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Special Note Regarding Forward-Looking Statements 
This annual report, including the Chairman’s Annual Letter and our Form 10-K included in this report, contains forward-looking statements (within the meaning of the federal securities 
laws) that involve substantial risks and uncertainties. All statements, other than statements of historical facts, included in this annual report regarding our strategy, future operations,  
future financial position, future net sales, projected costs, projected expenses, prospects, and plans and objectives of management are forward-looking statements. The words  
“anticipates,” “believes,” “estimates,” “expects,” “intends,” “may,” “plans,” “projects,” “will,” “would,” and similar expressions are intended to identify forward-looking statements, although not all 
forward-looking statements contain these identifying words. We have based these forward-looking statements on our current expectations and projections about future events. Although 
we believe that the expectations underlying any of our forward-looking statements are reasonable, these expectations may prove to be incorrect, and all of these statements are subject 
to risks and uncertainties. Should one or more of these risks and uncertainties materialize, or should underlying assumptions, projections, or expectations prove incorrect, actual results, 
performance, or financial condition may vary materially and adversely from those anticipated, estimated, or expected. These risks and uncertainties include, but are not limited to, the  
unpredictability of our quarterly net sales and results of operations; our ability to keep pace with a rapidly evolving marketplace and to develop or acquire and then successfully market 
new and enhanced products; our ability to successfully integrate newly acquired businesses into our existing operations; a highly competitive market for medical devices; the effect of 
a disaster at any of our manufacturing facilities; the loss of any significant suppliers, especially sole-source suppliers; the loss of any distributors or any significant customers, especially 
in regard to any product that has a limited distributor or customer base; our ability to adequately grow our operations and attain sufficient operating scale; our ability to obtain adequate 
profit margins; our ability to effectively protect our intellectual property and not infringe on the intellectual property of others; possible product liability lawsuits and product recalls; inad-
equate levels of third-party reimbursement to healthcare providers; our ability to initiate, complete, or achieve favorable results from clinical studies of our products; our ability to obtain 
and maintain U.S. and foreign regulatory clearance for our products and our manufacturing operations; our inability to raise sufficient capital when necessary or at satisfactory valuations; 
loss of key personnel; and other factors detailed in our filings with the Securities and Exchange Commission, including our Annual Report on Form 10-K for the fiscal year ended  
December 31, 2007.

We may not actually achieve the plans, intentions, or expectations disclosed in our forward-looking statements, and you should not place undue reliance on our forward-looking  
statements. Our forward-looking statements do not reflect the potential impact of any future acquisitions, mergers, dispositions, joint ventures, or investments we may make. We do  
not assume any obligation to update any forward-looking statements, whether as a result of new information, future events, or otherwise, except as required by law. 
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Selected	 Income	 Statement	 data	 2005	 2006	 2007

Revenues $ 30,727 $ 34,628 $ 41,446

Gross Profit $ 21,800 $ 25,261 $ 30,707

Gross Margin 70.9% 72.9% 74.1% 

Operating Income $ 422 $ (679) $(4,283)

Net Income $ 55 $ (1,172) $(2,934) 

Earnings Per Share $ 0.01 $ (0.15) $ (0.19)

Selected	 Balance	 Sheet	 data	 2005	 2006	 2007

Working Capital $ 5,722 $ 38,263 $ 31,721

Total Assets $ 25,068 $ 56,963 $ 61,151

Long-Term Debt $ 677 $ 0 $ 42

Stockholders’ Equity $ 18,536 $ 50,699 $48,586

Financial HigHligHts

Year	 ended	 decemBer	31 (thousands)
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Chairman’s Annual Letter

DEAR LeMAITRE VASCULAR SHAREHOLDER:
2007 was another great year for LeMaitre Vascular. As outlined at our October 2006 IPO, our 
business plan is simple: 1) hire sales reps; 2) acquire vascular devices; and 3) develop vascular 
devices. In 2007 we hired 10 additional sales reps, completed four acquisitions and launched 
four new products. This delivered 20% sales growth. We also increased our gross margin to 
74.1%, improved product quality and provided our customers with zero product backorders 
(for non-acquired devices). As expected, the added expenses of our expanded sales-force and 
operating as a public company caused a net loss of $2.9 million. 

