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Item 2.02 Results of Operations and Financial Condition.

 
On March 31, 2021, ProPhase Labs, Inc. (the “Company”) issued a press release announcing its financial results for the three months and full year ended December

31, 2020. A copy of the press release is furnished as Exhibit 99.1 to this Current Report on Form 8-K.
 
On March 31, 2021, the Company held an earnings call related to the foregoing results. A copy of the transcript of the call is attached hereto as Exhibit 99.2 to this

Current Report on Form 8-K.
 

Item 7.01 Regulation FD.
 

On March 30, 2021, the Company issued a press release announcing its acquisition of a Digital Covid Vaccination and Testing “Passport” Solution. A copy of the
press release is furnished as Exhibit 99.3 to this Current Report on Form 8-K.

 
The information in Items 2.02 and 7.01 of this Current Report on Form 8-K and Exhibits 99.1, 99.2 and 99.3 shall not be deemed “filed” for purposes of Section 18 of

the Securities Exchange Act of 1934, as amended, nor shall it be incorporated by reference in any registration statement filed under the Securities Act of 1933, as amended,
unless specifically identified therein as being incorporated by reference therein.
 
Item 9.01 Financial Statements and Exhibits.
 
(d) Exhibits



 
No.  Description
   
99.1  Press Release dated March 31, 2021
   
99.2  Transcript of Earnings Call held on March 31, 2021
   
99.3  Press Release dated March 30, 2021
 
 

 
 

Pursuant to the requirements of the Securities Exchange Act of 1934, the Company has duly caused this report to be signed on its behalf by the undersigned hereunto
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 ProPhase Labs, Inc.
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Date: April 5, 2021
 
 

 



 
Exhibit 99.1

 

 
ProPhase Labs Reports Fourth Quarter and Full Year 2020 Financial Results

 
Recent Acquisition of Digital COVID-19 Vaccination and Testing “Passport”

Transforms the Company’s Portal Into a Universal Digital Certificate Solution and
Uniquely Positions Company for Re-Opening Phase of Pandemic

 
Management to Host Conference Call Today at 4:30 p.m. ET

 
GARDEN CITY, NY – March 31, 2021 – ProPhase Labs, Inc. (NASDAQ: PRPH), a diversified medical science and technology company, today reported its financial and
operational results for the fourth quarter and full year ended December 31, 2020.
 
Key Fourth Quarter 2021 and Subsequent Operational Highlights
 
 ● Acquired the “VaccTrack” suite of digital solutions that provide secure and reliable certification of a user’s vaccination and Covid-19 testing results.

 
 ○ New reporting app simplifies documentation of user vaccination and Covid-19 testing status and enables clear and easy access to:

 
  ■ Air travel;
    
  ■ Rail/bus travel; and
    
  ■ Concert and sporting events.

 
 ● Began new saliva-based, viral RT-PCR multiplex-testing as a laboratory developed test (LDT) classification. Emergency use authorization (EUA) applications were filed

and confirmed by the U.S. Food and Drug administration (FDA) for its two new testing methodologies. Testing integrates the Spectrum Solutions saliva self-collection
system with a new, advanced multiplex qPCR platform for the simultaneous RNA detection of not only SARS-CoV-2 (COVID-19) but also COVID-19 viral mutations,
as well as Influenza A, B, and more.

   
 ● Surpassed its initial testing goals and successfully ramped up its COVID-19 testing business as planned.
   
 ● In addition to its first CLIA lab in Old Bridge, NJ, the Company’s new 25,000 square foot facility in Garden City, New York is now open and fully operational and

accepting orders. The new lab features state-of-the-art technology and offers a wide range of laboratory testing services for diagnosis, screening and evaluation of
diseases, including COVID-19 and Respiratory Pathogen Panel Molecular tests. The two labs combined have the equipment and infrastructure necessary to provide
capacity of up to 60,000 tests per day.

 
 

 
 
 ● By December 31, 2020 the Company surpassed all previously announced short term goals, processing 1,500 COVID-19 tests per day based on an average 5-day work

week.
   
 ● Achieved approximately 2,500 tests per day in January 2021. February 2021 testing activity was muted primarily due to extreme weather-conditions, which shut down

one of the Company’s largest partner’s key testing centers throughout the Southwest. Total testing in first quarter 2021 still averaged just under 2,000 tests per day as
new customer accounts continue to build weekly.

   
 ● Recent activity and customer requests for future testing are robust. Indications suggest a significant uptick in April testing and going forward. Key prospects include:
 
 ○ Company’s three largest customers have all indicated a significant anticipated increase in testing by mid-April. This includes the anticipated re-opening of key

testing centers in the Southwest.
   
 ○ Company is already testing in more than 75 schools. Given recent government initiatives, significant opportunities are being presented regularly to continue to

grow the education vertical – Elementary, Middle and High Schools.
   
 ○ The ongoing re-opening phase with respect to air travel, entertainment and sporting events, weddings, etc.
 
 ● In January 2021, closed a public offering of common stock for gross proceeds of $37.5 million and a registered direct offering of common stock and warrants for gross

proceeds of $5.5 million.
 
Full Year 2020 Operational Highlights
 
 ● Completed the acquisition of Confucius Plaza Medical Laboratory Corp., a Clinical Laboratory Improvement Amendments (CLIA) accredited laboratory headquartered

in Old Bridge, New Jersey. The approximately 4,000 square feet lab provides a wide range of testing for diagnosis, screening and evaluation of diseases, including
COVID-19 and Respiratory Pathogen Panel (RPP) Molecular tests. The lab is owned by the Company’s subsidiary, ProPhase Diagnostics, Inc., which was formed to
aggregate medical testing business opportunities and expand the lab’s capabilities and capacity.

   
 ● Engaged an industry expert to advise on possible acquisition of CLIA accredited labs certified for COVID-19 and other testing.
   
 ● Engaged international investor relations specialists MZ Group to lead a comprehensive strategic investor relations and financial communications program across all key

markets.
 

Management Commentary
 
“2020 was a truly transformative year for our company with the launch of our highly successful diagnostics services business, ProPhase Diagnostics,” said Ted Karkus, CEO of
ProPhase Labs. “Combined with our contract manufacturing and dietary supplement businesses, 2020 provided record revenues and exceeded our goals to scale and expand our
business.”
 



“During the fourth quarter of 2020 we expanded distribution of our lead dietary supplement, Legendz XL®, into Walmart and CVS, in addition to Walgreens, Rite-Aid and other
FDM (Food, Drug and Mass) retailers. We achieved a critical mass of distribution and intend to accelerate our television, radio and social media advertising to further grow our
brands. Given this significant additional distribution, we are projecting a positive outlook for our dietary supplement business in 2020.”
 
 

 
 
“In the fourth quarter of 2020 we also transitioned our focus to the pandemic and the testing market opportunities arising from it, engaging an industry expert to advise us on
acquiring one or more CLIA accredited laboratories suitable for COVID-19 and other testing. We created a wholly-owned subsidiary, ProPhase Diagnostics, Inc. to aggregate
the medical testing business we identified.”
 
“We subsequently completed the acquisition of a CLIA lab headquartered in Old Bridge, New Jersey which provides a wide range of laboratory testing for diagnosis, screening
and evaluation of diseases, including COVID-19 and Respiratory Pathogen Panel RPP Molecular tests. On this success, we opened a second 25,000 square foot facility in
Garden City, New York. This lab is also validated for the widely distributed Spectrum Solutions saliva collection COVID-19 test kit. Our Garden City, New York lab is fully
operational and accepting orders. The two labs combined have the equipment and infrastructure necessary to provide capacity of up to 60,000 tests per day, exceeding our initial
ramp up goals. Our two lab facilities experienced a run-rate of 2,500 tests per day in January, had a temporary decline in February primarily due to poor weather conditions,
which shutdown several of our largest customer’s key testing centers. With our efficient processing, highly competitive pricing and ability to report test results, in most cases
within 24 hours, we continue to see significant demand for our testing services. Current indications from our three largest customers as well as from numerous additional
customers suggest a significant increase in testing in the second quarter of 2021.”
 
“Our financial position continued to improve in 2020. Working capital increased to $9.2 million as of December 31, 2020 from $9.0 million as of December 31, 2019. In
January 2021, we closed a public offering of common stock for gross proceeds of $37.5 million and a registered direct offering of common stock and warrants for gross
proceeds of $5.5 million. We believe that we have ample working capital for all of our current and projected needs related to the build out of our CLIA lab testing services.”
 
“Looking ahead into 2021, our goal is to grow our testing revenues quarter to quarter,” said Mr. Karkus. “Because there are such favorable dynamics in this industry, and
significant interest in lab testing services, we are also pursuing additional CLIA labs that will diversify our testing services, either by acquisition or by building an additional
facility, or both. We look forward to sharing our ongoing milestones with our shareholders,” concluded Karkus.”
 
