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Many drugs create additional side effects and so in some cases this therapy is a complement to 

that drug treatment. So that is the first thing. The second is apheresis is a relatively unknown 

procedure because it isn't a pharma offering today, if you will. 

And many of these rare diseases are at the earliest stages of discovery. So, we see that we can 

support for many years a much lower-cost alternative with - to repeat the last portion of my 

comment, we see that many of the diseases we treat are very rare or difficult to diagnose and are 

at the earliest stages of drug development. 

So, we see a complimentary growth path with a relatively low-cost alternative that can help follow 

the patient through that whole life cycle. Veerle would you like to expand? 

Veerle d'Haenens: Indeed, and there are so many rare diseases that there is no treatment yet. And 

as I said, we have this concept that Optia could remove any possible protein in the blood. So, I 

see the potential for new diseases to be treated. I see potential certainly also in the space of 

oncology, where there is instead of adding toxic drugs, we can remove and accomplish the same 

mechanism of action without toxicity. 

And as Antoinette was saying, I see also much potential to be complementary for some of those 

newly developed drugs where we can enhance and speed up the action and the activity of those 

drugs when those patients are starting their treatment. 

Antoinette Gawin: And I am not the chemist in the group or the scientist, but if you think of all 

those -- apologies for that disruption, if you think of the work we did during COVID to help filter 

out the impact of the cytokine storm, many of these drugs are introduced and the patient's immune 

system overreacts and the risk is that, that cytokine reaction will harm the patient before the 

medicine has a chance to cure. 

So, our product we know today can help filter and mitigate those cytokines. So that alone creates 

a powerful complement to some of that drug development. 

Mr. Sakai (Credit Suisse): Thank you very much for your presentation. It's been very impressive. 

And I have a couple of questions. 

The first question is the kind of US macro environment, the business environment, I must say. As 

far as Fresenius Kabi is concerned, Kabi restriction is concerned, Japan is kind of in a unique 

situation. Still, there are several restrictions, and you may experience that restrictions when you 
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come to Japan. By the way, welcome to Japan anyway. 

So as far as I can think of what I can see from CNN or whatever, seems the US business 

environment is getting back to normal. Are there any concerns or short-term risks that may impact 

your business plus or minus? Because a couple of years ago, I remember you benefited from the 

COVID plasma collection for COVID patients. Are there any one-time or extraordinary risks that 

we should think of going forward? That's my first question. 

Antoinette Gawin: Yes. So, thank you for the question a round COVID, environmental risks and 

potential impact. So first, some of the COVID restrictions affected discretionary procedures. 

And in the case of therapeutic apheresis, as an example, there was a fear for patients to go to the 

hospital. So that did have some short-term impact. We believe that has normalized now, but it 

spurs people to look for new alternatives and it spurs us to look at how do we bring those therapies 

closer to the patient and to the point of care, instead of taking a sick person to the hospital. 

So, we are actively involved in a US program called Hospitals without Walls, which is designed 

to transfer the reimbursement structure from a hospital into whatever site of care might occur. So 

that is one example. The other area I see as a positive because we were leading from the front 

during COVID, and that emergency use authorization occurred in six weeks from idea to 

implementation. 

It built confidence both with our associates and our customer base, that we have the capabilities 

to truly help influence the environment. And that has created tremendous goodwill. Recently, 

Cindy and I met with our global distributors and their CEOs around the world, and their gratitude 

and their willingness to work with us through our current supply chain dynamics is tremendous. 

And as you know, no company is left untouched by that. 

So, the last area I'll comment on, and this is on operating pressure, and I'll make a comment and 

then ask Chris to add on top of that. As you know, going into COVID, people, everyone, 

businesses, people begin buying things they think they might need. And what we have seen is a 

distortion in the supply chain signals. 

That is taking some time to flush through the system, but it has also highlighted where we have 

gaps. So, our factory realignment has been so helpful during this environment because we are 

closer to our customers, and we've increased capacity. 

At the same time, there are little things, and I'll use a simple example. We're all wearing the masks. 
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The material used to make masks in that protective gear is the same material we use to cover our 

kits. So, there is a shortage of the simple sheets of paper to cover the kits. 

And you might say, well, that's simple to replace. Right. Your competitor uses plastic, but we use 

the material because it's resilient and strong and it is integrated with our sterilization. So, each one 

of these creates its own level of complexity. Chris, I'll add you to add from that. 

Chris Williams: Thanks, Antoinette. I think there are two short-term challenges that we face in 

other medical device companies around the world. 

And the first is obviously the cost freight that's air shipment by land or sea up and lead times are 

taking longer. That's why we're well-positioned with our global network around the world as we 

manufacture our products close to the end customer. 

