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PART I. FINANCIAL INFORMATION

ITEM 1. FINANCIAL STATEMENTS

XERIS PHARMACEUTICALS, INC.
Condensed Consolidated Balance Sheets

(in thousands, except share and par value)

 September 30, 2019  December 31, 2018

 (unaudited)   
Assets    
Current assets:    

Cash and cash equivalents $ 56,160  $ 45,716
Short-term investments 46,311  66,917
Accounts receivable, net 874  2,869
Prepaid expenses and other current assets 2,631  2,397

Total current assets 105,976  117,899
Investments 13,913  —
Property and equipment, net 7,952  2,034
Other assets 259  95

Total assets $ 128,100  $ 120,028

Liabilities and Stockholders’ Equity    
Current liabilities:    

Accounts payable $ 1,678  $ 866
Accrued expenses 15,706  8,214
Warrant liabilities 302  860
Deferred grant awards 106  232

Total current liabilities 17,792  10,172
Long-term debt, net of unamortized deferred costs 58,124  31,890
Other liabilities 8,528  2,560

Total liabilities 84,444  44,622

Commitments and Contingencies (Note 8)  

Stockholders’ Equity:    
Preferred stock—par value $0.0001, 10,000,000 shares authorized and no shares issued and

outstanding as of September 30, 2019 and December 31, 2018, respectively —  —

Common stock—par value $0.0001, 150,000,000 shares authorized as of September 30, 2019
and December 31, 2018, respectively; 26,954,189 and 20,808,366 shares issued and
outstanding as of September 30, 2019 and December 31, 2018, respectively
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Additional paid in capital 256,771  196,121
Accumulated deficit (213,163)  (120,665)
Accumulated other comprehensive gain (loss) 45  (52)

Total stockholders’ equity 43,656  75,406
Total liabilities and stockholders’ equity $ 128,100  $ 120,028

The accompanying notes are an integral part of the condensed consolidated financial statements.
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XERIS PHARMACEUTICALS, INC.
Condensed Consolidated Statements of Operations and Comprehensive Loss

(in thousands, except share and per share data; unaudited)

 
Three Months Ended

September 30,  
Nine Months Ended

September 30,
 2019  2018  2019  2018
Grant income $ 314  $ 582  $ 843  $ 1,611
Service revenue 9  —  48  53
Cost of revenue 10  —  33  42

Gross profit 313  582  858  1,622
Operating expenses:        

Research and development 15,518  10,875  48,018  28,264
Selling, general and administrative 14,877  4,650  42,419  12,388

Expense from operations 30,395  15,525  90,437  40,652
Loss from operations (30,082) (14,943)  (89,579)  (39,030)

Other income (expense):        
Interest and other income 657  462  2,173  796
Interest expense (3,507)  (737)  (5,632)  (1,490)
Change in fair value of warrants 96  451  540  63

Total other income (expense) (2,754)  176  (2,919)  (631)
Net loss $ (32,836)  $ (14,767)  $ (92,498)  $ (39,661)

Other comprehensive loss, net of tax:        
Unrealized gains (losses) on investments (23)  (58)  97  (58)

Comprehensive loss $ (32,859)  $ (14,825)  $ (92,401)  $ (39,719)

Net loss per common share - basic and diluted $ (1.22)  $ (0.71)  $ (3.58)  $ (4.36)

Weighted average common shares outstanding,
   basic and diluted 26,942,591  20,714,475  25,810,113  9,104,491

The accompanying notes are an integral part of the condensed consolidated financial statements.

4



XERIS PHARMACEUTICALS, INC.
Condensed Consolidated Statements of Stockholders’ Equity (Deficit)

(in thousands, except share data; unaudited)

  Common Stock  Additional
Paid In
Capital  

Accumulated Other
Comprehensive

Gain (Loss)  
Accumulated

Deficit  Total  Shares  Amount  
Balance, December 31, 2017  2,159,068  $ 1  $ 2,754  $ —  $ (60,585)  $ (57,830)
Net loss  —  —  —  —  (11,907)  (11,907)
Exercise and vesting of stock-based awards  39,510  —  51  —  —  51
Stock-based compensation  —  —  244  —  —  244
Balance, March 31, 2018  2,198,578  $ 1  $ 3,049  $ —  $ (72,492)  $ (69,442)
Net loss  —  —  —  —  (12,987)  (12,987)
Issuance of common stock upon Initial
   Public Offering  6,555,000  —  89,002  —  —  89,002
Conversion of convertible preferred stock
   into common stock  11,837,073  1  102,292  —  —  102,293
Exercise and vesting of stock-based awards  97,806  —  109  —  —  109
Stock-based compensation  —  —  361  —  —  361
Balance, June 30, 2018  20,688,457  $ 2  $ 194,813  $ —  $ (85,479)  $ 109,336
Net loss  —  —  —  —  (14,767)  (14,767)
Incremental costs of Initial Public Offering  —  —  (50)  —  —  (50)
Exercise and vesting of stock-based awards  67,209  —  115  —  —  115
Stock-based compensation  —  —  544  —  —  544
Other comprehensive loss  —  —  —  (58)  —  (58)
Balance, September 30, 2018  20,755,666  $ 2  $ 195,422  $ (58)  $ (100,246)  $ 95,120

            
             

  Common Stock  Additional
Paid In
Capital  

Accumulated Other
Comprehensive

Gain (Loss)  
Accumulated

Deficit  Total  Shares  Amount  
Balance, December 31, 2018  20,808,366  $ 2  $ 196,121  $ (52)  $ (120,665)  $ 75,406
Net loss  —  —  —  —  (25,277)  (25,277)
Issuance of common stock upon public
   offering  5,996,775  1  55,631  —  —  55,632
Exercise and vesting of stock-based awards  72,797  —  128  —  —  128
Exercise of warrants  2,271  —  13  —  —  13
Stock-based compensation  —  —  1,147  —  —  1,147
Other comprehensive gain  —  —  —  51  —  51
Balance, March 31, 2019  26,880,209  $ 3  $ 253,040  $ (1)  $ (145,942)  $ 107,100
Net loss  —  —  —  —  (34,385)  (34,385)
Exercise and vesting of stock-based awards  30,235  —  70  —  —  70
Stock-based compensation  —  —  1,701  —  —  1,701
Issuance of common stock through
   employee stock purchase plan  24,229  —  236  —  —  236
Other comprehensive gain  —  —  —  69  —  69
Balance, June 30, 2019  26,934,673  $ 3  $ 255,047  $ 68  $ (180,327)  $ 74,791
Net loss  —  —  —  —  (32,836)  (32,836)
Incremental costs of public offering  —  —  (119)  —  —  (119)
Exercise and vesting of stock-based awards  18,746  —  44  —  —  44
Exercise of warrants  770  —  5  —  —  5
Stock-based compensation  —  —  1,794  —  —  1,794
Other comprehensive loss  —  —  —  (23)  —  (23)
Balance, September 30, 2019  26,954,189  $ 3  $ 256,771  $ 45  $ (213,163)  $ 43,656

The accompanying notes are an integral part of the condensed consolidated financial statements.
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XERIS PHARMACEUTICALS, INC.
Condensed Consolidated Statements of Cash Flows

(in thousands; unaudited)

 Nine Months Ended September 30,
 2019  2018
Cash flows from operating activities:    
     Net loss $ (92,498)  $ (39,661)
     Adjustments to reconcile net loss to net cash used in operating activities:    
            Depreciation and amortization 698  146
            Amortization of investments (608)  —
            Amortization of debt issuance costs 767  312
            Stock-based compensation 4,642  1,149
            Loss on extinguishment of debt 2,324  —
            Change in fair value of warrants (540)  (63)
            Changes in operating assets and liabilities:    

Accounts receivable 1,873  (532)
Prepaid expenses and other current assets (234)  (2,089)
Other assets (26)  62
Accounts payable 812  (1,354)
Accrued expenses 7,192  3,790
Deferred grant awards (126)  50
Deferred rent 901  246
Other liabilities 49  —

Net cash used in operating activities (74,774)  (37,944)
Cash flows from investing activities:    
     Capital expenditures (863)  (1,260)
     Purchases of investments (75,975)  (55,278)
     Sales and maturities of investments 83,496  —

Net cash provided by (used in) investing activities 6,658  (56,538)
Cash flows from financing activities:    
     Proceeds from Initial Public Offering —  98,325
     Payments for Initial Public Offering costs —  (9,373)
     Proceeds from follow-on public offering 59,970  —
     Payments of follow-on public offering costs (4,458)  —
     Proceeds from sale of Series C Preferred Stock —  4,438
     Payments of Series C Preferred Stock offering costs —  (24)
     Proceeds from issuance of debt 60,000  35,000
     Repayment of debt (35,000)  —
     Payments of debt issuance costs (2,340)  (333)
     Stock purchases from employee stock purchase plan 236  —
     Proceeds from exercise of stock awards 152  149

Net cash provided by financing activities 78,560  128,182
Increase in cash and cash equivalents 10,444  33,700
Cash and cash equivalents, beginning of period 45,716  42,045
Cash and cash equivalents, end of period $ 56,160  $ 75,745

Supplemental schedule of cash flow information:    
            Cash paid for interest $ 2,812  $ 1,031

Supplemental schedule of non-cash investing and financing activities:    
            Tenant improvement allowance $ 5,508  $ —

            Deferred public offering costs within accrued expenses $ 138  $ —

            Accrued debt issuance costs $ 1,841  $ 2,325

            Allocation of debt costs to warrants $ —  $ 1,012

            Vesting of early exercised awards $ 91  $ 127

            Non-cash exercise of warrants $ 18  $ —

The accompanying notes are an integral part of the condensed consolidated financial statements.
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

Note 1. Organization and Nature of the Business

Nature of business

Xeris Pharmaceuticals, Inc. ("Xeris" or the "Company") is a specialty pharmaceutical company that was incorporated in Delaware in 2005. Xeris is dedicated
to the development of ready-to-use injectable and infusible drug formulations that address important unmet medical needs, are easier to use by patients,
caregivers and health practitioners, and reduce costs for payors and the healthcare system.

Since its inception, the Company has devoted the majority of its efforts to research and development, regulatory and technical activities, and preparation for
commercialization of its first product, GvokeTM, which delivers ready-to-use glucagon via a commercially available pre-filled syringe or auto-injector for the
treatment of severe hypoglycemia, a potentially life-threatening condition. Gvoke was approved by the U.S. Food & Drug Administration ("FDA") on
September 10, 2019. The Company has financed its operations through the issuance of its common stock, convertible preferred stock and other equity
instruments, debt financing and grant funding from the National Institutes of Health ("NIH") and other philanthropic organizations.

The Company has not generated any revenue from product sales as of September 30, 2019. The Company has incurred operating losses since inception and
has an accumulated deficit of $213.2 million as of September 30, 2019. The Company expects to continue to incur net losses for at least the next 12 months.
Based on the Company’s current operating plans and existing working capital at September 30, 2019, the Company believes its cash resources are sufficient
to sustain operations and capital expenditure requirements for at least the next 12 months. The Company is subject to a number of risks similar to other
specialty pharmaceutical companies, including, but not limited to, successful development and commercialization of its drug candidates, the development of
new technological innovations by its competitors, protection of intellectual property and market acceptance of the Company’s products.

Basis of presentation

These condensed consolidated financial statements are unaudited and have been prepared in accordance with accounting principles generally accepted in the
United States of America (“GAAP”), including those for interim financial information, and with the instructions for Quarterly Reports on Form 10-Q and
Article 10 of Regulation S-X issued by the U.S. Securities and Exchange Commission (the "SEC"). Accordingly, such financial statements do not include all
of the information and note disclosures required by GAAP for complete financial statements.

In the opinion of management, the accompanying financial statements reflect all adjustments, consisting only of normal recurring adjustments, considered
necessary for a fair presentation of the Company’s financial position and its results of operations and cash flows for the periods presented. The results of
operations for such periods are not necessarily indicative of the results that may be expected for any future period. The accompanying financial statements
should be read in conjunction with the audited financial statements and the related notes thereto for the year ended December 31, 2018 included in the
Company's Annual Report on Form 10-K filed with the SEC on March 6, 2019.

Any reference in these notes to applicable guidance is meant to refer to GAAP as found in the Accounting Standards Codification (“ASC”) and Accounting
Standards Updates (“ASU”) issued by the Financial Accounting Standards Board (“FASB”).

Basis of Consolidation

These condensed consolidated financial statements include the financial statements of Xeris Pharmaceuticals, Inc. and its subsidiary, Xeris Pharmaceuticals
Australia Pty Ltd. All intercompany transactions have been eliminated.
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

Note 2. Summary of Significant Accounting Policies

Refer to the audited financial statements included in the Company's Annual Report on Form 10-K for the year ended December 31, 2018 for a discussion of
the Company's accounting policies.

New accounting pronouncements

Recently issued accounting pronouncements

In February 2016, the FASB issued ASU 2016-02, Leases (Topic 842). The new standard requires lessees to record a right-of-use asset and a lease liability for
all leases with a term of greater than twelve months regardless of their classification. Leases will be classified as either operating or finance leases under the
new guidance. Operating leases will result in straight-line expense in the income statement, similar to current operating leases, and finance leases will result
in more expense being recognized in the earlier years of the lease term, similar to current capital leases. As an emerging growth company, ASU 2016-02 will
be effective for the Company for the fiscal year beginning January 1, 2020 and for interim periods beginning January 1, 2021. The FASB has recently
proposed guidance that, if issued, will further extend the effective dates by an additional year. The Company is currently evaluating the impact the adoption of
this new standard will have on the financial statements and related disclosures; however, since the Company is a lessee to certain leases for property whose
terms exceed twelve months, it expects to report assets and liabilities related to these leases on the financial statements that have not been previously reported
once adopted.

Note 3. Reverse Stock Split and Public Stock Offerings

On June 8, 2018, the Company effectuated a 1-for-1.78112 reverse stock split of its outstanding common stock, which was approved by the Company’s Board
of Directors on May 22, 2018 and by the Company’s stockholders on June 8, 2018. The reverse stock split resulted in an adjustment to the then outstanding
preferred stock conversion prices to reflect a proportional decrease in the number of shares of common stock to be issued upon conversion. The
accompanying condensed consolidated financial statements and related notes to condensed consolidated financial statements give retroactive effect to the
reverse stock split for all periods presented. The shares of common stock retained a par value of $0.0001 per share. Accordingly, stockholders’ equity reflects
the reverse stock split by reclassifying from common stock to additional paid in capital an amount equal to the par value of the decreased shares resulting
from the reverse stock split.

On June 25, 2018, the Company closed the initial public offering ("IPO") of its common stock pursuant to a registration statement on Form S-1, as amended.
The Company sold an aggregate of 6,555,000 shares of common stock under the registration statement at an IPO price of $15.00 per share, including 855,000
shares of common stock pursuant to the exercise of the underwriters’ option to purchase additional shares. Net proceeds from the IPO were $88.9 million,
after deducting underwriting discounts and commissions, as well as other IPO expenses. Upon closing the IPO, all outstanding shares of the Company's Series
A, B and C convertible preferred stock were converted into 11,837,073 shares of common stock.

On February 19, 2019, the Company completed a public offering of its common stock pursuant to a registration statement on Form S-1, as amended. The
Company sold an aggregate of 5,996,775 shares of common stock at a price of $10.00 per share, including 116,775 shares of common stock pursuant to the
exercise of the underwriters' option to purchase additional shares. Net proceeds from the public offering were $55.5 million after deducting underwriting
discounts and commissions, as well as other public offering expenses.

Note 4. Accrued Expenses

Accrued expenses consist of the following:  

(in thousands) September 30, 2019  December 31, 2018

Accrued research and development costs $ 6,744  $ 2,221
Accrued employee costs 4,778  4,326
Accrued marketing and selling costs 3,331  —
Accrued other costs 853  1,667

Accrued expenses $ 15,706  $ 8,214
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

Note 5. Long-term Debt

Senior Secured Loan Facility

In February 2018, the Company entered into the Loan and Security Agreement, dated as of February 28, 2018 (as amended, the “Loan Agreement”), with
Oxford Finance LLC, as the collateral agent and a lender (“Oxford”), and Silicon Valley Bank, as a lender (“SVB”, and together with Oxford, the “Lenders”)
which provided for a senior secured loan facility of up to an aggregate principal amount of $45.0 million. The first tranche was $20.0 million and was drawn
down in February 2018 ("2018 Term A Loan"). The second tranche was $15.0 million and was drawn down in September 2018 ("2018 Term B Loan"). The
interest rate under the Loan Agreement was the thirty-day U.S. LIBOR rate plus 6.75%, which was 8.84% as of September 13, 2019, the date of repayment of
the amounts outstanding under the Loan Agreement. Payments on the Loan Agreement were interest only for the first 24 months. The Company also issued
warrants to the Lenders to purchase common stock, which is further discussed in Note 7, "Warrants."

On September 10, 2019, the Company entered into an Amended and Restated Loan and Security Agreement (the “Amended Loan Agreement”) with the
Lenders which amended and restated the Loan Agreement. Under the Amended Loan Agreement, the Lenders will extend up to $85.0 million in term loans to
the Company in three tranches. The initial tranche of $60.0 million (the “Term A Loan”) was drawn down on September 13, 2019. The second tranche of
$15.0 million (the “Term B Loan”) and the third tranche of $10 million (the “Term C Loan”) will become available to the Company upon the Company’s
achievement of certain revenue targets prior to March 31, 2021 and June 30, 2021, respectively. The 2018 Term A Loan and 2018 Term B Loan and the
related final payment fee of $2.3 million were repaid in conjunction with the execution of the Amended Loan Agreement. The remainder of the proceeds will
be used for working capital purposes.

The Amended Loan Agreement provides for interest-only payments through March 31, 2021, after which the principal will be payable in 27 equal monthly
installments. However, if the Term B Loan is funded, then the period for interest-only payments is extended through December 31, 2021, after which the
principal will be payable in 30 equal monthly installments. If the Term C loan is funded, then the period for interest-only payments is further extended
through September 30, 2022, after which the principal will be payable in 21 equal monthly installments. The maturity date is June 1, 2023, provided that if
the Term B Loan is funded, then the maturity date will be extended to June 1, 2024. After repayment, no loans may be reborrowed. For the period from the
funding date of the Term A Loan through and including September 30, 2019, the loans incurred interest at a rate of 8.68%. Following such time, the loans
shall incur interest at a floating per annum rate in an amount equal to the sum of 6.25% plus the greater of (a) 2.43% and (b) the thirty-day U.S. Dollar
LIBOR rate. The Company incurred total debt issuance costs of $1.9 million related to the Amended Loan Agreement, which are reflected as a direct
reduction to the term loan balance and are being amortized into interest expense over the life of the loan using the effective interest method.

Pursuant to the Amended Loan Agreement, the Company provided a first priority security interest in substantially all of the Company’s assets, including
intellectual property, subject to certain limited exceptions.

The Amended Loan Agreement allows the Company to voluntarily prepay the outstanding amounts thereunder, but not less than $2.0 million of the
outstanding principal at any time. Prior to April 1, 2021, the Company is subject to a prepayment fee equal to 1.50% of the principal amount being prepaid. In
the event the Company draws down the second or third tranche, the period subject to the 1.50% prepayment fee is extended to January 1, 2022 and October 1,
2022, respectively. A final payment fee of 3.0% multiplied by the original principal amount of each tranche drawn is due upon the earlier to occur of the
maturity date of the Amended Loan Agreement, the acceleration of the Amended Loan Agreement or prepayment of such borrowings and is recorded in other
long-term liabilities on the condensed consolidated balance sheets.

The Amended Loan Agreement contains customary representations and warranties, events of default (including an event of default upon a material adverse
change of the Company) and affirmative and negative covenants, including, among others, covenants that limit or restrict the Company’s ability to incur
additional indebtedness, grant liens, merge or consolidate, make acquisitions, pay dividends or other distributions or repurchase equity, make investments,
dispose of assets and enter into certain transactions with affiliates, in each case subject to certain exceptions.
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

The components of debt are as follows:

(in thousands) September 30, 2019  December 31, 2018

2018 Term A Loan $ —  $ 20,000
2018 Term B Loan —  15,000
Term A Loan 60,000  —

Principal amount of long-term debt 60,000  35,000
Less: Unamortized deferred costs (1,876)  (3,110)

Long-term debt, net of unamortized deferred costs $ 58,124  $ 31,890

The following table sets forth the Company’s future minimum principal payments (in thousands):

2019 $ —
2020 —
2021 20,000
2022 26,700
2023 13,300

 $ 60,000

For the period from July 1, 2019 through September 12, 2019 and the year-to-date period ended September 12, 2019, the Company recognized interest
expense of $3,212,000 and $5,337,000, respectively, of which $220,000 and $733,000, respectively, was related to the amortization of debt issuance costs.
Included in such interest expense is a loss on extinguishment of debt of $2.3 million relating to the write-off of the remaining balance of unamortized debt
issuance costs associated with the Loan Agreement. For the period from September 13, 2019, the date of funding of the Amended Loan Agreement, through
September 30, 2019, the Company recognized interest expense of $295,000 of which $34,000 was related to the amortization of debt issuance costs. For the
three and nine months ended September 30, 2018, the Company recognized interest expense of $737,000 and $1,490,000, respectively, of which $156,000
and $312,000, respectively, was related to the amortization of debt issuance costs.

Note 6. Convertible Preferred Stock

In February 2018, the Company issued an additional 707,680 shares of Series C convertible preferred stock for net proceeds of $4.4 million.

During the second quarter of 2018, a majority of the holders of the Company's convertible preferred stock elected to have their shares converted into common
stock; therefore, all outstanding shares of preferred stock were converted into 11,837,073 shares of common stock at a conversion rate of 1:1.78112 upon the
closing of the Company's IPO on June 25, 2018.

Prior to the conversion of the convertible preferred stock into common stock, the holders of the Company’s convertible preferred stock were entitled to
receive non-cumulative dividends at the rate of 8% of the purchase price per annum in preference to any dividends to the holders of the common stock,
payable as and if when declared by the Board of Directors. The holders of the convertible preferred stock also were entitled to participate pro rata in any
dividends paid to the holders of the common stock on an as-converted basis. No dividends were declared by the Company’s Board of Directors.

Note 7. Warrants

In 2014 the Company issued 19,931 warrants (“2014 Warrants”) to certain investors. The 2014 Warrants allow each holder to purchase one share of common
stock for $5.912. There have been 18,512 2014 Warrants exercised, and 1,419 2014 Warrants remain outstanding as of September 30, 2019.

As part of the Loan Agreement discussed in Note 5, "Long-term Debt," the Lenders received warrants equal to 3.0% of the principal borrowing amounts
concurrent with the borrowing. The warrants represent a right for the lender to purchase shares of the Company’s
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

common stock at an exercise price of $11.169 per share. The Company issued 53,720 warrants ("2018 Term A Warrants") upon the drawdown of the 2018
Term A Loan in February 2018, and the Company issued 40,292 warrants ("2018 Term B Warrants") upon the drawdown of the 2018 Term B Loan in
September 2018. There have been no exercises of 2018 Term A Warrants or 2018 Term B Warrants, and as such all 53,720 warrants and 40,292 warrants,
respectively, were outstanding as of September 30, 2019.

Because the warrants are a freestanding instrument, indexed to the Company's stock, they do not meet the criteria for equity classification. Therefore, the
warrants are classified as liabilities and subject to remeasurement at each reporting period until they are exercised, expired, or otherwise settled.

The Company recognized gains of $8,000, $50,000 and $38,000 due to the change in fair value of the 2014 Warrants, the 2018 Term A Warrants and the 2018
Term B Warrants, respectively, during the three months ended September 30, 2019. The Company recognized gains of $76,000, $265,000 and $199,000 due
to the change in fair value of the 2014 Warrants, the 2018 Term A Warrants and the 2018 Term B Warrants, respectively, during the nine months ended
September 30, 2019. The Company recognized gains of $29,000, $79,000 and $343,000 due to the change in fair value of the 2014 Warrants, the 2018 Term
A Warrants and the 2018 Term B Warrants, respectively, during the three months ended September 30, 2018. The Company recognized gains (losses) of
$(149,000), $(131,000) and $343,000 due to the change in fair value of the 2014 Warrants, the 2018 Term A Warrants and the 2018 Term B Warrants,
respectively, during the nine months ended September 30, 2018.

As of September 30, 2019, the following warrants were outstanding:

 Outstanding Warrants  
Exercise Price per

Warrant  
Expiration

Date

2014 Warrants 1,419  $5.912  August 2020

2018 Term A Warrants 53,720  $11.169  February 2025

2018 Term B Warrants 40,292  $11.169  September 2025

 95,431     

Note 8. Commitments and Contingencies

The Company has non-cancellable operating leases for office space, which expire at various times through 2031. The non-cancellable office lease agreements
provide for monthly lease payments, which increase during the term of each lease agreement.

In the first quarter of 2018, the Company signed a lease for office space in Chicago, Illinois. In the fourth quarter of 2018, the Company signed an amendment
to this lease to occupy new space and relocated to this new space in March 2019. The future minimum lease payments of the amended lease are
approximately $0 in 2019, $746,000 in 2020, $1,095,000 in 2021, $1,125,000 in 2022, $1,156,000 in 2023, and $9,747,000 for 2024 and thereafter.

Total rent expense under these operating leases was approximately $640,000 and $421,000 for the three months ended September 30, 2019 and 2018,
respectively, and $1,683,000 and $841,000 for the nine months ended September 30, 2019 and 2018, respectively,

As of September 30, 2019, we had unused letters of credit of $1,083,000 which were issued primarily to secure leases.

Note 9. Stock Compensation Plan
 
In 2011, the Company adopted the 2011 Stock Option Issuance Plan (“2011 Plan”) and subsequently amended it to authorize the Board of Directors to grant
up to 4,714,982 incentive stock option and non-qualified stock option awards.

The 2018 Stock Option and Incentive Plan ("2018 Plan") was adopted by the Board of Directors in April 2018 and approved by the Company's stockholders
in June 2018 to award up to 1,822,000 shares of common stock. This plan became effective on the date immediately prior to the effectiveness of the
Company's IPO registration statement. The 2018 Plan replaced the 2011 Plan as the Board of Directors determined not to make additional awards under the
2011 Plan following the closing of the IPO, which occurred in June 2018. The 2018 Plan allows the compensation committee to make equity-based and cash-
based incentive awards to the Company's officers, employees, directors and other key persons (including consultants).
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

The 2018 Plan provides that the number of shares reserved and available for issuance under the plan will automatically increase each January 1, beginning on
January 1, 2019, by 4% of the outstanding number of shares of our common stock on the immediately preceding December 31, or such lesser number of
shares as determined by the compensation committee. This number is subject to adjustment in the event of a stock split, stock dividend or other change in the
Company's capitalization. On January 1, 2019, the number of shares of common stock available for issuance under the 2018 Plan was automatically increased
by 835,728 shares. As of September 30, 2019, there were approximately 808,000 shares of common stock available for future issuance under the 2018 Plan.

The 2018 Employee Stock Purchase Plan ("ESPP") was adopted by the Board of Directors in April 2018 and approved by the Company's stockholders in June
2018 to award up to 193,000 shares of common stock to participating employees. This plan became effective on the date immediately prior to the
effectiveness of the Company's IPO registration statement. The ESPP provides that the number of shares reserved and available for issuance will
automatically increase each January 1, beginning on January 1, 2019 and each January 1 thereafter through January 1, 2028, by the least of (i) 1% of the
outstanding number of shares of our common stock on the immediately preceding December 31; (ii) 386,000 shares or (iii) such lesser number of shares as
determined by the ESPP administrator. On January 1, 2019, the number of shares of common stock available for issuance under the ESPP increased by
208,932 shares. The number of shares reserved under the ESPP is subject to adjustment in the event of a stock split, stock dividend or other change in
capitalization. The first offering period for the ESPP began January 1, 2019 and ended June 30, 2019, at which time 24,229 shares were purchased. As of
September 30, 2019, there were approximately 378,000 shares available for issuance under the ESPP.

The Equity Inducement Plan ("Inducement Plan") was adopted by the Board of Directors in February 2019. The Inducement Plan was adopted without
stockholder approval pursuant to Rule 5635(c)(4) of the Nasdaq Listing Rules. The Inducement Plan allows the Company to make stock option or restricted
stock unit awards to prospective employees of the Company as an inducement to such individuals to commence employment with the Company. The
Company intends to use this Inducement Plan to help it attract and retain prospective employees who are necessary to support the commercial launch of
Gvoke and the expansion of the Company generally. The Company initially reserved 750,000 shares of common stock for the issuance of awards under the
Inducement Plan. This number is subject to adjustment in the event of a stock split, stock dividend or other change in our capitalization. As of September 30,
2019, there were approximately 442,000 shares of common stock available for future issuance under the Inducement Plan.

Stock options are granted with an exercise price equal to the market price of the Company’s stock at the date of grant. Stock option awards typically vest over
two, three or four years from the grant date and expire ten years from the grant date.

The fair value of each option is estimated on the date of grant using a Black-Scholes option valuation model that uses the assumptions noted in the following
table. The expected term of options represents the period of time that options granted are expected to be outstanding. The risk-free interest rate for periods
during the contractual life of the option is based on the U.S. Treasury yield curve in effect at the time of grant. The expected stock price volatility assumption
is based on the historical volatilities of a peer group of publicly traded companies as well as the historical volatility of the Company's common stock since the
Company began trading subsequent to its IPO in June 2018 over the period corresponding to the expected life as of the grant date. The expected dividend
yield is based on the expected annual dividend as a percentage of the market value of the Company’s ordinary shares as of the grant date. The Company uses
historical data to estimate employee terminations within the valuation model.

