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BIO: 

André Leroux, Chairman of the Board 

and Chief Executive Officer 

Mr. Leroux has served as Chairman of 

the Board since March 2007 and as Chief 

Executive Officer and Director of Noveko 

International since January 2004. He is 

also a member of the Compensation 

Committee. Founder of the group, Mr. 

Leroux served as Chairman and President 

of Noveko Inc. from 2002 to 2004. Prior 

to founding Noveko, Mr. Leroux served 

as Chairman of Alliance Medical Inc. 

from 1999 to 2002. Before that, he held 

various senior positions at Acier Leroux 

Inc., including Chairman and Chief Ex-

ecutive Officer from 1996 to 1999. Mr. 

Leroux also serves on various boards in-

cluding the board of the Fondation de 

l’UQAM and of the Fondation de 

l’Hôpital Pierre-Boucher. He is addition-

ally involved with a number of other 

charitable organizations including the 

foundations for Sainte-Justine Hospital 

and Montreal Children’s Hospital, as well 

as the Fondation des Auberges du Cœur. 

Mr. Leroux holds a Bachelor in Business 

Administration from the Université du 

Québec à Montréal (UQAM). 

 

Company Profile: 

Noveko International Inc. offers innova-

tive solutions in the environmental and 

medical fields worldwide. Through its 

subsidiaries, the Company specializes 

primarily in the following business seg-

ments: the development, manufacturing 

and marketing of derivative products 

from its patented antimicrobial filtration 

technology, including air filters, surgical 

masks and respirators, along with other 

products with antimicrobial properties 

such as AZURO(TM) hand sanitizers - 

and the development, manufacturing and 

marketing of medical equipment, primar-

ily portable real-time ultrasound scanners 

for use in human and veterinary medi-

cine. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Leroux, how has Noveko 

grown under your leadership? 

Mr. Leroux: I founded this company 

back in the summer of 2002. For the first 

four years we were dedicated only to de-

veloping, manufacturing and distributing 

portable ultrasound scanners for animals 

and humans. We are a small company. 

We became a publicly traded company 

January of 2004 and that allowed us to 

make acquisitions to grow by acquisitions 

and organically as well. From a very 

modest debut, we have grown and done 

pretty well. We have done some acquisi-

tions and the first one was acquiring a 

competitor in the ultrasound scanner do-

main in France. As of right now we are 

still involved with scanners, but every-

thing for our scanner business is done 

through our French subsidiary. Our most 

significant acquisition was in April of 

2006, when we acquired a company 

called BLI. Very strangely, these people 

were involved in steel products process-

ing, but the reason for the acquisition was 

because they had developed throughout 

the years, an antimicrobial technology for 

air filters, surgical masks and respirators. 

This is the reason we have acquired that 

company. So the result three years later is 

that the technology has been transferred 

to Noveko and now we are divesting the 

steel activities, because it is not related at 

all with our biomedical activities. Since 

that time we obtained patents for this 

antimicrobial technology, actually we 

obtained the patents the same year we 

acquired the company, just a few months 

later from US patent office. That is a 

unique technology that gives us the 

worldwide exclusivity for the antimicro-

bial fiber for air filters and masks. We 

have developed this technology and right 

now we have partnered to commercialize 

our filters and of course as well our 

masks. At this very moment the world-

wide demand for masks is tremendous. A 



recent event in Mexico in April and then 

throughout the world kind of accelerated 

our development. We had no choice but 

to try to supply the demand. That is why 

in this fiscal year 2009-2010 we have had 

what I don’t think we can even call a 

ramping up, it is rather a phenomenal 

growth because of the demand for the 

masks and sanitizers. We acquired in July 

of 2007 a little company that was manu-

facturing hand sanitizers. They had a 

special formula, but there is no patent on 

the technology and we acquired that hand 

sanitizer company 

because I thought 

it was very com-

plementary with 

the facemasks. 

 

CEOCFO: What 

do you like about 

the sanitizer busi-

ness; what is the 

synergy with your 

other products? 

