
The unique watermark for plastics!

André Bernard, CEO & co-founder
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today: marking process outside of the machine
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our solution: innovative marking in-mold
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our solution: innovative marking in-mold
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our innovative solution: DynamicMold

a microfabricated variable 
"branding iron" for plastic parts
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our innovative solution: DynamicMold

check our video at: https://www.youtube.com/watch?v=O-cBCVAYQ6E

https://www.youtube.com/watch?v=O-cBCVAYQ6E


innovation: in-mold dynamic marking of plastics

DynamicMold prototype insert



competitive landscape 1: variable marking plastics
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complex & costly in-mold & fast

RFID chip

DNA codes

laser
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taggants

finger 
printing

inkjet
printing

needle 
marking

motorized 
stamp

in-mold 
labels DynamicMold

matriq

cost and 
industry-4.0 enabler

standard methods in MedTech today



the problem & markets: potential of DynamicMold

110 Mio. parts produced

41 cents

adhesives, 
laser, inkjet

39 cents

for customer
2.2 MCHF p.a.

DynamicMold 
by matriq

0.9 cents 

for matriq
1 MCHF p.a.

use case: client in Switzerland showing matriq’s potential

2.9 cents

-69%
total turnover

100%: 45 MCHF

marking
7.1%: 3.2 MCHF



the markets: CH, DE, EU, USA, China and world (2018)
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worldwide marking market: 
7bn €, CAGR 7% till 2024

medical in EU: 81mn €

automotive in EU: 93mn €



the markets: CH, DE, EU, USA, China and world (2018)

420

10’000

3’100

50’000

14’000

200’000

10’000

200’000

...

300’000

>>50’000

1’000’000

DE

AT
CH

IT

FRES

UK

PL

Benelux

NL

Others

serviceable obtainable market 
SOM of 180 Mio. EUR



b2b model: prepay-per-use

matriq sells markings on customers’ plastic products

our revenue model

amount of  
markings
+ per mold
+ per cavity

software
license

(yearly fee)

customer
service
levels

0.6…2.5 ct
per marked piece

ERP

MES

Data handling



code reading

sales strategy: value chain of IM and our traction

DM - insert
mold maker application

manufacturer
data handling

IM machines automation provider

controls provider

business software connectivity: PLC, MES, ERP, data warehousing

matriq tracing ecosystem: providing value-added data & user interface

target 
customer



sales strategy: DM products number in use

2020 2021 2022 2023 2024 2025 2026 2027

generation DM-qode

generation DM-date

5 Mio. 10 Mia. 100 Mio. 1 Mia. # marking

#DM inserts 
deployed

10 142
532

15000

1390

4280

7220

10100

✓ automated
✓ high-resolution date
✓ drop-in use traceability
✓ in-mold & fast

✓ UDI & traceability
✓ conforming IVDM/IRM
✓ cost-clarity
✓ in-mold & fast

matriq’s key 
product 2022 

on market

MVP first 
digital date 

stamp



✓

goals
•product TRL 8
•hire skilled people
•file 2 more patents
•turn-over >1 MCHF
• lead customer acquisition
•reach out and trade fairs

investment / financial status

invest round 1

1.75 MCHF

initial capital
200'000 CHF
by founders
startfeld pack
10'500 CHF

innocheck
15'000 CHF

startfeld diamant
30’000 CHF

venture kick I & II
50’000 CHF

Innosuisse
1‘258‘128 CHF

3/4Q19 1/2Q202015-19

r&d invest
>1.2 MCHF

• industrial 650 kCHF
• funds 550 kCHF

✓ ✓

✓

✓

✓

✓
Startfeld Diamant

Winner 2020

Foundation 
Selection 2019

✓



investment / financial status

goals
•product TRL 8
•hire skilled people
•file 2 more patents
•turn-over >1 MCHF
• lead customer acquisition
•reach out and trade fairs

invest round 1

1.75 MCHF

1/2Q20

✓

goals
•product TRL 9
•global distribution channel
•turn-over >3 MCHF
•service organization
•quality control ISO

2021

invest round 2

1.5 MCHF

QM & service

marketing & sales

product 
fabrication

new personnel

1.5 M

potential exit: trade sale 



the              core team

Dr. André Bernard 
CEO & sales

Dr. Simone Frick 
CFO

Dr. Marianna 
Fighera PM

Klaus Dietrich 
CTOnegotiator & 

convincer 

inventor & 
technology brain

financial fox 
of all trades

fund raiser & 
project team guide



Franz Koller Martin Angehrn Andreas SchmidheiniKlaus Dietrich André Bernard Simone Frick

board of directors and management of matriq 

entrepreneur, CEO, 
multi-BOD, 

industrial electronics

entrepreneur, CEO, 
multi-BOD, food 

industry

entrepreneur, CEO, 
multi-BOD, 

machine industry




