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Level Setting
A Brief History of ev3

• Venture Funded Minneapolis MN Start-up, founded in 2000

• Founders – Group of disempowered / disgruntled Medical Device Professionals  
– “Wanted to Created a Place where everyone could make a difference”

• Business Model  Acquire & Develop products specifically for unmet needs
– Cardiovascular, 

– Peripheral Vascular, and          3 Endovascular Markets = EV3

– Neurovascular 

• Re-focused & Dedicated to the underserved PV and NV Markets in 2003

• Growth fueled by a steady flow of Organic Development & Acquisition
– Microvena (Minneapolis, MN)  - 2003

– MTI (Irvine, CA) - 2005

– FoxHollow Technologies (Redwood City, CA) - 2007

– Chestnut Medical Technologies (Menlo Park, CA) - 2009
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Our Strategic Planning Efforts were retooled in 

2008 at a pivotal point in our company’s existence

• On the end of a tough M&A  integration

• Unrealistic goals & inconsistent performance 

• Reactive, “Fire-fighting” culture

• Lack of external credibility

• Unsatisfied Constituents 

– Customers

– Employees, and 

– Shareholders

ev3 in early 2008
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Enter a Man and a Vision …..

• Bob Palmisano, CEO

• HPMS – High Performance Management System

– A single page strategic plan……

– Aligns resources to “Vital Few” Initiatives 

– integrates Corporate Priorities with Individual
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What is the High Performance Management System 

and how does it fit within Strategic Planning?

The integrated process by which a company involves and aligns its 

employees in accomplishing the goals and objectives of the 

organization.
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The HPMS is built on Shared Values – The Values  

selected are designed to transform the organization

Customer 1st

Empowerment

Accountability

Teamwork

Candor

Sense of Urgency

Continuous Process

Improvement

Customer needs are understood and considered in every decision. We ensure 

every customer contact, both internal and external, is accurate, respectful, prompt 

and meaningful.

We establish clear objectives, surround ourselves with talented people, and then get 

out of their way.

We say what we will do, and do what we say. We reach agreements and hold each 

other equally accountable.

We achieve results through open collaboration where the talents of each team 

member enable the greater success of the team.

We express our honest intentions in everything we do.

The Vital Few programs are our top priority; we reject complacency, embrace 

change and courageously confront obstacles to deliver on-time results.

We seek to continually increase our efficiency by following a disciplined approach to 

assess and improve our business processes; we seek breakthrough improvements 

and Best in Class performance.
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… and focuses on delivering value to the company’s 

three constituents in a balanced scorecard approach.

DELIGHTED 

CUSTOMERS

MOTIVATED

EMPLOYEES

SATISFIED

SHAREHOLDERS

SUCCESS
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The Success Cycle

Customer Survey

Financial Metrics

Employee Survey

Strategic Alignment Execution of Strategic Objectives

Data-Driven Decisions

Success Tree Breakthrough Job Ticket
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HPMS Strategic Planning Process Overview
Step 1: Determining Current State - Where are we today?

Motivated 
Employees
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3
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Delighted 
Customers

Satisfied 
Shareholders

13

PRELIMINARY

Confidential

BSC Cordis Abbott Medtronic

PV Competitive Summary
Large, entrenched and formidable competitors

• Stent leader with 
broad portfolio of 
leading products

• Recent restructuring 
and executive 

departures have 
affected the Cordis 
division

• New peripheral balloon 
offerings with 

ClearStream 
distribution (2 year 
agreement extension 
Nov 2008)

• Recent first enrollment 

in SFA STROLL Trial 

• Achilles EU Trial 
initiated April 2008–
Cypher BTK

• Strong market 
contender with broad 

product line

• Pharmaceutical 
business generates 
majority of revenues

• Acquired Guidant 
vascular in 2006

• Recent DOJ subpoena 

for off-label promotion

• Strong carotid leader

• Overall focus on 
coronary business

• Leader in BTK bare 
metal stenting

• DES studies in SFA

• XIENCE DES – 2009 
share estimated at 
14% (21% w/ Promus)

