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Where’s the Money?

Tough times call for creative financing.
(& (&

BY DAN EMERSON

IN THESE CHALLENGING ECONOM-
IC TIMES, one major hurdle for business
owners has been securing growth capital.
The good news is that some entrepreneurs,
bankers and agencies have responded with
new initiatives and creative solutions to the
“tight money” dilemma.

A recent $10 million fundraising round
by Plymouth-based Interrad Medical is an
example of creative financing on the entrepre-
neurial side. Rather than the more common
strategy of seeking Series C financing from
venture capital firms, Interrad CEO Joe Gold-
berger chose a non-institutional avenue.

Interrad, developer of an improved
catheter-securement device, completed a
private placement with the help of Minneap-
olis-based RBC Wealth Management Group,
in collaboration with RBC Capital Markets.
RBC financial advisers played matchmaker,
introducing some of their high-net worth
clients to Interrad executives.

Goldberger says his decision to bypass
the VC route was “based on my view of
the venture capital community. There were
two issues. One is that the terms venture
capitalists set for companies like ours tend
to favor toward those who invest in sub-
sequent rounds, to the detriment of those
who invested earlier”—meaning that VCs

set conditions to ensure that, if a company
does succeed, they will be rewarded on a
much greater scale than earlier, “friends
and family” investors.

As has been widely reported, venture
capitalists have become more risk-averse and
less prone to invest in early-stage compa-
nies, Goldberger says. “The landscape has
changed considerably: Often venture capital-
ists will only invest in their own portfolio
companies; or, if they do invest in early stages,
it’s usually with companies that are already
generating significant revenue.”

His advice for other startup entrepreneurs
who might consider taking a similar route:

First, “consider the complexity of
your technology. Our technology is very
straightforward and easy to understand. If
people don’t understand a technology, they
are much less likely to invest in it.” About half
of the firm’s roughly 50 Series C investors are
physicians “who understand implicitly our
technology,” Goldberger notes.

Second, the process of lining up angel
investors is very time-consuming, “You need
to be willing to expend the time and have the
ability, as well as current capital, to meet with
alot of people.” says Goldberger, who has
talked to more than 500 prospective investors
since 2005.
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