The second is raw material availability. As Antoinette mentioned, some of the simple things that 

you take for granted packaging materials, resins, and electrical components are in short supply 

around the world. We've taken a very active approach to this. 

I'll give you a couple of examples. We are qualifying additional sources of resin suppliers over 

the last six months. And then we are moving some of our raw material production, like injection 

molded components, closer and closer to our factories. 

We just recently moved the injection molding of about nine of our components from a US factory 

to Singapore that supports our Vietnam factory. We will be evaluating more vertical integration 

opportunities on a case-by-case basis as we look at taking control of our own destiny by extruding 

more of our own tubing, injection molding, and more of our components within our own factories, 

versus relying on other companies. 

Mr. Sakai (Credit Suisse): Thank you. Just a second question, a quick one. The initial investment 

to install Rika, I mean, CSL, are you subsidizing anything for this insurance investment? 

Antoinette Gawin: So, the question is around subsidizing the investment for Rika and CSL? 

Mr. Sakai (Credit Suisse): Yes. 

Antoinette Gawin: Yes. So, we are not subsidizing. We have an exclusive contractual agreement 

with CSL, but we bore the full amount of those development costs. 
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Mr. Sakai (Credit Suisse): Okay. This is a hypothetical question. Do you think the CSL is going 

to have more capacity to raise the correction fees while they are getting more plasma compared 

with others? 

Antoinette Gawin: So, let me repeat to make sure I understand the question? So, you're asking if 

we believe CSL will raise their fees they pay to donors because they're collecting more plasma? 

Mr. Sakai (Credit Suisse): Yes, that's right. 

Antoinette Gawin: Yeah, I don't think we can comment on that. I know we have some insight 

into their strategies, but we're not at liberty to discuss, and I'm not sure we all agree anyway. 

Mr. Sakai (Credit Suisse): All right, thank you anyway. 

Ken Hata: I'm going to ask somebody online. Can you speak loud so that I can hear you? 

Interpreter: Yes. 

Ken Hata: Okay. So, do you see any questions from Yamaguchi san from Citigroup? 

Interpreter: Not at this moment, no. 

Ken Hata: Okay, people, online, please utilize chat functions so that we can pick up and read out 

your questions. So, unless you type in, we cannot pick up. So, while we are waiting, if somebody 

in this room has more questions. Okay. Yokota san from BofA. 

Mr. Yokota (BofA): Hi, this is Yokota from BofA. Thank you very much for the thorough 

presentation today. I'm just trying to get a bigger picture of the ecosystem. I think that was one of 

the biggest topics for today's presentation. 

So just to make sure, I'm looking at slide number 23. The diagram. Is this focused more on it says, 

the customer? So, I'm guessing this is CSL for now and not the donor themselves, is that correct? 

Antoinette Gawin: Thank you for the question. Let me the address and then Cynthia can add if 

she feels appropriate. You'll see the donor reflected in the design aspects of the plasma donation 

system itself. Some of these other tools are really designed for the center operators and the center 

managers so they can do their own planning around their donor experience. 
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We have seen that at each CSL, Takeda, Grifols, everyone looks at that slightly differently. So, 

this is a set of tools that they can use to help optimize their system. The other thing I would 

highlight with this integration, the device is the initial enabler, if you will, and we've tried to think 

through end to end. 

So just as an example, as we did our Genba work, there are operators. The typical operator is my 

height; or Cynthia's height, but the pallets were stacked very high. 

So, we actually changed the size of the pallets for the bottle so when they come out of production 

and go to Sterilization and then into a vendor-managed inventory and onto the center, there's no 

additional strain on an operator in the center where they're lifting or lowering beyond their 

capabilities. 

So, we've tried to think of usability through the whole system, and then that will help the centers 

attract more donors. Did I address that ok? 

Mr. Yokota (BofA): Thank you very much. So that means potentially you could track donors' 

data from this ecosystem. But I guess the donor's data is more the plasma collection center's 

responsibility. But is that possible? And I feel like that would be a better patient journey for the 

donors. 

Antoinette Gawin: Yes. So, there are specific data in Rika. So, I'll let Cynthia talk about how we 

are looking at patient-specific data and the center's role there. 

Cynthia Hougum: Thank you for the question. I think you can hear me. 

Mr. Yokota (BofA): Yes, I can hear you. 

Cynthia Hougum: Thank you so much for the question. If you look at the data that is collected 

from a donation standpoint, it is anonymized. However, from our side, we have long had a history 

of looking at data. Based on that, it's a foundation to look at performance systems as well as 

donation data from the donor. 

We look at both of those in collaboration. We discussed with the customer in terms of how we 

can use that to look at and how they can use it to look at operational efficiency, to look at other 

parameters. 

