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Operator: Thank you. Ladies and gentlemen, at this time, we will begin the 

question-and-answer session. If you have a question, please press star-

one. If you wish to cancel your request, please press star-two. If you are 

using speaker equipment, kindly lift the handset before pressing the 

numbers. Your questions will be polled in the order they are received. 

Please stand by while we poll for your questions. [pause] The first 

question is from Kristen Kluska of Cantor Fitzgerald. Please go ahead.  

Kristen Kluska: Hi, everybody. Good morning, good afternoon. Thank you for choosing 

my questions. The first one I had was on Biomica. I was hoping to learn 

a little bit more about what we could expect at ASCO next week? And 

then also as it relates to the initial proof-of-concept data that's expected 

this year, could you touch on – based on when you started the trial? What 

key questions do you believe you'll have some early insights into at this 

time? Thank you. 

Speaker: Hi, Kristen, thank you for the question. So, yes, we are very excited to be 

presenting at ASCO next week. In ASCO, we'll be discussing and 

showing the work with what curr– done in Biomica so far regarding the 

discovery and preclinical results. In addition, we've discussed and 

demonstrated the methods and design of our clinical study, in which, 

obviously, the first and most important objective would be to monitor the 

safety and tolerability of BMC128 in combination with nivolumab. Since 

it's an open-label study, we are kind of hoping to be able to monitor and 

get early signals from additional clinical variables through the course of 
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the study. The study is designed, as I mentioned on the call, to treat 

nonresponsive cancer patients with either non-small cell lung cancer, 

RCC or melanoma. And we already initiated the study and hopefully, 

very soon, we'll be enrolling patients. So once we enroll the first patient, 

we will announce it, obviously, to the investors, in a – through a press 

release. 

Kristen Kluska: Thank you. Appreciate that. And then for AgPlenus, could you talk a 

little bit more about the rationale for conducting more work ahead of a 

potential additional collaboration? So, is this just based off of, like, 

feedback you've received in terms of more work that needs to be 

established? I guess I'm trying to understand what additional work you 

need to do in order to potentially gain more collaborations in light of 

what you've already reported here? 

Ofer Haviv: This is Ofer, great talking with you. So, yes, I think that you describe it 

correctly, we are in a discussion with different potential collaborators. 

And from this discussion, we learned that we should conduct additional 

work in order to address certain questions that will raise. As much as we 

gather more information, so our negotiation position is better and the 

interest is growing. So I think this is the main work that we are doing, it's 

just expanding the work to address additional questions that not 

necessarily we were focusing on in previous work. 

Kristen Kluska: Okay, thanks. And then for Lavie Bio, in light of, you know, the 

positive momentum we've seen in 2022, maybe can you talk about what 

work you need to do to really scale up in order to, one, expand the sites 

where this could be utilized, but then two, to expand to the label? And 

then, maybe here, could you remind us the potential market opportunity 

for small grains and oilseed? Thank you. 
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Ofer Haviv: So, according to Lavie Bio business model, we are doing the production 

of the product itself through subcontractors, and we are working – for 

this year, we work with one subcontractor. Next year, we are planning to 

work with more than – we're planning to work with two subcontractors. 

So – and maybe it's also worth to mention that in or– you need to decide 

on how much you want to produce a year before the actual selling 

season. So the quantity that we decided to produce for 2021, we made 

this decision in 2020 – the quantity that we are planning to sell in 2022, 

the decision on how much we are going to produce we took in 2021. And 

now we are going to take the decision on how much we are going to 

produce in 2023. And yes, there is enough subcontractors that can use 

their facility to grow. And so, I think that's what we are more focusing 

now is on distribution channels, to make sure that we can control and 

make sure that the product can reach to all the relevant customers. And – 

and we are now talking with different distributors in additional to United 

Agronomies that we are working with them already. And I believe that 

when there will be an agreement signed, we will announce it publicly. 

So, with respect to production, and I think that we are in a good place. 

With respect to the marketing channel, we are working on it. Still, you 

know, we are not going to jump like crazy with the quantity that we are 

going to produce for next year because we want to make sure that the 

quality of our product is according to our standard and the production 

will be exactly the way we want it. So it's going to be quite significant 

compared to this year, but I think that there will be a nice jump next year. 

