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NNUUVVAASSIIVVEE  PPAAVVEESS  PPAATTHH  FFOORR  OOTTHHEERRSS  IINN  MMIISS  MMAARRKKEETT  
((JJNNJJ,,  MMDDTT,,  NNUUVVAA,,  SSYYKK,,  VVTTXX::SSYYSSTT,,  ZZMMHH))  

David Franklin, df@blueshiftideas.com, 415.364.3780 
With additional research by Marie Monbureau, Ph.D., Dann Maurno and Scott Martin 
 

BACKGROUND/DESCRIPTION 

 Spine surgery appears to be in the early stages of a shift from open procedures to minimally invasive 
surgeries (MIS). The advantages of MIS include shorter hospital stays and recovery periods and less blood 
loss. New implantable devices, surgical tools and guidance devices are being produced to facilitate the shift to 
MIS. NuVasive Inc. (NUVA) is a leader in the development of MIS products and procedures. 

 
 

RESEARCH QUESTION 

 Will the increasing use of MIS spine procedures to treat back pain fuel growth for NuVasive? 
 
 

INITIAL FINDINGS 

 Competitors view NuVasive as a formidable, trailblazing company that has paved the way for MIS 
adoption. The company provides a proprietary nerve avoidance system called NeuroVision that has 
allowed surgeons to perform procedures more safely and in less time compared with open surgery. 

 Several competitors, including Johnson & Johnson’s (JNJ) DePuy and Medtronic Inc.’s (MDT) 
Medtronic Sofamor Danek, are beginning to offer MIS products comparable to NuVasive’s. Sources 
expect NuVasive to lose some market share to these larger companies, which will benefit from their 
reputations and standing relationships with hospitals and surgeons. 

 MIS procedures are growing beyond the early adopter stage. More recently trained surgeons are 
adopting the procedures while older surgeons face losing patients if they do not follow suit. Patients 
are better informed about their surgical options and are asking for MIS procedures. 

 Reimbursement concerns, procedure and efficacy questions, and cost could slow continued adoption 
and use of MIS and NuVasive’s products and services. 

 
 

INITIAL DATA 

Silos: Doctors and researchers (3), competitors (5), hospital executive (1) and medical experts (2) 
Additional Sources: Industry publication (1) and spine surgery patient forum (1) 
 
 

SILOS 

Doctors and Researchers 
 Rehabilitation psychologist who specializes in spine surgery patients 

This source reported a trend toward more MIS procedures for spine disorders. MIS patients recover more 
quickly and require less analgesics and medications. The MIS trend is being driven by patients who are more 
knowledgeable about their options and are choosing MIS over open surgery. 

 “I’m seeing more and more minimally invasive procedures, and people are recovering more quickly 
from these procedures. A big advantage is that lower levels of the strong analgesics and medications 
are needed for these procedures, and this is important because a lot of them are addictive.” 

 “I think that there are greater numbers of people are more sophisticated purchasers of surgical 
services, so they’re investigating what the options are. After investigating, they are seeing that MIS is 
stacking up quite well.” 

mailto:df@blueshiftideas.com
http://www.spineuniverse.com/treatments/surgery/minimally-invasive-open-surgery-procedures
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The philosophy of our institution is 
very old-school and non-minimally 
invasive ... but I see it changing 
drastically across the country. 

Orthopedic Surgery Resident 

 “People are not going to do surgery as quickly as they have in the past. If they have mechanical pain, 
they are putting more emphasis on physical therapy as an option before opting for surgery.” 
 

 Orthopedic surgery resident at an Ohio hospital 
This source said minimally invasive procedures are very limited at his institution, which does not readily 
accept new technologies, but he reported an increasing trend toward MIS throughout the United States. This 
trend is being propelled by marketing as well as patients’ awareness and interest in less invasive procedures. 
Overall, MIS is probably more expensive than most open surgeries. 

 “Very few minimally invasive procedures are performed in our hospital. We do minimally invasive 
hemilaminectomy and micro discs, but that is the extent of it. Only about two of these are performed 
per month [and] are limited to micro discs. We 
probably do about 12 open procedures per week.” 

