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About HydroCision Inc.: 

HydroCision is the leading developer, 

manufacturer, and marketer of fluidjet 

based surgical tools for the spine 

market. Incorporated in 1994, Hydro-

Cision's proprietary fluidjet technology 

is the basis of a new surgical modality 

leveraging compelling features and 

offering application versatility. The 

company is currently developing a 

broad range of fluidjet-based products 

to meet the needs of spine specialists. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Donnelly, would you 

tell us about HydroCision? 

Mr. Donnelly: HydroCision is a medi-

cal device technology company. Our 

main focus today is the spine field. 

Within the spine market we have two 

primary product lines. One is to pre-

pare discs for spinal fusion and the 

second is to relieve nerve pressure 

caused by herniated discs by entering 

the disc minimally invasively to do a 

disc decompression procedure. We 

use miniaturized, sterile, high-

pressure, disposable water jets for 

both applications.   

CEOCFO: How do your techniques 

compare to others that may be in use 

or under consideration currently? 

Mr. Donnelly: Yes, there are several 

devices that have been on the market 

over the years in particular for disc 

decompression. Spine physicians 

have used lasers, RF energy and me-

chanical devices without very good 

results. The SpineJet is differentiated 

because it has been shown clinically 

to be able to remove a quantifiable 

amount of disc nucleus which is 

needed in order to decompress the 

nerve which is the primary cause of 

back and leg pain. Technologies like 

lasers and RF energy really do not 

remove tissue they heat it and can 

create collateral damage to tissue. 

Some of the other mechanical de-

vices just do not effectively remove 

as much as ours does. Our technol-

ogy removes a little under three 

grams in three minutes which is the 

length of the procedure time once the 

device has been inserted and turned 

on. Additionally water-jets are non-

thermal meaning they preserve adja-

cent cells.  

 

CEOCFO: What does your device do 

that is unique and why is it safe? 

Mr. Donnelly: Is it a high-pressure 

water-jet system which can cut and 

evacuate tissue simultaneously. The 

system creates its own water jet that 

is traveling at 600 miles an hour. The 

water movement creates its own natu-

ral suction which allows tissue being 

cut by the jet to be evacuated instan-

taneously as it is cut. They system 

can be deployed down a tiny 4 mm 

opening which allows the patient to 

leave an out-patient center the same 

day with no more than a band-aid on 

their back. Patient recovery time for 

this type of procedure is about one 

week versus 4-6 weeks with conven-

tional surgery.   

 

CEOCFO: Is the system in use to-

day? 

Mr. Donnelly: The system is in use 

today on a worldwide basis. We have 

been on the market with a CE Mark 

and FDA approval for approximately 

12 years. Prior to adaptation of the 

technology for the spine field, the 

company licensed an application for 

the wound care market to Smith and 

Nephew. Since then we have been 

focusing mainly in the minimally inva-

sive spine market.  

 

CEOCFO: What is the competitive 

landscape and why should surgeons 

use HydroCision? 

Mr. Donnelly: On the fusion disc 

preparation side of our business we 

compete mainly against manual in-

strumentation which is rapidly becom-

ing obsolete as the surgical ap-

proaches are increasingly becoming 

minimally invasive and in need of 

customized instrumentation that can 

work down very small openings. On 

the disc decompression side we have 

demonstrated our technology can re-

move the required tissue necessary to 

truly decompress nerves that create 

leg and back pain. Categorically, our 

technology has demonstrated evi-

denced-based medico-economic val-

ue to surgeons, hospitals, and payors.  

 

CEOCFO: How do you reach sur-

geons and get them to choose your 

system? 
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Mr. Donnelly: We have several di-

rect sales people in the US and we 

have a network of independent dis-

tributors that we use in the US and 

internationally as well. .  

 

CEOCFO: What are the challenges to 

getting your system used? 

