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QIAGEN Q4/FY 2018 CONFERENCE CALL  
TRANSCRIPT 
 
 
 
JOHN GILARDI: Thank you, and welcome to our conference call. 
 

The speakers today are Peer Schatz, the Chief Executive Officer of 
QIAGEN, and Roland Sackers, the Chief Financial Officer. Also join-
ing us is Dr. Sarah Fakih from our IR team. 

 
Please note that this call is being webcast live and will be archived 
on the Investors section of our website at www.qiagen.com. A copy 
of the press release is also available in the same section. 
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(SLIDE 2: FORWARD LOOKING STATEMENTS) 
 
 
 
JOHN GILARDI: Before we begin, let me cover our Safe Harbor statement. The dis-

cussion and responses to your questions on this call reflect manage-
ment's view as of today, Tuesday, February 5, 2019. 

 
We will be making statements and providing responses to your 
questions that state our intentions, beliefs, expectations or predic-
tions of the future. These constitute forward-looking statements for 
the purpose of the Safe Harbor provisions. These statements involve 
risks and uncertainties that could cause actual results to differ ma-
terially from those projected. QIAGEN disclaims any intention or ob-
ligation to revise any forward-looking statements. For more infor-
mation, please refer to our filings with the U.S. Securities and Ex-
change Commission. 

 
We will also be referring to certain financial measures not prepared 
in accordance with generally accepted accounting principles. 
You can find a reconciliation of these figures to GAAP in the press 
release and the presentation for this call. 

 
I will now turn the call over to Peer. 
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(SLIDE 4: Q4/FY 2018 OVERVIEW) 
 
 
 
PEER SCHATZ: Thank you, John, and thank you to all of you for joining us for this 

call. 
 

2018 was an important and good year for QIAGEN. We delivered a 
performance in line with our outlook for net sales growth and ex-
ceeded our target for adjusted earnings per share. Very important 
and big steps forward were made as we delivered outstanding pro-
gress on developing what we believe is the most dynamic and dis-
ruptive portfolio of Sample to Insight solutions for molecular testing. 
This portfolio opens up vast market opportunities where our core 
competencies can make a significant difference and create value 

 
This creates a very attractive foundation for the years to come. Our 
growth initiatives are moving ahead well,  as we continue to exe-
cute on QIAGEN’s strategy as a global leader in molecular testing 
and want to create even greater value from this unique and differ-
entiated portfolio. 
 

 
I have these key messages for you today: 

 
First, we achieved our full year target for net sales growth, and ex-
ceeded our upgraded target for adjusted earnings per share. 

 
Net sales were 1.5 billion dollars, rising 6% at constant exchange 
rates and within the outlook we gave for 6 to 7% CER growth. 
Adjusted earnings per share were 1 dollar and 34 cents on a re-
ported basis, and 1 dollar and 35 cents at CER, compared to the 
outlook for one dollar and 33 cents to one dollar and 34 cents.  

 
We acknowledge that there were moving parts in particular on the 
revenue line in the fourth quarter, as we shed sizable businesses 
over the last 12 months and made many decisions to better focus 
while lifting one of the broadest portfolios of disruptive, next-gener-
ation platforms into the molecular diagnostics market. Roland will 
have more details on this in his section. 

 
The improved profitability I mentioned was also reflected in the ad-
justed operating income margin, which rose one percentage point 
to 27% of sales, which is one of the best margins in this industry and 
as a number even more impressive as it includes the investments in 
the development and commercialization of the newly launched 
QIAstat-Dx molecular syndromic testing system. 

 
 
 
 
 
 



 

 
 

              5 

 Second, we believe QIAGEN has the most dynamic and disruptive 
portfolio of Sample to Insight solutions for molecular testing. 

 
 Among the highlights, sales of the QuantiFERON-TB test grew 21% 

CER in 2018 to 223 million dollars, and this gives us additional confi-
dence in achieving the 2020 target for 300 million dollars of sales. 
The European launch of our strategic collaboration with DiaSorin 
and new automation option for customers to use the LIAISON sys-
tem for the test readout is building momentum, and we plan for 
launch in the U.S. in 2019. 

 
In next-generation sequencing, our teams exceeded the goal for 
140 million dollars from this portfolio, up from about 115 million dol-
lars in 2017. 
We have set a goal for 2019 sales of about 190 million dollars, fueled 
by recognition for our differentiated universal NGS solutions for use 
with any sequencer, as well as growth in placements and revenues 
for our GeneReader NGS System. 

