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BIO: 

Joseph N. Garner, Ph.D. is currently 

the Chief Executive Officer of Soluble 

Therapeutics, Inc. His background in 

molecular biology and considerable 

experience as an executive of several 

startup and existing biotechnology 

companies makes him ideal to lead 

Soluble Therapeutics and fulfill the 

corporate goal of turning the company 

into a rapidly growing and profitable 

organization. Prior to leading Soluble 

Therapeutics, Dr. Garner was the 

President and Chief Operating Office 

of BridgePath, LLC (dba BridgePath 

Scientific). BridgePath Scientific cur-

rently services the international scien-

tific community through the provision 

of scientific equipment, disposables, 

research reagents and kits, and con-

tract research services.  Prior to 

BridgePath Scientific, Dr. Garner was 

the Founder, President, and CEO of 

Advanced Product Enterprises, LLC 

and GeNova Bioscience, Inc. 

(GeNova). Advanced Product Enter-

prises was merged with BridgePath 

Scientific in April 2007 and the tech-

nology from GeNova Bioscience is 

being developed as part of a CRADA 

(Cooperative Research and Devel-

opment Agreement) with USAMRIID. 

From 2002 to 2004 Dr. Garner served 

as a Senior Investigator and the Di-

rector of Marketing and Sales for Bio-

logical Mimetics, Inc., a Frederick, 

MD based vaccine development 

company. Dr. Garner was responsible 

for project conception and organiza-

tion, as well as the generation, collec-

tion, analysis, and marketing of data 

surrounding veterinary vaccine tar-

gets. Dr. Garner served as the 

Chairman of both the Business De-

velopment Advisory Council (BDAC) 

and the Armed Forces Communica-

tions and Electronics Association 

(AFCEA) in Frederick County in 2009. 

He has also been a member of the 

Tech Council of Maryland (TCM), 

Steering Committee for the Frederick 

Network of TCM, the American Soci-

ety of Microbiology (ASM), and 

American Society for Pharmacology 

and Experimental Therapeutics (AS-

PET). Dr. Garner is an experienced 

speaker and has presented scientific 

research worldwide at scientific meet-

ings such as “Translation UK” in Dun-

dee, Scotland and “International Ma-

rine Biotechnology Conference” in 

Australia. Dr. Garner was trained and 

received his Ph.D. in molecular biol-

ogy at the University of Maryland, 

Baltimore and studied at Center of 

Marine Biotechnology (a University of 

Maryland Biotechnology Institute re-

search center). 

 

Company Profile: 

Soluble Therapeutics, Inc. was 

founded in 2008 to commercialize the 

HSC™ Technology. The company’s 

services enhance the drug develop-

ment process by rapidly optimizing 

protein solubility and stability, bringing 

transformational technology to the 

world of protein-based pharmaceuti-

cals, vaccines, and therapeutics. Led 

by CEO Dr. Joseph N. Garner, Solu-

ble Therapeutics’ management team 

consists of science industry profes-

sionals bringing over 60 years com-

bined experience from organizations 

such as NASA, the University of Ala-

bama at Birmingham, and Mississippi 

State University. Soluble Therapeu-

tics, Inc. is the first to introduce pro-

tein formulation solutions that deliver 

the price and performance advan-

tages of the HSC Technology. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Dr. Garner, what is the 

vision at Soluble Therapeutics? 

 

Dr. Garner: Soluble Therapeutics has 

taken one bottleneck out of the drug 

discovery and development process. 

That bottleneck happens to be the 

development of formulations for pro-

tein-based drugs. If you look at a bot-

tle that is in your physician’s office or 

one that you pull off a shelf at a phar-

macy, the inactive ingredients make 

up the formulation. The formulation is 

designed to keep a drug stable, solu-

ble, and useful while it sits on that 

shelf before it is administered into a 

human being. The development of a 

formulation has been a lengthy proc-

ess for quite some time; what I mean 

by lengthy is that often, it will take 

formulation professionals greater than 

a year to formulate a protein-based 

drug correctly so that the drug can be 

delivered in an efficacious manner. 

That is a huge bottleneck in the drug 

discovery and development pipeline; 

in other words it chews up significant 

time and resources. The goal of Solu-
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ble Therapeutics is to take our tech-

nology, which directly addresses that 

bottleneck, and use the HSC technol-

ogy to get drugs to the marketplace 

considerably faster. 

 

CEOCFO: What has been the biggest 

problem in the formulations and what 

have you concluded? 

