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Safe Harbor Statement

Forward-looking statements contained in this presen tation involve known and 

unknown risks, uncertainties and other factors that  may cause our actual results, 

performance or achievements to be materially differ ent from any future results, 

performance or achievements expressed or implied by  the forward looking 

statements. They are subject to significant busines s, economic and competitive risks 

and uncertainties. Forward-looking statements refle ct our current views with respect 

to future events and are based on our current assum ptions and beliefs and subject to 

risks and uncertainties. The Company disclaims any obligation to publicly update or 

revise any forward-looking information or statement s except as required by law. 

Factors that could cause our actual results to diff er materially from those expressed 

or implied in such forward looking statements inclu de, but are not limited to, those 

identified under the heading “Risk Factors” in the C ompany’s most recent Quarterly 

Report on Form 10-Q and Annual Report on Form 10-K for the year ended December 

31, 2007 filed with the Securities and Exchange Com mission. 
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Genoptix At-A-Glance

Specialized, differentiated laboratory service prov ider 

Located in North County San Diego: 74,000 total sq.  ft. in two 
facilities housing administration and diagnostic la boratories

Addressing unmet diagnostic needs in

Leukemia  � Lymphoma  � Multiple Myeloma

Profitable since Q1 2007

Strong growth profile: revenues up 109% 1Q 2007 to 2008

Strong growth trajectory to continue

$90 -$95 million revenue in 2008, more than 55% higher Y/Y

High end of $0.85 – $0.95 GAAP EPS for FY2008

Delivering Personalized And Comprehensive Diagnostic Services 
To Community-based Hematologists And Oncologists

Delivering Personalized And Comprehensive Diagnostic Services 
To Community-based Hematologists And Oncologists
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The Medical Dilemma

Accurate Diagnosis Required To Optimize TreatmentAccurate Diagnosis Required To Optimize Treatment

Hematomalignancies
(Leukemia/Lymphoma)

Multi-Faceted Disease

Complex Diagnosis

Myriad of Treatments

Sophisticated
Testing

Precious Sample
(Bone Marrow)
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Complex Diagnosis Process

Blood Cell Formation 
(Hematopoiesis)

Blood Cell Formation 
(Hematopoiesis)

Myeloid
Stem Cell

Lymphoid
Stem Cell

Immature 
Basophil

Immature 
Eosinophil

Basophil Eosinophil Neutrophil Monocyte

N. Band

N. Metamyelocyte

N. Myelocyte

N. Promyelocyte

Myeloblast

Immature
Monocyte

Platelets Erythrocyte

Polychromatic 
Erythrocyte

Orthochromatic
Normoblast

Polychromatic
Normoblast

Basophilic
Normoblast

Pronormoblast

Lymphocyte

Megakaryocyte

Undifferentiated Leukemia Undifferentiated 
A.L.L.

A.L.L.

B-A.L.L.

C.L.L.

M.D.S.

A.M.L.-M7
A.M.L.-M5B

C.M.L./C.G.L.

A.M.L.-M3

Hypereosinophilic
Syndrome

A.M.L.-M1, M2, M4, M5

Undifferentiated A.M.L.

Basophilic
Leukemia

Multiple Myeloma

© 2004 SFSU Instructional Technology 

A.M.L. M6

Pure erythro-leukemia

T-A.L.L.

N.H.L.

M.D.S.

M.P.D.
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The Traditional Lab Model

Hematomalignancy Diagnosis / Processing Lacks 
Integration And Customer Interaction

Hematomalignancy Diagnosis / Processing Lacks 
Integration And Customer Interaction

Specialty / Esoteric Lab

Regional Lab
Patient Bone 

Marrow 
Draw

Local Lab

− Hem/Onc receives multiple test results with no corr elation

− Hem/Onc must integrate results independently for di agnosis

Flow & Morphology
M.D./Hempath

Cytogenetic / FISH
Ph.D./M.D.

