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BIO: 

Dr. Dooley has been involved in bio-

medical research, including product 

discovery, development, and com-

mercialization since the 1980’s. Dr. 

Dooley has a PhD from Indiana Uni-

versity and has published 66 scientific 

articles on topics related to dermatol-

ogy, pharmacology, oncology, and 

molecular biology. He has been the 

recipient of 10 patents and numerous 

professional awards and honors. Prior 

to Agenta, Dr. Dooley, was a Founder 

and/or executive in the leadership of 

other small businesses (CSO at 

MediQuest Therapeutics Inc., CEO at 

IntegriDerm Inc., and CEO of ALtruis 

LLC). He has held faculty positions in 

academia and biomedical nonprofits 

(Southern Research Institute, Univer-

sity of Alabama at Birmingham, Uni-

versity of Alabama at Huntsville, 

Southwest Foundation for Biomedical 

Research, and the University of 

Texas Health Science Center at San 

Antonio). Tom was also employed as 

a research scientist in the pharmaceu-

tical industry at The Upjohn Co., 

where he contributed to the Rogaine® 

and oncology drug discovery pro-

grams. In addition, he was a Co-

Founder and the original Presiding 

Officer of the Biotechnology Associa-

tion of Alabama, as well as the Co-

Founder of three 501(c)(3) nonprofit 

organizations. 

 

Company Profile: 

Magenta Medical, Inc. was co-

founded in 2012 by Dr. Art DeCarlo 

(CEO of Agenta Biotechnologies, Inc.) 

and Dr. Tom Dooley to commercialize 

a new platform technology discovered 

by Agenta Biotechnologies. The plat-

form technology is based upon a pat-

ent-pending surgical membrane bio-

material composed of chitosan, which 

is derived from the chitin of the shells 

of shrimp. The surgical membrane 

products in development will be used 

in multiple medical indications, such 

as oral, orthopedic, plastic, general, 

and dermatologic surgeries. 

 

Magenta Medical, Inc. is a privately 

held medical device firm headquar-

tered in Birmingham, Alabama. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Dooley, what is the 

vision of the company? 

Mr. Dooley: I am the CEO of Ma-

genta Medical Inc. My co-founder is 

Dr. Art DeCarlo, the CEO of Agenta 

Biotechnologies. I will tell you how the 

vision for the company happened. 

Throughout the past several years, 

Agenta Biotechnologies of Birming-

ham has been developing a series of 

wound healing technologies, primarily 

funded through NIH grant funding 

mechanisms. Agenta Biotechnologies 

is housed inside the award winning 

Innovation Depot technology business 

incubator in downtown Birmingham. 

Art, my co-founder, has been pursu-

ing primarily applications for wound 

healing in surgery. He is a periodon-

tist. He is a clinician who has moved 

progressively into new research dis-

coveries for biologic therapies to en-

hance the repair of bone in the man-

dible or maxilla, for use by dentists, 

periodontists, and oral surgeons. He 

has been very successful at develop-

ing and patenting a novel set of tech-

nologies to help that process. One of 

those technologies that has been de-

veloped is being spun out as the plat-

form technology for Magenta Medical. 

Magenta will carry the motto and tag-

line of “The Color of Wound Healing.” 

That is a very familiar concept to 

those who scrape their knees and end 

up having a pinkish purple regenera-

tive epithelium on their skin. There-

fore, it will be useful in helping with 

recognition and identification with the 

company and our products in the fu-

ture. Magenta will be the commer-

cialization entity. It was recently in-

corporated to advance this new tech-

nology. 

 

CEOCFO: What is the specific tech-

nology that Magenta will be develop-

ing? 

Mr. Dooley: It is a new type of re-

sorbable, surgical, membrane mate-

rial. By resorbable I mean a material 

that is biodegradable inside or on the 

body. Surgical membranes are rou-

tinely used by various types of sur-

geons. They can be either an MD or a 

dentist. The membranes are very of-
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ten used as barriers between different 

kinds of tissue layers. The most 

common type of application for a pe-

riodontist would be to separate the 

bone from the soft tissue adjacent to 

it. That field is already well estab-

lished; so, the market already exists. 

