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REPERTOIRE IS A SHARE MOVING MEDIA PUBLICATION

There are thousands of products distribution reps can sell.
Repertoire can help you equip them for sucess.



Repertoire is the only publication that serves the healthcare 

distribution channel through a wide range of resources including 

print, digital, video, webinars and education. It focuses on three 

closely related segments: physician office, hospital/surgery center 

and post-acute care. The constituents in the healthcare distribution 

channel rely on Repertoire for market analysis, emerging trends, and 

new products and services. Recognized as the industry leader in 

providing information, communication and education, Repertoire is 

staffed by long-time industry veterans and is considered required 

reading by the distribution community.

•  You can reach 5,900 in distribution and 8,000 in the industry every month.

• It builds a relationship with the people who sell your products.

• It opens the doors with distributor management for your salespeople.

• It shows your company’s commitment to the distribution channel.
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» McKesson

» Henry Schein Medical Group

» Cardinal Health

» Owens & Minor

» Medline

» Fisher Healthcare

» NDC

» IMCO

» Independents

» Concordance

Advertising in Repertoire  
is the only way to reach  

all of distribution with  
your message!
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Infection 
Rates 
Down

Providers are  
making progress on 
reducing healthcare-
associated infections
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Bonus distribution to national sales 
meetings and industry events

Circulation: 8,000 total
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PAMA:  
The  Stage  

is Set
How will the new rates 

impact providers, distributors 
and manufacturers?

Jim Poggi,
Tested Insights, LLC
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Back to 
School

It’s bad news  
for kids, but not  

so much for  
parents, doctors  

or sales reps
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Dail-eNews

The Dail-eNews is real-time 
news for those involved in the 
business of healthcare. As the 
industry’s first and only e-mail 
news service, it’s e-mailed on 
a daily basis to over 20,000 
decision-makers in GPOs, IDNs 
and the manufacturing and 
distribution segments of the 
healthcare industry.

RepConnect Mobile App

RepConnect equips 
Distribution Reps with an 
easy to use, efficient solution 
for storing and sharing 
product brochures, white 
papers, and rep lists. With 
this revolutionary tool, 
Reps can share information 
and documents with their 
accounts in just a few clicks.

Education

Repertoire provides product 
training to distribution sales 
reps through print and online 
models. Distributor sales reps 
from companies like Cardinal 
Health, McKesson, Henry Schein 
Medical, as well as independent 
reps from IMCO and NDC 
learn and earn with product 
training. Repertoire offers 
distributor sales rep training 
modules, comprehensive 
internal manufacturer-training 
programs and in-service 
training modules.

Events

Discuss key trends with 
the leading industry voices 
and decision-makers at 
regional and national events 
throughout the year.

Reach your audience 
digitally and in-person 
through e-news, a mobile 
app, training, and events.



EDITORIAL 

Repertoire spotlights leaders in the industry throughout the year, including: 

Medical Distribution Hall of Fame Excellence in Sales Awards
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Paul Julian: 
To the 
Point
For McKesson  
Medical-Surgical 
executive, actions  
speak louder  
than words
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Issue Ad Due Date Issue Topics Health Focus

January 12/5 Rep Survey Obesity

February 1/4 Government, Reimbursement Update Heart Disease
March 2/5 HOF / Readex Study iFOBT
April 3/5 Excellence in Sales Maternal/Baby Health and Diabetes
May 4/5 The Importance of Lab MRSA
June 5/7 Infection Prevention Issue Opioid Issue
July 6/5 The Online Market Place vs Distribution Vaccine and Back to School

August 7/8 EMR and the future of new products EMR
September 8/6 Flu - AACC Flu

October 9/5
Innovation issue for any new products  

launched in 2019 / Readex Study
Lab and Diagnostics

November 10/4 Equipment - Tax Benefit Diabetes
December 11/5 Manufacturer Reps to Watch Sharps Safety

Post-Acute Issue Topics
February Wound Care

April Point of Care Testing in Post Acute
June Infection Prevention Issue

August Incontinence
October Industry topics Readmission, Fall Prevention, F Tags

December Respiratory
Bonus Distribution at Distributor National Sales Meetings and Industry Meetings and Events

* Editorial calendar subject to change based on industry events and trends.

Paul Julian: 
To the 
Point
For McKesson  
Medical-Surgical  
executive, actions  
speak louder  
than words

Paul Julian gets things done. 
He built McKesson Medical-
Surgical into a nationwide 

distributor for the non-acute mar-
ket. He did it with speed, efficiency, 
discipline, leadership and focus.

