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Customized Polyclonal Antibodies for Life Science, Research
And In Vitro Diagnostics Companies Worldwide

CEOCFO: Dr. Black, what was the vision when you founded ImmunoReagents 10 
plus years ago?
Dr. Black: The vision that I had was to provide quality raw materials such as antibodies, 
to be used in the Life Science and Diagnostics industries, because there was a gap, as 
most of these antibodies are considered off the shelf items. However, in immunoassays 
the antibodies have to conform to specific criteria, and especially with diagnostics that 
means that off the shelf items do not always fit. Therefore, we come in as a service 
where we will work with companies to develop these antibodies. We will tweak them to 
not only make them work better in their assays, but to also get them as close to being 
ready to go into their kits as they can be whenever they leave our place. The fact that 
they can go right into their kit saves them manpower. In that model we become partners 
with our customers, instead of the typical sales person going out and selling products. 
We customize our products and work with our customers with deliveries and time, as 
well as hold inventory for them so that they can take the product in as they need it. Our 
goal was to fill that gap and provide a more personal approach to the business.

CEOCFO: What is the landscape today? Are there competitors who customize as 
well, or is customization still under the radar screen?
Dr. Black: We have some competitors that will not customize anything, not even how 
many mgs they will put in a vial. The unit size you can get is fixed and they will not 
change that, so the price is very high. However, we are very flexible on our cost and 
how we bottle it. We will do it however they need it done. There are others that will 
customize things and try to help them on their assays, but they will not go that extra mile 
and have a consistent person to help them. It will be someone in tech support that they 
call and it could be a different person every time. In our case, I will actually help them 
myself. We go to their company and we see how things are working so that we can work 
with them and help them out. Most of our competitors do not do that.

CEOCFO: Are your clients turning to you because they understand the depth of your approach, or are they 
sometimes surprised at what you can offer?
Dr. Black: Initially some of our customers are surprised at our approach, the depth of our offering, and that we could be 
consistent and maintain that level of support. However, through the years we have become very well respected in the 
community so that people know and trust us. The other thing that our competitors will do is they will buy an antibody from 
one company, bring it in and put their label on it, and then send it to their customer. We do not do that.

CEOCFO: Would you explain what is involved in creating the antibody, and how you work with a company in 
doing so?
Dr. Black: You go to the doctor and you get a flu shot for protection from getting certain types of flu. That is because they 
have given you the antigen to those types of flu, and your body makes antibodies to that, so that whenever you actually 
get exposed to the flu, your antibodies attack it and kill it, so that you do not get sick. We use that same built in 
mechanism for building antibodies in animals. We just give them a vaccine and their bodies start to make antibodies. We 
use plasmapheresis (like we do with humans) on the animals because we want to keep them happy and healthy, and 
producing antibodies for us. Then we take the plasma and we run it over a column that contains the protein that the 
antibody is directed to and we purify it. Then that antibody can be used to detect things like pregnancy, heart attack, 
therapeutic drugs, proteins of interest to a researcher working on plants, to working on disease, to cancer. They can be 
used in any type of application, and that is what is called an immunoassay. Any assay that has an antibody in it is called 
an immunoassay.
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CEOCFO: Do you work with different animals depending on the project?
Dr. Black: Yes. You can develop monoclonal antibodies using mice, so some of the antibodies that we are working with 
are monoclonal. We do custom purification of antibodies for our customers, and some of those are monoclonal, so we 
purify it the same way. Then there are some instances where we need the polyclonal, so that means that it is not in cell 
culture, but coming straight from the serum and there are different populations of the antibody in there. With polyclonals 
we use goats, rabbits, donkeys, sheep and lamas. 

CEOCFO: Do you maintain an animal population or procure them as needed?
Dr. Black: We do not actually have the animals. Because of the regulations at the USDA, each farm has to go through 
certain certifications and be visited by veterinarians to make sure that the animals are treated fairly and are healthy and 
happy. What we do is rent the animals from a company as needed, and they do all of the work there, and make all of the 
serum. They are fully trained, staffed and certified, so that they are able to keep the animals healthy and happy.

CEOCFO: Would you tell us about maintaining an inventory of the reagents?
Dr. Black: We have some customers that place what we call bulk orders. They may want 5 grams of material to get the 
pricing for 5 grams, but they only want 1.25 grams a Quarter. Therefore, we would hold that same lot for the entire order, 
because if we were to send them a different lot each time, they would have to go through additional incoming QC testing 
in order to release the new lot of product into their inventory. Whereas, this way they can take it and test it one time, and 
then still bring it in just as they need it, so that they do not have to have a great deal of inventory on hand, and that saves 
them money and time.

