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A fresh approach to doing business

As we continue to learn more about customers both here and
overseas, we've also come to understand some of the things that
give Invetech its unique look and appeal.

Perhaps the most fundamental aspect of Invetech’s culture is
our ‘open-book’ approach to everyone from staff through to
customers.

We work from the premise that innovation can come from
any level in the organisation, so it's not uncommon when ideas
are raised at meetings for colleagues — regardless of status — to
applaud it or rip it apart. Everyone accepts that any negative
comments aren't made personally, rather on the merit (or lack
thereof) of the idea presented.

Similarly, this open-book approach appeals to many clients who
have grown weary, and wary, of the more traditional consultants
buying/selling approach to business. While some clients brief
their consultants and then sit back and wait for the output,
product or manufacturing automation development demands far
more intimate collaboration. Many clients therefore appreciate
Invetech’s approach of providing complete visibility into all expen-
ditures, schedules, product costs, milestones and risks throughout
the project. Such transparency is critical if the client is to remain in
total control of our involvement in their process.

Another key element is that, unlike our competitors, Invetech has
evolved, not from a manufacturing base but from a technology
consulting background. This has fostered a ‘problem-solving’
mentality in which Invetech seeks to work with the client to help
grow their business at a commercial and strategic level, rather
than simply executing a particular job spec.

The reasons why so many manufacturers have turned to contract
R&D providers like Invetech have been exacerbated by the
constant pressure being applied via shareholders, company
directors and global competitors, to find ways to improve
efficiencies and economic returns. These pressures in turn mean
that manufacturers must review every aspect of the value chain

— even parts of the business historically considered to be ‘core’,
like R&D.

In the end, Invetech most relishes the opportunity to become part
of another company’s team and to finding the most effective and
efficient way to complete a project and create business success.
This issue introduces readers to two new members of the
Invetech client ‘family’ — Opdicom and Streck Laboratories. We
hope you enjoy finding out more about them ... and about us!

Paul Wright
Chief Executive Officer
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A Melbourne start-up company is set to launch a new
computer-based peripheral stacking system that will
revolutionise disc storage.

The new computer peripheral product is an automated carousel that
stores, protects and retrieves CDs, DVDs, music and game discs.

It's aimed at business, studio and home markets and effectively gives
users instant and efficient access to their disc libraries.

“We saw a need for a product that aides people who place a time
value on disc retrieval,” says Lindsay Lyon, President and CEO of
Opdicom. “Searching through dozens of pouches or shelves looking
for a particular disc can be frustrating and unproductive. Using the
new product, and its bundled OpdiTracker software, you can find
and eject any stored disc within seconds.”
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— Lindsay Lyon, President and CEO of Opdicom
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Each unit holds up to 100 discs and links to any PC via a
single USB connection that supplies both power and data.
Built-in connectors allow users to stack units five high

to create a tower that holds 500 discs without needing
additional cables or desk space. Up to 127 of these
towers can be linked via powered USB hubs to store,
manage and protect as many as 63,500 discs — all from
the one computer.

The product comes equipped with its own intuitive
OpdiTracker database and search engine. Whenever a
new disc gets inserted into the computer’'s CD or DVD
drive, OpdiTracker automatically recognises it and gives
the user the option to add its name and file structure to
the database.

OpdiTracker also comes with a password protection
system that enables users to control access to their disc
library. The system also allows users to record the name
of whoever borrows a disc as well as onscreen reminders
detailing when the item on loan is to be returned.

Invetech played a key role in developing the product,
having been called in not long after Opdicom opened
for business in July. Lindsay said while Opdicom's

core expertise lay in sales, marketing and software
development, it realised it would require strong partner-
ships with other companies to get the product ready
quickly.

“We knew from the outset that to get this product to
market fast, we'd need to partner with other profes-
sionals. Invetech provided us with industrial, electronic
and robotic design, effectively delivering us with a
functioning prototype unit in just 90 days,” Lindsay said.
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— Lindsay Lyon, President and CEO of Opdicom
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He added that the unit's design maintains a ‘computer
peripheral look and feel’ and due to its sleek, user-friendly
appearance, it requires minimal time for assembly.

The product will be launched in Australia and Japan in
February 2004, and cost AUS$199. The company then
plans to move into the US market some time later in
2004.

Interest is expected to come from many sectors,
according to Lindsay, who said the company was
overwhelmed by the reaction to an informal online
survey.

“We sent out a spam e-mail based test marketing in
Australia. Not only was the overall response rate higher
than you'd normally expect, but so too were the number
who said they'd take part in the survey as well as the high
proportion who were happy to provide personal contact
details,” he said

“Market research shows that sales of optical media
products are expected to increase by more than 30%
compound growth through 2006,” Lindsay said. He
added that Opdicom expects to sell 150,000 units in the
first full year and have forecast revenue of $50 million
within three years.

“We realised early on that we could not produce a
piece of hardware quickly. Invetech, through its size and
wealth of IP capital embedded in its engineers, gave us
the scalability and ability to turn on the tap fast to get the
product ready for release quickly and efficiently,” Lindsay
concluded.

For more information, go to: www.opdicom.com
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Each year Invetech presents its skills and services at various exhibitions and trade shows around Australia and around the world.
The table below outlines where we'll be on show in the next few months. Please feel welcome to contact our Marketing Department,

via e-mail <kmc@invetech.com.au>, for more information on any of the exhibitions.

