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BIO: 

Mr. Howlett founded Skinvisible, Inc. 

in 1998. With over 30 years of entre-

preneurial, business management and 

market initialization experience, he 

drives and directs the Company's de-

velopment and technology vision. He 

is adept at guiding emerging and pub-

licly traded start-up companies 

through the stages of capital forma-

tion, strategic planning and business 

growth; specializing in venture capital 

financing. Mr. Howlett's diversified 

background includes senior manage-

ment, marketing, and sales positions 

with both established and start-up 

companies. 

 

Company Profile: 

Skinvisible Pharmaceuticals, Inc. is a 

research-and-development company 

whose primary business objective is 

to license its proprietary formulations 

with Invisicare to pharmaceutical and 

cosmeceutical companies as well as 

assisting companies in enhancing 

their existing topical products. Skin-

visible receives a combination of re-

search and development fees, upfront 

license fees, and ongoing royalties for 

the life of the Invisicare patent. Skin-

visible's value also lies in its ability to 

continually generate new IP on phar-

maceutical and dermatology products 

formulated with Invisicare. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Howlett, what was your 

vision when you founded Skinvisible 

Pharmaceuticals and where are you 

today? 

Mr. Howlett: When we bought the 

company thirteen years ago we 

bought a product which was a hand-

sanitizer product. As we continued our 

development, we started getting in-

terest in our technology from other 

companies. Whether it be a cosmetic 

or pharmaceutical companies, they 

were asking us to use our unique In-

visicare ® technology to enhance or 

develop another product for them. 

This is referred to as “life-cycle man-

agement”, or essentially extending the 

life or value of a product by giving it a 

new patent, new benefits and a new 

marketing story. Today we now have 

over 36 products developed using 

Invisicare®. 

 

Our Invisicare ® technology, which is 

now patented, is a mixture of hydro-

phobic and hydrophilic polymers. It is 

the delivery system, the glue so to 

speak, which holds the active ingredi-

ents in solution and topically on the 

skin. What is unique about it is its 

ability to not only bind the active in-

gredient within the polymer structure, 

but binds to the skin while resisting 

wash-off from perspiration. Therefore 

Invisicare® can be used to enhance a 

product like sunscreens. In most 

cases, sunscreens wash off or per-

spire off. We however have studies 

that verify that our sunscreen formula-

tions stay on all day (8 Hours) and do 

not wash or perspire off. So this is the 

value we add to products. We do not 

develop any new active ingredients; 

instead we use active ingredients al-

ready on the market and reformulate 

them into our Invisicare® delivery 

system. 

 

One of our biggest products on the 

market today is a product called 

Safe4Hours, which is sold in all of the 

Walgreen and Meyers stores. It is a 

skin protectant product and first aid 

antiseptic. It can be found in the same 

section where you might find a prod-

uct called Neosporin. Safe4Hours 

sold over $1 million last year into 

Walgreens. We developed 

Safe4Hours and licensed it to a com-

pany in Ohio. They are the ones that 

market it and put it into stores. We 

receive royalty income based on the 

sales they generate. In this case we 

receive a royalty of 10%. 

 

CEOCFO: What is the criterion for a 

product that is going to work with your 

technology? 

Mr. Howlett: First of all we only do 

topical formulations. In February we 

announced we have entered into a 

feasibility study for Novartis 



(NYSE:NVS) of Basel, Switzerland, 

the fifth largest pharmaceutical com-

pany in the world. Novartis ap-

proached us to develop a new for-

mula for an existing product using 

their proprietary active ingredient and 

our patented Invisicare polymers. 

 

Companies come to us because of 

our patent protection. We have re-

ceived ten patents now, including 

three in the United States. We have 

seven international patents on our 

technology including Canada, Austra-

lia, India, Korea, China, Hong Kong, 

Japan, and the EU expected shortly. 

This gives us protection in all the 

countries that we felt we needed pro-

tection in. It provides protection for, 

1.) how we make the polymer struc-

tures, 2) how they are used, and 3.) 

the manufacturing process. 

Therefore, we have phe-

nomenal patent protection. 

Big pharmaceutical compa-

nies look for patent protec-

tion as a key mechanism to 

protect their products lifecy-

cle management. 

 

We have twenty-nine pat-

ents pending in the United 

States and internationally, 

and we have developed over 

thirty-six unique product 

formulations from these pat-

ents. These products range 

anywhere from an acne 

product to anti-aging prod-

ucts plus medical products for both 

the over-the-counter market (OTC) as 

well as prescription products (Rx). 

