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General disclaimer
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The slides do not comprise an admission document, listing particulars or a prospectus relating to the Company or any subsidiary of the Company, and the information
contained in, and communicated to you in, these Slides does not constitute, or form part of, and should not be construed as, an offer or invitation or other solicitation or
recommendation to purchase or subscribe for any securities in the Company and should not be relied on in connection with a decision to purchase or subscribe for any such
securities. The Slides and the accompanying verbal presentation do not constitute a recommendation regarding any decision to sell or purchase securities in the Company.



Highlights

3

Tomorrowôs Diagnostics Today

Why invest in Novacyt?

Robust sales growth due to proprietary technology products, high barriers to

entry and niche market focus

Significant investment opportunity

Strong margins: already at c.60% gross margin and near-term profitability

High growth potential due to large and fragmented market

Targeting a 2017 AIM IPO with shareholder authority to issue c.ú18m of new capital based on a subscription 

price around ú0,90 per share

Market leading and proprietary technologies for diagnostic testing in

oncology and infectious disease

M&A opportunity: accelerate growth and profitability



Committed and Passionate Management Team

Graham Mullis
Group CEO

¶ Appointed CEO of Novacyt in 

2014

¶ Over 30 years in healthcare; 

pharmaceuticals & medical 

device markets

¶ Internationally experienced 

leader with multi-disciplinary 

background

¶ Led multiple successful exits; 

Biocompatibles Eyecare, 

ClearLab, VisionTec and 

Optivue

¶ C-level executive with FTSE 

250 (Biocompatibles

International) and NASDAQ (1-

800 CONTACTS)

Anthony Dyer
Group CFO

¶ 17 years in healthcare; 

pharmaceuticals & medical 

devices

¶ Joined Group in 2010

¶ Growth business and M&A 

experience, including 

RiboTargets / British Biotech 

and BioFocus / Galapagos

¶ FCCA qualified 20 years; 

commercial and audit 

background
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¶ Experienced private equity 

investor having spent almost 30 

years in the industry

¶ James has been involved with 

over 30 businesses, typically as 

Chairman or Non Executive  

Director and also as observer

¶ Formerly of Bridgepoint Group 

and NED of Masstock and 

Crompton Lighting

James Wakefield
NED and Chairman



Novacyt Group: Overview
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ñSelf sustaining, 

cash generativeò

Infectious disease 

ñSimple, 

fast, flexibleò

Infectious 

disease 

ñBetter, 

quicker, cheaperò

Cancer & 

Infectious disease 

Å Novacyt is a UK based 
business with three exciting 
diagnostic technologies; ú11m 
sales and 38% CER growth

Å Infectious disease 
diagnostics is largest market 
segment*

ÅCancer diagnostics is fastest 
growing market segment*

Å Novacyt is a reagent 
manufacturer with capital 
purchase and repeat 
consumable purchase

Å M&A opportunity

Å Track record of value 
creating deals

*Directorsôbelief



KPIsEstablished and lower growth High Growth
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Targeting global leadership in clinical diagnostics in oncology and infectious disease markets

Novacyt Strategy

Organic Revenue 

Growth

>25% per annum

High Gross Margin

>60% gross margin

Profitable, cash 

generative

Cash flows feed high 

growth businesses

Organic 
growth

Acquisitive 
Growth

Novel

R&D



Transaction Rationale

Why AIM? 

¶ UK-centric company

¶ Enhance capital markets profile and international profile

¶ Broaden shareholder base to support ambitious organic and inorganic growth plans

Why now?

¶ High growth business with right profile for UK listing

Why invest?

¶ Trading at c.1.1x FY17e revenue(1)

¶ Revenue generating, lower risk med-tech

¶ Experienced management team

¶ M&A offering potential for accelerated growth
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Use of proceeds: intentions

Working Capital

Growth Capital

M&A

Deferred Consideration £2.5m

(1) As of 09 May 2017, versus consensus analystsôforecast sourced from Thomson Reuters



Core Financials 
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High sales growth and expanding margins

¶ Group Revenue ú11.1m (2015: ú8.9m) representing 25% growth

and 56% CAGR 2014-16

¶ Gross margin c.60%

¶ Gross margin achieved despite largely indirect distributor sales

channel

Trajectory to near term profitability

¶ Approaching EBITDA breakeven point

¶ Planned EBITDA loss peaked in 2015 at ú2.9m as rapid investment in

NOVAprep® was made to drive sales growth

¶ Cash balance of ú2.9m at 31 December 2016

¶ Total debt of ú6.3m

¶ Management expect strong future cash-flow and low capital intensity

*Pro-forma: 12 months of Primerdesign financials incorporated

0%

10%

20%

30%

40%

50%

60%

 -

 2

 4

 6

 8

 10

 12

 14

FY14 FY15 FY16 FY16
Pro forma

ϵ
m

Revenue and Gross Margin

NOVAprep Lab21 Primerdesign Gross margin

-36%
-33%

-21%

-13%

-50%

-40%

-30%

-20%

-10%

0%

 (3.5)

 (3.0)

 (2.5)

 (2.0)

 (1.5)

 (1.0)

 (0.5)

 -

 0.5

2014 2015 2016 2016
Pro forma

2017
concensus

ϵ
m

EBITDA evolution / % of revenue



Business Divisions ïP&L

Revenue(1) ú5.1m ú1.6m ú6.2m

Gross margin(1) 82% 50% 42%

EBITDA(1) 38% N/A 11%

Sales distribution 

channel

Direct (UK), Indirect (ex-UK) Indirect (Global) Direct (UK), Indirect (ex-UK)

Strategic focus ¶High growth (organic / inorganic)