Moderate Threat: 
“Share Protection”

mode

Minimal Threat: 
“Opportunistic 
Sales” mode

High Threat: 
“Share Gain” mode

Moderate Threat: 
“Share Protection”

mode

Bard

Moderate Threat: 
“Gradual Share 

Gain” mode

• Strong leader with 
broad portfolio of 
leading products

• Recovering from 

merger integration 
and FDA inspection 
issues.  DOJ 
Inspection re: Off label 
promotion

• Continued focus on 
coronary business

• General investments 
across PV product 
categories

• Limited breakthrough 

introductions over past 
3 years

• Reported 3Q08 –
business down

• Medical device 
leader; laggard in 
Endovascular

• Weak peripheral 
vascular business

• Focus on coronary

• Endeavor DES –2009 
share estimated at 
15% 

• Recent acquisition of 
Kyphon

• Large, diversified 
medical device 
company with 

history of financial 
performance

• Limited coronary 
focus

• Acquired Edwards 
Lifestent – Resilient 

Trial given 
Disapproval by FDA

• Strong High 
Pressure balloon 
product line

• Strengthening 

peripheral vascular 
product lines

Customer Satisfaction

Market Model Competitive Summaries Customer Survey

Employee Survey

Financial Summaries

Timing

2X Year

Spring / Fall
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HPMS Strategic Process Overview
Step 2: Setting the Desired State - Where do we want to go?

Motivated 
Employees

ev
3
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Delighted 
Customers

Satisfied 
Shareholders

Timing

2X Year

Spring / Fall

Company Vision:  To be recognized as the best …

Current State

% would recommend us to 

their peers and colleagues

Desired State

100% would recommend us to 

their peers and colleagues

Current State

% would recommend us to 

their peers and colleagues

Desired State

100% would recommend us to 

their peers and colleagues

Current State

Revenues

Gross Margin

Profit

Balance Sheet

Desired State

Revenue Growth

Gross Margin Improvement

Increased Profit 

Increased Cash Flow
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HPMS Strategic Process Overview
Step 3: Building our Plan - How will we get there?

23

PRELIMINARY

Confidential

Stents
Investments to gain share and secure indications

Business Roadmap

Business Case

2012-2011201020092008

NG Delivery 

System

DURABILITY II

EF+ Stent

$16M$2M$0MAnnual Net Value

145135123Total Sales

$18M2009-11 Net Value

$110M$119M$115MBase Sales

35168Incremental Sales

996Investment

201120102009

CREATE PAS

PROVE-IT

BIGGS Ascend

Notes: Net Value = Gross Margin – Investment 2009-11, Investment estimates include project costs and other costs

Business Roadmap

Opportunities

Selection

Resource 
Assessment

Sequencing

Resource Model

Opportunity Tracker

Opportunity Form

Timing

2X Year\

Spring / Fall
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HPMS Strategic Process Overview 
Step 4: Aligning our resources to the plan

Consolidated Portfolio and Financial Models

Prescriptive VisionShared Values

Directive   
Mission

Current State: 35% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would 
absolutely recommend ev3 to 
their peers and colleagues

Motivated Employees

Desired State: 100% would
recommend ev3 to a friend

...

Current State: 80% would 
recommend ev3 to a friend

ev
3

 I
n

c.
  

S
u

cc
es

s

Current 2007 State:
WW Revenues $174M
US Op Ex $78M
WW GM 57.9%

Desired 2008 State:
WW Revenues > $272M
US Operating Expense < $115M
WW Gross Margin > 61.9%
Inv DOH < 269

Stacy Enxing Seng

Rich Lunsford

Quality Policy

Delighted Customers

Satisfied Shareholders

• Employee Communication
Current state satisfaction levels:

Sales 46%,  Marketing 53%,  R&D 57%,  Clinical 62%

• Resource Management and Optimization

?

“ev3 Peripheral Vascular 

designs, develops and 

manufactures high quality 

endovascular products and 

partners with our global 

physician customers to identify 

and treat lower extremity 

arterial disease to save limbs 

and improve lives.  

