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A world with Healthy Women, 
Babies, and Families  

By David T Hansen 
President, CooperSurgical 
International and Managing 
Director, CooperSurgical Fertility 
and Genomic Solutions

2017/18 was a very important year for many reasons. The 
Fertility and Genomic Solutions business, which was formally 
created as a global unit in May, had mixed results. On the 
fertility side we had a strong year, ending Index 103 versus 
budget, and even higher when we add back about $2M of 
extraordinary items.

We did really great with our VitriFit™ and VitriGuard™ cryo 
straws and with RI Witness™. Also, we are starting to see good 
growth in Equipment Services. 

In China, we had our first year in the new business model 
and with a new management team. But we did quite well. 
India, Portugal and Canada knocked it out of the park. Spain, 
Australia, France, South East Asia and the USA delivered a 
really solid performance as well.

The genomics story was very different. The merger of the 
three genomics companies we acquired during 2015-2016 
did not go according to plan, to put it mildly. The market 
price dropped like a stone, and we dropped the ball. In 
May we decided to exit the NIPT and Carrier Screening part 
of the business, to instead focus on restarting growth in the 
PGT business. Overall, the genomics results disappointed in 
2017/18. But I am convinced we are turning it around now 
and will start to see some better results from Q2 in 2019. We 
still have a lot of work to do, but the team spirit is great, and 
we believe we can win again.

At ASRM we launched two new genomics offerings. With our 
PGTaiSM technology platform we use our unique database 
to create the world´s premier artificial intelligence solution 
for PGT. And with our ER-PeakSM endometrial receptivity test, 
we provide a tool to help patients optimize the timing their 
embryos are inserted in the endometrium. I am very excited 
about these two technologies. Now we need to go out and 
make the most of them. 

2018 also became the year we opened the new, modern 
European distribution center in Venlo, Holland, which will 
provide the capacity for us to grow, and to start distributing 
Womeń s Health medical devices. We also launched a 
fantastic new manufacturing site in Costa Rica, and we 
welcomed our colleagues from LifeGlobal®.

In the US, we on-boarded several hundred clinics with 
CooperGenomicsSM protocols—a massive undertaking—while 
simultaneously introducing a new ticket system and a LOT of 
new and improved processes. Tough year, but the team did a 
remarkable job to weather the storm.

Marketing pulled off a global rebranding of the company to 

CooperSurgical and at both ESHRE and ASRM, we really 
made a statement. Everybody at those conferences now knows 
who CooperSurgical is. And the really cool thing: a lot of 
colleagues from competitors would love to join our team. We 
simply have more fun.  

Finance stabilized towards the end of the year, so we can 
now close the books on time and with the right quality (a very 
complex process due to the many acquisitions and systems). 
Next up is optimization.

HR did a tonne of work to hire a LOT of new colleagues. The 
nice work on GDPR and improvement of several HR processes 
should be especially mentioned.

Our critical media manufacturing had a bit of bad luck with 
a supplier, but otherwise, we managed a great year with 
impressive margin improvements.   Also, the manufacturing 
and quality performance at sites in Australia (TPC), Holland 
(ORIGIO BV), and the RI site in Falmouth, UK, improved 
significantly. 

We, therefore, enter 2019 with some strong performances in 
most areas. But also with significant room for improvement as 
outlined in our recent Customer Survey. While our products 
are good, and we have very knowledgeable employees, our 
support and service processes are simply not at the level yet 
where we want to be. This is a top priority also in 2019 and 
will be helped by the massive investment we are making in our 
IT infrastructure. 

2018 was also the year when we revisited our vision statement. 
While this may often seem trivial, I think we actually nailed this 
one, so we now have something truly inspirational:

A world with healthy women, babies, and families

With our mission (and promise) to:

Deliver impactful solutions that improve healthcare

Now we should ask ourselves: what does that actually mean?  
How can I contribute?

In this edition of Connect, we have a lot of great stories about 
going the extra mile and succeeding in helping others. But I 
want to highlight one story in particular from Dina Nusblat in 
our Livingston office. Read it, and you will understand how we 
at CooperSurgical are much more than a company; we are a 
team of people who do our best every single day to make a 
real difference in people’s lives. 

We help make beautiful babies. What́ s not to like about that?  
Let́ s go make some more in 2019. 

David



A Day in the Life of a  
Genetic Counselor 

 
 
 
By Dina Nusblat, Genetics 
Counselor, CooperGenomics 
 

I knew I wanted to become a genetic counselor since senior 
year of high school when I took a genetics class and fell in 
love.  Coming out of graduate school, it wasn’t obvious to me 
that specializing in reproductive genetics was in my future; in 
fact, the subspecialties I liked best at the time were pediatrics 
and prenatal genetics. However, since starting this job at 
CooperGenomics (previously Reprogenetics) four years ago, 
it’s become apparent that this is the perfect fit for me.  

I wake up every morning excited to come to work.  While most 
of our genetic counseling team works remotely, I am one of the 
few who is based in our Livingston, New Jersey headquarters.  
I primarily work with patients who are at risk of having a child 
with a genetic disorder and are pursuing IVF and PGD.  Even 
though I work in our main office, all of my counseling is done 
over the phone.  

Many of my genetic counseling friends work in hospitals or 
doctor’s offices, and they are apprehensive about the thought 
of never seeing patients in person. Let me tell you; the ability to 
counsel via phone is actually one of the best parts of this job.  
If everyone I talked to had to be in Livingston, it would limit my 
reach, at least geographically. 
 
Instead, I get to work with patients not only from all over the 
world, but also from all walks of life.   

Even though I never have the privilege of meeting my patients 
in person, after months of emails and phone calls, I feel just as 
close to them as though they were sitting in my office. 

Because my patients and I often build relationships that go 
beyond our initial consult, it’s not uncommon that they’ll reach 
out to me when they have good news to share. My absolute 
favorite part of my job is hearing that a patient is pregnant 
and I receive a baby picture.  Even though we’ve never met 
face-to-face, every time I get this news, I am so excited 
and sometimes even teary-eyed.  If you ever visit my office, 
you will see a large cork board on my wall filled with baby 
pictures.  This board brings a smile to my face if I am having a 
tough day, as it reminds me of some of the families we impact.  
I’ve even organized this board by month, so that I remember 
each baby’s birthday and can follow-up with my patients 
each year to check in and see how they are doing.  Watching 
these children grow up helps me remember that we all have 
the same goal in the end; a healthy baby.  I’m even expecting 
PGD baby #2 (siblings) for some of my patients now!

One of my patients was kind enough to give me permission 
to share her story and her baby picture with you.  Bethanne 
came to me because she had a daughter who was born with 
a genetic condition.  After genetic testing, Bethanne was also 
found to have the mutation causing her daughter’s condition, 
so she and her husband decided to pursue PGD with 
CooperGenomics to conceive their second child.   
After beginning the PGD process in 2016, the couple  
went through two cycles of 
IVF and PGD with a total 
of four embryos tested.  
Bethanne had a successful 
embryo transfer and gave 
birth to a beautiful baby boy 
in February 2018 without the 
genetic condition affecting 
his sister.

