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NOTICE AND DISCLAIMER

This presentation is provided for information purposes only. The information in this presentation is in a summary form, does not purport to be complete and is not intended to be relied 
upon as advice to investors or other persons. The information contained in this presentation was prepared as of its date, and remains subject to change without notice. This presentation 
has been provided to you solely for the purpose of giving you background information about Firebrick Pharma Limited (Firebrick). This presentation is intended only for those persons to 
whom it is delivered personally by or on behalf of Firebrick. By attending this presentation, you represent and warrant that (i) if you are in Australia, you are a person to whom an offer of 
securities may be made without a disclosure document (as defined in the Corporations Act 2001 (Cth) (Corporations Act)) on the basis that you are exempt from the disclosure 
requirements of Part 6D.2 in accordance with Section 708(8) or 708(11) of the Corporations Act; (ii) if you are outside Australia, you are a person to whom an offer and issue of securities 
can be made outside Australia without registration, lodgement or approval of a formal disclosure document or other filing in accordance with the laws of that foreign jurisdiction. If you 
are not such a person, you are not entitled to attend this presentation. Please return this document and any copies and do not provide this document to any other person. This 
presentation is strictly confidential and is intended for the exclusive benefit of the person to which it is presented. It may not be reproduced, disseminated, quoted or referred to, in 
whole or in part, without the express consent of Firebrick. The recipient shall not disclose any of the information contained in this presentation to any other person without the prior 
written consent of Firebrick, which may be withheld in its absolute discretion. 
No representation or warranty, express or implied, is made as to the accuracy, reliability, completeness or fairness of the information, opinions and conclusions contained in this 
presentation. Neither Firebrick, its related bodies corporate, shareholders or affiliates, nor any of their respective officers, directors, employees, related bodies corporate, affiliates, 
agents or advisers makes any representations or warranties that this presentation is complete or that it contains all material information about Firebrick or which a prospective investor 
or purchaser may require in evaluating a possible investment in Firebrick or an acquisition of its shares. To the maximum extent permitted by law, none of those persons accept any 
liability, including, without limitation, any liability arising out of fault or negligence for any loss arising from the use of information contained in this presentation or in relation to the 
accuracy or completeness of the information, statements, opinions or matters, express or implied, contained in, arising out of or derived from, or for omissions from, this presentation.
Certain statements in this presentation may constitute forward-looking statements or statements about future matters that are based upon information known and assumptions made as 
of the date of this presentation. Forward looking statements can generally be identified by the use of forward looking words such as, “expect”, “anticipate”, “likely”, “intend”, “should”, 
“could”, “may”, “predict”, “plan”, “propose”, “will”, “believe”, “forecast”, “estimate”, “target” and other similar expressions within the meaning of securities laws of applicable 
jurisdictions. Indications of, and guidance or outlook on, clinical trials, required regulatory approvals, future earnings or financial position or performance are also forward looking 
statements. These statements are subject to internal and external risks and uncertainties that may have a material effect on future business. Actual results may differ materially from any 
future results or performance expressed, predicted or implied by the statements contained in this presentation. As such, undue reliance should not be placed on any forward looking 
statement. Past performance is not necessarily a guide to future performance. Nothing contained in this presentation nor any information made available to you is, or shall be relied upon 
as, a promise, representation, warranty or guarantee, whether as to the past, present or future. No person is under any obligation to update this presentation at any time after its release 
to you. 
The provision of this presentation is not a representation to you or any other person that an offer of securities will be made. Any prospective transaction would be undertaken solely on 
the basis of disclosure documentation prepared in accordance with applicable securities laws and regulations. The information presented in this presentation may differ materially in 
both content and presentation from that presented in any disclosure document prepared in connection with any prospective transaction. Firebrick reserves the right to alter the 
information contained in this presentation in any disclosure document prepared in respect of any prospective transaction from the form of this presentation accordingly.
This presentation is not, and does not constitute, an offer to sell or the solicitation, invitation or recommendation to purchase any securities in Firebrick and neither this presentation nor 
any of the information contained herein shall form the basis of any contract or commitment. In particular, this presentation does not constitute an offer to sell, or a solicitation of an offer 
to buy, any securities in the United States.
This presentation may not be reproduced or redistributed to any other person. This is a private communication and was not intended for public circulation or publication or for the use of 
any third party without the prior approval of Firebrick. All references to dollars, cents or $ in this presentation are to Australian currency, unless otherwise stated.
In receiving this presentation, each recipient agrees to the foregoing terms and conditions.
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“The search for a cure for the common cold 
resembles in some ways a late 20th-century 

quest for the holy grail, and although new and 
remarkable medical discoveries are reported 

almost daily, medicine still cannot cure the most 
frequent infectious disease, the common cold.”