The kinds of products that are out 

there today are typically collagen-

based membranes. Those are recon-

stituted collagens that are extracted 

from material taken from cattle or 

pigs and then they processed to pro-

duce a collagen membrane that then 

serves as a resorbable material. Our 

material is not made from collagen. 

Ours is made from chitosan, which is 

a processed material derived from the 

shells of marine crustaceans like 

shrimp and lobsters. One of the main 

components of the outside shell of a 

shrimp or a lobster is a material called 

chitin, which is a polymer of a basic 

sugar monosaccharide. The sugar is 

known as glucosamine, which is a 

safe sugar. If you connect a lot of sin-

gle units of glucosamine into a poly-

mer you create this material 

that is known as chitin. This 

is purified and modified and 

then becomes the material 

that we used to develop our 

membranes. The dense chi-

tosan membranes are then 

manufactured by us and can be used 

in various clinical settings. 

 

CEOCFO: What are the benefits as 

compared to collagen? 

Mr. Dooley: There are a whole vari-

ety of benefits. Most notably, this ma-

terial has a coincident antibacte-

rial/antifungal property which is not 

true of any existing products on the 

market today. Therefore, the material 

itself not only serves structural and 

physical properties, but it is coinci-

dently like an antibiotic. It also has 

outstanding clinical handling charac-

teristics relative to collagen. When 

collagen membranes are placed dur-

ing surgery, they become like a wet 

blanket and lose their firmness. They 

lose their ability to be discriminated 

and distinct from the host tissue that 

you are putting it into. Therefore, if 

you put a collagen membrane in, it 

rapidly absorbs the local blood, and it 

is very hard to distinguish it from the 

soft tissue that you are trying to suture 

it to. Our suture resistance is excel-

lent, so our material has a beautiful 

suture-ability property. It is rigid 

enough and even when wet the mate-

rial has enough solid form that you 

can actually hook the sutures into it 

and recognize it easily. Then, over 

time that material has the ability to 

become slowly resorbed. Therefore, it 

has a number of excellent features, 

but most notably clinical handling and 

the coincident antibacterial effect. 

 

CEOCFO: Has the medical or dental 

profession been looking for a better 

solution to collagen, or is it something 

they are certainly going to be happy 

exists? 

Mr. Dooley: My colleague Art De 

Carlo is a periodontist. The reason 

that he began this line of investigation 

was that he was aware of the literal 

and the figurative “weaknesses” of 

collagen membranes for use in perio-

dontal surgery. This is not a case 

where we are picking a product and 

saying to the market “oh, please try 

it.” It was based upon the perceived 

need by periodontists and other phy-

sicians that collagen membranes 

have inherent weaknesses. This is a 

case of trying to develop a new mate-

rial with properties that are superior to 

the existing products on the market, 

to address the perceived needs of 

clinicians.  

 

CEOCFO: Many people put glucosa-

mine in the health-food/nutritional 

category. Is the medical community 

accepting of glucosamine? Do they 

need to be educated? 

Mr. Dooley: It is not a barrier to ac-

ceptance. The material glucosamine 

is used as a nutritional or nutraceuti-

cal food supplement. It is very well 

established. It is generally recognized 

as safe as a food additive. That also 

applies to chitosan, the material we 

are using. Chitosan is self described 

by vendors of the material as a GRAS 

material, so it is safe too. Chitosan 

has already been demonstrated in 

Class 1 FDA-approved wound dress-

ings. There are medical devices on 

the market today that contain chitosan 

and for which there is an established 

safety record.  It is a very familiar ma-

terial. The distinction that we bring to 

the table is that we are the first com-

pany to ever be able to produce chi-

tosan in a dense enough form so that 

it can be used as a suture-able mem-

brane. Our patent pending technology 

enables us to do that.  

 

CEOCFO: What was the biggest chal-

lenge in getting it in the form that you 

need? 