The fair value of stock options granted was estimated with the following weighted average assumptions:

 Nine Months Ended September 30,
 2019  2018
Expected term (years) 6.1  6.0
Risk-free interest rate 1.55 %  2.80 %
Expected volatility 59.30 %  58.55 %
Expected dividends —  —
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XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
(unaudited)

Stock option activity for employee awards under the 2011 Plan, 2018 Plan and Inducement Plan for the nine months ended September 30, 2019 was as
follows:

 Options  

Weighted
Average

Exercise Price   

Weighted
Average

Contractual 
Life (Years)  

Outstanding - January 1, 2019 3,127,308  $ 8.06  8.69
Granted 1,478,650  12.51   
Exercised and vested (120,725)  2.01   
Forfeited (169,155)  15.39   
Expired (1,403)  19.77   

Outstanding - September 30, 2019 4,314,675  $ 9.50  8.39

Exercisable - September 30, 2019 2,323,256  $ 5.11  7.63

Vested and expected to vest at September 30, 2019 4,054,703  $ 9.34  8.36

The weighted average fair value of awards granted to employees during the nine months ended September 30, 2019 was $5.08 per share. The total intrinsic
value of options exercised during the nine months ended September 30, 2019 was $1.1 million. The aggregate intrinsic value of awards vested and expected
to vest as of September 30, 2019 was $12.7 million.

The Company also granted stock options to non-employees under the 2011 Plan and 2018 Plan. These awards are marked to fair value at the end of each
reporting period until they vest. Stock option activity for these awards for the nine months ended September 30, 2019 was as follows:  

 Options  

Weighted
Average

Exercise Price   

Weighted
Average

Contractual 
Life (Years)  

Outstanding - January 1, 2019 3,392  $ 1.55  2.00
Granted 15,500  11.28   
Exercised and vested (1,053)  1.55   

Outstanding - September 30, 2019 17,839  $ 11.48  9.19

Exercisable - September 30, 2019 0  $ —  0.00

Vested and expected to vest at September 30, 2019 16,768  $ 11.48  9.19

The aggregate intrinsic value of non-employee awards vested and expected to vest at September 30, 2019 was $21,000. The aggregate intrinsic value of
awards exercisable as of September 30, 2019 was $0. The Company recognized expense associated with these awards of $5,000 and $8,000 for the three
months ended September 30, 2019 and 2018, respectively. The Company recognized expense associated with these awards of $13,000 and $65,000 for the
nine months ended September 30, 2019 and 2018, respectively.

Restricted stock unit ("RSU") awards for the nine months ended September 30, 2019 were as follows:

 Units
Unvested balance - January 1, 2019 0

Granted 125,000

Unvested balance - September 30, 2019 125,000

Restricted stock unit awards are measured based on the fair market value of the underlying stock on the date of grant and recognized as expense on a straight-
line basis over the employee’s requisite service period (generally the vesting period). As of September 30, 2019,
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September 30, 2019
(unaudited)

there was $1.4 million of unrecognized stock-based compensation expense related to RSUs, which is expected to be recognized over the weighted-average
remaining vesting period of 3.3 years.

The following table summarizes the reporting of total stock-based compensation expense resulting from employee and non-employee stock options, restricted
stock units and the employee stock purchase plan:

 
Three Months Ended

September 30,  
Nine Months Ended

September 30,
(in thousands) 2019  2018  2019  2018
Research and development $ 279  $ 116  $ 774  $ 398
Selling, general and administrative 1,515  428  3,868  751

Total stock-based compensation expense $ 1,794  $ 544  $ 4,642  $ 1,149

At September 30, 2019, there was a total of $16.8 million of unrecognized stock-based compensation expense related to stock options that is expected to be
recognized over a weighted average period of 2.73 years.
     
Note 10. Fair Value Measurements

Fair value is the price that would be received to sell an asset or paid to transfer a liability in an orderly transaction between market participants at the
measurement date. Fair value measurements are classified and disclosed in one of the following categories:

Level 1: Measured using unadjusted quoted prices in active markets that are accessible at the measurement date for identical, unrestricted assets or
liabilities;

Level 2: Measured using quoted prices in active markets for similar assets or liabilities, quoted prices for identical or similar assets or liabilities in
markets that are not active, or inputs, other than quoted prices in active markets, that are observable either directly or indirectly; and

Level 3: Measured based on prices or valuation models that required inputs that are both significant to the fair value measurement and less observable
from objective sources (i.e., supported by little or no market activity).

Fair value measurements are classified based on the lowest level of input that is significant to the measurement. The Company’s assessment of the
significance of a particular input to the fair value measurement requires judgment, which may affect the valuation of the assets and liabilities and their
placement within the fair value hierarchy levels. The determination of the fair values stated below takes into account the market for its financial assets and
liabilities, the associated credit risk and other factors as required. The Company considers active markets as those in which transactions for the assets or
liabilities occur in sufficient frequency and volume to provide pricing information on an ongoing basis.

14



XERIS PHARMACEUTICALS, INC.
Notes to Condensed Consolidated Financial Statements

September 30, 2019
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The following tables present the Company’s fair value hierarchy for those assets and liabilities measured at fair value as of September 30, 2019 and
December 31, 2018:

(in thousands)  
Total as of

September 30, 2019  Level 1  Level 2  Level 3
        
Assets         
Cash and cash equivalents:         
     Cash and money market funds  $ 56,160  $ 56,160  $ —  $ —

Investments:         
     U.S. government securities  $ 31,463  $ 31,463  $ —  $ —
     Corporate securities  17,054  —  17,054  —
     Agency securities  1,000  —  1,000  —
     Commercial paper  10,707  10,707  —  —

        Total investments  $ 60,224  $ 42,170  $ 18,054  $ —

Liabilities         
Warrant liabilities  $ 302  $ —  $ —  $ 302

(in thousands)  
Total as of

December 31, 2018  Level 1  Level 2  Level 3

Assets         
Cash and cash equivalents:         
     Cash and money market funds  $ 45,716  $ 45,716  $ —  $ —

Investments:         
     U.S. government securities  $ 38,737  $ 38,737  $ —  $ —
     Corporate securities  15,066  —  15,066  —
     Agency securities  11,931  —  11,931  —
     Commercial paper  1,183  1,183  —  —

        Total investments  $ 66,917  $ 39,920  $ 26,997  $ —

Liabilities         
Warrant liabilities  $ 860  $ —  $ —  $ 860

The fair value of the Company’s warrant liabilities is based on a Black-Scholes valuation which considers the expected term of the warrants as well as the
risk-free interest rate and expected volatility of the Company's common stock.

The Company has determined that the warrant liabilities' fair values are Level 3 items within the fair value hierarchy. The following table presents the
changes in the warrant liabilities:

(in thousands)  
Balance at December 31, 2018 $ 860

Exercise of warrants (18)
Change in fair value of warrants (540)

Balance at September 30, 2019 $ 302

There were no transfers between any of the levels of the fair value hierarchy during the nine months ended September 30, 2019.
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Note 11. Available-for-Sale Investments

The Company classifies its investments in debt securities as available-for-sale. Debt securities are comprised of highly liquid investments with minimum “A”
rated securities and, as of September 30, 2019, consist of U.S. Treasury and agency bonds and corporate entity commercial paper and securities with
maturities of more than three months but less than two years at the date of purchase. Debt securities as of September 30, 2019 had an average remaining
maturity of 0.63 years. The debt securities are reported at fair value with unrealized gains or losses recorded in accumulated other comprehensive gain (loss)
in the condensed consolidated balance sheets. Refer to Note 10, "Fair Value Measurements," for information related to the fair value measurements and
valuation methods utilized.

The following table represents the Company’s available-for-sale investments by major security type as of September 30, 2019:

(in thousands)  
Amortized

Cost  
Gross Unrealized

Gains  
Gross Unrealized

Losses  
Total

Fair Value

     Agency securities  $ 1,005  $ —  $ (5)  $ 1,000
     Commercial paper  10,707  —  —  10,707
     Corporate securities  17,052  3  (1)  17,054
     U.S. government securities  31,483  —  (20)  31,463

        Total available-for-sale investments  $ 60,247  $ 3  $ (26)  $ 60,224

The Company reviews available-for-sale investments for other-than-temporary impairment loss quarterly. The Company considers factors such as the
duration, severity and the reason for the decline in value, the potential recovery period and our intent to sell. For debt securities, we also consider whether
(i) it is more likely than not that the Company will be required to sell the debt securities before recovery of their amortized cost basis and (ii) the amortized
cost basis cannot be recovered as a result of credit losses. During the quarter ended September 30, 2019, the Company did not recognize any other-than-
temporary impairment losses. All marketable securities with unrealized losses have been in a loss position for less than twelve months.

Note 12. Net Loss Per Common Share

Basic and diluted net loss per common share is determined by dividing net loss applicable to common stockholders by the weighted average common shares
outstanding during the period. For all periods presented, the outstanding shares of preferred stock, warrants, stock option awards and restricted stock units
have been excluded from the calculation because their effects would be anti-dilutive. Therefore, the weighted average common shares outstanding used to
calculate both basic and diluted loss per common share are the same.

The following potentially dilutive securities were excluded from the computation of diluted weighted average common shares outstanding due to their anti-
dilutive effect:

 As of September 30,
 2019  2018
Vested and unvested stock options 4,332,514  2,753,208
Restricted stock units 125,000  —
Warrants 95,431  113,943

 4,552,945  2,867,151
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ITEM 2. MANAGEMENT’S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF OPERATIONS

Cautionary Statements for Forward-Looking Information

The following discussion and analysis of our financial condition and results of operations should be read in conjunction with our financial statements and
notes to those financial statements appearing elsewhere in this Quarterly Report on Form 10-Q and with the audited financial statements and the notes to
those financial statements included in the Annual Report on Form 10-K filed on March 6, 2019 with the U.S. Securities and Exchange Commission. In
addition to financial information, the following discussion contains forward-looking statements that reflect our plans, estimates and beliefs. All statements in
this document other than statements of historical fact are, or could be, "forward-looking statements" within the meaning of the Private Securities Litigation
Reform Act of 1995. Words such as "will," "would," "may," "should," "expects," "intends," "plans," "anticipates," "believes," "estimates," "predicts,"
"potential," "continue," and terms of similar meaning are also generally intended to identify forward-looking statements. Actual results may differ materially
from those indicated by such forward-looking statements as a result of various important factors, including, without limitation, the regulatory approval of our
product candidates, our ability to market and sell our products and product candidates if approved, and other factors discussed in Item 1A of Part II of this
Quarterly Report on Form 10-Q. Any forward-looking statements contained herein speak only as of the date hereof, and Xeris expressly disclaims any
obligation to update any forward-looking statements, whether as a result of new information, future events or otherwise.

Overview

Unless otherwise indicated, references to "Xeris," the "Company," "we," "our" and "us" in this Quarterly Report on Form 10-Q refer to Xeris
Pharmaceuticals, Inc.

We are a specialty pharmaceutical company leveraging our novel non-aqueous formulation technology platforms, XeriSolTM and XeriJectTM, to develop and
commercialize ready-to-use injectable and infusible drug formulations. We have developed a ready-to-use, room-temperature stable liquid glucagon
formulation that, unlike any currently available products, can be administered without any preparation or reconstitution. Our first product, GvokeTM, delivers
ready-to-use glucagon via a commercially available pre-filled syringe or auto-injector for the treatment of severe hypoglycemia, a potentially life-threatening
condition. Gvoke was approved by the U.S. Food & Drug Administration ("FDA") for the treatment of severe hypoglycemia in pediatric and adult patients
with diabetes ages 2 years and above on September 10, 2019. Gvoke is the first liquid glucagon product approved that can be administered via a pre-filled
syringe (Gvoke PFS) or auto-injector (Gvoke HypoPenTM). We expect to begin the commercial launch of Gvoke PFS in mid-November 2019. Gvoke PFS will
be available in two doses: a 0.5 mg/0.1 mL dose for pediatric patients and a 1 mg/0.2 mL dose for adolescent and adult patients. We expect Gvoke HypoPen
will be available in 2020, also in both a 0.5 mg/0.1 mL dose for pediatric patients and a 1 mg/0.2 mL dose for adolescent and adult patients. Additionally,
based on our interactions with the European Medicines Agency, or EMA, regarding our development path in Europe, we completed a requisite Phase 3 trial to
support our European Marketing Authorization Application, or MAA, which we plan to submit by the end of 2019. We also are applying our novel ready-to-
use, room-temperature stable liquid glucagon formulation for the management of hypoglycemia associated with additional intermittent and chronic conditions
with significant unmet medical need. In addition, we are applying our technology platforms to convert other commercially available drugs into ready-to-use,
room-temperature stable liquid formulations to address the needs in multiple therapeutic areas and conditions, including epilepsy and diabetes.

We continue to build our commercial organization, including hiring individuals in commercial operations and sales and marketing, to support the commercial
launch of Gvoke in the United States. Outside the United States we plan to pursue development and commercialization partnerships. We currently contract
with third parties for the manufacture, assembly, testing, packaging, storage and distribution of our products.

Since our inception in 2005, we have devoted substantially all of our resources to research and development initiatives, undertaking preclinical studies of our
product candidates, conducting clinical trials of our most advanced product candidates, organizing and staffing our company, raising capital and preparing for
commercialization of our first product, Gvoke, which was approved by the FDA on September 10, 2019. As of September 30, 2019, we had not yet generated
any revenue from product sales.

We have funded our operations to date primarily with proceeds from the sale of preferred and common stock, debt financing and grant awards received from
the National Institutes of Health ("NIH") and other philanthropic organizations. In particular, we have received cash proceeds of $104.9 million from sales of
our preferred stock, $98.3 million from our June 2018 initial public offering ("IPO") of our common stock, $60.0 million from the Amended and Restated
Loan and Security Agreement (the “Amended Loan Agreement”), $60.0 million from our February 2019 public offering and $12.9 million from grant awards
from the NIH and other philanthropic organizations. In the February 2019 public offering, we sold an aggregate of 5,996,775 shares of our common stock at a
price of $10.00 per share, including 116,775 shares sold pursuant to the underwriters’ option to purchase additional shares of common stock. Net proceeds
from this public offering were $55.5 million after deducting underwriting discounts and commissions as well as other public offering expenses.
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For the three months ended September 30, 2019 and 2018, we reported net losses of $32.8 million and $14.8 million, respectively. For the nine months ended
September 30, 2019 and 2018, we reported net losses of $92.5 million and $39.7 million, respectively. We have not been profitable since inception, and, as of
September 30, 2019, our accumulated deficit was $213.2 million. In the near term, we expect to continue to incur significant expenses, operating losses and
net losses as we:

< begin our marketing and selling efforts for the commercial launch of Gvoke, including hiring additional members of our sales force;
< continue our research and development efforts;
< seek regulatory approval for new product candidates and product enhancements;
< hire and retain additional personnel and add operational, financial and management information systems; and
< continue to operate as a public company.

We do not expect to generate significant product revenue until we successfully commercialize Gvoke. We expect to continue to seek public equity and debt
financing to meet our capital requirements. There can be no assurance that such funding may be available to us on acceptable terms, or at all, or that we will
be able to commercialize our product candidates. In addition, we may not be profitable even if we commercialize any of our product candidates.

Components of our Results of Operations

Revenue and Cost of Revenue

Grant income is derived from grants that we received from the NIH and other philanthropic organizations to help bring necessary drugs to the marketplace
where there are currently unmet needs. As of September 30, 2019, we are eligible to receive $0.6 million in awarded unused grants that can be utilized to
offset program costs for several of our ready-to-use glucagon programs as well as our diazepam program, in accordance with the grant agreements. These
awards will be recognized as grant income when we have performed the services as outlined in the grant agreements.

Service revenue is derived from the feasibility studies we perform for third parties to determine whether our XeriSol and XeriJect technologies may enhance
the formulation of such parties’ proprietary drugs.

Cost of revenue includes employees’ time, materials and overhead applied to the feasibility studies.

Research and Development Expenses

Research and development expenses consist of expenses incurred in connection with the discovery and development of our product candidates. We recognize
research and development expenses as incurred. Research and development expenses that are paid in advance of performance are capitalized until services are
provided or goods are delivered. Research and development expenses include:

< the cost of acquiring and manufacturing preclinical and clinical trial materials and manufacturing scale-up expenses until a product is available for
commercial sale;

< expenses incurred under agreements with contract research organizations, or CROs, as well as investigative sites and consultants that conduct our
preclinical studies and clinical trials;

< employee-related expenses, which include salaries, benefits and stock-based compensation;
< laboratory materials and supplies used to support our research activities;
< outsourced product development services;
< expenses relating to regulatory activities, including filing fees paid to regulatory agencies; and
< allocated expenses for facility-related costs.
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Research and development activities are central to our business model. We expect to continue to incur significant research and development expenses as we
conduct new clinical trials, prepare regulatory filings for our product candidates, and add headcount to support these efforts. In particular, we expect to
continue to incur significant research and development expenses in the near term as we:

< complete registration of Gvoke in Europe and conduct additional manufacturing scale-up for Gvoke;
< continue the development of our additional ready-to-use glucagon programs including Post-Bariatric Hypoglycemia, Hypoglycemia-Associated

Autonomic Failure, and Exercise-Induced Hypoglycemia, and provide our liquid stable glucagon, at no cost, for approved Expanded Access requests
for the treatment of Congenital Hyperinsulinism. (Expanded Access is a process regulated by the FDA that allows the use of an investigational new
drug outside of a clinical trial in patients for the diagnosis, monitoring, or treatment of a serious disease or condition.);

< advance device development partnering efforts;
< conduct preclinical and clinical work for our Pramlintide-Insulin program;
< continue clinical development for our ready-to-use diazepam rescue pen; and
< continue to advance other pipeline candidates.

Our research and development expenses may vary significantly over time due to uncertainties relating to the terms and timing of regulatory approvals and
unexpected results of our clinical trials.

Selling, General and Administrative Expenses

Selling, general and administrative expenses consist principally of compensation and related personnel costs (including stock-based compensation), marketing
and selling expenses, professional fees and facility costs not otherwise included in research and development expenses. We expect selling and marketing costs
to increase significantly as we begin our marketing and selling efforts for the commercial launch of Gvoke in the United States and continue to build out our
sales force in the fourth quarter of 2019.

As a public reporting company, we have incurred greater expenses, including increased payroll, legal and compliance, accounting, insurance and investor
relations costs. We expect some of these costs to continue to increase in conjunction with our anticipated growth as a public reporting company.

Other Income (Expense)

Other income (expense) consists primarily of interest expense related to our loan agreements, interest income earned on deposits and investments, and the
change in fair value of our warrants.
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Results of Operations

The following table summarizes our results of operations for the three and nine months ended September 30, 2019 and 2018:

 Three Months Ended
September 30,  

Nine Months Ended 
September 30,

(in thousands) 2019  2018  $ Change  2019  2018  $ Change

Grant income $ 314  $ 582  $ (268)  $ 843  $ 1,611  $ (768)
Service revenue 9  —  9  48  53  (5)
Cost of revenue 10  —  10  33  42  (9)
        Gross profit 313  582  (269)  858  1,622  (764)

Operating expenses:            
     Research and development 15,518  10,875  4,643  48,018  28,264  19,754
     Selling, general and administrative 14,877  4,650  10,227  42,419  12,388  30,031
        Expense from operations 30,395  15,525  14,870  90,437  40,652  49,785
        Loss from operations (30,082)  (14,943)  (15,139)  (89,579)  (39,030)  (50,549)
Other income (expense):            
     Interest and other income 657  462  195  2,173  796  1,377
     Interest expense (3,507)  (737)  (2,770)  (5,632)  (1,490)  (4,142)
     Change in fair value of warrants 96  451  (355)  540  63  477
         Total other income (expense) (2,754)  176  (2,930)  (2,919)  (631)  (2,288)

         Net loss $ (32,836)  $ (14,767)  $ (18,069)  $ (92,498)  $ (39,661)  $ (52,837)

Research and Development Expenses

The following table summarizes our research and development expenses by expense category for the three and nine months ended September 30, 2019 and
2018:  

 
Three Months Ended

September 30,  
Nine Months Ended

September 30,
(in thousands) 2019  2018  $ Change  2019  2018  $ Change
          
Clinical and preclinical studies $ 5,325  $ 2,757  $ 2,568  $ 14,576  $ 8,795  $ 5,781
Pharmaceutical process development 6,098  5,344  754  23,546  13,210  10,336
Compensation and related personnel costs 3,816  2,658  1,158  9,122  5,861  3,261
Stock-based compensation 279  116  163  774  398  376
     Total research and development
        expenses $ 15,518  $ 10,875  $ 4,643  $ 48,018  $ 28,264  $ 19,754

The following table summarizes our research and development expenses by program for the three and nine months ended September 30, 2019 and 2018:  

 
Three Months Ended

September 30,  
Nine Months Ended

September 30,
(in thousands) 2019  2018  $ Change  2019  2018  $ Change

Gvoke $ 4,248  $ 5,866  $ (1,618)  $ 21,198  $ 14,898  $ 6,300
Other ready-to-use glucagon programs 4,066  1,124  2,942  8,706  2,894  5,812
Additional pipeline programs 2,786  405  2,381  5,429  1,335  4,094
Overhead (personnel, facilities and other
   expenses) 4,418  3,480  938  12,685  9,137  3,548
     Total research and development
        expenses $ 15,518  $ 10,875  $ 4,643  $ 48,018  $ 28,264  $ 19,754
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Research and development expenses increased $4.6 million for the three months ended September 30, 2019 in comparison to the three months ended
September 30, 2018. The increase was primarily driven by manufacturing costs for Gvoke prior to commercialization of $2.6 million, increased expenses
associated with our clinical and preclinical trials of $2.6 million, and increased personnel expenses due to additional headcount and other employee-related
costs of $1.3 million, partially offset by professional service costs incurred supporting the preparation of our Gvoke NDA filing in the prior year.

Research and development expenses increased $19.8 million for the nine months ended September 30, 2019 in comparison to the nine months ended
September 30, 2018. The increase was primarily driven by manufacturing costs for Gvoke prior to commercialization of $13.2 million, increased expenses
associated with our clinical and preclinical trials of $5.8 million, and increased personnel expenses due to additional headcount and other employee-related
costs of $3.6 million, partially offset by professional service costs incurred supporting the preparation of our Gvoke NDA filing in the prior year.

Selling, General and Administrative Expenses

Selling, general and administrative expenses increased $10.2 million for the three months ended September 30, 2019 in comparison to the three months ended
September 30, 2018. The increase was primarily driven by increases in marketing and selling expenses of $4.5 million, an increase in compensation and
related personnel costs of $2.7 million and stock-based compensation expense of $0.8 million due to additional headcount to support commercialization
efforts of Gvoke, and increased administrative and legal costs as a result of being a public company of $2.2 million.
 
Selling, general and administrative expenses increased $30.0 million for the nine months ended September 30, 2019 in comparison to the nine months ended
September 30, 2018. The increase was primarily driven by increases in marketing and selling expenses of $13.6 million, an increase in compensation and
related personnel costs of $9.6 million and stock-based compensation expense of $2.7 million due to additional headcount to support commercialization
efforts of Gvoke, and increased administrative and legal costs as a result of being a public company of $4.1 million.

Other Income (Expense)

For the three and nine months ended September 30, 2019, interest expense increased $2.8 million and $4.1 million in comparison to the three and nine months
ended September 30, 2018, respectively, primarily due to a loss on extinguishment of debt of $2.3 million and increased borrowing levels. For the three and
nine months ended September 30, 2019, interest and other income increased $0.2 million and $1.4 million in comparison to the three and nine months ended
September 30, 2018, respectively, as a result of an increase in cash equivalents and investments related to net proceeds from public equity offerings and debt
financing and higher interest rates. In addition, the change in fair value of warrants increased (decreased) by ($0.4 million) and $0.5 million for the three and
nine months ended September 30, 2019 when compared to the three and nine months ended September 30, 2018, respectively.

Liquidity and Capital Resources

Our primary uses of cash are to fund research and development of our products, marketing and selling costs related to commercialization of Gvoke, other
operating expenses and working capital requirements. Historically, we have funded our operations primarily through private placements of convertible
preferred stock, public offerings of common stock, issuance of debt, and grants awarded from the NIH and other philanthropic organizations. In June 2018,
we completed our IPO of 6,555,000 shares of our common stock at a price of $15.00 per share for aggregate net proceeds of $88.9 million after deducting
underwriting discounts and commissions as well as other public offering expenses. On February 19, 2019, we completed a public offering and sold an
aggregate of 5,996,775 shares of common stock at a price of $10.00 per share, including 116,775 shares of common stock pursuant to the exercise of the
underwriters' option to purchase additional shares. Net proceeds from this public offering were $55.5 million after deducting underwriting discounts and
commissions as well as other public offering expenses. On September 10. 2019, we entered into an amended and restated loan and security agreement that
provides for term loans of up to an aggregate of $85.0 million, of which $60.0 million was drawn on September 13, 2019. We become eligible to draw the
second tranche of $15.0 million and the third tranche of $10.0 million following the Company’s achievement of certain revenue targets prior to March 31,
2021 and June 30, 2021, respectively. On August 6, 2019, we filed a shelf registration statement on Form S-3 with the SEC, which covers the offering,
issuance and sale by us of up to an aggregate of $250.0 million of our common stock, preferred stock, debt securities, warrants and/or units, which we refer to
as the Shelf. We simultaneously entered into a Sales Agreement with Jefferies LLC, as sales agent, to provide for the offering, issuance and sale by us of up to
$50.0 million of our common stock from time to time in "at-the-market" offerings under the Shelf. The Shelf was declared effective by the SEC on August
21, 2019. As of September 30, 2019, we have $0.6 million in awarded unused grants that can be utilized to offset program costs for several of our ready-to-
use glucagon programs as well as our diazepam program, in accordance with the grant agreements.
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Capital Resources and Funding Requirements

We have incurred operating losses since inception, and we have an accumulated deficit of $213.2 million at September 30, 2019. We believe that our cash and
cash equivalents and investments, expected revenue from sales of Gvoke, and expected additional borrowing capacity will enable us to sustain operations and
capital expenditure requirements for at least the next 12 months. We expect to incur substantial additional expenditures in the near term to support our
ongoing activities and the commercial launch of Gvoke. Additionally, we expect to incur additional costs as a result of operating as a public company. We
expect to continue to incur net losses for at least the next 12 months. Our ability to fund our product development and clinical operations, including
completion of our planned Phase 2 and Phase 3 clinical trials, as well as commercialization of our product candidates will depend on the amount and timing
of cash received from future financings. Our future capital requirements will depend on many factors, including:

<    the costs, timing and outcomes of clinical trials and regulatory reviews associated with our product candidates;
<    the costs of commercialization activities, including product marketing, sales and distribution;
< our degree of success in commercializing Gvoke;
< the costs of preparing, filing and prosecuting patent applications and maintaining, enforcing and defending intellectual property-related claims;
<    the emergence of competing technologies and products and other adverse market developments;
<    the effect on our product development activities of actions taken by the FDA or other regulatory authorities; and
<    the number and types of future products we develop and commercialize.

As we begin to generate revenue from sales of our first product, Gvoke, we may not generate a sufficient amount of product revenues to fund our cash
requirements. Accordingly, we may need to obtain additional financing in the future which may include public or private debt and/or equity financings. There
can be no assurance that such funding may be available to us on acceptable terms, or at all, or that we will be able to successfully commercialize our product
candidates. The issuance of equity securities may result in dilution to stockholders. If we raise additional funds through the issuance of debt, which may have
rights, preferences and privileges senior to those of our common stockholders, the terms of the debt could impose significant restrictions on our operations.
The failure to raise funds as and when needed could have a negative impact on our financial condition and ability to pursue our business strategies. If
additional funding is not secured when required, we may need to delay or curtail our operations until such funding is received, which would have a material
adverse impact on our business prospects and results of operations.

Cash Flows

 
Nine Months Ended

September 30,
(in thousands) 2019  2018

Net cash used in operating activities $ (74,774)  $ (37,944)
Net cash provided by (used in) investing activities 6,658  (56,538)
Net cash provided by financing activities 78,560  128,182

Increase in cash and cash equivalents $ 10,444  $ 33,700
 
The increase in cash used in operating activities for the nine-month period ended September 30, 2019 was primarily driven by increased spending in research
and development and selling, general and administrative operating expenses. For a discussion regarding the increase in spending, refer to "Results of
Operations" included in this Item 2, "Management’s Discussion and Analysis of Financial Condition and Results of Operations."

Cash provided by investing activities for the nine-month period ended September 30, 2019 was primarily due to net sales of investments, partially offset by
capital expenditures.

Cash provided by financing activities for the nine-month period ended September 30, 2019 was primarily due to the net proceeds from the public offering of
our common stock of $55.5 million and net proceeds from the issuance of long-term debt of $22.7 million. In the nine-month period ended September 30,
2018, cash provided by financing activities was primarily due to net proceeds from the initial public offering of our common stock of $88.9 million, net
proceeds from the issuance of long-term debt of $34.7 million and the sale of Series C Preferred Stock of $4.4 million.

