Case Study - OEM by QIAGEN:

How OEM purification solutions help to turn an innovative
cancer fest into a valid and growing business

According to the World Cancer Research fund, there were about 18 million cases around the world in 2018 (excluding
skin cancer). The global burden of cancer and its related economic impact is, therefore, growing. Around 40% of all can-
cer cases are preventable, so many governments prioritize cancer prevention. This international goal is reflected in their
healthcare policies. Encouraging innovative solutions that are also affordable in the healthcare system is only one facet of

international efforts in cancer research.

Our customer is a start-up biotechnology company based in Singapore, which offers a proprietary detection solution for
a common cancer type. Their proprietary solution would enable patients to perform screening of the target cancer sooner
and at a competitive price. Their business gradually gained traction in this niche market, and it is expected to grow over

the next few years.
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The challenge: Scaling production
to match business growth
and budget

Every business starts on a small scale. No
matter the expertise, many businesses do not
manage to scale their operations and grow to
the next level. Our customer could not expand
existing operations with partner labs for scaling
production to match the demand prognosis for
their cancer detection product. Like every new
business, establishing market presence first is
critical to success. The company was pressured
to create a minimal viable product to penetrate
the market and gain a leading advantage as
soon as possible. They were, however, limited

by space and capital investment capabilities.

How did we help?

The CTO is familiar with QIAGEN® products for many years and is con-
fident with our high quality. She was keen to explore OEM by QIAGEN
solutions for purification reagents and enzymes that would match their
pricing requirement. During the initiation phase, we offered unbranded
off-the-shelf components to enable faster sampling and easier integration
to the customer’s existing kit. With no customized modification involved,
the pricing was kept significantly low while delivering the components
the customer wanted. OEM solutions helped the customer expand their
production, with reduced investments upfront and aftractive pricing

over fime.

With unbranded off-the-shelf components to enable faster sampling and easier integration to the custom-

er's existing kit, OEM solutions helped the customer expand their production, with reduced investments

upfront and attractive pricing over time.

For more information regarding OEM by QIAGEN go to our website www.qiagen.com/oem

For up-to—date licensing information and product-specific disclaimers, see the respective QIAGEN kit handbook or user

manual. QIAGEN kit handbooks and user manuals are available at www.qgiagen.com or can be requested from QIAGEN

Technical Services.
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