Fourth Quarter and Full Year 2020 Financial Results
 
Revenue for the year ended December 31, 2020 totaled $14.5 million of which $5.2 million, or 36% was earned in the fourth quarter. This compares to revenues of $9.9 million
for the year ended December 31, 2019, of which $3.1 million was earned in the fourth quarter. The increase in sales was primarily driven by an increase in contract
manufacturing net sales as a result of increased third party customer orders and the new revenue from our lab diagnostic services business.
 
 

 
 
Gross profit for the year ended December 31, 2020 was $4.6 million, of which the fourth quarter contributed $1.9 million, compared to gross profit for the year ended December
31, 2019 of $2.6 million, of which the fourth quarter contributed $1.0 million. For fiscal year 2020, gross margin was 31.8% as compared to 26.5% for fiscal year 2019.
 
Total operating expenses for the year ended December 31, 2020 were $8.6 million, of which $4.5 million were incurred in the fourth quarter. Total operating expenses for the
year ended December 31, 2019 totaled $5.9 million. The increase was due primarily to additional marketing expenses associated with our consumer products business and the
new lab diagnostic services business, professional and legal fees and product research expenses.
 
Cash used in operating activities for the year ended December 31, 2020 totaled $2.6 million, compared to $0.8 million used in the year ended December 31, 2019. Cash used in
operating activities totaled $2.0 million for the fourth quarter of 2020, as compared to $0.4 million in the fourth quarter of 2019.
 
The Company incurred a net loss for the year ended December 31, 2020 of $2.1 million, or ($0.18) per share, compared to a net loss of $3.1 million, or ($0.27) per share, for the
full year 2019. For the fiscal year 2020, the Company also recognized income from discontinued operations of $0.2 million, or $0.02 per share.
 
Cash totaled $6.8 million at December 31, 2020, as compared to $10.9 million at September 30, 2020 and $0.4 million at December 31, 2019. In January 2021, the Company
completed a public offering of shares of common stock for gross proceeds of $37.5 million and a registered direct offering of common stock and warrants for gross proceeds of
$5.5 million.
 
Fourth Quarter and Full Year 2020 Results Conference Call
 
ProPhase Labs’ CEO and Chairman of the Board of Directors, Ted Karkus, will host the conference call, followed by a question and answer period.
 
To access the call, please use the following information:
 
Date: Wednesday, March 31, 2021
Time: 4:30 p.m. Eastern time, 1:30 p.m. Pacific time
Toll-free dial-in number: 1-877-407-0784
International dial-in number: 1-201-689-8560
Conference ID: 13717366
 
Please call the conference telephone number 5-10 minutes prior to the start time. An operator will register your name and organization. If you have any difficulty connecting
with the conference call, please contact MZ Group at 1-949-491-8235.
 
 

 
 
The conference call will be broadcast live and available for replay at http://public.viavid.com/index.php?id=143875 and via the investor relations section of the Company’s
website at www.ProPhaseLabs.com.
 
A replay of the conference call will be available after 7:30 p.m. Eastern time through April 14, 2021.
 
Toll-free replay number: 1-844-512-2921
International replay number: 1-412-317-6671
Replay ID: 13717366
 
About ProPhase Labs



 
ProPhase Labs (NASDAQ: PRPH) is a diversified medical science and technology company. The Company’s laboratory testing subsidiary, ProPhase Diagnostics, offers SARS-
CoV-2 (COVID-19) and COVID-19 viral mutation PCR tests through both saliva and nasal swab methods at its CLIA certified laboratories. Critical to Covid testing, results are
typically provided in under 24 hours. ProPhase Diagnostics also provides Respiratory Pathogen Panel (RPP) Molecular tests including Influenza A and B and others. Prophase
Labs researches, develops, manufactures, distributes, markets and sells OTC consumer healthcare products and dietary supplements, including dietary supplements under the
TK Supplements® brand. The Company actively pursues strategic investments and acquisition opportunities for other companies, technologies and products. For more
information, visit www.ProPhaseLabs.com.
 
Forward Looking Statements
 
Except for the historical information contained herein, this document contains forward-looking statements within the meaning of the Private Securities Litigation Reform Act of
1995, including statements regarding anticipated growth of our dietary supplements business in 2021, our COVID-19 testing projections for the remainder of 2021, our ability to
grow testing revenues, our plans to pursue additional labs, the continued interest in lab testing services generally, and our ability to satisfy near-term working capital needs.
Management believes that these forward-looking statements are reasonable as and when made. However, such forward-looking statements involve known and unknown risks,
uncertainties, and other factors that may cause actual results to differ materially from those projected in the forward-looking statements. These risks and uncertainties include
but are not limited to the scale, scope and duration of the COVID-19 pandemic, consumer demand for our lab processing services, the competitive environment, challenges
relating to entering into new business lines, the failure to obtain and maintain certain regulatory approvals, our ability to continue to ramp up our labs’ testing capacity and
execute on our business plan, and the risk factors listed from time to time in our Annual Reports on Form 10-K, Quarterly Reports on Form 10-Q and any other SEC filings.
 
Investor Contact  
Chris Tyson  
Managing Director  
MZ Group - MZ North America  
949-491-8235  
PRPH@mzgroup.us  
www.mzgroup.us  
 
 

 
 

PROPHASE LABS, INC AND SUBSIDIARIES
CONSOLIDATED BALANCE SHEETS

(in thousands, except share and per share amounts)
 

  December 31,   December 31,  
  2020   2019  
ASSETS         
Current assets         

Cash and cash equivalents  $ 6,816  $ 434 
Marketable debt securities, available for sale   1,639   926 
Escrow receivable   -   4,812 
Accounts receivable, net   3,155   2,010 
Inventory, net   3,039   1,459 
Prepaid expenses and other current assets   1,238   304 

Total current assets   15,887   9,945 
         
Property, plant and equipment, net of accumulated depreciation of $5,021 and $6,252, respectively   3,578   2,329 
Secured promissory note receivable, net   2,750   - 
Prepaid expenses, net of current portion   2,084   - 
Right-of-use asset, net   4,731   - 
Intangible asset, net of accumulated amortization of $73   1,234   - 
Goodwill   901   - 
Other assets   240   - 
TOTAL ASSETS  $ 31,405  $ 12,274 
         
LIABILITIES AND STOCKHOLDERS’ EQUITY         
Current liabilities         

Accounts payable  $ 3,771  $ 432 
Accrued advertising and other allowances   463   92 
Lease liabilities   329   - 
Other current liabilities   1,731   409 

Total current liabilities   6,294   933 
         
Non-current liabilities:         

Deferred revenue, net of current portion   162   110 
Unsecured convertible promissory notes, net   9,991   - 
Lease liabilities, net of current portion   4,402   - 

Total non-current liabilities   14,555   110 
Total liabilities   20,849   1,043 
         
COMMITMENTS AND CONTINGENCIES         
         
Stockholders’ equity         

Preferred stock authorized 1,000,000, $.0005 par value, no shares issued   -   - 
Common stock authorized 50,000,000, $.0005 par value, issued 28,256,275 and 28,225,615 shares,
respectively   14   14 
Additional paid-in capital   61,674   60,215 
Accumulated deficit   (3,631)   (1,506)
Treasury stock, at cost, 16,652,022 and 16,652,022 shares, respectively   (47,490)   (47,490)
Accumulated comprehensive loss   (11)   (2)
Total stockholders’ equity   10,556   11,231 



TOTAL LIABILITIES AND STOCKHOLDERS’ EQUITY  $ 31,405  $ 12,274 
 
 

 
 

PROPHASE LABS, INC & SUBSIDIARIES
CONSOLIDATED STATEMENTS OF OPERATIONS AND

OTHER COMPREHENSIVE INCOME (LOSS)
(in thousands, except per share amounts)

 
  For the Years Ended  
  December 31, 2020   December 31, 2019  
Net sales  $ 14,514  $ 9,876 
Cost of sales   9,908   7,261 
Gross profit   4,606   2,615 
         
Operating expenses:         

Sales and marketing   1,287   1,042 
General and administration   6,671   4,480 
Research and development   633   332 

Total operating expenses   8,591   5,854 
Gain on sale of real estate   1,892   - 
Loss from operations   (2,093)   (3,239)
         
Interest income, net   62   133 
Interest expense   (295)   - 
Loss from continuing operations   (2,326)   (3,106)
         
Discontinued Operations:         
Income (loss) from discontinued operations   201   (40)
Income (loss) from discontinued operations   201   (40)
Net loss  $ (2,125)  $ (3,146)
         
Other comprehensive loss:         
Unrealized gain (loss) on marketable debt securities   (9)   22 
Total comprehensive loss  $ (2,134)  $ (3,124)
         
Basic and diluted earnings (loss) per share:         
Loss from continuing operations  $ (0.20)  $ (0.27)
Income (loss) from discontinued operations   0.02   (0.00)
Net loss per share  $ (0.18)  $ (0.27)
         