But where we – I think that we can move to full scale up, it's going to be 

2024. And I intend – and we intend to believe that the current market 

positive condition for bioinoculant for wheat will continue for the next 
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few years. Because it's take a while to close the shortage that we see 

today at the market with respect to retail production wheat grain, and it's 

reflected in the wheat price, as everybody is aware of. The potential is 

quite significant. I – honestly, I don't have the numbers here in front of 

me. Maybe, you know, I can talk also with the Lavie marketing team, 

and we can send you, you know, separately more information on the size 

that such a product can reach you.. 

Kristen Kluska: Great. Thank you for taking my questions. 

Operator: [pause] The next question is from Nathan Weinstein of Aegis Capital. 

Please go ahead.  

Nathan Weinstein: Good morning, Ofer, Yaron and Elran. Thanks for taking my 

questions. So perhaps I'll just start with a couple on Canonic. First of all, 

I just was curious what is making Portugal the interesting place maybe to 

begin cultivation. And then, would you anticipate being able to service 

European demand solely from Portugal as your production base? 

Ofer Haviv: So, in Portugal have two benefit for cannabis – medical cannabis 

production in Europe. First, it's located in Europe, and they are part from 

the European Union. And second, they have the right climate most of the 

year to grow cannabis with relevant cannabinoid concentration. So – and 

this is why I think that in Portugal, and actually also in Spain, you can 

find a nice number of cannabis grower that is willing to grow for a 

company like Canonic, their product. So this is the first – the answer to 

your first question. The second is, yes, we will – and our market is – our 

end market is Germany. This is the market that we are focusing on. Our 

marketing team is visit this country in a conference lately, and we are 

start to build a relationship with local distributors and with local 

advisers, to assist us to build the right marketing approach for this 
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market. And yet, we believe that Portugal, and if needed, also Spain, can 

grow for us enough cannabis for our future marketing plan 

Nathan Weinstein: All right, thanks, Ofer, okay. And then, maybe just staying with the 

theme of Europe and selling – potentially selling the cannabis into 

Germany. Like, what are some of the features of that market which make 

it attractive for you commercially? And then, any challenges you foresee 

that you'd call out? 

Ofer Haviv: The reason the market is interesting from our perspective. because it's 

quite – compared to other countries, it's quite advanced in the regulatory 

process, and the market is growing nicely. I think that the market there, 

at least at this point of time, is more focusing on medical indication, and 

it's a little bit different from what we see here in Israel. In Germany, you 

need – the doctor need to give, you know, a clear analysis on why he 

recommended for a patient to use … cannabis and what product he is 

going to use. So, it's more – or, it's more close to the business model of 

drug versus – versus, you know, food supplement. So I think that – and 

in Israel, it's less like – it's not like a drug. So we need to prepare our – 

we need to build our marketing approach more close as we are – you are 

launching a drug, meaning you need to think about the doctors and the 

pharmacy, and to do a lot of work over there, and less on the cust– on the 

patients that are using the product. While in Israel, the audience that 

makes the decision, it's more the patients, rather the doctors. So it's a 

different marketing approach. So – and of course, when you have – when 

you need to … doctors to recommend on your specific product, you need 

to convince them with more data and more information. And this is why 

we are planning to launch our product only on next year because we are 

now in the process of gathering the relevant medical data to support our 
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products. 

Nathan Weinstein: Okay, fantastic. And thank you for the color there. Then, switching 

gears for a question on Biomica. And I'm curious about the GMP 

production of the microbes. Do you have the infrastructure in place 

internally, to, you know, to produce enough quantities for your clinical 

plans? Do you work with outside production partners? Can you just, sort 

of, discuss the production side? 

Speaker: Sure. So the production of LBPs, of live biotherapeutic product is 

extremely complex, and we currently work with external vendor, with 

the CDMO, the largest one that is based in Europe. This facility is 

actually located in France and has the full experience and equipment in 

order to produce sufficient amounts of those microbes in the strict 

conditions that they require. So, all of the production process is being 

done in Europe, in France, under GMP conditions as required for clinical 

production drugs. 

Nathan Weinstein: Okay, thanks. That's clear. So, I just had one final question. And this 

is one that we've talked about before, but – and it may be a little early to 

bring it up, but in the case that a subsidiary becomes monetized in some 

fashion and moves as its own separate company, just hypothetically, are 

there more technologies and potential companies coming up on the 

Evogene platform that could take their place? 