Joining CooperSurgical at the  
Perfect Time 

 
By Marcel Ubezio 
General Manager DACH Benelux

After working for large companies, such as Johnson & Johnson 
and Sonova, in senior sales and marketing positions for many 
years it is obvious that the pace at CooperSurgical Fertility & 
Genomic Solutions is much faster. One can immediately sense 
the dedication and passion of all employees to improve patient 
outcomes in all relevant ART procedures, while driving business 
results. I started on 1 October in my new role, which is perfect 
timing as it coincides with the new branding and ONE  
company approach.  

This allows us to leverage a very comprehensive portfolio 
to further differentiate us from our competitors and create 
additional growth opportunities in our local market, which is 
a clear priority. It is also the perfect time to further strengthen 
the processes and services that impact our sales results and 
customer satisfaction. Market leadership can only be achieved 
and maintained through flawless execution. This requires a 
ONE team approach at a local and global level. It feels great 
to be with a company where there is a lot of willingness and 
support available to make this happen. 



Our CooperSurgical 
Metamorphosis

 
 
By Lis Goulder, Global Director of 
Marketing Communications

 

This October, we made the much-anticipated step of moving 
our legacy companies (ORIGIO, Research Instruments (RI), 
The Pipette Company (TPC), Humagen, SAGE, K-Systems, 
Wallace, LifeGlobal and CooperGenomicsSM) under one 
company name; CooperSurgical Fertility and Genomic 
Solutions.

Our business has undergone a significant transformation in the 
past few years, as we have brought these companies together, 
to create what is today the world´s leading supplier and 
service provider to IVF clinics. The time was right, therefore, to 
move to one name representing a company with unmatched 
product breadth and geographical reach.  

To instigate this metamorphosis we have had to make many 
changes, and a large team of people has been working—and 
continue to work—behind the scenes to make this happen. 

These include the design and installation of new building 
signage, the rebranding of our website, social media 
channels updates, as well as the creation of new company 
presentations, film rebranding, updated phone scripts, new 
email addresses and signatures for all - and the list goes on! 

There has also been a huge variety of updated printed 
materials to manage. Each element of this rebranding project 
takes time and I would like to say thank you to all those 
who have worked so diligently, from a diverse number of 
departments, to make it happen in such a short period of 
time. However, our work has not yet finished and you will see 
continued changes well into the  
New Year.

With 2019 just around the corner it is time to celebrate our 
new identity. However, it is important to understand that we 
will continue to maintain the strong legacy brand identities 
associated with our products. ORIGIO media, for example, 
will remain ORIGIO products but we will not use the ORIGIO 
company logo.  On product brochures, we will continue to list 
relevant company names as brands only.  

From a regulatory and legal perspective, our manufacturing 
sites will maintain their current names; for example, ORIGIO 
a/s in Denmark, and this will appear on all relevant legal 
paperwork, such as invoices, packing lists and  
product labels.

IVF Turns 40

By Beth Reason 
Markting and Events Manager 
Global MarComs

 
 
On 25 July, the ART world celebrated a major milestone. The 
day marked 40 years since the first-ever IVF birth in Oldham, 
England, of Louise Brown – and of course Louise’s birthday!

Around the UK’s Falmouth site we celebrated with 
cupcakes and birthday cards. However, the highlight of 
CooperSurgical’s celebrations was the surprise appearance of 
Louise at our ESHRE customer party. After a rousing rendition 
of ‘Happy Birthday’ from over 1,000 guests and the cutting of 
her birthday cake, Louise joined the party, mingling with our 
slightly star-struck customers who took lots of selfies!

In addition, we were proud to have an Integra 3™ on display 
at the London Science Museum as part of their exhibition,  
IVF: 6 Million Babies Later. 

The exhibition also included a Wallace Classic Transfer 
Catheter, the design of which hasn’t changed at all since its 
commercial launch in 1980 and is near-identical to the one 
used in Louise’s cycle. 

Don’t forget to take a photo of you 
and your team celebrating and send to 
Jakki.Magowan@research-instruments.com 
for the next issue of Connect.

World’s 1st IVF Baby

Don’t worry if you missed it, now the exhibition is over, the 
items will be moved to the museum’s Who Am I? gallery and 
will stay on display for the next three years. So, if you’re 
planning a trip to London make sure to pop in and have a 
look!



Double up on Sales Academies
 
 
By Eva Faarbaek Grauballe 
Global Product Director 
Consumables

The overwhelming interest in our Sales Academies meant we 
doubled up this fall and ran two Academies, one in October 
and a second in November. Participants from sales and 
customer services from around the globe attended both, from 
internal teams and external distributors. 

During these training events, we go through the entire IVF 
process and all the products in the portfolio that follow the IVF 
path. Participants go through theoretical training on processes 
and products and get to try different procedures in our training 
laboratory. They also take part in role play and training 
on selling products. A facility tour of our state-of-the-art 
production facilities was included. 

At the end of each training week, we tested everyone on what 
they had learned and reviewed the events.  

They are long and intense days, but everybody felt they had 
learned a lot about IVF and our products. Attendees were also 
able to start solid new working relationships, with new people 
in the room, and strengthen existing connections within their 
company networks. This included various sales personnel and 
marketing team members who offered the training. 

Thank you to Senior Management, Sales Excellence, Product 
Management, Medical Affairs and all the participants who 
joined us for two very interesting and successful weeks.

PGT Simplified Powered by EngagedMD
 

By Lena Zogaj, Global Product 
Director, CooperGenomics

 

CooperGenomics has launched a partnership with innovative 
e-learning and e-signature provider EngagedMD to bring our 
partner IVF centers streamlined PGT patient education and 
simplified test ordering. 

Why PGT Simplified?

Explaining genetic testing to patients can be complicated and 
take up valuable clinician time. There’s a lot of information to 
cover, and it can be difficult to ensure that every patient has 
the comprehensive understanding needed to make an informed 
decision. When patients do choose to move forward with 
testing, inefficiencies in the test ordering process can result in 
delays. 

To address these needs, we’ve launched PGT Simplified, 
digitizing and improving pre-test education and test ordering. 

Comprehensive Pre-Test Education

With a team of PGT experts and genetic counselors, 
CooperGenomics built educational modules designed to guide 
patients through all aspects of the PGT process, benefits, and 
limitations, readying them for more efficient and  
effective appointments.  
 
The PGT-A module consists of five short videos, interspersed 
with comprehension questions to enhance learning and keep 
patients engaged.

Test Ordering

Through the EngagedMD platform, clinicians can complete 
test requisition forms securely and electronically, reducing 
the need to chase down, send, and store paperwork. Center 
preferences and information can be pre-filled, meaning less 
work for IVF center staff.

This offering has been launched in the US market and will be 
launched in the UK on a clinic by clinic basis. If you have any 
questions or are interested in offering this in other markets, 
please contact Albulena.Zogaj@coopergenomics.com.

Explaining genetic testing to patients can be complicated and take up valuable 

clinician time. There’s a lot of information to cover, and it can be difficult to ensure 

that every patient has the comprehensive understanding needed to make an 

informed decision. When patients do choose to move forward with testing, 

inefficiencies in the test ordering process can result in headaches and delays. 
The CooperGenomics team have heard your feedback and have partnered with  

patient education and informed consent provider EngagedMD to streamline  

and improve your pre-test education and test ordering processes.

We’ve partnered with an innovative company  
called EngagedMD to bring you and your  
patients a better PGT experience. 

