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The diagnostics product range comprises, among
others, tests for the diagnosis of gastrointestinal
tract diseases.



BIOHIT IN BRIEF

Biohit Oyj is a globally operating
Finnish biotechnology company
that was established in 1988. The
company’s mission is to improve
human health and quality of life.
The company employs a goal-ori-
ented and long-term innovation
and patenting strategy.

Biohit cooperates with scientific communities to
produce new technology, products and services
based on research results and innovation. These
are used to develop safe, cost-effective liquid
handling solutions for laboratory work and di-
agnostic tests for the early diagnosis and preven-
tion of diseases of the gastrointestinal tract.

Biohit has two business segments: liquid han-
dling and diagnostics.

Liquid handling products include electronic
and mechanical pipettes, disposable tips, and
pipette maintenance and calibration services.

Biohit’s safe and accurate liquid handling
products are used in research institutions, uni-
versities, healthcare and industrial laboratories
across the globe. A significant part of the elec-
tronic pipettes used worldwide have been de-
signed by Biohit.

The diagnostics business offers solutions for
the early diagnosis and prevention of gastroin-
testinal diseases. These include the blood sam-
ple-based GastroPanel examination for the diag-
nosis of stomach illnesses and associated risks;
quick tests for the diagnosis of lactose intoler-

ance and Helicobacter pylori infection in con-
nection with gastroscopy; and the ColonView
examination for the early detection of intestinal
bleeding, which indicates a risk of colorectal
cancer. The Acetium capsule binds the carcino-
genic acetaldehyde that forms in an anacidic or
low-acid stomach.

International sales accounted for 96.5 per
cent of net sales. Alongside Europe, Asia and
North America are the company’s main market
areas.

The Biohit Group employs about 420 people
in ten countries. The Group is headquartered in
Helsinki, Finland and has subsidiaries in France,
Germany, the UK, Russia, India, China, Japan
and the USA. The company also has a represent-
ative office in Singapore. Biohit has production
facilities in Finland (Kajaani and Helsinki) and
China (Suzhou). Biohit’s products are also sold
through about 200 distributors in 70 countries.

Biohit was listed on the Helsinki Stock Ex-
change (now NASDAQ OMX Helsinki) in 1999.
Biohit’s Series B share is quoted on NASDAQ
OMX Helsinki in the Small cap/Healthcare
group and is traded under the code BIOBV.

Read more at www.biohit.com

Since the beginning, one of Biohit’s main symbols
has been the hummingbird - fast, light and precise.




In January, Biohit started up a new subsidiary in
India and opened a representative office in Singa-
pore. A local presence will bolster the company’s
business in growing Asian markets.

At the Finnish Medical Convention in January
2010, Biohit introduced its new Acetium capsule,
which binds carcinogenic acetaldehyde in an ana-
cidic stomach. This innovation aroused a lot of in-
terest, including in foreign markets. Acetium was
launched for sale at Finnish pharmacies in May. By
end of year 2010, prescription-free Acetium was
already available at over 600 pharmacies through-
out the country.

Jussi Heinié, Biohit’s Vice President of Administra-
tion and Legal Affairs, was appointed President &
CEO in June.

2010 IN SUMMARY

2010 saw good trends in the Biohit Group’s net sales. The recovery of the
North American and Asian market areas had a particularly favourable im-
pact on net sales. New locations opened during the early part of the year
also boosted sales growth in Asian market areas. The Group’s operations

remained profitable.

Pipette sales recover after the recession
During the review period, there were favourable
trends in the sales of all product groups in the
liquid handling business. Net sales increased
by over 12 per cent. Pipette sales continued to
grow, but Biohit has also been focusing on the
sale and marketing of disposable tips. The com-
pany has expanded its sales network in growing
Asian markets, and has also strengthened its dis-
tribution network and engaged in closer coop-
eration with its most important partners.

Products and processes for binding
carcinogenic acetaldehyde break new ground
Sales of diagnostics products rose by over 23 per
cent on 2009. The diagnostics business has fo-
cused on commercialising diagnostic kits and
launching the Acetium capsule, which binds
acetaldehyde in the human stomach.

So far, the promotion of diagnostic test kits
has centred on Finnish markets, which will be
of key significance in yielding references for an
international launch. The international research
on the company’s diagnostic tests has also con-
tinued.

Biohit launched its Acetium capsule in May.
During the launch stage, the company has, in
addition to advertising, also focused on ensuring

product availability in pharmacies. Biohit now
intends to launch Acetium on international mar-
kets during 2011. However, in order to further
expand product sales, Biohit must make sub-
stantial investments in marketing to profession-
als (physicians, pharmacists) and consumers, as
well as building up a distribution network.

Continued investments in R&D and
production

During 2010, Biohit invested in R&D on new
products and developing Group-wide order-de-
livery chains. In 2010, Biohit received the 1SO
14644 Class 8 Clean Room certificate in recog-
nition of its efforts in automated pipette tip clean
room production.

Developing the steering model
During the review period, Biohit focused on de-
veloping a Group-wide strategy.

Biohit Oyj’s founder, Professor Osmo
Suovaniemi, resigned as President & CEO in
June. He will continue in full-time employment
with the company, developing new innovations
and strategies as a member of both the Board of
Directors and Board of Scientific Advisors. Bio-
hit's Executive Vice President, Jussi Heinio, LLM,
was appointed President & CEO. Heinio has

been thirteen years with the company.

The company will continue to develop its new
steering model under the guidance of the new
President & CEO. New business plans will be
mobilised throughout the Group over the com-
ing year. Biohit’s goal is to further develop and
boost its international operations by harnessing
the Group’s resources and, in particular, its ex-
tensive network of subsidiaries.

