  Requires less visits to the fertility specialist saving 
time and expense for the patients.

• BROADENS THE DELIVERY OF FERTILITY CARE:  INVOcell™ will allow 
broader access to IVF treatment from a geographical perspective as 
currently the ~500 IVF centers in United States are exclusively located in 
large urban centers.  With a requirement for significantly less capital 
equipment costs and leasehold space to start an INVOcell™ equipped 
center, cities or geographic areas with lower population can support a 
fertility center. 
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COMMERCIALIZATION
STRATEGY



U.S. COMMERCIAL STRATEGY

• INVO Bioscience and Ferring Pharmaceuticals entered into an exclusive U.S. 
license and supply agreement for INVOcell in November 2018. 

• Agreement closed in January 2019.

• $5M up front payment to INVO (no equity); $3M in milestones; supply 
agreement

• Ferring will be responsible for all U.S. commercial activities for INVOcell, 
excluding opportunities INVO Bioscience retains to establish INVO clinics 
that exclusively commercialize INVO cycles. 

• INVO Bioscience will be responsible for manufacturing and supplying 
INVOcell to Ferring for commercial sales and to obtain a five (5) day label 
enhancement from the FDA for the current incubation period for the 
product. 
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ABOUT FERRING

• Founded in 1950, Ferring Pharmaceuticals is a research-driven 
biopharmaceutical company devoted to identifying, developing 
and marketing innovative products in the fields of reproductive 
health, women’s health, urology, gastroenterology, endocrinology 
and orthopedics.

• Private Swiss-based company, has grown steadily to USD $2.4 
billion in annual revenue on the strength of double-digit sales 
increases year after year.

• The largest contribution for group revenue comes from the 
fertility drugs segment at 44 percent

• Mid-sized global player in the Top 50, with a growing 
presence in the US and Asia. 

• Employs over 6,000 people across 56 countries and markets 
its products in 110 countries. 

• In 2018, Ferring announced plans regarding the launch of a new 
External Innovation Sourcing Group as it looks to add new 
partners in key therapeutic areas.

“As a leader in reproductive medicine, Ferring understands 
that women seeking to start or expand a family want 
options that suit their individual circumstances,” said Paul 
Navarre, CEO, Ferring Pharmaceuticals (US). “With this 
agreement, Ferring aims to make INVOcell, a novel 
technology used in the treatment of infertility, widely 
available as an option for women and their healthcare 
providers.”
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FERRING TO EXPAND ADOPTION
• INVO Bioscience has made tremendous strides on a small sales and 

marketing budget to expand adoption. Ferring is expected to significantly 
ramp the adoption per center as well as the number of centers offering the 
INVOcell.

• There are approximately 500 IVF Centers in the U.S
• The medical staff at these centers can be trained to perform the INVO 

procedure and offer it as a lower cost treatment option for their 
patients through satellite offices.  Currently 90 IVF clinics offer the 
INVOcell.

• Ferring marketing the product to replace IUI cycles to INVO cycles.  The cost 
per actually clinical pregnancy is less for INVO than IUI.

• IUI cycle $2,000, INVO cycle $6,000 to $8,000.

• IUI pregnancy rate 12-15%, INVO pregnancy rate is 40%-65%

• There are also 5,000 OB/GYN physicians in the U.S. who offer infertility 
services (IUI) where INVO can be offered.  

• IUI market is estimated to be 250,000 cycles per year.
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VIRAL MEDIA EXPOSURE

• Coverage in all mediums 
• Online News
• Print News
• Social Media (Twitter, 

Facebook, blogs, etc.
• Broadcast (TV, Radio)
• Press Release/Wire 

Syndication

• Potential Audience: Approximately 
930,846,979

• Key Pick-Up: 
• USA Today
• Newsweek
• Good Morning America
• CBS This Morning
• ABC News
• CBS News
• Fox News
• MSN
• People Magazine
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U.S. INVO STRATEGY
• Develop INVO Center JV Partnerships with existing fertility 

providers 
• Agreement with Ferring provides opportunity for 

INVO Bioscience to open a specified number of INVO 
centers in the U.S.

• Additional commercial options
• Company-owned INVO Centers 
• INVO is working through U.S. legislation, regulations, 

and requirements with employing physicians to 
establish a medical practice.
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REST OF WORLD STRATEGY
• To head up ROW efforts, in February 2019, the Company announced 

the appointment of Michael Campbell as it COO and Vice President of 
Business Development. Campbell was most recently the Vice President 
of IVF Americas Business Unit for Cooper Surgical, Inc. (CSI), a wholly 
owned subsidiary of The Cooper Companies (NYSE: COO). 