Weighted average common shares outstanding:         

Basic and diluted   11,595   11,564 
 

 

 
 

PROPHASE LABS, INC & SUBSIDIARIES
CONSOLIDATED STATEMENTS OF CASH FLOWS

(in thousands)
 

  For the Years Ended  
  December 31, 2020   December 31, 2019  
Cash flows from operating activities         
Net loss  $ (2,125)  $ (3,146)
Adjustments to reconcile net loss to net cash provided by (used in) operating activities:         

Realized (gain) loss on marketable debt securities   (2)   12 
(Gain) loss on discontinued operations, net of taxes   (201)   40 
Depreciation and amortization   449   398 

Amortization of debt discount
  1   - 

Amortization on right-of-use assets   9   - 
Lower of cost or net realizable value inventory adjustment   68   - 
Consulting expense paid through reduction of secured promissory note receivable   250     
Stock-based compensation expense   1,459   744 
Gain on sale of real estate   (1,892)   - 
Changes in operating assets and liabilities:         

Accounts receivable   (1,039)   936 
Inventory   (1,468)   444 
Prepaid and other assets   (3,005)   (8)
Other assets   (240)   - 
Accounts payable and accrued expenses   3,339   (14)
Lease liabilities   (9)   - 
Other liabilities   1,814   (247)

Net cash provided by (used in) operating activities   (2,592)   (841)
         
Cash flows from investing activities         

Issuance of secured promissory note receivable   (3,000)   - 



Purchase of marketable securities   (4,560)   (3,137)
Proceeds from sale of marketable debt securities   3,840   8,908 
Escrow receivable   4,812   - 
Capital expenditures   (1,689)   (228)
Acquisition of Confucius Labs   (2,500)   - 
Proceeds from sale of building, net   2,081   - 

Net cash (used in) provided by investing activities   (1,016)   5,543 
         
Cash flows from financing activities         

Payment of dividends   -   (5,822)
Issuance costs on unsecured convertible promissory notes   (10)   - 
Proceeds from unsecured convertible promissory notes   10,000   - 
Net cash provided by (used in) financing activities   9,990   (5,822)

         
Increase (decrease) in cash and cash equivalents   6,382   (1,120)
Cash and cash equivalents, at the beginning of the year   434   1,554 
Cash and cash equivalents, at the end of the year  $ 6,816  $ 434 
         
Supplemental disclosures:         
Cash paid for income taxes  $ -  $ 103 
Interest payment on the promissory ntoes  $ 250  $ - 
         
Supplemental disclosure of non-cash investing and financing activities:         
Right-of-use assets and lease liability recorded upon adoption of ASC 842  $ 4,740   - 
Net unrealized (loss) gain, investments in marketable debt securities  $ (9)  $ 22 
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C O R P O R A T E P A R T I C I P A N T S
 
Ted Karkus, Chairman & Chief Executive Officer
 
C O N F E R E N C E C A L L P A R T I C I P A N T S
 
David Deshler, Deshler and Associates
 
Vincent Marra, Fordham Financial
 
Lee Alper, Hammock Investors
 
Michael Wu, Private Investor
 
P R E S E N T A T I O N
 
Operator
 
I would like to thank you all for taking time to join us for ProPhase Labs Fourth Quarter and Full Year 2020 Financial Results Conference Call.
 
Your host today is ProPhase Labs’ CEO and Chairman of the Board of Directors, Ted Karkus. A press release detailing these results crossed the wires today and is available on
the Company’s website, prophaselabs.com.
 
Before we begin the formal presentation, I’d like to remind everyone that statements made on the call and webcast, including those regarding future financial results and future
operational goals and industry prospects, are forward-looking and may be subject to a number of risks and uncertainties that could cause actual results to differ materially from
those described in the call. Please refer to the Company’s SEC filings for a list of associated risks.
 
Finally, this call—this conference call is being webcast. The webcast link is available in the Investor Relations section of prophaselabs.com.
 
At this time, I would like to turn the call over to ProPhase Labs’ Chief Executive Officer, Ted Karkus. Ted, the floor is yours.
 
Ted Karkus
 
Thank you, Hector, and greetings, everybody, and thanks for joining me on the call today. It’s an interesting time for a call given that we just reported year-end numbers while
we’re at the end of the first quarter. I was actually thinking about waiting until we reported the first quarter where we had more to talk about, about the first quarter in six weeks.
But then I had a feeling a lot of investors would be upset with me. The stock is obviously volatile. When the stock is volatile, I got a bunch of comments, where is the update.
 

1
ViaVid has made considerable efforts to provide an accurate transcription. There may be material errors, omissions, or inaccuracies in the reporting of the substance of the
conference call. This transcript is being made available for information purposes only.
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I would just like to start by reminding everyone. Those who have known me a long time know this to be true. For those that are newer investors, I’m sure many of you I’ve told
this to before, but I’ll repeat it. I have a history of building value for our Company and the companies that I get involved with over the long term, and I’ve been pretty consistent
at doing that. I’ve certainly been pretty consistent at doing that as CEO of ProPhase Labs over the last approximately 11 years. When I turned around the Company, the stock
bottomed out at $0.65. For those that stuck with me, I paid out—I turned around the Cold-EEZE brand, sold it for $50 million. Then subsequently, after two stock buybacks, the
three special dividends totaled $1.50. People who have stuck with me have been handsomely rewarded.
 
Since that time, I’ve always gone by the same theory: every move I make is in terms of what’s best for long-term shareholders in terms of building value on a per-share basis. I
consider that critical to what Management should be paying attention to, most Managements don’t. I don’t want to go into more detail in that, but I just want to remind you all
that, that’s my goal. That’s my game plan.
 
I am not responsible for NASDAQ coming off 1,000 points, that all of the tech stocks and small mid-cap stocks—I follow a lot of other stocks in the same industry that we’re
in, and they all got hammered. Frankly, I have no control of that. I also have no control over short-term swings and the incidence of COVID. Back in December and January,
the numbers were going up dramatically every day in terms of the incidence of COVID and the amount of testing that was being done. All of a sudden, in the middle of
February, those numbers dropped dramatically. NASDAQ dropped dramatically. Our stock dropped and so forth.
 
What I can control is making smart decisions to build our Company longer term. That’s what I’m doing. Just to talk a little bit—I know you all want to get into what’s going on
in Q1 and what’s going on currently. Just to talk a little bit about last year, revenues were up 45%, which, quite frankly, in and of itself, I’m pretty proud of. That’s both our base
business, it’s our manufacturing business, it’s our dietary supplement business and a little bit of testing, which we did at the end of December. I’m going to get into the COVID
and the testing a little more in a moment. But we did not report a profit, but that’s because we’re rebuilding the Company and taking it in new directions, and so that’s all
planned. The same way I used to plan when I turned around and grew the Cold-EEZE brand, which we ultimately sold for $50 million. We lost money while we were
developing the brand, but ultimately, we sold it for $50 million, whilst when I took over, maybe it was worth $5 million or $10 million.
 
I’m doing the same thing now. I’m building value in the Company long term. I really don’t want to get too much into the stock price, even though that’s what everybody seems
to respond to. I don’t blame you. But by the same token, at some point it gets silly. As the stock goes down, it gets closer to actual liquidating value while we’re actually
growing the business here and growing revenues and now, going forward, growing earnings and cash flow. I’m going to get into that a little bit more in a minute. I just wanted
to give you that as the background so we’re all on the same page.
 
One more comment on our dietary supplement business, which actually I’m feeling pretty—really good about. We did get into our lead product. It was already in Rite-Aid and
Walgreens, and it’s doing so well in those stores. We got into CVS and Walmart. These are considered the four largest retailers for dietary supplements. Of course, we have a
laundry list of other retailers that we’re in now as well. We’ve got the biggest ones, Walmart and CVS, in the fourth quarter, which means just the pipeline fill and the fact that
our product sells off the shelf means that we’re going to have significant—a significant uptick in revenues and now earnings from the dietary supplement business. I actually
feel really good about that.
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While it’s a small business, it’s going to grow very nicely this year. All of a sudden, you’ll see a small business that you’re not paying attention to actually have real value in the
Company, especially with our stock price down where it is. I don’t really want to talk more about that because our testing business now going forward is going to dwarf our
dietary supplement manufacturing business. But suffice it to say, our other core business is doing just fine.
 
We ramped up. In a very short order, we decided to pivot into COVID testing. Basically, it was late last year that we decided rather than partner with another Company, to
actually do it ourselves. In a matter of literally weeks, we went from not being in the business to buying a business without customers, to having to do a lot of validation work.
Lo and behold, from late October to mid-December, a period of like six or seven weeks, we bought, closed on the lab, hired people, got validation work done and actually
started testing in late December.
 