20% SALES GROWTH TO $41.4 MILLION

Our sales grew 20% in 2007 to $41.4 million. This $6.8 million increase over 2006 was our 
largest-ever annual increase. Our compounded annual sales growth rate over the past five  
fiscal years is 19%. In 2007 our Endovascular and Dialysis Access revenues grew 44%, our 
Vascular category grew 12%, and General Surgery was up 2%. The principal sales drivers were 
our expanded sales force, our first year of Endologix distribution in Europe, the weak dollar and 
higher selling prices. 34% of our sales were endovascular, 39% international, 90% direct-to-
hospital and 23% implantable. Over time I believe revenues with these four attributes will be 
“stickier” and will carry higher gross margins. 

GROSS MARGIN IMPROVED TO 74.1%

Our operations group also had a good 2007. We posted a record 74.1% gross margin, up  
from 72.9% in 2006. We achieved this increase by raising U.S. hospital prices, eliminating  
select European distributors, and improving manufacturing efficiencies – in Burlington in 2007 
we reduced scrap costs by 33% and direct labor employees by 32%. Of course, our gross 

margin also benefited from the weak dollar.

NET LOSS OF $2.9 MILLION

LeMaitre Vascular posted a $2.9 million net loss in 2007, in line with our expectations. This loss was driven by the  
addition of 10 sales reps, the growth of our R&D efforts, and the incremental expenses associated with being a  
publicly-traded company for our first full year. It’s also worth noting that this loss included a $1.0 million charge related 
to the buyouts of our Italian and Irish distributors as well as a $370,000 charge for purchased R&D.

Four PRODUCT LAUNCHES

Our R&D efforts produced four product launches in 2007: the Pruitt F3 Carotid Shunt (in Q1), a next-generation  
version of our Flexcel Carotid Shunt (in Q3), the TT Tortuous Tracker Delivery System (in Q4) and a next-generation 
version of our EndoFit Thoracic Stent Graft with improved external fixation (in Q4). The TT and the next-generation  
EndoFit Stent Graft were the most strategically important. We believe these two endovascular products will  
substantially improve our competitive position in the stent graft market. On the other hand, the two carotid shunt 
launches demonstrate our continued interest in the open vascular category.

Our R&D projects tend to be aimed at the faster-growing endovascular and dialysis categories. Our acquisitions,  
however, frequently present us with financially attractive, open vascular product development opportunities. As  
we’ve seen, the market’s transition from open vascular to endovascular tends to wax and wane. Our business  
plan is designed to be robust in either environment. In 2007 we spent 11% of our revenues on R&D. 

UNITE STENT GRAFT CLINICAL TRIAL

Our pivotal phase II UNITE clinical trial received FDA approval in May 2007. As a reminder, UNITE is a 90-patient,  
14-center pivotal trial for our UniFit Abdominal Stent Graft. While our enrollment of just five UNITE patients in 2007 
was disappointing, we did manage to open up six investigational sites. The UNITE trial’s ultimate aim is to bring our 
UniFit Abdominal Stent Graft to our American vascular surgeon customers.
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Four ACQUISITIONS

We made four acquisitions in 2007. These purchases define and underscore our company’s unique endovascular and 
open vascular business plan. The LeverEdge Contrast Injector enhances imaging during abdominal stent graft procedures.  
The Vascular Architects suite of remote endarterectomy products will allow our domestic sales force to sell a $2,000  
procedure. Biomateriali’s open vascular grafts are a natural complement to our endovascular stent grafts. And finally,  
the novel endovascular device we acquired from Arizona Heart Innovative Technologies will give our R&D team an  
innovative device to complete. As you can see, we acquired a mix of endovascular and open vascular product lines.  
We paid $9.55 million for these acquisitions, a thrifty 1.9x sales multiple.  

1983-2008: 25 YEARS

You will see references to our “25th Anniversary” sprinkled liberally throughout this annual report and our vascular surgeon 
customers will see it on every business card, product and brochure in 2008. Our LeMaitre Vascular brand should mean 
innovative devices, honest sales reps, high quality devices and zero backorders.

