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Rubicon Medical Corp.
Rubicon develops and markets embolic protection devices,
which are used to ensure safety during artery stenting and
other medical procedures.

Founded: 1996
Public (OTC BB: RMDC.OB), market cap: $50.1 million;
working capital: $427,000
Headcount: 30

2064 West Alexander
Salt Lake City, Utah 84119
Ph. 801.886.9000
Fax 801.886.9004
www.rubiconmed.com

Key location decision-maker
Richard J. Linder, President & CEO
rlinder@rubiconmed.com

CURRENT CRITICAL NEEDS
Rubicon plans to market and distribute its flagship filter in
Germany and in Italy in the second half of 2004 after passing
CE Mark trials in those counties. It will then market in other
European countries as well as in key Asian markets. The
European sales rollout will likely consist of direct selling
efforts, distribution partnerships or “a hybrid of both.”

CRITICAL EXPANSION FACTORS
Italy and Germany have a talented and extensive base of
physicians that could appreciate the merits of the company’s
product, as well as smooth regulatory approval processes.
Other attractive markets are France, Switzerland, and Austria
as well as certain parts of Asia.

COMPLEMENTARY INDUSTRIES
Cardiovascular surgery, medical devices

GROWTH METRICS
In the past year the company grew from eight employees
to 30. In December it announced plans to move into a
31,500 square-foot headquarters, more than double its
previous space and containing nearly five times as much
clean-room space.

I N N O V A T I O N W O R L D  M A P P I N G

U.S. FACILITIES
Salt Lake City, Utah: corporate
headquarters, 30 scientific and
management staff

PROFESSIONAL SERVICES
Legal: Parsons, Behle & Latimer
Accounting: Tanner & Co.

OTHER KEY EXECUTIVES
Linda D’Abate, VP Clinical &
Regulatory Affairs
Daryl Edmiston, VP R&D
Ron Watkins, VP Operations
Brian Woolf, Controller & CFO

PARTNERS
Boston Scientific Corporation, Center
of Cardiology and Vascular
Intervention (Germany), negotiating
with undisclosed distributors
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Cardiovascular technologies, such as artery stenting,
have advanced greatly over the past 10 years. In a stenting
procedure a surgeon inserts a small wire mesh tube (stent)
inside a partially blocked blood vessel and props it open to
improve blood flow.

An important part of this procedure involves “embolic
protection,” or minimizing the risk of dislodging inner
vascular plaque (emboli) particles, which can cause problems
if they flow downstream to the brain or heart.

Salt Lake City, Utah-based Rubicon Medical develops
and markets embolic protection devices. During a stenting
procedure, the company’s flagship Rubicon Filter is positioned
downstream from a blockage in order to capture dislodged
embolic material. When the procedure is complete, it folds
up like an umbrella and is removed from the body.

Other embolic protection devices use a catheter to
remove these particles, attached to a guidewire that navigates
the device, however this structure makes it more obtrusive
and harder to maneuver. The Rubicon Filter, by comparison,
is the smallest embolic device in existence—a design that is
emblematic of a company that must survive on its products’
merit rather than on its marketing heft.

“Our feeling was that in order to be successful in this
market, you had to have the ultimate device. Otherwise,
you would be playing games with your marketing prowess
and we wouldn’t be able to compete because we simply
don’t have the marketing and sales juggernaut and
distribution channels that [some] larger companies have,”
said President and CEO Richard Linder.

The company has relatively low revenues and cash on
hand, which has been partially alleviated by a recent $15
million investment from Boston Scientific Corporation––
the second major vote of confidence by an industry stalwart
in the past 18 months. In 2002, the Rubicon filter was given
a mark of approval by famed interventional cardiologist and
leading authority on embolic protection Ebberhard Grube,
M.D., who said, “it has the potential to become the leading
choice among embolic filter devices,” and made optimistic
statements about the size of its potential market.

Rubicon Medical Corp.
The Rubicon Filter is currently undergoing two parallel

CE Mark clinical studies in Italy and in Germany, and the
company anticipates it will be approved during the second
quarter of 2004, at which point it plans to market and
distribute the product in those two key European markets.
Linder explained that Italy and Germany have a talented
and extensive base of physicians that will appreciate the
merits of the device, as well as smooth regulatory approval
processes, compared with other European countries. It also
plans to market in other E.U. countries, such as France,
Switzerland, and Austria, and seek approval in Asian markets.

As a public company, Rubicon can’t disclose specific
market penetration plans, but Linder explained that the
European sales rollout will likely consist of direct selling
efforts, distribution partnerships, which it is currently
shopping for, or “a hybrid of both,” led by the company’s
director of international sales. In the case of a direct physical
presence, Linder explained that it would require sales and
operational personnel.

“We would likely have to build additional personnel
from a management perspective and staff our director of
international sales to support European sales efforts through
training and in-service of distributors and sales reps, and to
monitor key accounts in partnership with distributors,” said
Linder. “So there still will be activities wherein we’ll need to
staff FTEs [full-time employees].”

Linder added that the company has already invested in
putting people on the ground to understand those markets
and could benefit from market information that specifically
addresses the demand for effective embolic protection
technologies, such as the total number of procedures that
are performed in a country or region every year and the
current technologies used.

“We see reports all the time for coronary artery
stenting, for example, but we don’t see reports that are
broken down, specifically mentioning embolic or distill
protection,” said Linder.

There is a great deal of room for growth in these
markets. The company sees the worldwide market for
embolic filters at about $1 billion and Linder envisions a
growing number of indications for embolic protection such
as renal artery stenting, vein grafts in bypass grafting, and
acute myocardial infarctions.

“What we’ll do is take the largest indications that
have the largest financial impact and largest clinical impact
and we’ll select those first,” he said. “Then it’s kind of a
de-escalating scale where we will one by one go down to
the next.”
—Michael Boland

Linder added that Rubicon has
already invested in putting people on
the ground to understand those
markets and could benefit from
market information that specifically
addresses the demand for effective
embolic protection technologies.


