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BIO: Seasoned healthcare software 

development leader with expertise in 

software management, product man-

agement, project management, prod-

uct development, system architecture, 

system administration, and business 

unit development. Over 10 years of 

experience in Healthcare Software 

Development, Over 6 years in Vital 

Sign Monitoring Software Develop-

ment, and nearly 3 years in Tele-

Radiology/Radiology Software Devel-

opment. Entrepreneurial minded with 

a determination to be the change 

agent with a focus on managing costs, 

implementing innovative ideas, and 

increasing the value technology can 

provide to the bottom line. Business 

focused, industry expert with a desire 

to drive new initiatives for customer 

growth. High energy team player that 

is innovative, independent, assertive, 

action-oriented and self-motivated, 

with demonstrated leadership in set-

ting strategic direction of product offer-

ings. Visionary approach to creating 

new ideas and solutions, balanced 

with resourceful management of pro-

gram timelines. 

 

About NEOSOFT, LLC: 

NeoSoft is a technology company 

committed to developing innovative, 

cutting edge solutions in Medical im-

aging, visualization and diagnostics. 

We are based in Pewaukee, WI. Our 

team comprises of very talented, 

knowledgeable and experienced radi-

ologists, application specialists and 

software designers. Our goal is to 

make computer-aided medical diag-

nostics easy for the clinicians there by 

cutting down the analysis time signifi-

cantly that will ensure the patients with 

the best health care. 

 

Interview conducted by: 

Bud Wayne, Editorial Executive 

CEOCFO Magazine 

 

CEOCFO: Ms. Schwabe, would you 

tell us about NeoSoft and the vision at 

the company? 

Ms. Schwabe: NeoSoft is a company 

that started in 2006. Originally the 

company was set up to produce car-

diac post processing software for one 

of our OEM customers. We focus on 

developing innovative cutting-edge 

technology solutions in the areas of 

medical imaging, visualization and 

diagnostics specifically within the area 

of cardiac MRI software. 

 

CEOCFO: Would you tell us the 

names of any products you have 

brought to market at this point and 

anything you would like to detail? 

Ms. Schwabe: Our flagship product is 

called suiteHeart. The product was 

cleared for marketing in the US as of 

March of 2013. Specifically the soft-

ware is a post processing software. 

Most cardiac analysis is currently per-

formed on the MR machine right at the 

operator console. We have allowed 

the radiologist to analyze the heart 

with software not installed on the 

scanner. Clinicians can go to any 

computer within their network, install 

the software, and retrieve images di-

rectly from the scanner and use the 

software to analyze the exam. There 

are a couple competitors in the market 

- our biggest difference is that we 

have very specialized algorithms for 

function and flow analysis, the two 

most common analyses that show how 

well is the heart functioning and how 

blood-flows within the heart. This in-

formation can aid the physician in 

making determining a future risk. 

 

CEOCFO: Where are you in the com-

mercialization process? 

Ms. Schwabe: Currently the product 

is available for sale. This is our first 

direct market product. Our original 

business model was to sell directly to 

OEM vendors; we have been the man 

behind the curtain for a large share of 

the MR market under someone else’s 

name. About two years ago we de-

cided that it would make sense for us 

also to have our name out there as 

well and sell directly to end users. We 

represent a significant part of the mar-

ket - just not with our company’s name 

on the product.  
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CEOCFO: Since you have taken on 

this big task of bringing the product to 

market, would you tell us about the 

manufacturing and if you are ready for 

ramp-up and how the sales will be 

conducted? 

Ms. Schwabe: One of our marketing 

strategies is to work with value-added 

resellers. That would be the VAR mar-

ket for PACs (Picture, Archive and 

Retrieval) systems. We are an ancil-

lary product within the field. suiteHeart 

itself is very specialized, as it is in-

tended for MRI analysis of the heart. 