 “The philosophy of our institution is very old-
school and non-minimally invasive. We are not 
seeing an increase of minimal invasive in our 
institution, but I see it changing drastically across 
the country.” 

 “I think there is a big component of marketing to 
this shift toward MIS. Also, people have the desire 
to have a less invasive surgery; it is an attractive thing for them.” 

 “For micro discs I believe the rehab and recovery from it is a little bit quicker. I don’t believe there is 
data to support a lot of the other procedures people are doing though.” 

 “I don’t know that cost is a driving issue. It could be. There may be a financial gain for surgeons from 
companies. They could get a kickback or consulting fees to develop and perform some of these 
surgeries. I don’t think there is an issue of cost for the patient or concerning reimbursement.” 

 “I think there are higher expenses associated with minimally invasive procedures and technologies 
than open surgeries.” 

 “Our MIS is limited to micro discs, so we don’t use any products. I’ve heard about NuVasive, but we 
don’t use any of their products.” 

 
 Assistant professor and researcher, western New York 

This Ph.D. source, who also is a scientific officer for a specialty health management company and an assistant 
editor of a major scientific spine journal, said not enough evidence yet exists to determine whether “so-
called” minimally invasive procedures are more beneficial or less costly than open procedures. 

 “I’m somewhat familiar with products offered by NuVasive, including XLIF, NeoDisc and Osteocel.” 
 “Having reviewed most of the high-quality scientific evidence supporting surgical interventions for 

neck, mid-back, and low-back pain, it’s clear to me that there is not enough evidence available to 
establish that any particular type of surgical approach or product is superior to any other within that 
category.” 

 “The benefits of so-called minimally invasive surgery (it always depends on the starting point for the 
comparison, and all incisions are getting smaller) have not been demonstrated over the more 
traditional open approaches. The benefits of smaller incisions are likely outweighed by decreased 
surgical visibility. It’s also unclear that the small differences that might exist in short-term recovery 
convey any long-term advantages.” 

 “Although disc replacement appears no worse than fusion for neck pain, long-term studies are not 
available and the eligibility criteria used in clinical studies are not reflective of most patients who 
receive them in practice. The difficulty of revising disc replacements should also be considered.” 

 “I don’t think there is any scientific evidence from health economic evaluations supporting lower 
overall costs for minimally invasive surgery. These studies are needed to justify the costs of training 
and equipment of minimally invasive surgery.” 

 “The rapid increases in costs and utilization for all spine surgeries will stop once the results of 
comparative effectiveness studies are more widely disseminated. Spine surgeons in the future will 
need to focus on serious spinal pathology rather than degenerative and pain disorders to justify the 
high costs and harms involved given the modest benefits.” 

 

http://medical-dictionary.thefreedictionary.com/hemilaminectomy
http://www.nuvasive.com/patients/revolutionary-approach.htm
http://www.nuvasive.com/surgeons/cervical.htm
http://www.nuvasive.com/surgeons/cervical.htm
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I see them as more of a quick fix to today’s MIS 
[and] as a company that has been very successful 
in gaining a lot of ground overnight, but ... what 
they’re developing is to increase their numbers 
to eventually be bought out by one of the bigger 
companies down the road. 

Senior Sales Representative, Medical Instrument Company 

Competitors 
 Trauma manager and senior sales representative for a medical instrument company 

This source said MIS is more than a trend and will build a greater presence in spine procedures. J&J’s DePuy, 
Medtronic Sofamor Danek, Biomet Inc., Synthes Inc. (VTX:SYST), Zimmer Holdings Inc. (ZMH) and NuVasive 
are among the leaders in the spine MIS space. NuVasive has gained ground quickly by offering interesting 
products, quickly entering the market and garnering interest from surgeons. 

 “There is absolutely a trend toward more minimally invasive spine procedures. I’ve seen the trend 
start moving at an accelerated rate, probably about 10 years ago, with kyphoplasty-type procedures. 
Over the last five years, the trend has started to move toward minimally invasive hardware 
implantation as well as inner-body implantation.” 