Everyday, our dedicated and 

talented employees provide 

best-in-class products and 

solutions through passion for 

innovation, compelling clinical 

data and trusted relationships 

with our customers. 

We collaborate with 

endovascular specialists to 

improve patient quality of life 

while providing meaningful 

careers for our employees and 

value creation for 

shareholders.”

“To be recognized globally as the market leader in identifying 

and treating lower extremity arterial disease through innovative, breakthrough and clinically 

proven endovascular technologies”

• Aneurysm Treatment

• Anti-Restenosis 

• DEFINITIVE Trial – PE Proof 

• NG Atherectomy

• Durability II  

• Referral Marketing

• Sales Process Optimization

• Plaque Excision International

• Invatec to ev3 PTA Transition

• PV Business Process Improvements (Fin, Resources, Clinical)

• PV Margin Improvements (SE Stent, SilverHawk)

• US Atherectomy Sales Process Improvement

V.  23- OCT-08

2008 Peripheral Vascular Success Tree

CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in the 

work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Customer 1st

• Teamwork

• Candor

• Continuous Process Improvement

• Accountability

• Empowerment

• Sense of Urgency

As employees of ev3, we are accountable to drive continuous improvement in 

the work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Accountability

• Empowerment

• Sense of Urgency

• Continuous Process Improvement

• Customer 1ST

• Teamwork

• Candor

Prescriptive Vision Shared Values

Directive   
Mission

Current State: 45% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would  
absolutely recommend ev3 to 
their peers and colleagues

Desired 2008 State:
WW Revenue >$127.4M Q4: $32.5M
US Revenue >$46.0M Q4: $12.7M
US Op Ex <$34.1M  Q4: $7.9M
WW GM >76.1%
WW Inventory Turns 2.2 (164 DOH)

Pascal Girin2008 Neurovascular Success Tree

Quality Policy

Delighted Customers

“To become the Neurovascular market leader through constant innovation, 

breakthrough technology adoption, customer intimacy and continuous excellence.”

?

ev3 Neurovascular develops, 

manufactures and 

commercializes innovative, 

minimally invasive 

technologies for the treatment 

of neurovascular disease.

Through talented and 

dedicated employees, a 

commitment to rapid 

innovation, a global 

perspective and a personal 

touch, we work in close 

collaboration to delight our 

customers by delivering high 

quality products and services.

We support and develop highly 

motivated, passionate, and 

accountable employees –

creating meaningful careers in 

a performance environment 

while simultaneously creating 

value for our shareholders.

Everyday we help 

neurovascular specialists 

improve patients lives around 

the world.

• Sales Process Optimization

• Plaque Excision International

• Commercial Leadership and Discipline

• NV Strategy Planning Process 

• Consignment Management Process

• Anti-Restenosis

• DEFINITIVE Trial – PE Proof 

• Aneurysm Treatment

•Axium Reliability

• Ischemic Stroke

• Neurovascular Access

• Product Development Optimization

Current 2007 State:
WW Revenue >$104.5M 
US Revenue >$43.4M 
US Op Ex <$37.9M
WW GM >74.3%
Consignment Turns 9.9
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V.  07- NOV-08

Satisfied Shareholders

Motivated Employees

I am delighted by the communication provided by:

Sales 54% 100%

Legal 55% 100%

Manufacturing   57% 100%

Desired State: 100% would
recommend ev3 to a friend…

Current State: 80% would
recommend ev3 to a friend…

Current State Desired State

• Employee Communication

• Talent Development

CONFIDENTIAL

Motivated Employees

• Customer 1st

• Teamwork

• Candor

• Continuous Process Improvement

• Accountability

• Empowerment

• Sense of Urgency

“ev3 Inc. develops or acquires, 

manufactures and commercializes 

innovative and breakthrough technologies 

and solutions for the treatment of lower 

extremity peripheral vascular and 

neurovascular diseases. 

Through talented and motivated 

employees, a commitment to rapid 

innovation, a global perspective and a 

personal touch, we work in close 

collaboration to delight our customers by 

delivering high quality products and 

services. 

We support and develop highly 

motivated, passionate, and accountable 

employees creating meaningful careers in 

a high performance environment. We 

adhere to quality performance principles 

and practices in all that we do. 