• Commercial Options
• Develop INVO Center JV Partnerships with existing fertility 

companies/providers
• Exclusive distribution with major commercial IVF industry partners 

similar to the Ferring arrangement
• Work with existing Distribution Partners in specific markets

• Company has initiated discussions with potential partners in the EMEA, 
India, China, and the LATAM markets.
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INCOME STATEMENT
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RevenueFor the Six For the Twelve For the Twelve For the Twelve For the Twelve
Months Ended Months Ended Months Ended Months Ended Months Ended

June 30, December 31, December 31, December 31, December 31,
2019 2018 2017 2016 2015

Revenue:
Product Revenue 490,927$                494,375$                282,145$                50,901$                  11,689$                  
License Revenue 357,143                  -                           -                           -                           -                           
Total Revenue 848,070$                494,375$                282,145$                50,901$                  11,689$                  

Cost of sales 66,260                    90,367                    51,954                    15,094                    7,810                       

Gross margin 781,810                  404,008                  230,191                  35,807                    3,879                       

Selling, general and administrative expenses 1,196,717              3,038,068              870,612                  2,146,221              598,953                  
      Total Operating Expenses 1,196,717              3,038,068              870,612                  2,146,221              598,953                  

Loss from Operations (414,907)                (2,634,060)             (640,421)                (2,110,414)             (595,074)                

 Total other expenses 285,215                  442,031                  61,742                    13,838                    4,364,173              

Income (Loss) before income taxes (700,122)                (3,076,091)             (702,163)                (2,124,252)             (4,959,247)             

Provision for income taxes -                           -                           -                           -                           -                           

Net Loss (700,122)$              (3,076,091)$          (702,163)$              (2,124,252)$          (4,959,247)$          

Basic net loss per weighted average shares of common stock (0.01)$                     (0.02)$                     -$                         (0.02)$                     (0.04)$                     

Diluted net loss per weighted average shares of common stock (0.01)$                     (0.02)$                     -$                         (0.02)$                     (0.04)$                     

Basic weighted average number of shares of common stock 154,873,694          147,333,051          141,305,050          139,196,557          128,567,615          

Diluted weighted average number of shares of common stock 154,873,694          147,333,051          141,305,050          139,196,557          128,567,615          



Assets
• Cash: $2.7M as of June 30, 2019

• Given product margins and relatively low headcount/burn – no anticipated need for additional 
capital to fund current operations.

Equity
• Authorized shares: 200 million
• Issued shares: 156 million
• Fully diluted shares after note conversions: 159 million
• Current free trading shares: 52 million
• Management and board own approximately 23% of the outstanding shares. Circle of influence 

brings holdings to approximately 50%

Payables and Accrued Compensation
• Approximately $1.5 million and mostly held by insiders

Inventory & Production
• Fully functioning outsourced production process in multiple Massachusetts & New Hampshire 

locations

KEY BALANCE SHEET ITEMS
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BOARD & MANAGEMENT
Kathleen Karloff, Chief Executive Officer, has over 30 years of experience in medical device and 
pharmaceutical manufacturing, clinical operations, regulatory affairs and quality systems with 13 years at 
Boston Scientific and 18 years on the senior management teams of start-up organizations.

Michael J. Campbell, COO and VP of Business Development, was most recently the Vice President of IVF
Americas Business Unit for Cooper Surgical, Inc. (CSI), a wholly owned subsidiary of The Cooper Companies
(NYSE: COO). Mr. Campbell has substantial medical device sales, marketing and business development
leadership experience within Global Fortune 500 and Start-up Company environments.

Lori Kahler, Vice President of Global Operations, has over 25 years domestic and international experience
in operations, quality, regulatory, compliance and clinical affairs, with proficiency across a full range of
business functions and systems. Lori was instrumental in achieving FDA De Novo clearance for INVO
Bioscience’s innovative INVOcell System.

Robert Bowdring, Director & Acting CFO, has a strong history in senior financial management with over 30
years experience as CFO, VP Finance and Controller. Rob has been in both public and private
manufacturing and service companies during his career primarily in start up to midsize companies.

Kevin Doody MD, Medical Director & Director, is a renowned fertility specialist who is the founder and
Medical Director for the Center for Assisted Reproduction (CARE Fertility) and Effortless IVF located in
Bedford Texas. Dr. Doody is President of the Society for Assisted Reproductive Technology (SART), on the
Board of Directors of the American Society for Reproductive Medicine (ASRM) and a member of the
RESOLVE Physician Council.