Location

Services

0oooooood

— Jim Glover, project leader,
Innovation Insights

Lab Automation San Jose McEnery Convention Centre, San Jose CA 2-4 February Product Development
Pittcon McCormick Place, Chicgo Il 8-11 March Product Development
National Manuf'g Week | Sydney Convention & Exhibtion Centre, Australia [-4 June Breakthrough Manufacturing
Bio 2004 Moscone Centre, San Francisco CA 6-9 June Product Development
AACC Los Angeles convention Centre, Los Angeles CA 27-29 July Product Development
Automate Melbourne Exhibition & Convention Centre, Australia | 5-7 October Breakthrough Manufacturing
Medica Dusseldorf Trade Fair Centre, Dusseldorf, Germany 27-20 Nov (tbc) Product Development

into world’s best practices

Though the newest player on the ‘Innovation Insights’ world
stage, the Australian program more than held its own at
the recent annual conference in London.

Indeed, less than |2 months into its three-
year program, Innovation Insights Australia
proudly recorded its |,000th visitor during
a visit to Toyota in Altona last month.

“We've been excited by the response to
the program — even at this early stage

— which not only reveals Invetech’s and the
Government's commitment to introducing
world’s best practice to Victorian small to
medium manufacturers — and the benefits
gained by both host companies and
attendees,” said Jim Glover, project leader
of Innovation Insights who attended the
event,

“It was also extremely useful to catch up
with leaders from other top programs,
including England’s Inside UK Enterprises
(IUKE); Germany's EUNET-TOP; and
Canada’s Innovation lllimitee to benchmark
their success,” he added.

Jim said more than 150 attended the
awards ceremony held each year to
celebrate the host companies’ participation,
Best Practice adoption, Innovation and
Continuous Improvement.

Jim quotes from a recent UK report that
indicates the significant impact the IUKE
program is having: “It is estimated that the
program has helped users of IUKE visits to
increase sales by around £175 million and
increase profit margins by around £135
million with these figures being significantly
higher than last year”.

Jim then got a chance to provide further
insight into the Invetech-run Australian
model; guests were very impressed with
the high standard set so early in the
program’s operation.

He added that the local model offered
several key differentiators over overseas
programs, including: themes dedicated to
regional manufacturing requirements; focus
on local networks facilitating major topics;

and an insistence on providing knowledge-
able facilitation to each and every host visit.

Dr Jon Hodson, Director of Invetech, said:
"Seeing innovative practices in action can
often cause the 'lights to go on’ for those
people who are responsible for making
organisations successful; Innovations
Insights is currently providing a major
contribution to the current drive for manu-
facturing excellence and the adoption of
best practice within the Victorian manufac-
turing sector.”

He added that next year already was
shaping up as even bigger and more
exciting than 2003 and urged all Victorian
manufacturers to get involved in what

is fast becoming the flagship program
within Victoria's agenda for manufacturing,
and the best program of industry visits
promoting best practice in the world.

For more information, go to:
www.innovationinsights.com.au
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A US-based innovator of hematology control products has called on Invetech
to manage major reliability reviews and manufacturing of two key instruments.

Streck Laboratories, Inc, turned to Invetech

in April to enhance the reliability levels and
provide manufacturing expertise for its ESR-
Auto Plus and ESR-100 blood analysis devices.
Both devices were on display at Medica 2003
— the world’s largest medical trade show — in
Dusseldorf in November.

Recognised worldwide as an innovator of

hematology control products, Streck, which
is based in Nebraska, currently manufactures
25% of the hematology controls used in the

Paul Wright, Invetech’s CEO, said this project
reflected the depth and range of capabili-

ties on offer and demonstrated how quickly
and efficiently the company can carry out
assignments for overseas companies. He
added that Invetech was in the process of
finalising several more major projects with large
overseas companies.

“Despite depressed economic conditions
— particularly in key North American and
European markets over the past few months,

US and 35% of the controls worldwide. we're receiving a great deal of interest from
overseas companies like Streck keen to
gain access to our world-class, world-scale

development capability,” Wright said.

“We were extremely impressed with the way
Invetech handled this multi-faceted project. We
had spoken with several other companies, but
were unable to find any that could provide the
one-stop-shop approach that Invetech did,”
said Brad Hunsley, Streck’s R&D Manager.

He added that Invetech’s hands-on approach
to every facet of the project was greatly
appreciated, particularly since the company
had just acquired the ESR product range from
Swedish-based Analys Instruments AB in April.

“Brad and his team were most helpful in
providing us with the necessary documentation
regarding their assembly and test instrumen-
tation procedures required to conduct the
reliability enhancements,” said Colin Potter,
Invetech’s Project Manager.

Colin said Invetech also repeated and updated
all appropriate regulatory approvals for both
the ESR-100 and ESR-Auto Plus.
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— Paul Wright, Invetech CEO /

Please be advised that all mailing details are kept confidential. If you no longer wish to receive this mailing, please contact Kim Chew
at Invetech Pty Ltd, Private Bag 44, Mount Waverley Victoria 3149 Australia, or via e-mail (kmc@invetech.com.au).




