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Medtech
$27.8M
N/A
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38.6M
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14,189

As of October 29, 2014

Income Statement Snapshot
TTM
Revenue
Gross Profit
Gross Margin
Net Income

$2.1M
$1.4M
64.4%
($0.9M)

Balance Sheet Snapshot
Cash
Debt

MRQ
$0.02M
$0.7M

OxySure Systems Inc. (“OXYS” or the “Company”) is a medical technology company
focused on the design, manufacture and distribution of specialty respiratory and medical
solutions. The Company has developed a unique platform technology whereby medicallypure oxygen is created instantly from two dry, inert powders, allowing oxygen to be
delivered on demand. The launch product using this technology is called the OxySure Model
615. With Model 615, there are no compressed tanks, no dials, no valves, no regulatory
maintenance, no hydrostatic testing, no batteries, and no required training, and the
technology is both safe and easy-to-use for the layperson. Like an automated external
defibrillator (AED) or fire extinguisher, it can be placed just about anywhere a medical
emergency might occur to help improve medical outcomes and save lives by bridging the gap
between a medical emergency and the arrival of first responders on the scene.
OXYS recently merged with Estill Medical Technologies, Inc. In this merger, the Company
acquired the Thermal Angel blood and intravenous fluid infusion warmer. This product fills
the void in pre-hospital, hospital, EMS, Air Ambulance, military and government settings
when an easy to use solution is required to infuse warmed fluids into a patient. The Thermal
Angel is the Company’s leading product that is procured by the U.S. military.

Value Proposition
Given that we expect OXYS to display rapid sales growth over the coming years, we believe
that OxySure should be valued based on our FY17E revenue per share estimate of $0.89.
Applying a 2.5x P/S multiple to this figure derives a price target of $2.20.

Investment Highlights
 OxySure’s Model 615 is a pioneering technology that is defining a new market with no
direct competition
 First responders typically arrive 6-15 minutes following an emergency; damage from lack
of oxygen can occur in as little as 3 minutes
 OxySure Model 615 is targeted for use in enormous end markets; over 100 million
individuals at risk in U.S.
 Recurring revenue model leads to greater earnings predictability
 OxySure’s Model 615 has been cleared by the U.S. Food & Drug Administration for
over-the-counter sales, along with receiving CE Marking approval. The Thermal Angel
has received FDA approval
 Merger with Estill Medical Technologies projected to grow annual revenues to $10M+;
anticipated annual synergies of $2-$3 million
 Rapidly growing sales; 2Q14 revenue was up 42% YoY to $678,111; merger with Estill
grows revenues significantly while improving profitability
 Large addressable market for Thermal Angel; up to 66% of trauma patients have some
degree of hypothermia; OxySure’s existing distributor relationships should help this product
gain additional traction among Emergency Medical Services (EMS) and hospitals
 Estimated total market for OXYS products of $1 billion; we believe upside exists to this
market projection depending on product development and adoption in other market segments
 Future products are being developed for other vertical markets
 Strong long-term patent protection

Investment Highlights
OxySure’s Model 615 is a pioneering technology that is defining a new market with no direct competition. OXYS’s
technology, which creates medically-pure oxygen from two dry, inert powders, allows oxygen to be safely and easily delivered on
demand. Barriers to entry for other emergency oxygen systems such as compressed cylinders or chemical generators are their
inadequate safety (risk of explosion, fire, environmental damage or toxicity), difficulty of usage (training and/or licensing is needed
for operation), and more prohibitive pricing ($369-$899). These product factors have limited the use of other emergency oxygen
generators to industries such airlines, firefighter and mine rescue crews, submarines, and a few other industries where an emergency
oxygen generator with a long shelf life is absolutely necessary. OXYS is safer (little to no risk of explosion, fire, environmental
damage, toxicity, etc.), requires no training, and is more economically feasible at a cost of $349. As the following diagram shows,
using the OxySure Model 615 is very easy:

We believe that these factors give OXYS the ability to eventually enter not only the above listed markets, but also into much larger
at-risk end markets for everyday emergency usage.
First responders typically arrive 6-15 minutes following an emergency; damage from lack of oxygen can occur in as little as 3
minutes. The gap for a first responder to arrive is often too long, as waiting this long for treatment in emergency situations could
lead to irreversible damage, due to low oxygen levels in the body. This makes having a product such as the OxySure Model 615 on
hand critical, providing a strong value proposition to millions of facilities and end users. In countries outside of the U.S., especially
country’s with poor healthcare infrastructure, this time frame can be significantly longer, thus making the OxySure Model 615 even
more important in some overseas countries. The Company is targeting distribution both domestically and internationally.
OxySure Model 615 is targeted for use in enormous end markets; over 100 million individuals at risk in U.S. The Company is
targeting end markets with millions of individuals. The following charts show OXYS’s target markets:

