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Editorial
The challenges just keep on coming…

Winning new contracts in a troubled global economy is not an 
easy task for any export-focused company. Indeed, the regular 
challenges of selling product into foreign countries has now 
been exacerbated by the recent war in Iraq, the economic 
slowdown in the US, rising exchange rates and SARS.

This is not to say gaining successful entry into key overseas 
markets is not worth pursuing. On the contrary, it simply means 
those companies set on such a course must spend more time 
ensuring that their export strategy is both robust, achievable and 
based on delivering real value to each target market.

Our strategy is comprised of many key components, including 
featuring a strong local presence in our major markets, building 
strong customer relationships and valuing our current client 
base. These moves have recently delivered new instrument 
development projects through our team in the US, in spite of 
the difficult trading environment. This is a tremendous effort 
from our team based in the Victorian State Government 
Business Office in San Francisco. Our first “letter from the USA” 
is included in this edition.

Closer to home, we are seeing the benefits of business 
diversity developed over 15 years of product and manufacturing 
development in a wide variety of industry segments across 
Australia. From icon consumer products that we developed in 
our early days for Britax, Reckitt and Coleman, Sunbeam Victa, 
and Black and Decker to our early forays into the biomedical 
arena with Cochlear and Leica, to the types of medical devices 
and breakthrough diagnostic products we are now developing, 
it is clear that this diversity is creating opportunities for growth 
ahead in our domestic business which would not be available in 
any single market sector.

In searching for ways forward for Australian exporters like 
Invetech, it is worth reflecting on comments from the two 
speakers at our company’s recent 15th anniversary function. 
Peter Farrell, ResMed’s CEO, stressed that success comes 
through a fixation on customer satisfaction and employee satis-
faction, while Jim Fox, Vision’s CEO, spoke of the need for guts, 
global vision, good people and good science. For those of you 
who joined us at these events, thank you for your continuing 
support, and for those unable to attend, you may find out more 
about Peter Farrell’s presentation elsewhere in this edition.

Whatever your perspective, I wish you all the best in finding the 
right formula for your own business in these difficult times.

Paul Wright
Chief Executive Officer

Invetech wins two 
  top design awards

Invetech took out top “gongs” for two different medical 
biotechnology devices at the Australian Design Awards in 
May.

The awards were received for the BondTM System, jointly developed 
and manufactured with Vision BioSystems and Invetech. Bond is an 
automated staining system to be used in pathology labs and hospitals 
worldwide; and The SensiDxTM System, which has the potential to 
detect and quantitatively measure analytes such as viruses, hormones, 
bacteria, electrolytes, clinical markers and drugs in whole blood in 
less than five minutes. 

The latter device was developed on behalf of Ambri Limited, a 
Sydney-based start-up company that took out the Software Design 
Award while the Bond System won an Award for Engineering 
Design. In addition, the SensiDx System won a Powerhouse 
Museum Award.

“It’s very gratifying to take out two more Australian Design Awards 
which demonstrate our world-class ability to deliver leading edge 
medical diagnostic instruments that are in demand in both local and 
overseas markets,” said Paul Wright, Chief Executive Officer of 
Invetech.

Left: The Bond System, top, and 
Ambri’s SensiDX System are 

two more examples of Invetech’s 
award-winning design expertise.

Below: the award-winning team –  
in conjunction with Vision Biosystems, 

Invetech won an Engineering Design 
Award for the Bond cancer 

detection instrument.

continued page 4



Invetech’s recent 15th anniversary celebrations were highlighted by a call to arms for more 
Australian companies to become global technology innovators.

Wake-up call for 
     Australian innovation

The charge was led by Dr Peter Farrell, CEO and 
Chairman of ResMed – the leading technological 
innovator in the global US$1 billion sleep disordered 
breathing (SDB) market. Dr Farrell’s remarks were 
made before Invetech staff and guests in Sydney on 
26 March and at VSL’s headquarters in Mt Waverley 
a few nights later on the topic of integrating 
“Innovation, Entrepreneurship and Technology.”

Dr Farrell’s presentation offered a blueprint to 
companies looking to enter the fastest growing 
sector in international trade – the delivery of 
knowledge-based products and services.

He began by saying that the growth of any 
successful business requires two sets of values: 
Moral and Economic.

To explain the former, he referred to 20th Century 
British philosopher and writer, Bertrand Russell, 
who set down his own ‘Ten Commandments’. 
These included: “Never try to discourage thinking, 
for you are sure to succeed”; “Do not think it 
worthwhile to proceed by concealing evidence, 
for the evidence is sure to come to light”; and “Be 
scrupulously truthful, even if the truth is inconven-
ient, for it is more inconvenient when you try to 
conceal it”.