"Du.m',wg the review
period, there cwere
fa,vowra-b@& +re—wc15
in the sales of all
Proclu.al' groups un
te QLQWL& hawn-
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2010 IN FIGURES

1-12/2010 Change % 1-12/2009
Net sales, MEUR 40.0 13.2 35.4
Operating profit/loss, MEUR 0.5 -57.4 1.2
% of net sales 1.3% 3.4% Net sales by business segment 2010
Profit/loss before tax, MEUR 0.4 -42.0 0.7 M liquid handling 94.4%
Profit/loss for the period, MEUR 0.1 -84.3 0.4 Diagnostics 5.6%
Investments, gross, MEUR 2.6 5.3 2.4
% of net sales 6.4% 6.9%
R&D expenditure, MEUR 2.5 4.6 2.4
% of net sales 6.4% 6.8%
Average number of personnel 412 11.4 370
Number of personnel at end of the period 431 11.5 383 Net sales by geographical area 2010
Equity ratio, % 44.5% 46.8% B Europe 52.0%
Earnings/share, EUR 0.00 -84.3 0.03 P North and South America  19.0%
Equity per share, EUR 1.01 2.0 0.99 hel _ 1557%
Other countries 13.5%
Average number of shares during the period 12,937,627 0.0 12,937,627 \
Number of shares at end of period 12,937,627 0.0 12,937,627

Net sales 2006-2010, 1 000 EUR

Operating profit/loss 2006-2010, 1 000 EUR

Average number of personnel 2006-2010
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OUR OBJECTIVE IS PROFITABLE GROWTH

Biohit’s 2010 net sales were the best in its history and the company made
a profit for the third consecutive year. Intensified competition and the in-
creasingly international nature of Biohit’s business have challenged us to
further develop and enhance our operations.

Demand for Biohit’s products began to pick
up at the end of 2009, and this trend contin-
ued throughout 2010. Market recovery fuelled
growth in full-year net sales, which were up
13 per cent on 2009. Net sales rose to a total
of EUR 40 million. Biohit was more success-
ful than the average company in the technology
industry in Finland, where net sales growth re-
mained at 6 per cent last year.

Growth in Biohit's net sales was a result of
both the removal of post-recession investment
barriers and a genuine rise in demand. The sales
of the diagnostics business rose by over 23 per
cent. Sales in the liquid handling business also
developed satisfactorily, and were up 12 per
cent.

Biohit’s pipette maintenance and calibration
services grew by 7.6 per cent during the review
period. We believe that the maintenance busi-
ness still has good growth potential and have
therefore selected it as one of the company’s
strategic growth areas. Maintenance is also an
important interface for dialogue with end-users.

At EUR 0.5 million, Biohit’s operating profit
for 2010 fell short of the previous year’s. Prof-
itability was burdened by expenses incurred
through the expansion of our international sales
organisation, the launch of Acetium, and a rise
in the cost of freight and raw materials.

When financing future investments, we’ll in-
creasingly be aiming to draw on cash flow gen-
erated by the company’s operations.

Expectations in Asia

70 per cent of Biohit's sales are generated
through its foreign subsidiaries. Europe has long
been an important market area for liquid han-
dling, and Biohit was particularly successful in
France last year.

Success outside Europe will pave our way
along the road to becoming a major global
player. Net sales in the United States have tak-
en off. Sales trends in Asia were a major cause
of delight. Investing in our Asian sales network
proved to be the correct choice — sales in Chi-
na, for example, rose by almost 40 per cent.
Our Indian subsidiary started up at the begin-
ning of 2010 and operations immediately got off
to a good start. Biohit will make further invest-
ments in other emerging markets over the com-
ing years.

The diagnostics business primarily focused on
Finland. Products to prevent and diagnose dis-
eases of the digestive tract strengthened their
positions thanks to, for example, new part-
ners. Biohit has patents or patent applications
for products and procedures that inactive carci-
nogenic acetaldehyde. There is a great need for



these products and their market potential offers
new and challenging business opportunities.

Strategy development continues

A new President & CEO took the reins in
June when Biohit’s founder, Professor Osmo
Suovaniemi, decided to concentrate full-time on
developing innovations and strategies as a mem-
ber of both the Board of Directors and the Scien-
tific Advisory Board. Development and mobili-
sation of the strategy and process-based working
methods will continue in 2011.

Over the years, our company’s organisation
and business has rapidly become more glo-
balised, which requires us to put substantial ef-
forts into cooperation and steering systems. In-
tensified competition is forcing us to dramatical-
ly cut costs and effectively centralise and har-
ness the resources Biohit needs to achieve its
targets.

Developing and improving quality and deliv-
ery reliability will continue to be an important
focal area. As far as our customer base is con-
cerned, enhancing and maintaining the safety
and reliability of products in both of our busi-
ness sectors is an essential area for develop-
ment.

A promising outlook

Biohit aims for its net sales to reach EUR 70 mil-
lion in 2013. The company’s solid foundation,
combined with the developmental measures
taken during 2010, lead us to believe that Bio-
hit will achieve its growth targets. Over the past
year, Biohit has honed its strategy and devel-

oped its processes. These, combined with new
products and markets, will create a firm founda-
tion for future growth.

We seek to grow profitably. Our operating
profit target for 2011 is about five per cent of
net sales.

Exceptionally large growth targets have been
set for the diagnostics business both in Finland
and abroad. The products and services devel-
oped by Biohit can significantly aid the promo-
tion of safer, more cost-effective healthcare. Bio-
hit already has existing products for the preven-
tion and early diagnosis of diseases of the gas-
trointestinal tract, such as the risk of gastric and
colorectal cancer. These are some of the most
common cancers in the world.

We also predict growth potential in electronic
liquid handling in particular. As the next logi-
cal step in Biohit's R&D, the company will be
launching a new type of automated liquid dis-
penser in 2011. It will strengthen our profile as
an expert in electronic liquid handling.

Personnel have shown great enthusiasm in im-
plementing Biohit’s single, unified global strate-
gy. | know through years of experience that our
personnel are both motivated and committed. |
would like to thank all of Biohit’s personnel and
stakeholders for their valued efforts in 2010.

Jussi Heinio
President & CEO

Jussi Heinio, formerly Biohit’s VP of Administration and Legal Affairs,
was appointed President & CEO in June 2010.

What has the atmosphere been like during
your first year as President & CEO?

I've been delighted to see how enthusiastic
employees are about the new winds blowing
through our company after the development of
our operations, both at the parent company and
at its subsidiaries. Biohit employees have great
team spirit and the right attitude. We're well on
our way to strengthening our operations as a sin-
gle, unified company.