But a great brand is more than just marketing and “feet on the street.” As we have consolidated our manufacturing, we 
are driving higher and more consistent product quality. The number of product complaints from our hospital customers 
dropped 30% in 2007 despite our 20% sales increase. All the while our manufacturing folks were able to pitch a  
12-month back-order “shutout” – incredibly, there was not a day in 2007 when a hospital in North America, Europe  
or Japan could call our customer service desks and not have their devices shipped that same day (excluding product  
lines acquired in 2007). 

WALL STREET AND THE Operating room

Our stock price increased 3% in 2007, ending the year at $6.20/share. So while I was pleased with our 20% sales 
growth, LMAT’s 2007 was obviously disappointing. As a backdrop, the Russell 2000 index lost approximately 3% in 2007. 
Though as a major shareholder, I understand that an index’s performance is small solace.

As 2008 dawns, I’ve settled into a predictable travel pattern: Boston-Rome-Brindisi. (Biomateriali is located in Brindisi, on 
the heel of the Italian boot.) As I make my airline connections in Rome, I’m reminded that the Eternal City was not built in a 
day. LeMaitre Vascular occupies a top-five perch in vascular surgery due to 25 years of excellence in the operating room. 
By contrast, the LMAT stock ticker was born just 18 months ago. So yes, I do expect LMAT to develop a loyal audience 
on Wall Street. But like Rome, it will take time. I promise to keep pressing on both fronts; we will work to make LMAT as 
recognizable on Wall Street as LeMaitre Vascular is in the Operating Room. 

THANKS TO OUR EMPLOYEES

I’d like to close this letter by thanking the hard-working folks who comprise LeMaitre Vascular. Our employees speak  
dozens of different languages and work in seven different time zones. We strive to develop long-term employment  
relationships as this seems to keep our vascular surgeon customers coming back for more. On that note, I would like to 
express my sincere thanks to Kimberly Cieslak, Van Lanouette, Tobias Malcharczik, John Markella and Victor Tirado for  
their 10 years of service at LeMaitre Vascular. These five members of the “Class of 1998” will receive 10-year loyalty 
Rolexes in 2008. 

Thanks again for a great 2007! Let’s keep building LeMaitre Vascular into the best vascular surgery brand in  
the world!

Sincerely, 

George W. LeMaitre
Chairman & Chief Executive Officer
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twent y-Five years oF PeriPHeral vision

lemaItre	v aScular	a S	o F	 decemBer	31,	2007

SaleS	G roWth
Five-year compounded annual growth rate of 19% 

2007	G roSS	ma rGIn
74.1% 

executIve	c ommIttee
Median 8.4 years at LeMaitre Vascular

vaScular	 devIce	 marKet	 opportunItY
Approximately $3 billion

emploYeeS**
221, including 57 sales representatives  

dIverSIFIed	v aScular	 portFolIo
14 product lines

Brand	 StrenGth*
LeMaitre Vascular ranked #2 “most dedicated”  
to vascular surgery

*  Source: Anonymous survey of U.S. and European vascular  
  surgeons regarding vascular device companies, conducted by   
  Research Options, sponsored by LeMaitre Vascular, Q4 2007.

**  Excludes employees of Biomateriali, acquired December 20, 2007.

25	Ye arS	o F	 perIpheral	 vISIon

2008 will mark the 25th anniversary of LeMaitre Vascular. In 1983,  

George D. LeMaitre, MD founded a company to develop the  

valvulotome he believed would change the way vascular surgeons treat 

lower extremity arterial disease. When his son, George W. LeMaitre, 

assumed the helm in 1992, we expanded our mission to include the 

development and sale of a broad range of devices to treat disease 

throughout the vasculature. Twenty-five years since our founding, we 

remain committed to this “peripheral vision.”

LeMaitre Vascular has grown into a full-service vascular device  

company with a global footprint.  In the process, we evolved from  

family ownership to surgeon ownership and then to public owner-

ship. As shown in the chart in the left margin, our 2006 IPO launched  

a new phase of growth.

Our strategy has been simple and clear for some time: grow our sales 

force, and simultaneously acquire and develop complementary devices 

that sell to the vascular surgeon.