 “Until recently, I’ve seen the majority of interest in MIS from the younger generation of spine 
surgeons, coming out of fellowship. But in the past few years I’ve seen more of the older generations 
of orthopedic, neuro and spine surgeons showing more interest in educating themselves in MIS 
procedures.” 

 “MIS has the advantage of inducing minimal blood loss, post-operative recovery time and hospital 
costs. MIS hardware is similar in cost to open surgery hardware, but the cost reduction is mostly in 
OR time and hospital stay and certainly the post-operative pain management side is cheaper as well.” 

 “MIS is certainly not just a trend. You are going to see more and more open procedures transfer into 
minimally invasive, especially in 
pediatric and adolescent 
deformity. MIS is replacing 
historically open procedures at a 
relatively fast pace.” 

 “The big companies in this space 
are Medtronic, J&J’s DePuy Spine, 
Biomet Spine, Synthes Spine as 
well as some of the smaller 
companies like Zimmer Spine and 
NuVasive. Some of these smaller 
companies are looking for minimally invasive lines to pick up and place into their portfolio as well.” 

 “The importance on the MIS side comes down to the instrumentation, and the leader is going to be a 
company that is continually developing their products toward more ergonomic instrumentation that 
has good tactile feedback and allows for the smallest incision. I see Biomet Spine moving forward in 
that direction. I think J&J’s DePuy Spine is making great strides and moving toward bigger 
procedures utilizing MIS, and NuVasive is certainly gaining ground as well. I would say those three 
companies will be the bigger, long-term companies, developing on a daily basis in MIS. A lot of the 
smaller companies that have those products have purchased the products from Europe to place in 
their product portfolios or they are me-too type products that are not ... really stand-alone 
instrumentation like some of the big three or four companies are doing.” 

 “NuVasive is probably the top fourth or fifth company. NuVasive has been very aggressive in their 
R&D since their inception, but I see them as more of a quick fix to today’s MIS. I see them as a 
company that has been very successful in gaining a lot of ground overnight, but ... what they’re 
developing is to increase their numbers to eventually be bought out by one of the bigger companies 
down the road. They are quicker to come to market with some of their products than some of the 
bigger companies, who tend to sit back and watch and wait and continue R&D until they have a 
product that they are sure is going to be a win-win for everybody. How long will NuVasive continue 
to do what they are doing all depends on whether they are going to be bought out be somebody. I 
certainly don’t want to discount what they are doing. They are gaining a lot of ground, doing a lot of 
great things. They are quick to come to market and to gain interest from surgeons, but there seems to 
be some negative feel toward them down the road concerning their instrumentation and issues that 
larger companies tend to avoid by sitting back and waiting before coming to market with a product.” 

 “Everybody’s focus is really on minimally invasive. Disc replacement seems to be on everybody’s list 
of things to continue to move forward in. But reimbursement for both MIS and open disc replacement 
has been really bad, which has slowed the trend. J&J DePuy Spine came out with the Charité, and they 
did pretty well up front until they realized that there is nearly no reimbursement for that. A lot of the 

http://en.wikipedia.org/wiki/Vertebroplasty
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NuVasive’s products are excellent; they are 
an excellent company. They have somewhat 
of a proprietary technology; they are a very 
good marketing company, very solid sales 
force, and excellent growth. They are 
growing and gaining share. 

Regional Vice President of Sales, 
Medical Device Company  

big companies are developing products for total disc replacement, but they aren’t putting as much 
time and energy on those projects as they are with MIS. Even the facet joint screws for fusion are 
becoming a trend, but that, too, has moved toward the minimally invasive side of things.” 

 “I haven’t come across any issues in regard to reimbursement for MIS.” 
 “The adoption is becoming widely spread. Within the next few years, I think we are going to see the 

majority of spine surgeons doing at least some sort of procedure minimally invasively.” 
 