Digitized test ordering
Complete test requisition forms securely and electronically, reducing 

the need to chase down, send, and store paperwork. Your center  

preferences and information can be pre-filled, meaning less work 

for you and your team. 

Reliable pre-test education
Designed by PGT experts and genetic counselors, CooperGenomics’ 

educational modules guide patients through all all aspects of the  

PGT process, benefits, and limitations, readying them for more  

efficient and effective appointments.

Brought to you at no cost by CooperGenomics

Valued  
at over  

$100 
per patient

- Save valuable clinician time- Responsibly scale pre-test education- Reduce administrative requirements

Key features:
• Patients can watch at their convenience from a laptop, tablet, 

or smart phone
• Comprehension questions enhance learning, keeping  

patients engaged
• Progress and performance are automatically tracked for  

your team

PGT SimplifiedIntroducing

POWERED BY

CooperGenomicsSM  brings you and your 

patients a better PGT experience

Key Features:

•	 Patients can watch at their convenience, from a laptop, 
tablet or smart phone

•	 Progress and performance are automatically tracked 
for the IVF center

•	 Modules remain available to patients indefinitely, so 
they can re-watch and review as needed



A Quarter of Many Firsts  
and Collaborations!

 

By Shipra Thukral 
Head of Marketing, India 
 

World Embryologist’s Day

On 25 July 2018, we commemorated World Embryologists 
Day, by congratulating and thanking the embryologists in 
our customer base with a small token of appreciation. For 
the first time, all across India, we distributed customized 
CooperSurgical branded coffee mugs through our sales 
team. The embryologists, overwhelmed by this surprise, 
happily posed for selfies with our sales colleagues. We also 
completed our first RI Witness demonstration at NOVA IVI 
on the same day, with Yujin Lane from Sales Support, and 
celebrated the occasion with a small cake cutting ceremony.

ACE 2018

This year we participated in ACE 2018 with a premium booth 
where we showcased our products. For the first time at a 
show, we also performed a demonstration of the RI Witness 
system led by Prashant Chaubal, our National Technical 
Specialist. We sponsored a workshop on Advanced ART 
Techniques where Lalith Kumar PhD, Director of Embryology 
at NOVA IVI group, India. He gave an elaborate talk on the 
RI Witness system – the need and its benefits, as we move 
into the future of IVF in India. His talk not only introduced the 
concept and strong need for electronic witnessing at a major 
show but also piqued the curiosity of many embryologists 
there. They came to our stand to see a live demonstration of 
the system giving us good traction for the product.  

RI Witness Roadshows & Training

During Yujin Lane’s visit, we had RI Witness training planned 
for our sales and service teams at which they gained a clear 
insight into the system with live demonstrations clarifying 
any doubts. We also ran a series of excellent RI Witness 
demonstration roadshows for customers during the same 
period. One was at the NOVA center in Ahmedabad, 
with their group of embryologists, and a second with the 
management team of Anu Test Tube Baby Centre. We held a 
session for prospective gynecologists and embryologists in 
association with Oasis in Bangalore and a special talk from 
Yujin during the YUVA ISAR Conference. We have already 
conducted our first facility review and are gearing up for more 
in the coming future.

Webinars and Lab Audit with Indira Group

For the first time, as a collaborative effort with our key 
customers, we have initiated a series of webinars with the 
Indira IVF group—one of the biggest and a key clinic chain in 
India (with 50 centers across the country). The first webinar 
was delivered by our Embryology Consultant, Rajvi Mehta 
PhD, on the Significance of Timings in ICSI. The second was 
with CooperSurgical’s Embryology Director, Steven Fleming 
PhD, on Sperm Selection Criteria for ICSI. Both webinars were 
attended by embryologists across their centers and were very 
well appreciated. Recently, as a value-added service, we also 
completed an audit of Indira IVF’s main laboratory in Udaipur, 
conducted by Steven Fleming. These initiatives have helped us 
strengthen our relationship with the Indira management team 
as they recognize CooperSurgical as knowledge partners.

First Biopsy Workshop, Mumbai Embryology Training 
School

There has always been a big need across the country for 
biopsy training. With a dream to initiate a course program 
this year, we have finally been able to secure a partnering 
laboratory for the supply of mouse embryos. With great 
support from Steven Fleming, we successfully completed our 
first two-day hands-on biopsy course mid-September. We 
had ten participants in attendance at our Mumbai Training 
Laboratory from all key clinics in India. Every delegate 
was extremely appreciative of the content and overall 
proceedings, thanks to Steve. 

Collaboration with Indian Fertility Society (IFS) 

A unique initiative, we collaborated with the IFS to conduct 
a series of Quality Assurance/Quality Control Continuing 
Medical Education (CME) programs with panel discussions in 
Kolkata, Patna, and Ahmedabad. Key speakers and opinion 
leaders from the IFS as well as delegates were involved, 
including clinicians and embryologists. The highlight of 
each CME was the panel discussion between clinicians 
and embryologists as they touched on every nuance of 
a laboratory’s quality needs. The program series were 
conducted in September at all three locations with over 160 
key delegates in attendance from across the country. These 
were well received and distinctively set us apart from other 
players in the field.

Collaboration with the Indian Society of Assisted 
reproduction (ISAR)

Another first — we have also worked collaboratively with 
ISAR, one of the biggest organizations in India, to conduct 
workshops across the continent on the basics and key 



considerations for cryopreservation.  
The first was held in Mumbai and was inaugurated by ISAR’s 
President, Rishma Pai PhD. The session was led by Steven 
Fleming and Rajvi Mehta PhD along with Seema Nair who 
demonstrated the entire process of vitrification to a group of 
44 embryologists and clinicians from West India.

Soft Skills Training 

Earlier in the year, we conducted a skills training program—in 
partnership with the Human Capability Network (HCN) and 
Baltis Learning & Development—for our support team. For 
22 participants, over 528 hours of training were completed 
in three phases, covering soft skills in business conduct, 
technical, and functional expertise. To ensure the training 
had a long-lasting effect, one-on-one coaching sessions 
were organized where participants were encouraged to set 
new goals and plans. Overall, employees felt supported and 
enabled in their work, and we are starting to see what they 
have learned being put into practice in the workplace. We 
expect great results in the upcoming tenure.

First Corporate Social Responsibility (CSR) Initiative

This year, we initiated our first CSR project with a non-
governmental organization; the Smile Foundation. This will 
involve providing scholarships for at least ten women who 

aspire to have a successful career.  
We will also educate women, in a Damunagar suburb, in 
reproductive health and hygiene and help provide access 
to local primary health care facilities and government 
hospitals if they have health issues. Inaugurated on 19 July, 
it was a very proud moment—to be part of such a wonderful 
initiative—where we will contribute to the betterment of 
women in India. 

IAN Donald School ART conference, Agra 

In September, we had a CooperSurgical stand at the 
Ian Donald School ART Conference in South Asia for 
Human Reproduction. The conference was attended by 
approximately 500 delegates including obstetricians, 
gynecologists, ART specialists and embryologists, among 
others. Held in Agra, Uttar Pradesh, the two-day conference 
comprised lectures followed by workshops, in association 
with the Rainbow Hospital in Agra. CooperSurgical 
sponsored an ART Workshop on Embryology at the hospital 
with hands-on procedures training. 