 

Ofer Haviv: The answer is yes. The only reason that we are not expanding our 

activity into new area is mainly because of focus and budget constraints. 

So when we – hopefully, we will raise money to our subsidiaries, and 

they will be completely independent and they will have their own 

financial resources, so then we will start to expand Evogene activity and 
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the uses of our three tech engines into new area. We already – you know, 

as preparation, we are doing some early study, and we start to build some 

possible infrastructure for this expansion. But it's – first, we need to 

make sure that the financial resources of our subsidiaries are stable. And, 

you know, then we can also shift our focus to new adventure. 

Nathan Weinstein: Okay, great. Thanks again for taking my questions. 

Operator: The next question is from Brett Reiss of Janney Montgomery Scott. 

Please go ahead. 

Brett Reiss: Good morning, gentlemen. First question, you said you sold all the 

planned production on your spring wheat. Did you realize any revenues 

from that? Because I didn't see that included in the 237 revenue number.  

Ofer Haviv: The … – this revenue will be recorded only in the second quarter, 

because we sold it only – and we finished the production, and we ship 

the product during, I think, it was May, May or end of April. So, it will 

be in the second quarter. 

Brett Reiss: Ah, great. The 237 in revenues, which was Canonic and – and forgive 

me, I don't have the release in front of –  

Speaker: … 

Brett Reiss: Yes, yes. Are you at liberty to give us a breakdown there? How much 

was contributed from Canonic? 

Ofer Haviv: Okay. So we didn't give this breakdown, but I can think – I can say that 

the majority of this number came from Canonic. We had some higher 

expectations from revenue from Canonic, but we had some limitation on 

production with a – that – with a third party that worked for us. We hope 

that we'll start to see the revenue increase from the company activity in 

the second half of this year. 

Brett Reiss: Ofer, I just want to make sure I understood it. So the majority of the 237 
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was from Canonic. Did I hear you correctly? 

Ofer Haviv: Yes. 

Brett Reiss: And yet, there was, you know, headwinds that could have been, you 

know, even more? 

Ofer Haviv: Yes. But we – we work with few subcontractors that are supposed to 

grow for us the crop. And one of them, the quality of the crop wasn't 

according to our expectation. So it was a little bit lower than what we 

expected. But I think that in the second half of the year, more – more 

pro– there will be more supply, and new type of product that is expected 

to improve the performance of Canonic for this year. 

Brett Reiss: Right, right. Now there's no seasonality to the Canonic sales. You know, 

it should, kind of, off this baseline, you know, continue to ramp up? 

Ofer Haviv: With respect to the demand, the demand is – as we see it, is growing all 

the time. With respect to the supply, so there is some – a season effect on 

the quality of the product. The best time to grow cannabis is starting in 

spring and during the summertime. So, there is some effect on the quality 

of the product due to – to the season. But the demand is there, and people 

all the time looking for high-quality product, which I think that our corn 

product is addressing this demand. And the products we are planning to 

launch in the second half of this year will come from our breeding 

program after we use our genomic markers. and expecting even to be 

with a better performance, which can have a better market penetration 

rate compared to the – to our first two products. 

Brett Reiss: One last one. With conventional drugs that I'm more familiar with, if 

there are reimbursement protocols in place, and additional studies, both 

those things in tandem, you know, tend to, you know, accelerate sales. Is 

that the – is – does that hold true for, you know, medical marijuana type 
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products? 

Ofer Haviv: Yes, but probably not like in – as a – for drug. It's have an effect, but not 

the same level of effect, and it's really changing from one market to 

another market. In a market like in Germany, that it's driven by, you 

know, the doctor that really decide what product the patient is going to 

use. So there, definitely, if you have a stronger evidence, if – do we 

publish articles, so definitely, it will have a positive effect on the 

revenue. In Israel, I think that, yes, I mean, if you will publish, you 

know, results coming from the survey that you conduct between patient 

on your product, or you have some preclinical data from experiment you 

conduct in the hospital, it's good, it's help you from marketing 

perspective. But I think that the market here is mainly driven from the 

concentration of THC. And this is something that the significant portion 

from the market is – and this is the main – the main criteria he is looking 

at. And then, of course, how the flower looks, smells, tastes, so it's less 

medical indication 

Brett Reiss: Great. Thank you very much for taking my questions. 

