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UPFRONT

Given that IRI Separation Technologies Inc. is poised for the Phase 1 launch of its 
nutraceutical and intimacy-enhancing product in British Columbia in April 2008, and the 
Phase 2 launch shortly thereafter eastward into the Canadian prairie provinces and the 
western region of the United States, we expect the Company to become cash fl ow positive 
before the end of 2009.

RECOMMENDATION

We are resuming coverage of IRI Separation Technologies Inc. (“IRI” or the “Company”) 
with a Speculative Buy rating and a $0.45 per share 12-month Target Price. We initially 
launched coverage in November 2006 when the shares were trading at $0.93. After reaching 
a high of $1.30 on December 14, 2006, the stock declined to a low of $0.15 in February 
2008. We believe current management can realize the corporate objectives and that rapid 
growth lies ahead for IRI.

PROFILE

IRI is a Vancouver-based biotechnology company that has developed a proprietary method 
for extracting proteins, known as immunoglobulin (antibodies), from liquids such as egg 
yolk. The Company’s process results in higher quantities and greater purity levels at a cost 
cheaper than conventional processes. 

HIGHLIGHTS

• Proprietary extraction process provides competitive advantage.
• Unique skill in producing large quantities demanded by market.
• First product in retail and direct marketing channels available in late April 2008.
• Barriers to entry for potential competitors protect the franchise. 
• Seeking strategic alliances in the pharmaceutical industry.
• Challenge in ramping manufacturing capacity to meet demand.
• Need to secure additional funding.
• Limited trading volume leads to volatility.
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THE COMPANY

IRI is focused on the extraction of general and specifi c antibodies from crude particulate, primarily 
egg yolks at the current time, using an expanded bed adsorption process.  The science and relevance 
of these antibodies, or immunoglobulin, are discussed in some detail in this report. The ability to 
extract immunoglobulin as effectively and effi ciently as this process allows is unique and extremely 
valuable.  Once immunoglobin is extracted and purifi ed, however, there need to be channels in 
which to sell in order to make the business plan work.  

COMMENT: Over the past several years, IRI has worked diligently to put together a collection 
of partners and alliances that leverage the science aspect of its business plan and position the 
Company for what we believe will be the commercial success of the business.

With the majority of the pieces in place to maximize the production capacity and effi ciency of the 
process, the next several quarters for IRI will be focused on driving a nutraceutical and intimacy 
product to market and positioning the Company for additional revenue streams, including beverages 
with a health benefi t (known as functional beverages), in the near future. (See Business Opportunities, 
page 4.)  Beyond the nutraceutical and beverage industries, other market opportunities for IRI 
include the agricultural, aquaculture, and pet health markets, among others.  

Longer term, IRI intends to seek strategic alliances with existing participants in the pharmaceutical 
industry, for use of therapeutic-grade immunoglobulin as a base ingredient.  Pharmaceutical-grade 
immunoglobulin derived from human blood is currently used in treating specifi c diseases, often 
associated with immune failure.  IRI is currently seeking partnerships in this area to help fund the 
clinical trials necessary to bring a pharmaceutical-grade product to market.

COMPANY HISTORY

IRI Separation Technologies Inc. was incorporated on January 15, 2001 under the name Immuno 
Research Inc.  The Company was founded by John Mason, Jimmy Chang, Steven Pettigrew and 
Ray Cheung.  

The British Columbia-based Company initiated its development plan shortly thereafter with the 
acquisition of certain assets, namely leasehold improvements and intellectual property, from JR 
Laboratories for $170,000.  The acquisition of these assets enabled the Company to embark on its 
plan to commercialize these proprietary assets, which allow for the extraction of antibodies for  use 
in the agriculture, aquaculture, and nutraceutical industries.  

The original work at IRI centered on extracting IgG utilized bovine whey, a bi-product of cheese 
production, as the crude particulate.  This raw material was easily sourced as its value in the industry 
was almost non-existent and the demand level was low.  However, an increase in whey protein 
manufacture increased demand levels for bovine whey and, as such, prices have moved signifi cantly 
higher over the past few years.  

In addition, the process was not capable of generating the bulk quantities of immunoglobulin 
required by IRI as fl uid speeds must be kept relatively slow to prevent clogging.  The effi ciency of 
the process is thereby compromised and, as a result, the costs are higher.



eResearch    IRI Separation Technologies Inc.

4 March 31, 2008

Given that IRI’s proprietary extraction process is applicable to either raw material source, IRI made 
the decision to prioritize its efforts towards processing immunoglobulin from egg yolks in November 
2001. The Company has spent the past four to fi ve years perfecting this key proprietary asset.  By 
using this process, the Company will be able to produce greater quantities of immunoglobulin than 
the other conventional processes - at a lower overall cost.  

COMMENT: The result of this decision has meant focusing the business model, at least for the 
near-to-intermediate term, on sourcing egg yolks, securing a downstream value to the by-product 
of the process, and building out the manufacturing capacity to meet the demand in the commercial 
market. 

IRI went public in November of 2005, issuing 2.6 million common shares at a price of C$0.50 per 
share.  

In 2006, IRI signed an agreement to acquire the property, plant and equipment, associated contracts 
and intellectual property of Isotech Research Inc., Vanderpol Egg Products Inc., and Immune Biotech 
Inc., collectively referred to as the Alberta Group, headquartered in Airdrie, Alberta.  Isotech Research 
operates a protein separation facility and is a registered Canadian Food Inspection Agency (CFIA) 
egg-processing station. Vanderpol Egg Products is an approved egg-breaking facility.  Immune 
Biotech develops and produces vaccines and has the capability of developing antibody-specifi c 
immunoglobulin for most virus and bacteria-related health issues.  

COMMENT: Combined, these assets provide IRI with an approved facility for its commercial 
manufacturing operations, along with scientifi c expertise that should prove benefi cial in expanding 
market opportunities available to the technology. 

In May 2007, IRI terminated its Letter of Intent to acquire certain assets (world-wide rights outside 
of Canada) owned by Lakota Research International Inc. and Lakota Antibody Products Inc. as well 
as its Supply Agreement with Lakota Antibody Products, Inc.  In its due diligence of the acquisition, 
IRI was unable to justify the purchase price and decided to back away.  
 