EMEA Customer Service Update
 
 
By Trine Frandsen 
Team Lead, Customer Services  
and Business Support

EMEA Customer Service and Business Support have gone 
through significant changes over the past year. A major 
change has been to embed Customer Service in local country 
organizations so they are closer to their customers. The team 
in Denmark is now solely supporting distributors and being the 
go-to team for subsidiaries to solve issues.

The last year has been turbulent, and at times challenging. 
We have implemented multiple operational system changes 
simultaneously, while at the same time maintaining our 
service and support tasks. One team member compared 
it with maintaining an airplane while in the air. Using this 
terminology, we have now reached a stable cruise height and 
are now stable with less turbulence!

Among other tasks, we have:

•	 Reduced back orders substantially through closer 
cooperation with our value stream inventory planners.

•	 Fully updated all our standard operating procedures 
and work instructions, and trained local customer service 
teams.

•	 Worked with the data team to improve customer 
pricing and the item master list. The data team has been 
instrumental in reducing the process stops we were 
experiencing. 

•	 Changed from a product-oriented team towards a 
partner-focused team.

•	 Improved administrative processes to comply with auditor 
requirements, reducing re-work activities.

•	 Prepared the move to our new distribution center in Venlo 
and the upgrade of Navision.

Once the upgrade of Navision is implemented, the 
administrative process between the subsidiaries and 
headquarters will be less complex creating more efficiency 
and transparency. We will continue to focus on training our 
Customer Service and Business Support teams. We will also 
continue aligning with production and planning to improve our 
overall objective of providing best-in-class service and support 
to customers and business partners. Aligning expectations with 
our distributors will also have a special focus in 2019.

Should you have any input on how we can do things better 
please share your thoughts with us. We can always learn  
and improve.



ASRM in Denver, USA
 
 
By Lis Goulder 
Global Director of  
Marketing Communications

 

Sitting serenely in the center of vast plains, surrounded by 
snow-capped peaks, Denver extended a warm welcome to 
the good and the great of our community at this year’s ASRM 
in October.  

It was a seminal moment for us; an opportunity to greet 
customers in our new guise AND tantalize them with new 
products and ground-breaking technology.

Our new identity was unveiled for the first time, giving 
clarity about who we now are. We emerged from what was 
sometimes perceived as a many-headed entity, sewn together 
legacy companies, to a company with a clear and strong 
sense of identity and aims. One with a vision for creating a 
world with healthy women, babies, and families.

Our new groundbreaking CooperGenomics’ PGTai technology 
platform, driving innovation in PGT-A, caused a wave of 
excitement among our customers, and due concern among our 
competitors. 

The announcement of our new PGTai technology platform 
brings new hope. It uses an algorithm validated through a 
massive data set (~10,000 samples) to remove subjectivity, 
provide accuracy in interpretation and reporting and avoid 
human transcription errors.

In addition, we launched the CooperGenomics ERPeak 
endometrial receptivity test, which offers accurate and reliable 
detection of the receptivity status of a woman’s endometrium. 
We also launched the new ORIGIO Gradient Series™, 
designed to provide optimal conditions for sperm preparation, 
SAGE 1-Step GM-CSF culture media, and K-Systems 
workstations (now available to order in the US). In addition, 
we showcased our new LifeGlobal product lines.

The evening event, enabling us to further connect with our 
customers, was held in a converted Church and featured an 
introductory talk by the celebrated embryologist and  
co-founder of Reprogenetics, Jacques Cohen. A brilliant band 
called the Spazmatics, donning crash helmets and knee-pads 
provided great entertainment before bringing the night to a 
close.  

As ever, well done to all of those involved who helped make 
this event successful.  The big takeaway from this Congress was 
the ongoing proof that we are THE industry leader. 

Our rebranded stand and materials, on and offline, have 
certainly helped cement us—in the US and around the  
globe—as a company moving forward with one voice and  
a unified mission.

PGT-A tests provide information about the chromosomal health 
of embryos, enabling the transfer of embryos more likely to 
lead to ongoing pregnancy. However, the results of these tests 
are not always black or white; meaning, embryos that might be 
suitable for transfer may be classified as unsuitable. 	 In the case 
where a couple only has a limited number of embryos, this new 
technology can inform them with greater accuracy if their hopes 
of a more successful transfer could be met.  



Growth in the Middle East

By Kristofer Karlsson 
Senior Vice President, EMEA  
and Commercial Development

The Middle-East is a fascinating, important and multi-faceted 
part of the world. For CooperSurgical Fertility and Genomic 
Solutions, it is also an important market for us to support our 
distributors and clinics in realizing a couples ultimate dream of 
having a healthy baby.  

The region consists of 18 countries with a total population of 
317 million people (roughly the same as the USA) which we 
service through more than 30 distributors. The largest markets 
are Egypt, Iran, the Kingdom of Saudi Arabia and the United 
Arab Emirates. With the acquisition of LifeGlobal, our revenue 
grew from $9m to $12m and the number of distributors 
doubled. This was the starting point for an increased focus on 
the Middle-East.  

Therefore we are establishing a hub in Dubai and have hired 
Roula Halabi as General Manager who started with us in 
August. The region she will be responsible for covers 16 of the 

countries, not including Turkey and Israel. 

Roula holds a Bachelor’s degree in Nurse 
Midwifery and a Master’s in Business 
Administration with a specialization in 
Human Resources Management from  
Indiana, USA.

She has served as Regional Manager for a distributor where 
she built the fertility business from scratch, covering several 
countries in the Middle-East. Roula can also see the business 
through a customer lens due to her role in the last four years as 
Chief Operating Officer for one of the largest fertility groups 
in the region. Fakih IVF, owned by NMC Healthcare, is the 
second largest owner of IVF clinics globally, and here she led 
a large team of people running multiple IVF centres. 

She won a “Women Achieve” award in 2016 and in 2017 she 
received the International Star for Leadership in Quality award 
in Geneva in recognition of public commitment to customer 
satisfaction, quality culture and sustainability. 

The next steps in the region for Roula, with support from Lasse 
Kamph Jepsen, Business Development Manager at HQ, will be 
to implement our new business planning process with our top 
ten distributors. This will enable us to set and follow-up targets 
to hold our key partners accountable for growth. We will also 
get even deeper knowledge about the markets, and continue 
the important task of consolidating our distribution network so 
we have fewer distributors who are more focused on growing 
CooperSurgical Fertility and Genomic Solutions.  

We are already seeing exciting signs of new deals won and 
look forward to the region being a key growth driver for 
EMEA for years to come!

UK Steering Committee Meeting

By Mike Whalley 
General Manager/Managing 
Director UK & Ireland 

The UK’s first Scientific Advisory Board meeting was recently 
held in London, to great success.  The event was hosted at 
the prestigious Renaissance Hotel in London on 8 August.  
Among the key discussion topics were poor prognosis patients, 
electronic witnessing systems, PGT-A, and UK & Ireland’s 
strategic plans.  With passionate discussions and a variety 
of opinions, we have come away with extremely valuable 
feedback and insights into the industry. 

With four clinical embryologists and one MD currently on the 
board, and two further clinicians to be added, we were able to 
hear a wide range of thoughts, opinions, and experiences from 
professionals across the UK.   
 
We have been fortunate to secure particularly passionate and 
senior experts in the field of IVF, who together bring well over 
100 years’ of experience in the fertility industry.