 Vice president of a NuVasive competitor 
This executive said NuVasive is a formidable competitor but is beginning to peak. Although he had no 
thoughts on NuVasive’s strengths or weaknesses, he said its high level of personnel changes signals a 
company trying to stimulate growth. He believes minimally invasive spinal surgery will continue to grow, 
chiefly spurred by younger doctors. 

 “[Minimally invasive spinal surgery] is on the rise. We’re seeing a lot of younger surgeons now 
coming out of the medical schools who are very familiar with it and comfortable. That’s no surprise.” 

 “We’re gaining [market share]. We were in orthopedic, but now spinal is about 50% of our business 
and growing.” 

 “Part of that growth is being smaller and being able to capture market share as a higher percentage 
of business. That’s not felt as much by some larger competitors.” 

 “NuVasive had significant growth a few years ago when they first came out. But a number of 
individuals from NuVasive have changed roles in the last year, which leads us to believe not 
everything is great. At the same time, it’s tougher to maintain levels of growth as times goes on.” 

 “They’re definitely a formidable company that we compete with all the time.” 
 

 A medical device company’s regional vice president of sales 
This source said use of spine MIS has significantly increased during the past three years. Although the cost of 
MIS devices and technology are more expensive, the overall gain is largely superior to traditional open 
surgery. The main competitors are Medtronic Sofamor Danek, Stryker Corp. (SYK), Synthes and J&J DePuy. He 
said NuVasive is gaining share with several spine treatment proprietary technologies. Although a few 
companies such as DePuy, Globus Medical Inc. and Medtronic Sofamor are competing with NuVasive in its 
space, none offers anything new or better than NuVasive. He said third-party payers still reimburse for the 
price of open procedures, which is slowing MIS growth since its initial cost is somewhat higher. 

 “We see MIS as an opportunity, as a device maker, to open up another market to get better patient 
outcomes, faster surgery, less blood loss, 
shorter hospital stays … for less money.” 

 “We are seeing an increase in MIS 
procedures over the last three years.” 

 “Our main competitors are Sofamor Danek, 
Stryker, Synthes and J&J DePuy.” 

 “They are still reimbursing for traditional 
procedures. This is definitely slowing 
down the adoption of MIS because of the 
price increases associated.” 

 “NuVasive’s products are excellent; they 
are an excellent company. They have somewhat of a proprietary technology; they are a very good 
marketing company, very solid sales force, and excellent growth. They are growing and gaining 
share.” 

 “There are about three companies that offer products that compete directly with NuVasive’s, but 
none of them, over the past year and a half, has gained significant traction or market share. At some 
point there will be a company that comes out with a better ‘mousetrap’ than NuVasive, but right now 
all of the companies we are talking about have come out with a me-too product that doesn’t have any 
real benefit over NuVasive’s product. I think once a company invests time and energy into building a 
better device, NuVasive may lose some market share. But they are still growing at 25% to 30% while 
those traditional companies are not growing ... DePuy, Globus and Sofamor Medtronic.” 

 “Every quarter, cost becomes higher-profile for the surgeon, material management, hospitals and 
medical device companies. Cost is going to play a major part of how we grow and partner with 
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I think they have done a good job in general, 
but I think they have spent too much money and 
have overextended themselves. ... They are 
losing market share every single day ... because 
they are no longer the only ones with this 
particular technology. 

Sales Representative, NuVasive Competitor 

hospitals.” 
 “MIS is not significantly cheaper, but if you look at the global cost—patient outcome, cost of hospital, 

blood loss, complications—MIS is gaining. But the problem with MIS is that not every surgeon can do 
it. The older surgeons don’t have the background and training in their residency program where they 
are trained to do something through a tube, versus an open procedure where you are looking at 
everything in front of you. When you put a camera in a scope and a tube, you have to be very 
confident and extensively trained.” 

