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2010 MINNESOTA BUSINESS HALL OF FAME

'MICHAEL BERMAN

BERMAN MEDICAL

BY PHIL BOLSTA

most of the interesting high-potential
innovation happens, and that’s what]
love doing the most.”

A native of Ithaca, New York, Bern
and his wife, Judith, lived in Israel for
five years after he earned a bachelor’s
degree in industrial and labor relatior
at Cornell University in 1979. After
returning to the U.S., Berman earned
an MBA at Cornell and then followed
Judith when she became a professor ¢
molecular genetics at the Universityg
Minnesota. “I started scrambling to
a job, and SciMed was the company t!
offered me one,” he recalls.

After helping launch SciMed’s firs!
balloon angioplasty catheter, Berman

Twent}f—fmur years ago,
Michael Berman was hired

as a product manager by the
interventional cardiology unit
of a tiny Minneapolis compa-
ny that had zero revenue and
was awaiting FDA approval
for its first device.

The company was SciMed Life
Systems. Its cardiology division’s first
products, whose development and
sales Berman oversaw, were catheters

for guiding angioplasty balloons into

the blood stream in order to open
obstructed vessels. SciMed’s catheters
were especially thin, flexible, and
maneuverable, and would soon come

pushed hard in 1987 to develop the
company’s second-generation bal-
loon catheter technology. “Getting thi
resources and teams in place for thost

projects was not easy, but they turned
out to be company makers,” Berman

- dical P - recalls. “Absent that investment, the
In the medica company might have fizzled. With th

to dominate the market. Their success
helped drive SciMed’s purchase by

Massachusetts-based Boston Scientific
in 1995 for $1.4 billion. '

These days, Berman is helping build device areq, I've B technologies, we were able to grow th
new SciMeds. He has emerged as one got a pretty good B company very, very rapidly.”
of Minnesota’s most influential med- track record to G SciMed was the fifth catheter-base|
:i_'ECh angel investe:l;rs, Berman has co- recruit resources, Ca{'{']iﬂlﬁgj" busil:lisrs t? gain FDPL_ appr
founded mn? busanesﬂs mculbzrlmfs and both pe npl B and al in the U.S. :Tv'"n'll'.' in four years, it was
cofounded, invested in, or joined the 2 & N ¥ number one in the global market. The
board of 14 medical device companies. il A Ic_’?“hfy P were times when SciMed had twice thi
“I'm a junkie for developing new, opportunities; - ; market share of its closest competitor.
interesting technologies that have great and determine “I'd say Mike’s biggest accomplishmen
potential and can have a big clinical strategy. i was that he was at the epicenter in taki

a complex, dynamic, highly competitiy
technology-driven business global,” saj
Dale Spencer, who was SciMed's CEQ.

impact, and the best place and way of
doing that is in the context of start-up
companies,” he says. " That's where

36 TWIN CITIES BUSINESS Ichmag.com JULY 2010




A HEALTHY RUN

1957 Born in lthoea, New York,
1986 Hired by SciMed life Systems in

Minnesote as product manager for the

AT

company’s first balloon angioplasty

o R

cotheter,

1987 Champions SciMed's second-gener-
ation balloon catheter technology, which

becomes the market leader.

1995 SciMed is acquired by Boston
Scienfific; Berman is named president of

Boston Scientific’s cordiology division.

2000 Resigns from Boston Scientific to
pursue his own business interests, and
focuses on founding, investing in, and
serving on boards of med-tech starkups.
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2000 Cofounds and invests in Maple
Grove-based Velocimed, the first of 14
med-tech firms he helps manage.

2005 vVelocimed sold to little Canade-
based 5t Jude Medical for $82.5

million.
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In the early 90s, Berman was the driving
orce behind SciMed’s foray into the bare-metal
ent business, “Today, stents are the mainstay
finterventional cardiology, but back in the
arly "90s, stents were considered very experi-
mental and risky,” Berman says. “The same
hing happened in 1997, when I put the weight
pfour division behind the [drug-coated] stent
program, which was quite controversial at the

me. After I left, those products became the
iggest product lines in the company.”

Upon its acquisition, SciMed became Boston

entific’s cardiology division, and soon was
bntributing about half the parent company’s
evenue and 75 percent of its profit. On the

commendation of Spencer, who took a senior

anagement position at Boston Scientific,
srman was named division president. Over

e next five years, the division’s revenues grew

om $300 million to $1.5 billion.

During the latter half of the 1990s, Berman

tpanded the division’s Maple Grove facility

om 150,000 square feet to 400,000 square feet,

publed the employee base to more than 2,000,
it up the management team that has led

e company since his departure, and directed
quisition efforts that solidified its position.

- In a 2000 reorganization of senior management, Boston Scien-
tific CEO Jim Tobin asked Berman to move to Boston to manage
the company’s non-cardiology businesses. “He basically wanted me
to manage the other half of the company,” Berman recalls. “But I
was fatigued, so I declined the offer and opted instead to leave the
company. I wanted to decompress after 15 frenetic years.”

Alfter a cross-country trip with his family, Berman sifted through
his options. Venture capital? A senior-level position at a Twin Cities
med-tech company? The more he thought about it, the more ap-
pealing the idea of helping med-tech start-ups became. The knowl-
edge and skills Berman gained at Boston Scientific positioned him
well for becoming an investor and board member for start-ups.