The meeting was concluded with a group meal at the nearby 
Searcy’s Brasserie, which allowed us to build relationships 
with the external board members, and thank them for their 
time during the meeting.  Our next Scientific Advisory Board 
meeting is planned for February 2019, and will focus on future 
products and solutions.

Many thanks to Inger Britt Carlsson, Inge Errebo Agerholm, 
David Chrimes, Dave Morroll, and Chelsea Grant for their 
invaluable work in setting up our Scientific Advisory Board.



Annual Conference of the RAHR 

By Yana Andersen 
General Manager, Russia, Nordic and Baltics 

The Russian Association of Human Reproduction (RAHR) is the 
main ART Congress in Russia. It is held yearly on the first days 
of Autumn in different cities and attracts around 1,200 ART 
specialists. This year the congress took part in Ufa.

Located almost in the middle of Russia, between the Volga 
river and Ural mountains, Ufa is not actually a Russian city as 
it is the capital of Bashkortostan. Exquisite and exotic, the city 
combines the singularity of Muslim Bashkir and Tatar culture 
with the coziness of a provincial city and splendor of an 
important oil-producing center. The main souvenirs sold in Ufa 
are honey and honey-based sweets.  In short – we enjoyed it!

We are quite sure all 1,200 delegates at RAHR visited our 
booth and couldn’t leave it without learning more about our 
company.  How did this happen?

Quiz and Prize

To share knowledge and to make our beloved customers 
think of us, we created a set of quizzes on our products. 
While completing the quiz the specialists received one of our 
branded giveaways (mugs, incubator magnets, laboratory pen 
cases, USB sticks, luggage tags and famous CooperSurgical 
bags). They also had the chance to win a free certificate for 
embryology training in our Saint-Petersburg lab. All quiz 
participants put an egg with their names inside a rotating drum, 
and the winner was chosen on the last day of the congress. 

Best Oil Presenter 

Olga Razina is the wisest member of our team as she has 15 
years’ experience in clinical embryology. She delivered a 
presentation about oil for embryo culture in the main congress 
program which won Best Presentation of Clinical Embryology 
Session. We now hope more embryologists in Russia know 
about unique methods of oil testing. 

Running Event

This year was also the first when RAHR organized a charity run 
and 200 ART specialists participated. It will be our great new 
tradition to take part in the coming years.

Would you have been a winner?
Do you know how many temperature sensors are built into our G185/G210 benchtop incubators?

Do you know who designed the first embryo transfer catheter that was used and led to the birth of Louise Brown?

What year was the RI Saturn™ Active laser invented? In what countries were IVF mismatches reported?

Do you want a bright mug and travel to Saint-Petersburg to study new technologies in a fully equipped training lab? 



New Worldwide PGT Nomenclature
 

By Lena Zogaj, Global Product 
Director, CooperGenomics

In summer of 2017, new worldwide nomenclature for 
preimplantation genetic screening and diagnosis (PGS 
and PGD) was announced by ICMART (the International 
Committee for Monitoring Assisted Reproductive 
Technologies), in partnership with ASRM, ESHRE and other 
professional medical societies. Please find a summary of the 
terminology changes in the table opposite.

CooperGenomics began transitioning to this new terminology 
at ESHRE 2018 for the international market and transitioned in 
the Americas on October 1, 2018. 

You will now see both current and new terminology used on 
marketing and operational materials; over time, mentions of 
the old nomenclature will be phased out.

If you have any questions or concerns regarding the 
nomenclature transition, please email  
Albulena.Zogaj@coopergenomics.com.

Current Name New Name

PGS  
(Preimplantation Genetic 
Screening)

PGT-A  
(Preimplantation Genetic 
Testing for Aneuploidies)

PGD (Preimplantation 
Genetic Diagnosis)  
for Single  
Gene Disorders

PGT-M  
(Preimplantation Genetic 
Testing for Monogenic/
Single Gene Defects)

PGD (Preimplantation 
Genetic Diagnosis) 
for Chromosome 
Rearrangements

PGT-SR  
(Preimplantation 
Genetic Testing for 
Chromosomal Structural 
Rearrangements)

Research Instruments  
Plant Update 

By Paul Tutt, Value Stream Manager, 
Research Instruments

At the RI manufacturing plant, we have started to introduce 
metrics via an SQDIP (Safety, Quality, Delivery, Inventory, 
Production) board at a daily meeting which talks through 
Safety, Quality, Production efficiency, back orders and 
anything likely to cause issues in production. On a weekly 
basis, we discuss key projects taking place and progress made 
(or not) and what we need to do to support any changes. 

With this information, we can use data to help drive decision-
making processes and provide the right solutions. We are 
learning as we go as it is a big change from what everybody 
has been used to. The aim is to start making improvements in 
production processes to remove some of the issues that our 
teams have been working with for a long time, and to try to 
make their task easier and in the long run less variable.

We have also introduced a quarterly briefing. This has been 
positively received and is a great chance for everyone to find 
out what has happened over the past three months in each 
department and what plans are in place for the next quarter. 
Anything we can do to improve communication across the 
whole of Research Instruments helps to facilitate a better 
working environment with greater transparency. The lure of 
pastries and pasties is a bonus!

Planning has changed. Mark Estes and Claire Forsythe have 
done a fantastic job since Hayley Capps and Louise Appleby’s 
departure. We have recruited Amy Bishop and can now 
cleanse the data in Navision (MRP System) and utilize the 
system to drive process improvements. Training Super Users on 
Navision across the company will help this cultural shift.

Over the next 12 months, we will continue to make 
improvements in production processes, tidy up work 
instructions, improve operations and work towards right-first-
time production of high-quality products, available the day 
customers place their orders. It is going to be a massive cross-
functional team effort but I seriously believe we have the right 
people on site to help make it happen.



Technical Services Update
 

By Henk Mulkens 
Service and Repair Manager

The technical service organization is geographically split 
between the US (managed by Michael Bebout) and EMEA.

Technical service comes into play for installation of new 
equipment at customer sites, regular maintenance, often based 
on a long term maintenance contract, and repair.

The main goal is always to maximize customer satisfaction, and 
this is measured via a questionnaire sent out to every customer 
after a service visit. This is to increase the number of resales for 
CooperSurgical equipment.

The Service Department consists of Service Engineers based in 
almost all European countries, First Line Support for technical 
inquiries and customer support, and Training (technical training 
for all CooperSurgical equipment).  

Of course, there is close internal cooperation with Customer 
Service, R&D, Purchasing and Sales. Technical feedback 
from the field is given to R&D and Purchasing to support the 
continuous improvement of products and processes.

To cover increasing demand for our products we are currently 
increasing the service team with two additional engineers. 
These are customer facing positions that require both technical 
and commercial skills.

Challenges for the near future are to bring down the 
percentage of customer re-visits, improve our response times 
and to harmonize service propositions between the US  
and EMEA. This should further increase customer satisfaction.

Our Move from Olstykke to Venlo 

By Kevin Pierce 
Global Director of Supply Chain and Logistics 

On 12 November, our new Distribution Center (DC) in Venlo, 
the Netherlands, began shipping and servicing all sales orders 
for the EU and international customers.  The first day was a 
complete success with only minor issues that were quickly 
resolved.   So how did we get here?

In June of 2018, I announced the company’s intent to close 
the distribution center in Olstykke, Denmark, to the team there. 
The message was simple: it was a business decision and in no 
way reflected the Olstykke team or their performance—let’s 
continue to perform at an exceptional level for the remainder 
of our time.