You regularly meet with Biohit’s international
customers and partners. What’s the most
important message you’ve received from
them?

They're looking for flexibility and delivery re-
liability. Customers need to receive safe, high-
quality products at the right time. We need to
put in some hard work to ensure that Biohit is
regarded as a reliable supplier and partner. We
also need to engage in closer cooperation with
our partners.

How have further developments to operations
and efficiency affected personnel?

Employees need to have a clear understanding
of their roles and responsibilities, so that every-
one knows what is expected of them. | want eve-

ryone at Biohit to be proud of their work. When
it comes to business development, it is the man-
agement’s task to lead the way. Clear goals com-
bined with adequate room to manoeuvre will
guarantee the best progress. | challenge all per-
sonnel to think about what they could do in a
more innovative and efficient way, for example,
by taking a more customer-oriented approach.

What sort of company and employer will
Biohit be at the end of the strategic period in
20132

Biohit is a global, market-oriented company that
meets its customers’ needs with insight and in-
novation. We also hold a significantly stronger
market position outside Europe. Our liquid han-
dling product range has expanded and we've
achieved a firm foothold for the diagnostics
business. We're also seeking to be a desirable
employer that pays dividends to its sharehold-
ers.

“T cand evervone
at Biohit to be
Prowé of ""«.&Lr

work.”




THE STRATEGY DEVELOPMENT IS PAVING THE
WAY FOR FURTHER GROWTH

Ever since Biohit was established, it has focused on continual strategy
development as the company has grown and changed. A customer-ori-
ented approach, operational efficiency and a process-led operating model
are the cornerstones of Biohit’s current strategic period, which extends
to 2013. The operative management has taken the new strategy, outlined
by the Board, to root level. Biohit’s customer-oriented approach is most
evident in the development of new products and a more robust presence

in the market.

The ‘One Global Biohit" model forms the heart
of Biohit's strategy. Strategy, processes and objec-
tives are continually developed throughout the
Group. The Group’s Management Team steers
Group-wide processes that extend all the way to
distributors and end-users. Foreign subsidiaries
can focus on developing their business, sales and
marketing. At the beginning of 2011, the sales
and marketing of liquid handling and diagnostics
products were integrated, which facilitates their
management and makes it easier to cost-effec-
tively harness resources.

The operating model also helps Biohit to share
best practices within the Group. And operating as
a unified company strengthens Biohit’s brand and
corporate image.

Customers’ needs drive operations

Biohit steers and develops its business from its
customers’ perspective, which has the great-
est impact on R&D. Biohit will continue to base
R&D on its own innovations in order to meet its
customers’ genuine needs with regard to product
safety, reliability and ergonomics in particular. A
proactive, customer-oriented approach is of ut-

most importance in end-user markets.

In addition to pipettes and diagnostic tests, Bi-
ohit is also focusing on its maintenance, instru-
ment and OEM (Original Equipment Manufac-
turer) businesses, as well as products that reduce
carcinogenic acetaldehyde. Biohit seeks to be-
come even better known as a global expert in lig-
uid handling product maintenance. In 2011, the
company’s instrument business will make a sig-
nificant opening in the market with the launch of
a new automated liquid dispenser.

Local knowledge is power

As global as Biohit's strategy is, it's important to
adapt to local conditions. In practice, ‘think glo-
bal, act local’ means that strategic working meth-
ods are, when appropriate, flexibly adapted to lo-
cal requirements.

Biohit already has a strong presence in its main
market areas. Over half of all Biohit personnel
work for foreign subsidiaries. Biohit harnesses
the expertise of each subsidiary’s personnel in,
for example, R&D and global marketing.

Quality is a single yet wide-ranging develop-
mental area, covering products, operations, de-



liveries and even customer services. Biohit en-
gages in long-term operational developmental
efforts to streamline its production and delivery
processes. One of the company’s key objectives
is to enhance logistics by improving delivery reli-
ability and quality as a whole.

Human Resources has also been selected as an
area for development. Biohit is paying closer at-
tention to both management and personnel’s op-
portunities to get involved. Internal communica-
tions are being developed at Group level in order
to improve information flow and realise the ‘One
Global Biohit" model.

Long and short-term goals

Biohit’s mission is encapsulated in the company’s
slogan, ‘Innovating for Health’. The company’s
mission is to improve quality of life by preventing
disease, inhuman suffering and financial losses.
To this end, the company develops innovations,
new technologies and analysis systems for med-
ical science, research institutions and industrial
laboratories, thereby promoting research and di-
agnostics.

Biohit’s vision is to be one of the world’s lead-
ing biotechnology companies by 2015. Biohit
will be growing at a faster than average rate and
will be an even more significant player in mod-
ern, safe liquid handling in its main market ar-
eas, and in North American and Asian markets
in particular. Biohit’s products have established
their position in healthcare, namely safe, innova-
tive and cost-effective diagnostics products and
systems for diagnosing and preventing diseases of
the gastrointestinal tract, as well as products and
systems for binding carcinogenic acetaldehyde.

Biohit’s short-term goals are to grow profitably
by over 10 per cent each year and to raise the
company’s total operating profit to about 5 per
cent of total net sales by as early as 2011.

Biohit’s mid-to-long-term goal is to increase its
total net sales to EUR 70 million by 2013.

The 2013 net sales target for the liquid han-
dling business is EUR 50 million. Annual growth
is more than 10 per cent. Biohit aims to be the
leading global manufacturer of electronic pi-
pettes in all market areas by 2013. The compa-
ny also seeks to strengthen its position in North
American, South American and Asian markets in
particular. These objectives will be achieved us-
ing the following means:

e R&D and business development will take a
customer-oriented approach and create inno-
vative solutions that genuinely meet customers’
needs.

e Product ranges will be updated and expanded
more rapidly and more cost-effectively.

* OEM and service operations will increase
their share of net sales.