Mr. Dooley: We have a US patent 

pending at present that is a disclosure 

of how we developed it. However, I 

will give you the historical perspective 

on chitosan. From what is already on 

the market that contains chitosan, 

there are a number of lyophilized, or 

freeze dried products. They are stuck 

in a vacuum and the water is ex-

tracted and volatilized out of those 

chitosan based gelatinous type mate-

rials. It produces a low density sponge 

material. That material is commer-

cially sold even today. An example of 

which is a company on the 

west coast, HemCon, which 

sells a large volume of 

these low density chitosan 

based wound dressing 

sponge products for treat-

ment on the outside of the body. That 

material is commercially available, 

but it is low density. It is not suture-

able. If you put the material into wa-

ter, it immediately turns into a gelati-

nous form. It becomes amorphous 

and gelatinous in water. Our material 

when wet retains its strength and its 

suturability. It expands slightly in 

thickness, which is a suitable level of 

expansion, but it still retains the prop-

erties of the membrane. If you were to 

put it in water, it would be stable in 

water in the lab in perpetuity. It does 

not fall apart in water unless it was to 

be placed in a very strong acid envi-

ronment. It would break down in a 

strong acid solution but not in neutral 

PH. Our material differs from that 

HemCon type of wound dressing 

product, and HemCon is not the only 

corporation making chitosan based 

wound dressing. 

 

CEOCFO: What are your plans for 

commercialization? 

Mr. Dooley: At the company, we 

have just turned the key on. We have 

We anticipate that Magenta’s patent-pending 

dense chitosan surgical membranes will be a 

“game-changer” in the surgical membrane 

field. - Dr. Tom Dooley 
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just incorporated the firm, so it is right 

now in the transition from start-up to 

becoming commercial. The goal for 

the company is to manufacture the 

products, to oversee the FDA regula-

tory approvals, and the third thing we 

will do is oversee contractual agree-

ments with third-party distribution 

channels. We are in discussion with a 

variety of companies who already sell 

surgical membranes into various dis-

tribution channels, whether that is 

dental or some medical surgical indi-

cation channel. We are actively in 

dialogue with a series of companies 

that already have sales and distribu-

tion channels available to them. That 

is the initial plan. 

 

CEOCFO: What is the regulatory 

process for a product of this type? 

Mr. Dooley: The most common 

pathway is through a medical device 

that would require a premarket notifi-

cation with the FDA in the US, then 

something equivalent to that over-

seas, Europe and Asia. Our initial 

strategy for products and for regula-

tory approval is first in the US at this 

point, then eventually moving into 

foreign markets. Therefore, we are 

going to launch based on US submis-

sions. The most common pathway 

available to us is a Class II medical 

device application, for which there are 

a number of existing medical devices 

that are known as Predicate Devices. 

What one has to do then, is bench-

mark against that existing approvals 

that the FDA has on their records. We 

have to say that our product performs 

in a manner that is called “substan-

tially equivalent” to the existing ap-

proval by some other vendors. There 

is a variety of existing commercial 

product codes that are recognized by 

the US government and there are al-

ready existing Predicate Devices that 

we can benchmark. 

 

CEOCFO: What do you see are the 

biggest challenges as you start the 

process in general? 

Mr. Dooley: We are in the process of 

raising money. It is a tight market. 

Right now, raising money in the bio-

medical field is the first challenge. 

The second would be the potential for 

regulatory issues, anticipated or unan-

ticipated. That is a risk of anyone that 

is doing work that requires regulatory 

approval. The third is a minimal 

amount of risk, it might not even be a 

risk, and that is negotiating the third 

party distribution agreement. That is 

the way I would rank the order those 

of three things; raising money, poten-

tial for FDA risks, and having a signed 

letter of intent or a memorandum of 

understanding from distribution chan-

nel partners. 

 

CEOCFO: What about reaching the 

medical community? 