We do this to generate profits and returns 

for our shareholders that exceed 

comparable investments allowing us to 

strive everyday to help endovascular and 

neurovascular specialists improve 

patients’ lives around the world.”

• Sales Process Optimization

• Plaque Excision International

• G&A Process Improvements

• Balance Sheet Management

• Achieve 70% Gross Margin

• Achieve 5% Operating Margin

Directive Mission

Current State: 39% would  
absolutely recommend ev3 to their 
peers and colleagues

Desired State: 100% would  
absolutely recommend ev3 to their 
peers and colleagues

Delighted Customers

• Anti-Restenosis

• DEFINITIVE Trial – PE Proof

• Aneurysm Treatment

• Employee Communication 

“I am delighted by the communication     

provided by __________ department”

(63% TA+SA)

Desired State: 100% would
recommend ev3 to a friend

Current State: 80% would
recommend ev3 to a friend

Desired 2008 State:
Revenues > $430M
Net Income < ($42M)

Current 2007 State:
Revenues GAAP = $284M
Net Income = ($166M)

Satisfied Shareholders

As employees of ev3, we are accountable to drive continuous improvement in 

the work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

“To be the global market leader and preferred 

partner for patients and physicians in identifying and treating lower extremity arterial 

and neurovascular disease through innovative, breakthrough and clinically proven 

technologies.”

Prescriptive Vision Shared Values

Bob Palmisano2008 Corporate Success Tree

Quality Policy

?

V.  23- OCT-08
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CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in 

the work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Accountability

• Empowerment

• Sense of Urgency

• Continuous Process Improvement

• Customer 1ST

• Teamwork

• Candor

Prescriptive Vision Shared Values

Directive   
Mission

Current State: 45% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would  
absolutely recommend ev3 to 
their peers and colleagues

Desired 2008 State:
WW Revenue >$127.4M Q4: $32.5M
US Revenue >$46.0M Q4: $12.7M
US Op Ex <$34.1M  Q4: $7.9M
WW GM >76.1%
WW Inventory Turns 2.2 (164 DOH)

Dave Mowry2008 Operations Success Tree

Quality Policy

Delighted Customers

“To become the Neurovascular market leader through constant innovation, 

breakthrough technology adoption, customer intimacy and continuous excellence.”

?

ev3 Neurovascular develops, 

manufactures and 

commercializes innovative, 

minimally invasive 

technologies for the treatment 

of neurovascular disease.

Through talented and 

dedicated employees, a 

commitment to rapid 

innovation, a global 

perspective and a personal 

touch, we work in close 

collaboration to delight our 

customers by delivering high 

quality products and services.

We support and develop highly 

motivated, passionate, and 

accountable employees –

creating meaningful careers in 

a performance environment 

while simultaneously creating 

value for our shareholders.

Everyday we help 

neurovascular specialists 

improve patients lives around 

the world.

• Sales Process Optimization

• Plaque Excision International

• Commercial Leadership and Discipline

• NV Strategy Planning Process 

• Consignment Management Process

• Anti-Restenosis

• DEFINITIVE Trial – PE Proof 

• Aneurysm Treatment

•Axium Reliability

• Ischemic Stroke

• Neurovascular Access

• Product Development Optimization

Current 2007 State:
WW Revenue >$104.5M 
US Revenue >$43.4M 
US Op Ex <$37.9M
WW GM >74.3%
Consignment Turns 9.9
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V.  07- NOV-08

Satisfied Shareholders

Motivated Employees

I am delighted by the communication provided by:

Sales 54% 100%

Legal 55% 100%

Manufacturing   57% 100%

Desired State: 100% would
recommend ev3 to a friend…

Current State: 80% would
recommend ev3 to a friend…

Current State Desired State

• Employee Communication

• Talent Development

CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in 

the work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Accountability

• Empowerment

• Sense of Urgency

• Continuous Process Improvement

• Customer 1ST

• Teamwork

• Candor

Prescriptive Vision Shared Values

Directive   
Mission

Current State: 45% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would  
absolutely recommend ev3 to 
their peers and colleagues

Desired 2008 State:
WW Revenue >$127.4M Q4: $32.5M
US Revenue >$46.0M Q4: $12.7M
US Op Ex <$34.1M  Q4: $7.9M
WW GM >76.1%
WW Inventory Turns 2.2 (164 DOH)

Greg Morrison2008 Human Resources Success Tree

Quality Policy

Delighted Customers

“To become the Neurovascular market leader through constant innovation, 

breakthrough technology adoption, customer intimacy and continuous excellence.”