"Placement" Markets
Facility

# of Facilities

OSHA Compliant Buildings

20,000,000

Homes and Apartments

116,000,000

MRI Centers

7,000+

K-12 Schools

100,000

Residential Swimming Pools

6,000,000

Restaurants

925,000

Manufacturing Facilities

350,000

Places of Worship

325,000

Golf Courses

16,000

Airports, Public Use Facilities, Sports Facilities

"At Risk" Markets
At Risk Markets
Cardiovascular Disease
Chronic Obstructive Pulmonary Disease

Asthma
Private pilots

# of Cases
40 million diagnosed, 40
million undiagnosed
16 million diagnosed, 14
million undiagnosed
1.6 million in Long Term
Oxygen Therapy (Back-Up)
22.3 million
400,000

General medical & civil emergencies
Travelers to higher altitudes
Over 50

The Company’s initial distribution strategy is to have its OxySure Model 615 placed alongside automated external defibrillators
(AEDs). AEDs currently have an install base of 2.2 million units. According to MarketsandMarkets, the global AED market was
worth approximately $616 million in 2012, and is projected to grow to approximately $930 million in 2017. Assuming an average
unit price of $1,500, these figures estimate that approximately 620,000 AEDs worldwide will be sold in 2017. Approximately 60% of
AEDs are sold in the U.S., with the rest sold internationally.
AED adoption was driven by the device’s ability to save lives and its ease of use, even by untrained users, along with state and
federal legislation. Liability protection was afforded to AED users through The Federal Cardiac Arrest Survival Act and U.S. Good
Samaritan Laws. Additionally, The Aviation Medical Assistance Act requires that all commercial aircraft carry AEDs, and 19 states
require that at least some of their schools have AEDs, along with 14 states requiring AEDs in health clubs. 19 states have no AED
mandates at all.
The OxySure Model 615 exhibits the same characteristics of an AED (saving lives and ease of use). The Company’s device can be
used alongside an AED in the event of a sudden cardiac arrest (SCA); this provides the Company with a potential market unit size at
least equal to AEDs. The Company has agreements with all of the major independent AED distributors in the U.S. (over 40
agreements in total), and has begun to enter into distribution agreements internationally (Europe, Australia, Asia, Middle East).
The OxySure Model 615 has the potential to ultimately reach a larger market than AEDs. Emergency oxygen is needed for a wider
range of conditions (listed above in the at risk markets chart). People are 300 times more likely to need emergency oxygen than they
are to need an AED. With statistics such as these, we believe that as more people become aware of this product’s benefits, sales could