BUSINESS OPPORTUNITIES

1. Health And Wellness Market

Nutraceuticals are defi ned as foods or components of foods that offer health or medicinal value, 
including the prevention or treatment of disease.  While at one time the health and wellness industry 
was viewed skeptically and thought to lack scientifi c validity, several factors have driven industry 
growth over the past decade:

(1)  As the baby boomer generation approaches the latter third of their lives, the focus on health 
and well-being has become more prominent;

(2)  The relationship between diet and disease is now better understood, and the causative link 
between diet and heart disease, diabetes, and even various types of cancer is clear; and  

(3)  The general public, in part due to rising health costs, is now taking more responsibility for 
personal health.  The real paradigm shift in the healthcare system today is from disease 
treatment to disease prevention.  

With an aging population and a society more attuned to health and well-being, it is not surprising 
that there has been an explosion of interest in the market for nutraceuticals.  The Nutrition Business 
Journal estimated the dietary supplement segment of the U.S. health and wellness market at $20 
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billion in 2002.  Canadian sales for the industry have recently been estimated at $4.3 billion.  In 
fact, a 2001 survey found that 75% of Canadians professed use of a natural health product, such as 
vitamins, minerals and herbal remedies.

COMMENT: Given that the market for these supplements is huge and growing, the key issue for 
IRI, in our opinion, will be much more about the ability to supply than about the overall demand.  
In other words, ramping manufacturing capacity to deliver product in the quantities demanded by 
the marketplace is the challenge, as we believe the overall market demand is large enough to fuel 
top-line growth at IRI for many years.

2.  Agricultural Market

In the agriculture industry, there is the potential for an IgG (glycoprotein immunoglobin)-based 
product with high purity to supplement or replace the need for milk-based products given to newborn 
animals.  In order to replace the currently used milk-based products, the IgG content needs to reach 
at least a 50% level and IRI’s process is the only process known to be able to reach that degree of 
purity.  Ultra-fi ltration, the process most typically used to separate proteins, yields an IgG purity 
level of approximately 20%.   

The incidence of disease in the agricultural market offers the potential for an immune-boosting 
supplement.  As an example, according to U.S. Department of Agriculture (USDA) statistics, there 
were 11.6 million litters of piglets farrowed in the U.S. in 2006, with an average litter size of 10.5 
piglets.  The same study determined that the average pre-weaning mortality was 0.97 piglets per 
litter, or approximately 11 million piglets per year.  If we assume a conservative cost to the farmer 
of US$15 per lost piglet, the total cost to the industry in the U.S. alone is approximately US$165 
million per year.

A similar USDA study published in August 2004 estimated that the annual births of calves in the 
U.S. would total approximately 37.7 million in 2005.  The percentage of calves dying as a result 
of scours, diarrhea and respiratory problems is estimated to be approximately 6.2% of all newborn 
calves.  Using an average cost to the farmer per death of around US$280, the total cost to the industry 
in the U.S. is estimated to be over US$650 million per year.

3.  Aquaculture Market

IRI is also exploring opportunities in aquaculture, primarily for feed supplements that would boost 
immunity but not contain the potentially harmful antibiotic residue.  With the growing use of 
antibiotics, the costs to the aquaculture industry, in particular, are signifi cant, as fi sh often need to 
be held for a period of months – sometimes up to six months – in order for the residue to exit the 
system and allow the fi sh to be sold as food.  The European Union, for example, recently banned 
the importation of fi sh and crustacean products from Asia due to antibiotic residues. A highly pure 
IgG-based product could potentially eliminate, or at least signifi cantly reduce, this required holding 
period and act as a replacement for many of these antibiotics.  

4.  Pet Health Market

The pet health industry represents one of the fastest growing markets in North America.  Demographic 
trends are driving a larger percentage of people to own a pet.  Recent data from the American Pet 
Manufacturers Association showed an increase in pet ownership from 58% in 1988 to approximately 
63% today.  Increased awareness of pet health and wellness has also spurred owners to seek out 
more specialized preventative and more technologically advanced medical care for their pets.  
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According to the American Pet Product Manufacturers Association (APPMA) statistics on spending, 
Americans spent over $41 billion dollars on their pets in 2007, which means pet-related spending 
has roughly doubled in the last 10 years in the U.S.  For 2008, APPMA estimates that spending 
on pets in the U.S. will grow approximately 6% to $43.4 billion and break down into the various 
categories below:

Food $16.9 billion 
Vet Care $10.9 billion
Supplies/OTC Medicine $10.3 billion
Live animal purchases $2.1 billion
Pet Services: grooming & boarding $3.2 billion  

Spending in Canada is estimated to be approximately $6 billion per year.

COMMENT: Opportunities for IRI in the pet health industry centre on providing feed supplements 
that would increase immunity but not contain harmful antibiotic residue.

5. Additional Markets 

We view the following opportunities as longer term in nature and, as such, they are not included 
in our fi nancial forecasts. IRI is most likely to pursue strategic partners in order to tap into the 
following potential areas:

• Functional beverages
• Viral related diseases
• Allergies and Autoimmune  Diseases
• Arthritis 
• Heart Disease
• Diabetes
• Cancer Related Treatments
• HIV/Aids

COMMENT: Of the above, the most promising at the present time relates to IRI’s initial study 
of the potential of an immunoglobulin supplement as part of a functional beverage.  Functional 
beverages are in high demand right now as the soft drink market has been on the decline.  More 
and more people are seeking a health benefi t in their beverage of choice, with taste serving to be 
a key differentiator in the marketplace.
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RECENT DEVELOPMENTS

1.  Commercial Market Entry in Near Term 

IRI announced on March 17, 2008 that it would proceed to market its fi rst product in the retail 
and direct marketing channels, with the product scheduled to be available in late April 2008.  Its 
product, marketed under the brand name MUNO, is an immunoglobulin supplement to the body’s 
naturally-produced antibodies, thereby enhancing the user’s overall immune system.

2.   Receipt of First Natural Health Products Submission

In February 2008, IRI received its fi rst Natural Health Products (NHP) submission number from the 
Natural Health Products Directorate in Canada indicating that there are no obvious concerns with 
the product content as per label, or proposed label. A more substantial review will follow.  This is 
important, because it allows IRI to market the product freely, provided the Company does not make 
any reference to the NHP process in the labelling or marketing.  The Company also has a few other 
applications submitted for review.  In 2004, the NHP regulations became law in Canada, requiring 
any company that sells a fi nished form of an NHP on the market to become licensed.