Contractual Obligations and Commitments

There have been no material changes in our contractual obligations and commitments from those disclosed in our Annual Report on Form 10-K for the year
ended December 31, 2018, except as noted below.
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In September 2019, we entered into an Amended and Restated Loan and Security Agreement which will provide up to $85.0 million in term loans to the
Company in three tranches. The initial tranche of $60.0 million was drawn down and outstanding as of September 30, 2019. Refer to Note 5, "Long-term
Debt," of the Notes to Condensed Consolidated Financial Statements for information related to the amended debt agreement and future principal payments.

Off-Balance Sheet Arrangements

As of September 30, 2019, we had unused letters of credit of $1,083,000 that are primarily used to secure leases.

CRITICAL ACCOUNTING POLICIES AND THE USE OF ESTIMATES

Our management’s discussion and analysis of our financial condition and results of operations on our financial statements have been prepared in accordance
with generally accepted accounting principles, or GAAP, in the United States. The preparation of these financial statements requires us to make estimates that
affect the reported amounts of assets and liabilities and the disclosure of contingent assets and liabilities at the date of the financial statements as well as the
reported revenues and expenses during the reporting periods. On an ongoing basis, we evaluate our estimates and judgments, including, among others, those
related to clinical trial expenses and stock-based compensation. We base our estimates on historical experience and on various other factors we believe to be
appropriate under the circumstances. Actual results may differ from these estimates under different assumptions or conditions.

Our significant accounting policies are described in Note 2, "Summary of Significant Accounting Policies," in the Notes to Condensed Consolidated Financial
Statements.

New Accounting Standards

Refer to Note 2, "Summary of Significant Accounting Policies," of the Notes to Condensed Consolidated Financial Statements for a description of recent
accounting pronouncements applicable to our financial statements.

ITEM 3. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK

We are exposed to market risks related to changes in interest rates.

Interest Rate Risk

Cash and Cash Equivalents and Investments—We are exposed to the risk of interest rate fluctuations on the interest income earned on our cash and cash
equivalents and investments. A hypothetical one-percentage point increase or decrease in interest rates applicable to our cash and cash equivalents and
investments outstanding at September 30, 2019 would increase or decrease interest income by approximately $1.2 million on an annual basis. Any changes to
interest income on investments would only be realized if the investment were sold prior to maturity.

Amended and Restated Loan and Security Agreement—Our interest rate risk relates primarily to U.S. dollar LIBOR-indexed borrowings. Based on our
outstanding borrowings at September 30, 2019, a one-percentage point increase or decrease in interest rates would have a $0.6 million effect on interest
expense on an annualized basis.

ITEM 4. CONTROLS AND PROCEDURES

Evaluation of Disclosure Controls and Procedures

Our management, with the participation of our principal executive officer and principal financial officer, evaluated the effectiveness of our disclosure controls
and procedures, as such term is defined under Rule 13a-15(e) promulgated under the Securities Exchange Act of 1934, as amended ("Exchange Act") and,
based on such evaluation, our principal executive officer and principal financial officer have concluded that the disclosure controls and procedures were
effective as of September 30, 2019 to ensure that information required to be disclosed by the Company in the reports it files or submits under the Exchange
Act is recorded, processed, summarized and reported within the time period specified in the U.S. Securities and Exchange Commission's ("SEC") rules and
forms, and to ensure that information required to be disclosed by the Company in the reports it files or submits under the Exchange Act is accumulated and
communicated to the Company’s management, including its principal executive and principal financial officers, as appropriate, to allow timely decisions
regarding disclosure.
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Changes in Internal Control Over Financial Reporting

There were no changes in our internal control over financial reporting (as defined in Rules 13a-15(f) and 15d-15(f) under the Exchange Act) that occurred
during the three months ended September 30, 2019 that have materially affected, or are reasonably likely to materially affect, our internal control over
financial reporting.
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PART II. OTHER INFORMATION

ITEM 1. LEGAL PROCEEDINGS

We are not currently subject to any material legal proceedings. From time to time, we may be subject to various legal proceedings and claims that arise in the
ordinary course of our business activities. Although the results of litigation and claims cannot be predicted with certainty, as of the date of this report, we do
not believe we are party to any claim or litigation the outcome of which, if determined adversely to us, would individually or in the aggregate be reasonably
expected to have a material adverse effect on our business. Regardless of the outcome, litigation can have an adverse impact on us because of defense and
settlement costs, diversion of management resources and other factors.

ITEM 1A. RISK FACTORS

Risks Related to our Financial Position and Need for Financing

As a company, we have a limited operating history and no history of commercializing pharmaceutical products and have incurred significant losses since
inception. We expect to incur losses over the next several years and may not be able to achieve or sustain revenues or profitability in the future.

We expect to begin the commercial launch of our first product, GvokeTM PFS, in mid-November 2019 and expect to launch Gvoke HypoPenTM in 2020. We
have no history of commercializing pharmaceutical products and have limited operating history. Pharmaceutical product development is a highly speculative
undertaking and involves a substantial degree of risk. As of September 30, 2019, we have not generated product revenues. We have financed our operations
primarily through private placements of our preferred stock, borrowings under the Amended and Restated Loan and Security Agreement ("Amended Loan
Agreement") that we entered into with Oxford Finance LLC and Silicon Valley Bank, our initial public offering in June 2018, or our IPO, and our public
offering in February 2019. We have not yet demonstrated an ability to conduct sales and marketing activities necessary for successful product
commercialization. We have not yet demonstrated an ability to manufacture Gvoke PFS and Gvoke HypoPen (collectively "Gvoke") on a commercial scale or
arrange for a third party to do so on our behalf. Accordingly, you should consider our prospects in light of the costs, uncertainties, delays and difficulties
frequently encountered by companies prior to commercialization of any product candidates, especially pharmaceutical companies such as ours. Any
predictions you make about our future success or viability may not be as accurate as they could be if we had a longer operating history or a history of
successfully commercializing pharmaceutical products. We may encounter unforeseen expenses, difficulties, complications, delays and other known or
unknown factors in achieving our business objectives. We will need to transition from a company with a development focus to a company capable of
supporting commercial activities. We may not be successful in such a transition. We expect our financial condition and operating results to continue to
fluctuate significantly from quarter to quarter and year to year due to a variety of factors, many of which are beyond our control. Accordingly, you should not
rely upon the results of any quarterly or annual periods as indications of future operating performance.

We have incurred significant losses in every fiscal year since inception. For the nine months ended September 30, 2019 and 2018, we reported a net loss of
$92.5 million and $39.7 million, respectively. In addition, our accumulated deficit as of September 30, 2019 was $213.2 million. Substantially all our
operating losses have resulted from costs incurred in connection with research and development, clinical and regulatory initiatives to obtain approvals for our
product candidates and preparation for commercialization of Gvoke.

We expect to continue to incur significant operating expenses as we continue to build our commercial infrastructure, develop, enhance and commercialize
new products and incur additional operational and reporting costs associated with being a public company. In particular, we anticipate that we will continue to
incur significant expenses as we:

 <  build commercial infrastructure to support sales and marketing for Gvoke and our other product candidates;
 <  continue our research and development efforts;
 <  seek regulatory approval for new product candidates and product enhancements;
 <  hire and retain additional personnel and add operational, financial and management information systems; and
 <  continue to operate as a public company.

Our first product, Gvoke, was approved by the U.S. Food & Drug Administration ("FDA"), for the treatment of severe hypoglycemia in pediatric and adult
patients with diabetes ages 2 years and above on September 10, 2019. Our ability to generate revenue from Gvoke, and our other product candidates, and to
transition to profitability and generate positive cash flows is uncertain and depends on the successful commercialization of Gvoke and our other product
candidates. Many of our product candidates are still in development. Successful development and commercialization will require achievement of key
milestones, including completing clinical trials and obtaining marketing approval for our product candidates, manufacturing, marketing and selling those
products for which we, or any of
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our future collaborators, may obtain marketing approval, satisfying any post-marketing requirements and obtaining reimbursement for our products from
private insurance or government payors. Because of the uncertainties and risks associated with these activities, we are unable to accurately predict the timing
and amount of revenues, and if or when we might achieve profitability. We and any future collaborators may never succeed in these activities and, even if we
or any future collaborators do, we may never generate revenues that are large enough for us to achieve profitability. Even if we do achieve profitability, we
may not be able to sustain or increase profitability on a quarterly or annual basis.

Our failure to become and remain profitable would depress the market price of our common stock and could impair our ability to raise capital, expand our
business, diversify our product offerings or continue our operations. If we continue to suffer losses as we have in the past, investors may not receive any
return on their investment and may lose their entire investment.

We have not yet generated revenue from Gvoke or our other product candidates, and may never be profitable.

Our ability to become profitable depends upon our ability to generate revenue. We have not yet generated revenue from Gvoke PFS. We expect to begin the
commercial launch of Gvoke PFS in mid-November 2019. We do not expect to generate significant revenue until we successfully commercialize Gvoke. Our
ability to generate revenue depends on a number of factors, including, but not limited to, our ability to:

 <  obtain commercial quantities of Gvoke at acceptable cost levels;
 <  obtain marketing approval for our product candidates;

 

<

 

achieve an adequate level of market acceptance of our products in the medical community and with third-party payors,
including placement in accepted clinical guidelines for the conditions for which our product candidates are intended to
target;

 <  obtain and maintain third-party coverage and adequate reimbursement for our products;

 
<

 
launch and commercialize our products utilizing our own sales force in the United States or in other key territories by
entering into partnership or co-promotion arrangements with third parties; and

 <  successfully develop and obtain marketing approval for our other product candidates.

We expect to incur significant sales and marketing costs as we begin commercialization of Gvoke. Even if we expend these costs, Gvoke and our other
product candidates, if approved, may not be commercially successful. We may not achieve profitability soon after generating product sales, if ever. If we are
unable to generate product revenue, we will not become profitable and may be unable to continue operations without continued funding.

We may require additional capital to sustain our business, and this capital may cause dilution to our stockholders and might not be available on terms
favorable to us, or at all, which would force us to delay, reduce or eliminate our product development programs or commercialization efforts.

Pharmaceutical development is a time consuming, expensive and uncertain process that takes years to complete. In addition, if any of our product candidates
are approved, we expect to incur significant commercialization expenses related to product sales, marketing, manufacturing, packaging and distribution.
Accordingly, we may need to obtain substantial additional funding in connection with our continuing operations. If we are unable to raise capital when needed
or on attractive terms, we may be forced to delay, reduce or eliminate our research and development programs. We will be required to expend significant
funds in order to commercialize Gvoke, as well as any of our other product candidates that receive marketing approval.

We may be required to obtain further funding through public equity offerings, debt financings, royalty-based financing arrangements, collaborations and
licensing arrangements or other sources. If we raise additional funds through further issuances of equity or convertible debt securities, our existing
stockholders could suffer significant dilution, and any new equity securities we issue could have rights, preferences and privileges superior to those of holders
of our common stock. Any debt financing obtained by us would be senior to our common stock, would likely cause us to incur interest expense, and could
involve restrictive covenants relating to our capital raising activities and other financial and operational matters, which may increase our expenses and make it
more difficult for us to obtain additional capital and to pursue business opportunities, including potential acquisitions and in-licensing opportunities. We may
also be required to secure any such debt obligations with some or all of our assets. For example, our Amended Loan Agreement is secured by substantially all
of our existing property and assets, including our intellectual property assets, subject to certain exceptions.

If we raise additional funds through collaborations or marketing, distribution or licensing, or royalty-based financing arrangements with third parties, we may
have to relinquish valuable rights to our technologies, future revenue streams or product candidates or grant licenses on terms that may not be favorable to us.
Securing financing could require a substantial amount of time and attention from our management and may divert a disproportionate amount of their attention
away from day-to-day activities, which may adversely affect our management’s ability to oversee the commercialization of Gvoke and development and
commercialization, if approved, of our product candidates. It is also possible that we may allocate significant amounts of capital toward solutions or
technologies for which market demand is lower than
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anticipated and, as a result, abandon such efforts. Adequate additional financing may not be available to us on acceptable terms, or at all. If we are unable to
raise additional funds when needed, we may be required to delay, limit, reduce or terminate our product development or grant rights to develop and market
product candidates that we would otherwise prefer to develop and market ourselves. Any of these negative developments could have a material adverse effect
on our business, operating results, financial condition and common stock price.

We may not have cash available to us in an amount sufficient to enable us to make interest or principal payments on our indebtedness when due.

Our Amended Loan Agreement provides for term loans of up to an aggregate of $85.0 million, of which $60.0 million was drawn in September 2019. We
become eligible to draw the second tranche of $15.0 million and the third tranche of $10.0 million following the Company’s achievement of certain revenue
targets prior to March 31, 2021 and June 30, 2021, respectively.

All obligations under our Amended Loan Agreement are secured by substantially all of our existing property and assets, including our intellectual property
assets, subject to certain limited exceptions. This debt financing may create additional financial risk for us, particularly if our business or prevailing financial
market conditions are not conducive to paying off or refinancing our outstanding debt obligations at maturity.

Failure to satisfy our current and future debt obligations under our Amended Loan Agreement could result in an event of default and, as a result, our lenders
could accelerate all of the amounts due. Events of default also include our failure to comply with customary affirmative covenants as well as our breach of
customary negative covenants in the Amended Loan Agreement. Affirmative covenants include the maintenance of a minimum cash balance equal to the
outstanding obligations plus $5.0 million in the event that we maintain one or more permitted accounts at other institutions. Negative covenants include
prohibition on the payment of dividends and distributions, certain mergers and change of control events, and restrictions on the incurrence of additional debt.
In addition, the occurrence of material adverse changes in the company’s business, including its prospect of repayment of its obligations, could result in an
event of default. In the event of an acceleration of amounts due under our Amended Loan Agreement as a result of an event of default, we may not have
sufficient funds or may be unable to arrange for additional financing to repay our indebtedness while still pursuing our current business strategy. In addition,
our lenders could seek to enforce their security interests in any collateral securing such indebtedness.

Risks Related to the Commercialization and Marketing of our Products and Product Candidates

Our business depends entirely on the success of our products and product candidates. Even if approved, our product candidates may not be accepted in
the marketplace and our business may be materially harmed.

To date, we have expended significant time, resources and effort on the development of our product candidates, and a substantial portion of our resources will
be focused on launching, marketing and commercializing our first product, Gvoke, in the United States. Our business and future success are substantially
dependent on our ability to generate product revenues in the near term and will depend on our ability to successfully commercialize Gvoke. Our other product
candidates are in earlier stages of development and subject to the risks of failure inherent in developing drug products. Any delay or setback in the regulatory
approval, product launch, commercialization or distribution of any of our other product candidates will adversely affect our business. We may not be able to
successfully launch or commercialize our products or meet our expectations with respect to revenues. We expect to begin the commercial launch of our first
pharmaceutical product, Gvoke, in mid-November 2019. There is no guarantee that the infrastructure, systems, processes, policies, relationships and materials
we have built in anticipation of the commercialization of Gvoke will be sufficient for us to achieve success at the levels we expect. Further, our products may
contain undetected manufacturing defects, including mislabeling, which might require product replacement, re-labeling or product recalls, which could further
harm our business.

Even if all regulatory approvals are obtained, the commercial success of our products and product candidates, if approved, depends on gaining market
acceptance among physicians, patients, patient advocacy groups, healthcare payors and the medical community. The degree of market acceptance of our
products and product candidates will depend on many factors, including:

 <  the scope of regulatory approvals, including limitations or warnings contained in a product's regulatory-approved labeling;

 
<

 
our ability to produce, through a validated process, sufficiently large quantities of our products to permit successful
commercialization;

 <  our ability to establish and maintain commercial manufacturing arrangements with third-party manufacturers;

 
<

 
our ability to build and maintain sales, distribution and marketing capabilities sufficient to launch commercial sales of our
products;

 
<

 
the acceptance in the medical community of the potential advantages of the products, including with respect to our efforts to
increase adoption of our products by patients and healthcare providers;

 <  the incidence, prevalence and severity of adverse side effects of our products;
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 <  the willingness of physicians to prescribe our products and of the target patient population to try these therapies;
 <  the price and cost-effectiveness of our products;

 
<

 
the extent to which each product is approved for use at, or included on formularies of, hospitals and managed care
organizations;

 
<

 
any negative publicity related to our or our competitors’ products or other formulations of products that we administer,
including as a result of any related adverse side effects;

 <  alternative treatment methods and potentially competitive products;
 <  the potential advantages of our products over existing and future treatment methods;
 <  the strength of our sales, marketing and distribution support; and
 <  the availability of sufficient third-party coverage and reimbursement.

Additionally, if, after marketing approval of any of our products or product candidates, we or others later identify undesirable or unacceptable side effects
caused by such products, a number of potentially significant negative consequences could result, including:

 
<

 
regulatory authorities may withdraw approvals of such product, require us to take our approved product off the market or ask
us to voluntarily remove the product from the market;

 
<

 
regulatory authorities may require the addition of labeling statements, specific warnings, a contraindication or field alerts to
physicians and pharmacies;

 

<

 

regulatory authorities may impose conditions under a risk evaluation and mitigation strategy, or REMS, including
distribution of a medication guide to patients outlining the risks of such side effects or imposing distribution or use
restrictions;

 
<

 
we may be required to change the way the product is administered, conduct additional clinical trials or change the labeling of
the product;

 <  we may be subject to limitations on how we may promote the product;
 <  sales of the product may decrease significantly;
 <  we may be subject to litigation or product liability claims; and
 <  our reputation may suffer.

If our product candidates are approved but do not achieve an adequate level of acceptance by physicians, patients and third-party payors, we may never
generate significant revenue from these products, and our business, financial condition and results of operations may be materially harmed. Even if our
products achieve market acceptance, we may not be able to maintain that market acceptance over time if new therapeutics are introduced that are more
favorably received than our products or that render our products obsolete, or if significant adverse events occur. If our products do not achieve and maintain
market acceptance, we will not be able to generate sufficient revenue from product sales to attain profitability.

The market opportunity for our products and product candidates may be smaller than we estimate.

The potential market opportunity for our products and product candidates is difficult to precisely estimate. Our estimates of the potential market opportunity
for our products and product candidates include several key assumptions of the current market size and current pricing for commercially available products
and are based on industry and market data obtained from industry publications, studies conducted by us, our industry knowledge, third-party research reports
and other surveys. Industry publications and third-party research generally indicate that their information has been obtained from sources believed to be
reliable, although they do not guarantee the accuracy or completeness of such information. For example, our projections for the potential size of the market
for Gvoke are based on our belief that we would be able to increase the adoption of emergency glucagon products by patients and care providers. While we
believe that our internal assumptions are reasonable, if any of these assumptions proves to be inaccurate, then the actual market for our products and product
candidates could be smaller than our estimates of our potential market opportunity. If the actual market for our products and product candidates is smaller
than we expect, our product revenue may be limited and it may be more difficult for us to achieve or maintain profitability.

Our company has limited experience marketing and selling drug products and has recently developed an internal sales organization. If we are unable to
establish or do not maintain sufficient marketing, sales and distribution capabilities or enter into agreements with third parties to market, sell and
distribute our products on terms acceptable to us, we may not be able to generate product revenues and our business, results of operations, and financial
condition will be materially adversely affected.

We have recently developed our commercial infrastructure for the sales, marketing and distribution of Gvoke. In order to successfully commercialize Gvoke
and our product candidates, we will need to maintain, and may need to expand our marketing, sales, distribution, managerial and other non-technical
capabilities and/or make arrangements with third parties to perform some or all of these services. We have recently established a sales force to market Gvoke
in the United States. There are significant expenses and risks involved with
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establishing our own sales and marketing capabilities, including our ability to hire, retain and appropriately incentivize qualified individuals, generate
sufficient sales leads, provide adequate training to sales and marketing personnel, and effectively manage a geographically dispersed sales and marketing
team. Any failure or delay in our ability to maintain or expand, if needed, our internal sales, marketing and distribution capabilities could delay any product
launch, which would adversely impact the commercialization of our products, including Gvoke.

We cannot be sure that we will be able to recruit, hire and retain a sufficient number of sales representatives or that they will be effective at promoting our
products. In addition, we will need to commit significant additional management and other resources to establish and grow our sales organization. We may
not be able to achieve the necessary development and growth in a cost-effective manner or realize a positive return on our investment. We will also have to
compete with other companies to recruit, hire, train and retain sales and marketing personnel.

Factors that may inhibit our efforts to commercialize our products include:

 <  our inability to recruit, train and retain adequate numbers of sales and marketing personnel;

 
<

 
the inability of sales personnel to obtain access to or to persuade adequate numbers of physicians to prescribe any of our
product candidates that receive regulatory approval; and

 <  unforeseen costs and expenses associated with maintaining an independent sales and marketing organization.

In the event that we are unable to effectively deploy our sales organization or distribution strategy on a timely and efficient basis, if at all, the
commercialization of our product candidates could be delayed which would negatively impact our ability to generate product revenues.

We intend to leverage the sales and marketing capabilities that we are establishing for Gvoke to commercialize additional product candidates for the
management of other hypoglycemic conditions, if approved by the FDA, in the United States. If we are unable to do so for any reason, we would need to
expend additional resources to establish commercialization capabilities for those product candidates, if approved.

In addition, we intend to establish collaborations to commercialize our product candidates outside the United States, if approved by the relevant regulatory
authorities. Therefore, our future success will depend, in part, on our ability to enter into and maintain collaborative relationships for such efforts, the
collaborator’s strategic interest in the product and such collaborator’s ability to successfully market and sell the product. We may not be able to establish or
maintain such collaborative arrangements, or if we are able to do so, such collaborators may not have effective sales forces. To the extent that we depend on
third parties for marketing and distribution, any revenues we receive will depend upon the efforts of such third parties, and such efforts may not be successful.

Our reliance on third-party suppliers, including single-source suppliers, and a limited number of options for alternate sources for Gvoke or our other
product candidates could harm our ability to develop our product candidates or to commercialize Gvoke or any other product candidates that are
approved.

We do not currently own or operate manufacturing facilities for the production of Gvoke or our product candidates. We rely on third-party suppliers to
manufacture and supply our products. We currently rely on a number of single-source suppliers, such as Bachem Americas, Inc., or Bachem, for active
pharmaceutical ingredient, or API, Pyramid Laboratories Inc., or Pyramid, for drug product and SHL Pharma, LLC, or SHL Pharma, for auto-injector and
final product assembly, and we have entered into several supply agreements including with Bachem, Pyramid and SHL Pharma. Our third-party suppliers may
not be able to produce sufficient inventory to meet commercial demand in a timely manner, or at all. Our third-party suppliers may not be required to provide
us with any guaranteed minimum production levels or have dedicated capacity for our products. As a result, there can be no assurances that we will be able to
obtain sufficient quantities of products, including Gvoke, or other key materials in the future, which could have a material adverse effect on our business as a
whole.

For us to be successful, our third-party suppliers must be able to provide us with raw materials, components and products in substantial quantities, in
compliance with regulatory requirements, in accordance with agreed upon specifications, at acceptable costs and on a timely basis. Reliance on third-party
suppliers entails risks to which we would not be subject if we manufactured products ourselves, including reliance on the third party for regulatory
compliance and quality assurance, the possibility that products will not be delivered on a timely basis, the possibility of increases in pricing for our products,
and the possibility of breach or termination of a manufacturing agreement or purchase order by the third party.

Gvoke and some of our other product candidates are drug-device combination products that are regulated under the drug regulations of the FDCA based on
their primary mode of action as a drug. Third-party manufacturers may not be able to comply with the current Good Manufacturing Practices, or cGMPs,
regulatory requirements applicable to drug-device combination products, including applicable
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provisions of the FDA’s drug cGMP regulations, device cGMP requirements embodied in the Quality System Regulations, or QSRs, or similar regulatory
requirements outside the United States. Our failure, or the failure of our third-party manufacturers, to comply with applicable regulations could result in
sanctions being imposed on us, including clinical holds, fines, injunctions, civil penalties, delays, suspension or withdrawal of approvals, license revocation,
seizures or recalls of our products and product candidates, re-labeling or re-packaging of our products, operating restrictions and criminal prosecutions, any of
which could significantly affect the supply of our products and product candidates. The facilities used by our contract manufacturers to manufacture our
products and product candidates must be approved by the FDA pursuant to inspections conducted by the FDA. The FDA and other foreign regulatory
authorities require manufacturers to register manufacturing facilities. We do not control the manufacturing process of, and are completely dependent on, our
contract manufacturing partners for compliance with cGMPs and QSRs. Contract manufacturers may face manufacturing or quality control problems causing
drug substance or device component production and shipment delays or a situation where the contractor may not be able to maintain compliance with the
applicable cGMP or QSR requirements. If our contract manufacturers cannot successfully manufacture material that conforms to our specifications and the
strict regulatory requirements of the FDA or others, they will not be able to secure and/or maintain regulatory approval for their manufacturing facilities. In
addition, we have no control over the ability of our contract manufacturers to maintain adequate quality control, quality assurance and qualified personnel. If
foreign regulatory authorities do not approve these facilities for the manufacture of Gvoke and if the FDA or such foreign regulatory authorities do not
approve these facilities for the manufacture of our other product candidates or if it withdraws any such approval in the future, we may need to find alternative
manufacturing facilities, which would significantly impact our ability to market our products or develop, obtain regulatory approval for or market our product
candidates, if approved. Contract manufacturers may face manufacturing or quality control problems causing drug substance production and shipment delays
or may not be able to maintain compliance with the applicable cGMP and QSR requirements. Any failure to comply with cGMP or QSR requirements or
other FDA, EMA and comparable foreign regulatory requirements could adversely affect our research and development activities and our ability to develop
our product candidates and market our products and any future products following approval.

There are a limited number of third-party suppliers that are compliant with cGMP and/or QSRs, as required by the FDA, the European Union, and other
regulatory authorities, and that also have the necessary expertise and capacity to manufacture our materials and products. As a result, it may be difficult for us
to locate third-party suppliers for our anticipated future needs, and our anticipated growth could strain the ability of our current third-party suppliers to deliver
products, raw materials and components to us. If we are unable to arrange for third-party suppliers for our materials and products, or to do so on commercially
reasonable terms, we may not be able to complete development of or market our products.

The introduction of new cGMP or QSR regulations or product specific requirements by a regulatory body may require that we source alternative materials,
modify existing manufacturing processes or implement design changes to our products that are subject to prior approval by the FDA or other regulatory
authorities. We may also be required to reassess a third-party supplier’s compliance with all applicable new regulations and guidelines, which could further
impede our ability to manufacture and supply products in a timely manner. As a result, we could incur increased production costs, experience supply
interruptions, suffer damage to our reputation and experience an adverse effect on our business and financial results.

In addition, our reliance on third-party suppliers involves a number of additional risks, including, among other things:

 
<

 
our suppliers may fail to comply with regulatory requirements or make errors in manufacturing raw materials, components
or products that could negatively affect the efficacy or safety of our products or cause delays in shipments of our products;

 
<

 
we may be subject to price fluctuations due to terms within long-term supply arrangements with suppliers or lack of long-
term supply arrangements for key materials and products;

 
<

 
our suppliers may lose access to critical services or sustain damage to a facility, including losses due to natural disasters or
geo-political events, that may result in a sustained interruption in the manufacture and supply of our products;

 
<

 
fluctuations in demand for our products or a supplier’s demand from other customers may affect their ability or willingness
to deliver materials or products in a timely manner or may lead to long-term capacity constraints at the supplier;

 
<

 
we may not be able to find new or alternative sources or reconfigure our products and manufacturing processes in a timely
manner if necessary raw materials or components become unavailable; and

 
<

 
our suppliers may encounter financial or other hardships unrelated to our demand for materials, products and services, which
could inhibit their ability to fulfill our orders and meet our requirements.

 
If any of the above risks materialize and we are unable to satisfy commercial demand for our products in a timely manner, our ability to generate revenue
would be impaired, market acceptance of our products could be adversely affected, and customers may instead purchase or use our competitors’ products. In
addition, we could be forced to secure new materials or develop alternative third-party suppliers, which can be difficult given our product complexity, long
development lead-times and global regulatory review processes.

We may in the future elect to manufacture certain new or existing products ourselves, without the assistance of third-party suppliers. However, in order to
make that election, we will need to invest substantial additional funds and recruit qualified personnel in order to
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operate our own manufacturing facility on a commercial basis. There can be no assurance that we will be able to successfully manufacture our own products,
and if we are not able to make or obtain adequate supplies of our raw materials, components or products, it will be more difficult for us to launch new
products, supply our current markets and compete effectively.

Reimbursement decisions by third-party payors may have an adverse effect on pricing and market acceptance. If there is not sufficient reimbursement for
our products, it is less likely that they will be widely used.