2007 proved to be a microcosm of the preceding 24 years. We 

added 10 new sales representatives, went direct in four new countries, 

added five new complementary product lines through four acquisitions 

and a distribution agreement, and launched four new products, all while 

leveraging our increased scale to expand our gross margin. 

These strategies continue to guide us. We expect that continued  

execution will fuel sales growth and lead to meaningful profitability, which 

will fund reinvestment and drive shareholder value for the next 25 years.

We look forward to this continued journey. Thank you for coming along! 

Year-over-Year	Q uarterly	 revenue		
Growth	 rate

20%

10%

5%

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4

15%

25%

pre-Ipo

poSt-Ipo

20072006



L
eM

a
it

r
e	V

a
s

c
u

L
a

r	2
0
0
7
	a

n
n

u
a

L	r
e

p
o

r
t

5

25
years

2007
 LeMaitre Vascular acquires   LeMaitre Vascular acquires   LeMaitre Vascular acquires  

Biomateriali (AlboGraft),  Biomateriali (AlboGraft),  Biomateriali (AlboGraft),  
Vascular Architects (EndoRE & aSpire), Vascular Architects (EndoRE & aSpire), Vascular Architects (EndoRE & aSpire), 

and LeverEdgeand LeverEdge

2008
LeMaitre Vascular 

celebrates 25 years

2005
LeMaitre Vascular acquires EndomedLeMaitre Vascular acquires Endomed
(thoracic and abdominal stent grafts)(thoracic and abdominal stent grafts)

2004
Asia-Pacific Headquarters opens  Asia-Pacific Headquarters opens  

in Tokyo, Japan

2001
Vascutech acquires  Vascutech acquires  

Ideas for Medicine (carotid shunts) and Ideas for Medicine (carotid shunts) and 
changes name to LeMaitre Vascularchanges name to LeMaitre Vascular

1997
International Headquarters opens  International Headquarters opens  
in Frankfurt, Germanyin Frankfurt, Germany

1992
George W. LeMaitre joins  George W. LeMaitre joins  
Vascutech

1985
First valvulotome is soldFirst valvulotome is sold

1983
Vascutech is foundedVascutech is founded

by George D. LeMaitre, MDby George D. LeMaitre, MD

2006
Initial Public OfferingInitial Public Offering
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lemaItre	 vaScular	 dIrect	 repreSentatIon

lemaItre	 vaScular	S aleS	 repreSentatIveS

pre-Ipo	 SaleS	r epreSentatIveS

SaleS	r epreSentatIveS	a dded	 poSt-Ipo

dIStrIButorS

pre-Ipo	 dIrect	 repreSentatIon	

dIrect	 repreSentatIon		
InItIated	p oSt-Ipo
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world cl ass worldwide 

BuIldInG	a 	W orld	 claSS	S aleS	 orGanIzatIon

When we completed our IPO in October 2006, we had 36 direct 

sales representatives in the United States, Europe and Japan.

By adding seasoned industry veterans and retaining our top  

professionals, we built the sales force to 57 field sales  

representatives by December 31, 2007.

In 2007 we were able to retain most of our best-performing sales 

representatives from 2006, which is unusual in the medical device  

industry. These individuals provide a sturdy foundation on which to 

add new talent, which we have found easier to attract, partly due to 

the added prestige of being publicly-traded. We begin 2008 fielding 

the most clinically-skilled sales organization in our 25-year history.

SellInG�¸ dIrect-to-hoSpI; ( 3¹

We prefer to sell products direct-to-hospital rather than through  

distributors. Obviously this allows us higher selling prices and more 

attractive gross margins. More importantly, direct sales engender 

closer customer relationships, which make our revenues “stickier.” 

Direct-to-hospital sales also create cross-selling opportunities within 

the LeMaitre Vascular product portfolio. Since our IPO, we have con-

tinued to implement our “go-direct” strategy in France, Italy, Sweden 

and Ireland.

2007	 revenueS	 BY	 SaleS	c hannel

10% Distributors 

90% Direct-to-Hospital

39% Rest of World 

61% North America

98 99 00 01 02 03 04 05 06 07

WorldWIde	S aleS	 repreSentatIveS		
aS	o F	 decemBer	31
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Our Four 2007 Acquisitions

2007 acquisitions

our $1 Billion addressable market 
(millions)

Management Estimates and IMS Data
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Adding New Products through Acquisition

We added five discreet product lines through our four 2007 acquisitions.  

