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ExPrimary’s health care technology 
aims to impact ‘every human’

BY NICOLE SHELDON

Advancing personalized health care is the mission 
of ExPrimary, a startup company in NextCorps’ Lu-
minate NY program. By improving access to bio-
analytical tools and information, ExPrimary strives 
to help consumers identify and catch diseases at 
an earlier, more treatable stage. ExPrimary is one 
of 10 finalist companies with optics, imaging and 
photonics-enabled technologies working inside the 
Luminate NY accelerator. The $25 million program, 
which is funded by the Finger Lakes Forward Up-
state Revitalization Initiative, provides each final-
ist with an immediate investment of $100,000 and 
months of support to speed the commercialization 
of their technologies and businesses. On Demo Day 
in September, they will compete for up to $2 mil-
lion in follow-on funding.

“Health care is changing at a rapid pace as more 
innovative products and methodologies become 
available. But the process of moving these inno-
vations out of the lab into trials and then through 
regulatory procedures before commercialization 
can even take place can be daunting,” said Sujatha 
Ramanujan, managing director of Luminate. “We’re 
working with health care startups like ExPrimary 
to help them accelerate their pace and foster the 
partnerships critical to advancing their mission. 
Many of these rich resources reside here in the 
Finger Lakes region with our medical and research 
universities, benchmark hospital systems and man-
ufacturers that specialize in opto-photonics and 
electronics.”

ExPrimary is developing a suite of high per-
forming bioanalytical instrumentation as well as 
state-of-the-art assay content at a less costly rate 
compared with existing products on the market. 
The product uses an iOS mobile operating system, 
which is a critical reason for an expected three- to 
five-fold expansion of a $30 billion market.

How did you and your team develop the concept 
for your product?

Sean Higgins: The primary driver was my expe-
rience attempting to direct labs on research and 
collect pertinent experimental data. The cost of ac-
quiring instrumentation today is high, and the size 
of these tools often limits access. With the advent 
of modern electronics, we felt that by “miniaturiz-
ing” the instrumentation we could not only make it 
more affordable to set up a lab, but open up oppor-
tunities to bring testing into more places to collect 
the best data for the job.

Why does the world need this technology?

SH: The ability to collect good bioanalytical data, 
including diagnostics and personal health informa-
tion, has an impact on every individual. It defines 
how proactive each of us can be to ensure our own 
health. Right now, it’s difficult to access this type 
of information because most individuals only visit 
their physicians once a year, providing only one set 
of data points.

By making bioanalytical tools more accessible 
and by decentralizing testing, we can increase the 
depth of data we’re able to acquire and start to iden-
tify trends. This includes information about your 
blood and immune system cells to identify things 
like proteins that are connected to inflammation, 

things that are present in nucleic acids and even 
proteins that are in biopsied tissues.

Using this information, physicians can step in 
sooner instead of catching a disease in the late stag-
es when prognosis is poor. Unfortunately, we have a 
clear example of this with the impact of the corona-
virus. An inexpensive, rapid and broadly available 
diagnostic would have likely had a dramatic impact 
on our ability to bend the curve on the rate of in-
fections.

How long have you been working on low-cost 
bioanalytical instruments and assay content?

SH: We have four product lines in various stages 
of development. The first product was started about 
four years ago. Our tools are focusing on simple cell 
counting to more complex flow cytometry to detect 
and measure physical and chemical characteristics 
of a population of cells or particles. It’s always a 
challenge, though, to commercialize products on a 
shoestring budget.

Why are your instruments less costly than exist-
ing products?

SH: The core factors that have allowed us to devel-
op and build instruments at low cost are related to 
the rise of consumer electronics like smartphones 
and, within this, optoelectronics. The optical pack-
ages in bioanalytical instruments historically have 
been the largest cost components. But now we can 
leverage design and manufacturing advancements, 
similar to how camera components have become 
better, yet smaller and less expensive in our phones.

We also have to consider the cost of logistics with-
in this field. Today we have to go to the doctor, then 
to a lab to get blood drawn and the blood is then 
sent to a central lab where it undergoes a series of 
tests because we suspect a disease state. If we have 
better data earlier on, we can catch disease at stage 
1 or 2 to reduce treatment costs as well as improve 
patient outcomes.

Who is the target audience for your product?

SH: Ultimately, our target audience will include 
every human. Imagine being able to go to the gro-
cery store and have complex tests done monthly, 
then send that information to your clinician, or an 
artificial intelligence (AI) tool that could raise flags 
for your care provider to get in touch with you. By 
bringing bioanalytical tools and testing closer to the 
individual we can significantly shift our approach 
to health care and disease from reactive to preven-
tative.

To enable this transition, we’ll be working direct-
ly with those in Life Science Research to establish 
research and development labs at a dramatically 
lower cost.

Tell us about your experience being in Luminate 
and what you’re hoping to achieve in the program. 

SH: The Luminate program has given us access 
to a network and support system. These resources 
have helped us fill in our initial business framework 
and, will likely, result in a rapid trajectory for Ex-
Primary.

The simple answer to the second part of this 
question is to bring our first product to market. 
But there is so much more related to achieving this 
milestone, such as solidifying all the components 
that are needed to run a functioning corporation 
and expanding opportunities.

If ExPrimary wins, what do you plan to do with 
the $1 million in follow-on funding?

SH: Funding will help us drive our movement 
into clinical diagnostics. We would like to build out 
physical space and quality management to meet the 
criteria for the commercial release of a diagnostic 
system.
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Sean Higgins, founder and CEO of ExPrimary (Photo provided).


