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BIO: 

Paul brings 5 years of product launch 

experience, where he supported mul-

tiple life science companies with their 

launch strategies. Formerly a man-

ager at Campbell Alliance, Paul holds 

a MBS from Keck Graduate Institute 

and a BS in Biotechnology from 

Washington State University. 

 

About Nurep: 

Nurep (www.nurep.com) is a mobile 

platform for medical device compa-

nies that allows on-demand virtual 

device support to physicians in the 

operating room. For the first time, 

Nurep allows medical device repre-

sentatives to support physicians in the 

operating room remotely, enabling 

them to see more physicians and 

guarantee 24/7 support. Headquar-

tered in San Francisco, CA, Nurep is 

transforming the way medical device 

companies support physicians. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Schultz, would you tell 

us about Nurep?  

Mr. Schultz: Nurep is a mobile health 

platform that connects physicians in 

the operating room with remote medi-

cal device reps for surgical procedural 

support.  

 

CEOCFO: Would you give us some 

detail on how it works? What, typi-

cally, is a doctor looking to find out 

while he is operating?  

Mr. Schultz: It is pretty surprising, the 

majority of medical devices require a 

medical device rep physically present 

in the operating room during the pro-

cedure. Changes in the healthcare 

system have made this inefficient 

model no longer sustainable. Nurep 

allows the physician to connect with 

that medical device rep in a remote 

fashion. What it does is it brings a live 

remote medical device rep into the 

operating room through a physician’s 

mobile device for guaranteed 24/7 

support, seamlessly integrating into 

their workflow. In terms of how it 

works: the physician and their OR 

staff are in the operating room, and 

prior to procedure they can pull out 

their iPad (or other mobile device) in 

a sterile sleeve and get connected to 

the Nurep platform. When they con-

nect to the Nurep platform, they can 

select the devices that they are pre-

paring for the procedure and access 

any digital content on that device right 

within the operating room. When the 

physician is in need of expert guid-

ance, they simply request medical 

device support. Nurep connects the 

physician with the best available rep 

in the U.S. based on location, avail-

ability and connectivity using our pro-

prietary algorithm. Once connected, 

the physician instantly obtains live 

video support in the operating room 

that is secure and reliable.  

 

CEOCFO: How do you get doctors 

comfortable with connecting with reps 

in this manner as opposed to the tra-

ditional onsite? What has been the 

challenge there? And is that your 

challenge or is it the manufacturer’s 

challenge?  

Mr. Schultz: We are building a new 

market; the ability for the suppliers to 

connect with the OR staff in a remote 

fashion. The physicians that we talk to 

are so frustrated with the current 

model, of being reliant on one repre-

sentative, that they are welcoming 

this technology. Even physician who 

do not typically adopt mobile technol-

ogy are actually exited to see this 

technology come to market. They pre-

fer the convenience and comfort of 

being able to access a representative 

when and where they need them, 

24/7. There are challenges with get-

ting them comfortable and we’ve ad-

dressed those by building the tech-

nology to be as simple as possible for 

healthcare professionals. With a min-

imal number of clicks, they are able to 

get the information and the support 

they need and rely on. Getting physi-

cians comfortable with using our mo-

bile platform will be a collaborative 

approach between the manufacturers 

and Nurep to ensure it is as seamless 

as possible. 
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CEOCFO: How have you reached the 

device companies to have them work 

with you or work with your technol-

ogy?  

Mr. Schultz: We are alumni of the 

Blueprint Health Program, which is a 

healthcare accelerator program in 

New York City that has the largest 

network of healthcare specific men-

tors. Through that program we were 

able to hone in our positioning, mes-

saging, our sales strategy and our 

target market. We spent the majority 

of the time in that program really fo-

cusing on building our customer pipe-

line through warm introductions from 

mentors. That program was pivotal in 

us building a pipeline of medical de-

vice companies that we have today. 

 

CEOCFO: Is the product in use to-

day? Where are you in development 

and commerciali-

zation?  

Mr. Schultz: Cur-

rently the product 

is built and we 

have been doing 

early beta testing 

with physicians at 

top medical institu-

tions. We have 

done several rounds of testing in the 

operating room, and are continuing to 

do so. In terms of commercial rollout, 

we are signing up medical device 

companies today. We are set to 

launch to two of the largest medical 

device companies in the world. We 

cannot announce the names of those 

companies quite yet, but we also 

have a pipeline of another twenty-five 

medical device companies who are 

interested in our technology. We are 

getting ready to roll out the technol-

ogy and to do so towards late summer 

of this year.  

 

CEOCFO: What has been the biggest 

challenge in putting all of the pieces 

together?  

Mr. Schultz: The biggest challenge is 

figuring out the business model and a 

pricing strategy that makes sense for 

the medical device industry, and fig-

uring out a way to roll this out to the 

healthcare community. What we have 

been doing is working collaboratively, 

not only with our advisors, but with 

our first few customers to figure out 

what the best approach.  

 

CEOCFO: What are the next steps? 

You said summer, which is not too far 

off. What is going to happen in the 

next two-three months to get every-

thing in place?  

Mr. Schultz: We just finished Blue-

print Health on April 4

th

, and then we 

moved back from New York to San 

Francisco, and just launched at the 

DEMO Mobile Conference on April 

17

th

. Coming out of those two events 

we are raising a seed round. So, we 

are currently actively fundraising, con-

tinuing to build our sales pipeline and 

preparing for implementation of our 

first few accounts. We are also hiring 

technical talent. We are anticipating 

getting one or two technical hires in 

before the end of the year. 

 

CEOCFO: Are you aware of competi-

tion at this point in time to develop 

something similar or are you antici-

pating being really first to market and 

leading the way?  

Mr. Schultz: There are competitors. It 

is great to see competition because it 

validates that there is a market and a 

need for mobile medical device sup-

port platforms. What we are going to 

do best that no one else can do is 

provide instant live video support into 

the operating room for the best avail-

able rep. That is one of our competi-

tive differentiators that no one else 

can do, which is connect the physi-

cian in the operating room with the 

best rep in the U.S. best on location 

availability and connectivity using our 

proprietary algorithm. We are com-

pletely changing the customer en-

gagement model from a one-to-one to 

a one-to-many, providing physicians 

guaranteed 24/7 medical device sup-

port in the operating room. 

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to Nurep? What will make 

Nurep really stand out as a company?  

Mr. Schultz: Nurep’s vision is to take 

our mobile technology, which is really 

cutting edge, and using it to completely 

transform an out-

dated commercial 

model; displacing 

what has tradition-

ally been a high 

cost, inefficient 

model of sending 

representatives to 

support physicians 

onsite in the oper-

ating room, and displacing that with a 

novel mobile healthcare technology 

platform. Ultimately to improve pa-

tient outcomes and provide physi-

cians with the quality medical device 

support that they need, when and 

where they need it.  

 

CEOCFO: Final thoughts?  

Mr. Schultz: We are really excited 

about the future of our technology. 

We are investigating Google Glass 

where there is not a need for the iPad 

or the physical hardware in the oper-

ating room. The rep can see exactly 

what the physician sees through the 

Google glasses providing direct sup-

port. 

 

 

 

“Nurep’s vision is to take our mobile technology, which is really 

cutting edge, and using it to completely transform an outdated 

commercial model; displacing what has traditionally been a high 

cost, inefficient model of sending representatives to support 

physicians onsite in the operating room, and displacing that 

with a novel mobile healthcare technology platform.” 

- Paul Schultz 

 