The diagnostics business is seeking excep-
tionally large sales growth. Its net sales target for
2013 is EUR 20 million, which represents annu-
al growth of more than 80 per cent. This will be
achieved using the following means:

e Biohit’s core business will focus on key prod-
ucts, namely GastroPanel and Acetium.

e Extra resources will be channelled into com-
mercialising product groups.

e The current product range will be developed.
e The company’s existing sales and marketing
network will be harnessed effectively to find the
right local partners.

b

Subsidiaries
Country managers

Customers

NEW MANAGEMENT PROCESS

Biohit Oyj
CEO

Sales & Marketing
Product Fortfolio Management
Operations
Quality & Risk Management
Communications

Finance, ICT & HR

Biohit’s three main processes and three support processes.

Subsidiaries
Country managers

Customers




MARKET SITUATION RECOVERS

Biohit’s operations largely centre on areas outside Finland. International
sales account for 96.5 per cent of net sales. Alongside Europe, Asia and
North America are the company’s main market areas.

Biohit’s liquid handling products are primarily
sold through its distribution network to research
institutions, healthcare and industrial labora-
tories across the globe. The company’s mission
is to offer customers a comprehensive range of
products, including mechanical and electronic
pipettes, disposable tips, and maintenance, cali-
bration and training services.

Biohit estimates that the total market for pi-
pettes (and the disposable tips they require) is
currently worth about EUR 500 million. The larg-
est markets for liquid handling products are Eu-
rope and North America. The strongest growth is
seen in Asian markets.

The global recession also had a negative im-
pact on the pipette market, although less than in
many other industries. The market began to re-
cover in 2010 as the economy started to come
out of recession.

Research funding in both the public and pri-
vate sectors affects demand for liquid handling
products. Biohit reckons that demand for elec-
tronic pipettes in particular will keep rising, as
should after-sales service, which includes dispos-
able tips and maintenance. (Pipettes and Pipet-
tors: A Global Strategic Business Report. Global
Industry Analysis, October 2010)

The market for electronic pipettes is, according
to Biohit’s estimates, expected to rise by over 10
per cent per year, while sales of mechanical pi-

pettes will increase by an average of 5 per cent.
Sales of mechanical pipettes in emerging markets
like China, India and South America are, how-
ever, expected to rise by over 10 per cent. Ac-
cording to Biohit’s estimates, electronic pipettes
account for about 6 per cent of the total global
market for pipettes.

A significant proportion of the electronic liquid
handling products currently used in laboratories
are manufactured by Biohit. Biohit seeks to boost
demand for electronic liquid handling products
in emerging markets, too.

Strong market potential in diagnostics
Biohit’s diagnostics products for the prevention
and diagnosis of diseases of the gastrointestinal
tract are used in hospitals, healthcare centres,
general practices and service laboratories.

Diseases of the gastrointestinal tract are a ma-
jor source of healthcare costs all across the globe.
Treatment practices may also be insufficient
or outdated, so many patients either do not re-
ceive effective and safe treatment or are unsatis-
fied with their treatment. Without proper diagno-
sis, many patients rely on a variety of risky self-
treatments, such as PPl medication for indiges-
tion and yoghurt for upper abdominal complaints
(dyspepsia).

Aging populations are leading to an increase
in serious illnesses, such as gastric, oesophageal



and colorectal cancers, and diseases arising from
vitamin B12 or calcium deficiency. This puts a
rapidly growing burden on wellbeing and nation-
al health, and also on people’s ability to remain
in employment longer. Our healthcare still uses
examinations for dyspepsia patients that do not,
for example, detect atrophic gastritis. In order to
promote the diagnosis of dyspepsia, Helicobacter
pylori infection and atrophic gastritis, these out-
dated tests should be replaced with the modern,
reliable and highly informative tests contained in
the GastroPanel examination.

The same goes for tests to screen for the risks
and early stages of colorectal cancer. Tests that
provide little information and are not specific to
human blood should be replaced by the highly
informative ColonView examination, which has
been designed to detect specifically human blood
in a stool sample. Faecal occult blood signifies a
risk of colorectal cancer or its treatable early stag-
es. Biohit has applied for patents for both the new
ColonView examination and GastroPanel.

Rapid and reliable diagnoses of diseases of the
gastrointestinal tract lessen patients’ suffering and
generate cost savings for healthcare. Prevention
costs less than treatment, although savings in the
early stages are often difficult to demonstrate.

One third of all Finns suffer from dyspepsia,
whose symptoms include occasional or chronic
upper abdominal complaints, nausea, bloating,
belching, indigestion or pain. About 700 people
a year are diagnosed with gastric cancer in Fin-
land alone. According to the WHO, almost one
million people worldwide develop gastric cancer
and 1.2 million people colorectal cancer. (Globo-

can 2008, IARC, Section of Cancer Information)

Cancers of the gastrointestinal tract often
present only minor symptoms, which hinders
their detection. Diagnosing gastric diseases and
their associated risks using a blood test — as in
the GastroPanel examination — is a more afford-
able option for society. It's also more pleasant for
patients than gastroscopy. A safe, user-friendly
GastroPanel examination can use a blood test to
determine which patients should be referred for
the histological examination of biopsy samples
taken through gastroscopy — namely those suf-
fering from symptomatic Helicobacter pylori in-
fection, damage to or malfunction of the gastric
mucosa (atrophic gastritis) due to Helicobacter
pylori infection or autoimmune disease, or exces-
sive acid secretion. These can all lead to gastric or
oesophageal cancer.

Before the GastroPanel innovation, it was dif-
ficult to diagnose asymptomatic patients or those
presenting only minor symptoms of atrophic gas-
tritis caused by Helicobacter pylori infection or
autoimmune disease and its associated risks (such
as gastric cancer, oesophageal cancer, and vi-
tamin B12, iron and calcium deficiency) before
they present alarm symptoms with a poor prog-
nosis. Patients were often only diagnosed at ran-
dom during the histological examination of biop-
sy samples taken through gastroscopy.

Screening with GastroPanel would ena-
ble more patients suffering from asymptomatic
atrophic gastritis to be diagnosed and referred for
further examination in time. On the basis of both
a SETTI study conducted in Finland over ten years
ago and follow-up studies of research subjects,

P

Jukka-Pekka Haapalahti, Vice President, Sales and Marketing joined Biohit in May 2010.

Biohit's products are of high quality and are, in many ways, unbeat-
able. Biohit’s electronic pipettes continue to succeed despite intense

competition.

