


DisclaimerDisclaimer
• This document has been prepared by Harrington Group Limited (“Harrington” or “the Company”).  It should 

not be considered as an offer or invitation to subscribe for securities in the Company or as an inducement to 
make an offer or invitation with respect to those securities.  No agreement to subscribe for securities in the 
Company will be entered into on the basis of this presentation. 

• Harrington makes no representation or warranty (express or implied) as to the accuracy, reliability or 
completeness of the information.  To the extent permitted by law, Harrington and its directors, employees, 
agents, advisers and consultants (“Representatives”) shall have no liability (including by reason of negligence) 
for any statements, opinions, information or matters (express or implied) arising out of, contained or derived 
from, or for any omissions from this presentation.  Harrington, its servants or agents, do not make any 
recommendation or warranty to you concerning the Company and it securities, the accuracy, reliability or 
completeness of the information provided or the performance of the Company.

• Potential investors must make their own independent assessment and investigation of the Company and should 
not rely on any statement or the adequacy or accuracy of the information provided.  The information provided 
does not purport to cover all relevant information about any potential investment in Harrington.  Accordingly, 
potential investors are advised to seek appropriate independent advice, if necessary, to determine the suitability 
of an investment in the Company.

• This presentation contains reference to certain intentions, expectations and plans of Harrington.  These forward 
looking statements may or may not be achieved.  They are based on certain assumptions which may not be met 
or on which views may differ and are subject to inherent uncertainties and risks.  The performance and 
operations of Harrington may be influenced by a number of factors, many of which are outside the control of 
Harrington.  No representation or warranty, express or implied, is made by Harrington or any of its 
Representatives that any intentions, expectations or plans will be achieved either totally or partially or within a 
prescribed timeframe or that any particular rate of return will be achieved.

• The information in this presentation relates to the business of Harrington at the date of this presentation.  
Material information may have changed since the date the presentation was compiled.  No responsibility is 
accepted to advise any person of any change. 

• Neither the provision of this presentation nor any information contained in this presentation or subsequently 
communicated to any person in connection with this presentation is, or should be taken as, constituting the giving 
of investment advice to any person. 

• By accepting this Document you acknowledge and agree to be bound by each of the foregoing statements.



Harrington Group Limited (HGR)Harrington Group Limited (HGR)
HGR own Sun Biomedical 
Laboratories Inc (SBL) a U.S. based 
entity researching, developing and 
manufacturing illicit drug screening 
devices.

SBL has a portfolio of screening devices 
including urine tests and the unique saliva 
screening device OraLine®.



MissionMission

Harrington Group’s goal is to build a sustainable 
world class organisation in the field of illicit drug 

screening devices.

We will achieve this through the commercialisation 
of existing Sun Biomedical IP, strategic research & 
commercialisation alliances and the acquisition of 

complimentary technologies.



HGR Corporate SnapshotHGR Corporate Snapshot

Major shareholders:
15.5% Log Creek Pty Ltd
3.22% Ming & Alice Sun (SBL Inc Vendor – General Manager SBL USA)
1.98% Citicorp Nominees
44.13% Top 30 Shareholders

Total Shares on issue:
(ASX:HGR) 372,517,825

Market Capitalisation:
$18.2 million @ 4.9 cents



HGR Group StructureHGR Group Structure

(USA)



Drug Testing MarketDrug Testing Market

Source: Management estimates based on the extrapolation of competitors known sales

U.S. Point of Care Testing Market 
USD Millions

$200

$300

$26

Urine Split Specimen Urine Other Saliva

Point of Care and Laboratory 
Services circa $675 



Drug Testing MarketDrug Testing Market

Source: United Nations Office on Drugs & Crime

Annual prevalence of abuse as a percentage of the population  
aged 15-64 

 
Cannabis  Amphetamines  
Australia 13.3% Australia 3.8% 
USA 12.6% USA 1.5% 
UK 10.8% UK 1.5% 
    
Cocaine  Opiates  
USA 2.8% UK 0.9% 
UK 2.4% USA 0.6% 
Australia 1.2% Australia 0.5% 
 



Market DynamicsMarket Dynamics
• Workplace testing

– Majority of employers outsource testing
– Employers play a relatively minor role in the decision making as

to the testing device used
– Increasing interest in saliva, more convenient and appropriate 

testing medium
– Positive testing rates do not correlate with known prevalence

• Law enforcement
– Saliva is the only viable testing medium
– Compromise between devices that are accurate and sensitive 

and devices that are viewed as convenient to use
– Positive testing rates do not correlate with known prevalence



Industry DynamicsIndustry Dynamics
• Industry is dominated by U.S. entities

• Products historically based on urine tests

• Major industry players manufacture in China

• Low quality membranes with variable sensitivity, 
specificity and reproducibility

• Majority of the industry use converted urine tests in their 
saliva devices

• Low level of regulatory scrutiny concerning 
manufacturers product performance claims



Industry DynamicsIndustry Dynamics
• Our competitive advantage

– Membranes and critical intellectual property 
developed and manufactured in the U.S.

– Highest standard membranes in the industry
– Membranes design specifically for use with saliva
– The most sensitive saliva device on the market 
– Uncomplicated device design = low manufacturing 

costs 
– Platform is applicable for application in diagnostics for 

other disease states



Achievements To DateAchievements To Date

• Raised capital

• Divested non core assets

• Taken steps  to address U.S. FDA issues

• Initiated new distribution strategy and 
commenced expansion of U.S. distribution 
network

• Increased the depth of SBL management team 
and implemented a succession plan



Current Status Current Status –– Future PotentialFuture Potential

• Priority markets and distribution partners identified

• U.S and International distribution agreements which 
management believe will provide material revenue are in 
advanced stage of negotiations

• Commenced development of an innovative product 
offering for the urine market segment

• Continued pursuit of OraLine 510(k) clearance

• Improving production processes and increasing 
production capacity

• Commenced development of next generation OraLine