Mr. Leroux: Well 

these two products 

are two of our four 

core units; the 

mask and the 

hand sanitizers. 

At this moment, 

these are our two 

products that are 

very much in de-

mand. The hands 

sanitizers are 

commercialized 

under the name of 

Azuro™ and very 

soon, in just a few 

weeks, it is going 

to be renamed and 

rebranded under 

another name to 

better face the 

worldwide de-

mand. It is really tremendous. In our last 

fiscal year we had sold 23,000 liters of 

the sanitizers in six different formats. At 

this very moment, we produce 20,000 

liters a day. That gives you an idea of the 

demand. By the end of October, our out-

sourcer’s capacity will increase to 30,000 

liters a day. 

 

CEOCFO: Is that sold on a retail basis? 

Mr. Leroux: We sell to mass distributors 

and these people then are reselling into a 

mass market, including drug stores, 

pharmacies or large surface, Targets or 

Wal-Mart. Some others have niche mar-

kets like the governmental institutions for 

instance. Some others are more special-

ized into office buildings or into hospitals 

or clinics. 

 

CEOCFO: What is it about your sani-

tizer that is different? 

Mr. Leroux: Without naming any one, 

there is one more popular brand on the 

market now that is a very largely distrib-

uted brand and a good sanitizer. How-

ever, it is only 62% alcohol, ours is 70% 

alcohol, and this is what is recognized for 

better neutralizing or killing the germs. 

This is an alcohol based product and the 

usage of this will dry up the skin. So let’s 

say that you are a nurse or a doctor and 

you use that pretty often in the day, it 

would really dry up your hands. However, 

our sanitizer, with a formula that has an 

emollient in the product, on the contrary 

would soften the skin. You would not 

find yourself at the end of the day with 

cracked skin on your hands, so it is very 

popular. As soon as you introduce it in 

foreign countries it starts growing tre-

mendously. This is why right now in a 

couple of day’s production is going to be 

30,000 liters a day and we expect that 

within six months we will be selling 

about 100,000 liters a day. 

 

CEOCFO: What is the strategy for your 

rebranding and for Noveko in general? 

Mr. Leroux: At this very moment in the 

very short-term the 

most popular prod-

ucts on our four 

core units are 

really the hand 

sanitizers. Mid and 

long term we don’t 

expect this epi-

demic threat that 

the world experi-

ences right now, to 

last all the time. 

Although, once it 

is going to be re-

sorbed, we really 

don’t think that the 

level, the sales or 

requirement levels 

are going to come 

back to what it was 

a year ago. The 

demand will even-

tually diminish, but 

it would still be 

higher than what it 

was because peo-

ples’ consciousness 

is changing. For 

example, the big 

corporations now 

have a contingency 

plan that includes 

hand sanitizers, 

and this will never 

get back to zero again. So there is a tre-

mendous demand right now and it is go-

ing to slow down eventually, maybe in a 

year from now, but it will never come 

back to the traditional level. 

 