McIntosh K. “Closer to a Cure for the Common Cold?”
Journal of the American Medical Association. 1999;281(19):1844–1845

The quest for a cure for the common cold 



The viruses enter the nose 
and readily infect nasal cells 

triggering the symptom 
complex we call the 

“common cold”

Colds are upper respiratory tract infections 
(URTI) caused by viruses and spread 
mainly through airborne microdroplets

Hundreds of 
variants from 
six major virus 
families are 
the primary 
cause of colds

Cold & flu medications 
suppress some of the 

symptoms but do nothing 
to stop the virus infection 

or its further spread 3

sore 
throat

sneezing

runny 
nose

blocked 
nose

coughing

It can feel like our 
whole body is 

infected, but the 
infection is actually 

only in the nose

chills 
& fever

headache

disturbed
sleep

tiredness, 
malaiseaches & 

pains

common 
cold



The constantly evolving pool of viruses that cause the common cold 

● 6 main families of viruses
cause colds

● Rhinovirus is the most
common cause, but there
are around 200 types of
Rhinovirus alone

● Seasonal coronaviruses
are the 2nd most common
cause (lots of variants, now
including SARS-CoV-2)

● Influenza virus and RSV
can cause colds, as well as
lower respiratory illness

● In most cases, the first site
of infection is the nose

Pattern of viruses detected in 
common cold subjects in 2022/23



Why pursue a treatment for the common cold?
It is by far, the most common disease afflicting humankind

● 17 billion cases worldwide of colds (upper 
respiratory tract infection or URTI) each year; 
dwarfs all other diseases

» 65 million cases in Australia alone
» 30 times more common than lower respiratory 

tract infections (LRTI) such as Influenza or RSV

● Although generally mild and resolving in 7-10 
days, the social cost is enormous. In Australia:

» Est. 14 million lost workdays, 14 million lost 
schooldays; total annual cost is $4B

» Est. 6 million GP visits and 2 million unnecessary 
antibiotic prescriptions that add to the global 
problem of antimicrobial resistance (AMR)

● Even a modest benefit from a new treatment 
would have an enormous impact on society

1  Jin, X. et al. (2021) “Global burden of upper respiratory infections in 204 countries and 
territories, from 1990 to 2019” eClinical Medicine, Volume 37, 100986
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Why is treatment of the common cold so difficult? 

Colds are caused by more than 
200 different viruses

Cold viruses can readily evolve

Drugs must be used very early 
to make an impact 

Any treatment must be very 
safe to get approved

But targeted  drugs only work 
against one type of virus

Drug resistance is a problem 
with antiviral drugs

But new drug treatments 
mostly need a prescription

Virtually all systemic drugs will 
have side effects

We need something that kills all viruses, doesn’t induce viral resistance, 
is readily available without prescription and has no potential for no side effects!
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● Povidone-iodine gargles have been very 
successful in Australia as sore throat treatments; 
in Australia, an estimated 100 million sore 
throats have been treated with povidone-iodine 
(PVP-I) gargle since its introduction in 1984

● PVP-I is an antiseptic that is safe to use in the 
nose and throat (at low concentrations)

● PVP-I kills (inactivates) all viruses with no evident 
resistance potential

● Firebrick Pharma was started with the mission to 
pursue a nasal spray based on PVP-I  

FYI: RGB colour #b22222, 
also known as ‘Firebrick’ is 
the colour of povidone-iodine 



Firebrick Pharma history
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● 2012 Founding
Firebrick Pharma was founded with the mission to develop 
a nasal spray based on povidone-iodine to treat the 
common cold.

● 2014-2017 Product Development
Created a stable nasal formulation in custom-designed 
bottle and German-engineered spray pump. First patent 
granted on the intranasal use of PVP-iodine. ‘Nasodine’ 
trademark registered.

● 2018-2019 Human Clinical trials
Phase 1, 2 and 3 human clinical trials show that Nasodine 
Nasal Spray is safe to use 4 times daily for 5 days and 
clinically effective as a treatment for the common cold.

● 2020-2023 TGA approval sought
Although shown to be safe to use, Nasodine’s approval as 
treatment of the common cold denied by TGA.

FUNDING HISTORY

Year Funding Pre-money 
Valuation $m

2012-2014 Founders -

2015 Seed 2.5

2016 Series A 3.5

2018 Series B 5.6

2019 Series C 9.6

2020 Series D 15.2

2022 IPO 26.8

Jun-2025 Current mkt cap 15-20

HISTORY OF FIREBRICK PHARMA 



Firebrick Pharma

Firebrick’s new strategic direction:
Lower the regulatory hurdle by marketing 
Nasodine as an antiseptic for nasal use, 
(not just a treatment for the common cold)

This is opening multiple markets for immediate sale and allows consumers and 
doctors to discover the benefits of Nasodine directly

9



Nasodine as a nasal antiseptic
Opens up multiple markets

● Jan 2024: we started commercial-scale
manufacturing of Nasodine Nasal Spray

● Apr 2024: Launched Nasodine online in US
(nasodine.com) as a cosmetic nasal cleanser (no
therapeutic claims, so no FDA approval needed)

● Jun 2024: Launched Nasodine in Singapore as a
topical antiseptic for nasal use (as an antiseptic, no
HSA approval needed except for consumers ads)

● Jan 2025: Nasodine secures retail pharmacy
distribution through Guardian pharmacies, wins
best newcomer award in Cough and Cold

● Feb 2025: Launched in Fiji as a topical antiseptic
for nasal use (like Singapore, no approval needed)