?

ev3 Neurovascular develops, 

manufactures and 

commercializes innovative, 

minimally invasive 

technologies for the treatment 

of neurovascular disease.

Through talented and 

dedicated employees, a 

commitment to rapid 

innovation, a global 

perspective and a personal 

touch, we work in close 

collaboration to delight our 

customers by delivering high 

quality products and services.

We support and develop highly 

motivated, passionate, and 

accountable employees –

creating meaningful careers in 

a performance environment 

while simultaneously creating 

value for our shareholders.

Everyday we help 

neurovascular specialists 

improve patients lives around 

the world.

• Sales Process Optimization

• Plaque Excision International

• Commercial Leadership and Discipline

• NV Strategy Planning Process 

• Consignment Management Process

• Anti-Restenosis

• DEFINITIVE Trial – PE Proof 

• Aneurysm Treatment

•Axium Reliability

• Ischemic Stroke

• Neurovascular Access

• Product Development Optimization

Current 2007 State:
WW Revenue >$104.5M 
US Revenue >$43.4M 
US Op Ex <$37.9M
WW GM >74.3%
Consignment Turns 9.9
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V.  07- NOV-08

Satisfied Shareholders

Motivated Employees

I am delighted by the communication provided by:

Sales 54% 100%

Legal 55% 100%

Manufacturing   57% 100%

Desired State: 100% would
recommend ev3 to a friend…

Current State: 80% would
recommend ev3 to a friend…

Current State Desired State

• Employee Communication

• Talent Development

CONFIDENTIAL

Prescriptive VisionShared Values

Directive   
Mission

Current State: 35% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would 
absolutely recommend ev3 to 
their peers and colleagues

Motivated Employees

Desired State: 100% would
recommend ev3 to a friend

...

Current State: 80% would 
recommend ev3 to a friend
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Current 2007 State:
WW Revenues $174M
US Op Ex $78M
WW GM 57.9%

Desired 2008 State:
WW Revenues > $272M
US Operating Expense < $115M
WW Gross Margin > 61.9%
Inv DOH < 269

Kevin Klemz

Quality Policy

Delighted Customers

Satisfied Shareholders

• Employee Communication
Current state satisfaction levels:

Sales 46%,  Marketing 53%,  R&D 57%,  Clinical 62%

• Resource Management and Optimization

?

“ev3 Peripheral Vascular 

designs, develops and 

manufactures high quality 

endovascular products and 

partners with our global 

physician customers to identify 

and treat lower extremity 

arterial disease to save limbs 

and improve lives.  

Everyday, our dedicated and 

talented employees provide 

best-in-class products and 

solutions through passion for 

innovation, compelling clinical 

data and trusted relationships 

with our customers. 

We collaborate with 

endovascular specialists to 

improve patient quality of life 

while providing meaningful 

careers for our employees and 

value creation for 

shareholders.”

“To be recognized globally as the market leader in identifying 

and treating lower extremity arterial disease through innovative, breakthrough and clinically 

proven endovascular technologies”

• Aneurysm Treatment

• Anti-Restenosis 

• DEFINITIVE Trial – PE Proof 

• NG Atherectomy

• Durability II  

• Referral Marketing

• Sales Process Optimization

• Plaque Excision International

• Invatec to ev3 PTA Transition

• PV Business Process Improvements (Fin, Resources, Clinical)

• PV Margin Improvements (SE Stent, SilverHawk)

• US Atherectomy Sales Process Improvement

V.  23- OCT-08

2008 Legal Success Tree

CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in the 

work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Customer 1st

• Teamwork

• Candor

• Continuous Process Improvement

• Accountability

• Empowerment

• Sense of Urgency

Prescriptive VisionShared Values

Directive   
Mission

Current State: 35% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would 
absolutely recommend ev3 to 
their peers and colleagues

Motivated Employees

Desired State: 100% would
recommend ev3 to a friend

...