3.  Additional Private Placement in Progress 

IRI is currently working on a two-step capital raise that is expected to generate $450,000 of net 
proceeds in the fi rst tranche and $900,000 of net proceeds in the second tranche.  We expect the 
initial capital to come sometime in April-May 2008 and the remainder to come in shortly thereafter.  
With the additional capital, IRI should be able to increase its production capabilities and signifi cantly 
add to its working capital.  More importantly, by successfully securing this capital, we expect IRI 
to become self-sustaining from a cash standpoint and not require a return to the capital markets 
for a while.

4.  Potential Acquisition Under Review

IRI has a Memorandum of Understanding (“MOU”) to purchase all of the issued shares of Enerex 
Botanicals Ltd. and Phoenix Nutraceuticals Ltd., two entities that could signifi cantly expand IRI’s 
product offering in the health and wellness market.  

Enerex is well-established in the market, currently servicing over 500 health-food locations across 
Canada and has an international network of distributors along with a direct sales force with technical 
expertise in marketing nutraceuticals.  

Phoenix Nutraceuticals is a privately held corporation which, among other things, imports 
raw materials for the nutraceutical and related manufacturers and operates in partnership with 
Enerex. 

The MOU provides for a purchase price of $2,600,000 for the group of companies and comprises 
cash and earn-out securities.  IRI estimates that a combination with Enerex could boost annual 
revenues by close to $4 million almost immediately. The fi nancing necessary to make the acquisition, 
however, would likely need to be sourced from the capital markets. 

COMMENT: As there is always an element of uncertainty regarding the closing of any proposed 
transaction, we are not including the above in our fi nancial model until these acquisitions are 
consummated.
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COMPETITIVE POSITION

IRI has a proprietary process that results in the extraction of monoclonal and polyclonal antibodies 
in an extremely effi cient and cost-effective manner. IRI’s proprietary extraction process requires 
the understanding and perfecting of approximately 15 different variables. It is estimated that the 
time it would take a competitive company to construct an equivalent extraction process would 
be in the range of four to fi ve years.  We believe that, even in the unlikely event that this occurs, 
the lead time currently awarded the Company should allow it to maintain its leading position in 
the marketplace. While it may be technologically feasible one day to see an extraction process 
superior to that currently used by IRI, the duplication of the business model and the compilation 
of the necessary partnerships act as barriers to entry for a potential competitor and further protect 
IRI’s franchise.    

Until IRI developed its process, the only sources of available IgG were from concentrated fi rst-
milking colostrums and human blood serum.  In both cases, the cost to attain the quantities required 
for commercial production at purity levels demanded in the industry is prohibitive.  Lab scale 
processes to extract IgY from egg yolks are currently available, but the ability to produce large 
quantities at prices demanded by the market is a skill unique to IRI.  

The typical IV IgG treatment requires a total of 30-50 g of IgG at an average cost of approximately 
C$80 per gram, resulting in a total treatment cost of roughly C$3,000.  On the other hand, the 
expected cost per monthly supply of IRI’s IgG-based product is under C$80.  

FINANCIAL REVIEW AND OUTLOOK

Financial Year-End: The Company’s fi scal year-end is January 31.

Summary: We estimate that IRI’s revenue will grow from C$4.6 million in fi scal 2008 to C$31.1 
million in fi scal 2011.  Our fully diluted FY 2008-2011 EPS estimates call for C$(0.04), C$0.02, 
C$0.06, and C$0.12, respectively.  The Company’s revenue and earnings growth is primarily driven 
by increasing sales of immunoglobulin and its intimacy product to the commercial market, with 
some contribution in the later years from sales of specifi c antibodies and sales of immunoglobulin 
into the agriculture and aquaculture markets.  

Approach: We have constructed our revenue model by fi rst separating out the various products 
and markets.  The Vanderpol Eggs component is assumed to be a slow-growth market opportunity 
with extremely narrow margins.  We are modelling, however, a slight margin expansion in 2010 
and 2011, as the Company has identifi ed a few areas of operating-margin effi ciency potential.  
This revenue component, albeit with little growth, is necessary to derive the higher growth, higher 
margin immunoglobulin-based products.  For this product line along with the intimacy-enhancing, 
Romeo and Juliet-branded product, we have built a model that drives revenue from an estimate of 
total bottles sold multiplied by an estimated price per bottle.  

Product Pricing Points: Given that sales are targeted into both the multi-level marketing segment 
as well as directly into the wholesale market, we have separated the two channels in order to assign 
different price points per bottle as well as different volumes. Our model assumes that IRI will attain 
$12 per bottle in the multi-level marketing channel and $42 per bottle in the wholesale channel. 
With the multi-level marketing channel typically seeking to generate a 6x return on the purchase 
price and the retail market aiming for 70%-80% margins, we are expecting that the product will 
sell to the end-customer at a retail price of approximately $72 per bottle.  
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Capex: We are forecasting that the Company will require approximately $750,000-$850,000 in 
annual capital expenditures in the near-to-intermediate term as it ramps up manufacturing for its 
commercial product introductions.  Included in this amount is approximately $700,000 for the 
purchase of a second column and centrifuge required for added capacity in the immunoglobulin 
extraction process.  

Taxation: In terms of taxes, we are forecasting a blended corporate rate of 20% to account for the 
fact that the Condor wholly-owned subsidiary is based in Malta with a tax rate of 5% while the base 
Company pays taxes at a rate of approximately 35% per year.  With the accumulated defi cit in place 
through fi scal 2009, we are projecting that the Company will pay taxes beginning in fi scal 2010.

Financing: If the Company is successful in securing the expected $1.5 million of capital, we would 
expect IRI to become self-sustaining from a cash standpoint and not require a return to the capital 
markets for some time. Combining these transactions and accounting for additional exercisable 
warrants and options, we expect the Company to exit the current fi scal year with an approximate 
total of 51.7 million fully-diluted shares outstanding.  

Options and Warrants:  In addition to the currently issued and outstanding shares totaling 32.5 
million, the Company has 9.9 million outstanding warrants and 3.0 million outstanding options.  
We expect the current capital raise will include warrants as well. 

Below, we break out the outstanding options and warrants at the Company and the corresponding 
capital associated with the exercise of those options and warrants.

