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In this Open Briefing®, Andrew discusses:

o Labcon OEM agreement

o Sales and developer kit pipeline

o Genea Biomedx and Planet Innovation progress
o Working capital
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1. Andrew, Bluechiip recently signed its third OEM agreement, with Labcon North
America. What is significant about this agreement?

MD Andrew McLellan:
The agreement we have signed with Labcon North America is very significant for several
reasons.

e [t's the third OEM agreement in just 18 months since our OEM strategy was
launched.

e It's the first OEM agreement for BCT in our major target market, North America,
which equates to over 40% of our target market.

e Labcon has already identified end customers and placed orders for Bluechiip’s
products for those customers to trial integrated products.

e Bluechiip has already received the first license fee installent with ongoing
quarterly licenses fees to be paid over the next 18 months from the date of the
agreement.

Labcon North America purchased a developer kit in June 2016 and from then until
signing the OEM agreement in April 2017, they performed detailed and significant due
diligence to confirm that Bluechiip’s technology is valid and that it is critically important
for Labcon’s customers.
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They undertook a global, independent survey of bio preservation operators which
confirmed that the market for Labcon and Bluechiip in the bio preservation market is
substantial. They identified, based on a bottom up analysis, an immediate market $40M a
year market opportunity for Bluechiip equipped 2 ml vials.

While 2 ml vials are the most common size, they only account for a portion of the overall
vials market which is estimated at $US200m per year with vials ranging from 0.1
through 5ml.
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2. In terms of accelerating conversion of developer Kkits into OEM agreements, can
you tell us the number of developer Kits sold, how many OEM agreements BCT has
signed and are the developer Kits profitable?

MD Andrew McLellan:

Our OEM strategy was launched in mid 2015 with one of our early sales of a developer
kit to Genea Biomedx who subsequently signed a partner agreement in December 2015
and completed due diligence to convert to a full OEM development and supply
agreement in February 2016. We expect the first of Genea Biomedx end products, with
Bluechiip’s technology embedded, to be sold into the market this calendar year.

We have now sold over 10 developer kits with 3 having now converted to full OEM
partners. We expect each OEM agreement to ultimately grow into a multi-million-dollar
revenue stream.

While developer kits in themselves are not a major revenue line, at around $10k per Kit,
they are an indication of the interest potential partners have in Bluechiip’s technology
and lead to further sales and activity. We are now seeing a conversion to full OEM
agreements each of which address multi-million dollar market opportunities.

Looking at the agreements we have in hand now the direct available market within each
is substantial:

¢ Genea Biomedx serves the Assisted Reproductive Technology market, better
known as IVF market, which performs 1.8m IVF cycles per year, with 4 to 16 eggs
per cycle the available market is 18m eggs per year requiring Bluechiip
temperature tracking technology, for Bluechiip the opportunity is over $20m per
year.

e Labcon has externally identified an immediate market of $40m per annum with
an ability to increase to over $200m; and

¢ Planet Innovation is targeting partners in the cryopreservation, transport and life
science instrument space with market opportunity for Bluechiip consumables of
over $30m per annum.

We are seeing an acceleration in the conversion of our pipeline discussions that started
18 months ago with the first sales of developer kits which then translate into OEM
agreements. We have well over 30 pipeline discussions ongoing that include non-
disclosure agreements with partners.
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3. How is this conversion to OEM agreements being reflected in revenues
today and the revenue outlook?

MD Andrew McLellan:

While our revenues are still very low they have been growing fast and only reflect the
sales of developer kits and early stage work with our clients. Our first OEM product
revenues, which are the major revenue kicker for us, start to flow in financial 2018 and
initially they address $50m of identified end markets out of an initial broader market of
$250m.

Looking at revenues over the last 2 financial years, our cash receipts from customers
have grown from $56k, to $139k a year and we expect that to almost double again this
financial year. Each of these customers is paying commercial margins for license fees and
development services and products. As noted, that’s before sales of end products by our
existing OEM partners, including Genea Biomedx, which we expect to start flowing in
2018 financial year.

18 months ago, we began executing our OEM strategy, putting in place our pipeline
process including the developer kits that allow our partners to adopt Bluechiip
technology. At the same time, we continued to execute a suite of products including the
hand-held reader and multi sample readers. We are now seeing traction in the market.

In the first half of the 2017 financial year, we received $125k of cash receipts from
customers. With the Labcon agreement, executed shortly after the release of our third
quarter 4C report, we have received an inflow of cash from the license agreement and
product orders which will further translate into income this final quarter. Looking to the
end of the 2017 financial year will see a significant year on year increase in total revenue
for Blue Chiip.

Looking to the next 18 months and beyond we have executed agreements with major
partners who are global companies with global access. They are paying us commercial
margins and although they have not released integrated Bluechiip products yet we see
those products coming on line and generating significant increase in FY18 onwards.
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4. When do you expect the first product revenues from your OEM agreement with
Genea Biomedx agreement?

MD Andrew McLellan:

Genea is a good example of the layered revenues that our business model generates. We
have received revenue from: license fees; development services; and prototype products.
In FY18 we expect to receive revenues from product sales.

Genea Biomedx already has instruments in the market and continues each year to
expand that installation base through its distribution partner Merck. Bluechiip’s
technology is being developed into consumables that are used on the existing Genea
Biomedx Vitrification and Incubation platforms so we expect the uptake of Bluechiip
technology to roll out across existing customers and based on this and market feedback
we expect a very good uptake.
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5. What is the relationship between Merck, Genea Biomedx and Planet Innovation?
How does this relate back to BCT?

MD Andrew McLellan:

Genea Biomedx has an exclusive agreement with BCT to use our products in the Assistive
Reproductive Technologies market. Their exclusive global distribution partner is Merck
Bio Pharma, which is part of the global pharmaceutical company Merck, whose sales reps
are out in the market today selling Genea Biomedx's platforms for the assisted
reproductive technologies market.

Planet Innovation has been involved in the development and manufacture of Genea
Biomedx’s equipment and currently manufactures the incubation and vitrification
platforms that are being distributed globally by Genea Biomedx. Planet Innovation, as a
development partner, also has access into other organizations in the life science sector
across the globe, and is actively pursuing opportunities to include Bluechiip technology
with their partners.
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6. What's the relationship between sales and working capital for BCT?

MD Andrew McLellan:

We are entering a different and exciting phase with down-stream demand from our OEM
partners pulling product through our supply chain. That pull from customers means we
are required to build our inventory and convert our existing prototype products into full
production units including the multi-vial reader and hand held reader. This accelerating
sales growth will require working capital but the expected margins are good and the
expected returns on that capital are very attractive.
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Thank you Andrew.

For more information about Bluechiip, visit http://www.bluechiip.com/ or Andrew McLellan on +61 457 823 470.

For previous Open Briefings by Bluechiip or to receive future Open Briefings by email, visit openbriefing.com

DISCLAIMER: Ramsgate Advisors Ltd and Orient Capital Pty Ltd have taken all reasonable care in publishing the information contained in
this Open Briefing®; furthermore, the entirety of this Open Briefing® has been approved for release to the market by the participating
company. Itis information given in a summary form and does not purport to be complete. The information contained is not intended to be
used as the basis for making any investment decision and you are solely responsible for any use you choose to make of the information.
We strongly advise that you seek independent professional advice before making any investment decisions. Ramsgate Advisors Ltd and
Orient Capital Pty Ltd are not responsible for any consequences of the use you make of the information, including any loss or damage you
or a third party might suffer as a result of that use.
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