Mr. Dooley: We already have in-hand 

a number of clinicians that we are 

already collaborating with. They are 

very eager to get their hands on the 

material and to do clinical testing in 

their fields, which is one of the things 

that we intend to do is with each of 

our product launches. When you do 

medical device registrations like this, 

you apply for specific indications. Our 

initial one would be for periodontal or 

oral surgery. In that case, we will be 

collaborating with clinician research-

ers who would test the material and 

then use that as another means of 

advancing it. One of the things that 

we have done, is we already have a 

manuscript that is in press at present 

with the Journal of Biomedical Sci-

ence, Polymer Edition. It is nice de-

scription of the product and how it 

was manufactured, as well as its po-

tential uses and safety considerations. 

It is an excellent spring board to intro-

duce the technology to clinicians and 

potential users. That is very fortunate 

for us. We not only have a patent fil-

ing, but we have our method in a 

peer-reviewed journal, which shows 

that this technology is novel.  

 

CEOCFO: Why the decision to have 

a separate entity for commercializa-

tion? What is it in the background of 

the team at Magenta that would lead 

people to believe that you are going 

to be able to accomplish the commer-

cialization? 

Mr. Dooley: From the ‘people’ per-

spective, the cofounders of those ex-

perienced researcher entrepreneurs, I 

have been involved in both industry 

and academia and the same is true of 

my colleague Art De Carlo. I was a 

research scientist after receiving my 

post-operable training at the Up John 

Drug Company. I have worked on 

Dermatologic projects and oncology 

products since the late nineteen eight-

ies. I have been an entrepreneur. This 

will be the seventh entity that I have 

launched; three of which are for-profit, 

one of which is a Professional Trade 

Association. I was the cofounder and 

the original presiding officer at the 

Biotechnology Association of Ala-

bama, which is the state affiliate of 

the Biotechnology Industry Organiza-

tion. I am a serial entrepreneur of en-

tities. I have also launched products. I 

developed two products that were 

commercialized already and those 

two products were called DermaRay 

and PharmaRay. I launched those 

years ago, as well as another com-

pany I launched. I have been actively 

involved in the discovery and devel-

opment and clinical testing of a wide 

variety of novel active ingredients, as 

well as known active ingredients in 

novel formulations. Art De Carlo is a 

very appropriate cofounder in that he 

is a clinician who conceived of the 

idea and then helped to bring that 

concept into reality in the form of this 

new patent, this new technology. You 

also asked why there are separate 

entities. Art’s desire as the CEO of 

Agenta is to use Agenta as the sci-

ence engine in perpetuity that devel-

ops that develops a variety of tech-

nologies, each of which then could be 

spun out into separate commercializa-

tion opportunities. This one is the 

near-term, low-hanging fruit, ready for 

commercialization. We have gone 

through the prototype development. 

We have completed the substantial 

equivalents testing. Our first product, 

which will be called Magenta Dental 

Membrane, is in fact ready for filing 

with the FDA. It is beyond prototype 

testing. It is a product that is ready. 

Those other technologies he is work-

ing on would be separate and moving 

in other directions.  

 

CEOCFO: Why should investors pay 

attention to Magenta Medical today? 

Mr. Dooley: We are a product-

focused company with a patent pend-

ing platform technology, that has the 

capability of not only serving near-

term the surgical membrane market-

place but also has the future potential 

of being used as a sustained- and 

controlled-release device for the de-

livery of active ingredients like pep-

tides, vaccines, biologics, and drugs. 
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That is in the future. We can be prof-

itable within three years of receipt of 

our funding. We are seeking only $2 

million to reach profitability. That is an 

exceptionally low amount of money 

required to reach profitability. We an-

ticipate our first product launch within 

our first year. The additional advan-

tages from a regulatory point of view 

are that we anticipate that most of our 

products will be registered as Class II 

medical devices with the FDA. That 

does not require the same degree of 

scrutiny as PMA or drug applications. 

Our goal would be to launch a new 

product each year, a new indication 

each year. The opportunity for return 

on investment is definitely there. We 

would be a very attractive target for 

acquisition within five years by an-

other medical device company inter-

ested in the surgical membrane 

space. 
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