The team did more than this. They completed the best physical 
inventory/stock take in Olstykke history!  And it did not end 
there—they went above and beyond—training several Venlo 
DC associates, with Dea Asbroe and Mette Mason reinforcing 
the training for a few weeks in Venlo.  Juliet Birch, our Olstykke 
Quality Control Manager trained Senta Valenteyn, her 
counter-part in Venlo, to get processes in place.

The new Distribution Centre Manager, Roy Wagemans, was 
equally challenged.  In the first three months—starting in July, 
he was tasked with setting up the DC with new infrastructure, 
and hiring and training a new team.

In September, LifeGlobal shipments began their distribution 
from Venlo.  This was challenging for a new crew but with 
assistance from a few key Olstykke associates, they were on 
the path to success.   
This was a great opportunity for the Venlo team to start 
working in a live environment and begin building their 
experience in dealing with daily challenges.

During the six weeks prior to our ‘go-live’ date, Venlo 
associates continued to train in Olstykke and our Olstykke staff 
members went to Venlo to support the new team.  Alan Lange 
and Chris Bailardo, in conjunction with the Olstykke team, 
coordinated material transfers to the new DC.  The goal was 
to have quantities of every product in Venlo, and they met the 
challenge.  

On 8 November, the last shipments from Olstykke took place.  
The team did a fantastic job in keeping with the CSI tradition 
of shipping on-time and meeting customer demands.   They 
maintained an average of 99% on-time deliveries to our 
customers, they kept their spirits high and acted in a most 
professional manner.  The attitude of the entire Olstykke team 
was outstanding.

The weekend before we went live, IT, Customer Service and 
both DC teams worked to ensure all materials and systems 
were ready.  All of these groups did a splendid job working 
together as an orchestrated team.  

In Venlo, there were small challenges.  Olstykke sent six 
associates for support and to ensure the opening was a 
success.  This small team will continue to support the Venlo 
team for a few weeks as their colleagues gain additional 
experience and the Olstykke team steps away.

On the first day, Venlo shipped a record number of 
orders—259 out of 287—resulting in a 90% on-time delivery 
to our customer base.  As one Venlo person expressed “we 
have now graduated to the big league.” Personally, I could 
not be more proud of how both DC teams performed and 
continue to work together.   It is not often we get the privilege 
of working with such a dedicated and committed group of 
individuals.



First Academic ART Seminar  
in Xiamen 

By Jane Huang 
Sales and Marketing Director, China 

“All rivers run to the sea of Xiamen Island. Generations of 
talent have been bred here since ancient times.” 

Qifeng Xue, Qing Dynasty

Xiamen, known as the Egret Island, welcomed young 
embryology experts from all over the country on 20 July 
2018. The First Academic Seminar on Assisted Reproduction 
Technology was hosted by our team and the First Affiliated 
Hospital of Xiamen University.  
 
Participants discussed popular reproductive issues in a friendly 
atmosphere; including, comparative analysis on the freezing 
effects of human ovarian tissues, the application of signal 
conduction mechanisms and artificially assisted chemical 
activation in ICSI, expression of aquaporins and preservation 
of eggs. In addition to these topics, the organizer invited 
Director Wang of the Chinese Journal of Reproduction  
and Contraception to share his experience of writing  
medical papers.  

An expert from the Science and Education Division of the 
National Health Commission also explained the process of 
applying for a research fund. The seminar was rigorous and 
lively, professional and focused, and everyone was deeply 
immersed in the warm atmosphere. We were very honored to 
be able to build such an academic exchange platform and 
help young specialists grow, in collaboration with our partners 
Beijing Feihai and Beijing Natuo Medical Technology. The 
purpose of this seminar was to work with embryology experts 
all over the country and to actively support the development 
of professional education programs promoting the progress of 
assisted reproductive technology in China.

MEFS 2018 

By Roula Halabi, General Manager 
Middle East 
 
 
 

Sally Lloyd, Sales Support 

MEFS 2018, the Middle East Fertility Society’s annual 
Congress took place this year in Beruit on 1-3 November.  It 
was a great opportunity to share our optimism about further 
leading developments in IVF with our skilled partners and 
clinics in the region. 

There were high levels of interest from delegates and customers 
in RI Witness, two new products recently launched in the US 
by CooperGenomics—the PGTai technology platform and 
ERPeak endometrial receptivity test—as well as quality control 
in the IVF lab.  

The congress was also a great opportunity for people to meet 
our team and for us to highlight the location of our Middle East 
headquarters.

A product orientation day for selected congress invitees gave 
detailed information about our product ranges including 
genetic testing. Product Managers and Sales Specialists 
from the UK, Denmark, Belgium and Lebanon explained the 
uniqueness of the recombinant human cytokine, GM-CSF, in 
our EmbryoGen® and BlastGen™ media. 

They introduced the technological advantages of using  
RI Witness as a quality management tool, and we reminded 
people of the basic but vitally important attention needed for 
optimum environmental quality and equipment performance. 

Often in the lab, if results drop, media is instantly blamed but 
this is not the real reason. Myriad causes could affect embryo 
development: VOCs in the air brought in by consumables 
packaging, toxins—such as aldehydes—already present in 
gas bottles directly feeding the incubators, or inadequately 
calibrated heating on surfaces outside the incubators.

The speakers were able, during Q&A sessions, to directly 
address issues some clinics had been experiencing. A short 
hands-on session in the afternoon also allowed participants to 
get a better feel for how systems should be used correctly.

Our local distributors were instrumental in organizing this event 
and we would like to thank everyone involved including Tony 
and Joe Hkayem, from IV-lab, and Omni and Ibrahadad for 
enabling this interesting and enjoyable event.



Japanese Publication Showcases 
Danish Quality of Life 

By Klaus Jacobsen 
President and Representative  
Director, Japan 

The Royal Danish Embassy in Tokyo has worked closely with 
Excellent Denmark Loving magazine to dedicate the 10th 
celebratory issue of the publication to showcase Danish 
quality of life. The editorial team and journalists visited 
Denmark, conducted interviews and hosted health policy and 
innovator discussions. 

Topics covered included the strategic partnership and sector 
cooperation in health between Denmark and Japan by the 
Danish Minister for Health, and Denmark’s Ambassador to 
Japan addressed how the integration of medical care and 
social welfare has increased quality of life.

It was my great pleasure to be interviewed and to participate 
in the roundtable discussion with other Danish medical 
company representatives. Several events were held and 
cooperation agreements were signed. Among the agreements 
was a Memorandum of Understanding (MoU) concerning a 
collaboration between the Ministries of Health of Denmark 
and Japan. 

This has now resulted in a concrete action plan in the following 
areas:

•	 Urban diabetes and social design  
(represented by Novo Nordisk)

•	 Single-use technologies against infections  
(represented by AMBU)

•	 Dermatology care without stigma  
(represented by Leo Pharma)

•	 The value of improved hearing health  
(represented by GN Resound)

•	 Reproduction for a future Japan  
(represented by CooperSurgical)

Japan currently faces an increasingly aging population 
coupled with a decreasing number of births. We will contribute 
to our project by sharing knowledge and expertise of how 
we believe IVF can be part of the solution to increase the 
number of babies born annually through increased awareness, 
acceptance, access and improvement of treatments.