We quickly ramped up, which was honestly pretty incredible that we ramped up to 1,000 tests a day at the end of December, and then actually we had 1,500 tests a day in the
end of December. Frankly, that was a herculean task because there—other than the large labs, 95% of the labs across the countries are smaller labs that are happy to do 200 or
500 tests a day. Within weeks, we’re already doing 1,500 tests a day, which is actually a pretty incredible number in and of itself.
 
In January, we actually hit 2,500 tests a day. I was really excited about that. I expected that to continue at the time and to just keep growing. Just so you know since that time—
well, I’ll go back a step. It was fantastic. January, I expected it to continue. In February, I alluded to this in our press release, I really wanted to stick to what’s out there that’s
public information. In the middle of February, we got hit with horrendous weather. We do a significant amount of business in the Southwest and, frankly, in the areas where we
do business, I guess I’ve never seen snow flurries before, but basically, the whole state shut down. We had several testing centers shut down, and this was from our biggest
customer. That hit our overall business. I mean this is from our largest customer.
 
At the same time, every month, we’ve been adding customers. The underlying business of adding customers and small business from one customer and a little business from
another customer, that’s all adding every week and every month. We had a big knock from the largest customer, but the diversity in our business is growing on a weekly basis.
We have a really nice core business. We ended—I also made sure to put this in the press release so I could talk about it a little bit. We finished—we averaged for the quarter,
based on a five day testing week average, we averaged just under 2,000 tests a day, which, quite frankly, I am really pleased with, from the point of view of not being in the
business before.
 
I’m not pleased with it relative to the incredible growth rates that we had in the last week of December and the first four weeks of January. Honestly, it was a little disappointing.
But from the point of view of us growing our business, we continue to grow our business.
 
I’m going to talk about the business a little bit more in a moment. But I’d like to just pause to also point the fact that we’ve built an incredible infrastructure over these past two
or three months. We have a very, very strong Management team. Besides our CFO, Monica Brady, who’s been with me for many years, specific to the lab business, Steven
Kamalic has been in the industry. I joke about how many decades he’s been in it, but he built up another lab from a very small lab to a very large lab. I couldn’t be more
grateful that he joined me in this new endeavor. We also attracted some fantastic IT people. I’m going to try not to go too long with this because many of you have heard this
before, and I really do want to get to a Q&A, but I just have to touch on a couple of things.
 
We hired two IT people led by Sergio Miralles, who led an 18-person IT Company on a consulting basis prior. I can’t tell you how blessed we are to have them and how
important IT is in all of this. We’ve hired two of the best molecular lab techs who are regularly working with the FDA. They have two EUAs filed with the FDA that we’re
waiting for approval on, Carlos Brewster and Amanda Vasquez. We really have a strong team, completely rounded out for every facet of the lab business. It makes it easier to
grow when you have a good foundation and you have a good team.
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When we built out our new lab, we built it out with state-of-the-art equipment, as I mentioned. We built it out with Thermo Fisher’s latest equipment. They adjusted to COVID
and responded and created new equipment and reagents with a multiplex platform so we can test for the new mutations of COVID. We have the state-of-the-art equipment. We
have a fantastic capacity, which I’ve talked about ad nauseum. We can turn around in 24 hours. I’ve talked about how important the IT is because once you have the key people
and the equipment in place, the lab processing runs pretty smoothly as it does for us, but it’s still the collection of the patient data and the technology to collect it, and then also
report out the results, and that’s why IT is so important. Then, of course, we just announced last night about the acquisition of VaccTrack, which is really cool.
 
If we didn’t have Sergio—first of all, I don’t know if we would have made the acquisition. Number two, we wouldn’t have been able to integrate it so quickly. It’s already
integrated into our system. While—and the seller of the technology, who was quoted on our press release, Bedis Zormati, we’re actually working with him on a number of
things right now. But he was nice enough while we were looking to, and we literally just signed the deal. But we’ve already been integrating VaccTrack into our system even
before we actually officially signed the deal. Sergio has already integrated it in our system. We’re already in beta testing, and we’re about to roll this out any day now. In fact, I
think we may have some customers that are willing to beta test it. We’ve done some internal beta testing. We’re about to roll that out.
 
Coincidentally, I was just talking to a partner of ours who thinks that he may have just landed an account, and the deciding factor was actually VaccTrack. For those of you who
don’t know what VaccTrack is, it is explained in the press release. It has a number of functions. Some of the key functions for us is it gives us the ability to report—if 1,000
people get tested, it gives us an ability to report directly to those—each of those 1,000 people directly to their portal, directly to their smartphone on an app. They can then use
that. It has an unalterable QR code and report on it, where you can basically see your vaccinations. You can see if you’re COVID positive or negative or any other test for that
matter so that it could be used to enter events. This is a big deal now with events opening up. I’m really excited about VaccTrack. It just builds out our technology, it builds out
our Company and it just differentiates us one step further.
 
I’d also like to point out that we have several partners out that we didn’t have three months ago. These are partners that are bringing business to us that we’re working extremely
well with. We have a group that are experts in testing schools, and we have experts that are in testing towns and in testing states. There’s tremendous opportunities out there. I
just want to review the dynamics a little bit.
 
In terms of COVID incidents and COVID testing, both dropped off. Basically, they dropped off a cliff in middle of February to March. But what’s interesting is over in Europe,
COVID is on the rise again. I believe that there is this burnout in our country. People don’t want to deal with masks anymore, weather is getting warmer, they hear about
vaccinations and they’re like, okay, screw COVID. What people don’t understand is just because you have the mentality of screw COVID, I don’t need to get tested, I don’t
need to wear a mask, I can—I don’t have to social distance. All that’s doing is it’s starting the wave all over again. I think I’ve said this before, I’ll say it again. Virtually every
expert I talk to says there is no cure for COVID. We’ve never been able to cure flu even with vaccines. Vaccines are always nine months behind. It took 10 months to create a
vaccine for COVID.
 
Now it’s mutating rapidly faster than flu. Everyone’s concerned with the current vaccines out there, how long they’re going to be effective on the new strains. We are seeing
more and more. We’re now starting to see an uptick in the incidence of COVID. We’re also seeing an uptick in the positivity rates, and we’re seeing an uptick in the mutations.
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All of this is going on while everybody psychologically feels like COVID is going away. I’d also point out that only about 15% of the population has been vaccinated with two
vaccines. Maybe most importantly, when you get vaccinated, that does not protect you per se from getting COVID. It may protect you from getting symptoms, which actually
makes you more dangerous because you’re going to let your guard down when you’re vaccinated. There’s a higher probability that you’re going to get COVID. What that means
is you’re now more dangerous because you’re asymptomatic, which means that you’re not going to be as careful and you may spread it to other people that haven’t been
vaccinated, which makes you deadly.
 
We have all these different factors going on. One thing that I pointed out is that even if COVID—and I pointed this out months ago, even if COVID testing dropped, and it had,
there’s still going to be testing. A perfect example of that are the school systems where the current administration is funding in a significant way—they’re funding schools to
reopen. There is a ton of opportunity for testing with schools. We actually have developed, particularly with our partners, some expertise in testing at schools. We currently
tested over 75 schools. These are high schools. That number, I expect to grow significantly in the coming months.
 
The other thing I’d point out is that our three largest customers all tells us, somewhat coincidentally, that within a couple of weeks, they expect that their testing with us, your
business with us will grow dramatically. Then in addition to all that, we have lots of other partners now that are working on wedding and events. We’re starting to develop a
network of independent pharmacies that are doing testing, where they’re sending their specimens to a lab. There’s just an enormous amount of opportunity. While the overall
level of testing has dropped significantly from mid-January to now, by the same token, we got into this business long before the numbers went up to where they got to in mid-
January. They’ve come back down, but they’re not going away, and now they’re turning and going back up again.
 
The last thing I’d like to mention about this is that our goal was to build a strong infrastructure and base of business with COVID testing. Now that we’ve pivoted and now
we’re a substantial lab and we’re actually a force to be reckoned with, with regard to RFPs because, quite frankly, nobody can beat our turnaround times. They might be able to
match them, but they can’t beat our turnaround time. Our customer service is first class. Our IT, our reporting systems now, we’re as good as it gets. Now it’s just a matter of
getting the word out. As we do more and more business with more and more accounts, that’s going to beget more business.
 
I can’t tell you how much our business is going to grow. As I said, I was a little disappointed that we had that dip. But by the same token, when you look at it, instead of looking
at it every week, if you look at it quarter-to-quarter, I expect to grow every quarter. Last year, we grew revenues 45%. Our fourth quarter grew really nicely. There’s only a little
bit of COVID testing at the very, very end of December, but our revenues are going to grow very strongly in the first quarter. I expect them to grow significantly more in the
second quarter from the first quarter.
 
The last point on this is we raised an awful lot of money, which significantly increased our liquidating value on a per-share basis. I always say that a (inaudible) is the terminal
value on a per share basis. Meaning, look at the value of our Company, if we were to liquidate it, divide it by the number of shares, my goal is to grow that every year. I’ve been
growing that every year, and I expect to continue to grow it every year. One of the reasons we raised that capital was because we were going through a period of significant
negative cash flow, which I explained to everybody, that was one for the building out of our Garden City lab, which I’m so proud of. Anybody that’s come to see it in person is
really impressed with it.