In April we acquired a hand-powered contrast injection syringe that is 

used primarily in endovascular aortic repair.  We rebranded and then 

relaunched the device as the LeverEdge Contrast Injector. In September 

we acquired Vascular Architects, a company with a suite of disposable 

plaque debulking devices, as well as a covered helical stent. In December 

we acquired Biomateriali, an Italian manufacturer of polyester vascular 

grafts. In December we also acquired intellectual property for a new 

endovascular device from a technology incubator associated with the 

Arizona Heart Institute. 

These five products lines have a combined $275 million  

addressable market.

Acquisition Date Acquisition Target Products Purchase Price
LTM Revenues  

prior to Acquisition1

Revenue  
Multiple

April 25, 2007 Cardiovascular Innovations LeverEdge Contrast Injector $400,0002 $240,000 1.7X

September 20, 2007 Vascular Architects Remote Endarterectomy 
Devices and aSpire Stent

$2,800,000 $1,780,000 1.6X

December 7, 2007 Project at Arizona Heart 
Innovative Technologies

Endovascular Device  
(in development)

$450,0002 $0 N/A

December 20, 2007 Biomateriali AlboGraft Vascular Graft    $5,900,0003,4 $2,920,0003 2.0X

Total  $9,550,0002 $4,940,0003 1.9X
1 Unaudited estimates, based upon acquisition due diligence.
2 Excludes contingent payments and royalty obligations.
3 Based upon the Euro/Dollar exchange rate on December 20, 2007.  
4 Includes management estimate of contingent payments to the sellers or others.
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leveredge	 contrast	 Injector
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Simple in appearance but elegant in its physical  

geometry, the LeverEdge Contrast Injector uses the 

principle of mechanical advantage to permit a  

physician to quickly and easily inject a large amount 

of contrast during an endovascular procedure. All 

without the use of expensive and complicated 

capital equipment.

The suite of disposable surgical devices that we  

acquired from Vascular Architects allows  

a vascular surgeon to perform a  

“Remote Endarterectomy,” the removal of 

a large volume of plaque by means of a 

single incision. This spares the patient from  

more-invasive peripheral bypass surgery.

Polyester grafts are a staple vascular surgery 

implant, used in a wide variety of bypass 

procedures throughout the vasculature.  

We believe vascular grafts to be one of the 

largest open vascular market opportunities.

endore	 remote		
endarterectomy	 devices

alboGraft	 vascular	G raft
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An engineer examines our  

EndoFit Thoracic Stent Graft  

with our new uniform top stent design.
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New Products in New Markets

Research & Development Momentum

2007 was a year of growth for our emerging research and development efforts.  At our IPO, we had a three-person 

department. Now at eight employees, the department is beginning to bear the fruits of our recent investments.  In 

2007 we launched four new products.

In November we introduced the TT Tortuous Tracker Delivery System, which improves the ease of use and per-

formance of our EndoFit and UniFit stent grafts. The TT delivery system requires less deployment force, providing 

the physician with increased control over stent graft placement. It also offers better flexibility, an improved coating 

to increase maneuverability, and a three-part valve system to minimize blood loss. In December, we introduced a 

next-generation version of our EndoFit Thoracic Stent Graft with a uniform top stent design. Both of these changes 

should improve our stent graft offerings.

In 2007 we also launched two line extensions to support our market-leading Pruitt-Inahara Carotid Shunt: the Pruitt 

F3 Carotid Shunt and a next-generation version of our Flexcel Carotid Shunt.

UNITE Trial Underway

We received FDA approval in May 2007 to begin our phase II UNITE Clinical Trial, a 14-center, 90-patient pivotal 

trial to support an application for pre-market approval of the UniFit Abdominal Stent Graft in the United States. By 

the end of 2007, we had initiated six trial sites and conducted five implants. The UNITE pivotal study will evaluate 

the safety and efficacy of the device.

