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BIO: Having served in various capaci-

ties in startup and emerging growth 

companies over his 25 year career 

have given Peter a strong technical 

and business background in medical 

devices and clinical trials with a par-

ticular focus on radiology and imaging 

technology. Peter was Chief Scientist at 

Hologic and CEO with Synarc, an imag-

ing core lab for clinical trials, before 

he took on his current assignment as 

CEO of Optasia Medical. 

 

About Optasia Medical: 

Optasia Medical develops novel imag-

ing productivity tools that automate the 

process of viewing, analysis and inter-

pretation of musculoskeletal x-rays. 

Using these tools, physicians are able 

to make a more accurate diagnosis, 

provide meaningful monitoring of pa-

tients to determine if therapy is effec-

tive, and help motivate patients to im-

prove their compliance. Our products 

currently address three major muscu-

loskeletal diseases that impact a very 

large number of patients due to the 

ageing population and result in billions 

of dollars spent on therapy: osteopo-

rosis, rheumatoid arthritis and os-

teoarthritis. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Dr. Steiger, would you 

please explain the focus of Optasia 

Medical? 

Dr. Steiger: Optasia Medical is a 

company that makes productivity 

software, which helps physicians make 

better treatment decisions faster. We 

make software that is applied in medical 

imaging, especially in radiology. We 

facilitate the viewing, analysis, and 

interpretation of musculoskeletal x-rays, 

and we provide in that interpretation, 

personal, objective, and quantitative 

assessments that help improve the 

quality as well as reduce the cost of 

care.  

 

CEOCFO: What is the typical way that 

the assessments are done now, and 

what does Optasia add or change 

about the process? 

Dr. Steiger: Currently, musculoskeletal 

x-rays are presented to the 

interpreting radiologist who will view 

them and dictate a narrative that is 

then provided to the referring physician 

in a transcribed report. The referring 

physician will then use that narrative 

and combine it with other clinical 

information that he or she may have 

on the patient to make a decision on 

how to treat the underlying condition. 

What we do is add to this qualitative 

narrative an objective, quantitative 

and personal piece of information that 

helps the physician make better 

treatment decisions. I can give you a 

good example of how this might work. 

One of the diseases we address is 

osteoporosis. Osteoporosis is a disease 

that is categorized by weakening bones 

which result in fractures or broken 

bones. Especially vertebral fractures 

are a typical sign of osteoporosis, but 

often go undetected. In fact, only one 

in four fractures of the vertebrae come 

to clinical attention. However, one 

fracture will often lead to another and 

is an important sign of disease. Our 

tool helps find fractures early and 

helps document and communicate 

them to referring physicians so that 

they can take action on them. 

 

CEOCFO: How is your software able 

to detect what has not been able to be 

detected before? 

Dr. Steiger: It does so by quickly 

providing objective measurements and 

thus institutes a discipline of review. A 

radiologist reviewing lateral spine films 

needs to evaluate 13 individual 

vertebrae and decide one-by-one 

whether there is a deformity that may 

indicate a vertebral fracture. That is a 

tedious and lengthy process, which is 

often not done with the level of 

diligence that it should. Our software 

works like an automated ruler which 

very quickly measures the shape of 



2 

 

every individual vertebral body. It 

provides measurements to the 

physician that she can then use to 

determine whether there might be a 

fracture. It is a productivity tool and 

does measurements very quickly, 

which manually would be tedious to 

perform. 

 

CEOCFO: Has an approach like this 

been tried previously, or has it been 

considered but not achievable? 

Dr. Steiger: There is a body of 

research that goes back about thirty 

years that looks at how understanding 

and measuring vertebral shape is a 

very effective way to diagnose vertebral 

fractures. Unfortunately, performing 

those measurements required highly 

trained technicians or physicians and 

took ten to fifteen minutes per case, 

which was never possible clinically. 

Our tool takes that process and 

accelerates it to a degree 

where it becomes practical in 

the clinic and only takes about 

a minute rather than fifteen 

minutes. This was not possible 

before. We have validated our 

method against the gold 

standard manual approach and 

confirmed we work just as well 

but much faster. 

 

CEOCFO: Is this available 

today, and where are you in the 

development and commercialization 

process? 

Dr. Steiger: The product I just 

described to you is called 

SpineAnalyzer™. It is FDA cleared and 

is available commercially in the United 

States. We just started marketing and 

selling it last year. It is also CE 

marked, which means it is available in 

Europe. As an investor backed 

company our presence is still limited. 

We sell in the United Kingdom, where 

we have an office, and also in 

Holland, Italy, and the United States. 

 

CEOCFO: How do you reach 

radiologists? 

Dr. Steiger: We reach out to our 

customers through scientific meetings 

and trade shows. We do have a 

challenge in that the physicians who 

benefit the most from our report are 

the referring physicians, not the 

radiologists, who are our direct 

customers. Therefore, we sell and 

market to both constituencies. We 

also approach radiology administrators 

who understand how offering better 

services to referring physicians 

improves their unit’s reputation for 

quality of service, while increasing 

revenues. In the European countries it 

is a little different because each 

country has its own particular ways in 

which it manages the disease. Holland 

for example has released some 

guidelines for management of the 

disease that requires proactive 

screening for vertebral fractures by 

radiologists. There we sell directly to 

radiology and hospitals. In Italy, 

orthopedic surgeons recently have 

taken on an important role in 

managing the disease, so we are 

selling to orthopedic surgeons in 

collaboration with some partners in the 

pharmaceutical industry.  