How would you describe Biohit’s position in the
global market for liquid handling products?

Biohit’s products are of high quality and are, in
many ways, unbeatable. Biohit’s electronic pi-
pettes continue to succeed despite intense com-
petition. Our post-recession sales have recovered
fast. Our understanding of the industry also gives
us an edge in developing our maintenance busi-
ness.

You joined Biohit in spring 2010. What were
your initial reactions to Biohit and its employ-
ees?

As someone who's worked for large, global
companies, | can say that Biohit personnel’s
outstanding professional skills really made an
impact on me. | think that Biohit is suitably
sized — you are genuinely able to influence
things, even strategy

You immediately got involved in strategy devel-
opment. What do you think are Biohit’s keys to
continued success in the future?

There are many: a strong brand, high-quality
products, new markets and innovative R&D. Bio-
hit is strongly represented in all of its main market
areas. The Group’s developmental efforts create a
firm foundation for growth.

1"



it's estimated that GastroPanel screening of those
aged 45 and over would improve the prognoses
of 250-300 cases of early or pre-stage gastric can-
cer per year.

An article in the Finnish medical journal
Suomen Lddkarilehti stated that GastroPanel is
suitable for evaluating risks in asymptomatic pa-
tients when the primary goal is early diagnosis of
gastric cancer, that is, screening for atrophic gas-
tritis and referring sufferers for gastroscopy. (Kar-
vonen AL, Yldvatsavaivan diagnostiikkaa: pitadko
aina tdhystdd? Suomen Ladkdrilehti 44/2005;
60:4487 — 4490).

The highly informative GastroPanel examina-
tion detects atrophic gastritis and its associated
risks (gastric and oesophageal cancer). It also pro-
vides data on the risk of peptic ulcer disease (ul-
cers of the stomach and duodenum) caused by
Helicobacter pylori infection. Ulceric diseases
and the use of anti-inflammatory pain medica-
tion may lead to complications — such as bleed-
ing — that cause 200-300 deaths a year in Fin-
land. Atrophic gastritis in the antrum can increase
the risk of gastric cancer and peptic ulcer disease.

Biohit's state-of-the-art GastroPanel examina-
tion is intended for the primary care of abdomi-
nal complaints and the screening of asymptomat-
ic patients — and is therefore globally unique. The
major challenge in promoting this concept is that
it takes time to change practices and launch in-
novative ideas on the market.

Every wasted day in diagnosing atrophic gastri-
tis increases the risk of developing incurable can-
cer and promotes the emergence of many other
diseases. This is especially true of dyspepsia pa-

tients or those, often elderly, people with asymp-
tomatic atrophic gastritis of the corpus, antrum or
both caused by Helicobacter pylori infection or
autoimmune disease. Failing to diagnose atroph-
ic gastritis of the corpus (an anacidic stomach),
which rarely heals, also prevents vitamin B12
treatment, monitoring through gastroscopy and
biopsies, and the use of Acetium capsules. Bio-
hit's Acetium capsules are globally unique. They
seek to prevent stomach and oesophageal cancer
by binding the carcinogenic acetaldehyde that
forms in an anacidic stomach.

Acetaldehyde is a significant cancer risk
factor

Exposure to acetaldehyde is linked to around
four million new cases of cancer worldwide
every year, close to 40 per cent of all cancers.

Biohit has developed products and procedures
to reduce exposure to acetaldehyde in food,
drink and the gastrointestinal tract.

The unique pairing of Biohit's GastroPanel and
Acetium innovations can prevent gastric and
oesophageal cancer. GastroPanel detects atroph-
ic gastritis and its associated risks while treatment
is still possible. Atrophic gastritis of the corpus,
which rarely heals, leads to a permanently low-
acid or anacidic stomach. Mouth microbes are
able to live in an anacidic stomach and produce
acetaldehyde from alcohol and the sugars con-
tained in food. In October 2009, the WHO re-
classified acetaldehyde as a Group | carcinogen
— a group which also includes asbestos, tobacco
and benzene.

Standardised ethical and legislative princi-



ples govern all Group | carcinogens, regardless
of their source. All possible methods should be
used to reduce exposure to these carcinogens in
food and bodily organs. Acetium capsules are the
only way to inactivate carcinogenic acetaldehyde
in the stomach, which in turn enables the preven-
tion of stomach and oesophageal cancer. Biohit
has both patents and patents pending for its Ace-
tium innovation.

Prescription-free Acetium capsules are recom-
mended for use after the consumption of food or
alcohol by those who:

1. have an anacidic or low-acid stomach

caused by atrophic gastritis, or

2. have an untreated Helicobacter pylori

infection, or

3. use protein pump inhibitors (PPIs), or

4. have undergone stomach surgery

It will take years to determine exactly how ef-
fective Acetium capsules are at preventing stom-
ach and oesophageal cancer. This will require
population studies targeted at risk groups whose
acetaldehyde exposure should be systematically
reduced. Due to acetaldehyde’s classification as
a Group | carcinogen, Acetium cannot, for ethi-
cal reasons, be tested using randomised interven-
tion studies.

There is also acetaldehyde in food and drink.
Biohit Oyj has filed patent applications in numer-
ous countries for its BioFood process, which can
inactivate the carcinogenic acetaldehyde con-
tained in food and drink, such as beer, yoghurt
and even in meals for small children. All Group |
carcinogens, regardless of their source, are gov-

erned by EU legislation that seeks to use all pos-
sible means to reduce exposure to them.

Many cancers of the gastrointestinal tract,
such as tongue, oesophageal, forestomach and
colorectal cancer, have become more prevalent
since the late 20th century. Only time will tell
to what extent this trend has been influenced by
the increased use of food and drink containing
small quantities of alcohol, high concentrations
of acetaldehyde or acetaldehyde-producing mi-
crobes.

Biohit Oyj's service laboratory can measure
the concentrations of alcohol and carcinogen-
ic acetaldehyde in, for example, food, drink and
alcoholic beverages. This service is suitable not
only for the food and drink industry, research in-
stitutions and supervisory authorities, but also for
consumers.