Our future revenues and profitability will be adversely affected if U.S. and foreign governmental, private third-party insurers and payors and other third-party
payors, including Medicare and Medicaid, do not agree to defray or reimburse the cost of our products to the patients. If these entities fail to provide coverage
and reimbursement with respect to our products or provide an insufficient level of coverage and reimbursement, our products may be too costly for some
patients to afford them and physicians may not prescribe them. In addition, limitations on the amount of reimbursement for our products may also reduce our
profitability. In the United States and some foreign jurisdictions, there have been, and we expect there will continue to be, actions and proposals to control and
reduce healthcare costs. There have been a number of legislative and regulatory changes and proposed changes regarding the healthcare system that could
prevent or delay marketing approval for our product candidates, restrict or regulate post-approval activities and affect our ability to profitably sell any of our
products or product candidates for which we obtain marketing approval. Government and other third-party payors are also challenging the prices charged for
healthcare products and increasingly limiting, and attempting to limit, both coverage and level of reimbursement for prescription drugs. On December 27,
2018, the District Court for the District of Columbia invalidated a recent reimbursement formula change under the 340B program. The 340B program
imposes ceilings on prices that drug manufacturers can charge for medications sold to certain health care facilities. It is unclear how this decision could affect
covered hospitals who might purchase our products in the future and affect the rates we may charge such facilities for our approved products.

Market acceptance and sales of our products and product candidates that we develop, if approved, will depend on reimbursement policies and may be affected
by future healthcare reform measures. Government authorities and third-party payors, such as private health insurers and health maintenance organizations,
decide which drugs they will cover and establish payment levels. In the United States, no uniform policy of coverage and reimbursement for drugs exists
among third-party payors. Third-party payors often rely upon Medicare coverage policy and payment limitations in setting their own reimbursement rates, but
also have their own methods and approval process apart from Medicare determinations. Therefore, coverage and reimbursement for drug products can differ
significantly from payor to payor. As a result, obtaining coverage and reimbursement approval of a drug from a government or other third-party payor is a
time consuming and costly process that could require us to provide to each payor supporting scientific, clinical and cost-effectiveness data for the use of our
drugs on a payor-by-payor basis, with no assurance that coverage and adequate reimbursement will be obtained. We cannot be certain that reimbursement will
be available for any of our product candidates or that reimbursement rates will not change for our current products. Also, we cannot be certain that
reimbursement policies will not reduce the demand for, or the price paid for, our products. If reimbursement is not available or is available on a limited basis,
we may not be able to successfully commercialize any of our products or product candidates.

The United States and several other jurisdictions are considering, or have already enacted, a number of legislative and regulatory proposals to change the
healthcare system in ways that could negatively affect our ability to sell our products profitably. Among policy makers and payors in the United States and
elsewhere, there is significant interest in promoting changes in healthcare systems with the stated goals of containing healthcare costs, improving quality
and/or expanding access to healthcare. In the United States, the pharmaceutical industry has been a particular focus of these efforts and has been significantly
affected by major legislative initiatives. Furthermore, third-party payors are increasingly requiring that companies provide them with predetermined discounts
from list prices and are challenging the prices charged for medical products. We expect to experience pricing pressures in connection with the sale of our
products that we develop due to the trend toward managed healthcare, the increasing influence of health maintenance organizations and additional legislative
proposals.

In March 2010, the Patient Protection and Affordable Care Act, as amended by the Health Care and Education Affordability Reconciliation Act, or
collectively, the ACA, became law in the United States and is significantly impacting the provision of, and payment for, health care. With regard to
pharmaceutical products specifically, the ACA, among other things, expanded and increased industry rebates for drugs covered under Medicaid programs and
made changes to the coverage requirements under the Medicare prescription drug benefit. Among other things, the ACA contains provisions that may reduce
the profitability of drug products through increased rebates for drugs reimbursed by Medicaid programs, extension of Medicaid rebates to Medicaid managed
care plans, mandatory discounts for certain Medicare Part D beneficiaries and annual fees based on pharmaceutical companies’ share of sales to federal health
care programs.

Adoption of general controls and measures, coupled with the tightening of restrictive policies in jurisdictions with existing controls and measures, could limit
payments for pharmaceutical drugs. While we cannot predict what impact on federal reimbursement policies this legislation will have in general or on our
business specifically, the ACA may result in downward pressure on pharmaceutical reimbursement, which could negatively affect market acceptance of our
products and our product candidates.
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Some patients may require health insurance coverage to afford our products or product candidates, and if we are unable to obtain adequate coverage and
reimbursement by third-party payors, our ability to successfully commercialize our products or product candidates may be adversely impacted. Any limitation
on the use of our products or any decrease in the price of our products will have a material adverse effect on our ability to achieve profitability.

Pricing pressure from healthcare industry consolidation and our competitors may impact our ability to sell our products at prices necessary to support our
current business strategies.

Our market is subject to competitive pricing pressure as a result of product competition and a trend of consolidation in the healthcare industry to aggregate
purchasing power as healthcare costs increase and reforms initiated by legislators, regulators and third-party payors to curb these costs are implemented.

For example, Eli Lilly’s Glucagon Emergency Kit, or GEK, has 94% coverage, with unrestricted access across commercial, Medicare, Managed Medicaid
and state Medicaid plans. Of our target patient population, approximately 50% are commercially insured, one-third are covered by Medicare and
approximately 15% are covered by Medicaid. However, as the healthcare industry consolidates, competition to provide products and services to industry
participants has become more intense and may intensify as the potential purchasers of our products or third-party payors use their purchasing power to exert
competitive pricing pressure. We expect that market demand, government regulation, third-party coverage and reimbursement policies and societal pressures
will continue to change the healthcare industry worldwide, resulting in further business consolidations and alliances among our potential purchasers. If
competitive forces drive down the prices we are able to charge for our products, our profit margins will shrink, which will adversely affect our ability to
invest in and grow our business.

Gvoke's success will be dependent on its proper use by patients, healthcare practitioners and caregivers.

While we have designed Gvoke to be operable by patients, caregivers and healthcare practitioners, we cannot control the successful use of the product by
patients, caregivers and healthcare practitioners. Even though Gvoke was used correctly by individuals in our human factors studies, there is no guarantee that
these results will be replicated by users in the future. If we are not successful in promoting the proper use of Gvoke by patients, healthcare practitioners and
caregivers, we may not be able to achieve market acceptance or effectively commercialize Gvoke. In addition, even in the event of proper use of Gvoke,
individual devices may fail. Increasing the scale of production inherently creates increased risk of manufacturing errors, and we may not be able to adequately
inspect every device that is produced, and it is possible that individual devices may fail to perform as designed. Manufacturing errors could negatively impact
market acceptance of any of our products, result in negative press coverage, or increase the risk that we may be sued.

Guidelines and recommendations can reduce the use of our products.

Government agencies and industry associations such as the American Diabetes Association promulgate guidelines applicable to certain drug classes which
may include our products and product candidates that we are developing. Recommendations from these organizations may relate to such matters as usage,
dosage, route of administration and use of concomitant therapies. Regulations or guidelines affecting our products and product candidates that we are
developing or the use of competitive or alternative products as the standard of care to be followed by patients and healthcare providers could result in
decreased use of our products or negatively impact our ability to gain market acceptance and market share.

Risks Related to our Dependence on Third Parties

We depend on third parties to conduct the clinical trials for our product candidates, and any failure of those parties to fulfill their obligations could harm
our development and commercialization plans.

We depend on independent clinical investigators, CROs, academic institutions and other third-party service providers to conduct clinical trials with and for
our product candidates. Although we rely heavily on these parties for successful execution of our clinical trials, we are ultimately responsible for the results of
their activities and many aspects of their activities are beyond our control. For example, we are responsible for ensuring that each of our clinical trials is
conducted in accordance with the general investigational plan and protocols for the trial, but the independent clinical investigators may prioritize other
projects over ours or may fail to timely communicate issues regarding our products to us. Third parties may not complete activities on schedule or may not
conduct our clinical trials in accordance with regulatory requirements or our stated protocols. The delay or early termination of any of our clinical trial
arrangements, the failure of third parties to comply with the regulations and requirements governing clinical trials, or our reliance on results of trials that we
have not directly conducted or monitored could hinder or delay the development, approval and commercialization of our product candidates and would
adversely affect our business, results of operations and financial condition.

We maintain compliance programs related to our clinical trials through our clinical operations and development personnel. Our clinical trial vendors are
required to monitor and report to us issues with the conduct of our clinical trials, and we monitor our clinical trial vendors
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through our clinical, regulatory and quality assurance staff and other service providers. However, we cannot assure you that our clinical trial vendors or
personnel will timely and fully discover and report any fraud or abuse or other issues that may occur in connection with our clinical trials to us. Such fraud or
abuse or other issues, if they occur and are not successfully remediated, could have a material adverse effect on our research, development, and
commercialization activities and results.

If our third-party manufacturers of Gvoke or our other product candidates are unable to increase the scale of their production of our products or our
other product candidates, or increase the product yield of manufacturing, then our costs to manufacture the product may increase and commercialization
may be delayed.

In order to produce sufficient quantities to meet the demand for the commercialization of Gvoke, and the clinical trials and subsequent commercialization of
any of our other product candidates in our pipeline or that we may develop, our third-party manufacturers will be required to increase their production and
automate and otherwise optimize their manufacturing processes while maintaining the quality of the product. The transition to larger scale production could
prove difficult. In addition, if our third-party manufacturers are not able to automate and otherwise optimize their manufacturing process to increase the
product yield for Gvoke and other components of Gvoke or our other product candidates, or if they are unable to produce increased amounts of Gvoke or our
other product candidates while maintaining quality, then we may not be able to meet the demands of clinical trials or market demands, which could decrease
our ability to generate revenues and have a material adverse impact on our business and results of operations. Any delay in our third-party manufacturers'
ability to produce any of our products could have a material adverse effect on our launch plans, our business, our results of operations and financial condition.

We enter into various contracts in the normal course of our business in which we indemnify the other party to the contract. In the event we have to
perform under these indemnification provisions, it could have a material adverse effect on our business, financial condition and results of operations.

In the normal course of business, we periodically have entered, and in the future may enter, into academic, commercial, service, collaboration, licensing,
feasibility, consulting and other agreements that contain indemnification provisions. We have in the past and may in the future agree to indemnify the
counterparties from losses arising from claims relating to the products, processes or services made, used, sold or performed. We may also agree to indemnify
our vendors from any third-party product liability claims that could result from the production, use or consumption of the product, as well as for alleged
infringements of any patent or other intellectual property right by a third party.

Should our obligation under an indemnification provision exceed applicable insurance coverage or if we were denied insurance coverage, our business,
financial condition and results of operations could be adversely affected. Similarly, if we are relying on a collaborator to indemnify us and the collaborator is
denied insurance coverage or the indemnification obligation exceeds the applicable insurance coverage and the collaborator does not have other assets
available to indemnify us, our business, financial condition and results of operations could be adversely affected.

We expect to seek to establish collaborations and, if we are not able to establish them on commercially reasonable terms, we may have to alter our
development and commercialization plans.

We expect to seek one or more collaborators for the development and commercialization of one or more of our product candidates, particularly with respect to
our pipeline product candidates or foreign geographies. Likely collaborators may include large and mid-size pharmaceutical companies, regional and national
pharmaceutical companies and biotechnology companies.

We face significant competition in seeking appropriate collaborators. Whether we reach a definitive agreement for a collaboration will depend, among other
things, upon our assessment of the collaborator’s resources and expertise, the terms and conditions of the proposed collaboration and the proposed
collaborator’s evaluation of a number of factors. Those factors may include the potential differentiation of our product candidate from competing product
candidates, design or results of clinical trials, the likelihood of approval by the FDA or comparable foreign regulatory authorities and the regulatory pathway
for any such approval, the potential market for the product candidate, the costs and complexities of manufacturing and delivering the product to patients and
the potential of competing products. The collaborator may also consider alternative product candidates or technologies for similar indications that may be
available for collaboration and whether such a collaboration could be more attractive than the one with us for our product candidate. If we elect to increase
our expenditures to fund development or commercialization activities on our own, we may need to obtain additional capital, which may not be available to us
on acceptable terms or at all. If we do not have sufficient funds, we may not be able to further develop our product candidates or bring them to market and
generate product revenue.

Collaborations are complex and time consuming to negotiate and document. Further, there have been a significant number of recent business combinations
among large pharmaceutical companies that have resulted in a reduced number of potential future collaborators. Any collaboration agreements that we enter
into in the future may contain restrictions on our ability to enter into potential collaborations or to otherwise develop specified product candidates. We may
not be able to negotiate collaborations on a timely basis, on acceptable
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terms, or at all. If we are unable to do so, we may have to curtail the development of the product candidate for which we are seeking to collaborate, reduce or
delay its development program or one or more of our other development programs, delay its potential commercialization or reduce the scope of any sales or
marketing activities, or increase our expenditures and undertake development or commercialization activities at our own expense.

We may be adversely affected by any disruptions to third-party suppliers that manufacture and supply our products.

Any disruption to the facilities of our third-party suppliers resulting from weather-related events, fire, acts of terrorism, or any other cause could materially
impair our ability to manufacture our products and to distribute our products to customers. We could incur significantly higher costs and longer lead times
associated with distributing our products to our customers. If we are unable to arrange for third-party suppliers of our materials and products, or to do so on
commercially reasonable terms, we may not be able to market our products or other product candidates that may be approved in the future. Additionally, our
business could be temporarily adversely affected by higher costs for materials, increased shipping and storage costs, increased labor costs, and scheduling
issues. Any interruption in the production or delivery of our supplies could reduce sales of our products and increase our costs.

Risks Related to the Product Development and Regulatory Approval of Our Product Candidates

We cannot be certain that our product candidates will receive marketing approval. Without marketing approval, we will not be able to commercialize our
product candidates.

We have devoted significant financial resources and business efforts to the development of our product candidates. We cannot be certain that any of our other
product candidates will receive marketing approval.

The development of a product candidate and issues relating to its approval and marketing are subject to extensive regulation by the FDA in the United States
and by comparable regulatory authorities in other countries. We are not permitted to market our product candidates in the United States until we receive
approval of a New Drug Application ("NDA") from the FDA. The time required to obtain approval by the FDA and comparable foreign authorities is
unpredictable but typically takes many years following the commencement of clinical trials and depends upon numerous factors, including the substantial
discretion of the regulatory authorities. In addition, approval policies, regulations, or the type and amount of clinical data necessary to gain approval may
change during the course of a product candidate’s clinical development and may vary among jurisdictions.

NDAs must include extensive preclinical and clinical data and supporting information to establish the product candidate’s safety and effectiveness for each
desired indication. NDAs must also include significant information regarding the chemistry, manufacturing and controls for the product. Obtaining approval
of an NDA is a lengthy, expensive and uncertain process, and we may not be successful in obtaining approval. Any delay or setback in the regulatory
approval or commercialization of any of our other product candidates will adversely affect our business.

The FDA has substantial discretion in the drug approval process, including the ability to delay, limit or deny approval of a product candidate for many
reasons. For example, the FDA:

 
<

 
could determine that we cannot rely on the Section 505(b)(2) regulatory pathway or other pathways we have selected, as
applicable, for our product candidates;

 
<

 
could determine that the information provided by us was inadequate, contained clinical deficiencies or otherwise failed to
demonstrate the safety and effectiveness of our product candidates for any indication;

 

<

 

may not find the data from bioequivalence studies and/or clinical trials sufficient to support the submission of an NDA or to
obtain marketing approval in the United States, including any findings that the clinical and other benefits of our product
candidates outweigh their safety risks;

 

<

 

may disagree with our trial design or our interpretation of data from preclinical studies, bioequivalence studies and/or
clinical trials, or may change the requirements for approval even after it has reviewed and commented on the design for our
trials;

 

<

 

may determine that we have identified the wrong listed drug or drugs or that approval of our Section 505(b)(2) application
for any of our product candidates is blocked by patent or non-patent exclusivity of the listed drug or drugs or of other
previously approved drugs with the same conditions of approval as any of our product candidates (as applicable);

 
<

 
may identify deficiencies in the manufacturing processes or facilities of third-party manufacturers with which we enter into
agreements for the manufacturing of our product candidates;
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<

 
may audit some or all of our clinical research and human factors study sites to determine the integrity of our data and may
reject any or all of such data;

 
<

 
may approve our product candidates for fewer or more limited indications than we request, or may grant approval contingent
on the performance of costly post-approval clinical trials;

 <  may change its approval policies or adopt new regulations; or

 
<

 
may not approve the labeling claims that we believe are necessary or desirable for the successful commercialization of our
product candidates.

Even if a product is approved, the FDA may limit the indications for which the product may be marketed, require extensive warnings on the product labeling
or require expensive and time-consuming clinical trials and/or reporting as conditions of approval. Regulators of other countries and jurisdictions have their
own procedures for approval of product candidates with which we must comply prior to marketing in those countries or jurisdictions.

Obtaining regulatory approval for marketing of a product candidate in one country does not ensure that we will be able to obtain regulatory approval in any
other country. In addition, delays in approvals or rejections of marketing applications in the United States or other countries may be based upon many factors,
including regulatory requests for additional analyses, reports, data, preclinical studies and clinical trials, regulatory questions regarding different
interpretations of data and results, changes in regulatory policy during the period of product development and the emergence of new information regarding
our product candidates or other products. Also, regulatory approval for any of our product candidates may be withdrawn.
 
We intend to utilize the 505(b)(2) pathway for the regulatory approval of certain of our product candidates. If the FDA does not conclude that such
product candidates meet the requirements of Section 505(b)(2), final marketing approval of our product candidates by the FDA or other regulatory
authorities may be delayed, limited, or denied, any of which would adversely affect our ability to generate operating revenues.

We are pursuing a regulatory pathway pursuant to Section 505(b)(2) of the Federal Food, Drug and Cosmetic Act, or FDCA, for the approval of certain of our
product candidates, which allows us to rely on submissions of existing clinical data for the drug. Section  505(b)(2) was enacted as part of the Drug Price
Competition and Patent Term Restoration Act of 1984, or the Hatch-Waxman Amendments, and permits the submission of an NDA where at least some of the
information required for approval comes from preclinical studies or clinical trials not conducted by or for the applicant and for which the applicant has not
obtained a right of reference. The FDA interprets Section 505(b)(2) of the FDCA to permit the applicant to rely upon the FDA’s previous findings of safety
and efficacy for an approved product. The FDA requires submission of information needed to support any changes to a previously approved drug, such as
published data or new studies conducted by the applicant or clinical trials demonstrating safety and efficacy. The FDA could require additional information to
sufficiently demonstrate safety and efficacy to support approval.

If the FDA determines that our product candidates do not meet the requirements of Section 505(b)(2), we may need to conduct additional clinical trials,
provide additional data and information, and meet additional standards for regulatory approval. In March 2010, President Obama signed into law legislation
creating an abbreviated pathway for approval under the Public Health Service Act, or PHS Act, of biological products that are similar to other biological
products that are approved under the PHS Act. The legislation also expanded the definition of biological product to include proteins such as insulin. The new
law contains transitional provisions governing protein products such as insulin, that, under certain circumstances, might permit companies to seek approval
for their insulin products as biologics under the PHS Act and might require that our XeriSol pramlintide-insulin co-formulation be approved under the PHS
Act rather than in a 505(b)(2) NDA. In addition, if any of our product candidates are approved under Section 505 of the FDCA as of the March 23, 2020
transition date and are then “deemed to be a license” for the biological product under section 351 of the PHS Act, we could lose certain unexpired exclusivity
and this could materially harm our business. If our product candidates do not meet the requirements of Section 505(b)(2) or are otherwise ineligible for
approval via the Section 505(b)(2) pathway, the time and financial resources required to obtain FDA approval for these product candidates, and the
complications and risks associated with these product candidates, would likely substantially increase. Moreover, an inability to pursue the Section 505(b)(2)
regulatory pathway would likely result in new competitive products reaching the market more quickly than our product candidates, which would likely
materially adversely impact our competitive position and prospects. Even if we are allowed to pursue the Section 505(b)(2) regulatory pathway, we cannot
assure you that our product candidates will receive the requisite approvals for commercialization.

Some pharmaceutical companies and other actors have objected to the FDA’s interpretation of Section 505(b)(2) to allow reliance on the FDA’s prior findings
of safety and effectiveness. If the FDA changes its interpretation of Section 505(b)(2), or if the FDA’s interpretation is successfully challenged in court, this
could delay or even prevent the FDA from approving any Section 505(b)(2) application that we submit. Moreover, the FDA adopted an interpretation of the
three-year exclusivity provisions whereby a 505(b)(2) application can be blocked by exclusivity even if it does not rely on the previously approved drug that
has exclusivity (or any safety or effectiveness information regarding that drug). Under the FDA’s new interpretation, the approval of one or more of our
product candidates may be blocked by exclusivity awarded to a previously-approved drug product that shares certain innovative features with our product
candidates,
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even if our 505(b)(2) application does not identify the previously-approved drug product as a listed drug or rely upon any of its safety or efficacy data. Any
failure to obtain regulatory approval of our product candidates would significantly limit our ability to generate revenues, and any failure to obtain such
approval for all of the indications and labeling claims we deem desirable could reduce our potential revenues.

Clinical failure may occur at any stage of clinical development, and the results of our clinical trials may not support our proposed indications for our
product candidates. If our clinical trials fail to demonstrate efficacy and safety to the satisfaction of the FDA or other regulatory authorities, we may
incur additional costs or experience delays in completing, or ultimately be unable to complete, the development of such product candidate.

We cannot be certain that existing clinical trial results will be sufficient to support regulatory approval of our product candidates. Success in preclinical testing
and early clinical trials does not ensure that later clinical trials will be successful, and we cannot be sure that the results of later clinical trials will replicate the
results of prior clinical trials and preclinical testing. Moreover, success in clinical trials in a particular indication does not ensure that a product candidate will
be successful in other indications. A number of companies in the pharmaceutical industry have suffered significant setbacks in clinical trials, even after
promising results in earlier preclinical studies or clinical trials or successful later-stage trials in other related indications. These setbacks have been caused by,
among other things, preclinical findings made while clinical trials were underway and safety or efficacy observations made in clinical trials, including
previously unreported adverse events. The results of preclinical and early clinical trials of our product candidates may not be predictive of the results of later-
stage clinical trials. Product candidates in later stages of clinical trials may fail to show the desired safety and efficacy traits despite having progressed
through preclinical and initial clinical trials. A failure of a clinical trial to meet its predetermined endpoints would likely cause us to abandon a product
candidate and may delay development of any other product candidates. Any delay in, or termination of, our clinical trials will delay the submission of the
applicable NDA to the FDA, the Marketing Authorization Application, or MAA, to the European Medicines Agency, or EMA, or other similar applications
with other relevant foreign regulatory authorities and, ultimately, our ability to commercialize our product candidates and generate revenue.

Additional time may be required to obtain regulatory approval for our product candidates because they are combination products.

Certain of our product candidates are drug and device combination products that require coordination within the FDA and similar foreign regulatory agencies
for review of their device and drug components. Medical products containing a combination of new drugs, biological products or medical devices may be
regulated as “combination products” in the United States and Europe. A combination product generally is defined as a product comprised of components from
two or more regulatory categories (e.g., drug/device, device/biologic, drug/biologic). Each component of a combination product is subject to the requirements
established by the FDA for that type of component, whether a new drug, biologic or device. In order to facilitate pre-market review of combination products,
the FDA designates one of its centers to have primary jurisdiction for the pre-market review and regulation of the overall product based upon a determination
by the FDA of the primary mode of action of the combination product. Where approval of the drug and device is sought under a single application, there
could be delays in the approval process due to the increased complexity of the review process and the lack of a well-established review process and criteria.
The EMA has a parallel review process in place for combination products, the potential effects of which in terms of approval and timing could independently
affect our ability to market our combination products in Europe.

Delays in conducting clinical trials could result in increased costs to us and delay our ability to obtain regulatory approval for our product candidates.

Any delays in conducting clinical trials and related drug development programs could materially affect our product development costs and delay regulatory
approval of our product candidates. We do not know whether planned clinical trials will begin on time, will need to be redesigned, or will be completed on
schedule, if at all. A clinical trial can be delayed for a variety of reasons, including:

 

<

 

delays or failures in obtaining regulatory authorization to commence a trial because of safety concerns of regulators relating
to our product candidates or similar product candidates, competitive or comparator products or supportive care products or
failure to follow regulatory guidelines;

 
<

 
delays or failures in obtaining clinical materials and manufacturing sufficient quantities of the product candidate for use in a
trial;

 
<

 
delays or failures in reaching agreement on acceptable terms with prospective study sites or other contract research
organizations, or CROs;

 
<

 
delays or failures in obtaining approval of our clinical trial protocol from an institutional review board, or IRB, to conduct a
clinical trial at a prospective study site;

 
<

 
receipt by a competitor of marketing approval for a product targeting an indication that our product candidate targets, such
that we are not “first to market” with our product candidate;

 
<

 
delays in recruiting or enrolling subjects to participate in a clinical trial, particularly with respect to our product candidates
for certain rare indications, including those for which we have obtained, or plan to seek, orphan drug designation;
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 <  failure of a clinical trial or clinical investigators to be in compliance with current Good Clinical Practices, or cGCPs;
 <  unforeseen safety issues;
 <  inability to monitor subjects adequately during or after treatment;
 <  difficulty monitoring multiple study sites;
 <  the FDA requiring alterations to any of our study designs, our nonclinical strategy or our manufacturing plans;

 
<

 
failure of our third-party clinical trial managers to satisfy their contractual duties, comply with regulations, or meet expected
deadlines; and

 <  determination by regulators that the clinical design of a trial is not adequate.
 
Clinical trials may also be delayed or terminated as a result of ambiguous or negative interim results. In addition, a clinical trial may be suspended or
terminated by us, the FDA, the IRBs at the sites where the IRBs are overseeing a trial, a data safety monitoring board overseeing the clinical trial at issue, or
other regulatory authorities due to a number of factors, including:

 <  failure to conduct the clinical trial in accordance with regulatory requirements or our clinical protocols;
 <  inspection of the clinical trial operations or trial sites by the FDA or other regulatory authorities;
 <  unforeseen safety issues, including serious adverse events associated with a product candidate, or lack of effectiveness; and
 <  lack of adequate funding to continue the clinical trial.
 
Further, conducting clinical trials in foreign countries, as we have done and plan to do for certain of our product candidates, presents additional risks that may
delay completion of our clinical trials. These risks include the failure of enrolled patients in foreign countries to adhere to clinical protocol as a result of
differences in healthcare services or cultural customs, managing additional administrative burdens associated with foreign regulatory schemes, as well as
political and economic risks relevant to such foreign countries.

Our product candidates may have undesirable side effects which may delay or prevent marketing approval, or, if approval is received, require them to
include safety warnings, require them to be taken off the market or otherwise limit their sales.

Undesirable side effects that may be caused by our product candidates could cause us or regulatory authorities to interrupt, delay or halt clinical trials and
could result in a more restrictive label or the delay or denial of regulatory approval by the FDA or other comparable foreign authorities. The range and
potential severity of possible side effects from systemic therapies are significant. The results of future clinical trials may show that our product candidates
cause undesirable or unacceptable side effects, which could interrupt, delay or halt clinical trials, and result in delay of, or failure to obtain, marketing
approval from the FDA and other regulatory authorities, or result in marketing approval from the FDA and other regulatory authorities with restrictive label
warnings. Recent developments in the pharmaceutical industry have prompted heightened government focus on safety reporting during both pre- and post-
approval time periods and pharmacovigilance. Global health authorities may impose regulatory requirements to monitor safety that may burden our ability to
commercialize our drug products.

To date, patients treated with our ready-to-use glucagon have experienced drug-related side effects typically observed with glucagon products, including
nausea, vomiting and headaches. Results of our trials could reveal a high and unacceptable severity and prevalence of these or other side effects. It is possible
that there may be side effects associated with our other product candidates’ use. In such an event, our trials could be suspended or terminated and the FDA or
comparable foreign regulatory authorities could order us to cease further development of or deny approval of our product candidates for any or all targeted
indications. The drug-related side effects could affect patient recruitment or the ability of enrolled patients to complete the trial or result in potential product
liability claims. Any of these occurrences may harm our business, financial condition and prospects.

Even if any of our product candidates receives marketing approval and we or others later identify undesirable or unacceptable side effects caused by such
products:

 
<

 
regulatory authorities may require the addition of labeling statements, including “black box” warnings, contraindications or
dissemination of field alerts to physicians and pharmacies;

 
<

 
we may be required to change instructions regarding the way the product is administered, conduct additional clinical trials or
change the labeling of the product;

 <  we may be subject to limitations on how we may promote the product;
 <  sales of the product may decrease significantly;
 <  regulatory authorities may require us to take our approved product off the market;
 <  we may be subject to litigation or product liability claims; and
 <  our reputation may suffer.
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Any of these events could also prevent us from achieving or maintaining market acceptance of the affected product or could substantially increase
commercialization costs and expenses, which in turn could delay or prevent us from generating significant revenues from the sale of our products.

We have received orphan drug designation for our product candidates with respect to certain indications and intend to pursue such designation for
others, but we may be unable to obtain such designation or to maintain the benefits associated with orphan drug status, including market exclusivity, even
if that designation is granted.