Current State: 80% would 
recommend ev3 to a friend
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Current 2007 State:
WW Revenues $174M
US Op Ex $78M
WW GM 57.9%

Desired 2008 State:
WW Revenues > $272M
US Operating Expense < $115M
WW Gross Margin > 61.9%
Inv DOH < 269

Julie Tracy

Quality Policy

Delighted Customers

Satisfied Shareholders

• Employee Communication
Current state satisfaction levels:

Sales 46%,  Marketing 53%,  R&D 57%,  Clinical 62%

• Resource Management and Optimization

?

“ev3 Peripheral Vascular 

designs, develops and 

manufactures high quality 

endovascular products and 

partners with our global 

physician customers to identify 

and treat lower extremity 

arterial disease to save limbs 

and improve lives.  

Everyday, our dedicated and 

talented employees provide 

best-in-class products and 

solutions through passion for 

innovation, compelling clinical 

data and trusted relationships 

with our customers. 

We collaborate with 

endovascular specialists to 

improve patient quality of life 

while providing meaningful 

careers for our employees and 

value creation for 

shareholders.”

“To be recognized globally as the market leader in identifying 

and treating lower extremity arterial disease through innovative, breakthrough and clinically 

proven endovascular technologies”

• Aneurysm Treatment

• Anti-Restenosis 

• DEFINITIVE Trial – PE Proof 

• NG Atherectomy

• Durability II  

• Referral Marketing

• Sales Process Optimization

• Plaque Excision International

• Invatec to ev3 PTA Transition

• PV Business Process Improvements (Fin, Resources, Clinical)

• PV Margin Improvements (SE Stent, SilverHawk)

• US Atherectomy Sales Process Improvement

V.  23- OCT-08

2008 Investor Relations Success Tree

CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in the 

work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Customer 1st

• Teamwork

• Candor

• Continuous Process Improvement

• Accountability

• Empowerment

• Sense of Urgency

Prescriptive VisionShared Values

Directive   
Mission

Current State: 35% would 
absolutely recommend ev3 to 
their peers and colleagues

Desired State: 100% would 
absolutely recommend ev3 to 
their peers and colleagues

Motivated Employees

Desired State: 100% would
recommend ev3 to a friend

...

Current State: 80% would 
recommend ev3 to a friend
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Current 2007 State:
WW Revenues $174M
US Op Ex $78M
WW GM 57.9%

Desired 2008 State:
WW Revenues > $272M
US Operating Expense < $115M
WW Gross Margin > 61.9%
Inv DOH < 269

Pat Spangler

Quality Policy

Delighted Customers

Satisfied Shareholders

• Employee Communication
Current state satisfaction levels:

Sales 46%,  Marketing 53%,  R&D 57%,  Clinical 62%

• Resource Management and Optimization

?

“ev3 Peripheral Vascular 

designs, develops and 

manufactures high quality 

endovascular products and 

partners with our global 

physician customers to identify 

and treat lower extremity 

arterial disease to save limbs 

and improve lives.  

Everyday, our dedicated and 

talented employees provide 

best-in-class products and 

solutions through passion for 

innovation, compelling clinical 

data and trusted relationships 

with our customers. 

We collaborate with 

endovascular specialists to 

improve patient quality of life 

while providing meaningful 

careers for our employees and 

value creation for 

shareholders.”