Endovascular  

& Dialysis  

Access

Vascular

General 
Surgery

	 aSpire Covered Stent	 √	 √	
 	 EndoFit Thoracic Stent Graft		  √	
	 UniFit Abdominal Stent Graft	 Pivotal Study	 √	
	 LeverEdge Contrast Injector	 √	 √	
	 VascuTape Radiopaque Tape	 √	 √	 √
	 AnastoClip Vessel Closure System	 √	 √	 √

	 AlboGraft Vascular Graft		  √
	 EndoRE Devices	 √	 √
 	 InvisiGrip Vein Stripper	 √	 √	 Applied
	 Expandable LeMaitre Valvulotome	 √	 √	 √
	 Pruitt-Inahara Carotid Shunt	 √	 √	 √
	 LeMaitre Embolectomy Catheters	 √	 √	 √

	 OptiLock Implantable Port	 √	 √	
	 Reddick Cholangiogram Catheter	 √	 √	 Applied
	

   	P roduct Line	U .S.	E urope	 Japan
Sold in
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eFFicient Production - eFFicient grow tH

direct	 labor	 employees		
as	of	 december	31*
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*  Excludes employees of Biomateriali,  
acquired December 20, 2007.
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Sales	 per	 employee		
as	of	 december	31*	 (thousands)

ImprovInG	o ur	G roSS	 marGIn

Our gross margin for 2007 was 74.1%, up from 72.9% in 2006. The  

improvement in gross margin was caused in part by higher selling prices,  

but also resulted from cost savings due to the consolidation of most of 

our manufacturing into our Burlington, Massachusetts headquarters.

Our continued implementation of lean manufacturing techniques also 

shortened build times and reduced scrap. Throughout the year we  

were able to increase production levels while cutting our direct labor  

workforce. In fact, 2007 represented the third consecutive year that we  

simultaneously increased sales, improved gross margin, and reduced 

direct labor headcount.

We are especially pleased that these efficiency gains did not come at  

the expense of product quality. Through the implementation of improved  

employee training and “early warning” product testing strategies, our  

recorded product complaints from hospitals dropped 30% in 2007.

Although our new factory in Brindisi, Italy may negatively impact gross 

margin in the near term, it also provides us with new manufacturing 

competencies and an opportunity to realize future cost savings as we 

continue our integration process.

manaGInG our	G roWth

Operating efficiently beyond the manufacturing floor, we avoided the  

run-away headcount growth that sometimes strikes newly-public  

companies. We sought to direct our IPO capital toward sales channel 

expansion and acquisitions rather than infrastructure. 2007 revenues 

increased by 20% from 2006, but our headcount increased by only  

1% – excluding Biomateriali, which we acquired in the final days  

of the year.
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The Pruitt F3 Carotid Shunt 

is the latest innovation 

in carotid shunting, with 

improved Flow, Feel  

and Flexibility.
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peripheral	 vision

leveredge		
contrast		
Injector

endore	 remote	 	
endarterectomy	 	
devices

expandable		
lemaitre		
valvulotome

uniFit	 	
abdominal	
Stent	G raft

endoFit		
thoracic		
Stent	G raft

anastoclip		
vessel	 closure	S ystem
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Year Twenty-Six: 2008

We expect to continue our progress in 2008. You should look forward to 

updates on the following:

n� �Our revenues will become increasingly implantable as we  

welcome Biomateriali’s AlboGraft Vascular Graft into our  

product portfolio.

n� �We began selling directly to Italian hospitals in January 2008. We 

expect our direct-to-hospital sales in Italy to increase over time as  

we transfer product sales contracts from our former distributor.

n� �We will continue to seek out new acquisitions that leverage our  

infrastructure and core strengths.

n� �We will continue to integrate our four 2007 acquisitions on both 

the front and back ends. We will work to rationalize the manufac-

turing side of these businesses and continue to incorporate these 

new products into our sales bag.

n� �We plan to continue enrollment in the UNITE trial with the eventual 

goal of FDA approval of the UniFit Abdominal Stent Graft. 

n� �We will continue to focus on higher-priced endovascular  

procedures. In 2007 we opened an endovascular skills center  

in our German office to support our EndoFit and UniFit stent  

graft products.

n� �We will continue to focus our research and development  

activities on products in the endovascular and dialysis access 

product category.