Where we really begin to shine is 

when there are products that are com-

ing off patent. For instance, a phar-

maceutical company might come to 

us in regards to their blockbuster pre-

scription product selling $200 million 

a year or more. Typically what hap-

pens when a product goes off patent 

they will lose 75% of their sales in the 

first thirty days and in ninety days 

they will lose 90% of their market 

share to the generics. At Skinvisible 

we take their active ingredient, which 

is coming off patent, incorporate it in 

our Invisicare polymer formulating a 

new product and apply for new patent 

protection. You can see the huge 

value Skinvisible brings to the Phar-

maceutical Company and their prod-

ucts. 

 

There are a number of benefits that 

our Invisicare polymers provide along 

with patent protection. The polymers 

bind the active ingredients to the skin 

along with controlling the release of 

that active. Our licensees have a new 

& different story to sell the customer 

and they might be able to save their 

entire revenue stream for their prod-

uct by having our Skinvisible technol-

ogy. This is the reason why big 

pharma comes to us. 

 

CEOCFO: Does it feel different to 

people? 

Mr. Howlett: Yes it does. If you get a 

chance, go to Walgreens and buy a 

bottle of Safe4Hours, you will find it in 

the first aid section. Safe4Hours is a 

lotion and so it goes on the skin 

evenly, and remember it stays bound 

to the skin offering long-term protec-

tion. Incidentally it has a antimicrobial 

in it which will kill most germs it 

comes in contact with, so in addition 

to the first aid support (cuts, burns 

etc.) it really substitutes as a good 

hand sanitizer as it will not dry your 

skin out – better than the alcohol sani-

tizers and it lasts for up to 4 hours. 

 

Today we have licensed out eleven 

products internationally to nine differ-

ent companies. In addition, we have 

feasibility agreements underway as 

well. One of our licensed products is a 

unique hand sanitizer made without 

alcohol called DermSafe®. It is li-

censed in Canada and in Europe, and 

we expect Europe to have approval 

this month after which they will start 

marketing it. We have announced 

that we licensed it to RHEI Pharma-

ceuticals. 

 

Skinvisible’s revenue model is first 

receiving a development fee from the 

client, unless we have already devel-

oped the product in which case we 

would receive a upfront license fee. In 

all cases, we offer an exclusive li-

cense for the product for a specific 

territory – usually by country. We al-

ways negotiate a royalty based on 

sales of the product for the life of the 

patent or 20 years which ever is 

greater. Royalty fees usually are be-

tween 4-10% based on product sales. 

 

CEOCFO: It sounds as if there are 

quite a few applications for your tech-

nology. 

Mr. Howlett: Some of the 

biggest companies in the 

world have come to us re-

cently to develop products 

for them or to reformulate 

their products coming off 

patent. The biggest change 

to our business model is that 

we have expanded our fo-

cus beyond dermatology, 

although of course we con-

tinue to still develop these 

topical products. Medical 

and pharmaceutical applica-

tions are becoming a larger 

part of our portfolio along 

with the patents to protect 

these products. 

 

CEOCFO: Would you tell us about 

your sunscreen product? 

Mr. Howlett: Our Invisicare polymers 

bind the sunscreen filtering ingredi-

ents on the skin and provide 8 hours 

of photo stability of those ingredients, 

so it has major benefits over most 

sunscreens on the market. We have 

just developed three new sunscreens 

that we are looking to license now; an 

SPF 15, 30 and a 50 for which we 

have outside studies conducted on 

them. Our Invisicare polymers will 

bind and hold the sunscreens on the 

skin, which is what you want to do 

because you want it to stay on in or-

der to absorb the sun’s rays and not 

have them penetrate the skin. 

 

When we bought the company thirteen years 

ago we bought a product which was a hand-

sanitizer product. As we continued our devel-

opment, we started getting interest in our tech-

nology from other companies. Whether it be a 

cosmetic or pharmaceutical companies, they 

were asking us to use our unique Invisicare ® 

technology to enhance or develop another 

product for them. This is referred to as “life-

cycle management”, or essentially extending 

the life or value of a product by giving it a new 

patent, new benefits and a new marketing 

story. Today we now have over 36 products 

developed using Invisicare®. - Terry Howlett 



CEOCFO: What is the financial pic-

ture for Skinvisible today? 

Mr. Howlett: We fund with private 

placements as needed. We are ready 

at any moment for a break out in one 

of these developments so we limit our 

dilution as much as possible. We do 

not have excess cash in the com-

pany; however, we expect an in-

crease in royalties this year as a 

number of our licensees have or are 

going to get approval for their prod-

ucts and subsequently launch them. 