Table 1: Warrants and Options

Expiry Price Volume $
Feb-10 $0.50 555,000 $277,500
Nov-10 $0.50 130,000 $65,000
May-11 $0.50 70,000 $35,000
Aug-11 $0.60 425,000 $255,000
Sep-11 $0.60 100,000 $60,000
Oct-11 $0.60 100,000 $60,000
Aug-12 $0.38 1,180,000 $448,400
Feb-10 $0.38 400,000 $152,000

2,960,000 $1,352,900

Expiry Price Volume $
Jul-09 $0.45 9,944,143 $4,474,864

Current Outstanding Options

Current Outstanding Warrants

Source: eResearch
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INCOME STATEMENT (Cdn $) FY FY FY
2007 FY 2008E FY 2009E 2010E 2011E

Revenue
  Vanderpol Egg Products $1,953,424 $4,500,279 $2,400,000 $2,424,000 $2,448,240
  Sales of Product in Health/Wellness Market $0 $0 $10,154,100 $15,231,150 $21,810,038
  Sales of Specific Immunoglobulin $0 $0 $0 $2,225,000 $5,000,000
  IRI - Canada $0 $55,000 $0 $0 $0
  Agricultural Opportunities $0 $0 $0 $0 $1,250,000
  Aquaculture Opportunities $0 $0 $0 $0 $625,000
Total Revenue $1,953,424 $4,555,279 $12,554,100 $19,880,150 $31,133,278
     Y-O-Y Growth NM 133.2% 175.6% 58.4% 56.6%

Cost of Goods Sold
  Vanderpol Egg Products $1,845,857 $4,393,818 $2,397,600 $2,375,520 $2,350,310
     Gross Margin 5.5% 2.4% 0.1% 2.0% 4.0%
  IRI - Health / Wellness Products $0 $0 $5,757,798 $7,920,198 $10,905,019
     Gross Margin N/A N/A 43.3% 48.0% 50.0%
  IRI - IgY (Specific) $0 $0 $0 $1,112,500 $2,500,000
     Gross Margin N/A N/A N/A 50.0% 50.0%
  IRI - Canada $0 $0 $0 $0 $0
     Gross Margin N/A 100.0% N/A N/A N/A
  Agricultural Opportunities $0 $0 $0 $0 $625,000
     Gross Margin N/A N/A N/A N/A 50.0%
  Aquaculture Opportunities $0 $0 $0 $0 $312,500
     Gross Margin N/A N/A N/A N/A 50.0%

Total Cost of Goods Sold $1,845,857 $4,393,818 $8,155,398 $11,408,218 $16,692,829

Overall Gross Margin 5.5% 3.5% 35.0% 42.6% 46.4%

Gross Profit $107,567 $161,461 $4,398,702 $8,471,932 $14,440,448
Operating Expenses
Advertising Expense $0 $0 $385,000 $462,000 $554,400
Research and Development $0 $0 $300,000 $300,000 $300,000
Lakota LOI & Product Giveaway (Non-recurring) $0 $129,042 $0 $0 $0
Sales, General and Administrative $1,023,809 $1,691,556 $2,237,400 $2,982,023 $4,669,992
Total Operating Expenses $1,023,809 $1,820,598 $2,922,400 $3,744,023 $5,524,392

Net EBITDA ($916,242) ($1,659,137) $1,476,302 $4,727,910 $8,916,057
     EBITDA Margin NM NM 11.8% 23.8% 28.6%

Amortization and Depreciation $79,995 $195,156 $536,625 $940,000 $1,070,000

Other Items
  Interest Income $40,241 $32,949 ($750) $53,651 $140,672
  Write-down of Leasehold Improvements ($2,700) $0 $0 $0 $0
Total Other Items $37,541 $32,949 ($750) $53,651 $140,672

Pre-Tax Profit (Loss) ($958,696) ($1,821,344) $938,927 $3,841,560 $7,986,729

Income Tax $0 $0 $0 $768,312 $1,597,346

Net Profit (Loss) ($958,696) ($1,821,344) $938,927 $3,073,248 $6,389,383

Weighted Average Shares Out 15,261,410 27,496,871 36,135,609 36,691,164 36,691,164
Fully Diluted Shares 27,984,252 44,973,085 50,773,085 51,706,418 51,706,418

Earnings Per Share ($0.06) ($0.07) $0.03 $0.08 $0.17
Fully Diluted Earnings Per Share ($0.03) ($0.04) $0.02 $0.06 $0.12

Table 2: Income Statement

Source: Company and eResearch
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BALANCE SHEET (Cdn $) FY FY FY
2007 FY 2008E FY 2009E 2010E 2011E

ASSETS

Cash and Cash Equivalents $1,600,642 $838,907 $853,480 $4,511,600 $9,555,633
Accounts Receivable $640,513 $152,625 $1,003,275 $1,650,052 $2,584,062
Prepaid Expenses $238,200 $192,917 $192,917 $192,917 $192,917
Prepaid Advertising $0 $0 $76,000 $76,000 $76,000
Inventory $398,465 $457,875 $1,466,325 $1,988,015 $3,113,328
  Total Current Assets $2,877,820 $1,642,324 $3,591,997 $8,418,584 $15,521,940

Property Plant & Equipment $3,594,119 $4,567,138 $5,267,138 $6,067,138 $6,917,138
  Less: Accumulated Amortization ($109,439) ($304,595) ($841,220) ($1,781,220) ($2,851,220)
Net Property, Plant & Equipment $3,484,680 $4,262,543 $4,425,918 $4,285,918 $4,065,918
Deferred Development Costs $1,304,946 $2,815,200 $2,815,200 $2,815,200 $2,815,200
Proprietary Technology $150,568 $150,568 $150,568 $150,568 $150,568

Total Assets $7,818,014 $8,870,635 $10,983,683 $15,670,270 $22,553,626

LIABILITIES & SHAREHOLDERS' EQUITY
Accounts Payable and Accrued Liabilities $1,116,915 $841,500 $720,300 $1,590,412 $2,023,663
Due to shareholders $25,085 $25,085 $25,085 $0 $0
Taxes Payable $0 $0 $0 $768,312 $829,034
Current Portion of Note Payable $193,876 $54,679 $0 $0 $0
  Total Current Liabilities $1,335,876 $921,264 $745,385 $2,358,724 $2,852,697

Shareholders' Equity
Capital Stock $7,638,813 $10,758,668 $12,108,668 $12,108,668 $12,108,668
Funds received on commitment to issue shares $0 $0 $0 $0 $0
Contributed Surplus $584,310 $753,032 $753,032 $753,032 $753,032
Accumulated Deficit ($1,740,985) ($3,562,329) ($2,623,402) $449,846 $6,839,229
Total Shareholders' Equity $6,482,138 $7,949,371 $10,238,298 $13,311,546 $19,700,929