CEOCFO: What are some of the challenges in maintaining the inventory? Is security an issue?
Dr. Black: Security is not really an issue. It is not anything that has a high dollar value, except for the companies that 
need it, because it is not something that would be sold out on the street. Inventory wise, we have to make sure of what 
our customers’ needs are, so that we can make large enough batches that we can have inventory from one lot for them. 
That can be tricky, whenever the customer does not know themselves how much they need, but we do not want to make 
a 10 gram lot and then they only need 2 grams. If we cannot find another customer for it, we are not going to use it, so it is 
a risk to us to be holding inventory that we cannot move.

CEOCFO: What do you like about being able to being able to develop and work hand-in-hand with your clients? 
Why is it exciting for you?
Dr. Black: It is very rewarding to know that they understand that you really care about their success, so they become your 
friends. In addition, our company really believes in giving back to the community. This company allows me to bring in 
interns from high schools and universities, to see what it is like to work in a biotechnology business. It also allows me to 
encourage and foster our employees to volunteer or donate to local charities and events. We check out the charities to 
make sure that the money that goes into them actually goes to benefitting the charity. We do not compel anyone to 
volunteer or donate, but we encourage them to do it is something that means relates to them. We have people that are in 
Habitat for Humanity, MS Walks, St. Jude’s, and diabetes walks. Therefore, everyone contributes to causes that are near 
and dear to them, instead of us dictating to them what causes we want them involved. The other aspect is that I am 
supporting 14 families in North Carolina, and that is a nice feeling to me. We have been very successful with our customer 
approach, and have gotten all kinds of awards and recognitions for our company. We have families that we support and 
can say that we have added and created jobs. Those are all things that are very rewarding to me.

CEOCFO: What is your geographic range?
Dr. Black: We provide our products for customers worldwide, from Brazil and Chile to Canada, Europe, Western Europe, 
India, China, Japan and Australia.

CEOCFO: How do you reach out to people who do not know about you?
Dr. Black: Word of mouth has been our biggest marketing aspect. However, we do have a website and people find us 
through our website when they are looking for specific antibodies. We also go to trade shows and we meet people that 
way. Many of our customers will take our antibodies and put their labels on them, so many people are buying our 

“We have been very successful with our customer approach, and have gotten all kinds of awards and recognitions for our 
company. We have families that we support and can say that we have added and created jobs. Those are all things that are 
very rewarding to me.”- Dr. Ann Black
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antibodies and do not know it. However, when people move from one company to another, they take us with them, so it 
works out, as we acquire much business through word of mouth.

CEOCFO: How is business these days?
Dr. Black: Business is good. We continue to increase our customer base, and our income is increasing. We added 2 new 
people this year, so we are doing good.

CEOCFO: Are there any challenges that you anticipate as you move ahead?
Dr. Black: We are in a growth phase right now, so the challenge is in how to manage the growth of the company with the 
income and in keeping it consistent and level. The challenge when you are in a growth phase is the money to make the 
growth, because you cannot grow without money and you cannot earn money without investing money.

CEOCFO: Are you looking for funding, investment or partnerships?
Dr. Black: We are open to that right now. We are talking about it. I am at retirement age, but I still want to be involved in 
this company for a few more years. However, at some point I might look for an investor to come in and take it over so that 
I would step back or even sell it. I am open minded as to what I would do, but this is not something that I have put out 
there, so selling the company is not something that I have put any efforts into, but just a possibility.

CEOCFO: Would you tell us about winning the 2015 President’s “E” Award?
Dr. Black: That was awesome. I was just in the clouds about that. We got that because of all of our export business. 
About 35% to 40% of our business is exported outside of the US, so we were recognized for that by the Secretary of 
Commerce, Sharron Decker. It was a Presidential Award, so we had to go to D.C. to get it. It was very impressive to see 
the companies that we were with, and here we are this little biotech company.

CEOCFO: Put it together for our readers. Why does ImmunoReagents standout?
Dr. Black: We stand out because of our people and the culture that we have here.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.immunoreagents.com

Contact:
Ann Black, Ph.D.

919-434-7552
ann@immunoreagents.com