 

It is also important to note that Skin-

visible Pharmaceuticals, Inc. has 

been trading on the OTC Bulletin 

Board (OTCBB) under the symbol 

SKVI since 1999. Skinvisible is a 

SEC-reporting company and therefore 

we are eligible for quotation on the 

OTCBB, along with companies like 

Roche (RHHBY), Adidas (ADDYY) 

and Air France-KLM (AFLYY). In 

2010, a new quotation system was 

introduced and since SKVI is a report-

ing security listed on the OTCBB, it 

became exclusively traded on the 

new OTCQB (www.otcmarkets.com). 

OTCQB provides real-time OTC mar-

ket quotes and trade data (level II). 

 

CEOCFO: Are there areas that you 

think this would be appropriate for 

that have not come to you or that you 

have not made applications for? 

Mr. Howlett: An area that we are 

looking into is the FDA’s orphan drug 

program. There are people with cer-

tain skin diseases and because it is 

such a small group of people, most 

pharmaceutical companies do not 

develop products for it. It is just too 

cost-prohibitive to do so. The FDA 

has designated a disease where less 

than 200,000 have it as an orphan 

disease. Their program incentivizes 

companies to develop a product for 

an orphan disease. The incentives 

include tax breaks, seven years mar-

ket exclusivity and a expedited FDA 

review. So that is an area we are pur-

suing as we have developed a prod-

uct which fits this profile. As far as 

developing any new products, we con-

tinue to take on new clients for this 

area as well licensing out the thirty-

some products we have already de-

veloped. 

 

CEOCFO: How do you sell and dis-

tribute internationally? 

Mr. Howlett: A number of companies 

have come directly to us or we may 

approach a company that has prod-

ucts coming off patent or where we 

feel we can add a real benefit to their 

product line. Generally, they have 

come to us, because they have read 

about us or heard about us. We have 

a number of projects in progress right 

now either as a development project 

or we have sent product samples for 

the company to do their own internal 

testing. We have projects in China 

and Southeast Asia as well as 

Europe, the U.S. and Canada. 

 

We have licensed products in South 

America, Turkey, a number of prod-

ucts here in the United States, and in 

Europe. We have several new licen-

sees that are going to market this 

year. Our first prescription product 

here in the US is going to market in 

the 2

nd

 Quarter. We developed a 

hemorrhoid cream for them called 

ProCort™. The press release was 

issued recently on this product. This 

company paid us to develop it and we 

subsequently entered into an exclu-

sive licensing agreement with them 

for the US market. As it is a prescrip-

tion product, our royalty income 

should be significant. 

 

In addition to the fees (development, 

licensing and royalties) we also exclu-

sively sell our Invisicare polymers to 

our clients. About 6% of the final for-

mulation is the polymers. Invisicare is 

like the syrup in the Coca Cola; you 

cannot make Coca Cola without buy-

ing the syrup. You cannot make our 

products without buying Invisicare 

from us. 

 

CEOCFO: Why should potential in-

vestors pay attention to Skinvisible? 

Mr. Howlett: Most people believe that 

Skinvisible is terribly undervalued. 

When you look at the company you 

will see that we have spent $20 mil-

lion in research and development, 

have 36 products developed, 9 pat-

ents which covers us around the world 

for our technology along with 29 pat-

ents pending. If this company was 

traded on Nasdaq or any other senior 

board institutions could buy it, but 

they can not. Instead of people buying 

10, 20 or 30,000 shares, you would 

have investors buying hundreds of 

thousands of shares if we were on a 

senior exchange. Today we have a 

market cap of about $10 million, but 

we believe as does the analyst it 

should be valued much higher – see 

the analyst report on our site. It’s a 

proven technology – large pharma-

ceutical companies like Novartis out 

of Basel, Switzerland do not sign a 

development agreement and spend 

money with companies unless they 

validate the technology and patents 

first. Since our press release about 

our development agreement with No-

vartis, the level of interest from other 

big pharma on our technology has 

increased. 

 

CEOCFO: Final thoughts, what 

should people remember most when 

they read about Skinvisible? 

Mr. Howlett: People should remem-

ber that this is a company that has a 

technology that is unique and that is 

needed in the market place by not 

only major pharma, but by a lot of 

consumer goods companies. Compa-

nies look to technology like ours to 

develop new products and generate 

new patents in a cost-effective man-

ner versus doing the development 

themselves. A new delivery system is 

a key advantage to any topical prod-

uct. We feel very strongly about our 

business plan and where we are going 

this year, especially with the huge 

opportunity with Novartis. 
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