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Today’s PracTice Bonus FeaTure

Successful physician-industry collaboration is essential to improving patient care.

By James m. O’COnnOr

blood, Sweat, and 
Capsule Support 
Segments 

O
ne sketch on the back of a napkin or a product 
flyer can influence how a surgical procedure is 
performed or how a patient is treated. It is for 
this reason that I feel relationships among phy-

sicians and industry are essential to improving patient 
care. In my 9 years at Accutome, I have had the benefit 
of working with many of the top innovators in the 
ophthalmic industry, including Sheraz Daya, MD, FACP, 
FACS, FRCS(Ed), FRCOphth; Uday Devgan, MD; and Eric 
Donnenfeld, MD. This opportunity is particularly exciting 
for me because I am also able to see a new generation 
of younger surgeons who are interested in following 
in their elders’ footsteps. I consider Allon Barsam, MD, 
MA, FRCOphth, an ophthalmic surgeon at Luton and 
Dunstable University Hospital, Bedfordshire, United 
Kingdom, to be part of this new generation.

COnCePTUaLIZaTIOn
Allon and I first met at the 2010 American Academy 

of Ophthalmology (AAO) Meeting. Allon was doing 
a fellowship with Dr. Donnenfeld at Ophthalmic 
Consultants of Long Island, New York, at the time. Eric 
and I had previously completed successful product 
launches of surgical instruments for performing limbal 
relaxing incisions (LRIs) and toric IOL implantation, and 
Eric had some new ideas for corneal crosslinking and 
femtosecond cataract instrumentation. Allon looked 
at our designs and developed some ideas on how to 
improve them. After the meeting, Allon shared some of 
these ideas with me.

Allon had an idea for a capsule support system using 
two tiny segments and iris retractors for patients with 
weak zonules. He felt this type of design would be easier 
to use and would provide better support than the avail-
able options. The ideas were sketched onto my notepad, 
and we shook hands. It took many revisions, multiple 

computer-aided design drawings, and at least five pro-
totype versions before we had a design ready to test.

TesTInG THe DesIGn
Allon and I met again at the 2012 European Society 

of Cataract & Refractive Surgeons (ESCRS) meeting in 
Milan to finally see if our design would work. There  
was a sense of excitement mixed with a slight nervous-
ness as we walked into the wet lab. This product was 
2 years in the making and could have ended at that 
moment if it proved unable to deliver our expected 
results. I acted as part surgical technician and part 
cameraman, videotaping from the TV screen using my 
iPhone, while Allon inserted the segments into a porcine 
eye. After a few trial runs, it appeared we had a winner! 
Some other surgeons even popped their heads into the 
wet lab to see what we were working on, and it was 
reassuring that they seemed intrigued by the concept. 
We made a few modifications after the trial to further 
improve the design.

Currently, we are in the process of getting the Barsam 
Capsule Support Segments patented. Allon plans to 
use the device in surgery and present his ideas at the 
American Society of Cataract and Refractive Surgery 
(ASCRS) meeting in April. Accutome hopes to officially 
launch the product later in 2013, and I am excited to add 
this device to the company’s growing Challenging Case 
product mix. After the launch, I reckon that Allon and I 
will sit down for a nice glass of wine and toast to our 

•	 It	can	be	a	long,	stressful	process,	but	the	rewards	
of	inventing	a	new	product	can	be	amazing.

•	 Determine	what	you	feel	the	potential	for	the	prod-
uct	is	and	what	you	should	gain	for	your	idea.

Take-Home message
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successful Formulas for  
surgeon-Industry Collaborations 

Companies and surgeons  
comment on the importance of these 
relationships.
Submitted by Aaren Scientific, Inc.; DORC International;  
Oculentis GmbH; Oculus Optikgeräte GmbH; PhysIOL;  
and Ziemer Ophthalmic Systems AG

As CRST Europe readers know, ophthalmology is a  
specialty in which both physicians and industry profes-
sionals strive to make possible the best patient care. It 
is in this sort of environment that innovation thrives, 
and bringing new ideas to fruition requires collaboration 
among industry and medical professionals. With this in 
mind, CRST Europe reached out to leading ophthalmic 
companies to discover their insights into physician-indus-
try partnerships and the role these relationships can play 
in product development. 

aaren sCIenTIFIC, InC.
The biggest advances in ophthalmic medical device 

technology have occurred and continue to occur because 
of collaboration among ophthalmologists and scientists. 
This trend started with cataract surgeons designing new 
IOL models on paper napkins in the 1970s and 1980s and 
persists today with the latest developments in excimer and 
femtosecond laser technologies.

This team-based approach has been a guiding light 
throughout Aaren Scientific’s past, and it is still of utmost 
importance today. In Aaren’s 20-plus years as a cataract 
device company, the key to our advances has always been 
our relationships with surgeons and innovators. Currently, 
Aaren is making cataract IOL advances based on the advice 
of its customers and surgeons. 

Aaren is developing an advanced femtosecond laser 
platform in collaboration with Josef Bille, PhD. This device 
will allow surgeons to change the refractive index of an IOL 
that is already implanted in a patient’s eye. The ability to 
fine-tune an IOL has the potential to revolutionize cataract 
surgery one more time—in part, thanks to highly effective 
physician-industry collaboration.

DOrC InTernaTIOnaL
Over the past 30 years, DORC International has grown 

into a successful worldwide business. Intensive cooperation 

with ophthalmic surgeons from around the globe, together 
with DORC’s passion for innovation, continues to result in 
high-quality products and innovation.