Total Liabilities & Shareholders' Equity $7,818,014 $8,870,635 $10,983,683 $15,670,270 $22,553,626

CASH FLOW STATEMENT (Cdn $) FY FY FY FY
2007 FY 2008E 2009E 2010E 2011E

Operating Activities
Net Income (Loss) ($958,696) ($1,821,344) $938,927 $3,073,248 $6,389,383
Non-Cash Items
  Stock-based Compensation $253,343 $175,886 $0 $0 $0
  Amortization/Write-down of DD & Start Up Costs $82,695 $195,156 $536,625 $940,000 $1,070,000
Net Change in Non-Cash Working Capital ($149,139) $59,149 ($2,110,979) $469,957 ($1,565,350)

Cash from Operating Activities ($771,797) ($1,391,153) ($635,427) $4,483,205 $5,894,034

Investing Activities
Acquisition of Property & Equipment ($3,530,843) ($973,019) ($700,000) ($800,000) ($850,000)
Acquisition of Propietary Technology ($150,568) $0 $0 $0 $0
Acquisition of Deferred Dev. Costs (Net) ($625,139) ($1,510,254) $0 $0 $0

Cash from Investing Activities ($4,306,550) ($2,483,273) ($700,000) ($800,000) ($850,000)

Financing Activities
Shareholders' Loans ($6,249) $0 $0 ($25,085) $0
Cash Received on Commitment to Issue Shares $0 $0 $0 $0
Issuance of Shares $5,989,017 $3,112,691 $1,350,000 $0 $0

Cash from Financing Activities $5,982,768 $3,112,691 $1,350,000 ($25,085) $0

Net Increase/(Decrease) in Cash/Cash Equivalents $904,421 ($761,735) $14,573 $3,658,120 $5,044,034

Cash/Cash Equivalents, End of Period $1,600,642 $838,907 $853,480 $4,511,600 $9,555,633

Table 3: Balance Sheet and Cash Flow Statement

Source: Company and eResearch
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VALUATION

With an absence of meaningful revenues to date, we believe the most effective method of valuing 
IRI is by conducting a discounted cash fl ow analysis.  Using our model to project revenues, earnings 
and free cash fl ow through fi scal year 2011, we performed a sensitivity analysis using a range of 
terminal values and discount rates.

Historically, the returns associated with small and micro-cap stocks have outpaced those of larger, 
more established companies as the risk levels tend to be much higher with less capitalized companies.  
In our model, we have chosen to assign a 35% discount rate to IRI, well above the average historical 
return of the equities market, but commensurate with the high level of risk inherent in a micro-cap 
biotech company with no history of either revenues or earnings.  Additionally, the Company is 
currently in the process of securing funding that is critical to its operations, and failure in this effort 
could seriously impair the long-term success of the Company.

We also believe a terminal value of 8x is appropriate, based upon the long-term growth rates of 
companies in the healthcare sector.  

COMMENT: Although manufacturing companies have typically shown lower multiples than the 
overall biotech industry, and this Company is a mix of  the two, we believe the leverage inherent in 
IRI’s business model will provide for above-average levels of growth well into the future.  

In Table 4 below, we show the projected net income to IRI and its free cash fl ow through fi scal year 
2011.   As shown, we expect IRI to turn cash fl ow positive by the end of fi scal 2009.  

Table 4:  Discounted Cash Flow Analysis

Source: eResearch

(In Thousands of C$) 2008E 2009E 2010E 2011E

Net Income (1,821) 939 3,073 6,389
Y-O-Y Growth in Net Income N/A -151.6% 227.3% 107.9%
Cash From Operating Activities (1,391) (635) 4,483 5,894
Less: Capital Expenditures (2,483) (700) (800) (850)

 =  Free Cash Flow to Equity (3,874) (1,335) 3,683 5,044
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STOCK PRICE CATALYSTS

• Completion of successful private placement.

• Initiation of full-scale marketing launch into commercial markets.

• Full NHP [Natural Health Product] regulatory approvals for commercial health and wellness 
product.

• Announcements of strategic partnerships that allow for additional manufacturing capacity.

• Additional announcements that expand the Company’s partnership network and allow for 
better economics in the processing of IgY (immunoglobulin in the yolk of poultry eggs) 
extraction and use.

• Advancements in commercializing additional applications for IgY including aquaculture, 
agricultural feed supplements, and beverage opportunities.

IRI Separation Technologies Inc.
Discounted Cash Flow Analysis (through FY 2011)

Present Value as of March 31, 2008

Terminal Value Multiples
6.0x 8.0x 10.0x

Discount
Rates

Present Value of Free Cash Flows ($342) ($342) ($342)
Present Value of January 31, 2011 Terminal Value* 18,205 24,274 30,342
Present Value of Enterprise (Debt & Equity) 17,863 23,932 30,000
% Value in Terminal Value 101.9% 101.4% 101.1%

30.0%

Plus:  Current Cash Position 1,397 1,397 1,397
Equity Valuation as of March 31, 2008 19,260 25,328 31,397
Equity Valuation Per Share $0.35 $0.50 $0.60

Present Value of Free Cash Flows ($616) ($616) ($616)
Present Value of January 31, 2011 Terminal Value* 16,356 21,808 27,260
Present Value of Enterprise (Debt & Equity) 15,740 21,192 26,644
% Value in Terminal Value 103.9% 102.9% 102.3%

35.0%

Plus:  Current Cash Position 1,397 1,397 1,397
Equity Valuation as of March 31, 2008 17,136 22,588 28,040
Equity Valuation Per Share $0.30 $0.45 $0.55

Present Value of Free Cash Flows ($838) ($838) ($838)
Present Value of January 31, 2011 Terminal Value* 14,752 19,669 24,586
Present Value of Enterprise (Debt & Equity) 13,914 18,831 23,749
% Value in Terminal Value 106.0% 104.4% 103.5%

40.0%

Plus:  Current Cash Position 1,397 1,397 1,397
Equity Valuation as of March 31, 2008 15,311 20,228 25,145
Equity Valuation Per Share $0.30 $0.40 $0.50

(*) Terminal Value = 2011 Projected Net Income * Multiple

Table 5: Discounted Cash Flow

Source: eResearch
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INVESTMENT CONSIDERATIONS

1. Company Poised to Enter Commercial Market

The launch of Phase 1 of the Company’s sales and marketing campaign is expected to take place in 
the Province of British Columbia in April 2008.  Phase 2 of the launch is planned for an expansion 
eastward into the Prairie Provinces of Canada and into the western region of the United States.  
In the near term, the Company is focusing its resources on the commercial health and wellness 
market, but it has a plan in place to expand its opportunities signifi cantly over the coming years. 
(See Business Opportunities, page 4.) 

