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Kathy Gura, a clinical pharmacist at Chil-
dren’s Hospital Boston, has a good idea why
Baxa Corp. is thriving.

Where one of the pharmaceutical supply
firm’s competitors shrugged off concerns Gu-

ra raised in 1990 about devices being devel- .

oped to mix critical ratios of nutrients for her
tiny patients being fed intravenously, Douglas
County-based Baxa listened.

Gura asked that bar coding be integrated in-
to the system for both the patient and the nutri-
ents to minimize the potential for errors. Baxa
officials said they would come up with proto-
typesifshe'd be willing to test the product.

Today, even the competition uses bar codes
in its produect, known in the industry as an au-
tomated IV compounder. Gura trusted the de-
vice so much that when her own daughter was

hospitalized, she was hooked up to a Baxa-

compounder.

“They do the right thing,” Gura said of
Baxa, now 30 years old and reporting $91 mil-
lion in annual sales. “It may cost money up
front, but I think they get it back in loyalty.”

Baxa Chairman and CEO Greg Baldwin, 43,
said Baxa has always believed in earning the
trust of pharmacists working in the trenches.
In fact, he said, it’s largely those relationships
that have helped the company grow from 10
percent to 35 percent every year.

“We view our customer as our boss,” he said.
“We've been growing organically, listening to
customers and building lifetime relationships.”

Capturing market share

The privately held and family-run company
makes more than 270 medical devices and sys-
tems for preparing, handling, packaging and
administering liquid medications.

Its best-known product is an oral syringe
that doesn’t allow a needle to be attached to
it. There have been dangerous cases of nurses
or doctors mistakenly administering oral med-
icinesintravenously.

More recently, the company has become
known for its automated compounder and its
accompanying software. Baxa's multi-ingredi-
ent solution compounder can take up to 24
source ingredients, such as amino acids, min-
erals and electrolytes, and mix them in the
proper order to create safe IV solutions.

More than 600 hospitals use the Baxa prod-
uct, representing 70 percent of market share
in hospitals with at least 250 beds and 32 per-
cent of Baxa’'s overall business.

Baxa also makes devices that allow medical
professionals to safely administer toxic drugs
such as chemotherapy treatments. Another
product speeds up the process of filling and 1a-
. beling syringes.

Twenty percerit of Baxa’s sales are overseas.

Baxahas partnered with heavy industry hit-
ters Abbott Laboratories (now Hospira), Sam-
son Technologies and Fujisawa.

Of course, lucky breaks also have helped the
company.

Last year, health care giant Baxter Corp. Te-
called a line of competing IV mixing products,
which created a huge opportunity for Baxa.
Fifty new employees were hired to handle the
surgein business.

“That took us from a situation where we
were growing pretty steadily — 15 to 20 per-
cent (annually) — to this year and last grow-
ing at over 30 percent,” Baldwin said.

.The company plans to hire another, 30 to 40
employees thisyear.

Until recently, though, Baxa operated un-
der the radar in the Denver area. But word is

getting out.
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Healthy growth

Farning customers’ trust has helped pharmaceutical supplier Baxa thrive

Baxa Corp.

M Location: 14445 Grasslands Drive,
Douglas County

B What: Maker of medical devices and
systems for preparing, handling, packaging
and administering liquid medications.

B Employees: 322 employees worldwide;
300 in Colorado

M Key executives: Greg
chairman and CEO; Jeff Baldwin, president
and COO; Brian Balclwm founder and vice
chalrman

B Annual sales: $91 million

Baldwin,

Baxa was named an American Business
Awards finalist this yearin the best sales team
category for rallying to support customers
during a critical product shortage. In May,
Baxareceived the Governor’s Award for Excel-
lence in Exporting in the large-size manufac-
turing company category. And Baxa won the
2005 Colorado Top Company award for the
manufacturing segment from coloradobiz
magazine.

Brian Baldwin, the company’s vice chair-
man and founder, was selected as an Ernst &
Young 2005 Entrepreneur of the Year in the
medical and health sciences category for the
Rocky Mountain region. The nine award win-
ners were chosen from nearly 100 nomina-
tions. Baldwin holds more than 30 U.S. and in-
ternational patents, judges noted. .