“To be recognized globally as the market leader in identifying 

and treating lower extremity arterial disease through innovative, breakthrough and clinically 

proven endovascular technologies”

• Aneurysm Treatment

• Anti-Restenosis 

• DEFINITIVE Trial – PE Proof 

• NG Atherectomy

• Durability II  

• Referral Marketing

• Sales Process Optimization

• Plaque Excision International

• Invatec to ev3 PTA Transition

• PV Business Process Improvements (Fin, Resources, Clinical)

• PV Margin Improvements (SE Stent, SilverHawk)

• US Atherectomy Sales Process Improvement

V.  23- OCT-08

2008 Finance Success Tree

CONFIDENTIAL

As employees of ev3, we are accountable to drive continuous improvement in the 

work we perform and ensure quality in the products and service we deliver to meet the needs of our 

customers. ev3 is committed to operating under a quality system in accordance with domestic and 

worldwide requirements for medical device companies.

• Customer 1st

• Teamwork

• Candor

• Continuous Process Improvement

• Accountability

• Empowerment

• Sense of Urgency

High Level Alignment

Timing

2x Year

Winter / Summer
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1.  Rigorously follow  six of the 8 Steps of the STI Breakthroug h Process as the project is managed.

Step 8  :

Measure Resulting  New 

State,  Recycle if Required

Step 6  :

Develop 

Transition Plan

Step 4  :

Determine Current State 

Level and Process

Step 5  :

Determine Desired State  

Level & Needed Process

Step 7  :

Implement & 

Execute Plan

Step 3  :

Activate Team 

and Leader

Statement of the goal / problem or issue to be worked

□ Customer □ Employee X Financial

Approver: Bob Palmisano Date: 06/12/08

Team Leader: Rich Lunsford  Sponsor: Bob Palmisano

Team Members: John Dolphin, Peter Cooke, Paul 
Kapsner, Maureen Pistulka,  John Nolan, Jorge O ’Hara, 
Kevin Klemz.  Members At Large:  Pete Malyak, Murray 
Sales, Mike Ennen, Erica Roeller, Jack Dombroski

"Develop and gain approval of a plan, which when executed 
with excellence, will result in a significant increase in sales 
force productivity.” (CS: $1.4M/rep)

Sales Force Optimization

Requirements:

x

Complete the plan in 60 days.

Test Recommend solution with Sales Management 
Team, Sales Leadership Council and MD Customer.

In the proposed plan, briefly cover how each of the 
requirements of this job ticket were accommodated.

Ensure a platform for the RM ’s to support their 
management of P&L efficiently to achieve internal 
goals in the proposed plan.

In the proposed plan consider the effect of Sales 
Management in overall Sales Force Optimization.

Include recommendation  to overcome potential HQ 
change resistance elements.

15

14.

13.

12.

11.

10.

Consider within the plan the transition process of the 
bottom 10% (performance) of the sales force.

9.

Keep  in mind the necessity to minimize and unintended 
consequences on the customers, employees or financial 
performance.

8.

Discuss and come to consensus on needed actions or 
changes that will accomplish the project objectives and 
close the gap from the current to desired states.

7.

Develop and come to agreement on a  desired state, and 
target a substantial improvement of the current levels.

6.

Benchmark other Sales and Marketing entities to include 
other companies outside of medicine while incorporating 
customer MD/hospital feedback.

5.

Achieve consensus on  measures, processes, approaches or 
events that contribute to the current performance relative 
to the project using measures and metrics.

4.

Select a team leader, facilitator and note taker.3.

Adopt a disciplined team process following steps 3-6.2.

Select a diverse team made up of members from each of the 

appropriate or affected  business functions.

1.x

x

x
x

x

CONFIDENTIAL 3

x

HPMS Strategic Process Overview 
Step 5: Implement our plan & connecting the organization

Success Tree Cascade

Job Tickets

Budgets

Timing

Ongoing

MBOs
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We have realized a significant turnaround in all 

three constituent groups

Increasing Employee Motivation

0%

20%

40%

60%

80%

100%

1H'08 2H'08 1H'09 2H'09

Increasing Delighted Customers 

0%

20%

40%

60%

80%

100%

1H'08 2H'08 1H'09 2H'09

+153%

Satisfying Shareholders
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• It takes time

• The journey is littered with obstacles

• Stay true to the system

• Celebrate the small victories

• Commitment comes for the Top

• Invest in HPMS / Strategic Alignment 

whenever possible

• Perfection is your enemy 

Key Lessons and Experiences with HPMS