Mr. Donnelly: I think the challenges 

we face are very similar to those any 

other medical device company faces 

when attempting to gain adoption of a 

new system in the US market. Health-

care systems view of the world today 

is often that less is better than more 

which is driven by increasing proce-

dure costs and restrictive reimburse-

ment practices from insurance pay-

ors. In order to win adoption, it is in-

cumbent on the manufacturer to es-

tablish not only the clinical benefits 

associated with a new technology but 

also the value it provides.   

 

CEOCFO: What attracted you initially 

to HydroCision and how has the com-

pany changed under your leadership? 

Mr. Donnelly: I have been on board 

at HydroCision for about 2.5 years 

now. What was attractive here was 

that I thought the technology had the 

ability to be extremely successful not 

only in the US but in the international 

spine markets. I saw it as an opportu-

nity to make sure that the technology 

was properly focused in areas that 

provided both the clinical side of the 

equation and the economical side of 

the equation.  

 

CEOCFO: How is business? 

Mr. Donnelly: Business is good so 

far. We finished up a very good 2012 

and 2013 even though it is only one 

month in, we started off with a record 

month. So far so good. One of the 

programs we have put in place this 

year from the clinical point of view is 

a study that we just published a few 

months ago. Now we are working on a 

few more economic studies to show 

how our disc decompression technol-

ogy not only provides a significant 

clinical outcome for physicians and 

their patients but also significant eco-

nomic value for third party payers.  

 

CEOCFO: Are you trying to reach 

patients? 

Mr. Donnelly: We do try to reach and 

educate patients. Our research indi-

cates there are millions of key word 

searches done on a monthly basis for 

back-related key word terms such as 

“back-pain.” So certainly folks out 

there are looking for solutions and 

ways to avoid surgery and ways to 

treat their back pain. In 2012, we 

launched a website called washaway-

backpain.com. This website has been 

designed to educate patients not only 

about our technology, but also to pro-

vide broad education about back pain 

and its causes. We think it is impor-

tant to responsibly educate patients 

about our technology and its indica-

tions in order to allow them to make 

an informed decision as to whether 

the procedure is right for them or not. 

There is a physician locator on the 

site that is zip code driven to allow 

patients to find trained physicians in 

their area.  

 

CEOCFO: Would you tell us about 

the market opportunity? 

Mr. Donnelly: It is very significant in 

the US and worldwide. If you look at 

the general market for back pain, it is 

incredibly large. In the US, annual 

spending is over $34 billion for back 

related problems which includes over 

$4 billion in out-of-pocket spending. 

HydroCision is focused a bit more 

narrowly on the surgical, fusion disc 

preparation market as well as the 

minimally invasive herniated disc 

market which we peg at about a bil-

lion in world-wide revenue potential 

combined.  

 

CEOCFO: Are there countries where 

you would like to have a greater pres-

ence or where you are planning to 

enter? 

Mr. Donnelly: We are working with 

the Chinese government to get Chi-

nese regulatory approval. We are also 

working on developing several other 

markets in Asia, Europe, and South 

America.  

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to HydroCision? 

Mr. Donnelly: I think we are a com-

pany that is doing what is needed to 

succeed in healthcare these days. We 

have a tremendous technology that 

has platform applications in and out-

side of the spine market which in and 

of itself represents a very large mar-

ket opportunity. Within spine we are 

meeting the needs of an evolving 

minimally invasive surgery market 

and are focused squarely on estab-

lishing the medico-economic proof 

sources that we believe are necessary 

to establish and penetrate the market 

successfully.   

 

CEOCFO: Would you give us some 

final thoughts on HydroCision? 

Mr. Donnelly: It has been an exciting 

2.5 to three years here and 2013 is 

looking incredible for us. I am happy 

to be part of this organization. 

 

 

 

 

 

“HydroCision is a medical de-

vice technology company. 

Our main focus today is the 

spine field. Within the spine 

market we have two primary 

product lines. One is to pre-

pare discs for spinal fusion 

and the second is to relieve 

nerve pressure caused by 

herniated discs by entering 

the disc minimally invasively 

to do a disc decompression 

procedure. We use miniatur-

ized, sterile, high-pressure, 

disposable water jets for both 

applications.” 

                    - Howard Donnelly 