 
We are also moving ahead with new placements of the QIAsym-
phony automation platform, and we are pleased to report that we 
well exceeded the 2018 target for 2,300 cumulative placements, 
with more than 120 new placements in Q4 alone. Our goal for 2019 
is to reach more than 2,500 cumulative placements. 
 
As another highlight, our teams are establishing a solid European 
footprint for the QIAstat-Dx system, which is rapidly gaining recog-
nition as a preferred and next-generation solution that provides ac-
curate insights into complex disease syndromes. For 2019, we are 
confident in our target for about 30 million dollars of sales and are 
preparing for U.S. launch in this year. 

 
For the NeuMoDx platforms, we are seeing good uptake and first 
placements in Europe after the start of our distribution agreement 
in the region. These two new, fully-integrated testing platforms are 
highly synergistic with our portfolio and benefit from sharing the 
sales channels with QIAstat-Dx and QIAsymphony. The new part-
nership with NeuMoDx enables us to offer novel platforms, which 
offer the ease of clinical chemistry testing automation to molecular 
diagnostics laboratories. 

 
And finally, we are entering digital PCR – one of the fastest-growing 
segments of the Life Sciences market – with novel digital PCR sys-
tems. We are planning a 2020 launch of highly automated work-
flows, with significantly quicker time-to-result, higher multiplexing 
and greater throughput flexibility than currently available plat-
forms. 
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Third, we are announcing outlook for full-year 2019 to deliver faster 
sales growth, along with further improvements in adjusted EPS. 
 
We have set a target for about 7 to 8% CER total net sales growth. 
This includes about 30 million dollars of sales from QIAstat-Dx, 
weighted into the second half of 2019 due to plans for the U.S. regu-
latory approval and launch in this period. For adjusted EPS, we have 
set a target for 1.45 to 1.47 dollars per share, and this includes three 
cents of dilution from our investments into digital PCR. We have a 
number of major product launches planned for 2019 and 2020, and 
anticipate a steady adjusted operating income margin as we lever-
age recent efficiency gains to help fund these exciting projects. 
 
So as a quick summary, we are pleased with the progress QIAGEN 
made in 2018 and look forward to further important improvements in 
2019. 
 
I would now like to hand over to Roland. 
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(SLIDE 5: Q4 2018 FINANCIAL REVIEW) 
 
 
 
ROLAND SACKERS: Thank you, Peer. 
 

Good afternoon to those of you in Europe and good morning 
to those of you in the U.S. I will first review the financial results for 
2018 and later provide you with our outlook for 2019. 

 
For full-year 2018, we achieved our net sales target of 6 to 7% 
CER growth with 6% CER growth and we exceeded the outlook 
we raised in November for adjusted EPS of 1 dollar and 33 cents 
to 1 dollar 34 cents coming in at 1 dollar 35 cents per share at 
constant exchange rates. 

 
In terms of currency impact, net sales also rose 6% on a reported 
basis. The currency tailwinds during the first half of 2018 were 
offset by headwinds during the last two quarters, in particular in 
the fourth quarter due to the Turkish lira and the euro, which to-
gether accounted for about two-thirds of the adverse impact. 

 
We saw solid growth across our portfolio during 2018, and as ex-
pected, this was enhanced by the launch of QIAstat-Dx, which 
provided less than one percentage point of incremental 
growth. These results had to absorb approximately one percent-
age point of headwind from reduced U.S. HPV sales. 
 
Organic sales growth, which excludes the business portfolio 
changes discussed throughout the year and acquisition contri-
butions in both periods, was 6.7% at constant exchange rates in 
2018. 

 
 

For the fourth quarter of 2018, net sales growth was 5% CER, and 
this was below our target for 6 to 7% CER growth. On a reported 
basis, net sales rose 2% to 403.2 million dollars, which included 
currency headwinds of a solid three percentage points.  

 
Adjusted diluted earnings were 40 cents per share, and 41 cents 
at constant exchange rates. This was ahead of our target for 
about 39 to 40 cents at CER. Although we exceeded our target 
for adjusted EPS, sales for the quarter were softer. This was mainly 
due to changes agreed upon during the quarter in a third-party 
R&D project in Applied Testing linked to the divestment of the 
veterinary testing assay portfolio and our decision to accelerate 
the reduction of low-margin, third-party instrument service con-
tracts to ensure service capacity for several new QIAGEN instru-
ment launches. 
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As you know, QIAGEN has offered services to support customers 
with instruments from other companies. This has enabled us to 
achieve critical mass in our global service capacity, but these 
revenues had relatively low margins. We had taken on a num-
ber of these service agreements over the last few years. As we 
move into a period of new instrument launches, we decided to 
ramp down many of these agreements to ensure we have 
available service capacity for our own instruments. 

