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Instant BioScan-Aztera Collaboration  
Yields Estimated $30 Million Mettler-Toledo Buyout 

 
                                                                       By Jorge Gonzalez-Garcia 
 
Tucson, ARIZ. – Funny thing about tech collaboration: There are so many variables in the process that a successful 
outcome is about as predictable as a roll of the dice.    
 
You can have talented, motivated professionals working hard for years on a breakthrough technology the market 
really needs, and it still might not be enough to get you to the finish line. Happens all the time – ask any angel 
investor. But every once in a while, lady luck smiles down on the enterprise, and a young company is able to deliver 
a breakthrough product and take home the winnings.    
 
In this case, the big winner is Tucson-based Instant BioScan (IBS), a small manufacturer of precision water-quality 
monitoring systems. And the winnings come in the form of an estimated $30 million buyout of IBS in November 
by Mettler-Toledo. The buyer is a multinational manufacturer and distributor of precision instruments based in 
Columbus, Ohio. 
          
The buyout was the successful result of an intense, four-and-half-year collaboration between IBS and Aztera, a 
Tucson-based technology development firm. IBS’s CEO is Dewey Manzer, a 76-year-old Harvard-educated 
physicist turned entrepreneur, who earned his corporate stripes working as a senior executive in optics and 
technology businesses.  



His company’s breakthrough? A real-time monitoring system that can detect and measure microbial and inert 
particles in water. This is game-changing technology for drug manufacturing companies. And the glittering jewel 
that caught Mettler-Toledo’s eye.                 
 
Aztera’s CEO is Manny Teran, a 42-year-old Tucson native and mechanical engineering graduate of  
the University of Arizona. He describes his firm as an agile, technology development company. “We do engineering 
design, build proof-of-concept prototypes and build test equipment, and deliver products that are market-ready,” he 
says. “Our approach encompasses mechanical, electrical and software engineering. And our claim to fame is that we 
can do blended development that effectively combines all three.”  
 
The buyout allows Mettler-Toledo to solve a costly problem for pharmaceutical clients: Maintaining  
sterile conditions for water used in their drug manufacturing processes. “We deliver technology that detects 
microbes in real time,” Manzer says. “The FDA requires three tests for water used in pharmaceutical applications. 
Mettler had ways to test for just two, and we had the third. So we rounded out their portfolio.”  
 
The $30 million for the buyout is an approximate number according to Manzer. “The buyer does not want us to 
talk about price,” he says, “but I can say that it’s is based on a part in cash, and a part in earn-out. And the total 
price, based on financial projections we made, not Mettler-Toledo, was in the range of $30 million.” The term 
‘earn-out’ refers to ‘a contractual provision stating that the seller of the business will receive additional future 
compensation based on the business meeting certain technical and financial goals.’  
 
Teran recalls how the IBS-Aztera collaboration started. “I met Dewey in the summer of 2011. We used to meet at a 
hotel, because Dewey didn't have an office, and our own office was too small. So we began the process of vetting 
each other. It was just Dewey and his CTO, Jiang, and a very small team I was building up. We met over four or 
five months, and realized it was just a good fit. We had a deadline to deliver a working prototype in early 2012. And 
we worked well together during that period.” 
      
Manzer remembers how they starting working together. “I was aware of Manny because he sold us one  
of our original components. And we began to talk about our businesses. We were both at the concept stage for our 
businesses, and it seemed there could be mutual benefit to collaborating. He offered engineering talent and space 
that could be beneficial. At the time, he was a little ahead of us, and so we teamed up. Manny became not only our 
landlord, but also our provider of engineering resources.”  
 
Aztera filled important gaps in the process of building the prototype IBS needed. “There was even a time when 
Manny designed and machined the exterior part of our prototype,” Manzer says. “And he was up all night doing it. 
We had a good idea of what the product had to be like, so it was mostly a case of getting it implemented, and 
making sure it performed. Then we had a successful demonstration with a customer in February of 2012. And 
everything took off from there.” 
 
 Teran goes out of his way to impress on a partner firm like IBS that Aztera is not in competition with them during 
the critical prototype development process. “What I convey to them is that we are an extension of their team,” he 
says. “We make them work more efficiently and smarter. So we're not in competition with them at all. We're more 
like a booster to their team, a collaborating and contributing partner. It's a process you go through, and in the end 
it’s turned out very well.” 
      
For Dewey Manzer of IBS, working with Teran and the Aztera team took away a lot of the worry that tech firm 
CEOs normally have to endure during the long process of bringing a precision product to market. “I never had to 
worry about space,” he recalls. “Manny and Eric, his business development manager, were always thinking ahead to 
the next thing that we would be needing, like space and talent.  



So we got the complete package, including design, engineering, space, supplies, and utilities.”  
 
Aztera’s Teran enjoys the challenge of making business deals as much as working with his engineers on the design of 
a complicated instrument. He offers this view of the buyout of IBS by Mettler-Toledo: “A deal like this is a two-
sided coin. It's got to fit in both directions. For IBS, Mettler-Toledo represents a very large distribution partner for 
this new technology. For Mettler-Toledo, the IBS technology fits very well in their solutions portfolio. So, I think it 
works well for both parties.” 
 
Manzer laughs when asked if he popped the cork on a bottle of champagne when he got the buyout call. “Well, the 
phone call was early in the process,” he says. “First there was a term sheet, and then a letter of intent. Then there was 
an arduous six-month process. By the time this one finally closed, we didn’t pop a cork, we got a cake that said: 
‘Closing or furlough?’ We didn’t know when it was going to close. And we were out of money. So it was very much 
touch and go right up until the end.”  
 
What does CEO Manzer see ahead for IBS under its new corporate parent? “I see Mettler-Toledo using its world-
wide distribution capability to popularize this technology in the pharmaceutical sector,” he says. “And that opens up 
the possibility of taking this technology to many other markets.” And the direct benefit for Tucson? “The talent for 
this technology is here in Tucson,” according to Manzer. “I see Tucson continuing to be the leader in the 
application of this technology in new markets.” 
 
Ask CEO Teran what’s ahead for Aztera and his eyes light up as he talks about the promising companies his tech 
accelerator pipeline. “We have a company called Acomni that’s being licensed from the University of Arizona,” he 
says. “It has a technology to manage your air conditioning costs. Which means a power utility can communicate 
more effectively with customers on how to save electricity. We also have Brocktek, which has been developing UAV, 
unmanned aerial vehicle technology since 2006. We're working with them to re-purpose some of this technology for 
the commercial market.”  
 
And Manny Teran’s list goes on. It includes SunSweep, a company that provides novel cleaning solutions for 
commercial solar applications in a way that increases efficiency dramatically. Which means the prototype design and 
development pros at Aztera are likely to be in the tech collaboration business for many years to come. A good thing, 
given the increasing number of Tucson tech startups hoping for a successful buyout in a game where only the lucky 
few get to cross the finish line, and take home the winning prize. 
 
 
               
 
 
               
 