We have received orphan drug designation from the FDA for four indications for our product candidates, which are our ready-to-use glucagon for Post-
Bariatric Hypoglycemia, or PBH, and Congenital Hyperinsulinism, or CHI, and our ready-to-use diazepam for acute repetitive seizures and Dravet syndrome.
We have also received orphan drug designation from the EMA for our ready-to-use glucagon for Noninsulinoma Pancreatogenous Hypoglycaemia Syndrome,
or NIPHS, which includes patients with PBH. We intend to pursue such designation for others in specific orphan indications in which there is an unmet
medical need. Under the Orphan Drug Act of 1983, the FDA may designate a product candidate as an orphan drug if it is intended to treat a rare disease or
condition, which is generally defined as having a patient population of fewer than 200,000 individuals in the United States, or a patient population greater
than 200,000 in the United States where there is no reasonable expectation that the cost of developing the drug will be recovered from sales in the United
States. Orphan drug designation entitles a party to financial incentives such as opportunities for grant funding towards clinical trial costs, tax advantages, and
user-fee waivers. After the FDA grants orphan drug designation, the generic identity of the drug and its potential orphan use are disclosed publicly by the
FDA. Orphan drug designation does not convey any advantage in, or shorten the duration of, the regulatory review and approval process. Although we intend
to seek orphan drug designation for certain additional indications, we may never receive such designation. Moreover, obtaining orphan drug designation for
one indication does not mean we will be able to obtain such designation for another indication.

If a product that has orphan drug designation subsequently receives the first FDA approval for a particular active ingredient for the disease for which it has
such designation, the product is entitled to orphan drug exclusivity. For a product that obtains orphan drug designation on the basis of a plausible hypothesis
that it is clinically superior to the same drug that is already approved for the same indication, such as our diazepam for acute repetitive seizures or our ready-
to-use glucagon for PBH, in order to obtain orphan drug exclusivity upon approval, clinical superiority of such product to this same drug that is already
approved for the same orphan indication must be demonstrated. Orphan drug exclusivity means that the FDA may not approve any other applications,
including an NDA, to market the same drug for the same indication for seven years, except in limited circumstances such as if the FDA finds that the holder
of the orphan drug exclusivity has not shown that it can assure the availability of sufficient quantities of the orphan drug to meet the needs of patients with the
disease or condition for which the drug was designated. Similarly, the FDA can subsequently approve a drug with the same active moiety for the same
condition during the exclusivity period if the FDA concludes that the later drug is clinically superior, meaning the later drug is safer, more effective or makes
a major contribution to patient care. Even with respect to the indications for which we have received orphan designation, we may not be the first to obtain
marketing approval for any particular orphan indication due to the uncertainties associated with developing pharmaceutical products, and thus approval of our
product candidates could be blocked for seven years if another company previously obtained approval and orphan drug exclusivity for the same drug and
same condition. If we do obtain exclusive marketing rights in the United States, they may be limited if we seek approval for an indication broader than the
orphan designated indication and may be lost if the FDA later determines that the request for designation was materially defective or if we are unable to
assure sufficient quantities of the product to meet the needs of the relevant patients. Further, exclusivity may not effectively protect the product from
competition because different drugs with different active moieties can be approved for the same condition, the same drugs can be approved for different
indications and might then be used off-label in our approved indication, and different drugs for the same condition may already be approved and
commercially available.

In Europe, the period of orphan drug exclusivity is ten years, although it may be reduced to six years if, at the end of the fifth year, it is established that the
criteria for orphan drug designation are no longer met, in other words, when it is shown on the basis of available evidence that the product is sufficiently
profitable not to justify maintenance of market exclusivity. We have received orphan drug designation from the EMA for our ready-to-use glucagon for the
treatment of CHI and NIPHS, which includes patients with PBH.
 
Our failure to successfully identify, develop and market additional product candidates could impair our ability to grow.

As part of our growth strategy, we intend to identify, develop and market additional product candidates leveraging our formulation technology platforms. We
are exploring various therapeutic opportunities for our pipeline programs. We may spend several years completing our development of any particular current
or future internal product candidates, and failure can occur at any stage. The product candidates to which we allocate our resources may not end up being
successful. While we identified several potential applications of our ready-to-use glucagon, including Gvoke and several intermittent and chronic conditions,
there is no guarantee that we will be able to utilize our formulation technology platforms to advance additional product candidates.

In the future, we may be dependent upon pharmaceutical companies, academic scientists and other researchers to sell or license product candidates, approved
products or the underlying technology to us. The process of proposing, negotiating and implementing a license or
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acquisition of a product candidate or approved product is lengthy and complex. Other companies, including some with substantially greater financial,
marketing and sales resources, may compete with us for the license or acquisition of product candidates and approved products. We have limited resources to
identify and execute the acquisition or in-licensing of third-party products, businesses and technologies and integrate them into our current infrastructure.
Moreover, we may devote resources to potential acquisitions or in-licensing opportunities that are never completed, or we may fail to realize the anticipated
benefits of such efforts. We may not be able to acquire the rights to additional product candidates on terms that we find acceptable, or at all.

In addition, future acquisitions may entail numerous operational and financial risks, including:
 

 <  exposure to unknown liabilities;

 
<

 
disruption of our business and diversion of our management’s time and attention to develop acquired products or
technologies;

 <  incurrence of substantial debt, dilutive issuances of securities or depletion of cash to pay for acquisitions;
 <  higher than expected acquisition and integration costs;
 <  difficulty in combining the operations and personnel of any acquired businesses with our operations and personnel;
 <  increased amortization expenses;

 
<

 
impairment of relationships with key suppliers or customers of any acquired businesses due to changes in management and
ownership; and

 <  inability to motivate key employees of any acquired businesses.
 
Further, any product candidate that we identify internally or acquire would require additional development efforts prior to commercial sale, including
extensive clinical testing and approval by the FDA and other regulatory authorities.

Risks Related to our Industry and the Ongoing Legal and Regulatory Requirements to which our Product Candidates are Subject

Even after approval of our products and product candidates, we may still face future development and regulatory difficulties. If we fail to comply with
continuing U.S. and non-U.S. regulations or new adverse safety data arise, we could lose our marketing approvals and our business would be seriously
harmed.

Our approved products, and product candidates, if approved, will also be subject to ongoing regulatory requirements for manufacturing, distribution, sale,
labeling, packaging, storage, advertising, promotion, record-keeping and submission of safety and other post-market information. Approved products, third-
party suppliers and their facilities are required to comply with extensive FDA requirements and requirements of other similar agencies even after approval,
including ensuring that quality control and manufacturing procedures conform to cGMPs and applicable QSRs. As such, we and our third-party suppliers are
subject to continual review and periodic inspections, both announced and unannounced, to assess compliance with cGMPs and QSRs. Accordingly, we and
our third-party suppliers must continue to expend time, money and effort in all areas of regulatory compliance, including manufacturing, production and
quality control. We will also be required to report certain adverse reactions and production problems, if any, to the FDA and other similar agencies and to
comply with certain requirements concerning advertising and promotion for our products. Promotional communications with respect to prescription drugs are
subject to a variety of legal and regulatory restrictions and must be consistent with the information in the product’s approved label. Accordingly, we may not
promote our approved products, if any, for indications or uses for which they are not approved.

If a regulatory agency discovers previously unknown problems with a product, such as adverse events of unanticipated severity or frequency, or problems
with the facility where the product is manufactured, or disagrees with the promotion, marketing or labeling of a product, it may impose restrictions on that
product or us, including requiring withdrawal of the product from the market. These unknown problems could be discovered as a result of any post-marketing
follow-up studies, routine safety surveillance or other reporting required as a condition to approval.

Regulatory agencies may also impose requirements for costly post-marketing studies or clinical trials and surveillance to monitor the safety or efficacy of a
product. The FDA and other agencies, including the Department of Justice, or DOJ, closely regulate and monitor the post-approval marketing and promotion
of products to ensure that they are manufactured, marketed and distributed only for the approved indications and in accordance with the provisions of the
approved labeling. The FDA imposes stringent restrictions on manufacturers’ communications regarding off-label use, and if we, or any future collaborators,
do not market any of our products for which we, or they, receive marketing approval for only their approved indications, we, or they, may be subject to
warnings or enforcement action for off-label marketing. Violation of the FDCA and other statutes, including the False Claims Act, relating to the promotion
and advertising of prescription drugs may lead to investigations or allegations of violations of federal and state healthcare fraud and abuse laws and state
consumer protection laws.
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If our products or product candidates fail to comply with applicable regulatory requirements, or if a problem with one of our products or third-party suppliers
is discovered, a regulatory agency may:

 <  restrict the marketing or manufacturing of such products;
 <  restrict or require modification of or revision to the labeling of a product;
 <  issue warning letters or untitled letters which may require corrective action;
 <  mandate modifications to promotional materials or require us to provide corrective information to healthcare practitioners;

 
<

 
require us to enter into a consent decree or permanent injunction, which can include imposition of various fines,
reimbursements for inspection costs, required due dates for specific actions and penalties for noncompliance;

 <  impose other administrative or judicial civil or criminal penalties including fines, imprisonment and disgorgement of profits;
 <  suspend or withdraw regulatory approval;
 <  refuse to approve pending applications or supplements to approved applications filed by us;
 <  close the facilities of our third-party suppliers;
 <  suspend ongoing clinical trials;
 <  impose restrictions on operations, including costly new manufacturing requirements; or
 <  seize or detain products or recommend or require a product recall.

The FDA’s and foreign regulatory agencies’ policies are subject to change, and additional federal, state, local or non-U.S. governmental regulations may be
enacted that could affect our ability to maintain compliance. We cannot predict the likelihood, nature or extent of adverse governmental regulation that may
arise from future legislation or administrative action, either in the United States or abroad.

We operate in a competitive business environment and, if we are unable to compete successfully against our existing or potential competitors, our sales
and operating results may be negatively affected and we may not successfully commercialize our products or other product candidates, even if approved.

The pharmaceutical and biotechnology industries are characterized by intense competition and significant and rapid technological change as researchers learn
more about diseases and develop new technologies and treatments. Any product candidates that we successfully develop and commercialize will compete
with existing drugs and new drugs that may become available in the future. While we believe that our product and product candidate platform, development
expertise and scientific knowledge provide us with competitive advantages, we face potential competition from many different sources, including major
pharmaceutical, specialty pharmaceutical and biotechnology companies, academic institutions and governmental agencies and public and private research
institutions. Many of our current and potential competitors are major pharmaceutical companies that have substantially greater financial, technical and
marketing resources than we do, and they may succeed in developing products that would render our products obsolete or noncompetitive. Our ability to
compete successfully will depend on our ability to develop future products that reach the market in a timely manner, are well adopted by patients and
healthcare providers and receive adequate coverage and reimbursement from third-party payors. Because of the size of the potential market, we anticipate that
companies will dedicate significant resources to developing products competitive to our product candidates.

For example, we have numerous competitors in the severe hypoglycemia market, which currently include Eli Lilly’s BAQSIMITM, an intranasal glucagon dry
powder which received marketing approval on July 24, 2019 and is currently available for sale, Eli Lilly's Glucagon Emergency Kit and Novo Nordisk’s
GlucaGen. In the future, competitors may include a subcutaneous dasiglucagon auto-injector being developed by Zealand Pharma. At any time, these or other
industry participants may develop alternative treatments, products or procedures for the treatment of severe hypoglycemia that compete directly or indirectly
with Gvoke. Competitors may also develop and patent processes or products earlier than we can or obtain regulatory clearance or approvals for competing
products more rapidly than we can, which could impair our ability to develop and commercialize similar processes or products. If alternative treatments are,
or are perceived to be, superior to our products, sales of our products, if approved, could be negatively affected and our results of operations could suffer.

The widespread acceptance of currently available therapies with which our product candidates will compete may limit market acceptance of Gvoke or our
other product candidates even if commercialized. For example, emergency glucagon products are currently available for hypoglycemia and are widely
accepted in the medical community and have a long history of use. These treatments compete with Gvoke and may limit the potential for Gvoke to receive
widespread acceptance.

If the FDA approves a competitor’s application for a product candidate or drug-device combination product before our application for a similar product
candidate or drug-device combination product, and grants such competitor a period of exclusivity, the FDA may take the position that it cannot approve our
505(b)(2) application for a similar product candidate until the exclusivity period expires. Additionally, even if our 505(b)(2) application for a product
candidate is approved first, and we receive three-year marketing exclusivity, we may still be subject to competition from other companies with approved
products or approved 505(b)(2) NDAs for different conditions of use that would not be restricted by a grant of exclusivity to us.
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If the FDA or other applicable regulatory authorities approve generic products that compete with any of our products or product candidates, the sales of
our product candidates, if approved, could be adversely affected.

Once an NDA, including a Section 505(b)(2) application, is approved, the product covered becomes a “listed drug” which can be cited by potential
competitors in support of approval of an abbreviated new drug application, or ANDA. FDA regulations and other applicable regulations and policies provide
incentives to manufacturers to create modified versions of a drug to facilitate the approval of an ANDA or other application for similar substitutes. If these
manufacturers demonstrate that their product has the same active ingredient(s), dosage form, strength, route of administration, and conditions of use, or
labeling, as our products or product candidates, they might only be required to conduct a relatively inexpensive study to show that their generic product is
absorbed in the body at the same rate and to the same extent as, or is bioequivalent to, our products or product candidates. In some cases, even this limited
bioequivalence testing can be waived by the FDA. Competition from generic equivalents to our products or product candidates could substantially limit our
ability to generate revenues and therefore to obtain a return on the investments we have made in our products or product candidates.

Even with FDA approval of our first product, Gvoke, or our other product candidates in the United States, we may never obtain or maintain foreign
regulatory approvals to market our products in other countries.

We do not have any product candidates other than Gvoke approved for sale in the United States, nor any products or product candidates approved for sale in
any international markets, and we do not have experience in obtaining regulatory approval in international markets. In order to market products in any
particular jurisdiction, we must establish and comply with numerous and varying regulatory requirements on a country-by-country basis regarding safety and
efficacy. Approval by the FDA in the United States does not ensure approval by regulatory authorities in other countries or jurisdictions, and approval or
certification by one foreign regulatory authority does not ensure approval or certification by regulatory authorities in other foreign countries or by the FDA.
International jurisdictions require separate regulatory approvals and compliance with numerous and varying regulatory requirements. The approval
procedures vary among countries and may involve requirements for additional testing, and the time required to obtain approval may differ from country to
country and from that required to obtain clearance or approval in the United States. In addition, with respect to Gvoke, we are engaged in ongoing interactions
with European regulatory authorities regarding our development path in Europe. For Gvoke, because Eli Lilly’s Glucagon Emergency Kit is not approved in
Europe, we have conducted an additional clinical trial comparing Gvoke to Novo Nordisk’s GlucaGen, in addition to our clinical trials involving Eli Lilly’s
Glucagon Emergency Kit. There can be no assurance that the results that we observed from our prior clinical trials for Gvoke will be sufficient to secure
approval in Europe.

In addition, some countries only approve or certify a product for a certain period of time, and we are required to re-approve or re-certify our products in a
timely manner prior to the expiration of our prior approval or certification. We may not obtain foreign regulatory approvals on a timely basis, if at all. We may
not be able to file for regulatory approvals or certifications and may not receive necessary approvals to commercialize our products in any market. If we fail
to receive necessary approvals or certifications to commercialize our products in foreign jurisdictions on a timely basis, or at all, or if we fail to have our
products re-approved or re-certified, our business, results of operations and financial condition could be adversely affected. The foreign regulatory approval
or certification process may include all of the risks associated with obtaining FDA clearance or approval. In addition, the clinical standards of care may differ
significantly such that clinical trials conducted in one country may not be accepted by healthcare providers, third-party payors or regulatory authorities in
other countries, and regulatory approval in one country does not guarantee regulatory approval in any other country. If we fail to comply with regulatory
requirements in international markets or to obtain and maintain required approvals, or if regulatory approvals in international markets are delayed, our target
market will be reduced and our ability to realize the full market potential of any drug we develop will be unrealized.

Recently enacted and future legislation may increase the difficulty and cost for us to obtain marketing approval of and commercialize our products and
product candidates and affect the prices we may obtain.

In the United States and some foreign jurisdictions, there have been a number of legislative and regulatory changes and proposed changes regarding the
healthcare system that could prevent or delay regulatory approval of our product candidates, restrict or regulate post-approval activities and affect our ability
to profitably sell any products or product candidates for which we obtain marketing approval.
 
Among policy makers and payors in the United States and elsewhere, there is significant interest in promoting changes in healthcare systems with the stated
goals of containing healthcare costs, improving quality and/or expanding access. In the United States, the pharmaceutical industry has been a particular focus
of these efforts and has been significantly affected by major legislative initiatives. In March 2010, President Obama signed into law the ACA, a sweeping law
intended to broaden access to health insurance, reduce or constrain the growth of healthcare spending, enhance remedies against fraud and abuse, add new
transparency requirements for the healthcare and health insurance industries, impose new taxes and fees on the health industry and impose additional health
policy reforms.

41



Among the provisions of the ACA of importance to our products and product candidates are the following:

 
<

 
an annual, nondeductible fee on any entity that manufactures or imports certain branded prescription drugs and biologic
agents, apportioned among these entities according to their market share in certain government healthcare programs;

 
<

 
a new methodology by which rebates owed by manufacturers under the Medicaid Drug Rebate Program are calculated for
drugs that are inhaled, infused, instilled, implanted or injected;

 
<

 
an increase in the statutory minimum rebates a manufacturer must pay under the Medicaid Drug Rebate Program to 23.1%
and 13.0% of the average manufacturer price for branded and generic drugs, respectively;

 
<

 
expansion of healthcare fraud and abuse laws, including the False Claims Act and the federal Anti-Kickback Statute, or AKS,
which include, among other things, new government investigative powers and enhanced penalties for non-compliance;

 

<

 

a new Medicare Part D coverage gap discount program, in which manufacturers must agree to offer 70% point-of-sale
discounts off negotiated prices of applicable brand drugs to eligible beneficiaries during their coverage gap period, as a
condition for the manufacturer’s outpatient drugs to be covered under Medicare Part D;

 
<

 
extension of manufacturers’ Medicaid rebate liability to covered drugs dispensed to individuals who are enrolled in Medicaid
managed care organizations;

 
<

 
expansion of eligibility criteria for Medicaid programs by, among other things, allowing states to offer Medicaid coverage to
additional individuals, thereby potentially increasing manufacturers’ Medicaid rebate liability;

 <  expansion of the entities eligible for discounts under the Public Health Service pharmaceutical pricing program;
 <  the requirements under the federal open payments program and its implementing regulations;
 <  a requirement to annually report drug samples that manufacturers and distributors provide to physicians; and

 
<

 
a new Patient-Centered Outcomes Research Institute to oversee, identify priorities in, and conduct comparative clinical
effectiveness research, along with funding for such research.

Since its enactment, some of the provisions of the ACA have yet to be fully implemented, while certain provisions have been subject to judicial,
congressional, and executive challenges. As a result, there have been delays in the implementation of, and action taken to repeal or replace, certain aspects of
the ACA. The U.S. Supreme Court has upheld certain key aspects of the legislation, including a tax-based shared responsibility payment imposed on certain
individuals who fail to maintain qualifying health coverage for all or part of a year, which is commonly known as the requirement that all individuals maintain
health insurance coverage or pay a penalty, referred to as the “individual mandate.” However, as a result of tax reform legislation passed in December 2017,
the individual mandate has been eliminated effective January 1, 2019. According to the Congressional Budget Office, the repeal of the individual mandate
will cause 13 million fewer Americans to be insured in 2027 and premiums in insurance markets may rise.

Since January 2017, President Trump has signed two Executive Orders designed to delay the implementation of certain provisions of the ACA or otherwise
circumvent some of the requirements for health insurance mandated by the ACA. One Executive Order directs federal agencies with authorities and
responsibilities under the ACA to waive, defer, grant exemptions from, or delay the implementation of any provision of the ACA that would impose a fiscal
or regulatory burden on states, individuals, healthcare providers, health insurers, or manufacturers of pharmaceuticals or medical devices. The second
Executive Order terminates the cost-sharing subsidies that reimburse insurers under the ACA. Several state Attorneys General filed suit to stop the
administration from terminating the subsidies, but their request for a restraining order was denied by a federal judge in California on October 25, 2017. The
loss of the cost share reduction payments is expected to increase premiums on certain policies issued by qualified health plans under the ACA. Further, on
June 14, 2018, U.S. Court of Appeals for the Federal Circuit ruled that the federal government was not required to pay more than $12 billion in ACA risk
corridor payments to third-party payors who argued they were owed to them. The effects of this gap in reimbursement on third-party payors, the viability of
the ACA marketplace, providers, and potentially our business are not yet known.

In addition, the Centers for Medicare & Medicaid Services, or CMS, finalized regulations that would give states greater flexibility in setting benchmarks for
insurers in the individual and small group marketplaces, which may have the effect of relaxing the essential health benefits required under the ACA for plans
sold through such marketplaces. Additionally, CMS finalized a rule, effective January 1, 2020, that amends the Medicare Advantage and Medicare Part D
prescription drug benefit regulations to reduce out-of-pocket costs for plan enrollees and allow Medicare plans to negotiate lower rates for certain drugs.
Among other things, the rule allows Medicare Advantage plans to use pre authorization, or PA, and step therapy, or ST, for five of the six protected classes of
drugs, with certain exceptions and permits plans to implement PA and ST in Medicare Part B drugs. It is unclear what effect such changes will have on our
business. Litigation and legislation over the ACA are likely to continue, with unpredictable and uncertain results. We continue to evaluate the effect that the
ACA and its possible repeal and replacement has on our business.

In addition, other legislative changes have been proposed and adopted since the ACA was enacted including aggregate reductions to Medicare payments to
providers of 2% per fiscal year through 2027. In January 2013, President Obama signed into law the American Taxpayer Relief Act of 2012, which, among
other things, further reduced Medicare payments to several providers and increased the statute of limitations period for the government to recover
overpayments to providers from three to five years. Since 2016, Congress has considered legislation that would repeal or repeal and replace all or part of the
ACA. While Congress has not passed comprehensive repeal legislation,
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it has enacted laws that modify certain provisions of the ACA such as removing or delaying penalties, starting January 1, 2019, for not complying with the
ACA’s individual mandate to carry health insurance, delaying the implementation of certain ACA-mandated fees, and increasing the point-of-sale discount
that is owed by pharmaceutical manufacturers who participate in Medicare Part D. On December 14, 2018, a U.S. District Court judge in the Northern District
of Texas ruled that the individual mandate portion of the ACA is an essential and inseverable feature of the ACA, and therefore because the mandate was
repealed as part of the Tax Cuts and Jobs Act, the remaining provisions of the ACA are invalid as well. The Trump administration and CMS have both stated
that the ruling will have no immediate effect, and on December 30, 2018 the same judge issued an order staying the judgment pending appeal. It is unclear
how this decision and any subsequent appeals and other efforts to repeal and replace the ACA will impact the ACA and our business. Litigation and
legislation over the ACA are likely to continue, with unpredictable and uncertain results. We continue to evaluate the effect that the ACA and its possible
repeal and replacement has on our business. We expect that the ACA, as well as other healthcare reform measures that may be adopted in the future, may
result in additional reductions in Medicare and other healthcare funding, more rigorous coverage criteria, new payment methodologies, and additional
downward pressure on the price that we receive for any approved product. Any reduction in reimbursement from Medicare or other government programs
may result in a similar reduction in payments from private payors. The implementation of cost containment measures or other healthcare reforms may prevent
us from being able to generate revenue, attain profitability or commercialize our products.

The cost of prescription pharmaceuticals in the United States has also been the subject of considerable debate, and members of Congress and the Trump
Administration have indicated that each will address such costs through new legislative and administrative measures. To date, there have been several recent
U.S. congressional inquiries and proposed state and federal legislation designed to, among other things, improve transparency in drug pricing, review the
relationship between pricing and manufacturer patient programs, reduce the costs of drugs under Medicare, and reform government program reimbursement
methodologies for drug products.

At the federal level, the Trump administration’s budget proposal for fiscal year 2019 contains further drug price control measures that could be enacted during
the 2019 budget process or in other future legislation, including, for example, measures to permit Medicare Part D plans to negotiate the price of certain drugs
under Medicare Part B, to allow some states to negotiate drug prices under Medicaid, and to eliminate cost sharing for generic drugs for low-income patients.
Additionally, the Trump administration released a “Blueprint” to lower drug prices and reduce out-of-pocket costs of drugs that contains additional proposals
to increase manufacturer competition, increase the negotiating power of certain federal healthcare programs, incentivize manufacturers to lower the list price
of their products and reduce the out-of-pocket costs of drug products paid by consumers. While any proposed measures will require authorization through
additional legislation to become effective, Congress and the Trump administration have each indicated that it will continue to seek new legislative and/or
administrative measures to control drug costs. At the state level, legislatures are increasingly passing legislation and implementing regulations designed to
control pharmaceutical and biological product pricing, including price or patient reimbursement constraints, discounts, restrictions on certain product access
and marketing cost disclosure and transparency measures, and, in some cases, designed to encourage importation from other countries and bulk purchasing.

The pricing of prescription pharmaceuticals is also subject to governmental control outside the United States. In these other countries, pricing negotiations
with governmental authorities can take considerable time after the receipt of marketing approval for a product. To obtain reimbursement or pricing approval
in some countries, we may be required to conduct a clinical trial that compares the cost effectiveness of our product candidates to other available therapies. If
reimbursement of our products is unavailable or limited in scope or amount, or if pricing is set at unsatisfactory levels, our ability to generate revenues and
become profitable could be impaired.

Legislative and regulatory proposals have been made to expand post-approval requirements and restrict sales and promotional activities for approved
products. In addition, there have been several recent Congressional inquiries and proposed bills designed to, among other things, bring more transparency to
drug pricing, review the relationship between pricing and manufacturer patient programs, reduce the cost of drugs under Medicare and reform government
program reimbursement methodologies for drugs. We cannot be sure whether additional legislative changes will be enacted, or whether the FDA regulations,
guidance or interpretations will be changed, or what the impact of such changes on the marketing approvals of our products and product candidates, if any,
may be. In addition, increased scrutiny by the U.S. Congress of the FDA’s approval process may significantly delay or prevent marketing approval, as well as
subject us to more stringent labeling and post-marketing testing and other requirements.

We cannot predict the likelihood, nature or extent of government regulation that may arise from future legislation or administrative or executive action, either
in the United States or abroad. For example, certain policies of the Trump administration may impact our business and industry. Namely, the Trump
administration has taken several executive actions, including the issuance of a number of Executive Orders, that could impose significant burdens on, or
otherwise materially delay, the FDA’s ability to engage in routine regulatory and oversight activities such as implementing statutes through rulemaking,
issuance of guidance and review and approval of marketing applications. Notably, on January 30, 2017, President Trump issued an Executive Order,
applicable to all executive agencies, including the FDA, that requires that for each notice of proposed rulemaking or final regulation to be issued in fiscal year
2017, the agency shall identify at least two existing regulations to be repealed, unless prohibited by law. These requirements are referred to as the “two-for-
one” provisions. This Executive Order includes a budget neutrality provision that requires the total incremental cost of all new regulations in the 2017 fiscal
year, including repealed regulations, to be no greater than zero, except in limited circumstances. For fiscal years 2018 and
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beyond, the Executive Order requires agencies to identify regulations to offset any incremental cost of a new regulation and approximate the total costs or
savings associated with each new regulation or repealed regulation. In interim guidance issued by the Office of Information and Regulatory Affairs within the
Office of Management and Budget on February 2, 2017, the Trump administration indicates that the “two-for-one” provisions may apply not only to agency
regulations, but also to significant agency guidance documents. Further, on February 24, 2017, President Trump issued an Executive Order requiring each
agency to designate a regulatory reform officer and create a regulatory reform task force to evaluate existing regulations and make recommendations
regarding their repeal, replacement or modification. It is difficult to predict how these requirements will be implemented and the extent to which they will
impact the FDA’s ability to exercise its regulatory authority. If these executive actions impose constraints on the FDA’s ability to engage in oversight and
implementation activities in the normal course, our business may be negatively impacted.

Our relationships with customers and payors will be subject to applicable anti-kickback, fraud and abuse, transparency, and other healthcare laws and
regulations, which could expose us to criminal sanctions, civil penalties, contractual damages, reputational harm, administrative burdens and diminished
profits and future earnings.

Healthcare providers, physicians and third-party payors will play a primary role in the recommendation and prescription of any products for which we obtain
marketing approval. Our future arrangements with investigators, healthcare practitioners, consultants, third-party payors and customers, if any, will subject us
to broadly applicable fraud and abuse and other healthcare laws and regulations. These laws and regulations may constrain the business or financial
arrangements and relationships through which we conduct our operations, including how we research, market, sell and distribute any products for which we
obtain marketing approval. These include the following:

 

<

 

Anti-Kickback Statute. The federal AKS makes it illegal for any person or entity (including a prescription drug manufacturer or a party acting on its
behalf) to knowingly and willfully solicit, offer, receive or pay remuneration, directly or indirectly, in cash or in kind, in exchange for or intended to
induce or reward either the referral of an individual for, or the purchase, order, prescription or recommendation or arranging of, any good or
service, for which payment may be made under a federal healthcare program such as Medicare and Medicaid. This statute has been interpreted to
apply to arrangements between pharmaceutical manufacturers on the one hand and prescribers, purchasers and formulary managers on the other.
Although there are several statutory exceptions and regulatory safe harbors protecting certain common activities from prosecution, they are drawn
narrowly, and practices that involve remuneration intended to induce prescribing, purchasing or recommending may be subject to scrutiny if they
do not qualify for an exception or safe harbor. A person or entity can be found guilty of violating the AKS without actual knowledge of the statute
or specific intent to violate it. In addition, the government may assert that a claim including items or services resulting from a violation of the AKS
constitutes a false or fraudulent claim for purposes of the federal False Claims Act or federal civil money penalties statute. Violations of the AKS
carry potentially significant civil and criminal penalties, including imprisonment, fines, administrative civil monetary penalties, and exclusion from
participation in federal healthcare programs.