Ofer Haviv: Thank you. 

Operator: [pause] If there are any additional questions, please press star-one. If you 

wish to cancel your request, please press star-two. Please stand by while 

we poll for more questions. [pause] The next question is from Brian 

Wright of Roth. Please go ahead. 

Brian Wright: Thanks, good afternoon. I had a couple of questions. You know, just 

wanted to start off with Lavie. There was an initial production target that 

you were thinking about for 2023 for result? And, is it kind of fair, just, 

without getting into numbers, but just, like, how do we think about the 

magnitude? Or are you now, kind of, thinking, given the market 
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conditions and the, you know, ability to sell it out, you know, real 

quickly here this year? Or are you thinking orders of magnitude 2 to 3 

times what you were originally kind of contemplating as far as 

production capacity, or even something beyond that? Or am I getting too 

ahead of myself there? 

Ofer Haviv: So, first, I would like to explain maybe this statement that we are 

expanding our – the – our production plan for 2023. It's all rely on our 

original plan, you know, what we were planning before we saw the 

interest and the excitement in the market for product to increase – for 

bioinoculant that improve yield. So, we had, you know, a certain amount 

we were planning to produce and we decided to increase it by – in a 

significant quantity. And if I'm compare between 2022 to 2023, so a few 

fold, meaning more than 10 times than what we were producing this 

year. So, it will be significant compared to what we thought this year. 

This year, it was really to make sure that we can do the production 

correctly to make sure that we can do the seed coating, to distribute it. So 

it was proof of concept. And please remember that when we make the 

decision on the production, it was in 2021, before, you know, this crisis 

in Ukraine, Ukraine. So – so – and in the original plan was in 2023, we 

are going to increase significantly the production. We – so as I said, we 

decided even to be more aggressive, and it would be more than 10 times 

than what we are – we sold this year. 

Brian Wright: Okay. So, the original plan was 10 times, and then now it's going to be 

more than that, and yet to be determined on, kind of, the magnitude of 

more, is that a fair summary? 

Ofer Haviv: Yes. Yes. 

Brian Wright: Great. Great, great. Thank you. Can you give us a little more color on the 
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BMC128, just, kind of, you know, thinking on the timing for – for first 

enrollment? And then, are you using, you know, genetic, kind of, 

markers as far as in the individuals you're, kind of, targeting to enroll? 

And is that part of the program? 

Speaker: Sure. So in regards to BMC128, as we previously – previously 

announced, this is a combination of …[four screens?? 51:49] that 

working close together in order to improve the antitumor activity for 

refractory cancer patients. I would say that in this study, we are hoping to 

be able to see, as I mentioned, the safety and tolerability first, and to see 

some clinical signals. In regards to genetic elements for including 

criteria, we are not looking for any genetic criteria in order to include the 

patients. And hopefully, the first patient will be enrolled in the study any 

day. So, that's kind of our expectation, to have the first patient very soon. 

Brian Wright: Great. Great. And then, if you could just remind me, and I apologize, I 

should remember this, but off top my head, I don't – can you remind me, 

kind of, what's the targeted size of the trial? 

Ofer Haviv: The targeted size? Yeah, sure. So all together, we will be enrolling 12 

patients. Those patient would be either with non-small cell lung cancer, 

RCC or melanoma, all of them have been previously responding or non-

responding at all to immunotherapies. 

Brian Wright: Great. Thank you so much. 

Operator: [pause] There are no further questions at this time. Before I ask Mr. Ofer 

Haviv to go ahead with his closing statement, I would like to remind 

participants that a replay of this call is scheduled to begin in two hours 

after the conference. In the US, please call 1-888-326-9310. In Israel, 

please call 03-92-55-901. Internationally, please call 972-3-9255-901. 

Mr. Haviv, would you like to make your concluding statement? 
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Ofer Haviv: Yes. Thank you. I would like to thank all of you for joining us, and thank 

you for your continued interest in Evogene. We look forward to speaking 

with you next quarter. Have a good day. 

Operator: Thank you. This concludes Evogene's first quarter 2022 results 

conference call. Thank you for your participation. You may go ahead and 

disconnect. 

[End of conference call] 

 