On the economic imperative, he again deferred to 
historical precedent, citing how ideas promulgated 
in the 18th and 19th Centuries provided the earliest 
roots of contemporary business and economic 
development. Rather than refer to the word ‘entre-
preneur’ as code for such notorious business busts 
as Christopher Skase, he said its earliest meaning 
was ‘master-agent,’ or one “who shifts economic 
resources out of an area of lower into an area of 
higher productivity and greater yield.”

He closed the loop by offering this interesting 
description of innovation: “If we apply 
TECHNOLOGY to what we already do, it’s called 
PRODUCTIVITY. If we apply TECHNOLOGY to 
something completely new, and it is successfully 
marketed, it’s called INNOVATION.”

He then offered ResMed’s meteoric business rise 
as a prime example of a company that combines 
innovation, entrepreneurship and technology. Dr 
Farrell said that ResMed is part of the ‘sick-care 
system’ rather than a ‘healthcare system’. The 
annual ‘sick-care’ cost in the US is US$1.4 trillion, 
or about 14% of GDP – both figures which create 
‘great business opportunities’.

ResMed has become the leading technological 
innovator in the billion dollar SDB market, boasting 
a presence in more than 60 countries and robust 
financial performance, as indicated by its 31 
consecutive record quarters. ResMed has either the 
#1 or #2 market position in all major markets and 
was listed in the Forbes Magazine 200 Best Small 
Companies in America between 1997-2002.

Dr Farrell says there are several factors contributing 
to its sustained success, not the least of which is its 
annual investment of 7-8% of revenues in R&D; 
160 staff (about 13% of the entire workforce) 
dedicated to R&D; about 400 utility patents issued 
or pending worldwide and another 100 design 
patents/registrations; and a focus on improvements 
to existing products and development of new 
product opportunities.

For other Australian technology-based companies 
looking to join the elite handful of others like 
ResMed, Cochlear and Vision Systems, Dr Farrell 
offers several tips:

• Fundamentals always count; uncover them.

• A sense of urgency is needed, particularly in 
execution;

• A little paranoia helps – as well as a thorough 
understanding of the competition; and

• Install metrics because what gets paid for gets 
measured and what gets measured, gets done!

“You can’t cross a chasm 
in two small leaps ... ”

Above: Guests attending 
Invetech’s 15th anniversary 
celebrations in Melbourne 

and Sydney.

Keynote speaker Dr Peter Farrell  
addressing the Melbourne gathering 

at Invetech’s head office.
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If pressed to identify where any company 
should place the most emphasis, Dr Farrell 
proffered the following advice:

• Market Assessment: Is it sufficiently big and 
accessible?

• People: Do we have access to world-class 
employees?

• Finance: Can we really see a path to the 
financial resources needed for project 
completion?

• Timing: Will it happen in our lifetime?

• Technology Assessment: What does the 
competition know now and how could 
the competitive terrain change?

• Alpha Factor: Do we really love it? 

• Financial Analysis: The innovation needs 
to be exciting and intriguing, but also must 
pay the rent!

He added, however, that if there were only 
three things a business should measure 
regularly, they would be: “Customer satisfac-
tion, employee satisfaction and cash flow”. 

He closed his presentation with sage words 
from former British Prime Minister David Lloyd 
George: “You can’t cross a chasm in two small 
leaps.”

He added there also was a good deal of interest 
from traditional diagnostics companies – all over 
North America – in Invetech’s capabilities, which has 
resulted in both men clocking up enough air time to 
circle the globe 10 times in the past few months. 

Ian added the choice of San Francisco has worked 
well, not only because of its proximity to West Coast 
clients and reasonable location for interstate travel, 
but due to ongoing support from the Victorian State 
Government. 

“Even though the economy is down, the optimism in 
San Francisco is amazing. Everyone knows the next 
boom is just around the corner,” Ian concluded. 

More on Invetech’s American experience will be 
reported in the next issue. 

“If we apply TECHNOLOGY to what we 
already do, it’s called PRODUCTIVITY. 
If we apply TECHNOLOGY to something 
completely new, and it is successfully 
marketed, it’s called INNOVATION.”

– Dr Peter Farrell

Above:  The atrium at Invetech’s Melbourne headquarters provided a striking 
setting for the company’s 15th anniversary. 

Left:  Vision Systems Limited CEO Jim Fox with Dr Peter Farrell and Paul Wright. 

Despite many US industry sectors experiencing 
tough times, Invetech has successfully landed 
two new medical instrument development 
contracts with separate northern hemisphere 
clients worth $8 million. 

