


Our market opportunity is enormous. Hem-
orrhoids are a very common medical disor-
der in the western world with approximately 
4 percent of the western population affected 
annually. Data suggests that annually 10.4 
million Americans suffer from hemorrhoids, 
requiring 3.5 million physician visits per year 
with an estimated $500 million spent annu-
ally to treat this disease.
  

In 2009, CRH Medical Corporation began 
the process of transforming itself from a re-
tail healthcare business primarily operating 
Centers for Colorectal Health throughout 
the United States, to a fast growing medical 
products and services company providing 
a “turn-key” ancillary business to Gastroen-
terologists (“GI”) in the U.S.  With over 8,000 
practicing Gastroenterologists in the U.S., our 
initial marketplace, and the number of physi-
cian office visits for hemorrhoids, we have a 
large opportunity with potential for interna-
tional expansion.  

The CRH O’Regan System is not just a 
hemorrhoid treatment device, it is a “turn-
key” solution which includes physician to 
physician training, patient and physician 
marketing material, and front office train-

ing. Our physician partners also receive 
online advertising benefits by inclusion on 
our www.crhsystem.com web site, which 
receives over 20,000 visitors per month and 
generates more than 1,000 new patient in-
quires per month. We believe that the com-
bination of an exceptional product and our 
comprehensive service offering makes CRH a 
unique medical product company targeting 
the worldwide GI community. While we con-
tinue to operate the Centers for Colorectal 
Health, it is the expected growth and prof-
itability of our Partnership Program that will 
be the primary driver increasing shareholder 
value. We will continue to aggressively pur-
sue this business in 2010 and beyond. 

As I mentioned in last year’s shareholder 
letter, the 8,000 practicing Gastroenterolo-
gists perform approximately 14 million colo-
noscopies each year in which symptomatic 
hemorrhoids are diagnosed in 15 to 20 per-
cent of these procedures. The CRH O’Regan 
System provides Gastroenterologists with a 
non invasive, highly effective procedure to 
treat this large group of patients who histori-
cally have gone untreated.

We are very excited at the increasing rate 
at which Gastroenterologists are adopting the 
CRH O’Regan System. The adoption rate in our 
initial target market, the U.S., remains in ex-
cess of 90 percent amongst the Gastroenterol-
ogy practices trained by the Company since 
we started this program in June of 2008. Since 
June 2008 the Company has trained more than 
460 physicians representing over 200 practices.  
During 2010, the Company expects to train more 
than 300 physicians in the U.S. During 2009, our 
physician partners purchased 25,660 units of 
the CRH O’Regan System, compared to 6,840 in 
2008. The Company expects to sell over 50,000 
units during 2010 which, if achieved, is expected 
to enable the Company to realize our goal of at-
taining profitability by the 4th quarter of 2010.

In 2010, one of the Company’s key initiatives 
is to increase usage of the CRH 
O’Regan System by those physi-
cians and practices that we have 
previously trained. Despite the 
fact that more than 90 percent of 
the practices trained use the CRH 
O’Regan System, many practices 
have only begun to realize the val-
ue proposition, in terms of patient 
care and practice revenue, that 
treating hemorrhoidal disease 
provides. In 2010, the Company 
started providing follow-up train-
ing to practices and physicians 
previously trained to review the 
procedure and treatment proto-
cols, address clinical questions, 
and most importantly share “best 
practices” and “lessons learned” 
from the hundreds of physicians 
and practices using the CRH 
O’Regan System. We are also pro-
viding hemorrhoid education and training to the 
practice staff so they are better prepared to an-
swer patient inquiries regarding our procedure.  
In addition, we continue to refine our search 
engine optimization and search engine market-
ing techniques to increase the number of new 

hemorrhoid patient inquiries that we provide 
to our partners. We believe these initiatives will 
significantly increase the number of units used 
and purchased by our physician partners in 2010 
and beyond. 