 
Number two, it’s obviously providing the equipment for hiring people. But a large part of it is purchasing consumables. At the time, back in January, there was a big concern of
shortages of consumables. I want to make sure we had more than enough consumables. We bought an enormous amount of consumables to protect us for any large orders that
might come our way. From the time you buy consumables, typically, if you buy them about 30 days in advance of testing, you have to pay for them up front, 90% up front, 10%
at delivery. From the time we order at 30 days in advance of the testing, we have to pay. Then once 30 days goes by, we do the testing. It could be up to two months before we
actually get reimbursed.
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We had a three month period of tremendous negative cash flow, that I’m now looking forward to, and that basically was our first quarter. Our second quarter, we’ve got a lot of
billing going out to insurance companies that we’re just now starting to get paid back from them. I expect our cash flow to rise dramatically in the second quarter. I expect to
have really strong numbers going forward, and I’m excited for the future of our Company. I feel a little bit of pressure, quite frankly, from the stock price.
 
There are people out there that made sure to let me know in an obnoxious way, which I don’t, frankly, I don’t respect, that it sounds a little offensive. But for the most part, for
the long-term shareholders that know me well, they know that I’m building value for them. I am a very large shareholder of the Company. Don’t get me wrong, I’m building it
for myself as well. But we’re all on the same team here.
 
I just want to make sure I look at my notes. Again, the last part of this is—the next step is we’re looking to diversify. Something like VaccTrack, that rounds out our COVID
testing really nicely. Obviously, it can also be used for vaccinations. But I’m looking at diversification in many different ways. I’m looking at other tests besides just PCR tests.
I’m looking at fast PCR tests. I’m looking at antigen tests. I’m looking at immunity tests with companies that we might partner with. I’m looking at labs to acquire other than
labs that do COVID testing, but labs that do other types of testing. I have groups of people who can bring business other than COVID testing. I’m talking about all the other
types of testing that were being done before COVID that are going to be done after COVID. I’m really looking to leverage our infrastructure to potentially buy a lab with
licenses to do all the other types of testing besides COVID.
 
I’m looking at a lot of different directions. I’m looking at M&A activity. What’s nice about our Company is we have a very strong capital base. The Company is up three levels
from where it was last year in terms of our revenues, in terms of our business going forward, in terms of our cash flow going forward, but also in terms of our balance sheet. We
have an incredibly strong balance sheet, and other than some M&A activity or acquisitions or things of that nature, I expect that our balance sheet and our liquidating value to
grow every quarter going forward.
 
Now that I’ve said all that, and that was a mouthful, I just want to highlight, again, the forward-looking statements. I’m not going to read them again. I believe everything that I
just told you to be accurate. I can’t guarantee what’s going to happen with COVID or with NASDAQ or with the stock market or things of that nature. I can control what I can
control. I can’t control what I can’t. But I can tell you I am working my butt off harder than I ever worked before. This is reminiscent of when I turned this Company around a
decade ago, and I was working around the clock. Well, I’m doing the same thing right now. I’m doing it on behalf of everyone on this call. I’m very optimistic and confident
that we are going to continue to grow our Company from quarter-to-quarter. I can’t tell you what’s going to happen week-to-week. Please stop asking me, but quarter-to-quarter,
I expect really nice growth in our Company, and I’m looking forward to it.
 
Let me just see if I have anything else before I open it up to Q&A. My IR firm, who’s on the call, told me, keep this to 25 to 30 minutes. Well, it’s 4:58 eastern time. It’s been 28
minutes. I think I covered just about everything I wanted. I would like to open it up to questions now. Hector, I will hand it off back to you. I think I’m right on time.
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Operator
 
Your first question comes from the line of David Deshler with Deshler & Associates. Please proceed with your question.
 
David Deshler
 
Ted, long time shareholder and actually, I want to thank you for getting rid of Mr. Quigley. That’s how long I’ve been a shareholder.
 
Ted Karkus
 
Yes. Thank you, David. I have no comment about that. That was a long time ago.
 
David Deshler
 
Yes, I’ve been through fix and saves. But just a couple of questions. Number one, I can admire and comprehend completely your need to have a solid balance sheet because that
is the most important thing. But in addition to the stock price, can you give us any time frame? Because I know cash is king right now. But as far as potential buybacks or
dividends, how far out do you see where they may come into play?
 
Ted Karkus
 
Sure. That’s a great question, and I only wish I could answer it directly, all right? Here’s what I can tell you. I have a history of doing what’s best for shareholders, okay? We
have a very strong balance sheet. But because we have a strong balance sheet and because cash is king, if I can find an acquisition of a lab for $5 million, which I think I can
build to make it worth $25 million, or there’s lab that I can buy for $50 million that I think I can make it two or three years’ worth $200 million, you got to ask yourself, do I
want to spend that cash or do I want to buy that? Yes, cash is king.
 
What’s also nice is I have a fantastic relationship with our two investment banks that did the underwriting for us back in January and for the right opportunity, because we
already have a strong balance sheet and because we have strong revenue growth now and things are going so well for the Company, to be honest with you, it’s pretty easy to
raise capital for opportunities. By the same token, I’m very careful with those opportunities. Cash is king, but cash is also the value to our shareholders. Most companies, most
Managements, most of the time, they take the cash for granted. They burn through it, and then they come back asking for more. I don’t do it that way. I will not do anything



sloppy with the cash.
 
What people don’t understand while they’re selling the stock now is how much cash our Company has and how strong it is. I’m shaking my head. The stock is getting down to
a point where they’re valuing our new business, which is growing, and their valuing it as if doesn’t exist. I’m sitting here saying, what, are you kidding me? Now, I am not
making stock price recommendations or stock recommendations. But what I will also tell you on top of all that, I weigh all factors. In the past, when we sold the Cold-EEZE
brand and the stock was trading below liquidating value, I did two stock buybacks.
 
After I did that, we still had cash, and I didn’t know what to do with it. I did three special dividends, right? You’ve got to understand. I am a big believer in stock buybacks. I’m
a big believer in stock dividend at the right time. At the end of the day, it’s got to be what’s best for the shareholders, laying that against opportunities. Sorry, I can’t give you a
better answer to that.
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David Deshler
 
No, that’s fine. Part two, you probably know that you’ve got two analysts that—I know you don’t like to give any forward guidance because of all of the variable factors, but
you’ve got two different analysts that are—I think one is projecting $2 earnings per share and the other one, approximately $2.25 for the rest of the year. Can you make the
comment about that? That sounds quite impressive to me.
 
Ted Karkus
 
Yes, of course. If we were talking in January, I would tell you that I thought we were going to blow those numbers away. If you ask me right now, it depends on how we grow
from here. I’m just going to give you some perfect examples. I just don’t know because I’m talking about opportunities that I come across every single day. What I’ve learned is
the larger the opportunity, the lower the probability of success.
 
To give you an example, we’re working on some opportunities that could be nationwide, literally. Now, if I—now, but I don’t know what the odds are. What if the odds are 1
in 5, all right? Or 1 in 10. All right? But if I have—if a Company hits on that, we can do 40,000 tests a day, on one opportunity. What would happen? I didn’t even calculate the
numbers. For all I know, we got $6 a share this year on that one deal. We could earn $10 a share.
 
If we don’t get that, and I don’t expect to get it, but by the same token, we’re dealing with growing our school business. On an almost weekly basis, we’re adding schools. If
you think about it, we’re already at 75 schools that have reported just over the last couple of months. That’s growing now. There’s a big (inaudible) more cash. We should be
able to accelerate that. But I don’t know. When I reported that we’re doing just under 2,000, I expect that number to grow significantly in just a few weeks from now, but I
can’t guarantee it’s going to because look at what happened back in December and January when we grew.
 
But what’s nice is the amount of—the number of accounts is growing. We’re less reliant on any one customer or partnership. Because of that, our base of business is solid and
growing. I like to think it’s going to continue to grow. We just have to wait and see. I’m sorry I can’t give any better answers than that.
 
David Deshler
 
We have good faith in you because of your track record.
 
Ted Karkus
 
Thank you, David.
 
David Deshler
 
One of the reasons why I have so much invested in that.
 
Ted Karkus
 
I really appreciate your call. We should go to another call. I really appreciate your comments, David. Have a great day. Good luck to you, too.
 
Operator
 
Your next question comes from the line of Vincent Marra with Fordham Financial. Please proceed with your question.
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Vincent Marra
 
Thanks for taking the question. I was just wondering, this news that came out yesterday about this COVID passport that you acquired. Is that the only one out there? Or is that
just your version of it?
 
Ted Karkus
 
I don’t want to say that, that’s a trick question because I know you don’t mean it as a trick question.
 