The development of Acetium capsules and the
BioFood process are a good example of both ba-
sic academic research crossing faculty borders
and successful cooperation with an industrial
Finnish biotechnology company. R&D has been
carried out under the leadership of Professor Mik-
ko Salaspuro with his research team and Profes-
sor Martti Marvola. Professor Salaspuro is an in-
ternationally known and respected researcher of
alcohol and acetaldehyde.

The next steps in marketing GastroPanel and
Acetium are to inform physicians about the sig-
nificance of these innovations in promoting
healthcare and to increase public awareness of
preventative treatments.

Acetium, Biofood

GastroPanel

Helicobacter pylori quick test

Lactose intolerance quick test
Celiac panel

Cellular Fibronectin

Calprotectin

IDB panel (Crohn s disease and
ulcerative colitis)

Biohit is specialised in the diagnostics of the Gl tract.
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LIQUID HANDLING
Net sales, MEUR

Change on previous year, %

Operating result, MEUR

Change on previous year, %

Operating profit, %

GETTING CLOSER TO THE MARKET

Biohit has been a pioneer in safe, user-friendly products in the liquid
handling market. The company enhanced product ergonomics, and in
particular safety, long before customers singled these out as key compet-
itive factors. The opening of new locations in 2010 strengthened Biohit’s
presence in Asia, which was a significant step forward for the company’s

business.

Biohit’s electronic pipettes hold a robust posi-
tion in the global market. Thanks to their safe,
ergonomic design and reliable dispensing proc-
esses, their range of features is unbeatable.

Biohit’s customer-oriented approach, which
has been selected as one of the cornerstones
of the company’s strategy, is evident in, for ex-
ample, increased contact with end-users. Biohit
meets end-users at, for example, training events
and exhibitions around the world, and takes
customer feedback into consideration during
R&D. Biohit's training services also support the
sales and operations of distributors.

Sales of Biohit’s liquid handling products
picked up in 2010, growing by over 12 per cent
on 2009. After the recession, Biohit is once
again shifting its focus back to pipettes from dis-
posable pipette tips and pipette maintenance.

Disposable pipette tips remain a vital part of
Biohit's business. Perceptive users of electron-
ic pipettes in particular have noticed the ben-
efits of using tips produced by the same manu-
facturer. The manufacturer is able to guarantee
the safety and functionality of the whole system.
Quality and delivery times take on greater im-
portance for disposable tips, as customers ex-
pect fast, reliable deliveries.

The company will be launching a new auto-
mated liquid dispenser in 2011. This new open-
ing is the logical next step for Biohit, whose core
competence lies in electronic pipettes and lig-
uid handling automation. The new automat-

This new opening
is the Logical
next 54-&]> fOV’
Biohit, whose
core competence
Lies in electronic
pipettes and
Liguid handling
automation.

ed dispenser offers a solution to the challenges
laboratories face with regard to safety and cost-
effectiveness, as there are very few reasonably
priced, comparable solutions available.



In 2010, Biohit strengthened its position in
Asian markets when its Indian subsidiary and
representative office in Singapore started up.
Operations in China also expanded with the
opening of new, local sales units in larger cit-
ies outside Shanghai. Biohit's Japanese unit suc-
ceeded in boosting demand for electronic pi-
pettes in the public sector in particular. Biohit
has also expanded its distributor network in sev-
eral market areas, such as South America.

High-quality maintenance supports Biohit’s
corporate image
Maintenance is an important means of improv-
ing the reliability of liquid handling products.
Annual pipette calibration is the cornerstone
of the maintenance business. Biohit also main-
tains and repairs other manufacturers’ pipettes
through its extensive Pipette Doctor network.
Over the coming years, Biohit seeks to en-
hance its operations and raise the profile of its
maintenance business. The company’s goal is
to make more extensive use of its wide-ranging
liquid handling expertise in its maintenance op-
erations, and to find new product solutions for
maintenance issues. Customer loyalty increases
when products receive comprehensive mainte-
nance throughout their entire life cycles. Main-
tenance also supports Biohit’s corporate image.
Unlike many of its competitors, Biohit also
operates as a contract manufacturer, and espe-
cially for major companies that produce diag-
nostics systems. Biohit delivers customised lig-
uid handling products based on its own inno-
vations (OEM, Original Equipment Manufac-

turer) to manufacturers such as 3M, bioMeriéux
and three companies in the Johnson&Johnson
Group. Biohit’s innovations and technologies,
and the products developed from them, meet
the industry’s strict quality and safety standards
and generate added value for partners’ diagnos-
tics systems. Biohit intends to further enhance its
OEM business.

A liquid handling system consists of a pipette
and its tip.

“Customers have given positive feedback regarding the subsidiary’s establishment, as theyre eager to deal

directly with the manufacturer,” says Venkat Rao.

VAST GROWTH POTENTIAL IN INDIA

Biohit’s Indian subsidiary started up at the be-
ginning of 2010.

“Biohit’s presence here will generate brand-new
opportunities to develop the company’s business.
The Indian market holds vast growth potential,”
says Venkat Rao, Managing Director of Biohit's
Indian subsidiary.

The Biohit brand is recognised in India, as the
company’s pipettes and disposable tips have been
available through distributors for over 10 years.

“By using their own local personnel, distribu-
tors are able to commit to more long-term coop-
eration and are therefore better placed to devel-
op their operations. Distributors, like customers,
value local services and support. Having our own
company also supports a customer-oriented ap-
proach: customer feedback comes directly to the
manufacturer.”

Biohit India employs just under 20 employees
and focuses on customer service and the sales
and marketing of Biohit’s products. Other support
functions have been entrusted to service provid-

ers. The company’s sales team works in close co-
operation with local distributors. Sales are also
handled through direct contacts with end-users.
Rao plans to expand the distribution network.

Demand mainly centres on mechanical pi-
pettes. Venkat Rao thinks that Finland has a good
reputation for quality in India. And Biohit’s good
price-quality ratio is also an important factor.

Maintenance is one of Biohit India’s areas for
development.

“We firmly believe in its potential. Mainte-
nance is important and we're spreading the word
among our customers. Researchers can focus on
their work while the manufacturer ensures that
pipettes work safely and reliably.”