begin to spike significantly. Many videos have already been produced regarding this product’s life-saving benefits, which can be
found on OxySure’s website: http://www.oxysure.com/aed/index.php/saving-lives. As of August 7, 2014, it was estimated that the
OxySure Model 615 had been used in over 2,500 medical emergencies.
The Company believes that, ultimately, the install base for the OxySure Model 615 could be as large as fire extinguishers. While we
believe this is optimistic, given that fire extinguishers are much cheaper than the OxySure Model 615, we think that, given enough
time, emergency oxygen could become more common than AEDs, given its lower price point and a larger potential target population.
A market that could eventually comprise a large portion of sales is the market for personal home use. AEDs have started to be
purchased by homeowners, due to declining prices for AEDs, and the OxySure Model 615 is much more affordable than a typical
AED. The need for emergency oxygen is most likely to occur within a person’s home, making direct marketing to at-risk populations
key for mass market adoption.
Given the strong value proposition that the OxySure Model 615 represents, the biggest factor in acceptance, in our view, will be
increasing consumer awareness. OxySure is also in the early stages of pursuing legislation that could require the OxySure Model 615
to be available in certain facilities (similar agreements already exist for AEDs), giving facilities that use its products insurance
benefits.
Recurring revenue model leads to greater earnings predictability
OxySure’s Model 615 consists of a reusable housing and a replaceable cartridge, which must be replaced after each use or upon
expiry of a 2-year shelf life. This gives the Company a recurring revenue stream that we anticipate will make up a greater percentage
of revenues over time (due to more overall units being installed). This should decrease revenue/earnings volatility for investors and
make the Company’s devices sticky in the marketplace. As of June 30, 2014, replacement cartridges shipped represented
approximately 39.7% of the Model 615’s install base, and the Company reported that during 1Q14 that unit cartridge shipments
exceeded Model 615 shipments (201% of Model 615 units shipped).
OxySure’s Model 615 has been cleared by the U.S. Food & Drug Administration for over-the-counter sales, along with
receiving CE Marking approval. The Thermal Angel has received FDA approval.
The Company’s device is approved for over-the-counter sales without the need for a prescription. The Company is also working on
receiving a second and final approval from the Australian Therapeutic Goods Administration (TGA) as well. The Company has
already received an initial approval from the TGA to commercialize its product as a medical device under class IIa. These approvals
ensure that the Company can sell its products in the world’s most developed and lucrative markets.
The Thermal Angel has FDA approval, and the Company has stated that they are looking to obtain CE Mark approval as well.
Merger with Estill Medical Technologies projected to grow annual revenues to $10M+; anticipated annual synergies of $2-$3
million.
On October 22, 2014, OXYS announced a merger with Estill Medical Technologies, developer of the FDA-cleared “Thermal Angel
Blood and IV Fluid Infusion Warmer.” The Thermal Angel is a life-saving medical device which is used as a standard of care by the
U.S. Military to prevent hypothermia. The Thermal Angel is the Bound Tree Federal Division #1 product, which speaks to the quality
and commercial viability of the device. Bound Tree Medical is a specialty distributor of emergency medical equipment, supplies,
pharmaceuticals and product expertise for EMS professionals who provide pre-hospital and emergency care, including First
Responders, EMTs and Paramedics. Bound Tree is the nation’s largest supplier of EMS products, and following a recent merger with
Tri-anim, generates annual revenues of over $400 million. Hypothermia is the third most serious condition of a trauma patient, with
mortality twice as high (53%) in patients with a Core Body Temperature <32oC compared with patients with a Core Body
Temperature <34oC. The merger brings numerous benefits to the combined entity, including:
-

A combined market size of almost $1B (approximately 50% U.S.)
Annual revenue of $10M+
Synergies of $2-$3 million; this includes revenue generating synergies (cross selling), product development synergies (could
lead to improved product development over time), and overall cost savings

-

Improved balance sheet, with a significant increase in shareholders’ equity. The increase in shareholders’ equity will ensure the
Company meets requirements to upgrade to the NASDAQ or NYSE MKT
Estill is cash flow and net income positive, ensuring an immediately positive impact to OXYS’s financial statements
We think that the deal terms are favorable: 12.5 million in restricted common stock (12 month lockup period), and 2.5 million
warrants with a strike price of $1.20
Shares outstanding (not including warrants, which are currently out of the money) are increasing only 48% in this deal. With
annual revenue projected to be $10M+, revenue will show a much larger increase (assuming $10M per annum, this would be an
increase of 268%, assuming that OXYS’s previous annual run rate revenue of $2.7 million were to hold). Also, Estill will
provide immediate cash flow and net income benefits. This makes OxySure look more undervalued in the marketplace, as
current trading multiples are decreasing on the back of the acquisition.