 “Third-party payers are always behind the eight ball, so I don’t see them being proactive in this. It is 
really hospitals and surgeons promoting this that will increase the flow. A patient who is going to get 
an MIS procedure is going to go somewhere that does a lot of them, where there are specialists, and 
those hospitals are far and few between and they’re mostly teaching hospitals. Some hospitals have 
figured out that this could help their volume and increase business, and they have adopted MIS. 
Others have decided that it is too costly and you can do just as much with open procedures. These 
might lose out in the end.” 

 “I think patient education ... has helped growth. Patients see online that they have the choice between 
an 8- to 12-inch incision or a little prick and a Band-Aid, so patients are demanding this and seeking 
those doctors out. There are price 
pressures and cost issues 
associated with the adoption of MIS 
... but I am confident that this is a 
way for doctors to grow their 
practice, and they will have patients 
waiting in their waiting room 
because they are doing something 
not everyone can do.” 

 “Growth is going to be driven by a 
few factors: better instrumentation 
that is easier to use for surgeons that don’t have the skill set, patient demand, and the arrival of the 
younger surgeons in residency now who are doing these procedures and will differentiate 
themselves from 20-year veterans who don’t use these procedures and who will see decreased 
business. 

 “Our company offers all spinal implant products from minimally invasive to traditional hardware.” 
 

 A sales representative for a direct competitor of NuVasive’s lateral technology 
This source said NuVasive may be able to remain among the leaders, but very soon will see its market share 
drop from 90% to 50% because it no longer is the sole provider of lateral access surgery. He said MIS is 
spreading rapidly to a wider population of surgeons. 

 “For lower lumbar surgery, probably about only 15% to 20% of procedures are MIS. I think this is 
increasing because technology is catching up and the comfort level among surgeons is increasing. 
They are seeing the results for themselves now. We already had the innovators and early adopters 
doing MIS, but now we are starting to see ... 50% to 60% of spine surgeons becoming more 
comfortable with it. This population is starting to see the disadvantage of not being able to market 
themselves as a MIS spine surgeon and also, the equipment has gotten so much easier to use. The 
implants themselves have matured enough so that they are easy to use, there is neuro monitoring, 
etc. There are a ton of things that have come about that really make for a much easier surgery.” 

 “NuVasive is one of our biggest competitors. I think they have done a good job in general, but I think 
they have spent too much money and have overextended themselves. They have a decent product 
line and they are obviously doing something right, but they are losing market share every single day. 
This is mostly because they are no longer the only ones with this particular technology. Globus, 
Medtronic, DePuy and a few smaller companies all have lateral systems now, and that is really their 
only bread and butter. They have a few other smaller things that are coming about now, but it is not 
going to really make much of a difference. I think that NuVasive is going to stay dominant for a long 
time, but they are no longer going to be a 90% shareholder of a particular technology; they are going 
to become a 40%, 50% or 60% shareholder very soon.” 

 “There is a drive to do more in the outpatient setting. There is a desire to do more MIS, but also a 

http://www.lateralaccess.org/xlifmediakit/pdf/XLIF_FactSheet.pdf
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Strong clinical outcomes and 
reimbursement will drive adoption. 
Reimbursement is hit-and-miss. Third-
party payers tend to ... demand 
excessive clinical evidence before they 
start showing the money. 

Spine Consultant for a NuVasive Competitor 

significant uptake in being able to have integrated systems that can do multiple things at once, a 
system that can stabilize and fixate at once or combine a plate and a spacer. All of the top companies 
have something like this. Globus, Medtronic, DePuy are launching products like this. NuVasive hasn’t 
yet, but I’ve heard they are trying to reach out in this space. The other thing I’m seeing is that 
companies are trying to customize the instrumentation as much as possible, but this is very 
expensive to do so few companies are able to do this.” 

 “The competition for NuVasive is there already. I can tell you that their growth or lack of growth is a 
direct result of DePuy, Globus and Medtronic having equivalent systems. NuVasive is already barely 
profitable, if at all. The sad thing is that NuVasive went through all the hard work of getting the 
surgeons to understand and accept the technology, and now all of these companies, including 
ourselves, are coming in and just taking it away because we are adapting it to something that the 
surgeons want or we have a better relationship with that surgeon. … Each time a surgeon uses one of 
the competition’s equivalent technologies, NuVasive loses.” 
 