A multicultural company is a desirable work-
place, as it offers interesting working practices
and appealing learning opportunities.

“Indians value the Finnish company’s open
communications and the trust it places in them.
Biohit India’s employees are proud of the compa-
ny’s products,” says Rao.
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DIAGNOSTICS

Net sales, MEUR 2.2 1.8 1.5
Change on previous year, % 23.7% 20.5% -9.2%
Operating result, MEUR -2.9 -2.0 2.4
Change on previous year, % -40.1% 13.4% 19.6%
Operating profit, % -127.3% | -112.4% | -156.4%

SPECIAL KNOW-HOW IN GASTROINTESTINAL

DIAGNOSTICS

Biohit’s patented diagnostics products are based on its own innovations.
In 2010, Biohit’s new health-promoting products made progress in the
Finnish market. The company seeks to expand its business in interna-

tional markets.

The sales of the diagnostics business rose by over
23 per cent. Test kits accounted for an increased
percentage of sales. Operating profit was prima-
rily weakened by investments in the launch of
Acetium. Biohit’s goals for 2011 are to increase
sales and improve profitability so that the diag-
nostics business is able to cover its expenses.

GastroPanel enables the cost-effective diagno-
sis of diseases that, if not detected soon enough,
may lead to cancer. The examination’s availabil-
ity was significantly improved when Terveystalo,
a leading healthcare service provider in Finland,
introduced GastroPanel into its service offering at
over 100 locations.

In 2011, Biohit will be setting its sights on mar-
keting its diagnostics products in selected Euro-
pean markets. The UK unit, which specialises in
diagnostics, has continued to grow. There is also
expected to be demand for the GastroPanel ex-
amination and quick tests outside Europe.

Gastrointestinal diseases put a burden on
national health

One third of all Finns suffer from dyspepsia,
whose symptoms include occasional or chron-
ic upper abdominal complaints, nausea, bloat-
ing, belching, indigestion or pain. These com-
plaints are often treated with self-medication or
functional food products, which can leave the
asymptomatic risk of serious disease undiag-

nosed. Some treatments may also be outdated or
inadequate.

Diseases of the gastrointestinal tract are a ma-
jor source of healthcare costs all across the globe.
Gastric cancer is one of the most common mortal
cancers and is most prevalent in emerging mar-
kets, and in Asia in particular. Colorectal cancer
on the other hand is the scourge of industrialized
nations. Aging populations are leading to an in-
crease in other serious illnesses, such as those
arising from vitamin B12 or calcium deficiency.
This puts a rapidly growing burden on wellbeing
and national health, and also on people’s ability
to remain in employment longer.

A reliable test package

GastroPanel has been developed especially for
primary care examinations and can be used for
the early diagnosis of dyspepsia, Helicobacter
pylori infection and atrophic gastritis (damage
to or malfunction of the gastric mucosa). A suf-
ficiently early diagnosis can help prevent the
progression of, for example, gastric cancer and
many other diseases originating in the gastroin-
testinal tract.

The examination uses a blood test to measure
the concentrations of biomarkers that indicates
the condition of the gastric mucosa (Pepsinogen
I'and Il and Gastrin-17) and Helicobacter pylori
antigens. Unlike many other tests designed to di-



agnose abdominal complaints, GastroPanel indi-
cates not only Helicobacter pylori infection, but
also atrophy and functional disorder of the stom-
ach (atrophic gastritis) and its resulting anacidic
state or excessive acid secretion and their asso-
ciated risks. If the contents of the stomach are
strongly acidic, asymptomatic reflux patients can
be at risk of the complications of gastroesopha-
geal reflux disease. Without treatment, it can
lead to oesophageal cancer.

The most common risks associated with
asymptomatic atrophic gastritis include gastric
and oesophageal cancer, and vitamin B12, cal-
cium and iron deficiency, which can lead to de-
mentia, depression, peripheral nervous system
injuries and elevated homocysteine levels. High
concentrations of homocysteine are thought to
be an independent risk factor for calcification of
blood vessels, strokes and coronary thrombosis.
Calcium deficiency can lead to osteoporosis and
bone fractures.

On the basis of GastroPanel’s diagnoses, physi-
cians can decide on appropriate treatment, gas-
troscopy or other preventative measures in good
time. The correct diagnosis leading to appropri-
ate treatment reduces risky self-treatments and
healthcare costs.

Some diagnostic tests for dyspepsia and Heli-
cobacter pylori infection do not detect atroph-
ic gastritis and its associated risks, such as gas-
tric and oesophageal cancer. These include the
13C urea breath test and the stool antigen test, or
Helicobacter pylori antibody tests used in isola-
tion. The first two aforementioned tests often give
false negative results precisely when they are re-
quired to work reliably — they give false nega-

tives up to 50 per cent of the time. That is, they
do not detect Helicobacter pylori infection when
the patient has atrophic gastritis caused by Heli-
cobacter pylori infection or autoimmune disease,
a MALT lymphoma tumour resulting from Heli-
cobacter pylori infection or bleeding peptic ulcer
disease, nor if the patient is receiving antibiotic
treatment or protein pump inhibitors (PPIs).

An extensively tested innovation

The state-of-the-art GastroPanel innovation is
based on cooperation between Finland’s bio-
technology industry and the scientific commu-
nity. R&D for GastroPanel has harnessed 1) dec-
ades of basic research into gastritis led by Finn-
ish professors Max Siurala and Pentti Sipponen,
2) the resulting Nobel Prize winning discovery of
Helicobacter pylori and its relevance to atroph-
ic gastritis and peptic ulcer disease (http:/nobel-
prize.org/medicine/laureates/2005/press.html),
and 3) the innovative microplate analysis tech-
nique invented by Professor Osmo Suovanie-
mi, the founder of three Finnish biotechnology
companies (Labsystems Oyj, Eflab Oy and Bio-
hit Oyj). Global use of the analysis and liquid
handling equipment based on these innovations
has enabled the massive development of safe,
non-radioactive immunoassays for research use,
as well as diagnostics for infections and cancers.
These innovations, which have become ‘global
industrial standards’ that have ‘revolutionised
laboratory routines worldwide in the 1970s and
1980s"), enabled the development and use of the
ELISA tests used in the GastroPanel examination
(TEKES, The National Technology Agency of Fin-
land, 2001. Paving the Way for Evidence-Based

According to Terveystalo’s Paivi Metsdniemi, gastrointestinal disorders are a very common reason for seeking

medical advice.

