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BIO: 

Lindsay L. Carter- currently the Presi-

dent of Rex Medical, joined the com-

pany as Vice President of Sales and 

Marketing in January, 2001. Mr. 

Carter has over 20 years of experi-

ence in the medical device industry 

with Boston Scientific Corporation 

(Medi-tech Division). Mr. Carter held 

numerous Sales, Product Manage-

ment, and Marketing Management 

positions with Boston Scientific. Prior 

to joining Boston Scientific, Mr. Carter 

held several Sales, Sales Manage-

ment, and National Account Man-

agement positions with consumer 

products leader, Black & Decker Cor-

poration (U.S. Power Tools Division). 

Mr. Carter received his M.B.A. from 

San Diego State University and B.S. 

from the University of California at 

San Diego. 

 

About Rex Medical, L.P.: 

Rex Medical specializes in the devel-

opment, manufacturing and marketing 

of innovative, minimally invasive 

medical devices targeted towards the 

cardiovascular, venous access, endo-

surgery and oncology markets to ad-

dress unmet clinical needs and de-

liver high quality of care to the patient 

population. Rex Medical is ISO 13485 

certified. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Carter, what is Rex 

Medical? 

Mr. Carter: Rex Medical is a mini-

mally invasive medical device de-

signer, developer, manufacturer and 

marketer. We deliver finished goods 

with regulatory approval to industry 

partners that can properly penetrate 

the marketplace and to end users for 

the applications in which they were 

designed. We perform the design and 

development responsibilities in house 

and work with contract manufacturers 

to provide the finished product based 

upon their expertise in a given area.  

 

CEOCFO: Is it typical to focus on a 

wide variety of devices in many mar-

ket segments (indications, disease 

states, and specialties), or is it more 

common for a company to just focus 

on one product? 

Mr. Carter: I think you are referring to 

startups, the startup mentality. Most 

startups and small companies are 

focusing on one technology. What 

truly differentiates Rex Medical is that 

we have several platforms in different 

disease states, product applications 

and market segments. We have a 

unique philosophy and approach to 

business.   

 

CEOCFO: Does it make it easier 

when you are approaching a hospital 

or a buyer that you have the variety of 

technologies? 

Mr. Carter: We have multiple tech-

nologies with applications in multiple 

disease states. We want to make sure 

that once one technology is com-

pleted and has regulatory approval, 

we go to the proper distribution part-

ner. Keep in mind, we do not have a 

direct sales force at this point. There-

fore, we have to go through distribu-

tors that reach specific call points. I 

do not believe that there is any confu-

sion from a hospital standpoint, as 

you mentioned, because when we 

assign each technology, it could pos-

sibly be to a different distribution 

partner or, certainly, a partner that is 

focused on one category of products. 

That is not a factor.  

 

CEOCFO: Rex has a number of dif-

ferent products. Would you tell us 

about a couple of the standouts?     

Mr. Carter: We believe that the hall-

mark technology out there in the mar-

ketplace is the premium - the best in 

class, and that would be the Option* 

Elite Retrievable Vena Cava Filter 

(formerly Option). This is a very low 

profile system, lower profile than oth-

er competitors in the marketplace, but 

it is also has leading performance 

characteristics. The industry has sev-

eral issues with migration, fracture, 

caval penetration, etc. Option 

Elite/Option stands alone with dem-

onstrated control, stability, long-term 

retrievability and structural integrity, 

when compared with the competition.  

I believe we offer a better alternative 

for patients. 

 

CEOCFO: What have you figured out 

that others have not?   

Mr. Carter: It all comes down to de-

sign. There are different filters in the 

marketplace. What I think it comes 

down to is not solely the filter mate-

rial, as there are other nitinol filters. It 

is the design of the filter. Therefore, 

you want a filter that provides patient 

safety when they are at risk for deep 

vein thrombosis or pulmonary embo-

lism. You also want that filter not only 
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to effectively protect against pulmo-

nary embolism, but also robust in de-

sign so that it remains stable and 

does not fracture over time. Stability 

is very key; you cannot have a vena 

cava filter migrate. Therefore, it 

comes down to the science and the 

years of testing that we have per-

formed with this device prior to com-

mercialization. Option Elite, our “next 

generation” filter, will be available 

soon and will be a great addition to 

our product line. 

 

CEOCFO: What are you selling now 

and what might be in the pipeline for 

you?   

Mr. Carter: As I mentioned, we have 

the Option* Retrievable Vena Cava 

Filter, Cleaner Rotational Thrombec-

tomy System, UltraStream Chronic 

Hemodialysis Catheter and Quadra-

Fuse Multi-Pronged Needle for the 

injection of fluids being sold by our 

marketing partner Argon Medical De-

vices. Our next generation filter, the 

Option* Elite will be easier to deliver 

and retrieve; less retrieval force and 

easier to snare. You take a strong 

technology and make it better. We 

also have the Cleaner* Rotational 

Thrombectomy System. It is a system 

that quickly and effectively macerates 

and removes thrombus from the vas-

cular system. Cleaner is commercially 

available. We have recently intro-

duced our next generation device 

Cleaner*15. This is a larger version 

which will address larger anatomies. 

