
Ophthalmology Experience and Success
Raising Visibility and Building Strategic Relationships

Situation: 

EyeGate Pharma had moved the company from Europe to the US 
and had a need to get their story told to the right constituencies in 
order to communicate the value of the company’s iontophoresis 
ocular delivery platform, increase visibility and build their value 
proposition to potential investors and partners. 

Strategy:

LaVoie Group developed an integrated communications program 
which included venture relations and financial communications 
strategies.  New branding and corporate positioning was developed.
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Investment Community: Secured U S lead of a $15M Series C financing round at

Results
Investment Community: Secured U.S. lead of a $15M Series C financing round at 
increased valuation from new investor Medicis Capital in March 2008

• Established Additional New Relationships with leading firms such as:

o Venture Companies: Essex Woodlands, Warburg Pincus, Fidelity 
BioSciences and Canaan Partners 

o Brokerage firms: Jeffries & Company, Cowen, BMO, Pacific 
Growth, and Rodman & Renshaw

Partnerships: EyeGate is currently underway with a research and collaboration 
agreement with a top pharmaceutical company 

• The agreement will support a joint research and feasibility committee to 
evaluate EyeGate’s iontophoresis delivery technology with the 
pharmaceutical company’s proprietary antibody compounds
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Media Highlights:

Results
Media Highlights: 

• Scrip: Secured interview for an EyeGate company profile in April 2009 (coverage 
pending for June 2009)

• Financial Times/Pharmawire: February 2009 story on the M & A activity in the 
ophthalmology space featuring LaVoie client EyeGate Pharma

• BioCentury: September 2008 cover story, “The Eyes Have It” included LaVoie 
clients EyeGate, Ophthotech and ESBATech

• Medical Device Daily: July 2008 article on EyeGate Pharma’s clinical and corporate 
milestones

• Drug Delivery & Technology: Feature articles on  ophthalmology innovations from 
EyeGate (January 2008)

Industry Analysts:   
• Frost & Sullivan report on 2008 Ophthalmology Delivery (EyeGate included)

• EyeGate received Frost & Sullivan’s Technology Innovation of the Year award in 
Ophthalmology  in 2008
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Media and Analyst ROI

By Sasha Damouni, James Avallone and Nadia 
Damouni 
Published: February 10 2009 

EyeGate CEO Stephen From said ophthalmology is 
one of the last areas in the life sciences where there 
is a substantial unmet medical need and is a market 
that could produce further potential blockbusters. He 
specifically commented on dry-AMD, which 
comprises most of the AMD market, and spoke 
about the fact that there is no therapeutic approved 
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for diabetic macular edema. 

EyeGate, a company developing a platform of 
medicine to treat diseases of the eye using its non-
invasive, iontophoretic drug-delivery system, would 
be very attractive to any of those firms in the 
ophthalmology space, From said. Still, he noted the 
company is not at the stage yet for a takeout, and is 
currently in partnership discussions. 



Media and Analyst ROI
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Corporate/Website Rebranding
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