QUICK RESULTS MOTIVATE PATIENTS

“GastroPanel makes diagnosing abdominal
complaints easier and more effective,” says
Paivi Metsaniemi, Medical Development Direc-
tor of Terveystalo.

Terveystalo has chosen Biohit’s GastroPanel ex-
amination to analyse stomach health. Metsanie-
mi has also worked as a physician in occupa-
tional healthcare and, in her experience, at least
one in five of those seeking medical advice suf-
fer from gastrointestinal complaints. It’s challeng-
ing for physicians to single out those who have a
serious underlying condition — symptoms alone
provide insufficient information for a reliable di-
agnosis.

Treatment always begins with a detailed dis-
cussion in which the physician finds out, for ex-
ample, how long the patient has been suffering
from abdominal complaints and when they tend
to occur.

“A state-of-the-art, blood sample-based test
like GastroPanel is very appealing to physicians.
It can rapidly exclude several common diseases,
such as Helicobacter pylori infection and atroph-
ic gastritis.

“The results help physicians decide on the or-
der of further examinations. If a patient’s stomach
appears healthy, then the physician can move on
to colonoscopy. There will be no need to conduct
any unnecessary gastroscopy, with the added bo-
nus that it’s also cost-effective.”

According to Pdivi Metsaniemi, patients these
days are more insistent about correctly targeted
treatment.

“Once several disorders have been excluded
with the aid of GastroPanel, patients are more
motivated to, for example, make lifestyle chang-
es. Smooth cooperation then becomes much eas-
ier.

“Our occupational healthcare services can
also offer the GastroPanel examination to com-
panies for inclusion in their employees’ health
check-ups.”

Biohit is arranging training for physicians in all
of Terveystalo’s units. Terveystalo also offers on-
line courses to its personnel.

Terveystalo offers private and occupational
healthcare and nursing services at over 100 lo-
cations around Finland. See www _terveystalo.fi.
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Medicine: Diagnostics 2000, www.biohit.com /
About Us / History / Aggressive innovation and
patenting strategy).

In recent years, the GastroPanel has been used
to examine over 40,000 patients worldwide.
Leading gastroenterologists and scientists have
launched the ‘Healthy Stomach Initiative’ pro-
gramme, which seeks to create a treatment prac-
tice of reliable and cost-effective screening for
healthy stomachs. The programme aims to con-
duct population studies in several countries in
order to develop follow-up examinations and
treatment for diseased stomachs. This group of
experts has chosen the GastroPanel and Colon-
View examinations as a foundation for this glo-
bal programme.

Before the GastroPanel innovation, it was dif-
ficult to diagnose asymptomatic patients or those
presenting only minor symptoms of atrophic gas-
tritis caused by Helicobacter pylori infection or
autoimmune disease and its associated risks be-
fore they present alarm symptoms with a poor
prognosis. Patients were often only diagnosed at
random during the histological examination of
biopsy samples taken through gastroscopy.

Gastro surgeon and docent Vesa Koivukangas
states in the Finnish medical journal LadkériSa-
nomat (issue 1/2011, entitled ‘Gastroenterologi-
cal cancers are often detected quite late’): “Can-
cers of the gastrointestinal tract often present
only minor symptoms, which hinders their de-
tection. Their early diagnosis is, however, the
cornerstone of successful treatment. According
to Koivukangas, the most typical symptoms of
gastric cancer are: difficulty swallowing, vomit-
ing, weight loss, melena, hematemesis (vomiting
blood), and a generally weakened condition.” By
the time patients exhibit alarm symptoms, the

prognosis is bad.

“Symptom-based dyspepsia diagnoses are un-
reliable and endoscopy often doesn’t result in
any findings, as macroscopic damage to the mu-
cosa is not always easily identifiable. Endoscop-
ic examinations are carried out to exclude the
possibility of cancer in patients exhibiting alarm
symptoms. However, the problem is that some
patients with cancers of the upper gastrointesti-
nal tract are asymptomatic. On the other hand,
it's a disconsoling fact that symptomatic gastric
and oesophageal cancer has often already spread
when it is diagnosed.” (University of Oulu, Facul-
ty of Medicine, Department of Internal Medicine,
29 September 2005, Riitta-Liisa Vasunta).

Endoscopy only examines isolated biopsy sam-
ples taken from gastric mucosa. GastroPanel on
the other hand used a blood sample to provide
information about the condition and functional-
ity of the stomach mucosa as a whole. There are
also no significant error factors associated with
the taking or analysis of the GastroPanel’s blood
sample. If GastroPanel diagnoses atrophic gastri-
tis of, for example, the corpus in a patient who
is either suffering from dyspepsia or is not pre-
senting any symptoms, this will alert the gastro-
enterologist and help him or her to take biopsy
samples from the damaged area for pathological
examination.

Early diagnoses improve prognoses

The ColonView examination supplements the
GastroPanel examination in the screening and
diagnosis of colorectal cancer.

In addition to the older population, the risk
group for colorectal cancer includes those whose
close relatives have been diagnosed with color-
ectal cancer. Diagnosing cancer early enough

significantly improves the prognosis.

ColonView is a highly sensitive test that is
specific to human blood. It's suitable for both
colorectal cancer screening programmes and
use in health centres and occupational health-
care and at private practices. The examination
can be used to detect the early stages of color-
ectal cancer, which is practically always asymp-
tomatic. The ColonView examination provides
an easy and cost-effective way to find those pa-
tients who have a greater-than-average chance of
having colorectal cancer or its pre-stages. It also
provides information on other potential diseases
of the gastrointestinal tract that involve intestinal
bleeding.

In many cases, and especially in the case of
older people, even symptomatic colorectal can-
cer can manifest itself as merely dyspepsia. Ag-
ing populations will lead to a dramatic increase
in atrophic gastritis and its derivative diseases. It's
therefore worthwhile includ