 A spine consultant for one of the lead competitors in minimally invasive spine procedures 
MIS has grown 20% growth over the past year. Medtronic and J&J DePuy are the main two players. He is 
familiar with NuVasive, but said it does not stand out from the other smaller competitors. 

 “Ease of use for the physician and shorter recovery time for the patients are driving the increase 
toward MIS.” 

 “Most of the increase has been in screws, kyphoplasty and fusion devices.” 
 “Medtronic and DePuy are the primary companies for instrumentation used in my area.” 
 “DePuy seems to be gaining some market 

share. They are satisfying the surgeons’ desire 
to do more research involved in the clinical 
studies.” 

 “I’m vaguely familiar with NuVasive. They 
seem to offer products comparable to the 
products other companies offer. They have 
some novel approaches in the lateral, but so 
do other companies.” 

 “Strong clinical outcomes and reimbursement 
will drive adoption. Reimbursement is hit-
and-miss. Third-party payers tend to deny clinical evidence that a new technology is going to work 
and demand excessive clinical evidence before they start showing the money.” 
 
 

Hospital Executive 
 Head of a Pacific Northwest spinal surgery practice 

This source said minimally invasive technologies are becoming much more prevalent, but added that 
outcomes in more common procedures like lumbar discectomy are at best comparable to traditional open 
surgery. Given these technologies’ start-up costs, he believe MIS adoption will be limited to high-volume 
centers that can amortize the expense while treating an appreciable number of the more specialized cases 
that generally benefit from minimally invasive techniques. 

 “We do a lot of work with the NuVasive technology. Minimally invasive spinal procedures have 
already become much more prevalent. I think most of the new generation of graduating surgeons 
who choose to do further spinal training are learning these techniques.” 

 “The research is not really slam dunk about minimally invasive outcomes being better than 
traditional operations for the simpler and more common procedures. This is because the simplest 
and most common operations out there are probably lumbar laminectomies and lumbar 
discectomies, which actually only involve a 11/2-inch incision and the separation of the skin and 
muscle. Close-up is literally three stitches, some skin glue and done. The minimally invasive system 
does involve slightly smaller incisions and slightly less tissue damage, but the gain is small.” 

 “Fundamentally, the real procedure remains the same. Minimally invasive work is not revolutionary 
at this level, so for routine pain management procedures you should get the same results and the 
same outcomes in patients on both sides.” 
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I’ve hear a lot about NuVasive. They do 
the interoperative neural monitoring 
that you see during surgeries all the 
time now, and they have a whole array 
of products that are very good. I would 
expect NuVasive to be one of the very 
hot companies now. 

Consultant & Advocate for Spine Patients 

 “Some more complex surgeries do benefit from the difference between minimally invasive tissue 
damage and the open surgery, but these are much less frequent and tend to be more serious in terms 
of indication and, ultimately, reimbursement.” 

 “The equipment that has been developed to allow us to do these surgeries is relatively costly. Open 
spinal surgery can be performed with instruments costing perhaps a few hundred dollars: a 
microscope or magnifying eyeglasses. For minimally invasive work, it costs $50,000 to $100,000 just 
for the instrument set. Naturally, this is reusable and not disposable, so you theoretically make up for 
the cost over time, but it is an expensive venture.” 

 “I am not sure many hospitals are eager to move into minimally invasive spinal work at this time. 
This is not a reimbursement issue so much as a capital outlay issue. In theory, the hospital can recoup 
the cost of this system if it brings in relatively large volume of routine spinal cases over time while 
cultivating its reputation as a minimally invasive center for the more difficult cases. But remember, 
the routine cases do not necessarily benefit from this technology, so in a way you are subsidizing the 
more sophisticated technology with incremental costs to patients who do not benefit from it! I think 
this has been the reimbursement issue in the past.” 