2.  Effi cient Manufacturing Process a Key Component of the Business Strategy

(a) Alberta Group: A key factor is assessing IRI is the Company’s build-out of its manufacturing 
process. Although the process is incredibly effi cient, it still requires considerable raw material 
to derive the end-product.  As such, IRI adeptly addressed the need to build up capacity 
through acquisition in 2006 of a 100% ownership in the property, plant and equipment, 
associated contracts and intellectual property of an egg-breaking facility, protein separation 
facility, and research group with expertise in specifi c, or monoclonal, antibody development.  
The ownership of these facilities, collectively referred to as the Alberta Group, will allow 
for the initial ramp-up in production of general antibodies.

 COMMENT: The inclusion of the Alberta Group in the business plan brings an approved 
egg-breaking facility, a protein separation plant, and a research group that all directly benefi t 
the near-term potential of the overall business.  The Alberta Group has the expertise and 
current means to run the egg yolk through an initial process known as aqueous fractionation, 
resulting in the residual pellet.  On its end, IRI possesses the proprietary extraction process 
that drives the IgY purity levels to 50% or higher, a real competitive advantage in marketing 
the product as a nutraceutical.  

(b) Simplimix Food Inc: Another important consideration is the Company’s 2006 acquisition 
of Simplimix Food Inc., a specialty manufacturer of mixes utilizing egg-yolk by-products. 
The Simplimix ownership provides a revenue-generating outlet for the residual by-product 
resulting from the extraction process. The relationship not only allows IRI to fi x its raw 
material price on the sale of a residual product from its extraction process to Simplimix, 
but also serves as a cost-recovery centre that brings some benefi t to a product that would 
otherwise be of no use to IRI.  

COMMENT: We view the ability to utilize a waste product of the production process as an extremely 
valuable attribute in the overall business model.
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3. Collection of Strong Strategic Partnerships 

Over the years, IRI has assembled a strong group of strategic partners with world-class expertise 
in various aspects of its business operations.

(a) JR Laboratories. JR Laboratories, a private company providing research and analytical 
support to various government agencies and food producers, originally provided the 
intellectual property and other assets to help form the Company in 2001 and has since worked 
closely with IRI to construct and perfect the extraction of proteins from crude particulate.  
IRI also works closely with its supplier to manage its supply of adsorbent beads necessary 
for the extraction process.  Silliker, Inc., a world leader in the fi eld of food safety and quality 
services, recently acquired 70% of JR Laboratories. Silliker is a privately-owned company 
of the Mérieux-Alliance group, and has been involved in food industry for more than 40 
years.

(b) Condor International. IRI has set up a marketing structure through its Condor International 
wholly-owned subsidiary to include several partners around the world to provide support 
and expertise in a local market setting.  In Canada, J. McNeill Enterprises Ltd., a company 
with a base of accounts which include a number of major drug store and food chains across 
Canada, will lend its expertise in mass merchandise markets. In the United States, Koval/
Williamson (KM) will take the lead.  KM currently has approximately 50 sales agents 
covering 10 states in the western half of the U.S.  In other markets in Asia and elsewhere, 
the Company has been working with established fi rms with local presence and expects to 
generate sales in the geographic regions over time.  Condor is also working with an agency 
in the U.S. to deliver the IRI message via multi-level marketing and the Internet. 

COMMENT: We also expect the Company to sign additional agreements in the coming months 
with companies with manufacturing capacity, raw material supply, and/or use for by-products from 
the extraction process.

4. Wide Range of Product Opportunities in Large Markets  

The top priority at IRI in the near term is to succeed in entering into the commercial health and 
wellness marketplace with its general antibody product as well as an intimacy-enhancing product 
within the next few months.  The latter product is an internally-developed formulation that increases 
energy and alertness.  

The Company’s proprietary process for extracting immunoglobulin from crude particulate, in 
particular, is potentially valuable across a number of other market opportunities, including the 
agricultural, aquaculture, veterinary and beverage industries.  The Company is also currently working 
to put into place the raw materials necessary to produce specifi c antibodies, a product that should 
carry a price per kilogram three-to-four times that of general antibodies.  

COMMENT: We would not expect the Company to generate revenue from specifi c antibody 
production until 2010 at the earliest.
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5. Proprietary Extraction Process Provides Competitive Advantage  

The Company’s proprietary extraction process requires understanding and perfecting of approximately 
15 different variables.  While various participants in the process may be familiar with one or more 
of the variables, intimate knowledge of the entire process is held by only two people in the world, 
both at IRI, and both have signed strict confi dentiality and non-disclosure agreements. 

COMMENT: We would estimate that the time it would take a competitive company to duplicate 
this extraction process would be in the range of four to fi ve years.  The Company has fi led for 
provisional patent protection on two of its processes.

6. Risk Profi le Attractive for Micro-Cap Biotech Company 

IRI is a high-growth, high-margin company with an absence of reimbursement risk, limited regulatory 
risk, and modest long-term cash burn.  For the micro-cap biotech investor, this is extremely rare 
and particularly attractive.  

COMMENT: The Company is currently working to secure additional funding necessary to meet 
the capital needs of the business.  Failure to do so would seriously impair its ability to execute on 
its corporate strategy going forward.

7.  Financing Risk 

The Company’s most signifi cant challenge, in our opinion, is the ability to manage its capital 
resources in the near term while it brings product to market. As previously discussed, the Company 
is currently seeking to raise C$1.5 million in a private placement in order to move on its marketing 
plan and accumulate the proper level of inventory.  Given our assumptions going forward in our 
forecast, we expect this could be the last capital raise necessary before the Company reaches cash 
fl ow breakeven.  

8. Operations Risk 

A primary challenge facing IRI has been the ability to ramp up the Company’s manufacturing 
capacity quickly and in a cost-effective manner.  Complicating this goal were issues of facility-level 
regulatory approval, raw material sourcing, and residual product absorption in the marketplace. 