 

<

 

False Claims Laws. The federal false claims and civil monetary penalties laws, including the federal civil False Claims Act, impose criminal and
civil penalties, including through civil whistleblower or qui tam actions, against individuals or entities for, among other things, knowingly
presenting, or causing to be presented, false or fraudulent claims for payment by a federal healthcare program or making a false statement or record
material to payment of a false claim or knowingly avoiding, decreasing or concealing an obligation to pay money to the federal government, with
potential liability including mandatory treble damages and significant per-claim penalties.

 

<

 

Anti-Inducement Law. The anti-inducement law prohibits, among other things, the offering or giving of remuneration, which includes, without
limitation, any transfer of items or services for free or for less than fair market value (with limited exceptions), to a Medicare or Medicaid
beneficiary that the person knows or should know is likely to influence the beneficiary’s selection of a particular supplier of items or services
reimbursable by a federal or state governmental program.

 

<

 

HIPAA. The federal Health Insurance Portability and Accountability Act of 1996, or HIPAA, as amended by the Health Information Technology for
Economic and Clinical Health Act of 2009, or HITECH, and their respective implementing regulations, imposes criminal and civil liability for,
among other things, knowingly and willfully executing, or attempting to execute, a scheme to defraud any healthcare benefit program (including
private payors) or making false or fraudulent statements relating to healthcare matters. Similar to the federal AKS, a person or entity does not need
to have actual knowledge of the statute or specific intent to violate it in order to have committed a violation. Additionally, HIPAA, as amended by
HITECH and its implementing regulations, also imposes obligations on covered entities and their business associates, including mandatory
contractual terms and technical safeguards, with respect to maintaining the privacy, security and transmission of individually identifiable health
information.

 

<

 

Transparency Requirements. The federal Physician Payments Sunshine Act requires certain manufacturers of drugs, devices, biologics, and medical
supplies for which payment is available under Medicare, Medicaid, or the Children’s Health Insurance Program, with specific exceptions, to report
annually to the CMS information related to payments or transfers of value made to health care professionals and teaching hospitals, as well as
information regarding ownership and investment interests held by health care professionals described above and their immediate family members.
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<

 

Analogous State and Foreign Laws. Analogous state and foreign fraud and abuse laws and regulations, such as state anti-kickback and false claims
laws, can apply to our business practices, including but not limited to, research, distribution, sales and marketing arrangements, and claims
involving healthcare items or services reimbursed by non-governmental third-party payors, and are generally broad and are enforced by many
different federal and state agencies as well as through private actions. Some state laws require pharmaceutical companies to comply with the
pharmaceutical industry’s voluntary compliance guidelines and the relevant compliance guidance promulgated by the federal government, or
otherwise restrict payments that may be made to healthcare providers and other potential referral sources, and some state laws require drug
manufacturers to report information related to payments and other transfers of value to physicians and other healthcare providers or marketing
expenditures and pricing information. State and foreign laws also govern the privacy and security of health information in some circumstances,
many of which differ from each other in significant ways and often are not pre-empted by HIPAA, thus complicating compliance efforts.

Efforts to ensure that our business arrangements with third parties, and our business generally, will comply with applicable healthcare laws and regulations
involve substantial costs. It is possible that governmental authorities will conclude that our business practices, including our arrangements with physicians
and other healthcare providers, some of whom may receive stock options as compensation for services provided, may not comply with current or future
statutes, regulations, agency guidance or case law involving applicable fraud and abuse or other healthcare laws and regulations. If our operations are found to
be in violation of any of these laws or any other governmental regulations that may apply to us, we may be subject to significant civil, criminal and
administrative penalties, damages, fines, imprisonment, exclusion of products from government funded healthcare programs, such as Medicare and Medicaid,
disgorgement, contractual damages, reputational harm and the curtailment or restructuring of our operations. Defending against any such actions can be costly
and time consuming and may require significant financial and personnel resources. Therefore, even if we are successful in defending against any such actions
that may be brought against us, our business may be impaired. Further, if any of the physicians or other healthcare providers or entities with whom we expect
to do business is found to be not in compliance with applicable laws, they may be subject to criminal, civil or administrative sanctions, including exclusions
from government funded healthcare programs.

European data collection is governed by restrictive regulations governing the use, processing and cross-border transfer of personal information.

We have conducted and may in the future conduct clinical trials in the European Union, or EU, subjecting us to additional privacy restrictions. The collection
and use of personal health data in the EU are governed by the provisions of the General Data Protection Regulation, or GDPR. This directive imposes several
requirements relating to the consent of the individuals to whom the personal data relates, the information provided to the individuals, notification of data
processing obligations to the competent national data protection authorities and the security and confidentiality of the personal data. The GDPR also imposes
strict rules on the transfer of personal data out of the EU to the United States. Failure to comply with the requirements of the GDPR and the related national
data protection laws of the EU Member States may result in fines and other administrative penalties. The GDPR introduces new data protection requirements
in the EU and substantial fines for breaches of the data protection rules. The GDPR regulations may impose additional responsibility and liability in relation
to personal data that we process, and we may be required to put in place additional mechanisms ensuring compliance with these and/or new data protection
rules. This may be onerous and adversely affect our business, financial condition, prospects and results of operations.

Laws and regulations governing any international operations we may have in the future may preclude us from developing, manufacturing and selling
certain product candidates outside the United States and require us to develop and implement costly compliance programs.

We currently have operations in the United States and we maintain relationships with CMOs in certain parts of Europe, Asia and the United States for the
manufacture of our products and product candidates. The Foreign Corrupt Practices Act, or FCPA, prohibits any U.S. individual or business from paying,
offering, authorizing payment or offering of anything of value, directly or indirectly, to any foreign official, political party or candidate for the purpose of
influencing any act or decision of the foreign entity in order to assist the individual or business in obtaining or retaining business. The FCPA also obligates
companies whose securities are listed in the United States to comply with certain accounting provisions requiring the company to maintain books and records
that accurately and fairly reflect all transactions of the corporation, including international subsidiaries, and to devise and maintain an adequate system of
internal accounting controls for international operations. The anti-bribery provisions of the FCPA are enforced primarily by the DOJ. The Securities and
Exchange Commission, or SEC, is involved with enforcement of the books and records provisions of the FCPA and may suspend or bar issuers from trading
securities on U.S. exchanges for violations of the FCPA’s accounting provisions.

Various laws, regulations and executive orders also restrict the use and dissemination outside the United States, or the sharing with certain non-U.S. nationals,
of information classified for national security purposes, as well as certain products and technical data relating to those products. As we expand our presence
outside the United States, we are required to dedicate additional resources to comply with laws and regulations in each new jurisdiction in which we are
operating or plan to operate, and these laws may preclude us from developing, manufacturing, or selling certain drugs and product candidates outside the
United States, which could limit our growth potential and increase our development costs.
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The creation and implementation of international business practices compliance programs, particularly FCPA compliance, is costly and such programs are
difficult to enforce, especially in countries in which corruption is a recognized problem and where reliance on third parties is required. In addition, the FCPA
presents particular challenges in the pharmaceutical industry because, in many countries, hospitals are operated by the government, and doctors and other
hospital employees are considered foreign officials. Certain payments to hospitals in connection with clinical trials and other work have been deemed to be
improper payments to government officials and have led to FCPA enforcement actions. Indictment alone under the FCPA can lead to suspension of the right
to do business with the U.S. government until the pending claims are resolved. Conviction of a violation of the FCPA can result in long-term disqualification
as a government contractor.

Accordingly, our failure to comply with the FCPA or other export control, anti-corruption, anti-money laundering and anti-terrorism laws or regulations and
other similar laws governing international business practices may result in substantial penalties, including suspension or debarment from government
contracting. The termination of a government contract or relationship as a result of our failure to satisfy any of our obligations under such laws would have a
negative impact on our operations and harm our reputation and ability to procure government contracts. We cannot assure you that our compliance policies
and procedures are or will be sufficient or that our directors, officers, employees, representatives, consultants and agents have not engaged and will not
engage in conduct for which we may be held responsible, nor can we assure you that our business partners have not engaged and will not engage in conduct
that could materially affect their ability to perform their contractual obligations to us or even result in our being held liable for such conduct.

Governments outside the United States tend to impose strict price controls, which may adversely affect our revenues, if any.

In some countries, such as the countries of the European Union, the pricing of prescription pharmaceuticals is subject to governmental control. In these
countries, pricing negotiations with governmental authorities can take considerable time after the receipt of marketing approval for a product. In addition,
there can be considerable pressure by governments and other stakeholders on prices and reimbursement levels, including as part of cost containment
measures. Political, economic and regulatory developments may further complicate pricing negotiations, and pricing negotiations may continue after coverage
and reimbursement have been obtained. Reference pricing used by various countries and parallel distribution or arbitrage between low-priced and high-priced
countries can further reduce prices. To obtain reimbursement or pricing approval in some countries, we, or any future collaborators, may be required to
conduct a clinical trial that compares the cost-effectiveness of our product candidates to other available therapies, which is time consuming and costly. If
reimbursement of our product candidates is unavailable or limited in scope or amount, or if pricing is set at unsatisfactory levels, our business could be
harmed.

We will need to obtain FDA approval of any proposed product names, and any failure or delay associated with such approval may adversely impact our
business.

Any name we intend to use for our product candidates will require approval from the FDA regardless of whether we have secured a trademark registration
from the U.S. Patent and Trademark Office, or USPTO. The FDA typically conducts a review of proposed product names, including an evaluation of potential
for confusion with other product names. The FDA may object to any product name we submit if it believes the name inappropriately implies medical claims.
If the FDA objects to any of our proposed product names, we may be required to adopt an alternative name for our product candidates. If we adopt an
alternative name, we would lose the benefit of any existing trademark applications for such product candidate and may be required to expend significant
additional resources in an effort to identify a suitable product name that would qualify under applicable trademark laws, not infringe the existing rights of
third parties and be acceptable to the FDA. We may be unable to build a successful brand identity for a new trademark in a timely manner or at all, which
would limit our ability to commercialize our product candidates.

If we fail to comply with environmental, health and safety laws and regulations, we could become subject to fines or penalties or incur costs that could
have a material adverse effect on our business.

We are subject to numerous environmental, health and safety laws and regulations, including those governing laboratory procedures and the handling, use,
storage, treatment and disposal of hazardous materials and wastes. From time to time and in the future, our operations may involve the use of hazardous and
flammable materials, including chemicals and biological materials, and may also produce hazardous waste products. Even if we contract with third parties for
the disposal of these materials and waste products, we cannot completely eliminate the risk of contamination or injury resulting from these materials. In the
event of contamination or injury resulting from the use or disposal of our hazardous materials, we could be held liable for any resulting damages, and any
liability could exceed our resources. We also could incur significant costs associated with civil or criminal fines and penalties for failure to comply with such
laws and regulations.

We maintain workers’ compensation insurance to cover us for costs and expenses we may incur due to injuries to our employees resulting from the use of
hazardous materials, but this insurance may not provide adequate coverage against potential liabilities. However, we do not maintain insurance for
environmental liability or toxic tort claims that may be asserted against us.
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In addition, we may incur substantial costs in order to comply with current or future environmental, health and safety laws and regulations. Current or future
environmental laws and regulations may impair our research, development or production efforts. In addition, failure to comply with these laws and
regulations may result in substantial fines, penalties or other sanctions.

Risks Related to our Intellectual Property

Our success depends on our ability to protect our intellectual property and proprietary technology, as well as the ability of our collaborators to protect
their intellectual property and proprietary technology.

Our success depends in large part on our ability to obtain and maintain patent protection and trade secret protection in the United States and other countries
with respect to our proprietary product candidates. If we do not adequately protect our intellectual property rights, competitors may be able to erode or negate
any competitive advantage we may have, which could harm our business and ability to achieve profitability. To protect our proprietary position, we file patent
applications in the United States and abroad related to our novel product candidates that are important to our business; we may in the future also license or
purchase patent applications filed by others. The patent application and approval process is expensive and time consuming. We may not be able to file and
prosecute all necessary or desirable patent applications at a reasonable cost or in a timely manner.

If the scope of the patent protection we or our potential licensors obtain is not sufficiently broad, we may not be able to prevent others from developing and
commercializing technology and products similar or identical to ours. The degree of patent protection we require to successfully compete in the marketplace
may be unavailable or severely limited in some cases and may not adequately protect our rights or permit us to gain or keep any competitive advantage. We
cannot provide any assurances that any of our patents have, or that any of our pending patent applications that mature into issued patents will include, claims
with a scope sufficient to protect our current and future product candidates or otherwise provide any competitive advantage. In addition, to the extent that we
license intellectual property in the future, we cannot assure you that those licenses will remain in force. In addition, the laws of foreign countries may not
protect our rights to the same extent as the laws of the United States. Furthermore, patents have a limited lifespan. In the United States, the natural expiration
of a patent is generally twenty years after it is filed. Various extensions may be available; however, the life of a patent, and the protection it affords, is limited.
Given the amount of time required for the development, testing and regulatory review of new product candidates, patents protecting such candidates might
expire before or shortly after such candidates are commercialized.

Even if they are unchallenged, our patents and pending patent applications, if issued, may not provide us with any meaningful protection or prevent
competitors from designing around our patent claims to circumvent our patents by developing similar or alternative technologies or therapeutics in a non-
infringing manner. For example, a third party may develop a competitive therapy that provides benefits similar to one or more of our products or product
candidates but that uses a formulation and/or a device that falls outside the scope of our patent protection. If the patent protection provided by the patents and
patent applications we hold or pursue with respect to our products or product candidates is not sufficiently broad to impede such competition, our ability to
successfully commercialize our products or product candidates could be negatively affected, which would harm our business. Although we currently own all
of our patents and our patent applications, similar risks would apply to any patents or patent applications that we may in-license in the future.

We, or any future partners, collaborators, or licensees, may fail to identify patentable aspects of inventions made in the course of development and
commercialization activities before it is too late to obtain patent protection on them. Therefore, we may miss potential opportunities to strengthen our patent
position.

It is possible that defects of form in the preparation or filing of our patents or patent applications may exist, or may arise in the future, for example with
respect to proper priority claims, inventorship, claim scope, or requests for patent term adjustments. If we or our partners, collaborators, licensees or licensors
fail to establish, maintain or protect such patents and other intellectual property rights, such rights may be reduced or eliminated. If our partners,
collaborators, licensees or licensors are not fully cooperative or disagree with us as to the prosecution, maintenance or enforcement of any patent rights, such
patent rights could be compromised. If there are material defects in the form, preparation, prosecution, or enforcement of our patents or patent applications,
such patents may be invalid and/or unenforceable, and such applications may never result in valid, enforceable patents. Any of these outcomes could impair
our ability to prevent competition from third parties, which may have an adverse impact on our business.

The patent position of biotechnology and pharmaceutical companies generally is highly uncertain. No consistent policy regarding the breadth of claims
allowed in biotechnology and pharmaceutical patents has emerged to date in the United States or in many foreign jurisdictions. In addition, the determination
of patent rights with respect to pharmaceutical compounds commonly involves complex legal and factual questions, which has in recent years been the
subject of much litigation. As a result, the issuance, scope, validity, enforceability and commercial value of our patent rights are highly uncertain.

Moreover, because the issuance of a patent is not conclusive as to its inventorship, scope, validity or enforceability, our patents or pending patent applications
may be challenged in the courts or patent offices in the United States and abroad. There is no assurance that all of the
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potentially relevant prior art relating to our patents and patent applications has been found. If such prior art exists, it may be used to invalidate a patent, or
may prevent a patent from issuing from a pending patent application. For example, such patent filings may be subject to a third-party pre-issuance submission
of prior art to the USPTO and/or to other patent offices around the world. Alternately or additionally, we may become involved in post-grant review
procedures, oppositions, derivations proceedings, reexaminations, inter partes review or interference proceedings, in the United States or elsewhere,
challenging patents or patent applications in which we have rights, including patents on which we rely to protect our business. An adverse determination in
any such challenges may result in loss of exclusivity or in patent claims being narrowed, invalidated or held unenforceable, in whole or in part, which could
limit our ability to stop others from using or commercializing similar or identical technology and products, or limit the duration of the patent protection of our
technology and products.

Pending and future patent applications may not result in patents being issued which protect our business, in whole or in part, or which effectively prevent
others from commercializing competitive products. Changes in either the patent laws or interpretation of the patent laws in the United States and other
countries may diminish the value of our patents or narrow the scope of our patent protection. In addition, the laws of foreign countries may not protect our
rights to the same extent or in the same manner as the laws of the United States. For example, patent laws in various jurisdictions, including significant
commercial markets such as Europe, restrict the patentability of methods of treatment of the human body more than United States law does.

The patent application process is subject to numerous risks and uncertainties, and there can be no assurance that we or any of our future development partners
will be successful in protecting our product candidates by obtaining and defending patents. These risks and uncertainties include the following:

 

<

 

the USPTO and various foreign governmental patent agencies require compliance with a number of procedural,
documentary, fee payment and other provisions during the patent process. There are situations in which noncompliance can
result in abandonment or lapse of a patent or patent application, resulting in partial or complete loss of patent rights in the
relevant jurisdiction. In such an event, competitors might be able to enter the market earlier than would otherwise have been
the case;

 <  patent applications may not result in any patents being issued;

 
<

 
patents that may be issued may be challenged, invalidated, modified, revoked, circumvented, found to be unenforceable or
otherwise may not provide any competitive advantage;

 

<

 

our competitors, many of whom have substantially greater resources and many of whom have made significant investments
in competing technologies, may seek or may have already obtained patents that will limit, interfere with or eliminate our
ability to make, use, and sell our potential product candidates;

 

<

 

there may be significant pressure on the U.S. government and international governmental bodies to limit the scope of patent
protection both inside and outside the United States for disease treatments that prove successful, as a matter of public policy
regarding worldwide health concerns; and

 

<

 

countries other than the United States may have patent laws less favorable to patentees than those upheld by U.S. courts,
allowing foreign competitors a better opportunity to create, develop and market competing product candidates in such
countries.

Issued patents that we have or may in the future obtain or license may not provide us with any meaningful protection, prevent competitors from competing
with us or otherwise provide us with any competitive advantage. Our competitors may be able to circumvent our or our future licensors’ patents by
developing similar or alternative technologies or products in a non-infringing manner. Our competitors may also seek approval to market their own products
similar to or otherwise competitive with our products. Alternatively, our competitors may seek to market generic versions of any approved products by
submitting ANDAs to the FDA in which they claim that patents owned or in the future licensed by us are invalid, unenforceable or not infringed. In these
circumstances, we may need to defend or assert our patents, or both, including by filing lawsuits alleging patent infringement. In any of these types of
proceedings, a court or other agency with jurisdiction may find our patents invalid or unenforceable, or that our competitors are competing in a non-infringing
manner. Thus, even if we have valid and enforceable patents, these patents still may not provide protection against competing products or processes sufficient
to achieve our business objectives.

In the future, we may enter into license agreements with third parties pursuant to which they have the right, but not the obligation, in certain circumstances to
control enforcement of our licensed patents or defense of any claims asserting the invalidity of these patents. Even if we are permitted to pursue such
enforcement or defense, we will require the cooperation of those licensors, and cannot guarantee that we would receive it and on what terms. We cannot be
certain that those licensors will allocate sufficient resources or prioritize their or our enforcement of such patents or defense of such claims to protect our
interests in the licensed patents. If we cannot obtain patent protection, or enforce existing or future patents against third parties, our competitive position and
our financial condition could suffer.

In addition, we rely on the protection of our trade secrets and proprietary know-how. Although we have taken steps to protect our trade secrets and unpatented
know-how, including entering into confidentiality agreements with third parties and confidential information and inventions agreements with employees,
consultants and advisors, we cannot provide any assurances that all such agreements have been duly executed, and third parties may still obtain this
information or may come upon this or similar information independently. Additionally, if the steps taken to maintain our trade secrets are deemed inadequate,
we may have insufficient recourse against third parties for
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misappropriating our trade secrets. If any of these events occurs or if we otherwise lose protection for our trade secrets or proprietary know-how, our business
may be harmed.

It is difficult and costly to protect our intellectual property and our proprietary technologies, and we may not be able to ensure their protection.

Our commercial success will depend in part on obtaining and maintaining patent protection and trade secret protection for the use, formulation and structure
of our product candidates, the methods used to manufacture them, the related therapeutic targets and associated methods of treatment as well as on
successfully defending these patents against potential third-party challenges. Our ability to protect our products and product candidates from unauthorized
making, using, selling, offering to sell or importing by third parties is dependent on the extent to which we have rights under valid and enforceable patents
that cover these activities.

The patent positions of pharmaceutical, biotechnology and other life sciences companies can be highly uncertain and involve complex legal and factual
questions for which important legal principles remain unresolved. Changes in either the patent laws or in interpretations of patent laws in the United States
and other countries may diminish the value of our intellectual property. Further, the determination that a patent application or patent claim meets all of the
requirements for patentability is a subjective determination based on the application of law and jurisprudence. The ultimate determination by the USPTO or
by a court or other trier of fact in the United States, or corresponding foreign national patent offices or courts, on whether a claim meets all requirements of
patentability cannot be assured. We have not conducted searches for third-party publications, patents and other information that may affect the patentability of
claims in our various patent applications and patents, so we cannot be certain that all relevant information has been identified. Accordingly, we cannot predict
the breadth of claims that may be allowed or enforced in our patents or patent applications, in any future licensed patents or patent applications or in third-
party patents.

We cannot provide assurances that any of our patent applications will be found to be patentable, including over our own prior art patents, or will issue as
patents. Neither can we make assurances as to the scope of any claims that may issue from our pending and future patent applications nor to the outcome of
any proceedings by any potential third parties that could challenge the patentability, validity or enforceability of our patents and patent applications in the
United States or foreign jurisdictions. Any such challenge, if successful, could limit patent protection for our products and product candidates and/or
materially harm our business.

The degree of future protection for our proprietary rights is uncertain because legal means afford only limited protection and may not adequately protect our
rights or permit us to gain or keep our competitive advantage. For example:

 
<

 
we may not be able to generate sufficient data to support full patent applications that protect the entire breadth of
developments in one or more of our programs;

 

<

 

it is possible that one or more of our pending patent applications will not become an issued patent or, if issued, that the
patent(s) will not: (a) be sufficient to protect our technology, (b) provide us with a basis for commercially viable products or
(c) provide us with any competitive advantages;

 
<

 
if our pending applications issue as patents, they may be challenged by third parties as not infringed, invalid or
unenforceable under U.S. or foreign laws; or

 <  if issued, the patents under which we hold rights may not be valid or enforceable.
 
In addition, to the extent that we are unable to obtain and maintain patent protection for one of our products or product candidates or in the event that such
patent protection expires, it may no longer be cost-effective to extend our portfolio by pursuing additional development of a product or product candidate for
follow-on indications.

We also may rely on trade secrets to protect our technologies or products, especially where we do not believe patent protection is appropriate or obtainable.
However, trade secrets are difficult to protect. Although we use reasonable efforts to protect our trade secrets, our employees, consultants, contractors, outside
scientific collaborators and other advisers may unintentionally or willfully disclose our information to competitors. Enforcing a claim that a third-party entity
illegally obtained and is using any of our trade secrets is expensive and time consuming, and the outcome is unpredictable. In addition, courts outside the
United States are sometimes less willing to protect trade secrets. Moreover, our competitors may independently develop equivalent knowledge, methods and
know-how.

Obtaining and maintaining patent protection depends on compliance with various procedural, document submission, fee payment and other requirements
imposed by governmental patent agencies, and our patent protection could be reduced or eliminated for non-compliance with these requirements.

Periodic maintenance fees, renewal fees, annuity fees and various other governmental fees on patents and applications are required to be paid to the USPTO
and various governmental patent agencies outside the United States in several stages over the lifetime of the patents and applications. The USPTO and
various non-U.S. governmental patent agencies require compliance with a number of procedural, documentary, fee payment and other similar provisions
during the patent application process and after a patent has issued. There are
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situations in which non-compliance can result in abandonment or lapse of the patent or patent application, resulting in partial or complete loss of patent rights
in the relevant jurisdiction.

Patent terms may be inadequate to protect our competitive position on our products for an adequate amount of time.

Given the amount of time required for the development, testing and regulatory review of new product candidates, patents protecting such candidates might
expire before or shortly after such candidates are commercialized. Where available, we will seek extensions of patent terms in the United States and, if
available, in other countries where we are prosecuting patents. In the United States, the Drug Price Competition and Patent Term Restoration Act of 1984
permits a patent term extension of up to five years beyond the normal expiration of the patent, which is limited to the approved indication (or any additional
indications approved during the period of extension). However, the applicable authorities, including the FDA and the USPTO in the United States, and any
equivalent regulatory authority in other countries, may not agree with our assessment of whether such extensions are available and may refuse to grant
extensions to our patents or may grant more limited extensions than we request. If this occurs, our competitors may be able to take advantage of our
investment in development and clinical trials by referencing our clinical and preclinical data and launch their product earlier than might otherwise be the case.

Others may challenge inventorship or claim an ownership interest in our intellectual property which could expose it to litigation and have a significant
adverse effect on its prospects.

A third party or former employee or collaborator may claim an ownership interest in one or more of our patents or other proprietary or intellectual property
rights. A third party could bring legal actions against us and seek monetary damages and/or enjoin clinical testing, manufacturing and marketing of the
affected product or products. While we are presently unaware of any claims or assertions by third parties with respect to our patents or other intellectual
property, we cannot guarantee that a third party will not assert a claim or an interest in any of such patents or intellectual property. If we become involved in
any litigation, it could consume a substantial portion of our resources and cause a significant diversion of effort by our technical and management personnel.

Changes to the patent law in the United States and other jurisdictions could diminish the value of patents in general, thereby impairing our ability to
protect our products.

As is the case with other biopharmaceutical companies, our success is heavily dependent on intellectual property, particularly patents. Obtaining and
enforcing patents in the biopharmaceutical industry involve both technological and legal complexity and is therefore costly, time consuming and inherently
uncertain. New patent reform legislation in the United States, including the Leahy-Smith America Invents Act, or the America Invents Act, signed into law in
September 2011, could increase those uncertainties and costs. The America Invents Act includes a number of significant changes to U.S. patent law, including
provisions that affect the way patent applications are prosecuted, redefining prior art and providing more efficient and cost-effective avenues for competitors
to challenge the validity of patents. In addition, the America Invents Act has reformed the United States patent law in part by changing the U.S. patent system
from a “first to invent” system to a “first inventor to file” system. The first inventor to file provision, however, only became effective on March 16, 2013, so it
is still not yet clear what, if any, impact the America Invents Act will have on the operations of our business. The America Invents Act and its implementation
could make it more difficult to obtain patent protection for our inventions and increase the uncertainties and costs surrounding the prosecution of our patent
applications and the enforcement or defense of our issued patents, all of which could harm our business, results of operations and financial condition.

Further, the America Invents Act created new procedures to challenge the validity of issued patents in the United States, including post-grant review and inter
partes review proceedings, which some third parties have been using to cause the cancellation of selected or all claims of issued patents. For a patent with an
effective filing date of March 16, 2013 or later, a petition for post-grant review can be filed by a third party in a nine-month window from issuance of the
patent. A petition for inter partes review can be filed immediately following the issuance of a patent if the patent has an effective filing date prior to
March 16, 2013. A petition for inter partes review can be filed after the nine-month period for filing a post-grant review petition has expired for a patent with
an effective filing date of March 16, 2013 or later. Post-grant review proceedings can be brought on any ground of invalidity, whereas inter partes review
proceedings can only raise an invalidity challenge based on published prior art and patents. In these adversarial actions, the USPTO reviews patent claims
without the presumption of validity afforded to U.S. patents in lawsuits in U.S. federal courts and uses a lower burden of proof than used in litigation in U.S.
federal courts. Therefore, it is generally considered easier for a competitor or third party to have a U.S. patent invalidated in a USPTO post-grant review
or inter partes review proceeding than invalidated in a litigation in a U.S. federal court. If any of our patents are challenged by a third party in such a USPTO
proceeding, there is no guarantee that we will be successful in defending the patent, which would result in a loss of the challenged patent right to us.
Depending on future actions by the U.S. Congress, the U.S. courts, the USPTO and the relevant law-making bodies in other countries, the laws and
regulations governing patents could change in unpredictable ways that would weaken our ability to obtain new patents or to enforce our existing patents and
patents that we might obtain in the future.
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We may not be able to enforce our intellectual property rights throughout the world.

Filing, prosecuting, enforcing and defending patents on our product candidates in all countries throughout the world would be prohibitively expensive, and
our intellectual property rights in some countries outside the United States can be less extensive than those in the United States. The requirements for
patentability may differ in certain countries, particularly in developing countries; thus, even in countries where we do pursue patent protection, there can be
no assurance that any patents will issue with claims that cover our product candidates.