 

Dr. Garner: The biggest issue is that 

each drug requires its own formulation 

and large pharmaceutical companies 

and contract research organizations 

hire very talented, highly educated, 

and use expensive resources to de-

velop these formulations. It requires a 

great deal of training, background, 

and knowledge to develop formula-

tions that the FDA will eventually 

(hopefully) approve them. Thus, there 

is huge time and expense paid out by 

all the companies that are trying to 

develop these pharmaceuticals. Our 

technology takes a more di-

rect approach than has been 

done in the past, instead of 

relying solely on the knowl-

edge base and experience of 

formulation development pro-

fessionals. We boil it down to 

mathematical equations, do a 

subset of experiments, and 

then, using a very powerful 

predictive computer program, 

we can predict what the best formula-

tions for those drugs can be. Instead 

of testing twelve or thirteen thousand 

different potential formulations to find 

out which ones are the best, we can 

perform a small subset of assays of 

slightly more than one hundred and 

eighty. Then use the computer to pre-

dict the results for greater than twelve 

thousand assays and take the top five 

or six predictions and test those. Ef-

fectively, we can take a year or so out 

of the process, in most cases, and 

drop the time required down to ap-

proximately forty-five days. The HSC 

technology augments significantly the 

education of those formulation pro-

fessionals. 

  

Companies will send us the drugs, we 

typically develop the formulation in 

forty-five days or less, and then they 

can move to clinical trials if they wish 

on that pharmaceutical and formula-

tion. The HSC Technology signifi-

cantly reduces the time, manpower, 

and money required to get formula-

tions developed.  

 

Ultimately, what that really means for 

the end consumer is that drugs, that 

otherwise would take a year or a year 

and a half to formulate, get to the 

market place considerably faster. If 

you are waiting on a life-saving drug 

that is in development, that year or 

year and a half that we can save 

those pharmaceutical companies that 

are developing the formulation, can 

be a tremendous asset to somebody 

waiting on the FDA to approve that 

drug. 

 

CEOCFO: Is the majority of the drug 

development community aware of 

Soluble Therapeutics? 

 

Dr. Garner: Probably not. We have 

been in the commercial phase of the 

company for about the last 18 

months. I joined the company in 

March of 2010 to begin to commer-

cialize the technology. I was hired by 

Larry DeLucas and Bill Wilson, two of 

the founders and part owners of the 

company, and the scientific minds 

behind the technology. We started 

that commercialization process in late 

2010. We are about eighteen months 

into the initial launch of this technol-

ogy. Educating the marketplace about 

our technology is a continuing goal of 

our marketing program. 

 

CEOCFO: When you are able to talk 

with someone about what you do, 

what is the biggest stumbling block to 

them believing and how do you over-

come the skepticism? 

 

Dr. Garner: To be blatantly honest 

with you, most of the time, the biggest 

skepticism comes from the fact that 

formulations have been developed 

the same way for so long and the time 

required to develop formulations have 

been expected and incorporated into 

budgets for the last forty years. With 

the HSC technology, we can develop 

formulations in often one tenth the 

current time and people will look at us 

and say “it is not possible.” We simply 

tell them “well yes it is”. Then they will 

ask us how we do it and we will go 

into the nuts and bolts of how we can 

actually identify optimized formula-

tions in forty five days and a number 

of the successes that we have had 

using our technology. It usually takes 

them about thirty minutes of review-

ing all the data, all the information, 

and all of the previous successes for 

them to start to accept that the tech-

nology is valid and useful. 

 

CEOCFO: This appears to be a major 

breakthrough! 

 

Dr. Garner: We agree with you! It is 

not just us, but we have some of the 

major pharmaceutical com-

panies that are using our ser-

vices now that agree with 

you. We have been backed 

by venture capitalists. Not 

only is the scientific commu-

nity voting on us with their 

dollar bills, so is the business 

community, they are both 

investing their dollar bills in 

Soluble Therapeutics to take 

advantage of the technology and to 

continue its progression. We are ac-

tually getting ready to launch, in the 

late fall this year, an instrument that 

will be available to laboratories all 

over the world that can use our tech-

nology in their own labs, so they will 

not have to come to us to perform the 

service for them, they can actually do 

it themselves. We are launching that 

instrument either late fall of this year 

or early 2013. 

 

CEOCFO: How are you reaching 

people today and how will you be 

reaching them when you are launch-

ing your new product? 

 

Dr. Garner: The way we have done it 

to this point by word of mouth, social 

media, and conferences. Each one of 

our founders, investors, and members 

of our Soluble Therapeutics team has 

been in the industry for a while, so we 

know a lot of people in the industry. 