Mr. Yokota (BofA): Thank you very much. 
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Ken Hata: Hello, hello. Ibis is working, so I think we got a question from Barker san, from 

Jefferies, then followed by Morgan Stanley MUFG Hayashi san. So, if you can see the questions, 

could you? 

Interpreter: So, the question from Stephen Barker from Jefferies is, when do you expect to be able 

to sell the Rika system to customers apart from CSL. And two, theoretically how much of this 

market can you take over before competition authorities might become concerned? 

Antoinette Gawin: Okay, thank you very much for your question. 

Interpreter: And I will interpret now the question in Japanese as well. 

Antoinette Gawin: Okay. 

Interpreter: Now feel free to answer. Thank you. 

Antoinette Gawin: Thank you very much for the question. We will start deployment with CSL 

next quarter so that will initiate that process. And per CSL, we anticipate a nine to twelve-month 

deployment cycle to ramp their facilities within the United States. In addition, then we will honor 

our exclusivity contract, and during that time, we will also continue in discussions to understand 

the needs of the other fractionators in the industry. That concludes my remarks. 

Interpreter: And how much of the market do you think you can take before competition or 

anticompetitive views from the government will change? 

Antoinette Gawin: We can't really hypothesize around that. So, I appreciate the question. What 

I will say is we know that this is a dramatically underserved market. Many countries have no 

capability for this. So, we see ample opportunity for growth collectively across the market before 

any type of concerns would be raised. But we can't hypothesize on those. Thank you. 

Ken Hata: So, could you move it to Hayashi san's question? 

Interpreter: Ibis question is from Mr. Hayashi at Morgan Stanley MUFG. In the Rika ecosystem, 

we understand that the Littleton factory plays a very central role in the supply chain. However, 

are you considering putting up a new factory to serve markets other than the US? Or do you 

anticipate that the Littleton factory will continue to supply the entire world going forward? 

341: 38 
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Chris Williams: Yeah, thank you for your question. At this point, with the investments, that we 

have approved with the production lines, that we will put in Littleton we will have excess capacity 

when fully operational, stabilized; and improved to support incremental demand. 

Ken Hata: Does Hayashi san have another question? 

Interpreter: Just one moment, please. Yes, I will read the question in Japanese first. So this 

question is what are the reasons that the Plasma Innovation business is able to achieve a higher 

gross profitability and operating profitability than other product lines? Is it because of the pricing 

being attractive, or is it because the Littleton factory is more efficient in its manufacturing 

processes? Or any other reasons, please answer that. Thank you. 

Antoinette Gawin: Thank you for the question. I'll address that, and then the team can add on as 

necessary. One unique aspect of the plasma market is a high level of standardization. So, every 

plasma center in the CSL network, as an example, follows the same operating procedures and has 

the same SKUs. 

If I contrast that to blood centers around the world, each blood center has its own operating 

procedures, and that may vary between countries and within countries. So we have hundreds of 

SKUs from a disposable perspective to serve the blood centers, we have one with CSL. We also 

have a differing level of complexity in terms of the number of parts we need to procure and 

manage. 

So that ecosystem you saw built around Rika allows us to train operators once to deploy one 

maintenance procedure, so it does help create more profit in the system. 

Cynthia Hougum: Please add a comment. In addition to what Antoinette has stated, we have 

looked at how we could optimize the use of our investment through smart automation. 

And we've also built smartly so that we can scale beyond our current customers to be able to 

reutilize some of those investments. So, all of those things actually make us a very streamlined 

business. 

Ken Hata: Okay, actually, Yamaguchi san from Citigroup, I got questions through email. He's 

not allowed to use the chat functions on them because of the Citigroup's restrictions. So, I got a 

question here. Impact on gross margins for emerging market expansion and Rika business 

expansion. So, this means if we enter into the emerging market, is that going to improve the gross 

margin or it's gonna be lower. 
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Then separately, so, you know Rika machines that's going to improve the gross margin? I think 

the answer is yes, but I think his focus is emerging market expansion. Sounds interesting, but 

what's the impact on the gross margin? 

Antoinette Gawin: Yes, so thank you for the question. I will address that and then ask Rusty to 

expand as appropriate. So, the emerging marks. So, Rika, yes, long-term will improve our gross 

margins because of the simplicity we referenced relative to our existing business models. 

The emerging markets, as you know, have different sources of funding. So our initial investments 

there have focused on government affairs and building coalitions and public-private enterprises 

so that we can operate differently. So that will influence where the funding comes. 

We are also heavily reliant on distributor networks in some of those markets and are looking at 

the technology, the software, and the services to help us identify new business models that will 

help us still protect a reasonable gross margin. Rusty, ifl could ask you to add any comments. 