Estill’s main product, the Thermal Angel, should fit well with the OxySure Model 615, as both offer quick, easy, affordable solutions
that save lives. To demonstrate the Thermal Angel’s ease of use, step by step instructions are available at the Thermal Angel website:
http://www.thermalangel.com/documentation/thermal-angel-ta-200-blood-and-iv-fluid-infusion-warmer-directions-for-use/
We believe that the Thermal Angel could see additional traction with OXYS’s existing stable of over 40 U.S. distributors, while the
OxySure Model 615 could see traction within the military, due to Estill’s strong existing relationships (approximately 90% of Estill’s
revenue comes from the military).
Rapidly growing sales; 2Q14 revenue was up 42% YoY to $678,111; merger with Estill grows revenues significantly while
improving profitability.
OXYS has shown rapid growth with over eight consecutive quarters of double-digit growth, with five of these eight quarters
representing triple-digit growth. The rapid sales growth indicates that the OxySure Model 615 is beginning to gain visibility in the
marketplace. This growth was primarily in the United States, and was from new customers, repeat customers, and the military. The
Company stated in its 2Q14 earnings call that its sales cycle has been shortening, due to the Company gaining sales experience and
an improvement in brand recognition. Sales should continue to accelerate as this improves. In addition, OXYS has begun to launch
its product through overseas distributors. The Company has entered into an agreement with Ajad Medical, which is the Company’s
exclusive distributor in Saudi Arabia. The contract has a minimum value of $2.46 million and requires a minimum purchase of
18,000 units over the next three years in order for Ajad Medical to maintain its exclusivity. This essentially provides OXYS with
almost guaranteed revenue over the next three years. Similar agreements include an exclusive distribution agreement with Aero
Healthcare, which has a minimum purchase requirement of at least 4,500 OxySure Model 615 units, following both CE Marking and
Australian Therapeutic Goods Administration (TGA) approval. In Hong Kong and Macau, OXYS has a three-year distribution
agreement with Pacific Medical Systems, with a minimum purchase requirement of 11,800 units of the OxySure Model 615 and
OxySure replacement cartridges. Additional countries that OXYS expects to enter include Thailand, Taiwan, Greece, Singapore,
China, and other countries. The Company is currently in Brazil, Turkey, South Africa, Australia, New Zealand, UK, Netherlands,
Belgium, Luxembourg, Hong Kong, Macau, and Chile (international markets comprised 28% of revenue in FY13). While we believe
the U.S. will be the Company’s primary source of sales, other distribution agreements should add additional quality revenue streams.
The merger with Estill should, based on information in the merger press release, lead to quarterly revenues of at least $2.5 million
(beginning in 1Q15, which will be the first full quarter following the merger). Estill is also cash flow and net income positive. OXYS
reported a net loss of $319,508 in 2Q14. Considering that Estill is net income positive, and the expected synergies of $2-$3 million,
we expect that OXYS could begin reporting positive net income in FY15. The Company could also elect to reinvest its excess cash
flow into sales and marketing and/or product development, which could delay the reporting of positive net income, although this
would likely have a positive impact on long-term sales growth.
Large addressable market for Thermal Angel; up to 66% of trauma patients have some degree of hypothermia; OxySure’s
existing distributor relationships should help this product gain additional traction among Emergency Medical Services
(EMS) and hospitals.
According to BCC Research, the global market for ambulance and EMS services is expected to increase to $6.8 billion by 2018, at a
5-year CAGR of 2.9%. Within this market, the fastest growing segment is anticipated to be hypothermia prevention, which is
projected to grow at a 6.7% CAGR. The strong growth in the hypothermia prevention segment indicates that this is a great time to

accelerate sales efforts for the Thermal Angel. OXYS’s existing distributor relationships should help accelerate revenue of the
Thermal Angel in non-military markets.
Estimated total market for OXYS products of $1 billion; we believe upside exists to this market projection depending on
product development and adoption in other market segments.
Company management estimates that its current market size is $1 billion (50% U.S.). We believe that upside exists to this projection,
particularly in additional untapped market segments and international markets.
Future products are being developed for other vertical markets
The Company has plans to eventually develop its OxySure Model 615 in other verticals:
-

OxyPak for Military Special Forces/Commercial First Responders
Self-Contained, Self-Rescuer Solution for the Mining/Navy markets (30M+ units)
Consumable Flex-Pak for Sports & Recreation (100M+ units)
Aviation (lay units/specialty applications)
Automobile market (“Drop down” for deployment in any accident)
Wound care/Skin care markets

Currently, the Company is working with the military on multiple projects, and we expect OXYS to begin working on some of the above
markets at some point. Many of these markets already use emergency oxygen systems, so end users should be familiar with the product,
which we think could help accelerate product adoption and the Company’s sales cycle. We are not currently modeling sales from the
above markets, so these applications present long-term upside to our projections.
Strong long-term patent protection.
OXYS has nine U.S. patents, two Australian patents, one South African patent, patents in additional countries, and other patents pending.
The earliest patent expires in 2022, meaning the Company will have patent protection for a significant period of time.
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Valuation
Given that we expect OXYS to display rapid sales growth over the coming years, we believe that OxySure should be valued off of our
FY17E revenue per share estimate of $0.89. Applying a 2.5x P/S multiple to this figure derives a price target of $2.20. While a 2.5x sales
multiple off sales in FY17E could be considered aggressive, we believe that both of the Company’s product lines (OxySure Model 615
and the Thermal Angel) have extremely strong growth potential long-term, and thus a higher sales multiple is applicable.
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Risks
There could be further dilution, as the Company may need to raise capital to finance sales and marketing expenses or further
product development. However, the recent merger is expected to strengthen the Company’s balance sheet.
Other medical device companies could create competing solutions, as can be seen in the AED market, which has multiple
competitors. However, OXYS has a first-mover advantage which can help it to achieve an install base before competing solutions
enter the market.
OXYS relies heavily on third-party distributors to sell its products. However, a portion of this risk is mitigated through minimum
purchase agreements.
As sales increase, the Company will need to prove it can effectively manufacture a larger amount of products without
significantly hurting product quality or margins
The Company will need to prove that it can effectively combine operations with Estill Medical Technologies; any difficulties
could hurt sales and/or earnings projections.

