
2020



What a difference a year makes! We are stronger today than we 
were a year-ago despite the impact of COVID-19 on the market and  
our business.

2020 was a year that not only tested the resiliency of our business, but 
also the resolve of our valued employees. The COVID-19 pandemic 
presented an unprecedented set of circumstances to Intersect ENT as 
hospitals suspended elective surgical procedures and ENT office visits 
were significantly reduced. Reflecting on our achievements today, I am 
proud of the way our team executed and delivered on our objectives.  
The year was highlighted by the recovery of our core PROPEL and 
SINUVA sinus implant platforms, the acquisition of Fiagon AG and its 
surgical navigation and sinus balloon dilation portfolio, the building of 
essential new executional capabilities and the assignment and utilization 
of critically important reimbursement coding changes. We are better 
positioned today than we were a year-ago to deliver sustainable future 
growth. In total, we successfully transformed Intersect ENT from a single 
technology innovator into a diversified, outcomes-based, solutions 
provider in the large and growing global chronic sinusitis market.  We 
are now not only poised to resume growth in the near-term relative to 
2019, but sustain strong revenue growth in the years to come.

COVID-19 RESPONSE AND CORPORATE TRANSFORMATION
One year ago, we were navigating the uncertainties of the global 
pandemic with the U.S. PROPEL family of sinus implants accounting for 
the vast majority of our corporate revenues. SINUVA’s business model 
was still largely unproven more than two years after launch, international 
revenues were minimal and we were faced with pandemic-related 
challenges of suspended elective sinus procedures. 

At the start of the pandemic in the spring of 2020, we focused on 
protecting the health and safety of our employees, maintaining 
customer engagement, refining our go-to-market commercial model 
and preserving our capital and liquidity. From a strategic standpoint, 
we took decisive actions to restructure and refinance the Company 
thereby enabling us to manage through the pandemic and reposition 
Intersect ENT as a more diversified and scalable global leader across the 
continuum of care in chronic rhinosinusitis. 

We managed the significant COVID-related downturn in elective 
procedures by taking swift action to secure our financial position. We 
reduced operating expenses and raised $65 million in convertible notes 
from Deerfield Management Group. We suspended manufacturing and 
bled down inventory to preserve cash. These actions, when combined 
with our working capital management improvements and renewed 
revenue growth, give us adequate capital to operate well into 2022.

On the product side of our business, after the initial impact of the 
pandemic, PROPEL sales recovered rapidly in hospitals and surgical 
centers. We fueled incremental PROPEL growth in the office setting and 
international markets. We are particularly excited about the opportunity 
for use of PROPEL in the office setting of care in conjunction with balloon 
sinus dilation. Additionally, we pursued longitudinal, real-world, evidence 
of PROPEL’s clinical and health-economic benefits assessing healthcare 
utilization 18 months following sinus surgery with and without PROPEL. 
We are confident this health-economic analysis will demonstrate the 
benefit to payers of greater physician access to, and coverage for, 
PROPEL following sinus surgery.

For SINUVA, we established and validated the go-to-market model 
for initiating drug therapy in the doctor’s office with improved 
reimbursement coding and needed payer coverage to drive sustainable, 
double-digit, growth. Today, in combination with our patient services 
HUB and specialty pharmacy channel partners we are enabling 
streamlined benefit verification, coverage, distribution and payment 
to physicians using SINUVA in the office. Improved physician access 
complements existing strong clinical evidence of benefit. Closing 2020 
with consecutive quarters of record SINUVA revenue underscores our 
belief that SINUVA is now positioned to meaningfully contribute to our 
overall revenue growth.

BROADENING OUR PORTFOLIO WITH THE FIAGON ACQUISITION
Two additional and important components to our growth strategy are 
geographic expansion and product innovation. To that end, we were 
excited to acquire Fiagon AG Medical Technologies, which met both key 
criteria. A leader in electromagnetic surgical navigation solutions, Fiagon 
immediately gives us entry into the adjacent balloon sinus dilation market 

with their recently FDA-cleared VENSURE 
sinus balloon while also adding highly 
complementary navigation and disposable 
surgical tools to our core portfolio. These 
important product portfolio additions expand 
our value proposition among our existing 
physician customers and allow for efficient 
incremental growth on top of anticipated gains 
in PROPEL and SINUVA. This transaction also 
enables Intersect ENT to gain scale in key European markets, specifically 
building upon our existing modest presence in Germany, and extends 
our footprint in U.S. and European ENT physicians’ offices.  

The integration of Fiagon has progressed smoothly. With several 
upcoming product launches, including the planned U.S. launch and 
deployment of VENSURE Balloon and next generation CUBE Navigation, 
we expect meaningful contributions from our navigation and sinus 
balloon products in the second half of 2021 and beyond.  

POSITIONING INTERSECT ENT FOR GROWTH
Recently, Centers for Medicare and Medicaid Services (CMS) announced 
coding changes for both PROPEL and SINUVA that we believe will 
contribute further to our positive revenue growth momentum. At our 
request, CMS approved a revised coding application that provides for a 
single and distinct code for PROPEL and consolidates of the two existing 
SINUVA codes into a single distinct code for SINUVA. These actions will 
reduce coding confusion and claims uncertainty and help ENT physicians 
better understand the amount of implant reimbursement they can expect 
when using PROPEL or SINUVA regardless of setting of care.