COMMENT: We view the acquisition of the Alberta Group and the ownership investment in 
Simplimix in 2006 as two important strategies put in place by IRI over the last couple of years. 
They go a long way in solving the operations issues mentioned above.  

9. Third-Party Marketing Risk

Although IRI, through its Condor International subsidiary, will market commercial product directly, 
it has also forged partnerships with several other fi rms to custom fi t the marketing message to 
different geographic locations and market portals.  While we view this as a wise strategy given 
the fragmented nature of the health and wellness industry (the Canadian NHP market alone is 
estimated to include up to 50,000 individual products), there is still an inherent loss of control when 
subbing out components of the sales and marketing effort, especially in a market where product 
differentiation is key.  
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10. Capacity Constraints

Until additional columns come on line, the ability to produce kilograms of fi nished IgY will be 
constrained and may fall short of demand levels.  While this may depress the overall revenue 
growth of IRI in the near term, we would expect the necessary ramp in capacity levels to occur 
over time.

11. Regulatory Hurdles  

In 2004, Health Canada passed a law requiring any company that sells a fi nished form of an NHP 
on the Canadian market to submit a product license application (PLA) for review.  IRI has done so 
for its initial general antibody nutraceutical and recently received notice that the application had 
been received.  Marketing and sale of the product may now occur, albeit without reference to the 
NHP registration process in the labelling or sales literature.  

Interestingly enough, the regulatory hurdles for this type of product are actually less stringent within 
the United States and marketing of the product could occur there immediately under the Generally 
Regarded As Safe (GRAS) criterion.

12. Emerging Scientifi c Support

While the data clearly shows the benefi ts of supplementary immunoglobulin to the immune system, 
issues of dosage size, delivery pathways, and longer-term effects may take time to garner wide-scale 
buy-in from the medical community.  

13. Sole Suppliers

IRI currently receives its egg yolks from single suppliers, although its acquisition of the Alberta 
Group has given it more control of the raw material supply on the egg-yolk front.  In addition, the 
Company has a contract in place to receive the resin for its separation technology from a single 
supplier.  Although we believe additional sources are available and will be added over time, the 
current single source of raw materials could be disruptive should an issue arise.

14. Limited Liquidity in the Stock

Liquidity will improve as the company continues to expand production and execute on its business 
plan over the next two-to-three years.  At the present time, limited trading volume leads to volatility 
in the stock price that oftentimes does not correlate with the actual performance of the Company.  
A strong commercial market entrance leading to sustainable and growing revenues should attract 
investors to shares of IRI over time.

INVESTMENT CONCLUSION

We rate IRI Separation Technologies a Speculative Buy at current price levels, with a 12-month 
Target Price of C$0.45. We believe the Company has worked through some challenges over the past 
12 months and formulated a strategy for the future that holds great promise. Signifi cant challenges 
remain, particularly in the near term, but we have confi dence in the calibre of the current management 
team and view our current fi nancial projections as achievable. As a result, we recommend risk-
tolerant investors buy shares at the current levels in order to take advantage of the rapid growth 
we believe lies ahead.
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APPENDIX 1: MANAGEMENT AND DIRECTORS

IRI has signifi cantly increased the size of its organization over the past year and now consists of 
approximately 25 employees.  At the head offi ce level, the majority of the team is in place for the 
near to intermediate term.  On February 29, 2008, IRI announced that John Mason was stepping 
down as President and CEO of the Company in favour of Rick Stiksma.  We believe that Mr. 
Stiksma’s vision for the future of IRI is well-positioned. 

EXECUTIVE MANAGEMENT TEAM  

Rick Stiksma, President and Chief Executive Offi cer, Chief Financial Offi cer and 
Director

Rick Stiksma has held the position of CFO with the Company for the past two years. His work 
history includes 20 years in the egg industry at Vanderpol’s Eggs Ltd., and four years as CEO of 
the Alberta Group. The Alberta Group was acquired by IRI in 2006.  Mr. Stiksma’s prior duties 
included running the day-to-day operations at Vanderpol as well as heading up the IsoTech Research 
Inc. organization that also came over to IRI in the acquisition.  

Ron Bayne, Chief Marketing Offi cer

Ron Bayne has 40 years of retail marketing experience in the food and drug industry. At IRI, he 
heads up Condor International Ltd., the wholly-owned subsidiary dedicated to sales and marketing.  
Mr. Bayne sits on the council of CMOs International, a collection of approximately 3,000 Chief 
Marketing Offi cers worldwide.  Appointment to this council is based solely on past experience 
and cannot be attained through application or even election.  As the only member of council from 
British Columbia, this is a prestigious honour and presumably provides IRI with a broad base of 
knowledge and contacts from which to draw.

David Mason, Chief Operating Offi cer

David Mason joined IRI in January 2006 and oversees manufacturing.  He has extensive knowledge 
of fi nance and the public market.  He has been involved with IRI since its inception in 2001 and 
helped to set up the fi rst pilot plant and refi ne the extraction process for immunoglobulins. As part 
of the review and due diligence on taking IRI public, Mr. Mason undertook considerable research 
into immunoglobulins and their extraction and use.  He also led the team perfecting the Company’s 
technology to extract Ig from chicken eggs. 

Jim Campbell, Business Manager, Simplimix 

Jim Campbell is a chemical engineer with particular expertise in the use of processed egg products 
in industrial and food service applications.  He served as a sales manager for Vanderpol’s Eggs, 
headed up the research and development division of Inovatech Egg Products and, most recently, 
served as Director of Technical Services for Michael Foods, the largest egg producer in North 
America.  At IRI, Mr. Campbell is responsible for the development and marketing of the HR Yolk 
by-products.
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Sherlock T. Lim, Manager, Special Projects
 
Sherlock Lim was formerly Sales Account Manager at Pacifi c Natural Products Inc., where he 
handled existing house accounts for private-label products, and developed new business for private 
brands.   Mr. Lim was also involved with pricing and margins, quality control and testing, product 
formulation and blending, encapsulation, bottling and packaging.  He also developed higher-margin 
business with professional and multi-level marketing clients, while streamlining production systems 
and creating Just-in-Time purchasing and volume discounts. 

Dr. Peter Bertram, Chief of Regulatory Affairs 

Peter Bertram specializes in government liaison and is an expert in the various regulatory pathways.  
He has directed quality and product development in a variety of food and health product areas.  Dr. 
Bertram has degrees in post-graduate medical microbiology and veterinarian medicine.