 “We get a lot of little old ladies who have traditional lumbar surgery, take one Vicodin and get back to 
their routine without complaint. Then we have 25-year-old weightlifters who insist on the minimally 
invasive procedure and are still taking 10 Vicodins a day six weeks later. It depends on constitution 
and circumstances.” 

 “The younger, more Internet-savvy patients are indeed the ones asking for more ‘modern’ techniques 
while the little old ladies are happy with the tried-and-true. We explain both options and in most 
cases let them decide.” 

 
 
Medical Experts 

 Consultant and advocate for spine patients and founder of a spine patient information forum 
This expert is very excited about NuVasive’s products and said the company has an excellent team developing 
its technologies and is in a very good position to take off. Because of the shorter hospital stays and quicker 
recovery phase, he expects reimbursement for a product like XLIF to be much better than for some open 
surgeries with products like Synthes’ ProDisc. He sees NuVasive’s NeuroVision product as an industry-leading 
technology contributing to the company’s success. He did not know of any competitors in the exact niche of 
the lateral disc. More patients are requesting MIS, and doctors are catering to the demand. 

 “I’ve hear a lot about NuVasive. They do the interoperative neural monitoring that you see during 
surgeries all the time now, and they have a 
whole array of products that are very good. I 
would expect NuVasive to be one of the very 
hot companies now.” 

 “NuVasive’s MaXcess and XLIF offer a lateral 
approach. I think it is really going to take off.” 

 “I just hope that it is not one of the 
technologies that is magic in the master’s 
hands but a potential disaster in the hands of 
an average surgeon.” 

 “I don’t the exact status of adoption right now, 
but ... from speaking to the surgeons, I think it is in relatively wide use.” 

 “I would assume that for the fusion technology that the reimbursement would be fine, especially for 
something like XLIF because the recovery and hospital stay should be greatly reduced. However, 
artificial discs in open surgery have been approved for six years now, and they still aren’t reimbursed 
because somehow the insurance companies still say that they are experimental. I’m hoping we’ll see 
the NuVasive lateral disc being approved sometime in the future, and hopefully they’ll have a better 
time getting them paid for than the ProDisc and the Charité.” 

 “There are a lot of spine companies that have interesting technologies, but I don’t know of anybody 
who would be competing for that lateral disc yet. There is the posterior artificial disc approach like 
Globus that is very interesting, but that will be aimed at a different segment of the market than the 
lateral approach technologies like NuVasive.” 

http://www.nuvasive.com/investors/investor-lumbar.htm
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It’s easy to name the big names. It’s 
hard to say who’s up-and-coming 
because there are a lot of new and 
small companies jumping into MIS. 
There’s a lot of opportunity there. 

Director of a Pro-MIS Organization 

 “Everything I know about NuVasive sounds great. The people whom I deal with who are involved in 
their technologies are very excited about it. They’ve got Luiz Pimenta, the Brazilian surgeon who is 
just brilliant and has developed a lot of these technologies with them. I like NuVasive. I’d put my 
money on NuVasive.” 

 “There is no question there is a trend toward less invasive surgeries in all sectors, not just the spine, 
as they can do smaller accesses and less collateral damage. It would be stupid not to explore that 
option, but there is a trade-off. The surgeon can’t see as well, use the same tools and get to the same 
places. But clearly everybody likes to do less damage getting in and out.” 

 “I don’t see that more MIS is being offered through the years, but some MIS procedures are more 
accepted by patients and doctors than they were a decade ago. There are better-educated patients 
than there were 10 years ago. Well-educated patients come to understand that they really shouldn’t 
have spine surgery if they can avoid it. If they have to have spine surgery and there are MIS options 
available for them and they are a good candidate, it really behooves them to research that option. 
Well-educated patients want MIS, so MIS becomes more popular and more surgeons cater to it.” 

