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Advanced visualization company 
joins up with enterprise-wide content 
management unit 
In the beginning of January it was announced 
that the US company Lexmark would acquire the 
Canadian-based company Claron Technology, a lead-
ing provider of systems for medical image viewing, 
distribution, sharing and collaboration software tech-
nology.

We wanted to find out about the consequences and 
implications for European end-users of Claron prod-
ucts and the future strategy of the combined group, 
so we spoke to Claudio Gatti, CEO and co-founder of 
Claron Technology.

Q.  First of all a bit of history regarding Claron. 
We know you’re a young and rapidly growing 
company, but exactly when were you founded?

I co-founded Claron Technology in Toronto, Canada 
back in 2001 with my partner Doron Dekel. For a good 
part of Claron’s life we have worked exclusively in the 
business-to-business market. Our software is embedded 
in many medical applications from partners like Philips, 
and McKesson. We always had a global reach with our 
products, since we supplied large multi-nationals with 
international distribution. 

In the last five years Claron has indeed experienced 
rapid growth, and has continued to expand the range of 
technologies we offer while expanding our customer base. 
On the basis of our 5-year revenue growth, Claron has 
been recognized on four separate annual occasions as one 
of Canada’s fastest growing companies .

Q.  Claron’s activities are in image processing, which 
covers many fields. In which specific sectors is 
the company most active? 

We are focused on medical image processing and spe-
cifically on Advanced Visualization and Medical Image 
Viewers. Our Enterprise Imaging group has been at the 
forefront of the field of distributed visualization for many 
years. We developed three generations of thin-client view-
ers, which have been very successful in the market and 
are now in wide use. At each iteration of the product 
development cycle, the client side of our systems became 
smaller and smaller, until it disappeared completely in our 

flagship product, Nil the zero footprint viewer.  With Nil, 
we have also changed our strategy and started to offer the 
system both directly to end-users and through partners.

Q.  All this sounds very positive so what’s the ratio-
nale for the need to join up with Lexmark? Isn’t 
Lexmark more known for non-medical imag-
ing activities such as computer printers and 
accessories?

Lexmark has been very active in the area of Enter-
prise content management and it has  a strategy to offer 

Claudio Gatti, CEO and co-founder of Claron 
Technology is now masterminding the integra-
tion of Claron with  the Perceptive Software 
division of Lexmark.

The quality of Claron’s advanced visualization systems is renowned.
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unique, interoperable vendor neutral solutions that among 
other things help eliminate silos that exist today within health-
care organizations.  Lexmark’s  vision and strategy are in sync 
with the direction we were pursuing with Claron Technology. 
We felt it was the right time to join forces with a larger organi-
zation to be able to make an impact on a global scale. 

Functionally we will become integrated with the Perceptive 
Software division of Lexmark 

Q.  What  is the Perceptive divison of Lexmark generally 
known for? 

Perceptive Software is a division of Lexmark that builds 
process and content management software that closes the 
information gaps that exist throughout every organization. 
This extends from classical enterprise content management to 
vendor neutral storage and management of all imaging data. 

Q.  What are the likely practical implications of the 
acquisition for existiing or future customers? Will 
ther be any changes in marketing priorities, e.g. 
geographical? Claron already had a significant Euro-
pean installed base and had plans to develop into the 
Middle East. What will be the effect of the merger 
with Lexmark  on this set-up/future plans?

While the Claron team and our commitment to our cus-
tomers remains unchanged, our capabilities have expanded 
greatly with the acquisition.  The Nil family of Enterprise and 
Diagnostic viewers will continue to be a vendor neutral solu-
tion for all  image viewing needs of our end-users. Our WIF 
advanced visualization platform and our clinical engines will 
continue to be the solution of choice for partners looking for 
time to market and unique clinical functionalities. Our prod-
ucts are also going to be integrated and will be available as add 
on to Perceptive’s Enterprise Content Management (ECM) 
and Vendor Neutral Archive (VNA) to enable Enterprise and 
Diagnostic image viewing across the clinical enterprise. 

Q.  And what about the future directions and overall 
strategy of the new group? 

Claron has become the Visualization division of Perceptive 
Software and this division will enable Perceptive Software to 
further expand its medical content management strategy. The 
combination of Perceptive Software’s content and process 
management platform together with  industry-leading VNA 
functionality to enable centralized storage, management and 
medical imaging sharing plus the Nil Enterprise viewer, will 
enable Perceptive Software to offer unique, interoperable solu-
tions with vendor neutrality that help eliminate the silos that 
exist today within, and between, healthcare organizations. The 
result will be  improved access to content and ultimately to 
better patient care. 

Q.  Finally on a personal note you were one of the two 
co-founders of the Claron company. Any regrets/
nostalgia in seeing your baby swallowed up? 

I am very proud of what we built at Claron Technology over 
the years, and of the amazing team we assembled. But I am as just 
as excited about this new phase of the business as I was when I 
developed Claron Enterprise Imaging business from the ground 
up. With Lexmark focus and commitment, the wide portfolio of 
technologies it owns and the disruptive changes happening in the 
market,  I see a strong opportunity to have a much larger global 
impact within the new home for the business. 

Claron has  developed three generations of thin-client viewers, which have been 
very successful in the market and are now in wide use. At each iteration of the 
product development cycle, the client side of our systems became smaller and 
smaller, until in our flagship propduct, the zero footprint viewer Nil it disap-
peared completely.

Claron’s Enterprise viewer allows viewing of fused images

Nil makes use of server-side rendering, resulting in minimal hardware requirements 
on the client-side