Vincent Marra
 



No, no. Hear—let me expound...
 
Ted Karkus
 
I’ll answer. No, no. I understand your question. To be clear, there are other “passports” out there so, for instance, there’s something that IBM created that New York state
sponsored, and this is going back weeks when the state of New York, they were trying to figure out—every state, the rules are different. Every governor has different ideas
about what to do. In the state of New York, in particular, they were trying to figure out if they were going to open, when they were going to open, Madison Square Garden
opened first. They basically sponsored another pass. I think it’s called Empire State pass.
 
We believe that our pass is actually better than whatever else we have seen in the marketplace. It doesn’t mean that there aren’t any other technologies coming. Then the next
sectors, we can look into New York state, if they will sponsor our pass as well. They may. But the real point is that our pass is an unalterable report card on your smartphone
that you can use to report—to enter events. For instance, you want to go to Citi Field, you want to go to Yankee Stadium, you need that report card in order to enter. We provide
that for you on your smartphone. It’s a really nice piece of technology.
 
I think I mentioned that, just today, we got a verbal from a new account that wants to do business with us. The deciding factor actually was our VaccTrack test. I think it’s going
to add to our business. In addition to that, we may actually have opportunities to license it. It really is cutting-edge technology. I’m really proud of it. The inventor or developer
of it, we’re actually working with not only on that, but he’s also bringing his business, and we have a great relationship. We integrated it very smoothly into our technology. A
part of that, again, our Head of IT, Sergio Miralles, a lot of credit for that and also Bedis for working closely with him to make this go smoothly, and we’re ready to roll it out.
 
It’s an exciting piece of technology. But to put it in perspective, I’m working on and our Company and our Management are working on so many additional initiatives on behalf
of our Company. Nobody built out a business in the time frame that we built out our business. Just nobody. It’s unheard of. I don’t care. I’ll put our track record in the last six
months up against anybody in the business. We’re working on so many initiatives. This is a really exciting one. We’re working on a number of other initiatives. I hope they
come to fruition, and I hope to be able to talk about them in the coming weeks and months. I hope that answers your question.
 
Operator
 
Our next question comes from Robert Delmamar (phon), Private Investor. Please proceed with your question.
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Male Speaker
 
I just had a quick question. But first, I want to congratulate you on your hard work and your success. I’m a long-time investor. Watched you on FOX News some time ago. I
bought the Cold-EEZE and I went to the store trying to find the Cold-EEZE, and it was hard to find. But over time, gradually, it just got more and more shelf space. I was just
flabbergasted. Thank you for all your hard work. Now you’re filling up Walmart with new products. It’s awesome. You’re doing a great job.
 
Ted Karkus
 
Thank you. I really appreciate that. Do you have a question as well, because we really appreciate those timelines.
 
Male Speaker
 
Yes. I just wanted a question about Europe. Is there any way you think about breaking into Europe for testing? Or is that too far away?
 
Ted Karkus
 
That’s interesting. Well, there’s so much opportunity in the United States. I don’t know that we need to. But at the end of day, I don’t—I didn’t believe it—or I don’t believe
it’s going to happen. But one of our—and I call them—whether you call them partners or customers, we have intermediaries that go find business for us, that are working with
us as consultants and so forth. One of our partners actually was dealing with the U.K. because they’re looking for large labs or labs with large capacity to do a lot of their
testing. I think it’s a little crazy because I am not going to spread myself thin by building a lab over in the U.K.
 
By the same token, FedEx, if you think about an airplane flight, whether FedEx—we do a ton of testing all across the state of Texas, and that’s all done by FedEx, where the
specimens are collected during the afternoon, you get them on a—dropped them off at FedEx by 6:00 p.m. They get to a state across in the morning. We’re reporting results by
the end of that day. Not only within 24 hours when we receive the specimen, we often report results within 24 hours of the specimens being collected. That’s across the country,
but what difference is there between across the country or across the water. What’s the difference if the flight is four hours or six hours or seven hours. It just doesn’t matter.
 
Conceivably, you could see that happen, but it’s not my focal point right now. But by the same token, all of the new upticks and issues, new wave—COVID wave going on in
Europe, it’s inevitable that it’s coming over here. As I mentioned, the upticks in positive COVID incidents is happening. When we look at the amount of tests we do every day,
how many of them are positive? Four or six weeks ago, it dropped down to near zero. Now those numbers are starting to uptick again and it’s starting to pick up again. Whether
or not testing is going to take off again, I don’t know. There’s also always new competition coming out. Regardless, there’s just an enormous amount of opportunity for us over
here. We don’t have to necessarily look abroad to find an opportunity.
 
Operator
 
Our next question comes from the line of Dennis Waldman (phon), Private Investor. Please proceed with your question.
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Male Speaker
 



Ted, congratulations on everything you’ve accomplished in the last six months. It’s quite amazing. I know you’re offering a great service, great capacity. We just need more
customers. As a sales and marketing person, could you go into detail on your sales team?
 
Ted Karkus
 
Sure. I try and keep overhead at a reasonable level. I try and operate in an efficient way. I don’t necessarily like to hire a ton of people within the Company, but we have a ton
of consultants and customers so that—and we have different types of customers and we have different types of partnerships. There’s more than a dozen groups of people that
are working on our behalf and attracting new business. In particular, our three largest accounts are actually intermediaries that do the specimen collection and they’re
responsible for finding new business, and then they bring those specimens to us. We have three customers, our three largest customers, who are bringing us an enormous
amount of business. They’re signing up more of their customers every day. As I mentioned as—well, so I don’t even want to go into more detail than that.
 
At the same time, we’re signing on new groups of people to act on our behalf to find more business. In some cases, these are individuals or groups that are simply going to find
the business, bring it over to us. Then one of our partners will handle the specimen collection, the logistics. In other cases, we have partners who actually find the customers and
then they do the specimen collection and logistics themselves. We have different groups of people, for instance, finding schools. Some of those are our large customers who are
finding the schools themselves and also do the specimen collection. In other cases, because there’s so much opportunity there, we might have a dozen different people right now
searching for schools across the country that are looking for testing. Then I’ll bring in a partner—allow a partner to actually provide the logistics and specimen collection. We
do the, of course, the lab processing and reporting of results. I hope that fairly answers your question.
 
Male Speaker
 
It does. May I ask another question about the VaccTrack.
 
Ted Karkus
 
Sure.
 
Male Speaker
 
What is the revenue—is there a revenue model for that? I’m not sure how exactly that works. I think it’s fantastic. I think the acquisition is fantastic. I’m just trying to
understand how to make money on it.
 
Ted Karkus
 
Yes. Twofold. The first thing it does is it significantly upgrades our offering to customers, which means that it significantly increases our ability to close on a new customer. As I
said and as I described, our sales force, which is primarily an external sales force, obviously, we have several people within our Company that are working with the external
sales team, and we do a great job of that. You’ve got to understand, our whole Management, everybody is working on it, right?
 
There’s basically two models for VaccTrack. The first is that we now offer this as a part of our technology. When you bring in a new customer, the first thing they ask you when
they decide if they want to hire you, they want to know about your LIS system, your LIS system is your lab information system. The reason that’s so important, as I mentioned,
once you know how to process tests, that becomes the easy part. The more complicated part is the collection of patient data, the collection of the requisition form, the reporting
of the results and the billing. I mean all of that is serious stuff, and the sophisticated customers know that. The first thing they want to know is, do you have a strong technology
backup? When we tell them not only do we have a great LIS and a great IT team, but that we also now have a great reporting system with VaccTrack, that gives us a leg up.
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My first goal in acquiring VaccTrack is it makes us a stronger company in closing on more accounts. It’s not a direct revenue model, but there’s no question, it should help us
build our account base. It’s no different than purchasing the best state-of-the-art equipment and all the other things that we offer. But this is a really nice, strong add-on.
 
The second thing we’re going to start to look into is whether or not we can license the technology because we believe it really is cutting-edge state-of-the-art technology for
reporting on a smartphone or app. We’re just now looking into that. You’ve got to understand, I literally just signed the paperwork. Remember, we just closed on the deal
literally in the last 24, 48 hours. We were moving at the speed of light to integrate even while we were looking to close the deal. But we’re going to move forward and
aggressively in both directions. I can’t promise you what’s going to happen on the licensing deal, but that could certainly be bullish for our Company. But regardless, it should
help us close more accounts. As I mentioned, just coincidentally from one of our partners, they truly believe that the VaccTrack helps win an RP, although it’s not official yet.
(Inaudible). I hope that answered your question, but it’s certainly a really nice addition to the Company.
 
Operator
 
Your next question comes from the line of Lee Alper with Hammock Investors. Please proceed with your question.
 
Lee Alper
 
A couple of them. One, on VaccTrack, did you buy an app? Or did you buy a company and you acquired the whole infrastructure?
 