 “There is a profile of patients that can take advantage of MIS. The problem comes when you begin to 
understand that MIS is only an attempt to avoid the more invasive procedure. You hope that you can 
salvage the disc by doing an endoscopic discectomy and not have to do a fusion or an artificial disc. If 
you are wealthy, you can attempt the MIS, and if it is not effective you can resort to more invasive 
surgery afterward. If you aren’t wealthy and if you cannot afford to go to the well twice, you may be 
forced into doing something more invasive early on 
because you can’t risk failing one procedure and 
paying for something else afterwards. Some people 
fail because they opted for a MIS procedure, it 
doesn’t work, and they cannot afford anything else.” 

 “MIS is becoming better, but that only gives marginal 
improvement to the patient community. There is a 
magic number in spine surgeries. They seem to have 
about an 85% success rate. Anything advertised as 
more in articles is purely for marketing. In my 
lifetime I’m going to see the technology and 
surgeries get better, but two decades from now it still going to be about 85%. There is a randomness 
about spine procedures that is difficult to get around.” 
 

 Director of a pro-MIS organization 
This source said MIS accounts for one in 10 procedures but is on the rise. As opposed to the numerous up-
and-comers that recognize the opportunity, NuVasive is one of the first choices among competitors and is a 
mature company with a mature technology. 

 “We’re working out the cost comparison now, so I don’t have exact figures. But I know it’s far less 
costly; there’s less need for transfusion, less chance of infection, and overall the return to work is 
much quicker. The hospital stays are shorter as well because of fewer complications.” 

 “It’s easy to name the big names. It’s hard to say who’s up-and-coming because there are a lot of new 
and small companies jumping into MIS. There’s a lot of opportunity there.” 

 “NuVasive is one of those I would consider to be a market leader.” 
 “I don’t know about their growth. But they’re one of the few companies a hospital goes to first, so 

they must have a strong market share.” 
 “There are some organizations out there working to streamline recovery for spine surgery patients. 

They’re very specific rehab organizations, specializing in spinal patients only.” 
 

 

ADDITIONAL SOURCES 

Industry Publication 
 A July 20 report published by iData Research indicated that minimally invasive spine procedures will 

experience rapid growth, exceeding $8 billion for all spinal implants and $3 billion for MIS spinal implants, by 
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2016. NuVasive is well-positioned to capitalize on this growth with its XLIF procedure. 
http://www.marketwire.com/press-release/iData-Research-Rapid-Growth-NuVasives-XLIF-Treatment-Back-
Pain-Fuels-MIS-Spinal-Fusion-1292578.htm 

 “According to new spinal implant reports by iData Research (www.idataresearch.net), the leading 
global authority in medical device and pharmaceutical market research, the U.S. market for spinal 
implants is estimated to exceed $8 billion by 2016, while the MIS spinal implant market is estimated 
to reach over $3 Billion. In addition, rapid growth in artificial disc use will fuel the spinal motion 
preservation market to increase six-fold by 2016.” 

 “ʻLateral lumbar interbody fusion, such as NuVasive’s XLIF(R) (NASDAQ:NUVA), is the most rapidly 
increasing MIS interbody fusion procedure,’ says Dr. Kamran Zamanian, CEO of iData.” 
 
 

Patient Forum 
 An Aug. 27 posting on the Spine Patient Society forum provided feedback on NuVasive’s XLIF. The patient said 

the procedure was less complicated and required less recovery time than traditional ALIF. 
 http://www.spinepatientsociety.org/forum/new-member-introductions/xlif-alif-patient-feedback-

surgery-scheduled-october-2010-a-1958/ 
 “I had that exact surgery in mid-March, along with an ADR at C5/6. The XLIF part of the surgery is so 

much less complicated, not that the ALIF was terrible, just took longer to heal with a larger incision.” 
 
 

NEXT STEPS 

Moving to a full report, Blueshift will interview additional doctors and hospitals to determine the adoption 
rate of MIS and NuVasive’s products. We will look at NuVasive’s R&D/product development cycle and 
determine if the company is staying ahead of the competition with new products and improvements to its 
existing technology for MIS procedures. We also will assess the level of competition and determine market 
share winners and losers. We will contact third-party payers regarding MIS reimbursement. Finally, we will 
seek patients’ perspectives on MIS procedures. 
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