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Who is Trajan Scientific and Medical? 

 
The world of analytical and medical science is on a journey; from 

laboratory to source and ultimately into the home servicing the 

individual  
 

At Trajan we aspire to deliver the underlying technologies that will 

service the laboratory needs of today and also catalyze the 

deployment of technology into society 



Our Story 

 

•Formed 2011 

   - acquired Grale Scientific 

   - then HD Scientific, (Both Pathology Consumables) 

 

•2013 acquired global SGE Analytical Science 

 

•2014 Restructured, renamed business to establish Trajan “starting point” 

 

•2014 Sole Commercial Partner for UTAS 

 $5.2M ARC ITTC Portable Analytical Technologies 
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“Models for high performance companies; 

Creativity, innovation and resilience” 
 

Where to Start? 

 

The same place as all good 

PowerPoint Presentations 

 

 



According to Wikipedia 
 

Creativity is a phenomenon whereby something new and valuable is created  

 

Innovation is a new idea, device or process 

 

Resilience is an organization’s capacity to anticipate disruptions, adapt to 

events, and create lasting value. 

 

 

 

 

 

 

 

The history of the Trajan group of companies suggests the 

key questions from above are: 

 

 What is valued? 

 How to anticipate? 

 How to adapt?  

 Therefore what is new? 

 

 

 

 

 

 



The Trajan Experience 
 

The need to anticipate and adapt is often caused by factors outside of the 

organisations control. 

 

What is valued is determined by our customers, (or their customers). 

 

What is new can be determined by us! 

 

 

 

 

 

 



How do we Anticipate and Adapt  

when going on a Journey? 
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Anticipate and Adapt - Trajan Example 

Major manufacturers 

become more direct,  

major distributors offer 

broad product ranges, 

direct supply from mid-size 

manufacturers becomes 

“squeezed”. 

End users become less 

technical, want to buy 

more from fewer suppliers   



Adaption Choices 
 

Swim against the tide; persist with direct sales 

model, compete with major companies, scramble for 

air time with end users. 

 

 

 

 

 

 
Surf the wave, work with the major players, 

provide end users with the major brands. 

 

 

 

 

 

 

OR... 
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The Trajan Example 
 

In anticipation of the new market dynamics it was creative and innovative 

to adapt by: 

 

• Considering major companies as the primary customer and 

determining how to add value to them and their customers, 

 

• Transform existing products from being generic commodities to 

unique embodiments that leveraged major brands, 

 

• Change the sales model from catalogue retail for the many to project-

based case by case 

 

• To share future product road map to cause early adoption in industry 

platforms 

 

• The model lead to market dominance in specific product categories 

 

 

 

 

 

 

 



The Trajan Example 
 Did we anticipate enough? Further adaption was required. 

 

The “procurement profession” emerged in the industry due to the same 

trends. They became a new customer interface to which we have had to 

adapt. 

 

The more critical we became to our commercial customers the more 

invasive their desire to understand us; another area of adaption required. 

 

What have we learned? Even if you anticipate and adapt it isn’t over; it is 

repetitive anticipation and adaption that is required. 

 

 

 

 

 

 

 



A Trajan “SMaC” was born. 
AKA Recipe for Resilience! 

1. Work 1:1 on a product development project, with a single customer. 

 

2. Market area is where their brand has equity. 

 

3. Create a product identity, through features, specifications, branding and/or 

packaging, where the customer takes ownership of that identity. 

 

4. Understand the end use of the product, and therefore can propose ways 

to create value. 

 

5. Create value by leveraging our unique underlying capabilities, both 

technical and organisational. 

 

6. State clearly our position to not compete with the product. 

 

7. Propose a commercial benefit to the customer, (often via a demonstrable 

technical benefit in the end use). 

 

8. Have a clear approach to adoption of the product.  

 

Specific, Methodical and Consistent 
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“Resilience” - Jim Collins Approach 

Fire bullets, 

then 

cannonballs. 

 

 

 

 

 

 

Trajan adoption: 
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Our Learning at Trajan? 
 

Resilience is about repetitive anticipation and adaption, to the 

environment. You can’t change the environment, just as you can’t 

change the weather, but you can anticipate, adapt and dress 

appropriately. 

 

Value is about the customer and ultimate end experience of the 

product; it is defined by the customer. 

 

Create and innovate to deliver value in the environment. 

 

 

 

 

 

 

 

Thank You. 
 


