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Definition: 

HealthTech Entrepreneur: “One who organizes, manages, and 
assumes the risks of a business or enterprise in which engineering and 

medicine overlap” Page - 2 



HealthTech Entrepreneurs Face Unique Challenges…  
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Challenge HealthTech 

Regulatory 
Pathway 

Which pathway to show 
“innovation” is safe and 

equivalent? 
Objective standards 

Culture No mistakes or changes Give it a try 

Funding 
Requirements $10Ms to $100Ms 

 
$100Ks to single digit $Ms 

 

Buying 
Dynamics 

Who makes the decision 
and how is it made in this 

institution? 
User is the buyer 

Reimbursement 
Complexity 

Who pays how much for 
what and who benefits? User pays what it is worth  

Most Industries 



1998 

CIMIT Founders 

2000 2002 2004 2006 2008 2010 

A Center at  
VA Boston 

Boston Members 

CIMIT: Consortia for Improving Medicine with Innovation 
and Technology 

NHLBI 
NIBIB 

National Affiliates 
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2012 2014 2016 

International 
Affiliates 

(DoD) 
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by: 
Facilitating collaboration 

among:  
Clinicians, technologists, 

entrepreneurs & Co’s 
in: 

Creating novel “HealthTech” 
products, services and enabled 

procedures 
to: 

CIMIT’s Mission: 
Accelerate the healthcare 

innovation cycle 

Improve patient care 
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The Healthcare Innovation Cycle: 

Actual 
Standard 
of Care 

Challenges & 
Opportunities 

Proof of 
Principle 

Proof of 
Value 

Products, 
Services & 
Procedures 

Best 
Practices 

Impact  

Insight 
& Ideas  

Import Improve 

Implement 

Introduce 

Enabling 
Technologies 

Invent 

Innovation:  
The process by which an 

unmet need is addressed by 
stimulating and then 

translating ideas and/or 
technologies into 

sustainable products or 
services. 

Inform 
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What Often Really Happens …  

Too Busy 

Missing 
Skills 

Not 
Invented 

Here,  
Never 
Knew 

No 
Appreciation 

Regulatory “Wall”, 
Published & Lost IP, 

No IP “FTO” 

Too 
Expensive 

Resistance 
to Change 

The Narrow 
“Expert” 

Need:  
Find, Fund and 
Facilitate multi-

disciplinary teams in 
navigating the complex 
healthcare innovation 

journey  

Lack of Awareness 

Actual 
Standard 
of Care 

Challenges & 
Opportunities 

Proof of 
Concept 

Proof of 
Value 

Products, 
Services & 
Procedures 

Best 
Practices 

Enabling 
Technologies 

Page - 7 

Too Good, 
Too Special 



 Site Miners 
 Program Leaders 
 CIMIT Forums 
 Conferences 
 Courses 
 Request for 

Proposals 
 Needs Solicitations 
 Growing profile 

Find 
CIMIT Process: 
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 Experienced  
entrepreneurs from  
network 

 Find collaborators & refine 
proposals 

 Anticipate and address 
issues (e.g. regulatory, IP 
compliance, etc.) 

 Create options and plans 
for funding & 
commercialization 

 CRAASH Course 

Facilitate 

 Innovation Grants  
 Accelerator Awards 
 Adoption & Diffusion 

Awards 
 Prizes 
 Young Clinician Awards 

Fund 



CIMIT Accelerator Exec’s: Asked for Lessons Learned from 
>250 Years of HealthTech Entrepreneurial Experience 
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 Dempsey: Founder & CEO – Radianse, Caduceus Wireless & Secora.Care 
 Evans: CEO – Targeted Cell Therapies & Growth Analytics 
 Filerman: Founder – Cold Spring Diagnostics 
 Hansen: Founder – PNP Research Corporation and four others 
 Krull: Founder – Breakaway Imaging & VTI 
 Loose: Founder – Semprus BioSciences and Frequency Therapeutics 
 Magnin: Founder & CEO – LightLab Imaging & Novelis 
 Muller: Founder & CEO – InfraRedx 
 Tessier: Founder – Radianse; Founder & CEO – Technology Innovators 
 Tolkoff: Founder & CEO – Seedling Enterprises & ACT Medical 
 Weinstein: Founder – Hologic, Assurance Medical & VueSonix 



#1: Focus on important unmet needs and who pays  
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The solution (the product) needs to be compelling 
both from a customer and competitive perspective 
(needs to have a sustainable competitive advantage). 