 
 

Moving down the income statement, on a full-year basis for 
2018, the adjusted gross margin remained steady at 71% of 
sales. Adjusted operating income rose at a faster pace than net 
sales, and grew 9% to 403.3 million dollars. The adjusted operat-
ing income margin rose about 100 basis points at constant ex-
change rates, and about 70 basis points on a reported basis to 
26.9% of sales compared to 26.2% in the year-ago period.  

 
We had said during the course of 2018 that we were able to 
realize efficiency gains faster than planned, and also took a pru-
dent approach to cost management. This led to lower overall 
levels of Research & Development, Sales & Marketing and Gen-
eral & Administration expenses as a percentage of sales in 2018 
compared to 2017. 

 
 

For the fourth quarter of 2018, the adjusted gross profit margin 
was 70%, and declined about 80 basis points from the fourth 
quarter of 2017. This was mainly due to the ramp up of the  
QIAstat-Dx system and an adverse mix in the product portfolio.  

 
Adjusted operating income declined 2% in the fourth quarter to 
119.4 million dollars, reflecting the heavy investments in launch-
ing QIAstat-Dx in Europe and preparing for the U.S. launch in 
2019. The adjusted operating income margin was 30% com-
pared to 31% in the year-ago period. 

 
Finally, the adjusted tax rate for the full year was 19% of sales, 
while the number of shares outstanding was in line with our tar-
get at 233.5 million. 
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(SLIDE 6: Q4 2018: CUSTOMER CLASSES) 
 
 
 
ROLAND SACKERS: I would like to now review our sales results for the product cate-

gories and our four customer classes. 
 

Among the product categories, consumables and related rev-
enues rose 4% CER to 344 million dollars in the fourth quarter of 
2018 and represented 85% of total sales. Here we saw solid busi-
ness expansion in the Molecular Diagnostics, Pharma and Aca-
demia customer classes, along with underlying mid-single-digit 
CER growth in Applied Testing, excluding the veterinary testing 
portfolio divestment in the spring of 2018. On a full-year basis, 
consumables and related revenues experienced 6% CER 
growth and represented 88% of total sales. 

 
 In the fourth quarter of 2018 instruments rose 5% CER to 59 million 

dollars and provided 15% of total sales. Sales of instrument prod-
ucts advanced at a 13% CER rate, but this was partially offset 
by a 10% CER decline in service revenues. For the full year, in-
strument revenues rose 6% CER to 186 million dollars and were 
12% of total sales. 

 
Molecular Diagnostics rose 5% CER for the fourth quarter of 2018 
to 194 million dollars, and provided 48% of total sales. This was 
led by continued double-digit CER sales gains for the Quanti-
FERON latent TB test, but was hampered by the drop in instru-
ment service revenues. For the full year, Molecular Diagnostics 
sales rose 8% CER and represented 49% of sales. 

 
The Life Science customer classes provided 52% of total sales for 
the fourth quarter of 2018, and rose 5% CER on a combined ba-
sis. On a full-year basis, they grew 4% CER and represented 51% 
of total sales. 

 
As mentioned earlier, Applied Testing sales in 2018 were im-
pacted by the divestment of veterinary testing assays, and also 
due to changes in an R&D project related to this portfolio. Sales 
in the fourth quarter were up 1% CER to 39 million dollars, but 
rose at an underlying mid-single-digit CER rate. For the full year 
2018, sales were largely unchanged from 2017. Excluding the 
divestment, Applied Testing sales were up 4% CER in 2018. 

 
Pharma sales rose 5% CER to 74 million dollars in the fourth quar-
ter of 2018, slightly below our plans. Here we saw a mix of very 
low-single-digit CER growth in consumables combined with 
double-digit CER gains in instruments. For the full year in 2018, 
Pharma had 5% CER sales growth, with total sales of 291 million 
dollars, or 19% of total sales. 
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The Academia customer class led the performance in the fourth 
quarter of 2018, with 6% CER growth and sales of 95 million dol-
lars, led by double-digit CER growth in instruments and sup-
ported by single-digit CER growth in consumables. In Asia-Pa-
cific, Japan had the strongest performance among the regions. 
For the full year, Academia rose 5% CER to 342 million dollars 
and represented 23% of total sales. 
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(SLIDE 7: Q4 2018: GEOGRAPHIC REGIONS) 
 
 
 
ROLAND SACKERS: I would like to now review the performance among our three 

geographic regions. 
 