PCR
M.D.
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COMPASS 
Report

The Genoptix Way

Comprehensive And Integrated DiagnosisComprehensive And Integrated Diagnosis

Patient Bone Marrow Draw & Transport

Hem/Onc Customer

PCR

Cytogenetics/FISH

Flow & Morphology

Genoptix
� One Hempath
� One Patient 
� One Diagnosis
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Large And Growing Market For The 
Diagnosis Of Hematomalignancies

Patients
850,000 patients in the 

U.S.
150,000 new cases

annually

Patients
850,000 patients in the 

U.S.
150,000 new cases

annually

Testing Market
375,000 bone 
marrows/yr

$1bn+ revenue 
potential

250,000 related blood-
based tests/yr

Testing Market
375,000 bone 
marrows/yr

$1bn+ revenue 
potential

250,000 related blood-
based tests/yr

Hem/Oncs
11,000 hem/oncs 

79% practice in the 
community setting

Hem/Oncs
11,000 hem/oncs 

79% practice in the 
community setting
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Personalized Approach Sets Us Apart

Local 
Pathologist

GXDX

Large 
Commercial 

Lab

Esoteric 
Labs

Academic 
LabsC
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Technology Leadership
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Our Integrated Product Offering

COMPASS for 
blood and bone 
marrow

6-color Flow 
Cytometry

Histologic
analysis

PCR

Cytogenetics

FISH

CLL Flow 
Cytometry Panel

Plasma Cell 
Labeling Index 
for MM

Quantitative 
PCR

Cytogenetics

FISH

CTC Assay

CTC Breast
CTC Colon
CTC Prostate

Comprehensive 
hematopathology 
assessment & 
review over time 
through CHART

Quantitative 
PCR for MRD

Flow Cytometry for 
MRD in CLL

Supporting Hem/Onc Customers In All Patient 
Management Decisions

Supporting Hem/Onc Customers In All Patient 
Management Decisions

Diagnosis Prognosis
Treatment    
Decisions Monitor
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COMPASSTM: Convenient Order Process 
& A Clear, Concise and Actionable Report
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CHART®: Complementary Service Offering 
Drives Customer Loyalty

Maps a patient’s disease progression over 
time and provides a complete clinical picture

Combines multiple COMPASS reports

Extends our personalized medicine/service model 

Integrates intervening clinical actions

Provides hem/onc with a valuable, 
specialized diagnostic tool to track each 
patient’s individual response to treatment

Introduced in February 2007
Orders for CHART reports increasing more 
rapidly as compared to COMPASS reports
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Operational Excellence

Metric-Driven culture
Real-time tracking of key statistics, turnaround time, ordering patterns

Daily sales reports communicated to all sales representatives

Unqualified commitment to quality assurance 
Continuous sample tracking 

100% hempath review of order and test results

100% report inspection through our Clinical Service Coordinators

Focus on personal interaction
Hempath personally identified, responsible and accessible to the hem/onc

Economies of scale
Operating expenses down as a percentage of revenues

Back office efficiencies achieved though leverage of existing infrastructure
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Sales and Marketing

Opportunity to expand sales force while 
maintaining existing relationships

Sales force regional business units

Extensive library of clear and effective 
sales and marketing materials 

Targeting the hem/onc, their staff, 
medical assistants and patients

Nationwide sales force focused exclusively on commu nity-based 
hem/oncs and staff

Highly experienced sales reps

Strong technical knowledge 

Extensive understanding of a community-based hem/onc’s practice
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Billing and Reimbursement 

Well diversified revenue mix 
Reimbursement rates based on the national fee schedule

Medicare, Medicaid and Private Insurance

Physicians (rather than Payors) select their lab se rvice providers
Specialized service model for hematomalignancy laboratories

Hem/onc centered service model provides superior value

Patient and hem/onc friendly billing processes

Focus on clean claims submission and rapid collecti ons
April 2008 DSOs under 55 days 

Provision provided for allowance for doubtful accounts of 2.8%(1)

(1) For the quarter ended March 31, 2008.
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Growth Strategy

Expand organization and capabilities
Increasing number of hempaths and sales reps
Deepening geographic footprint

Leverage existing infrastructure to realize operati onal 
efficiencies

Laboratory and other infrastructure highly scalable

Provide additional value-added service offerings to  hem/oncs

Continue to be first to market with new technologies and innovations

Pursue collaborations and acquisitions to supplemen t 
business

Ample Opportunities To Grow Our Current 
4% Market Share 

Ample Opportunities To Grow Our Current 
4% Market Share 
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Financials
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Diversified Business and Payor Mix

Private 
Insurance

59%

Other
1%

Medicare 
and 

Medicaid
40%

(1) Based on revenues for the quarter ended March 31, 2008.