By increasing access to IVF treatment, Japan should be 
able to reach birth rates experienced in the US and Europe 
(approximately 10% of all births, Japan is 5.5%). As well 
as bringing the success rate up to US/European levels 
(from around 20% to 40%) through various measures, it will 
quadruple the current number of IVF babies born in Japan. 
This will, however, require political backing and support from 
the Japanese Society of Gynaecology & Obstetrics as well as 
other stakeholders such as patient groups.

Articles about the event for further reading:

http://japan.um.dk/en/about-us-en/news-en/
newsdisplaypage/?newsid=87146e18-67ec-4e8c-ad8b-
bd7965495b6c

http://japan.um.dk/en/about-us-en/news-en/
newsdisplaypage/?newsID=581BF0D3-6D47-4ADF-87E1-
55FCDE5DE5D1

http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsid=87146e18-67ec-4e8c-ad8b-bd7965495b
http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsid=87146e18-67ec-4e8c-ad8b-bd7965495b
http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsid=87146e18-67ec-4e8c-ad8b-bd7965495b
http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsID=581BF0D3-6D47-4ADF-87E1-55FCDE5DE5
http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsID=581BF0D3-6D47-4ADF-87E1-55FCDE5DE5
http://japan.um.dk/en/about-us-en/news-en/newsdisplaypage/?newsID=581BF0D3-6D47-4ADF-87E1-55FCDE5DE5


Celebrating Don’s Retirement
 

By Monica Mezezi 
President of LifeGlobal

Please join me in saying congratulations to Don Rieger, Vice 
President of LifeGlobal R&D, on his upcoming retirement!  
 
Covering Don’s contributions over the last 15 years to 
LifeGlobal and the IVF industry as whole is quite a task. Don 
joined our team in Guelph in 2003, just at the right time.  In 
fact it was a perfect storm of events.  How lucky were we 
to have found a world expert in embryo metabolism and 
someone that was very much aware of IVF pioneer John 
Biggers’ work.

Around this time, we had just introduced global media (single 
culture) to the market. We knew we had a scientifically proven 
concept through Dr John Biggers’ work, and we knew our 
formulation worked via samples we had provided worldwide.

However, at that time the market’s understanding of sequential 
media philosophy was very well established and it required 
a great mind like Don’s and the rest of the scientific team to 
begin a debate. 

Don was the driving force behind the scientific debate between 
the two philosophies along with Dr Biggers, Catherine 
Racowsky and Klaus Wiemer.  For those who know Don, you 
will know he is a great debater and an exceptional speaker. 
He is factual, uses statistics, and relies on independent 
published clinical data to shape his arguments.

The debate lasted for almost 10 years and it was part of every 
major meeting in IVF worldwide.

That’s one of the major accomplishments that Don contributed 
to the field; establishing single culture medium. Global media 
today is a leading culture media worldwide and is used by 
6/10 leading clinics in the US.  Therefore, Don, we are very 
grateful for your contributions in making global a success.

Don was also the architect of the global family concept: a 
unified approach to human embryo culture.  Don emphasized 
the importance of maintaining the same chemical environment, 
pH and osmolarity from gamete to embryo transfer. Don’s 
contribution goes beyond just global. He largely impacted the 
IVF field and more specifically human embryo culture.   
 
I also want to say that Don is one the best business advisors 
one can have.  In the early days, Don told me that only 
exceptional customer service, technical support, quality of 
management, and consistency from batch-to-batch will set 
global apart in the long-term, and Don, you were right!

I know the time has come for Don to focus on the next chapter 
of his life, enjoying life and spending quality time with his 
grandson. However, I know he can still contribute to the IVF 
field.  I know Don will still be following every publication in IVF 
and keeping an eye on the discussions in embryomail (which he 
established before joining us).

So, happy retirement Don!  All the best to you and your family!

Through his worldwide talks and presentations over the last 
15 years, Don changed the way embryologists approached 
embryo culture.  For example he:

•	 Made the case that high O2 culture is wrong in human IVF  

•	 Emphasized that media is just one of over 270 factors 
impacting embryo culture and overall IVF results

•	 Emphasized optimizing a culture system based on specific 
conditions of each lab



Quality Management Workshop 
in Seoul, Korea 

By Yujin Lane 
Business Development  
Manager, Asia 

On 23-24 October, we successfully held a Quality 
Management Workshop in Seoul, Korea, which welcomed 
more than 90 embryologists from key clinics all over the 
country.  

Kelli Sorby, former Embryology Team Leader at Monash 
IVF and now Scientific Director for No.1 Fertility Clinics in 
Australia, gave some great talks. These included quality 
control and quality assurance for embryo biopsy, improving 
culture conditions, genomics risk management, Total Quality 
Management—using RI Witness, biopsy techniques and 
vitrification. The topics were surveyed in advance by Korean 
customers based on their interests. 

Kelli’s talk on Total Quality Management using RI Witness, in 
particular, covered great insights from Australian witnessing 
practices as well as the benefits of using the RI Witness System 
in terms of quality management. The delegates’ enthusiastic 
participation in the Q&A session and discussion showed their 
increased interest and awareness of quality control solutions in 
IVF labs. 

New Japanese Website
 

By Fukuko Miyagawa 
Marketing, Japan 

Our new website is now live! Much work took place to make 
this happen, including the translation of over 100 pages. 
The character changes from US English to Japanese symbols 
altered page layouts, thereby creating a very long timeline for 
this project. The new site also needed to comply with revised 
Pharmaceutical Affairs Law (PAL).

Other additions to the site include banners for local campaigns 
on the home page and design touches to improve the site’s 
overall visibility. The site will continue to be tailored towards 
our markets, acting as a strong, new communication tool 
to attract customers, while being consistent with the overall 
CooperSurgical brand.

The workshop proved that CooperSurgical is in a great 
position to not only provide comprehensive fertility and 
genomics product solutions but also offer valuable scientific 
information for quality management and control protocols 
within the IVF laboratory. 



Help Boost our New Social  
Media Channels

 
 
 
By Jakki Magowan, Copywriter and  
Content Specialist, Global MarComs  
 
 

 
As part of our rebrand, CooperSurgical Fertility and Genomic 
Solutions now operate a full suite of social media channels. 

This means that some former channels operated by LifeGlobal, 
ORIGIO and Research Instruments are no longer live.

However, all legacy company pages (ORIGIO, RI, TPC, 
Smiths Medical (Wallace), LifeGlobal and K-Systems) on 
LinkedIn will remain on this platform. This is due to members 
citing these companies as former employers.  

Our new URLs:

•	 LinkedIn: linkedin.com/company/coopersurgical-fertility-
and-genomic-solutions

•	 Twitter: twitter.com/coopersurgical

•	 YouTube: youtube.com/c/
coopersurgicalfertilityandgenomicsolutions

•	 Facebook: facebook.com/CooperSurgicalFertility

Please note: All CooperGenomics social media channels will 
remain live until further notice.

Why post on social?

Multiple benefits for customers: Our visitors and followers will 
get up-to-the-minute access to our scientific articles, industry 
breaking news, product launches, events, and training course 
updates as well as job posts and other company news.

Key benefits for us: The more followers we attain and social 
conversations we start online, the more our new brand will 
be recognized. Sharing our scientific content will also help 
position us as a thought leader in the industry and, therefore, 
THE go-to company for every ART need.

