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CEOCFO: Mr. Rizk, what is the basic concept at ReFlow Medical?
Mr. Rizk: At ReFlow, what we address unmet needs for physicians, with simple and cost-effective solutions. We are in the 
cardiovascular space addressing chronic total occlusions. Our product portfolio allows physicians to treat their patients 
using simple, unique, and cost effective solutions. 

CEOCFO: Don’t most companies look for simple and cost effective or has that not been a concern in the past as 
much as it is today?
Mr. Rizk: I think historically it has not necessarily been a concern for companies. What ends up happening is that the 
doctors are always looking for solutions, and engineers begin “over-engineering” because it is just what they are used to 
doing. It has never been an issue in the past because the financials were always there and everyone made enough 
money. That also put a strain on our healthcare system. If you look at where we are going and the future of healthcare, it 
is about being able to provide effective solutions without all the unnecessary “added” features. Pricing and overall costs 
have seen a lot of pressure and we see this trend continuing. Whatever solution you are working on in the med device 
space, you must consider overall cost/benefit more than ever before. 

CEOCFO: It is a big field. How did you narrow down what to tackle?
Mr. Rizk: We constantly evaluate many areas and unmet needs in the medical space. We try to find where things can be 
done better, easier, faster, and more effectively for the patient. We have access to many physicians and spend time in 
various labs observing and learning from them on whatever procedure they may be doing that day. We found ourselves in 
the peripheral space (Arteries/Veins everywhere but the brain and the heart). We developed our products accordingly. We 
now find ourselves venturing into the heart and adapting our current portfolio for the needs there. We will always continue 
to grow and evaluate other areas. 

CEOCFO: What have you figured out today? What is the product?
Mr. Rizk: Right now, we have two main products. One of the products is called the Wingman Catheter that is a CTO 
device that you use for crossing total occlusions in the legs and in the heart. Total occlusions are complete blockages in 
your arteries, which if they can cross them then they can treat them all without surgery. The key here for us is what we 
have identified is that the current products that are available today are very expensive products that have marginal utility 
and are rarely getting used because their price point really prices them out of the market. These products are not the 
highlight reel in the case, but they are what get the physician to perform the stent implant, angioplasty, or atherectomy 
procedure. The Wingman was the first catheter, and it has an expendable tip at the end of it that lets you go in and core 
your way through the occlusion, creating a channel and allowing for a guidewire through. The physician does all this 
manually, and there is no extra equipment or electronics. We have gone back to the basics and what the physicians do 
well, which is use their hands and use their guide wire of choice. That is how we intended it to be in the original design, 
and in working closely with our physicians we got all the feedback that we needed in order to develop a product where in 
their hands they have the capability to do what they do best. That is the first product, and the second one is called the 
speX catheter, which is a shapeable catheter. Many people have used shapeable catheters, and I do not believe that is 
the unique aspect of it. The unique aspect for us and what the physicians are seeing is that they are able to shape it 
themselves at the time of the procedure before they put it inside the anatomy. They can shape it based on the anatomy, 
and that is probably the more unique aspect of it. Everything was designed to work together – the speX and Wingman 
catheters all work together, and they give them a lot of utility in various cases. That is the highlight for a lot of physicians 
when they look at the portfolio. It really works well and relieves them of about two or three other products they currently 
have on their shelf that they will not need at this point because of these two products.
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CEOCFO: Have physicians been looking for a better method in these areas or is it more that they will be pleased 
to know it exists?
Mr. Rizk: I think it is twofold here. CTOs are one of the last frontiers in cardiovascular treatment. A good percentage of 
the patients do not get treated because the physician cannot cross the legion. Those patients will go to surgery. What our 
product line will help them to do is treat more patients, save them time and money, and give patients a choice before 
going to surgery or even having no treatment at all. This is not a nice to have, this is a need to have with respect to unmet 
needs out there today. I think that they are all extremely excited to get their hands on the product lines as we slowly start 
to roll them out here in the US. 

CEOCFO: What is your rollout and marketing strategy?
Mr. Rizk: We are a small company and the space today is ever changing as you can probably see by a lot of the 
consolidation going on. Most sales forces consist of 100+ people to 200 people in the coronary, and ideally for us our 
current strategy is to implore two to three and up to five sales reps here in the US, go to some key accounts, really 
validate the technology, and validate it in the hands of various physicians. After that, we will decide what the best route is, 
whether it is to finance the company into a large sales organization or collaborate up with the right company that is out 
there that this product will fit perfectly in their bag. We have already taken steps outside the US by partnering with larger 
entities that have the footprint and sales force to mass market the devices. 