Jerrod Milton, chief pharmacist at Chil-
dren’s Hospital in Denver for years before be-
ginninga job leading the transition to the facil-

1 1ity’s new Fitzsimons campus, praised Baxa
. formeeting needs specific to pediatrics.

“In the pediatric realm, the challenges. _é.re
different than the challenges faced by pharma-

- was marked by various innovations, mcluclm_g
; ,Ith_e Repeater Pump — the first such pump dg—

quires much more specificity when it comes to
dosing.”

He said Children’s Hospital goes through
thousands, if not millions, of Baxa’'s oral sy-
ringes each year. Milton also has been pleased
with Baxa’s automated compounder.

“It’s superior to all the other products on
the market,” Milton said. “It’s a much safer
way of preparing a very complicated IV solu-
tion that otherwise has to be done with a lot of
very manual steps.”

Greg Baldwin said Baxa products also save
pharmacies money. Baxa devices are sold in-
dependent of medications, thus allowing phar-
macies to buy drugs in bulk and gain cost sav-
ings. Some of Baxa’s larger competitors offer
contracts that include prepackaged nutrients
or other medications with their products,
which can raise the price and may not be as
precise, he said.

“They can settle for something close to what
they need, or they can make something pa-

tient specific,” he said. “Our competitors want

to sell you a ready-to-use drug. We don’t sell
drugs. We don't care where you buy drugs.”

Thirty-year history

Brian Baldwin, 74, founded the company in
1975 with colleague Ron Baxa in Northbrook,
Ill. Baldwin, who remains a key idea man for
Baxa, worked for American Hospital Supply
Co. in his younger days after graduating from
Northwestern University.

Ron Baxa was looking for a job. With very lit-
tle investment capital, Baxa the company was
born. Its first product was the oral syringe.

The firm moved to Denver in 1981. Five
years later, Baxa moved to Inverness with 25
employees. At that point, it expanded its prod-

Baxa founder
Brian
Baldwin,
center, and his
sons, Greg, left,
and Jeff, show off
an Exacta-Mix
2400, which
mixes source
ingredientsin the
proper order to
create safe IV
solutions for
medical patients.
Family-run Baxa
was founded in
1975 and moved
to the Denver
area in 1981. Greg
Baldwin is Baxa’s
chairman and
CEO, and Jeff
Baldwin isits

president and
COO0.
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93,000-square-foot, state-of-the-art facility
complete with a clean room and three-story
warehouse in Douglas County.

Jeff Baldwin, Baxa’s president and COO, was
planning to go to graduate school and study en-
gineering after a stint in the Peace Corps, but
the family business beckoned. He was brought
on 14 years ago and developed the software that
runs the compounder machines.

His father now admits the company was in
trouble when he sought his son’s help.

“We were in deep doo-doo,” Brian Baldwin
said. “We paid $150,000 for a freelance soft-
ware programmer to write the first program
for the compounder process. It simply didn’t
work very well. I knew Jeff had done a few soft-
ware projects in school. He came out and took
alook at it, wrote amemo and said it was noth-
ing but spaghetti code. He comes in and be-
comes an overnight hero.”

“I made the fatal mistake of saying, ‘Even I
could do better,’ ” Jeff Baldwin jokes.

Greg Baldwin worked in telecommunica-
tions before joining Baxa. When the head of
marketing and sales had a stroke, Baldwin
steppedinto the role in 1993.

Baldwin said he put together a top-notch
management team that has helped him steer
Baxa to ongoing growth. The company also
has a profit-sharing plan. Last year, employ-
ees received checks that equaled more than
20 percent of their base pay. There is also a
new cafeteria with hot meals cooked daily and
spectacular mountain views, an exercise
room and monthly activities.

“Tt gives everybody a common agenda, from
the warehouse to the board room,” Greg Bald-
win said. “We want to build an organization that
is not reliant on us for day-to-day operations.”

And even though he'd like to enjoy the perks

uct. offerings. The company’s second decade... -ofewning a business, such as leisurely lunches

cists in the adult world,” Milton said. “If J:q:', ,day

_u's,p jet.

nd, hohdéys off he's not putting his feet up

ere is‘@wwhole lot more to do to bu]ld out
ur_product line to meet the 21st century
needs of the marketplace we serve,” he said.