Nine of the 14 companies Berman has invested time and money
in were founded in Minnesota. His most successful venture so far
has been Velocimed, a cardiology device company that he cofounded
with Spencer and cardiologist Dennis Wahr. The trio sold Velocimed
to Little Canada-based St. Jude Medical in 2005 for $82.5 million.
Of the remaining companies that Berman has worked with, three
start-ups didn’t work, five have, and five have yet to be proven.

One of the success stories in Berman'’s portfolio is New Brighton—
based Data Sciences International, which develops implantable tech-
nology for the animal research market; revenues have grown nearly
fourfold since Berman joined the board. The two other revenue-
producing firms in his portfolio are Atlanta-based PharmaCentra,
which creates customizable marketing programs for pharmaceuti-
cal companies; and Tel Aviv—based UltraShape, whose noninvasive
technology is designed to reduce localized fat deposits and “smooth
out” the skin afterwards. ;

Two companies, Plymouth-based BridgePoint Medical and San
Diego—based Benechill, will be launching products before the end of
2010. BridgePoint has developed treatments for chronic blockages in
coronary and peripheral arteries; Benechill’s technology is designed
to lower the temperature of victims of cardiac arrest and other trau-
mas in order to prevent brain damage.

Other Twin Cities—area start-ups that Berman is working with
include Lutonix, which is developing drug-eluting balloon catheters:
Apnex Medical, developing an implantable device for treating ob-
structive sleep apnea; and CoAxia, a stroke treatment company.

Then there are two entities that are so young (and still unoffi-
cial) that Berman counts them as one: Aethérworks I, working on a
specialty system for securing left ventricular leads for heart pacing
devices; and Aetherworks II, which is developing technology for
smoking cessation.

In addition to all those emerging companies, Berman oversees
two medical technology incubators. One is Prospex, which he
founded with two SciMed colleagues in 2005. It has attracted $1.5
million from two venture companies and produced BridgePoint and
Apnex. Conceptx, which he founded with Spencer in 2008, is explor-
ing opportunities.

. Berman works out of his Minnetonka home using little more
than a cell phone and a laptop. He has no regrets about transition-
ing from a global corporation to the world of start-ups. As a board
member; he says. “the way I manage is through influence as opposed
to executive decision malking,”
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Berman has spent a great deal
of time in Israel (1, including

a visit as a teenager to the
historic Masada fortress). Mar-
riage to Judith (2) would bring
him to the Twin Cities when
she became a professor at the
University of Minnesota. He
joined 5ciMed in 1986 (3, with
other members of the firm’s
management), then became a
med-tech investor and en-
trepreneur (4, speaking at a
2007 Cleveland Clinic Founda-
tion innovation conference).
His interest in health goes be-
yond work—he’s run several
Twin Cities Marathons (5).
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. hey are innovators and achiev-
1, leaders and role models. Each
525 built businesses from scratch
or expanded a small operation into
2 company that helped shape its
midustry.

This year’s inductees into the Min-
nesota Business Hall of Fame join an
elite group of individuals who rank

mong the most accomplished Min-
nesota business leaders of all time.

Each is an individual of f:nter];rrisc.

ch has been an agent of change
nd altered the business landscape
for the better. Each, however, has

become distinguished in his own way.

Here are the members of the Min-
nesota Business Hall of Fame’s class
nf 2010:

Michael Berman A former
oroduct manager at a no-revenue
ompany, SciMed Life Systems, he -
rove the development of success-
ful med-tech products. As SciMed’s
oresident, he directed revenue growth
from $300 million to $1.5 billion
fithin five years. Since 2000, he has
ofounded two business incubators

zand cofounded or joined the boards
of 14 medical device companies.

James Delan In 18 years, he

amassed a portfolio of 64 legal jour-

AMEes poLs®

nals and business newspapers in 21
U.S. markets; executed a successful

public stock offering in a hostile mar- '

ket; created a provider of mortgage-
default processing and document-
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Minnesota Business Hall of Fame
Induction and Dinner
Thursday, July 29, 5:30 p.m.

'i Minneapolis Hilton Hotel
3 1001 Marguetie Avenue South

$120 per person
$260 per table of eight

For reservations or information, contact Ashley Jensen at
Twin Cifies Business, 612-336-9288
or ajensen@tcbmag.com.
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review services; and built the Dolan
Company into an enterprise with
$300 million in revenue,

David Frauenshuh He's the
nation’s largest private developer of
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medical facilities and a manager of
4 million square feet of commercial
real estate space—even after selling
1.5 million square feet in 2008. In re-
cent years, his development projects
have generated $300 million to

51 billion per year.

Richard Knowlion A former
meat cutter, he became CEQ of the
company now called Hormel Foods
Corporation, where he embraced
new food-processing technologies,
assessed changing consumer tastes,
and transformed the company from a
traditional meatpacker into an inter-
national seller of branded packaged
food products.

John Lindahi Arguably Min-
nesota’s largest and most influen-
tial investor. As managing general
partner of Norwest Equity Partners,
which has $4.6 billion in capital un-
der management and a current fund
of $1.2 billion, he has financed the
Buca di Beppo restaurant chain, Life
Time Fitness, and dozens of other
companies.

Each of their stories is told on the
following 10 pages. Please join us in
honoring them in person at a gala
Minnesota Business Hall of Fame
dinner on July 29.
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