Looking to 2008

Implantable Revenues

All Other Revenues

Implantable Revenues as A % of  
Total Revenues (thousands)
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Maik D. Helmers

Vice President,  
Central European Sales

Trent G. Kamke

Senior Vice President,  
Operations

Nobuhiro Okabe

Country Manager,  
Japan

Aaron M. Grossman

Vice President,  
General Counsel & Secretary

Kimberly L. Cieslak

Vice President,  
Marketing

Ryan H. Connelly

Director, Research & 
Development

Andrew Hodgkinson

Director,  
Clinical Affairs

Jonathan W. Ngau

Vice President,  
Information Technology

Cornelia W. LeMaitre

Vice President,  
Human Resources

Joseph P. Pellegrino, Jr.

Chief Financial Officer

George W. LeMaitre

Chairman &  
Chief Executive Officer

David B. Roberts

President

Executive Committee

Peter R. Gebauer

President, International

Robert V. Linden

Vice President,  
North American Sales



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 





 

 

 

 

 
 

 

   

 

 

 

 

 

 

   

 

 

 

 

 

 

 

 

   

 

 

 

 

 

   

 

 

   

   

   

   

   

   

   



 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

    

    

    

    

  

  

    

    

  

  

  

  

  

  



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 
 

 

 

 



 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 



 

 

 

 

 
 

 

 

 

 

 

 

  



 

 

 

 

 

 

 

                              

                              

                              

                              

                              



 

 

 

 

 

 

                    

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

            

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 
 

 

 

                

                

                

  

                

  

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 



 

 

 

 

 

 
 

 

 

                

                

                

  

                

  

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 



 

 

 

 

 

 



 

 

 

 

 

 
 

 

  

 



 

 

 

 

 

 
 

  

  

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

            

            

            

            

            



 

 

 

 

 

 
 

 

                  

                  

                  



 

 

 

 

 

 
 

 

  

              

         

                                              

                                              

         

                                              

         

                                                    
         

                                        
         

                                              

         

                                        

         

                                        

         

                                            

         

                                              

         

                                              

         

                                          
         

                                          

         

         

 



 

 

 

 

 

 
 

 

  

         

                                                

         

                                              

                                                

         

                                                

         

                                                      
         

                                      
         

                                      

         

                            

         

                                                

         

                                                

         

                                      

         

                                                

         

                                            

         

                                            

         

                            
         

                                                

         

         

 



 

 

 

 

 

 
 

 

  

          

        

                                   

                                    

        

                                    

        

                                        
        

                                  
        

                            

        

                                      
        

                                  

        

                                

        

        

 



 

 

 

 

 

 
 

 

                  

                  

                  

                  

                  



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

                

                

                

                

                

                

                

                

  

                



 

 

 

 

 

 
 

                

                

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 
 

  

          

  

  

  

  

  

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

  

 

  



 

 

 

 

 

 
 

 

 

 

  

 

  

 

 

 



 

 

 

 

 

 
 

 

  

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

  

 

  



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

                

  

                

  

  

 

      



 

 

 

 

 

 
 

            

            

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

 

 

  

  

  

      



 

 

 

 

 

 
 

  

 

 

 

 

 



 

 

 

 

 

 
 

    

    

 

 

 

 

 

 

 

 

 

 



 

 

 

 

 

 
 

 

 

            

            

 

 

 



 

 

 

 

 

 
 

 

 

 

 

 

 

              

    



 

 

 

 

 
 

 

 

 

 

                        

                        



 

 

 

 

 
 

 

                

                



 

 

 

 

 

 
 



Board of Directors

George W. LeMaitre
Chairman & Chief Executive Officer 
LeMaitre Vascular, Inc.

Director since 1992

Duane M. DeSisto 1, 2

President & Chief Executive Officer 
Insulet Corporation

Director since 2006

David N. Gill 1, 2

Retired Senior Vice President &  
Chief Financial Officer 
NxStage Medical, Inc.

Director since 2006

Russell D. Hays1, 3

Retired Chief Executive Officer
Biosource International, Inc.

Director from 2003 to 2005 and since 2008

Michael C. Jackson 3

Founding Partner 
Housatonic Partners

Director since 2005

Lawrence J. Jasinski 2, 3

President & Chief Executive Officer 
Soteira, Inc.