This system has more power and 

torque and will operate more aggres-

sively in wall-adherent and chronic 

thrombus. We are going to have what 

we believe to be the best of both 

worlds. If a physician wants a more 

atraumatic technology, we have the 

original Cleaner system. If they want 

a more aggressive technology we will 

have the Cleaner*15. Regardless of 

the technology platform, we strive to 

improve all product designs as evi-

denced by our next generation tech-

nologies. 

  

CEOCFO: How have you decided 

where to focus your efforts?   

Mr. Carter: That is a great question. 

Our Founder, Dr James McGuckin, a 

practicing physician in Philadelphia, 

PA, leads all design efforts and intel-

lectual property for Rex Medical. We 

have significant intellectual property 

portfolio. IP is a cornerstone focus of 

Rex Medical and one of our key 

strengths. We have well over one 

hundred patents pending with over 90 

that have issued in the US. Therefore, 

we have a large IP portfolio for a 

company of our size. One unique fac-

tor for Rex Medical is that we have a 

practicing physician who also leads 

the technology design concepts and 

intellectual property landscape along 

with a strong engineering team that 

executes on that vision led by VP of 

R&D, Steve DeFonzo. We strive to be 

market driven. We believe there are 

clinical challenges in the marketplace, 

we have strong intellectual property in 

that area, we then make the decision 

to design and develop a technology to 

address that clinical need. 

 

CEOCFO: Do you distribute globally?     

Mr. Carter: Yes, absolutely. All of 

these products-cardiovascular, ve-

nous disease, endosurgery, oncol-

ogy; address a global disease state 

and is not solely centered in the 

United States. Therefore, any of the 

partners that we have; before we 

would select them to be our distribu-

tors, would have to have global ac-

cess.  

 

CEOCFO: Is cost or innovation more 

important?     

Mr. Carter: I think it is both. I believe 

you are referring to clinical outcomes, 

if I am not mistaken. You have to 

show there is a cost reduction to the 

system with new technologies. Medi-

care changes may reduce the reim-

bursement for physicians and hospi-

tals for certain procedures; you have 

to make sure that you are showing 

that there is a reduction in cost to the 

system. Having a cost effective ap-

proach is certainly important, but you 

cannot do that without innovative 

technology. There are lots of solutions 

out there for a problem. You have to 

be sure that you are superior to alter-

native therapies currently available.  

If you are in an area that is currently 

being reimbursed, that is advanta-

geous. You do not have to go through 

the steps necessary of obtaining new 

reimbursement codes. That can be 

quite onerous for smaller companies. 

Therefore, I think it is a combination 

of both; making sure a new product is 

innovative and a cost effective solu-

tion that aligns with a current reim-

bursement code. 

 

CEOCFO: How is business these 

days?   

Mr. Carter: I know the new device tax 

is constraining many medical compa-

nies with research and development 

(R&D) efforts, so that certainly is a 

factor for all. However, at Rex Medi-

cal, we believe that 2013 will be a 

very strong year due to new technol-

ogy introductions. We have several 

technologies in the marketplace and 

are working on many others behind 

the scenes as well. To us, it is full 

speed ahead.      

 

CEOCFO: What have you learned 

from previous experiences that are 

most helpful for Rex Medical?  

Mr. Carter: I have been in the medi-

cal device arena since 1991 starting 

with Boston Scientific. Prior to coming 

to Rex Medical, I had the advantage 

of being in a company that addressed 

multiple disease states. I gained a 

great deal of knowledge and experi-

ence at Boston Scientific with focus 

on global product development, com-

petition, the overall device industry 

and new procedures. Being at Boston 

Scientific and then coming to Rex has 

been a great experience.  The knowl-

edge gained in the device industry, 

the new procedures, the new tech-

nologies and how to approach those 

opportunities, is probably the biggest 

contribution from me in assisting with 

the success that we are having at Rex 

Medical.      

 

CEOCFO: Why should Rex Medical 

stand out for investors and people in 

the medical device and business 

communities? 

“What truly differentiates Rex 

Medical is that we have several 

platforms in different disease 

states, product applications and 

market segments. We have a 

unique philosophy and ap-

proach to business.” 

                      -  Lindsay L. Carter 
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Mr. Carter: As I mentioned before, we 

have a unique structure. I do not think 

you are going to find many small 

companies that are taking on multiple 

projects in multiple disease states. 

Typically, the model is “company fo-

cus on one technology”. I like the fact 

that we are diversified. Not all of our 

eggs are in one basket. We believe 

that we would be ideal partners for 

many of the mid-size and larger com-

panies that are looking to acquire 

their technologies for different disease 

states. We are different from many 

other companies in our industry. We 

have a very unique structure. 
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