Our clients—surgeons from all four corners of the world—
are DORC’s focal point. Our approach is both personal and 
professional. We do everything possible to realize innovative 
and affordable solutions, and all of our efforts are subject to 
high ethical and moral standards. That is why surgeons like to 
work with us; inspired by you, created by DORC.

One of the most recent outcomes of DORC’s close 
cooperation with surgeons is the EVA machine for cataract 
and vitreoretinal procedures. The EVA VacuFlow VTi is a 
fluid control system that uses pistons, valves, and pressure 
sensors to control the transportation of fluids in either 
vacuum or flow modes; thereby, EVA eliminates the risk of 
unwanted pulsation and delivers the precise flow or fast 
vacuum capabilities required by surgeons.

OCULenTIs GmbH
Progress through innovation has always been the driv-

ing force of Oculentis and will remain so in the future. 
Novel IOL designs such as the Lentis Mplus are proof of 
the company’s dedication to innovation. Oculentis will 
continue to tackle challenges in ophthalmology and pro-
vide solutions to improve outcomes. Therefore, exciting 
research topics and the future development of premium 
IOLs are regularly discussed in a coordinated exchange 
of ideas among surgeons, scientists, and Oculentis. All 
developmental ideas are considered, for only through a 
user-oriented research-and-development (R and D) effort 
can physicians’ and patients’ needs be targeted and better 
addressed in the future.

 
OCULUs OPTIkGerÄTe GmbH
By Michael W. Belin, MD, FACS

Industry-physician collaboration is an integral part of 
medical progress and should be encouraged, in contrast to 
many governments’ views that such collaboration repre-
sents a conflict of interest. Few companies have the clinical 
knowledge to direct their efforts to areas of need, and very 
few physicians have the technical ability or funding to bring 
their own concepts to fruition. 

(Continued on page 16)
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first product launch together. We will then likely use 
the napkin to sketch out our next idea.

TIPs FOr GeTTInG a DesIGn Green-LIGHTeD
Be fearless. Companies rely on new ideas not only to 

increase sales but also to improve brand image. They 
should be more than willing to hear your concept.  

Develop your expectations. Determine what you feel 
the potential for the product is and what you feel you 
should gain for your idea. Some ideas will enable you to 
collect royalties, while others might bring only the pres-
tige of having your name associated with the product.

Target potential companies. Find companies with 
product mixes that match your ideas. They will better 
understand the product’s potential and how to market 
and sell your idea.

Follow up on your idea. Two major ophthalmic meet-
ings, ESCRS and AAO, fall toward the end of the year 
when some companies are busy trying to hit yearly goals 
or working on the following year’s budget. Giving a call 
to a company after the meeting to discuss your ideas can 
help keep the development on track.

Supply numbers. Your company contact will need 
some numbers to determine whether this product is 
worth investing time and effort in. The numbers can be 
as informal as, “I do 40 cases per week and would use this 
product 10 times.”

Remain patient. A lot of products require multiple 
drawings and prototypes before they are even ready to 
test. It can be a long, stressful process, but the rewards of 
inventing a new product can be amazing. n

James M. O’Connor is the Marketing Manager of 
Accutome, Inc., in Malvern, Pennsylvania. He may be 
reached at tel: +1 610 889 0200; fax: +1 610 889 3233; or 
e-mail: joconnor@accutome.com.

The Belin/Ambrosio Enhanced Ectasia Display 
on the Oculus Pentacam is a perfect example of an 
effective physician-industry collaboration, in which 
two well-known experts in the field of corneal imag-
ing realized the potential added benefits of rotating 
Scheimpflug imaging. The Belin/Ambrosio Enhanced 
Ectasia Display represents not only physician-industry 
collaboration, but also international physician collabo-
ration. Dr. Ambrosio and I worked closely with the  
R and D departments at Oculus to produce the widely 
used display that assists refractive surgeon in screening 
patients for early ectatic disease.

PhysIOL
PhysIOL develops and manufactures monofocal, toric, 

and multifocal (trifocal) IOLs. At our company, the 
creation and development of a new implant can have 
one of two starting points: (1) After a decision-making 
process with the marketing department, the R and D 
department of PhysIOL begins to develop a new prod-
uct. From its conception on, we call on medical experts 
to validate our theoretical ideas. (2) The original idea 
comes from a physician. If the R and D and marketing 
departments validate the concept, the implant will be 
developed by PhysIOL in close collaboration with the 
physician who proposed the idea.

In both situations, once the new implant has 
received Conformité Européenne certification, we 
perform postmarketing surveillance of the device with 
experienced practitioners and in accordance with 
European regulations.

ZIemer OPHTHaLmIC sysTems aG 
At Ziemer, we have thoroughly incorporated the 

concepts of “time to listen, passion to design, power to 
build.” In our experience, close collaboration between 
industry and a team of physicians helps to identify 
pitfalls and to critically verify the chosen pathways. 
We appreciate physicians’ perspectives, especially in 
the design of the handling of surgical components or 
surgical workflow.

In the end, we all share the same goal: to provide a 
safe and effective product for patients and surgeons. 
Throughout the design process, we work closely with 
our partnering medical advisors. Last but certainly 
not least, one fundamental element should not be 
underestimated: Close physician involvement ensures 
high quality of subsequent product training during the 
introduction phase. n

(Continued from page 15) Weigh in on  
this topic now!

Direct link: https://www.research.net/CRSTEuro19

  As a physician, what is your greatest concern in regard 
to collaborating with industry? 

 Finding a company whose product mixes match  
your ideas 

 Agreeing on the potential of the product and what 
you will gain from your idea 

 Maintaing effective communication with the company 
 Demonstrating the usefulness of your idea  
 None of the above