Europe Middle East and Africa led all regions with 13% CER 
growth in the fourth quarter to 143 million dollars, providing 35% 
of sales. We saw improving trends in France, Italy, Belgium and 
Turkey, while Germany showed weaker trends. On a full year 
basis, sales grew 6% CER to 490 million dollars and represented 
33% of total sales. 

 
The Americas region had a disappointing performance in the 
fourth quarter of 2018, with sales down 4% CER to 169 million dol-
lars and representing 42% of sales. It was in this region that we 
felt the impact of the decline in instrument service revenues in 
the Molecular Diagnostics customer class. For the full year in 
2018, the Americas grew 6% CER to 693 million dollars and rep-
resented 46% of total sales. 

 
The Asia-Pacific Japan region grew 8% CER in the fourth quarter, 
with sales of 91 million dollars that represented 23% of total sales. 
We were pleased with the double-digit CER growth trends in Ja-
pan and China, while South Korea returned to growth during 
the quarter as the comparative impact of the 2017 Quanti-
FERON latent-TB tender subsided. For the full year, sales grew 5% 
CER to 315 million dollars and represented 21% of sales. 
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(SLIDE 8: Q4 2018: BALANCE SHEET / CF) 
 
 
 
ROLAND SACKERS: I would like to now give you an update on our balance sheet 

and cash flow. 
 

As a first point, operating cash flow for 2018 rose 25% to 359 mil-
lion dollars, and this includes the 30 million dollars of payments 
for pre-paid royalties for the genetic screening partnership with 
Natera.   

 
At the end of 2018, our leverage ratio remains at a moderate 
level at 1.4 times net debt to EBITDA. We plan to continue our 
disciplined capital allocation policy focused on targeted ac-
quisitions to strengthen our portfolio, along with increasing re-
turns, such as through our current 200 million dollar repurchase 
program. 

 
I would like to now hand back to Peer for a strategy update. 
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(SLIDE 9: SUMMARY ON SAMPLE TO INSIGHT) 
 
 
 
PEER SCHATZ: Thank you Roland. 
 

I am now on slide 9 to give you an overview of key develop-
ments in our Sample to Insight portfolio. 

 
Our flagship QIAsymphony platform for modular PCR-based mo-
lecular testing delivered another strong year in 2018, and we sur-
passed the goal for 2,300 cumulative placements and set a new 
goal for more than 200 new placements during 2019, or more 
than 2,500 cumulative placements. 

 
 

I would like to now review the following areas:  
 

• QuantiFERON-TB 
 

• QIAstat-Dx for fully-integrated syndromic testing 
 

• NeuMoDx, our newest automation solution for fully 
integrated PCR-based clinical testing 
 

• Next-generation sequencing with our Gene-
Reader NGS System and Universal NGS solutions 
 

• Precision Medicine – formerly what we used to re-
fer to as Personalized Healthcare – and 
 

• Our plans to enter the fast-growing market for  
digital PCR and the launch of QIAcube Connect. 
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(SLIDE 10: QUANTIFERON) 
 
 
 
PEER SCHATZ: First, I would like to provide you with an update on key develop-

ments for QuantiFERON-TB, QIAGEN’s industry-leading molecu-
lar test for the detection of latent tuberculosis directly from 
blood samples. 

 
We achieved our full-year 2018 goal with 21% CER sales growth, 
based on strong conversions from the 120-year-old tuberculin 
skin test to our modern blood-based test. We continue to ex-
pect over $300 million of QuantiFERON sales in 2020. 

 
A clear highlight in 2018 was the launch of the new automation 
option for QuantiFERON-TB Plus to run on DiaSorin’s LIAISON plat-
forms in Europe late in the year, and we continue to expect 
availability in the U.S. in 2019 and in China in 2020.  

 
DiaSorin has more than 7,000 LIAISON instruments worldwide, so 
this positions our latent TB test very well in a deep and differen-
tiated content menu on a very established platform. 