“News of the two contracts confirms the Company’s 
decision to open an office in the US,” said Dr Ian 
Macfarlane who, along with Jari Palander, packed up 
and moved to San Francisco nearly a year ago. 

“We’ve learned a lot and now believe there is a good 
pipeline in our strategic area of interest sample 
preparation and analysis,” he said. “The interest varies 
from complex molecular instrumentation and drug 
discovery tools to traditional diagnostics to simple lateral 
flow strip readers.” 

Invetech’s US base lands 
         new world orders

Dr Ian Macfarlane, 
VP for Invetech – USA, left, 
and Jari Palander, VP 
Business Development
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Above left: Air International staff proudly display their Innovation Insights 
plaque. Above right: Networking during the Hawker de Havilland visit.

Lean insights into 
         leading Victorian industries

during the second Innovation Insights visit 
on 15 April. Visitors learned how Hawker 
de Havilland’s strategic supply chain 
management focus and equipment ‘right 
sizing’ is achieving phenomenal results by 
drastically reducing lead times, improving 
product and a marked reduction in equip-
ment capital cost at their site in Fishermans 
Bend, Melbourne.

• The state-of-the-art parts and supply 
chain logistics collaboration between Air 
International and TNT Logistics set the 
backdrop for the third Innovation Insights 
visit in late April.

The visit showed how Air International is 
benefitting from ‘Just-In-Time’ sequencing, 
having turned a vacant lot in Campbellfield 
12 months ago into a fully operational 
facility that delivers world-class seating, 
steering and ventilation systems into the 
neighbouring Ford Australia facility.

A highly-attentive audience discovered how 
Air International designed this JIT plant 
from scratch, using advanced simulation 
techniques, and how their partnership with 
TNT Logistics ensures that quality supply to 
the Ford plant never stops. 

Mr Bill Bardsley, Air International’s Plant 
Manager at Campbellfield observed that, 
despite coming from different industries, 
each attendee was trying to do ‘similar 
things’ in terms of best practice, often using 
‘similar tools’.

For more information on Innovation Insights, 
or to host a visit, ring Jim Glover on (03) 
9211 7688. To book a visit, simply go to: 
www.innovationinsights.com.au.

Bond is a sophisticated immunohistochem-
istry (IHC) and in-situ hybridisation (ISH) 
staining system used in the detection of 
cancer. IHC is the principal diagnostic test 
method used in cancer diagnosis and is a 
useful tool in therapy selection. It 
determines the type of cancer, the site of 
the primary tumor, and the degree of 
malignancy.

Mr Wright added that the anatomic 
pathology market is estimated at about A$1 
billion a year and growing steadily.

He said it was equally gratifying to receive 
an award for its collaboration with Ambri 
Limited, a Sydney-based critical care 
diagnostics company to develop a point of 
care device for use in hospital critical care 
units.

The SensiDx System has the potential to 
detect and quantitatively measure analytes 
such as viruses, hormones, bacteria, elec-
trolytes, clinical markers and drugs in whole 
blood in less than five minutes. The system 
has been designed to be used by physicians, 
nurses or minimally-trained medical 
personnel in critical care settings. First 
products will include a test for the 
pregnancy hormone hCG and cardiac 
markers indicating the incidence of a heart 
attack.

During 1999, there were over 5.2 million 
visits to emergency departments in Australia 
and over 100 million visits to emergency 
departments in the United States.
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Placard’s ‘War on Waste’ became the 
centrepiece of the inaugural Innovation 
Insights Program visit in late March. 
Representatives of SMEs from across 
Victoria learned how its ‘Value Stream 
Mapping’ process achieved astonishing 
results by eliminating duplicated and non-
value-adding tasks from their card 
manufacturing and bureau processes.

“I was absolutely amazed,” said one of the 
visitors, Mr Gerry Glover, Group Organis-
ational Development Manager at Australian 
Electronic Manufacturing Services (AEMS). 
“By combining all functions together and 
rationalising 1200 steps down to 280 in just 
nine months, Placard has achieved major 
productivity improvements.”

The lessons learned from the Placard visit 
would prove invaluable as AEMS reviews 
its own operational management systems, 
he said.

Dr Jon Hodson, Director, Manufacturing 
Innovation at Invetech, which is coordinating 
the program, said: “Innovation Insights is an 
excellent opportunity for manufacturers to 
learn from each other, to observe new 
technologies at work in a hands-on setting 
and gain a competitive advantage in today’s 
international marketplace.”

• Hawker de Havilland – Australia’s largest 
aerospace manufacturer  – showcased their 
innovative approach to lean manufacturing 

While many companies talk about implementing 
‘lean manufacturing’ practices, few have experienced 
the dramatic results of Placard – Australia’s largest 
plastic card supplier.