The product and business model need to fit into the 
healthcare ecosystem—reimbursement, workflow, vested 
interests, and distribution channel all pay a large roll. 

The key is that the product needs to fulfill 
an unmet need with a compelling solution 
that fits into the healthcare ecosystem. 

Fully understand your 
economic buyer. 
Who will pay and why? 

It’s clinical need, and 
not the niftiness of the 
solution, that counts. 

It's better to have a modest 
solution for a major need than a 
major solution for a modest need. 



What is the #1 reason new ventures fail …? 
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? #1 No Market Need                                      42% 

Top 20 Reasons Startups Fail  
(Based on an Analysis of 101 Start-up Post-
Mortems) 
 



#2: Listen, listen, & listen to stakeholders, and then listen 
again … (don’t just talk)  
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You need to prove it by objectively querying all of 
the stakeholders and proving that there is a need 
and that somebody is ready to pay for a solution. 

Customer is always right  
(even when wrong)—talk to him. 

Make sure you understand 
why customers will NOT buy. 

Understand the 
risks you will need 
to manage. 

Make certain that you are 
solving a real problem and 
don’t take your own word for it. 



“Group think” can lead to missing important perspectives 
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#3: Practice (informed) “irrational persistence” 
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Be prepared to take turns that you 
didn’t expect. It takes unbounded 
commitment and energy to prevail. 

Be prepared to pivot based on 
customer and buyer feedback 

Building a company is a 
long race, not a sprint. 

Developing a successful business 
is a journey. Be prepared for 
plenty of ups and downs. 

Failure is more instructive than success. 
Many have the head and 
heart for start-ups, not all 
have the stomach. 



Be prepared for the ecstasy and despair of HealthTech 
Innovation   
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#4: Be paranoid, explore what will “kill” your business 
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Spend time designing a real “killer” experiment. Define the most creative, 
quickest, and least expensive way to confirm that what you want to do 
works as advertised or kill the project early. You must convince yourself 
before you will be able to convince a potential investor. 

A worthwhile project requires: 
a) a real medical problem and  
b) the right solution.    
Without those two the project will struggle, 
and more importantly, is not worth doing. 
 

The “killer” experiments should be 
both technical AND economic. 
Evaluate your solutions as early 
and inexpensively as possible. 

Establish clinical utility with 
outcomes data before ramping 
up commercialization activities. 

Keep your burn rate low. Assume unexpected 
problems will occur and ensure you have 
funding to solve them. Your company will fail 
when you do not have sufficient funding to 
solve the last problem encountered. 



#5: Surround yourself with a team of great people and 
nurture a strong culture 
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Higher overqualified people for each position as you grow in 
the start-up phase because you will need to have capacity 
and creativity in reserve when unexpected problems arise.  

In real estate it’s location, location, 
location. In start-ups it’s management, 
management, management. 

Great CEO’s use their resources well, 
communicate well, and delegate. 

Hire the right people and 
trust them. 

Grate projects get done by 
great teams. 

Culture eats strategy for breakfast; 
create the right team culture. 

Culture matters. 

Looks matter—get 
design help. 



#6: Network and seek out objective advice 
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It’s too easy to get lulled into believing your 
own story. You want a group of experts 
around you who will challenge your thinking. 

Assemble a group of advisors early 
on representing various disciplines. 

A strong board is a strategic 
advantage to a start-up. 

Network to find and 
engage the thought 
leaders in the community. 

“Give” to as well 
as “get” from the 
ecosystem. 

Experienced mentoring (e.g. ‘gray 
hair') greatly accelerates time to 
market. 



#7: Engage investors in the “story” 
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As you start to develop your plan, 
recognize that investors don’t invest in 
great ideas. They invest to make money. 
Show them how they are going to make 
money. 

Recognize that in general trust must 
be established between the 
entrepreneur and the investor before 
the investor parts with their money. 
You need to be totally honest and 
frank with potential investor. 

Investors are investing in your commitment 
to “the story” as much as the story itself. 

A lot of time and money goes into 
projects that are doomed to fail… 
listen to investors 

Transparency is valuable. 



Summary: Lessons Learned for HealthTech Entrepreneurs 

#1: Focus on important unmet needs and who pays  
#2: Listen, listen & listen to stakeholders … and then listen again 

(don’t just talk) 
#3: Practice (informed) “irrational persistence” 
#4: Be paranoid … explore what will “kill” your business 
#5: Surround yourself with a team of great people and nurture a 

strong culture 
#6: Network and seek out objective advice 
#7: Engage investors in the “story” 
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