 
We recently announced plans for QuantiFERON-TB Access, 
which is a new solution tailor-made for latent TB testing in low-
resource, high-burden regions. 
Low-resource regions lack the clinical lab infrastructure often re-
quired for molecular diagnostic tests. Although these regions in 
terms of dollar sales represent only about 20 percent of the 
global latent TB market, providing a solution dedicated to these 
regions is particularly important since this is the location for the 
vast majority of active TB cases and many regions and countries 
have a blend of low resource and high resource settings so 
comprehensive coverage requires both solutions. First discus-
sions with global health and other institutions have confirmed a 
very positive reception for this. 

 
QuantiFERON-TB Access applies the market-leading Quanti-
FERON-TB technology in a robust single-use reaction cartridge 
that can be read out within 24 hours on a simple battery-pow-
ered, digital format. This enables the test to be processed even 
in very constrained settings. 

 
We are in the final stages of development for QuantiFERON-TB 
Access and are planning to conduct clinical trials in 2019 in an-
ticipation of a launch in 2020. 

 
We believe QuantiFERON-TB Access is highly synergistic and en-
ables us to create the most comprehensive offering available 
for latent TB detection.  
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(SLIDE 11: QIASTAT-DX) 
 
 
 
PEER SCHATZ: I would like to now update you on QIAstat-Dx, our fully inte-

grated, real-time PCR based platform for syndromic testing  
applications that we launched in Europe in April 2018. 

 
We see an 800 million dollar market opportunity in syndromic 
testing that is growing rapidly on the basis of new applications 
and the ability to address unmet needs for rapid, accurate  
diagnosis of complex syndromes. 

 
QIAstat-Dx enables our customers to experience a significantly 
improved workflow for syndromic testing based on a number of 
key differentiators, including exceptional ease of use, real-time 
PCR quantification and highest cost efficiency. 

 
We were particularly pleased with more than 300 placements in 
2018, which shows the demand for this type of testing platform. 
It is notable, that within a few months of ramp up, we are al-
ready placing instruments at a comparable rate to previous 
generation technology incumbents. 

 
The consumables ramp-up in Europe was however behind 
schedule, in part due to the delayed launch of a new gastro- 
intestinal panel and a late start to the European influenza sea-
son. 

 
At the same time, we feel comfortable about our target for $30 
million of sales in 2019, and we are preparing for entry into the 
U.S. market. 

 
We submitted QIAstat-Dx to the FDA in December 2018 with the 
respiratory panel, which is the first of many assays we are plan-
ning for this market. We expect to launch the system in the U.S. 
during 2019 once we receive regulatory clearance with the res-
piratory panel and then adding the gastrointestinal panel 
shortly afterwards. 
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(SLIDE 12: NEUMODX) 
 
 
 
PEER SCHATZ: I would now like to update you on our strategic partnership and 

distribution agreement with NeuMoDx, which we announced in 
the fall of 2018. 

 
The two new and fully-integrated PCR-based NeuMoDx auto-
mation systems complement our existing modular QIAsym-
phony platform. NeuMoDx uses a disruptive micro-fluidic tech-
nology that enables integrated PCR testing. This system avoids 
using standard liquid handling technologies, and instead fits all 
of the processes required for real-time PCR applications into a 
miniaturized microfluidic format, making the system faster and 
more cost-efficient than current systems on the market. 

 
The first NeuMoDx instruments have been placed in Europe and 
we have received very positive feedback. The positive factors 
include offering a new dimension of utility, significantly simplified 
workflows and rapid turnaround times. For example, our Neu-
MoDx platforms can process assays – such as chlamydia or hep-
atitis – in about 40 minutes compared to three-and-a-half hours 
for current systems. Speed is a very high priority for customers in 
this space. 

 
As with QIAstat-Dx, we have an exciting pipeline of new assays 
in development for launch during 2019 and 2020 and we were 
in fact today notified that we received CE approval for Hepatitis 
B and C. In addition, we have also received approval for our 
claim extension to use swabs for the CT/NG test that has already 
been launched. 
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(SLIDE 13: NEXT-GENERATION SEQUENCING) 
 
 
 
PEER SCHATZ: In next-generation sequencing, QIAGEN exceeded the 2018 

target for NGS sales of 140 million dollars and set a 2019 goal for 
about 190 million dollars. 

