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My Background
• Pediatrics – Israel
• Pediatric Nephrology – Stanford
• Medical device innovation fellowship 
• Founded the following companies:

� Neoguide Systems
� Vascular Pathways
� Thermocure
� Zipline Medical
� Radguard Medical
� VasoStich 



• Started with a small piece of paper
with 64 ideas

• One of them was a new colonoscope
� After failing to complete two colonoscopies
� Identified a need  



• Neoguide was 
started to solve the 
issue of “looping” in 
colonoscopy





• Met with head of the innovation program 
at Stanford

• Filed first patent
• Introduced to other co-founders
• Studied the competition, marketing, and 

clinical needs





Lessons Learned

• There are no “crazy” ideas
• Document and witness each idea
• Find the right mentor
• Look for help – No one is born with all the 

necessary knowledge 
• Believe in what you are doing
• Don’t underestimate the importance of 

LUCK



Built a very simple proof of concept

Motor

Gimble

Spool

Spine



• Wrote a business and financial plan
• Looked for leads in the VC community
• Started fundraising

• Raised $3.5M – Round A



Lessons Learned

• Be aware of and acknowledge your weaknesses –
everybody will identify them
� Lack of experience
� Lack of knowledge

• Get knowledgeable/experienced people involved
(adds critically important credibility) 

• Be fluent in what you present (even if it is a new 
language to you…)

• Don’t be afraid to negotiate
• Try to maintain control of the company



• Fundraising:
� Practice
� Practice
� Practice

• You only have one chance with a single VC
• VCs have short attention span – make the 

presentation interesting and interactive

Lessons Learned – Cont.



• Chose a President and started building a 
team

• Served as Chairman of the Board and CMO 
(consultant)

• Found my strengths within the Company
� Medical knowledge
� Building and managing the SAB 
� Generating Patents and new ideas
� Expanding technology applications 

• Continued to file patents
• Started new start-ups



Lessons Learned
• Team: 

� The most important asset
� Make sure you hire the right people:

� Take interviews very seriously
� Conduct thorough Reference checks

� It is hard to hire, but harder to fire

• There is a price for spreading yourself
too thin



First prototype



Second prototype



• Started fundraising for series B – 12/02
• Met with 65 VCs – all said “No”
• Company hibernated
• Let everybody go
• 3 month later - $15M round



Lessons Learned

• Never give up – as long as you believe 
in the project

• Be creative:
� Don’t be afraid to hear “No”
� People are willing to help when it is least 

expected
� A little bit of “Chutzpah” helps



Since then…

• Grew Company from 2 employees in 11/03 to 50 
employees 30 months later

• Identified technology's strength for surgery 
(NOTES)

• First human colonoscopy study (100% success) 
– 9/05

• Received FDA clearance 2006
• Series C- $25 - 2006
• Second FDA clearance in 2007



NeoGuide Endoscopy 
System: How It Works

External Position Sensor
Disposable device

Constantly measures tip depth

Tip Position Sensor
Constantly measures tip position

3D Colon Map
Generated as 

scope advances

Colonoscope
Multiple articulating segments 

controlled by system

Console
Uses map to control segments

Motors drive segments



NeoGuide Endoscopy System



NOTES
(Natural orifice transluminal endoscopic surgery)

• Meanwhile- NOTES gained momentum
• Presented the technology’s ability to 

maneuver in free space at SAGES 4/07



NOTES 



NOTES

• High interest from MDs and industry
• Refocused on NOTES 12/07

• Company was sold to Intuitive Surgical on 
April 2009



Conclusions 

• With the right team you can get very far and 
achieve very aggressive goals

• Learn as much as you can from experts
• Find the right time to hand over control
• Define your role for the future
• Know your technology well and listen to market 

needs

Be willing to respond to those needs and even 
change direction- for a better outcome. 



NOTES



Vascular Pathways

• I.V. start is a very basic but important 
procedure (to enable fluid and medications 
delivery)

• High failure rate (30-40% failure in first 
attempt)

• Everybody uses the same technology
• Guidewires are used in big vessels 

(central lines)



Vascular Pathways

• Vascular Pathways developed a proprietary 
catheter that uses a guidewire and automatic 
retraction mechanism of the guidewire

• Two small steps that made a huge difference
• The company filed several patents to cover the 

technology in other procedures/applications. (not 
a single product but a real platform)









The Capsule Story
• Try to predict the future needs based on 

the current technology weakness
• When Given Imaging developed an 

esophageal capsule they dealt with 
difficulties:
– Speed of descent
– Inability to take a second look
– Inability to deliver therapy



The Capsule Story



The Capsule Story
• Approached Given – no interest at first
• After 30 months decided not so filed 

national stage (kept US only)
• Followed the space and at the right time 

approach Given aging- high interest.
• Filed a wide new provisional to increase 

value

• Sold the patent





In the face of prior art
Therapeutic hypothermia

• Is the prior art really blocking?
• Do I have advantage over the prior art?
• Remember the 18 month until publication 

(repeat searches)
• Is there a better way to achieve the goal 

despite prior art?
• If not- know to kill your own projects



In the face of prior art
Therapeutic hypothermia

• Therapeutic Hypothermia for stroke, MI, 
sepsis etc…

• Lowering metabolism and oxygen 
consumption

• IV catheters – in hospital
• With long average transport time- pre 

hospital cooling can extend golden hour



In the face of prior art
Therapeutic hypothermia

• Use the huge lung surface area deliver 
cold gas

• Prior art using fluorocarbons 



In the face of prior art
Therapeutic hypothermia

• Frozen mist offers the double advantage 
of evaporation and phase change



In the face of prior art
Therapeutic hypothermia



Priorities

• Always remember your priorities
• Entrepreneurship is addictive
• Leave enough time for what is most 

important to you