10

US advertising Singapore in-store promotion

Best newcomer award
in cough & cold Launch at WONCA 2024



People who use Nasodine are our biggest advocates
100% 5-star reviews

11

People are having great experiences, 
rebuying and recommending to others

When used early, it can stop the cold or 
help you quickly recover

Don’t let a nasal infection ruin a holiday 
or business trip



Plans for FY2026: SE Asia

● Philippines
» Mar 2025: Successfully manufactured

Nasodine Nasal Spray in the Philippines in
anticipation of future approval and launch

»

»

Approval is needed by PFDA (Philippines Food 
& Drug Administration) to support regulatory 
approval; PFDA filing is expected by Sep 2025, 
with approval anticipated in mid-2026 
Launch will be through exclusive marketing 
partner, SV More Pharma

» FRE receives A$2.60 per unit sold and we have
no marketing costs

● Other SE Asia countries may follow in FY26
» Most require a limited registration filing like

the Philippines

12

0.5 6 8
18

36
55

72

101
116

286

0

50

100

150

200

250

300

M
ill

io
ns

Population (2025) by Country SE Asia



Plans for FY2026: USA

● The US business
» US sales are growing, but currently limited to online sales to 

consumers (nasodine.com)
» US activities are operated through our wholly-owned 

subsidiary, Firebrick Pharma, Inc. (FREI); 
» During FY25, we built the supply chain, customer service and 

fulfilment systems to enable scalability of the FREI business

● FY26 scale-up goals:
» Upgrade brand messaging, website, advertising
» Grow US online business from 500 customers to 5,000
» Introduce up to 2 new Nasodine products
» Achieve awareness and support from KOLs
» Gain distribution through drugstores
» US online site allows shipment to 60 countries, so expand 

access and sales to numerous countries outside the US

13
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June 5, 2025: Published paper (2019 study) reports 
Nasodine is clinically effective for the common cold 
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Conclusion
In the current study, Nasodine 0.5% PVP-I nasal 
spray demonstrated a consistently positive benefit 
in reducing overall cold severity outcomes 
compared with saline nasal spray. The benefit of 
Nasodine was most evident in its impact on 
functional impairment (quality of life) scores, 
where the results were statistically significant and 
clinical meaningful. In subjects who started 
treatment within the first 24 h after symptom 
onset, the benefit of Nasodine over saline nasal 
spray was approximately 40%. It was safe and well 
tolerated. Nasodine is an effective and clinically 
meaningful treatment for the common cold.

Published in Frontiers in Medicine (2025) 
DOI: 10.3389/fmed.2025.1565069



Nasodine benefits over saline nasal spray (SNS) on 
individual cold symptoms and quality-of-life measures

● Thes results are based 
on all subjects, who 
started treatment on 
average 40 hours after 
symptom onset

● When we focus on 
subjects who started 
treatment in the first 24 
hours after onset, the 
average symptom 
benefit is 41% and the 
QoL benefit is 37%

● Paper expected to be 
valuable in the 
marketing of Nasodine 
to doctors and other 
HCPs
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The world needs Nasodine
A remarkable innovation that will help humankind in many ways

● We developed Nasodine as a treatment for the common cold and based on our 2019 Phase III trial,
it is significantly effective if used in the first 24 hours after symptom onset.

● Our 2023 Covid Phase 2 trial clinical trial also showed that Nasodine stops viral shedding, so it can
help protect others and potentially be a front-line nasal sanitizer in the next pandemic.

● Anecdotally, Nasodine has been reported to have a positive clinical effect on chronic sinusitis.

● MRSA is still a problem in hospitals, causing dangerous infections in post-surgical and immune-
suppressed patients; Nasodine rapidly kills MRSA bacteria and for hospitals it represents an
inexpensive, easily deployable solution with no bacterial resistance potential.

● Nasodine is potentially an important breakthrough for doctors: Finally, they have a product that
actually targets the viral cause.

16



The longer term vision for Firebrick 

● A US business that is selling product to multiple countries online, 
augmented by drugstore distribution across the US, with the US business 
generating positive net income

● Nasodine Nasal Spray is available and actively marketed by partners in 
more than 30 countries across SE Asia, Europe, MENA and Latin America

● Expanding portfolio of Nasodine branded products are on the market and 
Firebrick owns a valuable portfolio of products in the lucrative Cough & 
Cold space

● Firebrick becomes a profitable company based on Nasodine range sales

17



Bottom lines

● The world needs Nasodine and bringing it to the world is extremely 
rewarding for everyone involved with Firebrick, including our shareholders

● Firebrick’s risk profile is very low compared to R&D-based life sciences 
businesses on the ASX – Firebrick is not a ‘biotech’

● Firebrick’s monthly cash burn is relatively low and likely to stay low even 
as we grow, because of our reliance on partners for marketing (and the 
absence of significant new R&D spend)

● We will continue to need funding to grow the business and achieve 
profitability; there is an opportunity to buy in at a relatively low price

● Firebrick currently has a valuation of less than $20m

18



For more information visit: www.firebrickpharma.com
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