 
Our GeneReader NGS System has successfully created a posi-
tion and following in the market for benchtop oncology se-
quencing, as evidenced by new placements and growing con-
sumable sales in 2018. Customers appreciate the fully inte-
grated workflow, the integrated bioinformatics, the scalability, 
the price-per-insight and continuous loading features. 

 
To further expand the application range of the instrument in 
2018 we launched new panels for breast cancer, a range of 
common solid tumors, myeloid malignancies, and custom NGS 
panels. 

 
We are building a very differentiated menu of cancer gene 
panels. We plan to add panels for immuno-oncology and lung 
cancer monitoring, and then to expand into non-invasive pre-
natal testing through our collaboration with Natera. All panels 
are combined with powerful and comprehensive bioinformatics 
for the analysis and interpretation of the variants. 

 
We would like to take the opportunity in this call to lay out our 
expected base assay expansion over the next few years for all 
platforms and I will address this on the next slide as well. 

 
In addition to the GeneReader NGS System, QIAGEN offers a 
portfolio of universal NGS solutions that is delivering robust dou-
ble-digit CER growth. 

 
One of the 2018 highlights in our universal NGS portfolio was the 
launch of the QIAseq FastSelect kit, a real breakthrough for im-
proving RNA sequencing workflows that is targeting a market 
opportunity of several hundred million dollars of annual sales. 
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(SLIDE 14: ASSAY ROADMAP) 
 
 
 

PEER SCHATZ: I am now on slide 14. 
 

Assay development and menu expansion is a key priority for us 
and we already significantly expanded our assay development 
capacities and capabilities in 2018. The majority of the assay 
development resources are based in Manchester UK, where we 
significantly scaled our infrastructure with currently about 400 
employees and plans to add access to more resources through 
our recently announced joint venture with the Manchester 
Health system and the local government. in short, we have built 
a very sizable and powerful assay development engine at our 
Center of Excellence in Manchester that is now scaling up to 
deliver this ambitious pipeline. 

  
Here you see a detailed overview of key assay development 
plans from 2018 to 2021 across our unique clinical automation 
offering, including QIAstat-Dx, NeuMoDx, QuantiFERON tech-
nology and the GeneReader NGS System. 
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(SLIDE 15: PRECISION MEDICINE) 
 

 
 
PEER SCHATZ: Moving on to the next topic, we had a very successful year in 

Precision Medicine, where we continue to be the clear leader 
in companion diagnostic collaboration agreements, with more 
than 25 master collaboration agreements in place with pharma 
companies. 

 
In December 2018 we announced a collaboration with Novartis 
to commercialize a companion diagnostic for PIK3CA-mutated 
breast cancers. This assay uses genetic markers designed to 
guide the use of a Novartis compound that is currently in late-
stage development. 

 
We also began building a unique network in 2018 to make QI-
AGEN’s companion diagnostics available to patients on Day 
One of the drug approval by U.S. and other regulatory agen-
cies. 

 
We have also expanded our growing footprint in one of the 
most exciting areas in cancer treatment – immuno-oncology – 
with the launch of our open-platform NGS panel for tumor  
mutational burden. 

 
We recently announced that the NHS and Genomics England 
selected QIAGEN’s HGMD – the most comprehensive genomic 
knowledge base on inherited diseases and part of our gold-
standard QCI platform – to support the UK program to  
sequence, analyze and interpret five million genomes over five 
years. Bioinformatics are an essential tool in precision medicine, 
to analyze and interpret the vast data generated by next-gen-
eration sequencing. Being chosen for this large NHS project re-
inforces the value of QCI and our industry-leading bioinformat-
ics solutions for Precision Medicine. 

 
Our QCI offering was further strengthened in January, when we 
announced the acquisition of the U.S. company N-Of-One, 
which is a widely recognized pioneer and service provider in 
molecular oncology services and knowledge bases. 

 
The N-of-One solutions are highly complementary to our current 
solutions. The addition significantly increases our value proposi-
tion and competitive advantage in oncology decision support, 
by adding real-world evidence insights to our literature-based 
databases and interpretation solutions. 
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This is a significant expansion of our capabilities, since we are 
now able to offer access to more than 125,000 anonymized pa-
tient records and a service layer on top of our QCI knowledge 
base offerings, that we have not featured up to now. We will 
also expand the N-of-One services to other customer sectors, 
including providers, pharma, and payer segments. 
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(SLIDE 16: LIFE SCIENCES TECHNOLOGIES) 
 
 
 
PEER SCHATZ: As a last point, I would like to discuss two highlights in our Life 

Sciences business area – the launch of QIAcube Connect as a 
new generation of the QIAcube instrument for automated sam-
ple processing, and the acquisition of the digital PCR technol-
ogy portfolio of Formulatrix and our plans to enter the digital 
PCR market in 2020. This is one of the most attractive growth ar-
eas in Life Sciences. 