Moreover, our ability to protect and enforce our intellectual property rights may be adversely affected by unforeseen changes in foreign intellectual property
laws. Additionally, laws of some countries outside the United States and Europe do not afford intellectual property protection to the same extent as the laws of
the United States and Europe. Many companies have encountered significant problems in protecting and defending intellectual property rights in certain
foreign jurisdictions. The legal systems of some countries, including India, China and other developing countries, do not favor the enforcement of patents and
other intellectual property rights. This could make it difficult for us to stop the infringement of our patents or the misappropriation of our other intellectual
property rights. For example, many foreign countries have compulsory licensing laws under which a patent owner must grant licenses to third parties.
Consequently, we may not be able to prevent third parties from practicing our inventions in certain countries outside the United States and Europe.
Competitors may use our technologies in jurisdictions where we have not obtained patent protection to develop and market their own products and, further,
may export otherwise infringing products to territories where we have patent protection, if our ability to enforce our patents to stop infringing activities is
inadequate. These products may compete with our products, and our patents or other intellectual property rights may not be effective or sufficient to prevent
them from competing.

Agreements through which we may license patent rights may not give us sufficient rights to permit us to pursue enforcement of those licensed patents or
defense of any claims asserting the invalidity of these patents (or control of enforcement or defense) of such patent rights in all relevant jurisdictions as
requirements may vary.

Proceedings to enforce our patent rights in foreign jurisdictions, whether or not successful, could result in substantial costs and divert our efforts and
resources from other aspects of our business. Moreover, such proceedings could put our patents at risk of being invalidated or interpreted narrowly and our
patent applications at risk of not issuing and could provoke third parties to assert claims against us. We may not prevail in any lawsuits that we initiate and the
damages or other remedies awarded, if any, may not be commercially meaningful. Furthermore, while we intend to protect our intellectual property rights in
major markets for our products, we cannot ensure that we will be able to initiate or maintain similar efforts in all jurisdictions in which we may wish to
market our products. Accordingly, our efforts to protect our intellectual property rights in such countries may be inadequate.

Others may claim an ownership interest in our intellectual property which could expose us to litigation and have a significant adverse effect on our
prospects.

A third party may claim an ownership interest in one or more of our patents or other proprietary or intellectual property rights. A third party could bring legal
actions against us and seek monetary damages and/or enjoin clinical testing, manufacturing and marketing of the affected product or products. While we are
presently unaware of any claims or assertions by third parties with respect to our patents or other intellectual property, we cannot guarantee that a third party
will not assert a claim or an interest in any of such patents or intellectual property. If we become involved in any litigation, it could consume a substantial
portion of our resources and cause a significant diversion of effort by our technical and management personnel. If any of these actions are successful, in
addition to any potential liability for damages, we could be required to obtain a license to continue to manufacture or market the affected product, in which
case we may be required to pay substantial royalties or grant cross-licenses to our patents. We cannot, however, assure you that any such license will be
available on acceptable terms, if at all. Ultimately, we could be prevented from commercializing a product candidate, or be forced to cease some aspect of our
business operations as a result of claims of patent infringement or violation of other intellectual property rights. Further, the outcome of intellectual property
litigation is subject to uncertainties that cannot be adequately quantified in advance, including the demeanor and credibility of witnesses and the identity of
any adverse party. This is especially true in intellectual property cases that may turn on the testimony of experts as to technical facts upon which experts may
reasonably disagree.

The pharmaceutical industry is characterized by frequent patent litigation and we could become subject to litigation that could be costly, result in the
diversion of management’s time and efforts, require us to pay damages or prevent us from marketing our existing or future products.

Our commercial success will depend in part on not infringing the patents or violating the other proprietary rights of third parties. Significant litigation
regarding patent rights exists in our industry. Our competitors in both the United States and abroad, many of which have substantially greater resources and
have made substantial investments in competing technologies, may have applied for or obtained or may in the future apply for and obtain patents that will
prevent, limit or otherwise interfere with our ability to make and sell our products. Generally, we do not conduct independent reviews of patents issued to
third parties. The large number of patents, the rapid rate of new patent issuances, the complexities of the technology involved, and uncertainty of litigation
increase the risk of business assets and management’s attention being diverted to patent litigation. In the future, we may receive communications from various
industry participants
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alleging our infringement of their patents, trade secrets, or other intellectual property rights and/or offering licenses to such intellectual property. Any lawsuits
resulting from such allegations could subject us to significant liability for damages and invalidate our proprietary rights. Any potential intellectual property
litigation also could force us to do one or more of the following:

 <  stop selling products or using technology that contains the allegedly infringing intellectual property;

 
<

 
lose the opportunity to license our technology to others or to collect royalty payments based upon successful protection and
assertion of our intellectual property rights against others;

 <  incur significant legal expenses;
 <  pay substantial damages to the party whose intellectual property rights we may be found to be infringing;

 
<

 
redesign those products that contain the allegedly infringing intellectual property, which could be costly, disruptive and/or
infeasible; or

 
<

 
attempt to obtain a license to the relevant intellectual property from third parties, which may not be available on reasonable
terms or at all.

Any litigation or claim against us, even those without merit, may cause us to incur substantial costs, and could place a significant strain on our financial
resources, divert the attention of management from our core business, and harm our reputation. In connection with such litigation or claims, we may be
required to obtain licenses or make changes to our products or technologies, and if we fail to do so, we may have to withdraw existing products from the
market or may be unable to commercialize one or more of our products, all of which could have a material adverse effect on our business, results of
operations and financial condition.

We may be subject to damages resulting from claims that we or our employees have wrongfully used or disclosed alleged trade secrets of our competitors
or are in breach of non-competition or non-solicitation agreements with our competitors.

Many of our employees were previously employed at other pharmaceutical companies, including our competitors or potential competitors, in some cases until
recently. We may be subject to claims that we or our employees have inadvertently or otherwise used or disclosed trade secrets or other proprietary
information of these former employers or competitors. In addition, we have been and may in the future be subject to claims that we caused an employee to
breach the terms of his or her non-competition or non-solicitation agreement. Litigation may be necessary to defend against these claims. Even if we are
successful in defending against these claims, litigation could result in substantial costs and could be a distraction to management. If our defense to those
claims fails, in addition to paying monetary damages, we may lose valuable intellectual property rights or personnel. Any litigation or the threat thereof may
adversely affect our ability to hire employees. A loss of key personnel or their work product could hamper or prevent our ability to commercialize product
candidates, which could have an adverse effect on our business, results of operations and financial condition.

We may become involved in lawsuits to protect or enforce our patents or other intellectual property, which could be expensive, time consuming and
unsuccessful.

Competitors may infringe our patents, trademarks, copyrights or other intellectual property. To counter infringement or unauthorized use, we may be required
to file infringement claims, which can be expensive and time consuming and divert the time and attention of our management and scientific personnel. Any
claims we assert against perceived infringers could provoke these parties to assert counterclaims against us alleging that we infringe their patents, in addition
to counterclaims asserting that our patents are invalid or unenforceable, or both. In any patent infringement proceeding, there is a risk that a court will decide
that a patent of ours is invalid or unenforceable, in whole or in part, and that we do not have the right to stop the other party from using the invention at issue.
There is also a risk that, even if the validity of such patents is upheld, the court will construe the patent’s claims narrowly or decide that we do not have the
right to stop the other party from using the invention at issue on the grounds that our patent claims do not cover the invention. An adverse outcome in a
litigation or proceeding involving one or more of our patents could limit our ability to assert those patents against those parties or other competitors and may
curtail or preclude our ability to exclude third parties from making and selling similar or competitive products. Similarly, if we assert trademark infringement
claims, a court may determine that the marks we have asserted are unenforceable, that the alleged infringing mark does not infringe our trademark rights, or
that the party against whom we have asserted trademark infringement has superior rights to the marks in question. In this last instance, we could ultimately be
forced to cease use of such trademarks.

Even if we establish infringement, the court may decide not to grant an injunction against further infringing activity and instead award only monetary
damages, which may or may not be an adequate remedy. Furthermore, because of the substantial amount of discovery required in connection with intellectual
property litigation, there is a risk that some of our confidential information could be compromised by disclosure during litigation. There could also be public
announcements of the results of hearings, motions or other interim proceedings or developments. If securities analysts or investors perceive these results to be
negative, it could adversely affect the price of shares of our common stock. Moreover, there can be no assurance that we will have sufficient financial or other
resources to file and pursue such infringement claims, which typically last for years before they are concluded. Even if we ultimately prevail in such claims,
the monetary cost of such litigation and the diversion of the attention of our management and scientific personnel could outweigh any benefit we receive as a
result of the proceedings.
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Our unpatented trade secrets, know-how, confidential and proprietary information, and technology may be inadequately protected.

We rely in part on unpatented trade secrets, know-how and technology. This intellectual property is difficult to protect, especially in the pharmaceutical
industry, where much of the information about a product must be submitted to regulatory authorities during the regulatory approval process. We seek to
protect trade secrets, confidential information and proprietary information, in part, by entering into confidentiality and invention assignment agreements with
employees, consultants, and others. These parties may breach or terminate these agreements, and we may not have adequate remedies for such breaches.
Furthermore, these agreements may not provide meaningful protection for our trade secrets or other confidential or proprietary information or result in the
effective assignment to us of intellectual property and may not provide an adequate remedy in the event of unauthorized use or disclosure of confidential
information or other breaches of the agreements. Despite our efforts to protect our trade secrets and our other confidential and proprietary information, we or
our collaboration partners, board members, employees, consultants, contractors, or scientific and other advisors may unintentionally or willfully disclose our
proprietary information to competitors.

There is a risk that our trade secrets and other confidential and proprietary information could have been, or could, in the future, be shared by any of our
former employees with, and be used to the benefit of, any company that competes with us.

If we fail to maintain trade secret protection or fail to protect the confidentiality of our other confidential and proprietary information, our competitive
position may be adversely affected. Competitors may also independently discover our trade secrets. Enforcement of claims that a third party has illegally
obtained and is using trade secrets is expensive, time consuming and uncertain. If our competitors independently develop equivalent knowledge, methods and
know-how, we would not be able to assert our trade secret protections against them, which could have a material adverse effect on our business.

If our trademarks and trade names are not adequately protected, then we may not be able to build name recognition in our marks of interest and our
business may be adversely affected.

Our trademarks or trade names may be challenged, infringed, circumvented or declared generic or determined to be infringing on other marks. We rely on
both registration and common law protection for our trademarks. We may not be able to protect our rights to these trademarks and trade names or may be
forced to stop using these names, which we need for name recognition by potential partners or customers in our markets of interest. During the trademark
registration process, we may receive Office Actions from the USPTO objecting to the registration of our trademark. Although we would be given an
opportunity to respond to those objections, we may be unable to overcome such rejections. In addition, in the USPTO and in comparable agencies in many
foreign jurisdictions, third parties are given an opportunity to oppose pending trademark applications and/or to seek the cancellation of registered trademarks.
Opposition or cancellation proceedings may be filed against our trademarks, and our trademarks may not survive such proceedings. If we are unable to
establish name recognition based on our trademarks and trade names, we may not be able to compete effectively and our business may be adversely affected.

An NDA submitted under Section 505(b)(2) subjects us to the risk that we may be subject to a patent infringement lawsuit that would delay or prevent the
review or approval of our product candidates.

We expect to submit NDAs under Section 505(b)(2) of the FDCA for other product candidates. Section 505(b)(2) permits the submission of an NDA where at
least some of the information required for approval comes from preclinical studies and/or clinical trials that were not conducted by, or for, the applicant and
for which the applicant has not obtained a right of reference. An NDA under Section 505(b)(2) would enable us to reference published literature and/or the
FDA’s previous findings of safety and effectiveness for a previously approved drug.

For NDAs submitted under Section 505(b)(2), the patent certification and related provisions of the Hatch-Waxman Act apply. Accordingly, if we rely for
approval on the safety or effectiveness information for a previously approved drug, referred to as a listed drug, we will be required to include patent
certifications in our 505(b)(2) application regarding any patents covering the listed drug. If there are patents listed in the FDA publication Approved Drug
Products with Therapeutic Equivalence Evaluations, commonly known as the Orange Book, for the listed drug, and we seek to obtain approval prior to the
expiration of one or more of those patents, we will be required to submit a Paragraph IV certification indicating our belief that the relevant patents are invalid
or unenforceable or will not be infringed by the manufacture, use or sale of the product that is the subject of our 505(b)(2) application. Otherwise, our 505(b)
(2) application cannot be approved by the FDA until the expiration of any patents listed in the Orange Book for the listed drug. While we did not submit any
Paragraph IV certifications in connection with our 505(b)(2) NDA for Gvoke, and do not expect to submit any Paragraph IV certifications for our other
current product candidates, there can be no assurance that we will not be required to submit a Paragraph IV certification in respect of any future product
candidates for which we seek approval under Section 505(b)(2).

If we submit any Paragraph IV certification that may be required, we will be required to provide notice of that certification to the NDA holder and patent
owner shortly after our 505(b)(2) application is accepted for filing. Under the Hatch-Waxman Act, the patent owner
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may file a patent infringement lawsuit after receiving such notice. If a patent infringement lawsuit is filed within 45 days of the patent owner’s or NDA
holder’s receipt of notice (whichever is later), a one-time, automatic stay of the FDA’s ability to approve the 505(b)(2) NDA is triggered, which typically
extends for 30 months unless patent litigation is resolved in favor of the Paragraph IV filer or the patent expires before that time. Accordingly, we may invest
a significant amount of time and expense in the development of one or more product candidates only to be subject to significant delay and patent litigation
before such product candidates may be commercialized, if at all.

In addition, a 505(b)(2) application will not be approved until any non-patent exclusivity listed in the Orange Book for the listed drug, or for any other drug
with the same protected conditions of approval as our product, has expired. The FDA also may require us to perform one or more additional clinical trials or
measurements to support the change from the listed drug, which could be time consuming and could substantially delay our achievement of regulatory
approval. The FDA also may reject any future 505(b)(2) submissions and require us to submit traditional NDAs under Section 505(b)(1), which would require
extensive data to establish safety and effectiveness of the product for the proposed use and could cause delay and additional costs. In addition, the FDA could
reject any future 505(b)(2) application and require us to submit an ANDA if, before the submission of our 505(b)(2) application, the FDA approves an
application for a product that is pharmaceutically equivalent to ours. These factors, among others, may limit our ability to commercialize our product
candidates successfully.

Risks Related to Employee Matters, Managing Growth and Ongoing Operations

If product liability lawsuits are brought against us, our business may be harmed, and we may be required to pay damages that exceed our insurance
coverage.

We may face liability claims related to the use or misuse of our products and product candidates. These claims may be expensive to defend and may result in
large judgments against us. During the course of treatment, patients using our products and product candidates could suffer adverse medical effects for
reasons that may or may not be related to our products and product candidates. We will face even greater risks upon any commercialization by us of our
products and product candidates. Any of these events could result in a claim of liability. Any such claims against us, regardless of their merit, could result in
significant costs to defend or awards against us that could materially harm our business, financial condition or results of operations. In addition, any such
claims against us could result in a distraction to management, decreased demand for our products, an adverse effect on our public reputation, and/or
difficulties in commercializing our products. To date, we have not received notice of any product liability claims against us. We maintain total product
liability insurance coverage of $10.0 million.

Although we maintain product liability insurance for claims arising from the use of our products after FDA approval and for claims arising from the use of
our product candidates in clinical trials prior to FDA approval at levels that we believe are appropriate, we may not be able to maintain our existing insurance
coverage or obtain additional coverage on commercially reasonable terms for the use of our other products and product candidates in the future. Also, our
insurance coverage and resources may not be sufficient to satisfy any liability resulting from product liability claims, which could materially harm our
business, financial condition or results of operations.

Product liability claims could result in an FDA or other regulatory authority investigation of the safety or efficacy of our products, our manufacturing
processes and facilities, our marketing programs, our internal safety reporting systems or our staff conduct. A regulatory authority investigation could also
potentially lead to a recall of our products or more serious enforcement actions, limitations on the indications for which they may be used, or suspension or
withdrawal of approval. Product liability claims could also result in investigation, prosecution or enforcement action by the DOJ or other federal or state
government agencies.

Our business could suffer if we lose the services of key members of our senior management, or if we are not able to attract and retain other key employees
and consultants.

We are dependent upon the continued services of key members of our executive management and a limited number of key advisors and personnel. In
particular, we are highly dependent on the skills and leadership of our executive management team, including Paul Edick, our Chief Executive Officer, Barry
Deutsch, our Chief Financial Officer, Steven Prestrelski, our Chief Scientific Officer and Co-Founder, John Shannon, our Chief Operating Officer, Ken
Johnson, our Senior Vice President, Clinical Development, Regulatory, Quality Assurance and Medical Affairs, and Beth Hecht, our Senior Vice President,
General Counsel and Corporate Secretary. The loss of any one of these individuals could disrupt our operations or our strategic plans. Our industry has
experienced a high rate of turnover of management personnel in recent years. Any of our personnel may terminate their employment at will. If we lose one or
more of our executive officers or other key employees, our ability to implement our business strategy successfully could be seriously harmed. Furthermore,
replacing executive officers or other key employees may be difficult and may take an extended period of time because of the limited number of individuals in
our industry with the breadth of skills and experience required to develop, gain marketing approval of and commercialize products successfully.
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Additionally, our future success will depend on, among other things, our ability to continue to hire and retain the necessary qualified scientific, technical and
managerial personnel, for whom we compete with numerous other companies, academic institutions and organizations. Competition to hire from this limited
pool is intense, and we may be unable to hire, train, retain or motivate these additional key employees on acceptable terms given the competition among
numerous pharmaceutical and biotechnology companies for similar personnel. We also experience competition for the hiring of scientific and clinical
personnel from universities and research institutions.

We rely on consultants and advisors, including scientific and clinical advisors, to assist us in formulating our research and development and
commercialization strategy. Our consultants and advisors may be employed by other entities and may have commitments under consulting or advisory
contracts with those entities that may limit their availability to us. If we are unable to continue to attract and retain highly qualified personnel, our ability to
develop and commercialize our product candidates will be limited.

We will need to increase the size of our organization, and we may encounter difficulties managing our growth.

As of September 30, 2019, we had 134 employees. As we begin commercialization of Gvoke and development of our product candidates continue to
progress, we anticipate the need to hire additional employees as required to add depth and specialized expertise to our team. This growth could place a strain
on our administrative and operational infrastructure. If the product candidates that we are developing continue to advance in clinical trials, we will need to
expand our development, regulatory, manufacturing, quality, compliance, recordkeeping, information technology, training, marketing and sales capabilities or
contract with third parties to provide these capabilities for us. As our operations expand, we expect that we will need to develop additional relationships with
various collaborators, CROs, suppliers, manufacturers and other organizations. We may not be able to establish such relationships or may incur significant
costs to do so. Our ability to manage our growth will also require us to continue to improve our operational, financial and management controls, reporting
systems and procedures, and other compliance programs and processes, which will further increase our operating costs. Failure to manage our growth
effectively could cause us to over-invest or under-invest in infrastructure, and result in losses or weaknesses in our infrastructure, which could adversely
affect us. Additionally, our anticipated growth will increase the demands placed on our suppliers, resulting in an increased need for us to monitor our
suppliers carefully for quality assurance, and our business could suffer.

We may be required to maintain high levels of inventory, which could consume a significant amount of our resources and reduce our cash flows.

As a result of the need to maintain substantial levels of inventory due to single third-party sourcing and long lead-times to develop alternate third-party
sources, we intend where feasible to carry a high level of inventory for strategic materials and products and are subject to the risk of inventory obsolescence.
In the event that a substantial portion of our inventory becomes obsolete, it could have a material adverse effect on our earnings and cash flows due to the
resulting costs associated with the inventory impairment charges and costs required to replace such inventory.

As a result of being a public company, we will continue to incur significant additional costs which may adversely affect our operating results and
financial condition.

We expect to continue to incur costs associated with corporate governance requirements, including requirements under the Sarbanes-Oxley Act of 2002, or
the Sarbanes-Oxley Act, as well as rules implemented by the Dodd-Frank Wall Street Reform and Consumer Protection Act of 2010, or the Dodd-Frank Act,
the SEC and The Nasdaq Global Select Market. These rules and regulations have increased our accounting, legal and financial compliance costs and make
some activities more time consuming and costly. In addition, we will continue to incur additional costs associated with our public company reporting
requirements and we expect those costs to continue to increase in the future. For example, we expect to devote significant resources in the fourth quarter of
2019 and in future years to complete the assessment and documentation of our internal controls over financial reporting under Section 404 of the Sarbanes-
Oxley Act, including assessment of the design and effectiveness of our internal controls related to our information systems.

We have never conducted a review of our internal controls for the purpose of providing the reports required by these rules. During the course of our review
and testing, we may identify deficiencies and be unable to remediate them before we must provide the required reports. Furthermore, if we have a material
weakness in our internal control over financial reporting, we may not detect errors on a timely basis and our financial statements may be materially misstated.
We or our independent registered public accounting firm may not be able to conclude on an ongoing basis that we have effective internal control over
financial reporting, which could harm our operating results, cause investors to lose confidence in our reported financial information and cause the trading
price of our stock to fall. In addition, as a public company we are required to timely file accurate quarterly and annual reports with the SEC under the
Securities Exchange Act of 1934, or the Exchange Act, as amended. Any failure to report our financial results on an accurate and timely basis could result in
sanctions, lawsuits, delisting of our shares from The Nasdaq Global Select Market or other adverse consequences. We may incur significant costs to remediate
deficiencies, including material weaknesses, if any, that we identify through these efforts. We also expect these rules and regulations to make it more
expensive for us to maintain directors’ and officers’ liability insurance, and we may be required to accept reduced policy limits and coverage or incur
substantially higher costs to obtain the same or similar coverage. As a result, it may be more
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difficult for us to attract and retain qualified persons to serve on our board of directors or our board committees or as executive officers. We cannot predict or
estimate the amount of additional costs we may incur or the timing of such costs.

New laws and regulations, as well as changes to existing laws and regulations affecting public companies, including the provisions of the Sarbanes-Oxley
Act, the Dodd-Frank Act and rules adopted by the SEC and The Nasdaq Global Select Market, would likely result in increased costs to us as we respond to
their requirements, which may adversely affect our operating results and financial condition.

If we experience material weaknesses in the future or otherwise fail to maintain an effective system of internal controls in the future, we may not be able
to accurately report our financial condition or results of operations which may adversely affect investor confidence in us and, as a result, the value of our
common stock.

We are required under Section 404 of the Sarbanes-Oxley Act to furnish a report by management on, among other things, the effectiveness of our internal
control over financial reporting beginning with our Annual Report on Form 10-K for the year ended December 31, 2019. This assessment will need to include
disclosure of material weaknesses, if any, identified by our management in our internal control over financial reporting. A material weakness is a deficiency
or combination of deficiencies in internal control over financial reporting, such that there is a reasonable possibility that a material misstatement of a
company’s financial statements will not be detected or prevented on a timely basis.

We may further enhance the computer systems, processes and related documentation necessary to perform the evaluation needed to comply with Section 404.
We may not be able to complete our evaluation, testing and any required remediation in a timely fashion. During the evaluation and testing process, if we
identify one or more material weaknesses in our internal control over financial reporting, we will be unable to conclude that our internal controls are effective.
The effectiveness of our controls and procedures may be limited by a variety of factors, including:

 <  faulty human judgment and simple errors, omissions or mistakes;
 <  fraudulent action of an individual or collusion of two or more people;
 <  inappropriate management override of procedures; and

 
<

 
the possibility that any enhancements to controls and procedures may still not be adequate to assure timely and accurate
internal controls.

For example, for the year ended December 31, 2017, we identified a material weakness in our internal control over financial reporting due to a lack of proper
segregation of duties within our finance and accounting function. This weakness was due to our inability to implement the appropriate segregation of duties
within our historical enterprise resource planning, or ERP, system. We remediated this material weakness by implementing a new ERP system in December
2017 and adding additional personnel in order to develop an effective segregation of duties process. If, in the future, we are unable to conclude that our
internal control over financial reporting is effective or take effective remedial measures to improve our internal controls, we could lose investor confidence in
the accuracy and completeness of our financial reports, which would likely cause the price of our common stock to decline.

When we cease to be an “emerging growth company” under the federal securities laws, our auditors will be required to express an opinion on the
effectiveness of our internal controls. If we are unable to confirm that our internal control over financial reporting is effective, or if our auditors are unable to
express an opinion on the effectiveness of our internal controls, we could lose investor confidence in the accuracy and completeness of our financial reports,
which could cause the price of our common stock to decline.

If we experience significant disruptions in our information technology systems, our business may be adversely affected.

We depend on our information technology systems for the efficient functioning of our business, including accounting, data storage, compliance, purchasing
and inventory management. Our current systems are not fully redundant. While we will attempt to mitigate interruptions, we may experience difficulties in
implementing some upgrades which would impact our business operations, or experience difficulties in operating our business during the upgrade, either of
which could disrupt our operations, including our ability to timely ship and track product orders, project inventory requirements, manage our supply chain and
otherwise adequately service our customers. In the event we experience significant disruptions of our information technology systems, we may not be able to
repair our systems in an efficient and timely manner. Accordingly, such events may disrupt or reduce the efficiency of our entire operation and have a material
adverse effect on our results of operations and cash flows.

We are increasingly dependent on sophisticated information technology for our infrastructure. Our information systems require an ongoing commitment of
significant resources to maintain, protect and enhance existing systems. Despite our implementation of security measures, our information systems, like those
of other companies, are vulnerable to damages from computer viruses, natural disasters, unauthorized access, cyber attack and other similar disruptions. Any
system failure, accident or security breach could result in disruptions to our
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operations. For example, third parties may attempt to hack into systems and may obtain our proprietary information, which could cause significant damage to
our reputation, lead to claims against the Company and ultimately harm our business.

Fluctuations in insurance cost and availability could adversely affect our profitability or our risk management profile.

We hold a number of insurance policies, including product liability insurance, directors’ and officers’ liability insurance, general liability insurance, property
insurance and workers’ compensation insurance. If the costs of maintaining adequate insurance coverage increase significantly in the future, our operating
results could be materially adversely affected. Likewise, if any of our current insurance coverage should become unavailable to us or become economically
impractical, we would be required to operate our business without indemnity from commercial insurance providers. If we operate our business without
insurance, we could be responsible for paying claims or judgments against us that would have otherwise been covered by insurance, which could adversely
affect our results of operations or financial condition.

We may seek to grow our business through acquisitions of or investments in new or complementary businesses, products or technologies, and the failure
to manage any acquisitions or investments, or the failure to integrate them with our existing business, could have a material adverse effect on us.

From time to time we expect to consider opportunities to acquire or make investments in other technologies, products and businesses that may enhance our
capabilities, complement our current products or expand the breadth of our markets or customer base. Potential acquisitions and strategic investments involve
numerous risks, including:

 <  problems assimilating the purchased technologies, products or business operations;
 <  issues establishing and maintaining uniform standards, procedures, controls and policies;
 <  unanticipated costs associated with acquisitions;
 <  diversion of management’s attention from our core business;
 <  adverse effects on existing business relationships with suppliers and customers;
 <  risks associated with entering new markets in which we have limited or no experience;
 <  potential loss of key employees of acquired businesses; and
 <  increased legal and accounting compliance costs.

We have no current commitments with respect to any acquisition or investment and we have never entered into or completed an acquisition. We do not know
if we will be able to identify suitable acquisitions, complete any such acquisitions on favorable terms or at all, successfully integrate any acquired business,
product or technology into our business or retain any key personnel, suppliers or distributors. Our ability to grow through acquisitions successfully depends
upon our ability to identify, negotiate, complete and integrate suitable target businesses and to obtain any necessary financing. These efforts could be
expensive and time consuming and may disrupt our ongoing business and prevent management from focusing on our operations. If we are unable to integrate
any acquired businesses, products or technologies effectively, our business, results of operations and financial condition could be materially adversely
affected.

Laws and regulations governing international operations may preclude us from developing, manufacturing and selling certain products outside the
United States or require us to develop and implement costly compliance programs.

We currently conduct some clinical trials in international countries. For any operations outside the United States, we must comply with numerous laws and
regulations in each jurisdiction in which we operate. The FCPA prohibits any U.S. individual or business from paying, offering, authorizing payment or
offering anything of value, directly or indirectly, to any foreign official, political party or candidate for the purpose of influencing any act or decision of the
foreign entity in order to assist the individual or business in obtaining or retaining business. The FCPA also obligates companies whose securities are listed in
the United States to comply with certain accounting provisions requiring the company to maintain books and records that accurately and fairly reflect all
transactions of the corporation, including international subsidiaries, and to devise and maintain an adequate system of internal accounting controls for
international operations.

Compliance with the FCPA is expensive and difficult, particularly in countries in which corruption is a recognized problem. In addition, the FCPA presents
particular challenges in the pharmaceutical industry, because, in many countries, hospitals are operated by the government, and doctors and other hospital
employees are considered foreign officials. Certain payments to hospitals in connection with clinical trials and other work have been deemed to be improper
payments to government officials and have led to FCPA enforcement actions.

Various laws, regulations and executive orders also restrict the use and dissemination outside the United States, or the sharing with certain non-U.S. nationals,
of information classified for national security purposes, as well as certain products and technical data relating to those products. If we expand our presence
outside the United States, it will require us to dedicate additional resources to comply with these
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laws, and these laws may preclude us from developing, manufacturing, or selling certain products and product candidates outside the United States, which
could limit our growth potential and increase our development costs.