¶Niche clinical product focus

¶ Investing whilst maintaining high

profitability and cash flow

¶High growth (organic / inorganic)

¶Unique proprietary cancer product

¶Profitability following investment

¶Growth (product expansion)

¶Established product portfolio

¶ Increasing profitability and free

cash flow
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(1) Revenue for Primerdesign on a proforma basis.  All quoted figures for the 12 month period ended 31 December 2016



Revenue Breakdown ïProduct and Geography
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Cytology
14%

Haematology/ 
Serology

25%

Microbiology
24%

Clinical 
Laboratory

7%

Molecular 
Products

30%

Revenue by product

Europe
53%

Asia Pacific
22%

America
11%

MEA
14%

Revenue by geographical region

Source: Audited 2016 Group consolidated financial statements



Business Segments



Lab21: ñSelf-sustaining, cash generativeò
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Reagent manufacturer, multiple assay purchases

Consumable reagents ïñmanualò
Indicative price per assay: ú1 to ú20



Lab21 Products: Overview
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Self-sustaining, cash generative, providing capital to drive growth in Primerdesign and NOVAprep

Summary

Å Total addressable market ú6.8 billion(1)

Å Develops, manufactures and distributes a large range of infectious disease IVD products across the world through multiple brands

Å Screening and confirmatory diagnostics extensively used in developing markets

Å High barriers to entry due to regulatory hurdles and branding

Å Targeting low double-digit profitable sales growth

Key Strengths

Å Significant operational synergies to benefit Primerdesign and NOVAprep products

Å Loyal distributor customers - ñstickyò,stable and profitable sales base

Å In-house manufacturing for majority of products provides stability of supply chain and margins

Å Established, global distribution channels

Å Distribution expertise in developing markets (e.g. South America, Middle-East)

(1) Source: Futuremarketinsights.com óIndustrial Microbiology Market ïGlobal Industry Analysis and Opportunity Assessment 2016 ï2024ô 



Business Segments



Primerdesign: ñSimple, Fast, Flexibleò
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Reagent manufacturer, multiple assay purchases

One off purchase ïgenesig® instrument
Indicative price per unit: ú4,000

Consumable reagents
Indicative price per assay: ú10 to ú50

Consumable reagents agnostic ïñmultiple platformsò
Indicative price per assay: ú10 to ú50



Primerdesign: Market Opportunity
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Substantial opportunity for core qPCR technology to be sold into multiple markets 

Å A growing and attractive RUO 

market for qPCR kits 

Å Primerdesign focused on US 

market; fastest growing region 

for RUO 

Å Direct sales channel into UK 

market ïrepresents 25% of 

current revenues

Å Opportunity to exploit position in 

other developed markets

ú1.3 billion(1)

CAGR +6.0%

Academic RUO

Å Clinical markets present 

significant growth opportunity for 

approved CE-IVD assays

Å Molecular testing is already 

fastest growing segment of IVD 

market and qPCR testing is 

already ú1.2 billion(1)

Å Targeting commercialisation of 

certain developed assays to CE-

IVD products in niche markets  

ú6.0 billion(1)

CAGR 9.1%

IVD Clinical

Å High growth market with rapidly 

changing needs and strong 

pricing

Å Regulatory standards less 

rigorous but requires different 

sales channel

Å Opportunity is to partner through 

B2B as Novacyt does not have 

strong distribution in this market

ú6.7 billion(1)

CAGR +8.6%

Å Different, less rigorous regulatory 

standards compared to clinical 

markets

Å Same assays can be sold into 

this market but requires different 

sales channel

Å Distribution synergies possible 

through Lab21 Products division 

ú6.7 billion(1)

CAGR +7.4%

VeterinaryFood safety testing

Other opportunities

(1) Market sizes and CAGRs have all individually been sourced from a combination of marketsandmarkets.com (February 2017) or Global Markets Insights Inc and Directorsô beliefs

Core focus



Primerdesign: R&D
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Academic RUO IVD molecular clinical

Today

V Extensive 450+ RUO product menu 

V Strong margin & profitability

V Speed to market

V Lower regulatory hurdle

Tomorrow

V Larger clinical market

V Higher pricing

V Higher growth potential

V Opportunity in underserved niche 

markets

ú1.3bn(1)

CAGR 6.0%
ú6.0bn(1)

CAGR 9.1%

R&D CE - IVD registrations 

for c.10% of products 

Design, manufacture and distribution of molecular real-time PCR kits and reagents

Increase market opportunity

RUO assay development 4 weeks CE - IVD assay development 12 months                         

(1) Market sizes and CAGRs have been sourced from marketsandmarkets.com (February 2017), Global Markets Insights Inc and Directorsô beliefs



Primerdesign: Financial Strength

2016 Financial Performance

Å £4.2m sales (2015: £3.9m) driven by growth of 71% in South

America, 31% in Asia Pacific, 28% in North America

Å 82% gross profit margin (2015: 81%)

Å 38% EBITDA margin (2015: 34%)
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Acquisition ïMay 2016

Two months to signed SPA from beginning due diligence

Å Consideration of £4.7m cash and £4.9m equity, with sales

growth earn-out of £2.5m and warrants

Å Revenue multiple on full-earn out basis of 2.0x

Å EBITDA multiple on full-earn out basis of 5.8x

Note: change of year end in FY15 and FY16 from September to December in line with Novacyt financial year end

Source: Company Accounts
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Business Segments



NOVAprep: ñBetter, Quicker, Cost Effectiveò
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One capital purchase, multiple vial purchases

One-off purchase ïNOVAprep® instrument
Indicative price per unit: ú25,000 and ú50,000

Consumable ïthe NOVAprep® vial
Indicative price per vial: ú2.00 to ú3.00