Payor Mix (1)Case Mix

COMPASS / 
CHART

56%

Other Blood
34%

Other Bone 
Marrow

10%
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Strong Growth Profile

($ in thousands)

Q/Q Case Growth (1) Q/Q Revenue Growth (1)

(1) Unaudited.

Growth Driven By VolumeGrowth Driven By Volume

Number of cases increased 78% Y/Y

Revenue increased 109% Y/Y

158
463

888
1287

2042
2423

3032
3361

4402

5286

6029

6796

7828

1Q'05 2Q'05 3Q'05 4Q'05 1Q'06 2Q'06 3Q'06 4Q'06 1Q'07 2Q'07 3 Q'07 4Q'07 1Q'08

$463 $1,019 $1,565 $2,146

$4,009
$5,270

$6,911
$7,828

$10,651

$13,948

$16,171

$18,562

$22,298

1Q'05 2Q'05 3Q'05 4Q'05 1Q'06 2Q'06 3Q'06 4Q'06 1Q'07 2Q'07 3 Q'07 4Q'07 1Q'08
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Path to Profitability 

(1) Pre-tax income for Q2 - Q4 2007 and Q1 2008 is presented on a non-GAAP basis and excludes the impact of positive changes in accounting estimates to reduce (i) 
contractual allowances of $938, $612, $456 and $651 for those periods respectively, and (ii) allowances for doubtful accounts of $327, $134, $872, and $0 respectively. On a 
GAAP basis, Q2, Q3, Q4 2007 and Q1 2008 pre-tax income as reported was $3,876, $3,701, $4,839 and $5,116 including these adjustments, respectively. The Non-GAAP 
numbers presented are used by management for internal monitoring and planning purposes and we believe more clearly reflect the ongoing operational trends of our business.

Unaudited ($ in thousands) 

Q/Q Pre-Tax Income GrowthQ/Q Pre-Tax Income Growth

$(2,128) $(2,157) $(2,245)
$(2,642)

$(1,324) $(1,306)
$(771)

$(358)

$1,376

$2,611
$2,955

$3,511

$4,465

(1) (1) (1)
Q1’05 Q2’05 Q3’05 Q4’05 Q1’06 Q2’06 Q3’06 Q4’06 Q1’07 Q2’07 Q3’07 Q4’07 Q1’08

(1)
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Financial Summary

($ in thousands)
 

2007 2008
Revenues $10,651 $22,298

YOY Growth -- 109%
Cost of Revenues 4,637                  9,175                  

Gross Profit $6,014 $13,123
% Gross margin 56% 59%

Operating Expenses:
Sales & Marketing 2,321                  4,261                  

Sales & Marketing % of Sales 22% 19%
General & Administrative 2,134                  4,388                  

G&A as % of Sales 20% 20%
Research & Development 178                     317                     

R&D as % of Sales 2% 1%
Total Operating Expenses 4,633                  8,966                  

(Loss) Income from Operations 1,381                  4,157                  
% Operating Margin 13% 19%

(Loss) Income Before Income Tax 1,376                  5,116                  
% Pre-tax Margin 13% 23%

Net (Loss) Income $1,325 $5,007
% Net Income Margin 12% 23%

Quarter Ended March 31,
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2008 Guidance

2008 revenue of between $90 - $95 million, a Y/Y rev enue growth 
rate of more than 55%

Increase in the number of sales reps to the mid-40s on average for 2008

Pricing environment stable

Gross Margins in the mid-50% range
Increase in the number of our hempaths to the mid-20s by year end 2008

GAAP Net Income at the high end of $15 million – $17  million or 
$0.85 – $0.95 per share

Represents an increase in net income of 13% – 28% over 2007

Includes stock-based compensation of ~ $6 million

Annual tax rate of 5% after using NOL carryforwards 

Capital spending of ~ $6 million for 2008

Exceptional Growth Trajectory ContinuesExceptional Growth Trajectory Continues
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Thank You