With our sales force working remotely throughout much of 2020, we 
implemented a rigorous training curriculum designed to strengthen 
sales force clinical knowledge, selling skills and account management 
and analysis to allow our team to pivot quickly to maximize interactions 
with our customers in an increasingly dynamic COVID-influenced 
environment. Branded “XENT University” we sought to improve 
knowledge and skills elevating analytic rigor to improve targeting and 
message tailoring. These new capabilities are aimed at strengthening 
our commercial execution as markets begin to reopen post-COVID and 
our portfolio expands.

Finally, on the product pipeline front, in the first quarter of 2021 we 
initiated a prospective clinical trial with our new VENSURE Balloon 
followed by a PROPEL Contour implant to establish the benefits of 
combined use of our PROPEL localized drug delivery following balloon 
dilation. The current trial, named EXPAND, will recruit approximately 80-
100 patients over the course of 2021 with preliminary results reading 
out in the second half of 2022 and full results with longer-term data in 
2023. In addition, our talented R&D team continues work on further 
applications of core polymer delivery and drug formulation technologies 
to address unmet needs in chronic sinusitis.

DELIVERING VALUE IN 2021 AND BEYOND
Our team came together under the most challenging of conditions in 
an unprecedented year that now has Intersect ENT primed to generate 
long-term sustainable double-digit growth. We have an incredible 
opportunity to fulfill this objective by further penetrating existing 
ENT procedures and by increasing our relevance to the physicians we 
serve across all sites of care. We are investing in our core products and 
promising pipeline, building and enhancing our skills and capabilities 
and taking advantage of pent-up elective sinus procedure demand. 
Supported by our transformation into a diversified business with a 
broader and complementary chronic rhinosinusitis portfolio, we have 
multiple “shots on goal” to drive growth, reinforcing our confidence that 
we can achieve our goals and return maximum value to our shareholders. 

In closing, I would like to express my appreciation to our valued 
employees, the patients we serve, and our shareholders.

Dear Shareholders,

Thomas A. West 
President, CEO & Director

Sincerely,
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The statements in this Annual Report relating to future events or results are
forward-looking statements that involve many risks and uncertainties. Our actual
results could differ materially from those contained in these forward-looking
statements due to a number of factors. These and other risk factors that may
cause actual results to differ are discussed in Part I, Item 1A — “Risk Factors”
included in the Form 10-K which is part of this Annual Report.

SENIOR LEADERSHIP

Thomas A. West 
President and Chief Executive Officer

Richard A. Meier 
Executive Vice President and Chief Financial Officer

Reyna M. Fernandez 
Chief Human Resources Officer

Christine R. Kowalski 
Executive Vice President and Chief Operating Officer

Patrick A. Broderick 
Executive Vice President, General Counsel and 
Corporate Secretary

BOARD OF DIRECTORS

Kieran T. Gallahue (Chairman of the Board) 
Former Chairman and Chief Executive Officer 
  CareFusion Corporation

Thomas A. West 
President and Chief Executive Officer 
  Intersect ENT, Inc.

Teresa L. Kline 
Former Executive Vice President 
  Henry Ford Health System 
Former President and Chief Executive Officer 
  Health Alliance Plan

Cynthia L. Lucchese 
Chief Strategy Officer 
  Penske Entertainment Corp.

Dana G. Mead, Jr. 
Former President and Chief Executive Officer 
  HeartFlow, Inc.

Neil A. Hattangadi, M.D. 
Co-Founder and Chief Executive Officer 
  Coritca Inc.

Elisabeth Sandoval-Little 
Consultant - Biotech and Pharmaceuticals

ANNUAL MEETING OF STOCKHOLDERS

Held at 9:00 a.m. PDT on June 3, 2021 
Online at 
virtualshareholdermeeting.com/XENT2021

TRANSFER AGENT AND REGISTRAR

Computershare, Inc. 
P.O. Box 505000 
Louisville, KY 40233 
Toll free: 800-736-3001 
Local & International: +1 (781) 575 3100 
Email: web.queries@computershare.com 
Website: www.computershare.com

INDEPENDENT REGISTERED PUBLIC ACCOUNTING FIRM

Ernst & Young LLP 
303 S. Almaden Blvd Suite 1000 
San Jose, CA 95110

OUTSIDE COUNSEL

Cooley LLP 
3175 Hanover Street 
Palo Alto, CA 94304

INVESTOR INFORMATION

Exchange: The NASDAQ Global Market 
Symbol: XENT

CORPORATE HEADQUARTERS

Intersect ENT, Inc. 
1555 Adams Drive 
Menlo Park, CA 94025 
Phone: (650) 641-2100 
Fax: (650) 641-2120 

COMPANY INQUIRIES

Intersect ENT, Inc. 
Attn: Investor Relations 
1555 Adams Drive 
Menlo Park, CA 94025 
Phone: (650) 641-2105 l Fax: (650) 641-2055 
Email: ir@intersectENT.com



INTERSECT ENT, INC., 1555 ADAMS DRIVE, MENLO PARK, CA 94025

WWW.INTERSECTENT.COM