The global mask demand or market 

worldwide before the epidemic threat was 

around $6 billion a year, now we don’t 

have a precise figure, but it is at least 

double and maybe triple. We are talking 

The global mask demand or market worldwide before the epidemic 

threat was around $6 billion a year, now we don’t have a precise 

figure, but it is at least double and maybe triple. We are talking 

about a market of about $15 million a year. So it is a huge market, 

but the sanitizer market is about $3 billion, so both together is a 

really large market with lots of room for us and for others. The most 

interesting market, our strategy mid and long term is really going to 

be focused on the air filter; this is the most important part. As we 

speak right now it is a $60 billion a year market. Just think about it, 

everywhere there is ventilation or air conditioning, in every build-

ing, or house there are filters. Transportation is also huge, with air-

planes, trains, and automobiles. This is the market we should be 

even more successful with. Of all the filters now being used, none of 

them are antimicrobial. Our technology allows us to impregnate or 

bond an antimicrobial agent into the filter fibers. So this is where we 

expect the most important breakthroughs in the coming years. Just 

to give you an example, five years ago nobody would have thought 

we would have to filter the ventilation in farm buildings. However, 

swine breeders are losing lots of their herds because of different air-

borne viruses or bacteria, so now they are starting to bio-securitize 

their buildings and one of the means is putting filters at the air in-

take in order to stop and neutralize the viruses and bacteria. There 

is no such notion anymore about pure and fresh air; this is a notion 

that is disappearing. Pretty often the animals like swine or poultry 

are very sensitive to the airborne viruses or bacteria. This is a mar-

ket that even five years ago no one would have thought about and it 

is really a booming new market. - André Leroux 
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CEOCFO: How does the company effec-

tively focus on so many areas? 

Mr. Leroux: It is all related. Let’s say 

you take the mask and you focus on a 

hospital, well the mask is a closed protec-

tion, it is an individual protection force. 

So when you use a mask, before putting it 

on it is a normal protocol in a hospital or 

clinic that people will sanitize their 

hands. So there you are with two prod-

ucts. In that hospital or clinic there is also 

the air in the room that is being venti-

lated and filtered. Therefore, if you want 

to make sure that there aren’t so many 

germs in the air, our filters are more effi-

cient and offer a better protection for vi-

ruses. Finally, there is our fourth unit, 

which is the portable ultrasound scanner. 

This is not core, but it is related to the 

medical business, as you usually find 

scanners in hospitals. 

 

CEOCFO: What is the financial picture 

like at Noveko today? 

Mr. Leroux: Today is pretty good be-

cause we have just closed a second pri-

vate placement. So we have raised a little 

over $15 million a few days ago. Back in 

spring of 2007, we had raised $23 million 

plus $17 million coming from the war-

rants, for a total of $40 million. This was 

really for completing research and devel-

opment on our products. This money has 

been used to bring the products to the 

commercial stage. Since April of this year 

(2009), with the tremendous demand for 

our product and experiencing a growth in 

our sales volumes right now, we needed 

working capital for basic commercial 

activities. In other words, purchasing raw 

materials and sending it to outsourcers to 

have them produce these products and 

then sell them to distributors. It came 

very suddenly and we were facing impor-

tant financial needs to really be able to 

support inventory and sales. This time the 

$15 million we have raised was really to 

help us with working capital needs. It 

creates leverage also to enable us to ask 

for more traditional banking, and normal 

working capital finance. We were very 

successful since it took only 2 months 

from the decision-making and closing of 

the placement. 

 

CEOCFO: You have the products and 

some nice orders to back it up! 

Mr. Leroux: Our backlog is just incredi-

ble.  

 

CEOCFO: With your outsourcing of 

manufacturing, can you ramp up produc-

tion as needed? 

Mr. Leroux: Yes, we are outsourcing, 

because otherwise if we wanted to be fully 

integrated it would require very large 

financing to CAPX. So we don’t want to 

go into this. We have a sufficient amount 

of people now to assemble the mask for 

us and produce the hand sanitizer. So 

there is no need for us to CAPX; we fig-

ure it is not our role. Eventually our busi-

ness plan is to use other people and li-

cense them and they would produce for us 

and pay us royalties. Therefore, this how 

we believe that our future revenues will 

come. At this very moment because we 

are still pretty much new to this business, 

we have to prove ourselves and we have 

to start commercializing. But as we al-

ready are talking to major people inter-

ested in our technology we believe we 

will eventually license them. 

 

CEOCFO: Why should potential inves-

tors pick Noveko out of the crowd? 

Mr. Leroux: Investors should be inter-

ested in Noveko because there is no limit 

to our growth. We have to do things cor-

rectly and it is a very regulated business 

we are in, especially with the masks and 

sanitizers, of course air filters also. It is 

the future because more and more people 

are conscious about their health and very 

sadly, the notion of fresh air doesn’t exist 

anymore.. People are getting less and less 

strong in the face of viruses, so this is 

why there is a big opportunity, and we are 

there at the right time. 
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