Additional Information
Legal: K&L Gates, The Law Firm of Gregory G. Jones, P.C., The Johnson Firm, Horzepa Spiegel & Associates, PC
Auditor: Sadler, Gibb & Associates, LLC
Transfer Agent: Action Stock Transfer
Company Website
Additional Company Information

About RedChip
RedChip Companies, an Inc. 5000 company, is an international small-cap research, investor relations, and
media company headquartered in Orlando, Florida; with affiliate offices in San Francisco, Seoul, Hong Kong and
Singapore. RedChip delivers concrete, measurable results for its clients through its extensive global network of
small-cap institutional and retail investors. RedChip has developed the most comprehensive platform of products
and services for small-cap companies, including: RedChip Research(TM), Traditional Investor Relations, Digital
Investor Relations, Institutional and Retail Conferences, "The RedChip Money Report"(TM) television show,
Shareholder Intelligence, Social Media and Blogging Services, and Webcasts. RedChip is not a FINRA member
or registered broker/dealer.
The information contained herein is not intended to be used as the basis for investment decisions and should
not be construed as advice intended to meet the particular investment needs of any investor. The information
contained herein is not a representation or warranty and is not an offer or solicitation of an offer to buy or sell
any security. To the fullest extent of the law, RedChip Companies, Inc., our specialists, advisors, and partners
will not be liable to any person or entity for the quality, accuracy, completeness, reliability or timeliness of the
information provided, or for any direct, indirect, consequential, incidental, special or punitive damages that may
arise out of the use of information provided to any person or entity (including but not limited to lost profits, loss of
opportunities, trading losses and damages that may result from any inaccuracy or incompleteness of this
information). Investors are expected to take full responsibility for any and all of their investment decisions based
on their own independent research and evaluation of their own investment goals, risk tolerance, and financial
condition. Investors are further cautioned that small-cap and microcap stocks have additional risks that may
result in trading at a discount to their peers. Liquidity risk, caused by small trading floats and very low trading
volume can lead to large spreads and high volatility in stock price. Small-cap and microcap stocks may also
have significant company-specific risks that contribute to lower valuations. Investors need to be aware of the
higher probability of financial default and higher degree of financial distress inherent in the small-cap and
microcap segments of the market. The information, opinions, data, quantitative and qualitative statements
contained herein have been obtained from sources believed to be reliable but have not been independently
verified and are not guaranteed as to accuracy, nor does it purport to be a complete analysis of every material
fact regarding the company, industry, or security. The information, opinions, or recommendations are solely for
advisory and informational purposes and are only valid as of the date appearing on the report and are subject to
change without notice. Statements that are not historical facts are "forward-looking statements" that involve risks
and uncertainties. "Forward looking statements" as defined under Section 27A of the Securities Act of 1933,
Section 21B of the Securities Exchange Act of 1934 and the Private Securities Litigation Act of 1995 include
words such as "opportunities," "trends," "potential," "estimates," "may," "will," "could," "should," "anticipates,"
"expects" or comparable terminology or by discussions of strategy. These forward looking statements are
subject to a number of known and unknown risks and uncertainties outside of the company's or our control that
could cause actual operations or results to differ materially from those anticipated. Factors that could affect
performance include, but are not limited to those factors that are discussed in each profiled company's most
recent reports or registration statements filed with the SEC. Investors should consider these factors in evaluating
the forward looking statements contained herein and not place undue reliance upon such statements. Investors
are encouraged to read investment information available at the websites of the SEC at http://www.sec.gov and
FINRA at http://www.finra.org OxySure, Inc is a client of RedChip Companies, Inc. OXYS agreed to pay
RedChip a monthly cash fee and 250,000 warrants with a conversion price of $1.20 and a term of five (5) years
for twelve (12) months of service. Investor awareness services and programs are designed to help small-cap
companies communicate their investment characteristics. RedChip investor awareness services include the
preparation of a research profile(s), multimedia marketing, and other awareness services.
Additional information about the subject security or RedChip Companies Inc. is available upon request. To learn
more about RedChip’s products and services, visit http://www.redchip.com/visibility/productsandservices.asp,
call 1-800-RedChip (733-2447), or email info@redchip.com.
Company Contact Info:
OxySure Systems, Inc.
10880 John W. Elliott Drive, Suite 600,
Frisco, TX 75033
Phone: +1 (972) 294 6461
www.oxysure.com
Investor Contact Info:
RedChip Companies, Inc.
1017 Maitland Center Commons Blvd.
Maitland, FL 32751
(407) 644-4256
www.redchip.com