The failure to comply with laws governing international business practices may result in substantial civil and criminal penalties and suspension or debarment
from government contracting. The SEC also may suspend or bar issuers from trading securities on U.S. exchanges for violations of the FCPA’s accounting
provisions.

Inadequate funding for the FDA, the SEC and other government agencies could hinder their ability to hire and retain key leadership and other
personnel, prevent new products and services from being developed or commercialized in a timely manner or otherwise prevent those agencies from
performing normal business functions on which the operation of our business may rely, which could negatively impact our business.

The ability of the FDA to review and approve new products can be affected by a variety of factors, including government budget and funding levels, ability to
hire and retain key personnel and accept the payment of user fees, and statutory, regulatory, and policy changes. Average review times at the agency have
fluctuated in recent years as a result. In addition, government funding of the SEC and other government agencies on which our operations may rely, including
those that fund research and development activities, is subject to the political process, which is inherently fluid and unpredictable.

Disruptions at the FDA and other agencies may also slow the time necessary for new drugs to be reviewed and/or approved by necessary government
agencies, which would adversely affect our business. For example, over the last several years the U.S. government has shut down several times and certain
regulatory agencies, such as the FDA and the SEC, have had to furlough critical FDA, SEC and other government employees and stop critical activities. If a
prolonged government shutdown occurs, it could significantly impact the ability of the FDA to timely review and process our regulatory submissions, which
could have a material adverse effect on our business. Further, in our operations as a public company, future government shutdowns could impact our ability to
access the public markets and obtain necessary capital in order to properly capitalize and continue our operations.

Our employees, independent contractors, consultants, collaborators and contract research organizations may engage in misconduct or other improper
activities, including non-compliance with regulatory standards and requirements, which could cause significant liability for us and harm to our
reputation.

We are exposed to the risk that our employees, independent contractors, consultants, collaborators and contract research organizations may engage in fraud or
other misconduct, including intentional failures to comply with FDA regulations or similar regulations of comparable non-U.S. regulatory authorities, to
provide accurate information to the FDA or comparable non-U.S. regulatory authorities, to comply with manufacturing standards we have established, to
comply with federal and state healthcare fraud and abuse laws and regulations and similar laws and regulations established and enforced by comparable non-
U.S. regulatory authorities, to report financial information or data accurately or to disclose unauthorized activities to us. Such misconduct could also involve
the improper use or misrepresentation of information obtained in the course of clinical trials, creating fraudulent data in our preclinical studies or clinical
trials or illegal misappropriation of product materials, which could result in regulatory sanctions and serious harm to our reputation. It is not always possible
to identify and deter misconduct, and the precautions we take to detect and prevent this activity may not be effective in controlling unknown or unmanaged
risks or losses or in protecting us from governmental investigations or other actions or lawsuits stemming from a failure to be in compliance with such laws,
standards or regulations. Additionally, we are subject to the risk that a person or government could allege such fraud or other misconduct, even if none
occurred. If any such actions are instituted against us, and we are not successful in defending ourselves or asserting our rights, those actions could have a
significant impact on our business and results of operations, including the imposition of significant fines or other sanctions.

The comprehensive U.S. tax reform bill that was passed in December 2017 could adversely affect our business and financial condition.

On December 22, 2017, President Trump signed into law new legislation that significantly revises the Internal Revenue Code of 1986, as amended. The
newly enacted federal income tax law, among other things, contains significant changes to corporate taxation, including reduction of the corporate tax rate
from a top marginal rate of 35% to a flat rate of 21%, limitation of the tax deduction for net interest expense to 30% of adjusted earnings (except for certain
small businesses), limitation of the deduction for net operating losses to 80% of current year taxable income and elimination of net operating loss carrybacks,
in each case, for losses arising in taxable years beginning after December 31, 2017 (though any such net operating losses may be carried forward indefinitely),
and modifying or repealing many business deductions and credits (including reducing the business tax credit for certain clinical testing expenses incurred in
the testing of certain drugs for rare diseases or conditions generally referred to as “orphan drugs”). We urge our stockholders to consult with their legal and
tax advisors with respect to this legislation and the potential tax consequences of investing in or holding our common stock.
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Risks Related to Our Common Stock

Our stock price has been and will likely continue to be volatile, and you may not be able to resell shares of our common stock at or above the price you
paid.

The trading price of our common stock may be highly volatile and could be subject to large fluctuations in response to the risk factors discussed in this
section, and others beyond our control, including:

 <  the success of our commercialization of Gvoke;
 <  the timing and results of applications for FDA review and other regulatory actions with respect to our product candidates;

 <  regulatory actions with respect to our competitors’ products and product candidates;
 <  the success of existing or new competitive products or technologies;
 <  results of clinical trials of product candidates of our competitors;

 
<

 
announcements by us or our competitors of significant acquisitions, strategic partnerships, joint ventures, collaborations or
capital commitments;

 <  the timing and results of clinical trials of our pipeline product candidates;
 <  commencement or termination of collaborations for our development programs;
 <  the results of our efforts to develop additional product candidates or products;
 <  the level of expenses related to any of our product candidates or clinical development programs;
 <  failure or discontinuation of any of our development programs;
 <  the pricing and reimbursement of Gvoke and our other product candidates that may be approved;
 <  regulatory or legal developments in the United States and other countries;
 <  developments or disputes concerning patent applications, issued patents or other proprietary rights;
 <  the recruitment or departure of key personnel;
 <  actual or anticipated changes in estimates as to financial results or development timelines;
 <  announcement or expectation of additional financing efforts;
 <  sales of our common stock by us, our insiders or other stockholders;
 <  variations in our financial results or those of companies that are perceived to be similar to us;
 <  changes in estimates or recommendations by securities analysts, if any, that cover our stock;
 <  changes in the structure of healthcare payment systems;
 <  market conditions in the pharmaceutical and biotechnology sectors;
 <  general economic, industry and market conditions; and
 <  the other factors described in this “Risk Factors” section.

In recent years, the stock markets, and particularly the stock of smaller pharmaceutical and biotechnology companies, at times have experienced price and
volume fluctuations that have often been unrelated or disproportionate to the operating performance of affected companies. Broad market and industry factors
may significantly affect the market price of our common stock unrelated to our actual operating performance. Since shares of our common stock were sold in
our IPO in June 2018 at a price of $15.00 per share, our stock price has fluctuated significantly.

In addition, in the past, class action litigation has often been instituted against companies whose securities have experienced periods of volatility in market
price. Securities litigation brought against us following volatility in our stock price, regardless of the merit or ultimate results of such litigation, could result in
substantial costs, which would hurt our financial condition and operating results and divert management’s attention and resources from our business.

Securities analysts may publish inaccurate or unfavorable research or reports about our business or may publish no information at all, which could
cause our stock price or trading volume to decline.

The trading market for our common stock is influenced by the research and reports that industry or financial analysts publish about us and our business. We
do not control these analysts. As a newly public company, the analysts who publish information about our common stock will have had relatively little
experience with our company, which could affect their ability to accurately forecast our results and could make it more likely that we fail to meet their
estimates. If any of the analysts who cover us provide inaccurate or unfavorable research or issue an adverse opinion regarding our stock price, our stock price
could decline. If one or more of these analysts cease
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coverage of our company or fail to publish reports covering us regularly, we could lose visibility in the market, which in turn could cause our stock price or
trading volume to decline.

We are an “emerging growth company” and a "smaller reporting company," and the reduced disclosure requirements applicable to “emerging growth
companies” and "smaller reporting companies" may make our common stock less attractive to investors.

We are an “emerging growth company,” as defined in the Jumpstart Our Business Startups Act of 2012, or the JOBS Act, and we have elected to take
advantage of certain exemptions and relief from various reporting requirements that are applicable to other public companies that are not “emerging growth
companies.” In particular, while we are an “emerging growth company,” (i) we will not be required to comply with the auditor attestation requirements of
Section 404(b) of the Sarbanes-Oxley Act, (ii) we will be exempt from any rules that may be adopted by the Public Company Accounting Oversight Board
requiring mandatory audit firm rotations or a supplement to the auditor’s report on financial statements, (iii) we will be subject to reduced disclosure
obligations regarding executive compensation in our periodic reports and proxy statements and (iv) we will not be required to hold nonbinding advisory votes
on executive compensation or stockholder approval of any golden parachute payments not previously approved.

As a result, our public filings may not be comparable to companies that are not “emerging growth companies”. We may remain an “emerging growth
company” until the fiscal year-end following the fifth anniversary of the completion of our IPO, though we may cease to be an “emerging growth company”
earlier under certain circumstances, including (i) if the market value of our common stock that is held by nonaffiliates exceeds $700 million as of any June 30,
in which case we would cease to be an “emerging growth company” as of the following January 1, or (ii) if our gross revenue exceeds $1.07 billion in any
fiscal year.

In addition, the JOBS Act provides that an emerging growth company can take advantage of an extended transition period for complying with new or revised
accounting standards. This allows an emerging growth company to delay the adoption of certain accounting standards until those standards would otherwise
apply to private companies. In addition, we qualify as a “smaller reporting company,” which allows us to take advantage of many of the same exemptions
from disclosure requirements, including not being required to comply with the auditor attestation requirements of Section 404 of the Sarbanes-Oxley Act and
reduced disclosure obligations regarding executive compensation in our periodic reports and proxy statements. Even after we no longer qualify as an
“emerging growth company,” we may still qualify as a “smaller reporting company” which would allow us to continue to take advantage of these exemptions.

Investors may find our common stock less attractive if we rely on these exemptions and relief granted by the JOBS Act. If some investors find our common
stock less attractive as a result, there may be a less active trading market for our common stock and our stock price may decline and/or become more volatile.

We might not be able to utilize a significant portion of our net operating loss carryforwards and research and development tax credit carryforwards.

As of December 31, 2018, we had federal net operating loss carryforwards of $108.8 million and various state net operating loss carryforwards of $35.6
million. If not utilized, the federal net operating losses generated in taxable years ending on or before December 31, 2017 will expire at various dates between
2025 and 2037 and these net operating loss carryforwards could expire unused and be unavailable to offset future income tax liabilities. Federal net operating
losses generated in taxable years ending after December 31, 2017 can be carried forward indefinitely and can be utilized to offset up to 80% of taxable
income in subsequent tax years. As of December 31, 2018, we had $5.8 million and $0.2 million of federal and state income tax credits, respectively, to
reduce future tax liabilities. If not utilized, these carryforwards will expire at various dates between 2025 and 2038 and these tax credit carryforwards could
expire unused and be unavailable to offset future income tax liabilities. In addition, under Section 382 of the Internal Revenue Code of 1986, as amended, and
corresponding provisions of state law, if a corporation undergoes an “ownership change,” which is generally defined as a greater than 50% change, by value,
in its equity ownership over a three-year period, the corporation’s ability to use its pre-change net operating loss carryforwards and other pre-change tax
attributes to offset its post-change income may be limited. Our existing net operating losses or credits may be subject to limitations arising from previous
ownership changes, and if we undergo future ownership changes, many of which may be outside of our control, our ability to utilize our net operating losses
or credits could be further limited by Sections 382 and 383 of the Code. Accordingly, we may not be able to utilize a material portion of our net operating
losses or credits.

We do not anticipate paying any cash dividends in the foreseeable future, and accordingly, our stockholders’ ability to achieve a return on their
investment will depend on appreciation in the price of our common stock.

We do not anticipate declaring any cash dividends to holders of our common stock in the foreseeable future. In addition, under our Amended Loan
Agreement, we are restricted from paying any dividends or making any distributions on account of our capital stock. Our ability to pay cash dividends also
may be prohibited by future loan agreements. Consequently, investors must rely on sales of their common stock after price appreciation, which may never
occur, as the only way to realize any future gains on their investment. Investors seeking cash dividends should not invest in our common stock.
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Provisions in our corporate charter documents and under Delaware law may prevent or frustrate attempts by our stockholders to change our
management or hinder efforts to acquire a controlling interest in us.

Provisions in our corporate charter and our bylaws may discourage, delay or prevent a merger, acquisition or other change in control of us that stockholders
may consider favorable, including transactions in which you might otherwise receive a premium for your shares. These provisions could also limit the price
that investors might be willing to pay in the future for shares of our common stock, thereby depressing the market price of our common stock. In addition,
because our board of directors is responsible for appointing the members of our management team, these provisions may frustrate or prevent any attempts by
our stockholders to replace or remove our current management by making it more difficult for stockholders to replace members of our board of directors.
Among other things, these provisions:

 <  establish a classified board of directors such that all members of the board are not elected at one time;
 <  allow the authorized number of our directors to be changed only by resolution of our board of directors;
 <  limit the manner in which stockholders can remove directors from the board;

 
<

 
establish advance notice requirements for nominations for election to the board of directors or for proposing matters that can
be acted on at stockholder meetings;

 
<

 
require that stockholder actions must be effected at a duly called stockholder meeting and prohibit actions by our stockholders
by written consent;

 <  limit who may call a special meeting of stockholders;

 

<

 

authorize our board of directors to issue preferred stock without stockholder approval, which could be used to institute a
“poison pill” that would work to dilute the stock ownership of a potential hostile acquirer, effectively preventing acquisitions
that have not been approved by our board of directors;

 
<

 
require the approval of the holders of at least two-thirds of the votes that all our stockholders would be entitled to cast to
amend or repeal certain provisions of our charter or bylaws; and

 

<

 

provide that the Court of Chancery of the State of Delaware will be the exclusive forum for any derivative action or
proceeding brought on our behalf, any action asserting a breach of fiduciary duty by one or more of our directors, officers or
employees, any action asserting a claim against us pursuant to the Delaware General Corporation Law, or any action asserting
a claim against us that is governed by the internal affairs doctrine.

Moreover, because we are incorporated in Delaware, we are governed by the provisions of Section 203 of the General Corporation Law of the State of
Delaware, which prohibits a person who owns in excess of 15% of our outstanding voting stock from merging or combining with us for a period of three
years after the date of the transaction in which the person acquired in excess of 15% of our outstanding voting stock, unless the merger or combination is
approved in a prescribed manner. This could discourage, delay or prevent someone from acquiring us or merging with us, whether or not it is desired by, or
beneficial to, our stockholders. This could also have the effect of discouraging others from making tender offers for our common stock, including transactions
that may be in our stockholders’ best interests. These provisions may also prevent changes in our management or limit the price that investors are willing to
pay for our stock.

Our bylaws designate certain courts as the sole and exclusive forums for certain types of actions and proceedings that may be initiated by our
stockholders, which could limit our stockholders’ ability to obtain a favorable judicial forum for disputes with us or our directors, officers or employees.

Our amended and restated bylaws provide that, unless we consent in writing to an alternative forum, the Court of Chancery of the State of Delaware will be
the sole and exclusive forum for any state law claim for (i) any derivative action or proceeding brought on our behalf,
(ii) any action asserting a claim of breach of or based on a fiduciary duty owed by any of our directors, officers and employees to us or our stockholders, (iii)
any action asserting a claim arising pursuant to any provision of the Delaware General Corporation Law, our certificate of incorporation or our bylaws, or (iv)
any action asserting a claim that is governed by the internal affairs doctrine, in each case subject to the Court of Chancery having personal jurisdiction over
the indispensable parties named as defendants therein (the “Delaware Forum Provision”). The Delaware Forum Provision will not apply to any causes of
action arising under the Securities Act of 1933, as amended (the "Securities Act") or the Securities Exchange Act of 1934. In addition, our amended and
restated bylaws further provide that the United States District Court for the Northern District of Illinois will be the exclusive forum for resolving any
complaint asserting a cause of action arising under the Securities Act and that any person or entity purchasing or otherwise acquiring any interest in shares of
our common stock is deemed to have notice of and consented to the foregoing provision (the “Federal Forum Provision”). We have chosen the United States
District Court for the Northern District of Illinois as the exclusive forum for Securities Act causes of action because our principal executive offices are located
in Chicago, Illinois. Our amended and restated bylaws also provide that any person or entity purchasing or otherwise acquiring any interest in shares of our
common stock is deemed to have notice of and consented to the Delaware Forum Provision and the Federal Forum Provision.

On December 19, 2018, in Sciabacucchi v. Salzberg, C.A. No. 2017-0931-JTL (Del. Ch.), the Delaware Court of Chancery issued a decision declaring that
federal forum selection provisions purporting to require claims under the Securities Act be brought in federal court
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are ineffective and invalid under Delaware law. On August 5, 2019, that decision was appealed to the Delaware Supreme Court and the appeal is pending.
Unless and until the Court of Chancery’s decision in Sciabacucchi is reversed by the Delaware Supreme Court or otherwise abrogated, we will not seek to
enforce our Federal Forum Provision designating the Northern District of Illinois as the exclusive forum for Securities Act claims. In the event that the
Delaware Supreme Court affirms the Court of Chancery’s Sciabacucchi decision or otherwise determines that federal forum selection provisions are invalid,
our Board intends to amend promptly our bylaws to remove our Federal Forum Provision. As a result of the Court of Chancery’s Sciabacucchi decision or a
decision by the Supreme Court of Delaware affirming the Court of Chancery’s decision, we may incur additional costs associated with our Federal Forum
Provision, which could have an adverse effect on our business, financial condition and results of operations.

We also recognize that the Delaware Forum Provision and the Federal Forum Provision in our bylaws may impose additional litigation costs on stockholders
in pursuing any such claims, particularly if the stockholders do not reside in or near the State of Delaware or the Northern District of Illinois, as applicable.
Additionally, the Delaware Forum Provision and/or the Federal Forum Provision may limit a stockholder’s ability to bring a claim in a judicial forum that it
finds favorable for disputes with us or our directors, officers or employees, which may discourage such lawsuits against us and our directors, officers and
employees even though an action, if successful, might benefit our stockholders. The Federal Forum Provision may also impose additional litigation costs on
stockholders who assert the provision is not enforceable. The Delaware Court of Chancery or the United States District Court for the Northern District of
Illinois, as applicable, may also reach different judgments or results than would other courts, including courts where a stockholder considering an action may
be located or would otherwise choose to bring the action, and such judgments or results may be more favorable to us than to our stockholders.

ITEM 2. UNREGISTERED SALES OF EQUITY SECURITIES AND USE OF PROCEEDS

Use of Proceeds from Registered Securities

On June 25, 2018, we completed our initial public offering ("IPO") of 6,555,000 shares of our common stock at a price of $15.00 per share for an aggregate
IPO price of $98.3 million, including 855,000 shares of our common stock pursuant to the exercise of the underwriters’ option to purchase additional shares.
Jefferies LLC, Leerink Partners LLC, RBC Capital Markets, LLC and Mizuho Securities USA LLC served as the underwriters of the IPO. The offer and sale
of all of the shares in the IPO were registered under the Securities Act pursuant to a registration statement on Form S-1 (File No. 333-225191), which was
declared effective by the SEC on June 20, 2018.
 
We received aggregate net proceeds from the IPO of $88.9 million, after deducting underwriting discounts and commissions as well as other IPO expenses.
As of September 30, 2019, we have invested proceeds from the IPO in a variety of capital preservation investments, including investment grade, interest
bearing instruments and U.S. government securities. There has been no material change in our planned use of the net proceeds from the IPO as described in
the final prospectus filed with the U.S. Securities and Exchange Commission pursuant to Rule 424(b) on June 21, 2018 under the Securities Act.

On February 19, 2019, we completed a public offering of 5,996,775 shares of common stock at a price of $10.00 per share for an aggregate public offering
price of $60.0 million, including 116,775 shares sold pursuant to the underwriters’ option to purchase additional shares of common stock. Jefferies LLC,
Leerink Partners LLC, RBC Capital Markets, LLC and Mizuho Securities USA LLC served as the underwriters of the public offering. The offer and sale of
all of the shares in the public offering were registered under the Securities Act pursuant to a registration statement on Form S-1 (File No. 333-229600), which
was declared effective by the SEC on February 13, 2019.
 
We received aggregate net proceeds from the public offering of $55.5 million, after deducting underwriting discounts and commissions as well as other public
offering expenses. As of September 30, 2019, we have invested proceeds from the public offering in a variety of capital preservation investments, including
investment grade, interest bearing instruments and U.S. government securities. There has been no material change in our planned use of the net proceeds from
the public offering as described in the final prospectus filed with the U.S. Securities and Exchange Commission pursuant to Rule 424(b) on February 14, 2019
under the Securities Act.

In addition, we have not used any of the net proceeds from the IPO or public offering to make payments, directly or indirectly, to any director or officer or any
of their associates, to any person owning 10 percent or more of our common stock, or to any affiliate.

ITEM 3. DEFAULTS UPON SENIOR SECURITIES

Not applicable.

ITEM 4. MINE SAFETY DISCLOSURES

Not applicable.
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ITEM 5. OTHER INFORMATION

None.

ITEM 6. EXHIBITS

The exhibits filed as part of this Quarterly Report on Form 10-Q are set forth on the Index to Exhibits, which is incorporated herein by reference.
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INDEX TO EXHIBITS

   

Exhibit No.  Description

10.1
 

Amended and Restated Loan and Security Agreement, dated as of September 10, 2019, by and between Oxford Finance LLC,
Silicon Valley Bank and Xeris Pharmaceuticals, Inc. (incorporated herein by reference to Exhibit 10.1 to the Company’s Current
Report on Form 8-K filed September 10, 2019, File No. 001-38536).

31.1  
Certification of Principal Executive Officer pursuant to Rule 13a-14(a) or Rule 15d-14(a) of the Securities Exchange Act of
1934, as amended.

31.2  
Certification of Principal Financial Officer pursuant to Rule 13a-14(a) or Rule 15d-14(a) of the Securities Exchange Act of
1934, as amended.

32.1+  
Certification of Periodic Financial Report by the Chief Executive Officer and Chief Financial Officer pursuant to Section 906 of
the Sarbanes-Oxley Act of 2002.
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The following materials from Xeris Pharmaceuticals, Inc.'s Quarterly Report on Form 10-Q for the quarter ended September 30,
2019, formatted in XBRL (Extensible Business Reporting Language): (i) the Condensed Consolidated Balance Sheets, (ii) the
Condensed Consolidated Statements of Operations and Comprehensive Loss, (iii) the Condensed Consolidated Statements of
Stockholders’ Equity (Deficit), (iv) the Condensed Consolidated Statements of Cash Flows and (v) Notes to Condensed
Consolidated Financial Statements.

* Filed herewith

+ The certifications furnished in Exhibit 32.1 hereto are deemed to accompany this report and will not be deemed "filed" for purposes of Section 18 of the
Securities Exchange Act of 1934, as amended. Such certifications will not be deemed to be incorporated by reference into any filings under the Securities
Act of 1933, as amended, or the Securities Act of 1934, as amended, except to the extent that the Registrant specifically incorporates it by reference. 
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SIGNATURES

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.

   Xeris Pharmaceuticals, Inc.
     

Date: November 7, 2019   /s/ Paul R. Edick  
   Paul R. Edick  
   President, Chief Executive Officer and Chairman
   (Principal Executive Officer)
     

Date: November 7, 2019   /s/ Barry M. Deutsch  
   Barry M. Deutsch  
   Chief Financial Officer
   (Principal Financial Officer and Principal Accounting Officer)
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Exhibit 31.1

CERTIFICATION PURSUANT TO RULE 13a-14(a) OR 15d-14(a) OF
THE SECURITIES EXCHANGE ACT OF 1934,

AS ADOPTED PURSUANT TO SECTION 302 OF
THE SARBANES-OXLEY ACT OF 2002

I, Paul R. Edick, certify that:

1. I have reviewed this quarterly report on Form 10-Q of Xeris Pharmaceuticals, Inc.;

2. Based on my knowledge, this report does not contain any untrue statement of a material fact or omit to state a material fact necessary to make the
statements made, in light of the circumstances under which such statements were made, not misleading with respect to the period covered by this report;

3. Based on my knowledge, the financial statements, and other financial information included in this report, fairly present in all material respects the
financial condition, results of operations and cash flows of the registrant as of, and for, the periods presented in this report;

4. The registrant’s other certifying officer and I are responsible for establishing and maintaining disclosure controls and procedures (as defined in
Exchange Act Rules 13a-15(e) and 15d-15(e)) for the registrant and have:

a) Designed such disclosure controls and procedures, or caused such disclosure controls and procedures to be designed under our supervision, to
ensure that material information relating to the registrant, including its consolidated subsidiaries, is made known to us by others within those
entities, particularly during the period in which this report is being prepared;

b) Paragraph omitted pursuant to SEC Release Nos. 33-8238/34-47986 and 33-8392/34-49313;

c) Evaluated the effectiveness of the registrant’s disclosure controls and procedures and presented in this report our conclusions about the
effectiveness of the disclosure controls and procedures, as of the end of the period covered by this report based on such evaluation; and

d) Disclosed in this report any change in the registrant’s internal control over financial reporting that occurred during the registrant’s most recent
fiscal quarter (the registrant’s fourth fiscal quarter in the case of an annual report) that has materially affected, or is reasonably likely to materially
affect, the registrant’s internal control over financial reporting.

5. The registrant’s other certifying officer and I have disclosed, based on our most recent evaluation of internal control over financial reporting, to the
registrant’s auditors and the audit committee of the registrant’s board of directors (or persons performing the equivalent functions):

a) All significant deficiencies and material weaknesses in the design or operation of internal control over financial reporting which are reasonably
likely to adversely affect the registrant’s ability to record, process, summarize and report financial information; and

b) Any fraud, whether or not material, that involves management or other employees who have a significant role in the registrant’s internal control
over financial reporting.

Date: November 7, 2019                             

By: /s/ Paul R. Edick  
 Paul R. Edick  

 

President, Chief
Executive Officer and
Chairman

 
(Principal Executive
Officer)



Exhibit 31.2

CERTIFICATION PURSUANT TO RULE 13a-14(a) OR 15d-14(a) OF
THE SECURITIES EXCHANGE ACT OF 1934,

AS ADOPTED PURSUANT TO SECTION 302 OF
THE SARBANES-OXLEY ACT OF 2002

I, Barry M. Deutsch, certify that:

1. I have reviewed this quarterly report on Form 10-Q of Xeris Pharmaceuticals, Inc.;

2. Based on my knowledge, this report does not contain any untrue statement of a material fact or omit to state a material fact necessary to make the
statements made, in light of the circumstances under which such statements were made, not misleading with respect to the period covered by this report;

3. Based on my knowledge, the financial statements, and other financial information included in this report, fairly present in all material respects the
financial condition, results of operations and cash flows of the registrant as of, and for, the periods presented in this report;

4. The registrant’s other certifying officer and I are responsible for establishing and maintaining disclosure controls and procedures (as defined in
Exchange Act Rules 13a-15(e) and 15d-15(e)) for the registrant and have:

a) Designed such disclosure controls and procedures, or caused such disclosure controls and procedures to be designed under our supervision, to
ensure that material information relating to the registrant, including its consolidated subsidiaries, is made known to us by others within those
entities, particularly during the period in which this report is being prepared;

b) Paragraph omitted pursuant to SEC Release Nos. 33-8238/34-47986 and 33-8392/34-49313;

c) Evaluated the effectiveness of the registrant’s disclosure controls and procedures and presented in this report our conclusions about the
effectiveness of the disclosure controls and procedures, as of the end of the period covered by this report based on such evaluation; and

d) Disclosed in this report any change in the registrant’s internal control over financial reporting that occurred during the registrant’s most recent
fiscal quarter (the registrant’s fourth fiscal quarter in the case of an annual report) that has materially affected, or is reasonably likely to materially
affect, the registrant’s internal control over financial reporting.

5. The registrant’s other certifying officer and I have disclosed, based on our most recent evaluation of internal control over financial reporting, to the
registrant’s auditors and the audit committee of the registrant’s board of directors (or persons performing the equivalent functions):

a) All significant deficiencies and material weaknesses in the design or operation of internal control over financial reporting which are reasonably
likely to adversely affect the registrant’s ability to record, process, summarize and report financial information; and

b) Any fraud, whether or not material, that involves management or other employees who have a significant role in the registrant’s internal control
over financial reporting.

Date: November 7, 2019                             

By:
/s/ Barry M.
Deutsch  

 Barry M. Deutsch  
 Chief Financial Officer

 
(Principal Financial
Officer)



Exhibit 32.1

CERTIFICATION PURSUANT TO 18 U.S.C. SECTION 1350,
AS ADOPTED PURSUANT TO

SECTION 906 OF THE SARBANES-OXLEY ACT OF 2002

We, Paul R. Edick and Barry M. Deutsch, of Xeris Pharmaceuticals, Inc., certify, pursuant to 18 U.S.C. Section 1350, as adopted pursuant to
Section 906 of the Sarbanes-Oxley Act of 2002, that to our knowledge:

1. the quarterly report on Form 10-Q for the quarter ended September 30, 2019 (Periodic Report) to which this statement is an exhibit fully complies
with the requirements of Section 13(a) or 15(d) of the Securities Exchange Act of 1934, and

2. information contained in the Periodic Report fairly presents, in all material aspects, the financial condition and results of operations of Xeris
Pharmaceuticals, Inc.

Date: November 7, 2019

 /s/ Paul R. Edick  
 Paul R. Edick  

 

President, Chief
Executive Officer and
Chairman

 
(Principal Executive
Officer)

 

 
/s/ Barry M.
Deutsch  

 Barry M. Deutsch  
 Chief Financial Officer

 
(Principal Financial
Officer)