Ted Karkus
 
That’s a great—honestly, that’s a legal question. I don’t know that I want to get into answering a legal question, but we acquired all the—if you think about technology, it’s
really all about the IP; we acquired the exclusive rights to all the IP. Does that answer your question? Nobody can use it but us.
 
Lee Alper
 
Is it software or did you hire any people?
 
Ted Karkus
 
No, no, no. It’s not a company and customers, although the founder is working very closely with us anyway. It’s almost like acquiring his company or we acquired his
company, but we did not acquire customer business, if that’s what you mean, although there are relationships that are certainly coming with it. In a sense, it’s the same thing.
It’s our technology.



 
Lee Alper
 
Can he sell it to anyone else? Does he have other clients?
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Ted Karkus
 
No, no, no. You’ve got to understand, IP and intellectual property, the patents, that all belongs to us. This is our technology. It’s for us to license. It’s not for him or anybody
else. We own the technology. If you want to look at it in layman’s terms, did we buy the company? Yes, we bought the company. In legal terms—that’s not a legal answer,
though.
 
Lee Alper
 
Okay so—right. You could license it because there’s no restrictions on it.
 
Ted Karkus
 
Exactly. None. We own it. We own the IP. We own everything. (Inaudible). It’s our technology as if we developed it ourselves.
 
Lee Alper
 
Have you given us any idea on the cost on that?
 
Ted Karkus
 
No. I didn’t put it in there. It’s not public information, and it’s not relevant. I’m sorry. I’d love to talk more about it, but it’s not public information, and both sides decided not
to make that public. It didn’t kill us, I can tell you that much. It’s not going to be...
 
Lee Alper
 
Well, I mean, if it’s a material number, then it would have—would you not have to disclose it when you file your 10-K?
 
Ted Karkus
 
I just follow—I just followed our attorney’s advice on that, all right? We think we’ve got a great deal on it, but we also think it’s a win-win. As I said, we’re working with the
founder of the company. Honestly, I look at the deal as a win-win for both sides.
 
Lee Alper
 
Do you have any long-term arrangements with him? Or can he walk away from you tomorrow?
 
Ted Karkus
 
Well, he can walk away. We have the technology. We’ve already integrated. We have a fantastic IT team that now understands the technology, lock, stock and barrel. We’ve
already integrated it, so it’s not an issue. There’s no risk. Whether he walks or not, that’s not a risk in terms of the functionality of the technology or using it going forward,
that’s not an issue. There’s no risk from that point of view. We’ve already integrated it into our system. We already know it works. We’ve already integrated it. We’re just
finishing up beta testing right now as we speak.
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Lee Alper
 
Okay. Can you give us a little more color on what you’re looking at doing testing—the number of tests in April or May?
 
Ted Karkus
 
I wish I could, I would love to. I can just tell you that all indications, and I’ll repeat this, our three largest customers, all coincidentally within a week of each other, all said that
by mid-April they expected to bring us significantly more business. I even have a fourth customer who isn’t that large who’s bringing us a significant amount of business in the
next week or two. I expect a very active April. I can’t look out beyond that, other than to say all of our schools are continuing to test and we continue to open up more schools.
On a quarterly basis, I expect our revenues and our accounts and our testing business will also grow.
 
Of course, again, I refer to forward-looking statements. I can only tell you what the expectations are. There’s no guarantees in this world. But every indication suggests to me
we have an uptick in COVID. I don’t expect definitely to get back to what it was in January, but we have an uptick, not a downtick. Even at current levels, there’s a ton of
opportunity out there, and I believe our testing is going to grow over the course of the quarter. In fact, I think our testing is going to grow in the month of April.
 
I’m sorry I can’t give you a more definitive answer because I just don’t know. Unfortunately, it’s not something that can be known. But I can just tell you, we’re growing our
business every quarter. I can tell you this quarter—yes?
 



Lee Alper
 
Can you give us an idea about how many customers you do have?
 
Ted Karkus
 
I don’t even know. It depends on how you—and what I mean by that is it depends on how you characterize the customers because we have so many different types of
customers. As I said, we have one, if you want to call it a partnership, we have one customer who’s—I think they’re testing like 65 schools or some kind of number like that
right now. We have another customer that’s probably doing 10, but growing very rapidly. We have another customer who’s testing the whole state of Texas. We have another
customer—I can just go on and on with examples, but so who are our customers? Is it the thousands of patients being tested? Is it our intermediaries? Is the school a customer?
Or is the person—the company that brings that school? Honestly, it’s pretty convoluted.
 
I’m not trying to avoid your question at all. But just the fact that we’re testing 75 schools as an example, and I expect that to grow significantly over the next month or two.
 
Lee Alper
 
In general terms, how much is local, what you’re you doing? How much is out of state? When I say out of state, I’m not—I mean New York, Pennsylvania that you’ll
consider…
 
Ted Karkus
 
Right. Well, like I said, one of our largest customer is testing across the state of Texas. That’s about as out of state as you can get, and that business is significant, although, as I
said, the weather in February really hurt that business. It’s hard to tell whether a part of that was because there was a tremendous downtick in COVID incidents and COVID
testing. It’s hard to tell if there were centers who have shut down that I believe are reopening. But in the meantime, we have lots of other accounts that are opening.
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We’re testing in many states. New York, New Jersey, Pennsylvania, Texas, the location really doesn’t matter to us. If it’s nearby and it’s courier service, so we drive—the result
of the—I’m sorry, the specimens are driven over to us. It takes an hour, two hours, three hours. If it’s FedEx, as I described, in Texas, they collect specimens up until 6 p.m.
They put it on FedEx. We get it at 8 o’clock in the morning. We provide the results at the end of the day. Honestly, it’s a difference of those two hours—whether we’re testing
down the block or we’re testing across the country, it’s a difference of hours. It’s not a difference of days. It shouldn’t prevent somebody from doing business with us.
 
Operator
 
Your next question comes from the line of Michael Wu (phon), Private Investor. Please proceed with your question.
 
Michael Wu
 
Ted, I have a question about the last Q4. There’s $5.2 million revenue. Do you know the numbers of how much is it related to the testing?
 
Ted Karkus
 
It’s not broken out. I don’t want to give answers to numbers that are not public information. Or if it’s not broken out, I’m certainly not going to do it on this call. I’m not the
CFO anyway. Honestly, off the top of my head, I don’t know the number. There is clearly a bump from our testing because we started testing in very late December. It started
as a small number. But even 3,000 tests we did at the end of December, we’re talking about potentially another $100,000 in revenues. We certainly got a bump from that. But
our core business, obviously, did well, too. Yes, sir.
 
Michael Wu
 
Okay. Could you give me some rough idea what is—roughly, how—what is the expenses you incurred in last year—last quarter, rough idea? I don’t need an exact number or
something.
 
Ted Karkus
 
Well—yes. Yes, yes. If we’re...
 
Michael Wu
 
(Inaudible), yes.
 
Ted Karkus
 
I’m sorry, in the December quarter?
 
Michael Wu
 
Yes, yes. Last quarter, yes, yes, December quarter. Of the $2.5 million total cost, how much—yes, related to that?
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Ted Karkus
 
All right, here’s the problem. I would love to—expenses related to the testing or expenses overall of the Company. Here’s the problem. We’re getting into something very
specific with financials. It’s not public information. I’m not sure what to answer or what not to answer. I don’t know what answers I actually know. Honestly, I would be
guessing anyway. I can just tell you there was a significant amount of start-up expenses for our business. Some of it you have to separate out. Obviously, we acquired a lab.
That’s something that we’ll capitalize over time.
 
Then all the expenses of starting up. There’s the people we hired. There’s the recruiters that we paid for. That was significant in the first quarter. We hired 100 people, 100
employees in our lab business, maybe more between November, December and January. Then if you think about it, for a lot of that, we use recruiters that we’re paying 20% to.
That’s all cash expense. There’s a tremendous amount of IT technology. That’s all expense. There are a lot of start-up expenses.
 
As I outlined a month ago, we had an enormous need for cash back in December and January and then in February, March, as we’re testing and purchasing consumables. But
now we’re going into a period with just the opposite. I expect our cash flow to be significantly positive in the second quarter. Then that goes back to the other gentleman that
was asking about stock buybacks or dividends. If we have significant cash flow positive going into the Company, and we already have tremendous working capital and cash
balances, it leaves the door open to a lot of flexibility of things that we can do with that cash.
 
Those start-up expenses, of course, will go away now going forward because we’re no longer starting up. We’ve already hired all the people. We’ve already installed all of the
technology. We’re good to go. We’re operational. We’re running smoothly. All those start-up expenses are gone. They were gone after December and after the first quarter. I’m
actually really excited about the second quarter.
 
Michael Wu
 
Okay, great. Great. Yes. Thank you for the information. I have a different question. About the testing, you indicated in multiple chances like you have 30, 40, that’s the profit—
is that gross profit? Or is that—what is that?
 
