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Plextronics Inc.
Plextronics develops and commercializes inherently
conducting polymers, plastics that conduct electricity and
protect and enhance electronics and other materials.

2180 William Pitt Way
Pittsburgh, Pa. 15238
Ph. 412.423.2030
Fax 412.423.2039
www.plextronics.com

Founded: 2002
Private: $4.6 million in two rounds of funding
Headcount: 14

Key location decision-maker
Andrew W. Hannah, President and CEO
Ph. 412.423.2030 ext.102
E-mail: ahannah@plextronics.com

CURRENT CRITICAL NEEDS
Plextronics would like to enter Europe in the next year by
developing partnerships and supporting these relationships
through a small sales and operations facility in Brussels to
access the entire European market. In the longer term, the
company plans manufacturing operations in Asia at a time
determined by its market penetration.

CRITICAL EXPANSION FACTORS
Because a vast majority of electronic devices are
manufactured internationally, it’s important for the company
to have presences in Europe and Asia. Brussels is an attractive
area to establish a beachhead because it is centralized and
contains a community where U.S. companies have focused
their development efforts.

COMPLEMENTARY INDUSTRIES
Electronics, organic lighting, anticorrosion coatings

GROWTH METRICS
Plextronics was launched out of Carnegie Mellon University
two years ago. It has raised $4.6 million, attained a broad
intellectual property estate, and developed international
collaborations.

I N N O V A T I O N W O R L D  M A P P I N G

U.S. FACILITIES
Pittsburgh, Pa.: corporate headquarters,
14 staff

PROFESSIONAL SERVICES
Legal: Buchannon Ingersol
Accounting: Deloitte & Touche

OTHER KEY EXECUTIVES
Richard Pilston, Ph.D., CTO
Glenn Thompson, COO
Eric Boughner, VP Sales & Product
Marketing
Troy D. Hammond, Ph.D., General
Manager Electronics

CUSTOMERS/PARTNERS
Sherwin Williams (product
development partner), undisclosed
worldwide electronics and materials
producers

INVESTORS
Innovation Works, Pennsylvania
Department of Community and
Economic Development, Smithfield
Trust Company

BANKING RELATIONSHIP
Commercial: Silicon Valley Bank

CONFERENCES
Oct. 6-7, 2004: 11th Annual
Commercial Applications for Inherently
Conductive Polymers Conference,
Pittsburgh, Pa.
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The biggest challenges for
Plextronics in moving forward are
establishing relationships with local
customers and understanding how
these companies operate and what
their buying habits are.

IW

 In 2000, the Nobel Prize in chemistry was awarded to
three scientists who in 1977 discovered inherently
conductive polymers, or ICPs. These are plastics that conduct
electricity and today represent significant cost savings and
improved performance, as well as protect electronics. Early
ICPs were unstable, expensive, and conducted insufficient
levels of electricity, however newer generations have
overcome many of these drawbacks.

Carnegie Mellon University spin-off Plextronics
develops ICP technologies for use in electronics such as
organic light emitting diodes, which many believe will replace
liquid crystal display, known as LEDs, as the next-generation
technology behind electronic displays in computers, PDAs,
and cell phone screens.

Motorola was cited in a May 10 BusinessWeek article,
“Just Two Words: Plastic Chips,” estimating the worldwide
market for ICPs at $300 million worldwide. Plextronics
hopes to claim a small percentage of this organic
electronics market, a plan that includes entering European
and Asian markets.

 “This area of conductivity is underserved where you
need a lot of conductivity but not a lot of processing power
like you would with silicon,” said President and CEO Andrew
Hannah. “We are pioneering a shift in focus from silicon and
metals for conductivity to plastics.” Plastics have significant
cost advantages over metal and silicon and are often easier
to integrate to product designs, added Hannah.

The company’s current main focus area surrounds
conductive coatings that prevent electronic device failure
caused by static discharge—a surprisingly large problem
accounting for billions of dollars in device failure as well as
fires and explosions in the pharmaceutical and petroleum
industries. ICP conductive coatings act as a shield against
these static discharges, protecting valuable assets.

“These coatings are important because static dissipation
or static discharge causes up to $40 billion in lost electronics

Plextronics Inc.
every year. [It] happens everywhere—from shop floors to
the microwave in your kitchen,” said Hannah. “One of the
ways to combat that loss is to create flooring and wall
coatings that dissipate that charge or coat the inside of hard
disk drives or cell phones to prevent static discharge from
killing the electronics within the devices.”

“Because we are focused on the electronics industry
and a vast majority of electronic devices are manufactured
internationally, it’s important for us to have a presence in
Europe and Asia,” said Hannah, who envisions a graduated
approach that will start with distribution arrangements
formed in the next quarter, then physical business
development staff in Europe in 2005, to finally placing
manufacturing operations in Asia sometime in the future,
depending on the company’s success over the next year.

“We are shipping materials right now to companies in
Europe that are focused on organic electronics, so we are
quickly building those relationships. If they’re going to be in
the lead we need to be right there with them,” he said.
“We’ve also had inquiries about licensing our technology to
large materials companies in Europe. So we are in Europe,
but we have to figure out how to establish a beachhead.”

Near-term physical expansion will likely involve a five-
to 10-person sales and operations staff in Brussels in order
to access the entire European market. “Brussels is a good
place to do business. It’s centralized and there are a lot of
other U.S. companies that have focused their development
efforts [there],” said Hannah.

The biggest challenges for Plextronics in moving
forward are establishing relationships with local customers,
such as electronics manufacturers and material producers,
and understanding how these companies operate and what
their buying habits are. Hannah also mentioned the need
for information on logistics and regulations in moving
materials in and out of different countries in Europe. This
type of assistance can accelerate the company’s market entry
and establishment of a physical infrastructure.

“Europe wants to lead the way with organic electronics
globally and we want to make our presence known because
I believe that we have core building blocks to those products,”
said Hannah. “We’ve developed materials that can solve
significant problems for those companies and we need to
get known by [them] so that they work with us to further
develop their technologies to meet their demand.”
—Michael Boland