Director since 2003

Cornelia W. LeMaitre
Vice President, Human Resources 
LeMaitre Vascular, Inc.

Director since 1992

George D. LeMaitre, MD
Founder; Chairman of the Scientific Advisory Board 
LeMaitre Vascular, Inc.

Director since 1983

David B. Roberts
President 
LeMaitre Vascular, Inc.

Director since 2001

Corporate Headquarters
LeMaitre Vascular, Inc.  
63 Second Avenue 
Burlington, MA 01803  USA
Web:	www.lemaitre.com

Tel:	 +1-781-221-2266 
Fax:	 +1-781-425-5049

International Headquarters
LeMaitre Vascular GmbH 
Otto-Volger-Str. 5a/b 
65843 Sulzbach/Ts. 
Germany

Tel:	 +49-(0)6196-659230 
Fax:	 +49-(0)6196-527072

Asia-Pacific Headquarters
LeMaitre Vascular GK  
1F Kubodera Twin Tower Bldg.  
2-9-4 Kudan-minami, Chiyoda-ku 
Tokyo 102-0074  Japan

Tel:	 +81-(0)3-5215-5681 
Fax:	 +81-(0)3-5215-5682

1 Member of the Audit Committee 
2 Member of the Compensation Committee 
3 Member of the Nominating and Governance Committee

Stockholder Information

Price Range of Common Stock  
Our common stock trades on the NASDAQ Global 
Market under the symbol “LMAT”. The following 
table sets forth the high and low closing sale prices 
of our common stock for the periods indicated.

Dividends 
We have not declared or paid any cash dividends 
on our capital stock since our inception. We 
currently expect to retain future earnings, if any, 
for use in the operation and expansion of our 
business and do not anticipate paying any cash 
dividends in the forseeable future. 

Transfer Agent 
Inquiries concerning the transfer or exchange of 
shares, lost stock certificates, duplicate mailings 
or changes of address should be directed to our 
transfer agent at:

BNY Mellon Shareholder Services 
P.O. Box 358015 
Pittsburgh, PA 15252-8015

or

480 Washington Boulevard  
Jersey City, NY  07310-1900

1-800-820-6807 
1-201-680-6578 (Collect) 

TDD for Hearing Impaired: 800-231-5469
Foreign Shareowners: 201-680-6578
TDD for Foreign Shareowners: 201-680-6610
www.bnymellon.com/shareowner/isd

Independent Auditors
Ernst & Young LLP 
Boston, MA

Annual Meeting 
The annual meeting of stockholders will take 
place on Thursday, June 19, 2008, beginning 
at 10:00 a.m. at the offices of Goodwin Procter 
LLP, 53 State Street, Exchange Place, Boston, 
Massachusetts.

Investor Information Requests 
Investors, stockholders and security analysts 
seeking information about us should refer to our 
investor relations website at ir.lemaitre.com or 
call Investor Relations at 1-781-221-2266.

Other Information 
Reports on Form 10-K, Form 10-Q, Current 
Reports on Form 8-K and amendments to those 
reports are available free of charge through 
the investor relations section of our website at 
ir.lemaitre.com.  Copies of these reports are also 
available by writing us at:

Investor Relations 

LeMaitre Vascular, Inc. 
63 Second Avenue 
Burlington, MA  01803, USA

Trademarks 
LeMaitre, Pruitt-Inahara, EndoFit, Flexcel, 
VascuTape, Expandable LeMaitre Valvulotome, 
Glow ‘N Tell, Reddick, OptiLock, InvisiGrip, Pruitt, 
AnastoClip, MollRing Cutter, UniFit, Vascular 
Architects and the LeMaitre Vascular logo are 
registered trademarks of LeMaitre Vascular, and 
AlboGraft, aSpire, Biomateriali, EndoRE, F3 and 
LeverEdge are trademarks of LeMaitre Vascular.

Price Range

2006 High Low

Fourth Quarter 6.45 5.50

2007 High Low

First Quarter 6.82 5.88

Second Quarter 6.66 5.70

Third Quarter 7.54 5.56

Fourth Quarter 7.65 5.90