How can you help?

•	 Make sure you update the name of the company you work 
for to CooperSurgical Fertility and Genomic Solutions on 
all of your social media profiles.

•	 Start sharing stories from our new channels so customers 
and followers become aware of our rebranded pages.

•	 Encourage your customers, colleagues and social media 
friends to start following and interacting with our new 
channels.

It’s Competition Time Again!

Who can make the most noise about our new channels on 
social? Similar to the competition we ran last year in the EMEA 
region, we are on the lookout for staff members who share the 
most messages from our social channels.

Our current followers will not necessarily move over to 
our new channels, particularly on LinkedIn, so we need to 
encourage them to do so. So get sharing! The competition will 
end at midnight (GMT) on Friday 15 February 2019.

The winners will be announced in the February/March edition 
of our Connect newsletter, and there will be a prize for each 
channel (not including YouTube).  

Etiquette Guide 

Don’t forget, if you’re unsure how to post or share on social 
media, our Social Media Etiquette Guide is available on the 
Marketing Zone. 

Click any of the above icons to check them out.

http://linkedin.com/company/coopersurgical-fertility-and-genomic-solutions
http://linkedin.com/company/coopersurgical-fertility-and-genomic-solutions
http://twitter.com/coopersurgical
http://youtube.com/c/coopersurgicalfertilityandgenomicsolutions 
http://youtube.com/c/coopersurgicalfertilityandgenomicsolutions 
http://facebook.com/CooperSurgicalFertility


Events

January
3-6 Fertility 2019 Conference Birmingham, UK

4-5 South West Embryology Summit (SWES) Meza, USA

5-7
International Conference on Gynecology, Obstetrics and 
Reproductive Medicine (GORM 2019)

Sanya, China

13-16 Middle East Distributor Equipment Training Dubai, UAE

17 Société de la Médecine de la Reproduction (SMR) Conference Paris, France

21-24 International Congress of Reproductive Medicine Moscow, Russia

February
20-22 Upper Egypt Assisted Reproductive (UEAR) Conference Cairo, Egypt

27-2 March Advances in Genome Biology and Technology (AGBT) Conference Florida, USA

March
1-3 Indian Society for Assisted Reproduction (ISAR) Conference Mumbai, India

3 JMSS Conference Aichi, Japan

6-9 Redlara Merida, Mexico

12-16 Society for Reproductive Investigation (SRI) Annual Meeting Paris, France

14-16
Society of Obstetricians and Gynaecologists of Canada 
West/Central CME Conference

Alberta, Canada

20-22 CECOS Conference Bordeaux, France

22 Belgian Society for Reproductive Medicine (BSRM) Meeting Brussels, Belgium

23-24 UAE Reproductive Symposium Dubai, UAE



Welcome to the Family

Denmark
Jack Lorange

IT Supporter 01/06/2018

Mike René Kjærgaard

Business Supporter 06/06/2018

Porntip Trebbien Andersen

Process Operator 06/06/2018

Anne Kallehauge Nielsen

Scientific Coordinator 18/06/2018

Andreas	Schaarup

European Equipment Coordinator 01/07/2018

Marianne Soley Füssel

Senior Accountant 01/07/2018

Anne Sofie Conrad

RA Coordinator (temp) 09/07/2018

Brian Andersen

Finance Controller 01/08/2018

Stephanie Buch Aagaard Lauridsen

Finance Controller 01/08/2018

Annette Vejby Johansen

HR Business Partner 07/08/2018

Roula Halabi

General Manager, Middle East 15/08/2018

Liga Kale

Account Manager, Nordics & Baltics 20/08/2018

Thomas Flarup Sørensen

Senior Product Manager 01/09/2018

Anker Thisted

Product Manager, RI Witness 01/10/2018

Fie Hammer

Human Resources 01/10/2018

Tine Denise Lundstrøm

Account Payable Assistant 15/10/2018

Emil Ullitz

Office Assistant 07/11/2018

Flemming Glerup

Finance Director 19/11/2018

Charlotte Winther Knudsen

Finance Controller 01/12/2018

Belgium
Martine Nijs

Global Training Manager 15/11/2018

Benelux
Marcel Ubezio

General Manager, DACH and Benelux 01/10/2018

France
Helena Bonomi

Customer Service Assistant 03/09/2018

Spain

Fulvia Murgolo

Sales & Marketing Specialist 09/10/2018



UK
Mahb Rahman

IVF Account Manager 16/07/2018

Colleen Lynch

Training & Scientific Manager 01/09/2018

Carlene Olivia Young

Commercial & Clinical Controller 05/11/2018

Stephen	Bedser

Graphic and Media Designer 01/12/2018

Nicola Hall

Operations Controller 03/12/2018

Lukas Hvidkjær

Intern 01/08/2018

Benjamin Ramsdale

Laboratory Scientist 29/10/2018

Catrina Williams

Laboratory Scientist 29/10/2018

Sophie Taylor

Laboratory Scientist 29/10/2018

Michael Alway

Quality Engineer 11/06/2018

Andrew Paulley

Production Engineer 18/06/2018

Chris Chirgwin

Production Engineer 03/07/2018

Kate Gabriel

Regulatory Affairs Associate 16/07/2018

Amy Bishop

Production Stock Controller 10/09/2018

Mike Hartland

Software Developer 15/10/2018

Netherlands
Henk Mulkens

Service & Repair Manager 01/06/2018

Roy Wagemans

Distribution Center Manager 16/07/2018

Bernadetta Niemczycka

Warehouse Associate 06/08/2018

Monika Stodolska

Warehouse Associate 06/08/2018

Ottelia Nagy

Warehouse Associate 06/08/2018

Floris Kousemaker

Warehouse Associate 20/08/2018

Rekesh Ramjiawan

Warehouse Operator 20/08/2018

Rob Leeuw

Warehouse Team Lead 20/08/2018

Jutta Zens

Warehouse Associate 01/09/2018

Rick Reijinders

Warehouse Operator 01/09/2018

Senta Valenteyn

Quality Manager 01/09/2018

Gilbert Dauven

Transport Coordinator 17/09/2018

Arno Raaijmakers

First Line Technician 01/01/2019



If you have a story that you would like featured in the next edition of Connect,  
please contact jakki.magowan@coopersurgical.com

Japan
Noriko Ono

Manufacturing Operations 20/09/2018

Saki Yashiro

Customer Service 01/11/2018

Ryota Haruna

ART Consultant 19/11/2018

Iyo Terashima

Sales Manager 01/01/2019

India
Sanjeev Soni

Area Sales Manager, Rajasthan 25/06/2018

Suraj Jaisingh

Key Account Manager 05/09/2018

Neelanjan Chattopadhyay

Senior Area Sales Manager, East 13/09/2018

Italy
Antonio Tosco

Country Manager 01/12/2018

Germany
Edward Partridge

Customer Service Support 01/09/2018

Mathias Burkhard

Assembly 16/07/2018

China
Feng Yue

Area Sales Manager 06/08/2018

Yolanda	Lin

Assistant Marketing Manager 08/10/2018

Singapore
Kelvin Seow

General Manager, APAC Distributors 01/01/2019

Australia
Steve Saidur Chowdhury

Service Engineer 27/08/2018

Anna Kostrova

Administration Officer 13/09/2018


