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Rick Taylor - Chairman - Sydney

John Fletcher – non exec - Melbourne

David Weber – non exec - San Francisco

Emeritus Prof Peter Bergquist – non exec - Auckland

Lars Utterman – non exec – Freiburg (Germany)

International Board

Board



Proceedings

• Chairman’s Address

• CEO’s Address

• Financial and Other Reports

• Formal Resolutions

Fluorotechnics Limited

2009 Annual General Meeting
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Innovative Tools for Life Scientists

Listed company: Fluorotechnics

Trading business: Gelcompany

www.gelcompany.com

ASX: FLS
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Life Science Tools – Market Size

Market size

Market FT products US$ Million
Scientific 

Customers

Life Science Tools
On Sale 998 Pharma 

Universities
Biotech CompaniesPipeline 529

Diagnostics
On Sale 75

Hospitals, pathology 
laboratories

Pipeline 431

Industrial/ Agri/Environ
On Sale 50 QA/QC drugs 

beverages, bio-
security Pipeline 117

Total 2,200

Sources: Objective Capital Report 2008, RAK report 2006, SDI Life Science Instrumentation Report 2007, Frost and Sullivan Proteomics Arrays Market 2006, 
World Enzymes Freedonia Group 2004
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Our offices (3)

Global Direct Sales Presence

Global presence

Our sales people

Our distributors
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James Walker - CEO Australia

Günter Theßeling   - Marketing                 Germany

Greg Richardson   - Sales             USA 

Prof. Duncan Veal - Technology                  Germany

Dr. Reiner Westermeier - Scientific guru    Germany

International Management Team

Management
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Foundations Laid in 2009
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• Broadened our direct sales force in Germany, Benelux, 
USA, UK and Australasia
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• Raised a total of $10M of new capital at the IPO and via 
rights issues 
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Financial results for 2009

2008 2009 Growth %

Proteomics business $493,000 $1,354,000 175 %

Genomics business 
(8 months)

$0 $1,858,000 N/A

Total Product Revenue $493,000 $3,212,000 552 %

NPAT $(2,397,000) $(5,600,721)
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Looking Forward to the 2010 Year

Launch new HPE consumables

Opinion leaders say:

“HPE system is the best available system anywhere”

“…. a major leap forward in proteomic research”

“The results are convincing. I need to buy one.”
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Sales Progress in the 2010 Year 

From late September its been full steam ahead in making HPE 
sales.

• HUPO Conference launch - huge interest created

In addition, sales for our genomics are on track.

• 10 processed orders and verbal commitments to buy

• Sales tours - generating great excitement
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Sales guidance for 2010

Likely range of sales $7 - 10M
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CEO’s Address

Fluorotechnics Limited

2009 Annual General Meeting
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Vision
Innovative Tools for Life Scientists

Today we are an emerging leader in our industry

• Cutting edge products and >1,000 customers
• Providing complete solution for proteomics customers
• Endorsed by opinion leading scientists
• Experienced direct sales force

In late September 2009 we launched the High Performance Electrophoresis 
(HPE) System into the proteomics workflow.

• HPE provides near complete workflow solution to proteomics customers
• HPE offers technically better results then existing systems
• With HPE we aim to become market leader in proteomics electrophoresis

Vision
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Sample prep & 
quantification Separation

Detection 
& analysis

Extraction & processing

MS & protein 
matching 

Standard 
proteomics 
workflow
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Universal Proteomics Workflow - Our Products

Flat-top Non 
Fluorescent 
gels

Cassettes Western 
Blotting 
Membranes

Tower
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Picture of Tower

High Organic Growth Potential -
Proteomics

Proteomics potential

Our Proteomics strategy is based on our 

revolutionary HPE System

�9 Sell to opinion leaders - Gain their endorsement

�9 Committed existing customers (12 units installed)

�9 Targeted list of customers (145  immediate targets)

�9 Launch at annual global conference in Sept 2009

�9 Conducting extensive seminar tour in Europe to promote (20 cities in 12 weeks)

�9 First demo in Europe resulted in sale (in France)

�9 Demonstration to key USA opinion leader at UCLA led to verbal commitment
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Proteomic Opinion Leaders

Sales to Opinion Leaders

• Prof. Ping – School of Medicine at UCLA – on Board of HUPO

• Prof. Meyer – Medical Proteome Centre (MPC) - Bochum University, Germany

• Prof. Hecker and Volker – University of Greifswald, Germany

• Prof. James - Lund University, Sweden 

• Dr. Pan – Director of Korea Research Institute of Bioscience and Biotechnology

Opinion leaders
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Commercial advantages of HPE approach

Bring forward revenues through upfront hardware sales

Increases consumable product revenue pull through

New approach to proteomics electrophoresis opens up other new products

Initial customer feedback is very positive

HPE Advantages



25

�9 Market leading products 

�9 HPE launched and generated significant customer interest

�9 Experienced direct sales team already in place in key markets

�9 HPE Endorsement from opinion leaders

�9 US $1.0 Bn pa market and growing strongly (current products)

�9 Rich multi-product pipeline

�9 Attractive re-rating of shares on becoming profitable

Summary