Ted Karkus
 
Yes. Okay. Again, here’s why that’s a complicated question. I’m not being evasive at all. But there’s so many different variables. First of all, we have cash customers and we
have insurance-based customers. Those that are paying insurance, we’re collecting $100. But for the ones where we’re paying insurance, if we have somebody that’s doing the
specimen collections as a partner, we might be paying out $25. On the other hand, we might be doing a cash customer where we don’t have to pay them out or this one doing
specimen collections or billing insured separately under a different code for collections. We have all different prices for which we’re doing testing. We also have all different
prices for what we’re paying people to bring customers, whether it’s just an introduction or they’re responsible for the specimen collection.
 
Then on the other side, we had a bunch of start-up expenses. It’s to be argued whether those start-up expenses should be a part of the profit per test or not a part of the profit per
test because, on the margin, if you don’t include the start-up expenses, which aren’t ongoing, which you should be if you really just want to calculate what the profit is per test
and you don’t look at the start-up expenses, but of course, we have a lot of start-up expenses. It’s a complicated number, to be honest with you. But you’re certainly in the
ballpark with the numbers you were talking about. I talked about it in prior presentations. I don’t know what are the numbers, honestly.
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Also to date, we’re just starting to collect from insurance. We have to see what insurance reimbursement looks like. If we get 100% reimbursement from insurance, and if the
number averages $105 or $115, that’s very different than if we get 90% reimbursement and reimbursement’s at $100 because the other network insurance sometimes pays more
than $100. Until we have more experience with this, and by experience, I mean until we see how the insurance companies are paying because we’re just starting to—that cash
flow is just starting to come in, over the next month, we’re going to have a much better idea.
 
Then, of course, it’s a matter of how you want to define the profit per test. If you don’t want to include the start-up expenses, then our profit per test is quite high. If you do
include the start-up expenses, then our profit per test goes down. But either way, going forward, we don’t have those start-up expenses. I’m sorry, I can’t give you a better
answer because nobody knows that answer right now. We’ll have a much better idea of that in the next four to six weeks. But I can tell you, it’s certainly healthy. It’s a very
healthy profit, and we’re making a lot of money per test.
 
With the start-up expenses behind us, that number is just going to get better in the second quarter.
 
Michael Wu
 
Okay, great. My understanding is that, that’s just the profit, it’s not the revenue, right? The money you get, right? It’s including the cost ...
 
Ted Karkus
 
No, no, no. Wait. Okay. First of all, the revenue number, that’s the number that’s per test; that can vary anywhere from $75 to $125. It could be the revenue on the side. That’s
just the revenue of what we’re getting paid to do the processing, whether it’s somebody paying cash or somebody—that we’re getting reimbursed by insurance. Then small
customers pay more than larger customers when it’s cash. Those numbers are incredibly variable, but that’s the revenue number when it comes to the tests.
 
Michael Wu
 
Okay, great. About your supply—I have another question. About your supply, you have...
 
Ted Karkus
 
Last question because—so this is your last question because we’re over an hour, and we still have somebody else who wanted to ask a question, right? If you could make this
last one, I appreciate it.
 
Michael Wu
 
You have amplified—you have a lot of the reagent, the supply. What is the shelf life of the thing? It can be used within one year or maybe half a year?
 
Ted Karkus
 



If you’re talking about the consumables, it’s—honestly, I don’t know the answer. But the consumables, it could be anywhere from six months to, I think, over a year, in some
cases. It depends on which consumables and which reagents. But the shelf life is long enough that, that’s not a concern for us with our inventory, not an issue. Okay?
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Okay. I lost Michael. I don’t know if we have any other questions here. Hector, if you want to ask one last time or if we should end the call now that it’s 5:32?
 
Operator
 
No further questions at this time. This concludes our question-and-answer session. I’d like to turn the call back over to you, Ted, for any closing remarks.
 
Ted Karkus
 
Sure. I just want to thank you all for joining me today. I truly appreciate the support. Look, I’m looking to grow the Company, as I said, longer term. If you’re a long-term
shareholder, I believe that I and our whole Management team is going to continue to grow the value on a per share basis to those that stick with it. For those of you that are
traders, I wish you the best of luck. I don’t know what to tell you as a trader. I’m focused on the long term and building the value of the Company. So far, in the past, I’ve
always been able to do that. I hope to be able to continue to do that in the months and quarters ahead.
 
Thank you, all, for joining me today. Hector, thank you for setting this up. Thank you, all. Have a great day.
 
Operator
 
Ladies and gentlemen, this does conclude today’s conference call. Thank you, all, for your participation.
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ProPhase Labs Acquires Digital Covid Vaccination and Testing “Passport” Solution
 

New Reporting App Simplifies Documentation of User Vaccination and Covid
Testing Statue – Easily Enables Clear Access to Air/Rail/Bus Travel, Concert &

Sporting Events
 

GARDEN CITY, NY – March 30, 2021 – ProPhase Labs, Inc. (NASDAQ: PRPH), a diversified medical science and technology company, announced today that it has
acquired the “VaccTrack” suite of digital solutions that can provide secure and reliable certification of a user’s vaccination and Covid testing results.
 
A digital vaccination certificate, or “passport” is based on a mobile app that confirms that a user has been vaccinated against Covid-19, or, if the user has been tested for Covid-
19, can confirm the test results. Reliably demonstrating that a user has been vaccinated or has tested negative for the virus is expected to be widely adopted as a measure that
will allow entertainment and sporting venues to safely admit spectators and allow airlines and hotels to safely accept travelers. The VaccTrack solution is intended to be
accessible on a mobile phone as an app or via a digital wallet.
 
The VaccTrack four-in-one solution can be easily integrated into the Company’s current Covid testing operations, and will offer VaccTrack for vaccine certificates, VaccTest
for screening test certificates, VaccCheck, to authenticate VaccTrack and VaccTest certificates and VaccWatch to report vaccination side effects.
 
Click here or paste to your browser (https://www.youtube.com/watch?v=Yk2_UjbNApI) to view VaccTrack’s information video – ‘A Universal Digital Certificate Company’.
 
VaccTrack provides certification for test results and vaccination dashboard in the form of a digitally signed PDF. After vaccination, app users have their medical provider
confirm the vaccination or test results and receive a trusted universal for travel, business, and more. VaccTrack certificates can be quickly verified by scanning the certificate
QR code with any smartphone at sporting events, concerts, and social functions. Vacctrack provides a highly secure and accurate authenticity confirmation directly from its
own facilities and maintains all data within a single data stream. VaccTrack also allows users to set up alerts and reminders about upcoming tests and vaccinations.
 
An additional benefit to the VaccTrack suite of IP includes, “VaccWatch”, which supports self-reporting adverse reactions to the vaccine along with any voluntarily information
provided, such as gender, age group, and ethnic background. VaccWatch aids the community and scientists by enabling such data to be compiled and anonymized in order to
help scientific research and development. The acquisition is an all cash transaction and financial details were not disclosed by both parties.
 
 

 
 
“VaccTrack provides a digital solution in the important vaccine management technology space. It is important to our target audience that they be able to quickly and securely
demonstrate immunization or test status to third parties,” said Ted Karkus, CEO of ProPhase Labs.
 
Mr. Karkus added: “The VaccTrack application will be integrated into the ProPhase Link patient portal, which provides instant notification for lab results via several methods of
communication including text and email. We will now be able to provide insight, authenticity, tracking and testing results for lab diagnostics and immunization records.”
 
“Acquiring the VaccTrack suite of IP is in line with our focus on creating shareholder value by rapidly growing our ProPhase Diagnostics subsidiary. We see increasing
opportunity for this division as it evolves into a comprehensive end-to-end management system for medical testing and vaccination tracking. We are looking forward to working
with VaccTrack’s highly skilled software development team to bring its application into our ecosystem,” concluded Karkus.
 
Bedis Zormati, who developed VaccTrack, added, “We are honored that ProPhase Labs can now add increased value and functionality to their testing and diagnostic services
by offering VaccTrack. Our software accelerates when users can take their vaccine certificates as well as Covid and other testing results out into the real-world and return to
their normal lives and social events. We look forward to working with the ProPhase team.”
 
About ProPhase Labs
 
ProPhase Labs (NASDAQ: PRPH) is a diversified medical science and technology company. The Company’s laboratory testing subsidiary, ProPhase Diagnostics, offers SARS-
CoV-2 (COVID-19) and COVID-19 viral mutation PCR tests through both saliva and nasal swab methods at its CLIA certified laboratories. Critical to COVID-19 testing,
results are typically provided in under 24 hours. ProPhase Diagnostics also provides Respiratory Pathogen Panel (RPP) Molecular tests including Influenza A and B and others.
ProPhase Labs researches, develops, manufactures, distributes, markets, and sells OTC consumer healthcare products and dietary supplements, including dietary supplements
under the TK Supplements® brand. The Company actively pursues strategic investments and acquisition opportunities for other companies, technologies, and products. For
more information, visit www.ProPhaseLabs.com.
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