Rusty Spinney: Happy to. I would, first, with respect to Rika, in the plasma innovations business, 

it will help our operating profit margin because of the lower SG&A and back-office requirements 

due to the automation and some of the very creative ways we've built the ecosystem. 

With respect to emerging markets, we are very complex. So actually, there are some products in 

some emerging markets that have some of our highest margins. So, I think it's product by product 

and country by country, depending on what's really driving or impacting our gross margin levels. 

I think we'll continue to build out our manufacturing capabilities, as Chris indicated, by moving 

to lower cost, efficient factories in Vietnam, Costa Rica, and India, closer to the customer. That 

will also help our gross margins in those growing and emerging economies. 

Antoinette Gawin: I will expand with one additional example that may help illustrate that 

variance that Rusty discussed. Veerle referenced earlier the sickle cell disease treatment that is 

prevalent in Africa. Two-thirds of people have the genetic marker that will indicate they may have 

sickle cell disease. 

Today, their option is a very expensive drug, if they have access to that drug. So, our alternative 

is dramatically lower cost for the government and for the patients, but it does not require us to 

drop our margins because we still remain a viable and cost-effective, and clinically effective 

alternative. 
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Ken Hata: Yeah, okay. Actually, Yamaguchi san has a second question. This is simple. So 1NB, 

triple negative breast cancer, Immunicom, is it approved? That's a question. If not, then when do 

you expect the approval? 

Antoinette Gawin: So, thank you for the question. I will ask Veerle to talk through the specifics 

of that. 

Veerle d'Haenens: Yes, and thank you for the question. The treatment for triple-negative breast 

cancer using the combination of Optia and the column from Immunicom has received CE mark 

approval for the removal of the soluble tumor necrosis receptor factor. 

So we have the approval to go on the market and we are currently working with Immunicom to 

bring that on the market in a limited controlled release in four countries in Europe. 

Ken Hata: Thank you. So, do you see any other questions from Ueda san or Tokumoto san? 

Interpreter: Yes, just one moment. Yes. Okay, we do have a question. 

Ken Hata: Okay, whose question is that? 

Interpreter: So, this is a question from JP Morgan Securities Naoko Saito san. And the question is 

in Japanese. I'll first read it in Japanese. So, this question is about the fact, which was just 

mentioned, that Rika requires safety and cybersecurity to be in place. 

And at this time, are there any regions where those safety or cybersecurity may not be able to be 

guaranteed? And if you're deploying to countries other than the United States, is it basically going 

to be just the developed countries, such as in Europe, where you'll be able to deploy? Could you 

please respond to that? 

Antoinette Gawin: Thank you for the question. You are asking about the Rika safety and 

cybersecurity features and whether and how we can guarantee those in other countries. So, I will 

address and then ask Cynthia to expand. The safety features are built-in around the ability of the 

operator and safety features to protect the donor. 

Those would transfer regardless of where the device would be used. From a cyber security, I 

believe, as in any equipment, we would have to evaluate those requirements, just as we do today 

with things like data privacy or other enabling features. So, Cynthia, would you like to expand? 

37 38 



Among the information that Terumo discloses, the forward-looking statements including financial projections are 
based upon our assumptions using information available to us at the time and are not intended to be guarantees of 
future events or performance. Accordingly, it should be noted that actual results may differ from those forecasts or 
projections due to various factors. Factors affecting to actual results include, but are not limited to, changes in 
economic conditions surrounding Terumo, fluctuations of foreign exchange rates, and state of competition. The 
market share information in this presentation is partly derived from our own independent research. Information 
about products (including products currently in development) which is included in this material is not intended to 
constitute an advertisement or medical advice. 

 
 38 / 38 

 

 

 

 

 

 

 

 

 

 

 

 

Haemonetics Corporation 
Exhibit 2018 

Page #38

Cynthia Hougum: Yes, just a bit. So, we developed it to look at cybersecurity. It is a cloud-based 

application, and we're leveraging the security from the cloud in order to protect the data and the 

data privacy, as Antoinette stated. And we will continue to look at evolving cybersecurity needs 

as we go forward globally. 

Ken Hata: Okay, thank you very much. So, if you see one more question we can take. 

Interpreter: Understood. Just one moment. So, we have a follow-up question from Stephen Barker. 

How many of the four production lines are being used now to supply CSL? And in Japanese, how 

many of the lines are being used to supply CSL at this time? 

Antoinette Gawin: Thank you for the questions, as they are our first customer, all of the existing 

lines are being used in support of CSL. 

Ken Hata: Okay. Thank you very much. So, it's past 3 by more than ten minutes, so we want to 

wrap up this program here. Thank you very much. So, thank you to everybody in this room and 

online as well. Thank you very much. 

[END] 
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