The success we have experienced with our 
Partnership Program is in part due to the Com-
pany’s aggressive strategy to create awareness 
within the Gastroenterology community. In 
2009, the Company had a significant presence 
at all major U.S. Gastroenterology conferences 
including Digestive Disease Week in Chicago, 
the largest gathering of Gastroenterologists in 
North America. At each of these conferences, 
the Company exhibits and provides product 
demonstration to the many interested Gastro-
enterologists in attendance. At many of these 
conferences we have had the honor of address-

ing a large number of GI’s in scheduled sympo-
siums, routinely being introduced by America’s 
most prestigious GI’s.  

Additionally many key opinion leaders and 
early adopters are educating their colleagues on 

the significant benefits to adopting hemor-
rhoid treatment into their practice – both 
for the welfare of their patients and the in-
crease in practice revenue. A number of the 
early adopters have also documented their 
experience with the CRH O’Regan System in 
the form of scientific manuscripts and those 
papers have been published in a number of 
different prestigious trade journals. 

In 2009, the Company also introduced 
an initiative to communicate with GI’s in an 
effective, consistent and frequent manner. 
The result was the Banding Bulletin. The 
Banding Bulletin provides Gastroenterolo-
gists with monthly updates regarding CRH’s 
activities and program updates. The Band-
ing Bulletin also provides a forum for GI’s 
to share lessons learned and best practices 
with their fellow physicians. We’ve found 
the Banding Bulletin to be not only a great 
educational tool, but effective in building 
brand loyalty and awareness. In addition 
to creating awareness with approximately 
8,000 practicing GI’s, we are also introducing 
the CRH O’Regan System to the next gener-
ation of Gastroenterologists while they are 
still in their Fellowship training programs. 
To date, the Company has been asked to 
provide a guest lecturer, visiting professor, 
and educator at more than 10 Universities 
and GI Fellowship Programs around the U.S. 
By educating GI fellows, CRH expects that 
the treatment of hemorrhoids will be some-
thing that new Gastroenterologists will 
view as an important tool in caring for their 
patients. There are currently 162 Fellowship 
Programs throughout the United States, so 
clearly we have room to grow this initiative.

In September of 2009, the Company 
was pleased to announce that Dr. Bergein 
Overholt, one of North America’s most dis-
tinguished Gastroenterologists, joined our 
Board of Directors. Dr. Overholt designed 
the flexible fiberoptic sigmmoidoscope, 
which led to the development of colonos-

copy. He is a former President of both the 
American Society for Gastrointestinal En-
doscopy and the American Society of Out-
patient Surgeons. He has published more 
than 100 articles and has lectured exten-
sively on Gastroenterology. A true visionary, 
Dr. Overholt’s enthusiasm for the CRH’s mis-
sion is further proof that treating hemor-
rhoids will be an important part of many GI 
practices in the near future.

As our success in the U.S. continues to 
grow, we have started to entertain oppor-
tunities for international distribution of the 
CRH O’Regan System. Our goal internation-
ally is to replicate our U.S. strategy of identi-
fying key opinion leaders as early adopters 
and leveraging their experience to create 
demand. Additionally, we are looking for 
distribution partners who have the same 
commitment to training, support, and pa-
tient education as CRH. We will provide the 
tools to make our distribution partners suc-
cessful, but we want to be careful in who 
we select to ensure success and continue 
to build our brand value. Early in 2010, CRH 
Medical announced a Distribution Agree-
ment to provide the CRH O’Regan System 
to physicians in China.  By the end of the 
year, we expect our CRH trained Chinese 
distribution partner to train several doctors 
in China.

The year ending December 31, 2009 has 
been a very eventful one for CRH Medical 
Corporation and has set the stage for the 
Company to reach its goal to be profitable 
in 2010 and beyond.

Edward Wright,   
Chief Executive Officer
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As our Annual Meeting approaches, I am pleased 
to report that in 2009, CRH made significant 
progress towards realizing our goal of making 
the CRH O’Regan System the standard of care 
for hemorrhoid treatment. Many of the brightest 
minds in the area of Gastroenterology have 
discovered that the practice of Gastroenterology 
should now include the treatment of hemorrhoids 
using the CRH O’Regan System and treatment 
protocol.