CEOCFO: Do radiologists feel 

threatened? 

Dr. Steiger: I do not think they feel 

threatened, but their initial reaction to 

our product is sometimes that they 

think they can find what we report 

without the help of our software. 

Strictly speaking, this is possible, but if 

they wanted to do it as well and as 

careful and complete as they could 

with our software, it would be an effort 

that is just not realistic. Radiologists 

perceive the need for our software 

less than the referring physicians who 

use our report. However, with 

increasing awareness of the problem 

we are getting more attention, 

especially from some of the more 

entrepreneurial radiologists.  

 

CEOCFO: What is the revenue 

model? Do you license the software? 

Dr. Steiger: You can either purchase 

a perpetual license to our software or 

you can lease it on a per month, per 

year or per procedure volume basis. 

The fact that our product is software 

only gives us a lot of flexibility in this 

regard. Therefore our customers can 

consider the acquisition of our 

software both as a capital expenditure 

or they can pay for it as an operational 

expense.   

 

CEOCFO: Are there other applications 

for the same concept? 

Dr. Steiger: There are similar types of 

software available on dual x-ray 

absorptionmetry (DXA) scanners made 

to measure bone mineral density. 

Those devices can also acquire lateral 

spine x-ray images and they come 

with software that does something 

similar to what we do. However, it is 

limited to the proprietary device, and it 

is not as efficient or quick as what 

SpineAnalyzer can do. 

 

CEOCFO: You have a number 

of different products. Are those 

to address different conditions? 

Dr. Steiger: Our products are 

derived from a core technology 

that is proprietary, which we 

call model based vision. It is a 

methodology that is very 

powerful in picking up structures 

especially out of x-rays, which 

is an area that has not seen a 

lot of new technology and 

product development recently. We 

have used that core technology to 

derive three products. Spine Analyzer 

we have discussed already. We also 

have Rapid Score, which is a tool that 

helps quantify changes in joints 

affected by rheumatoid arthritis. It 

helps evaluate whether or not joint 

destruction has progressed, which is 

very important for treatment decisions 

especially in light of the fact that 

treatments can have significant side 

effects, are not always effective with 

all patients, and can cost ten thousand 

dollars or more per year. Our third 

product is a product we call Knee 

Analyzer. Knee Analyzer quantifies 

joint space narrowing and cartilage 

destruction in knee joints in the 

context of osteoarthritis. Osteoarthritis 

is a degenerative disease that will 

eventually affect most of us, and can 

result in very painful joints and 

ultimately joint replacement. 

“We bring to radiology an objective and 

quantitative way of interpreting images 

and create reports that help doctors make 

better treatment decisions faster. Just like 

a cholesterol test generates a number 

from a blood sample, our workflow tools 

help radiologists generate measurements 

from images which can then be used for 

treatment decisions.”- Peter Steiger, Ph.D. 
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CEOCFO: What is the plan for the 

next year or two? 

Dr. Steiger: Commercialization of the 

Spine Analyzer. We use Spine 

Analyzer as a model for the type of 

products we make. Our plan is to start 

demonstrating some commercial 

correction in the target markets that I 

mentioned to you before. Ultimately, 

we are seeking to collaborate with a 

larger organization who can leverage 

our technology much better than us as 

a small company.   

 

CEOCFO: Do you have the funding to 

go through the next steps? 

Dr. Steiger: We do. We are supported 

by Saffron Hill Ventures, which is an 

early stage investor who has 

supported us since our inception. We 

also have revenues now from initial 

SpineAnalyzer sales and some 

KneeAnalyzer sales especially into the 

clinical trials space. 

 

CEOCFO: You have a background in 

musculoskeletal disease and working 

with medical devices. What have you 

learned in previous ventures that has 

been most applicable here at Optasia? 

Dr. Steiger: That there are three 

constituencies you need to serve in 

order to be successful as a product. 

One is the physicians who are your 

direct customers, the insurers who 

ultimately pay for the procedures and 

tests, and thirdly, the patients who will 

benefit from your device. The 

challenge in succeeding in this 

marketplace is to have a compelling 

value proposition for all of those three 

constituents. 

 

CEOCFO: Why does Optasia stand 

out and what makes you a special 

company? 

Dr. Steiger: We are unique in the way 

we bring personalized medicine to 

radiology. Optimizing health care 

today means making the optimal 

decision for individual patients based 

on objective, quantitative and personal 

data acquired for that patient. We 

bring to radiology an objective and 

quantitative way of interpreting images 

and create reports that help doctors 

make better treatment decisions 

faster. Just like a cholesterol test 

generates a number from a blood 

sample, our workflow tools help 

radiologists generate measurements 

from images which can then be used 

for treatment decisions. 
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