Most PACs systems are intended for 

managing images of the entire body, 

so they have the ability to work with 

CT scans or X-rays. We work with dif-

ferent PACs systems to integrate our 

software as an adjunct product to their 

main product portfolio. The value-

added reseller is typically a local resel-

ler that takes different products, such 

as PACs and reporting soft-

ware and integrates them 

using HL-7, an industry 

standard in healthcare for 

integrating systems, to de-

velop a customer-specific 

solution. We intend to be 

part of that integration strat-

egy; when the value-added 

reseller sells their solution, they could 

offer our MRI cardiac solution. Re-

garding manufacturing, NeoSoft pro-

duces a software product. We do not 

have traditional manufacturing per se 

in that we build a widget and put it on 

a shelf. What we do is build software 

that can be downloaded from a web-

site. The customer uses the website to 

download and license the software for 

their computer. The distribution is nice 

and easy like any commercially avail-

able software. As far as traditional 

manufacturing goes, we also have the 

ability to produce CDs or DVDs and 

ship them to customers, if that is de-

sired. Most of the software industry 

has gone away from snail mail and 

more towards download or secure ftp 

for distribution. With that being said, 

our sales strategy is focused mainly 

on value-added resellers offering PACs 

solutions, and to continue to work with 

OEM vendors.  

 

CEOCFO: Are your products the result 

of in-house R&D or acquisitions? 

Ms. Schwabe: All of our products are 

the result of in-house R&D and or-

ganically grown. One of our many em-

ployees is a physicist who understands 

the physics of MR imaging and its ef-

fects within the body; he generated 

many of our algorithms. In addition, 

our company’s owner is the Director of 

a private radiology practice, an Assis-

tant Professor of Clinical Radiology 

and the Chief of Cardiac MRI at an 

acute care hospital. We have some 

heavy hitters as far as physics, imag-

ing and cardiology on our team.  

 

CEOCFO: Have you considered the 

Software as a Service (SaaS) model? 

Ms. Schwabe: We have considered 

SaaS. It is going to be especially im-

portant as we start working on larger 

VAR integration projects. Currently 

what we have is a solution for a local 

PC. We are looking into addressing 

limitations faced by the industry relat-

ing to: the size of image datasets and 

displaying a heart in motion. The chal-

lenges are significant, as hospital net-

works are not yet equipped to handle 

that much bandwidth over the Internet. 

That is one of the reasons why we 

have not released a SaaS model, al-

though it is in our mid to long-term 

range roadmap. We have to develop 

smart algorithms for compression in 

order to develop a successful product 

in that space. The nice part of our 

strategy is that typically that value-

added resellers of PACs systems that 

we already work with already have a 

SaaS model, leaving us to focus on 

integrating software into their system 

to deliver the images.  

 

CEOCFO: Do you have the funding 

needed to continue to grow the com-

pany? 

Ms. Schwabe: Luckily for us we work 

with OEM vendors for Cardiac MRI, so 

we large share of the market for car-

diac MR software. Having that as a 

backend we generate revenue from 

that relationship, so we are already 

standing on our own two feet and sus-

taining operations with our current dis-

tribution model. What we are doing 

now is developing additional distribu-

tion models in order to grow and be-

come a larger player in the near fu-

ture.  

 

CEOCFO: Does your current product 

reach worldwide or just in the US? 

Ms. Schwabe: Our current 

direct sale product is mar-

keted in the US only. Our 

OEM products are in twenty-

two countries around the 

world. We are focusing for 

this first new product intro-

duction in the US only. 

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to NeoSoft? 

Ms. Schwabe: NeoSoft’s mission is to 

enable technology for radiology prac-

tices by creating ease-of-use cost-

effective products and a pay-per-click 

model that is not really seen out there 

yet in the industry of diagnostic imag-

ing. We are hoping to reduce the 

number of clicks and increase revenue 

by seamlessly integrating technologies 

that are at the heart of the practice. 

We look forward to anyone checking 

us out and letting us know what he or 

she thinks of our product. If anyone 

has interest in learning more or if they 

would like to discuss additional ideas 

on addressing their specific needs, we 

are always available. 

 

 

 

 

 

“NeoSoft’s mission is to enable technology for 

radiology practices by creating ease-of-use 

cost-effective products and a pay-per-click 

model that is not really seen out there yet in 

the industry of diagnostic imaging.”  

                                                  - Jackie Schwabe 

 

 

 