BOARD MEMBERS

John Mason, Chairman, Board of Directors

John Mason co-founded IRI in 2001 and recently stepped down from the role of CEO and President, 
but remained as Chairman of the Board of Directors.  He has a strong accounting background, 
having previously held various positions at Dunwoody & Company and Henfrey, Mason, Korbin 
& McMahon.  Mr. Mason holds a Bachelor of Science degree from the University of London. 

Jimmy Chang, Director

Jimmy Chang serves on the Audit and Compensation Committee.  He is President of JR Laboratories, 
a food, dairy, environmental, pharmaceutical and natural health product testing laboratory in Canada, 
established in 1988.  Mr. Chang is a graduate of the British Columbia Institute of Technology.

Steve Pettigrew, Director

Steve Pettigrew was a co-founder of IRI. He possesses a strong fi nancial background, having operated 
his own accounting fi rm in West Vancouver, British Columbia since 1998 and holds membership 
in the British Columbia Institute of Chartered Accountants.  Mr. Pettigrew earned a Bachelor of 
Commerce degree from Dalhousie University in Halifax, Nova Scotia. He sits on the Company’s 
Audit and Compensation Committee.

Wayne Christensen, Director

Wayne Christensen was elected a Director in July 2007 and serves on the Compensation Committee.  
He is President of Northern B.C. Enterprises Ltd. and is highly knowledgeable in the distribution 
of nutraceutical products.  Mr. Christensen is a signifi cant shareholder in the Company, 
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Carol Leacy, Director

Carol Leacy is a member of the Compensation Committee.  She is also V.P. of Operations for 
Ondine Biopharma, a Vancouver-based biotech company specializing in the development of non-
antibiotic treatments.

Rick Stiksma, President and CEO, CFO, Director

See bio above.

APPENDIX 2: MAJOR SHAREHOLDERS

The table below shows the fi ve largest shareholders of  IRI:

APPENDIX 3: THE IMMUNE SYSTEM

The human immune system is comprised of a complex collection of lymphatic vessels and organs, 
white blood cells, specialized cells such as macrophages and mast cells, and specialized serum factors. 
The most important line of defense falls to the white blood cells, primarily what are known as the 
T lymphocytes and B lymphocytes. These cells originate in the bone marrow and have the ability 
to identify a foreign cell or organism and work effectively to attack and ultimately eradicate it.  

Upon encountering an antigen, B cells produce a high quantity of plasma cells. These plasma 
cells then create antibodies and deposit them into the bloodstream.  Antibodies, also known as 
immunoglobulins (Ig), are actually proteins that are classifi ed into fi ve different types:  IgG, IgM, 
IgA, IgD, and IgE.  Immunoglobulins are “Y” shaped and are made up of protein chains - two 
long chains called “heavy chains” and two shorter chains known as “light chains”. Each type has 
a unique heavy chain and performs a slightly different function.  

IgG and its counterpart in egg yolk, IgY, is the immunoglobulin targeted in IRI’s extraction process. 
IgG is the most prevalent type in the blood and tissues, accounting for approximately 75% of the 
total immunoglobulin found in humans. IgG works effi ciently to coat microorganisms, speeding 
their destruction by other cells of the immune system.  

COMMENT: IgG antibodies are considered to be the most important antibodies for fi ghting 
bacterial and viral infections.

Northern BC Enterprises Ltd 5,000,000    15.4% 
Hypo Alpe-Adria Bank 2,000,000    6.2% 
BMO Capital 1,700,000    5.2% 
Vanderpol Egg Products Inc. 1,620,500    5.0% 
Iso Tech Research Inc. 1,579,500    4.9% 

Total 11,900,000    36.7% 

Table 6: Shareholders

Source: Company
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Figure 1 below shows the immunoglobulin structure as a diagram.  Immunoglobulin antibody 
molecules are comprised of two types of polypeptide chains (heavy and light) held together by a 
combination of noncovalent and covalent bonds.  The antigen combining sites are located at the 
ends of these polypeptide chains.

Figure 1:  Immunoglobulin Structure

Source: Company
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APPENDIX 4: GLOSSARY

Antigen

Any molecule capable of being recognized by an antibody or T-cell receptor.

B cells

One of the two major classes of lymphocytes that mature in the bone marrow.  Upon activation by 
an antigen, B cells differentiate into cells producing an antibody of the same specifi city as their 
initial receptor.

Colostrum

The thin yellowish fl uid, also called foremilk, which is secreted by the mammary glands at the time 
of parturition, that is rich in antibodies and minerals and precedes the production of true milk.

DIN

Drug Identifi cation Number.

Ig

Means immunoglobulin and are any of a group of large glycoproteins that are secreted by plasma 
cells and that function as antibodies in the immune response by binding with specifi c antigens.  
There are fi ve isotypes of immunoglobulins: IgA, IgD, IgE, IgG, and IgM.

IgG

Means glycoprotein immunoglobulin.

IgY

The immunoglobulin found in the yolk of poultry eggs and similar in structure to IgG.

Nutraceuticals

A product derived from foods which have been shown to have a physiological benefi t or provide 
protection against chronic disease.

NHP

Natural Health Products.
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Buy: Expected total return within the next 12 months is between 10% and 40%.

Speculative Buy: Expected total return within the next 12 months is substantial, but Risk is High  (see below).

Hold: Expected total return within the next 12 months is between 0% and 10%.

Sell: Expected total return within the next 12 months is negative.

eResearch Risk Rating System 
A company may have some, but not necessarily all, of the following characteristics of a specifi c risk rating to qualify for that rating:

High Risk: Financial - Little or no revenue and earnings, limited fi nancial history, weak balance sheet, negative free cash fl ows, 
poor working capital solvency, no dividends.

 Operational - Weak competitive market position, early stage of development, unproven operating plan, high cost 
structure, industry consolidating, business model/technology unproven or out-of-date.

Medium Risk: Financial - Several years of revenue and positive earnings, balance sheet in line with industry average, positive free 
cash fl ow, adequate working capital solvency, may or may not pay a dividend.

 Operational - Competitive market position and cost structure, industry stable, business model/technology is well 
established and consistent with current state of industry.

Low Risk: Financial - Strong revenue growth and earnings over several years, stronger than average balance sheet, strong positive 
free cash fl ows, above average working capital solvency, company may pay (and stock may yield) substantial dividends 
or company may actively buy back stock.

 Operational - Dominant player in its market, below average cost structure, company may be a consolidator, company 
may have a leading market/technology position.