 
We are currently rolling out QIAcube Connect as a next-gener-
ation automation system that processes samples for molecular 
testing. The first-generation QIAcube is probably one of the 
most successful molecular sample processing platforms ever, 
with about 8,000 placements. QIAcube Connect automates QI-
AGEN’s gold-standard spin-column sample technologies for 
DNA, RNA and proteins, with over 3,000 protocols. 

 
In January, we announced the acquisition of the Formulatrix 
technology portfolio in digital PCR. With our footprint in real-time 
PCR and our large assay portfolio, we see increasing opportuni-
ties to translate our real-time PCR portfolio into digital PCR ap-
plications. 

 
The technology incorporates a novel approach to digital PCR, 
using microtiter plate formats that dramatically improve the 
speed of detection, with higher multiplexing and greater 
throughput flexibility than currently available platforms. 
The technology also allows much better integration into Sample 
to Insight workflows of the type that QIAGEN has demonstrated 
already in other areas. 

 
It's a highly strategic acquisition for us that protects our current 
strong real-time PCR base, but also creates new growth oppor-
tunities. 

 
A series of new and fully integrated instruments are in late-stage 
development by QIAGEN, and commercialization is planned for 
2020. 

 
With this, I would like to hand back to Roland. 
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(SLIDE 17: FULL YEAR 2019 OUTLOOK) 
 
 
 

ROLAND SACKERS: Thank you, Peer. 
 

I would like to now review our outlook for 2019. 
 

We have set an outlook for total net sales growth of approxi-
mately 7-8% CER for full-year 2019. This is based on the further 
expansion of our current business, along with about 30 million 
dollars of contributions from QIAstat-Dx, which will become or-
ganic growth at the end of the first quarter of the year. We do 
not expect meaningful contributions from the acquisition of  
N-of-One. 

 
For full year 2019, we expect adjusted diluted EPS of about one 
dollar and 45 cents to one dollar and 47 cents at constant ex-
change rates based on the improvements in operating and fi-
nancial leverage in our plans. This estimate also includes the sig-
nificant investments we are making in our portfolio to support 
mid-term growth, in particular three cents of dilution for the de-
velopment of our digital PCR platforms that are planned for 
launch in 2020. 

 
As for currencies, based on rates as of January 31, 2019, in terms 
of net sales we expect a currency headwind of about 1 per-
centage point on results at reported rates. For adjusted EPS for 
the full year, we expect a currency headwind of about 1 cent. 

 
For the first quarter, our outlook is for total net sales growth of 
about 5 to 6% CER. 

 
Adjusted EPS at constant exchange rates is expected to be 
about 26 to 27 cents per share, also at constant exchange rates. 

 
In terms of currency impact for the first quarter, based on rates 
as of January 31, 2019, we expect headwinds of about 4 per-
centage points on the CER net sales outlook and about 1 cent 
on the adjusted EPS outlook at CER rates. 

 
With that, I would like to hand back to Peer. 
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PEER SCHATZ: Thank you, Roland. 
 

Here is a quick summary before we move into Q&A. Let me re-
view what we have announced: 

 
• First, we achieved our target for net sales growth in 2018 

and exceeded the target for adjusted EPS. 
 

• Second, we are advancing our Sample to Insight portfolio 
across the continuum from basic research to routine clini-
cal healthcare. This portfolio is shaping up to be the most 
dynamic and disruptive in the industry, and we look for-
ward to geographic expansion and new product 
launches during 2019 and 2020, which are set to acceler-
ate our performance. 

 
• As a last point, we have set targets for 2019 of faster sales 

growth and an improvement in adjusted EPS. We are de-
termined to execute on our strategy in 2019 and 
strengthen our position for even faster growth in 2020 and 
the coming years. 

 
With that, I’d like to hand back to John and the operator for the 
Q&A session. Thank you. 

 
JOHN GILARDI:  With that, I would like to close this conference call and thank 

you for your participation. If you have any questions or com-
ments, please do not hesitate to contact us. 

 
Thank you. 

 
 