Social media marketing has been an-

Ultimately, for the end user, or the individual 

that is going to buy those drugs from the 

pharmaceutical companies in the future, we 

hope by eliminating or greatly reducing the 

hurdle of formulation development, we can 

allow those pharma companies to take more 

drugs to market that will meet unmet medical 

needs. - Dr. Joseph Garner 
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other outlet for reaching our custom-

ers, as well as industry-specific con-

ferences that we attend and give 

presentations. We show people our 

instruments, our technologies, and 

our results. Our marketing efforts will 

continue to be a combination of all of 

these approaches.   

 

CEOCFO: Are there any competing 

technologies of which you are aware, 

and how well have you been able to 

protect what you have developed so 

far? 

 

Dr. Garner: There are no direct com-

peting technologies, and what I mean 

by that is there are many technologies 

that are out in the marketplace, which 

can help formulation professionals 

develop their formulations. None of 

them have the speed and flexibility 

that our technology does. What they 

have done is simply take older tech-

nologies and automate them. They 

will attach a robot or they might attach 

a software package that will help the 

investigator run those experiments 

considerably quicker. There has been 

no update per se in the scientific basis 

of that technology. We are taking an 

entirely different approach. Fifteen 

years ago, Dr. DeLucas and Dr. Wil-

son stepped back and asked if current 

methodology were the best possible 

way to develop formulations, and 

looking at the older technology, they 

saw there were some other, possibly 

better, scientific principles they could 

use, which became the impetus for 

the HSC technology.  

 

CEOCFO: You mentioned venture 

capital funding. Commercialization is 

always expensive. Is Soluble Thera-

peutics funded to get through the next 

steps? 

 

Dr. Garner: Absolutely! I can pretty 

much say we are fully funded through 

2013. By early 2013, we expect to 

launch our instruments, our software 

package, and the disposables that go 

along with the running of the instru-

ments. We have enough contract and 

service work right now that we are 

actually continually hiring folks. We 

just brought on another individual in 

the last three weeks and we have 

every expectation that we will bring 

on two or three more individuals this 

fall and probably two or three more 

early 2013 to accommodate what we 

see as the projected interest level in 

the technology and the company. The 

instrument development was com-

pleted out of grant money and the 

expansion of the company has been 

simply organic, we have done it out of 

revenue. We are on very solid finan-

cial footing. 

 

CEOCFO: When you get the results 

from the technology part, do you in-

terpret the results or do you provide 

the full range of results to your cus-

tomer? 

 

Dr. Garner: Part of the software 

package that we are rolling out will 

actually perform data interpretation. 

That whole process is being auto-

mated by David Johnson, who is one 

of the individuals who actually built 

the first HSC instrument which is go-

ing to be commercialized this fall and 

early next year and has also written 

the algorithms to do the data analysis. 

When we send out the machines, the 

first orders will come with a software 

package that will be able to do the 

data analysis as well as data collec-

tion. It is a much more user friendly 

scenario than other wise. 

 

CEOCFO: Why should the invest-

ment community pay attention today? 

 

Dr. Garner: Our investors have paid 

attention because first of all, we have 

a scientific and management team 

with a solid background. A significant 

portion of our business plan relied 

upon the acquisition of grant funding, 

which we have received. Between the 

two of them Dr. DeLucas and Dr. Bill 

Wilson, have raised over $170 million 

in grant funding for their various tech-

nologies which they have patented 

and rolled out into companies. Speak-

ing of Soluble Therapeutics specifi-

cally, we were profitable six months 

from the beginning of the commer-

cialization process. The technology 

has been in development for the last 

fifteen years, so as far as risk the of 

the technology failing, there is always 

risk but it is significantly lower in this 

case than say a pharmaceutical, 

which will take fifteen to twenty years 

before an investor, would actually 

ever see a return. We project that our 

investors should start seeing returns 

within the next eighteen to twenty four 

months. Investors in this economic 

climate like to see low risk and fast 

return, and so far, we have been able 

to accomplish every single milestone 

that we originally proposed back in 

2010. 

 

CEOCFO: What should people take 

away from reading about Soluble 

Therapeutics? 

 

Dr. Garner: The goal of Soluble 

Therapeutics, Inc. is to use this tech-

nology to minimize what now is a 

massive hurdle in the drug develop-

ment world. Ultimately, for the end 

user, or the individual that is going to 

buy those drugs from the pharmaceu-

tical companies in the future, we hope 

by eliminating or greatly reducing the 

hurdle of formulation development, 

we can allow those pharma compa-

nies to take more drugs to market that 

will meet unmet medical needs. The 

entire goal of every technology com-

pany is to improve the quality of life 

of the end customer.  We just hope to 

continue to increase the pace at 

which those life saving and life alter-

ing drugs can be brought to the mar-

ketplace. 
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