Steven M. Shum, Director, has served as Chief Financial Officer of Eastside Distilling (NASDAQ: ESDI) since 
October 2015. Prior to joining Eastside, Mr. Shum served as an Officer and Director of XZERES Corp, a 
publicly-traded global renewable energy company, from October 2008 until April 2015 in various officer 
roles, including Chief Operating Officer from September 2014 until April 2015, Chief Financial Officer, 
Principal Accounting Officer and Secretary from April 2010 until September 2014 (under former name, 
Cascade Wind Corp) and Chief Executive Officer and President from October 2008 to August 2010. 23



INVO BIOSCIENCE (IVOB) – A Medical Device Company

● Revolutionary, FDA-approved device, that is the first major breakthrough to 
the fertility industry in nearly 30 years.

● Strong initial adoption with minimal sales and marketing efforts that should 
accelerate with recently-signed partnership with Ferring, a multi-billion 
pharma company

● Multi-billion market – large population segment UNDER SERVED

● $5 million upfront payment provides balance sheet flexibility 

● Additional growth initiatives – INVO clinics and international distribution 
agreements.

INVESTMENT HIGHLIGHTS
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A simpler way to life.
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PATENTS & APPROVALS
• Container assembly for intravaginal fertilization and culture and embryo transfer and 

method of intravaginal culture employing such a container
• Europe, China, and Japan (expires 2020)

• Incubation and/or storage container system and method
• Patent #US 7,282,363 expires 2024
• US, Europe, UK, France, Germany, Russia and India

• Registrations
• United States

• FDA Clearance of De Novo Class II device in November 2, 2015
• Successfully completed two FDA inspections (2012, 2014) with no 

observations or Form 483s issued.
• Canada

• Health Canada approved
• Europe

• CE Mark (re-certification in process)
• India

• Product registered
• Brazil

• ANVISA approved
• Colombia

• INVIMA Approved
• Mexico registration in process.
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KEY COMPARISONS
DISCLAIMER

Generally INVO is less expensive due to:
Less than ½ the office visits, ½ the ultrasounds and blood tests and Ferring Pharma drug discount,
Does not require the overhead of an IVF lab that costs millions to build, does not require HEPA filtered laboratory, CO2 incubators, filtered CO2 and O2 supply, cleaning
validations, calibrations and highly skilled embryologists. Requires less sq. ft. in facility.

Definitions:

ICSI- Intercytoplasmic sperm injection- this is when a single sperm is obtained from the male and injected into

Dysovualtion- or Anovulation is when the ovaries do not release an oocyte during a menstrual cycle. Therefore, ovulation does not take place. However, a woman who
does not ovulate at each menstrual cycle is not necessarily going through menopause.

PCOS, Polycystic Ovary syndrome- Polycystic ovary syndrome (PCOS) is a hormonal disorder common among women of reproductive age. Women with PCOS may have
infrequent or prolonged menstrual periods or excess male hormone (androgen) levels. The ovaries may develop numerous small collections of fluid (follicles) and fail to
regularly release eggs.

Endometriosis- is a painful disorder in which tissue that normally lines the inside of your uterus — the endometrium — grows outside the uterus. Endometriosis most
commonly involves your ovaries, fallopian tubes and the tissue lining your pelvis. Rarely, endometrial tissue may spread beyond pelvic. Endometriosis displaces
endometrial tissue that continues to act as it normally would — it thickens, breaks down and bleeds with each menstrual cycle. Because this displaced tissue has no
way to exit your body, it becomes trapped causing pain. When endometriosis involves the ovaries, cysts called endometriomas form. Surrounding tissue becomes
irritated, eventually developing scar tissue and adhesions. Endometriosis is first diagnosed in some women who are seeking treatment for infertility.

Male Factor- low sperm counts or non-motile sperm. ICSI is overused. About 20% of male factor is severe and requires ICSI to obtain pregnancy. REI’s sometime use it
on 100% of patients for a number of reasons. First, they charge $1500-$2000 for the procedure and although it takes a high skilled embryologist it is relatively quick so
they make a lot of money on it. The second reason is that they can tell patients they had 100% fertilization. The problem with ICSI is that it takes out natural selection.
In normal sexual fertilization millions of sperm are release and the most motile and healthy sperm is the ones that also have the best enzyme to penetrate the egg wins
the race. In ICSI there is no way to control or identify this so it is random sperm. This can cause issues in miscarriage and longer-term health /genetic problems in the
children. Some doctors are finally lessening the use of ICSI since it is now 67% of cases and was at one time much higher.
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