CEOCFO: What is the key to getting attention?
Mr. Rizk: Our strategy has really been that we go at it two ways. We go to the everyday users in certain hospital settings 
and literally just work hand in hand with them as we provide them a solution that is going to save them time and money. 
The other side of the business is that there are many conferences out there, many podium presentations, and many data 
driven studies. Doctors like data, so we work very closely with our current physicians on our advisory board to build up a 
data pool to show the savings in both cost and time that our products are providing. As you can imagine, when you are in 
our business you do a lot of training sessions. You get a lot of different physicians involved, and you train them on the 
new designs and aspects of your device. That being said, if it’s overly complicated and if it is going to be cost prohibitive, 
or if it is something that is only marginally better, than it becomes a lot tougher. I probably would not be doing this if that 
were the case for us. I think we have an advantage here, and we have a product line that we look at as rapid, routine and 
off the shelf that will get the utilization that it deserves. 

CEOCFO: What is the market potential?
Mr. Rizk: In the US today, there are about 500,000 cases both in the coronary and the peripheral that will get a product 
line of our nature. The interesting part is we compete two ways. One is on various expensive high-end products that get 
marginal use, and today those products occupy probably about a $100 million market on the peripheral side, which is the 
legs. On the coronary side, it is probably even a little less than that. However, the guide wires and support catheters today 
are probably getting a bulk of that utility, which is where we will end up playing between those and the current higher 
priced items. You are somewhere in the nature of about a $300 million to $400 million market. 

CEOCFO: Do you have you manufacturing in place or will that develop as you move forward?
Mr. Rizk: We have in-house manufacturing, and when we started the business we were working with an OEM. We made 
a conscious decision to come and bring that in house to have the quality control. As we continue to innovate and design 
new products, we will roll them into our current manufacturing. Amazingly enough, for a company of our size, we are very 
vertically integrated.

CEOCFO: What is next for Reflow?
Mr. Rizk: We will continue to take this company to the next phases in growth, and I think that a lot of that comes in 
innovation, which is our background, and in sales and marketing. This is a very interesting space, so you have to make a 
bold decision to decide that you are going to grow the company slowly and maybe not historically. I think a lot of things 
that happen, especially in med device, you go to the venture company and raise $100 million and you are going to try to 
become this large company, which takes about 20 years to do. The reality is you could not warrant it back then because 
the product line just was not going to get to that point. We are trying to do something a little more slow and methodical, 
build it like you would do any family-run business and add on the people as we need them to continue to support the 

“Everything was designed to work together – the speX and Wingman catheters all work together, and they give them a lot 
of utility in various cases. That is the highlight for a lot of physicians when they look at the portfolio. It really works well 
and relieves them of about two or three other products they currently have on their shelf . . . .” - Isa Rizk
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business and the growth and continue to innovate at the same time and not forget that there are still many unmet needs in 
our current medical device space. 

CEOCFO: Are there plans for an international part?
Mr. Rizk: This is very interesting, because I think it is something that is showing where the dynamics of the health care 
industry are going. We are a company that started in San Clemente, California, and the first distribution deal we made 
was with the largest Medical Device company in China. That will be the largest market for us as we grow. The company 
we made the deal with is a very large corporate company based in the China market only. From that, we have gone on 
now and next will be Japan and the US. If we look at the three countries that we will focus on as far as our technology it 
will be US, Japan and China, and they are also the three largest markets. We have had European approval here for quite 
a while, but the European market is a tough market and it is very tough to justify product innovation and launches with the 
price points being where they are, even in Europe, and the distribution models that are currently in place. We see that in 
the long term hopefully changing, but that is not an area of focus for us at this time. We are really more focused on the big 
three, which we consider China, US and Japan. 

CEOCFO: Do you need approvals or do you have the approvals you need in China?
Mr. Rizk: We are actually very close to having that approval, so that will happen in this year. Japan is a little longer term, 
but we are in process there as well. In the US, we will already have the approvals. 

CEOCFO: Is the company you are working with there on early agreement because they are so excited or because 
they pick up most everything?
Mr. Rizk: The case was that company in particular is the excitement around the product line. This was not an overnight 
deal for either company, and there was a lot of back and forth. I think the reality of the matter for us was we were very 
early when we started talking, and they approached us. It came down to the fact that they liked us because of our 
innovation and ability to execute, and it is something in the US in general that we are known for. They are able to leverage 
that and then leverage their ability in China to have a huge salesforce and organization that can support that country with 
innovative product lines. When they looked at the unique aspect and nature of what we were offering, there was a pretty 
good synergy there. 

CEOCFO: Did your concept change much?
Mr. Rizk: Products always evolve, and they evolve based on clinical experience. I think you start with an idea and a 
concept, and it evolves as you get into the clinic. I think the fundamental design and the unique aspect of it has not shifted 
at all, but I think the breadth of what we are offering and the different sizes and ranges of the speX catheter being 
included in the portfolio – all that is just based off of a lot of clinical experience and feedback as you grow. 

CEOCFO: Put it all together for our readers. Why look at ReFlow Medical?
Mr. Rizk: I think that ReFlow is a great sign of the future. I think that if you look at what we are doing and have done with 
fairly limited capital it shows the potential of the start-up world. We are one of those friends and family-backed angel-
invested companies that is looking at disrupting the health care industry by innovating through ideas that are not so over-
engineered, but at the same time provide the effectiveness that physicians have been looking for. If you look at where 
health care is going, we saw it three years ago when the company was started.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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