Julian was a key player in McKes-
son’s 1997 acquisition of  General 
Medical, the 1998 acquisition of  Red 
Line Healthcare (now McKesson 
Extended Care), the sale of  its acute-
care business to Owens & Minor 
in 2006, and its acquisition of  PSS 
World Medical in 2013. 
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The Pursuit 
of Excellence

“Quidel was good enough to let me take off  as much 
time as I needed to get things settled,” recalls Hundl. “But 
I couldn’t stop. I worked on emails, trying to do every-
thing I could.” She took to waking up hours before dawn, 
in order to get an early start on her day, so that she could 
be home with her family at night. 

An outstanding work ethic is just one reason Hundl 
is the recipient of  this year’s Repertoire/HIDA Excellence 
in Sales Award for a manufacturer rep. 

“Dianna goes above and beyond for her customers, 
including our distribution partners,” says Brandi Mayhall, 
regional sales director, Southeast region, Quidel. “She has 
worked evening, weekends, and even on vacation, wheth-
er it is helping customers solve an issue or achieving a 
go-live goal for a new platform. She seeks a solution that 

is best for the customer, while balancing the interests of  
Quidel. On co-travels with Dianna, I saw first-hand how 
invested she is in the lives of  our customers.”

 It’s genetic
Hundl’s work ethic is one she owes to her parents, Rosa 
and Jose Cantu, owners of  a contracting business in 
Houston, where she was born and raised. “They always 
said, ‘Work hard, and it will pay off.’ They both love to 
work and are very competitive. I fit right in.”

Graduating from high school at the age of  16, Hundl 
wasn’t sure of  her career path, but she did know one thing: 
She wanted to help people. So she enrolled in a nursing 
program and ended up working in the special care unit at 
Children’s Memorial Hermann Hospital in Houston. 

Dianna Hundl: Driven

Pretty much everybody in Houston knew 
Hurricane Harvey was going to hit the 
city hard. And it did, on Aug. 25, 2017. 

The house in which Dianna Hundl – hospital 
account manager for Quidel in Houston – and 
her family were living was rendered uninhabit-
able. So was the new house – still under con-
struction – that the family was building, and to 

which they had hoped to move shortly. So the family of  four moved 
to her parents’ house, then to a small apartment.

Dianna Hundl
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He says he’s no whiz-bang. In fact, he 
probably is. The thing about Mike Mc-
Goldrick is, he keeps things simple. No 

ostentation, no uber-aggressiveness. Just hones-
ty, loyalty and hard work. In return, he earns the 
trust of  his customers and manufacturer part-
ners, and plenty of  business.

Mike McJet
Mike McGoldrick is loyal to customers, manufacturers, colleagues… 

and the New York Jets

Mike McGoldrick

Mike McGoldrick – or Mike McJet, as many people call 
him (he’s a fanatic New York Jets fan) – is territory man-
ager in Connecticut for Henry Schein, and the recipient of  
this year’s Excellence in Sales Award for a distributor.

“Mike has core values that make him success-
ful professionally,” says Arthur Lubniewski, district 
manager, New England, Upstate New York, eastern 
Canada, for Integra/Miltex. “He holds himself  ac-
countable in making sure every minute with a vendor 
is utilized appropriately. His level of  respect toward 
his professional network is above and beyond most. 
Finally, his high level of  integrity is what sets him 
above everyone else and helps him build loyalty with 
his customers and peers.”

Garett Roberts, sales representative for Midmark 
Corp. in southern New England, says, “Mike is just a solid 
person all the way around. He prides himself  on not do-
ing anything too fancy. He simply puts his head down 
and works hard. His customers have the utmost respect 
for him, and they know they can count on him to always 
deliver. Most important, Mike is a family man – husband, 
father of  four. He has his priorities perfectly aligned.”

Mike McGoldrick is the type of  guy who, given the 
choice between lobster tail or beef  stew, would probably 
go for the stew, says Frank Rivas, Northeast Zone general 
manager, Henry Schein. “He’s funny as hell, but at the 
same time, a little reserved in crowds. His demeanor is 
not that of  an aggressive salesperson. It’s more like, ‘I’m 
here to help you and your practice.’ And people see that.”

Two life choices
Born and raised in Connecticut, McGoldrick made two 
important life choices by the age of  17. The first was his 
commitment to the New York Jets, made in Shea Stadi-
um at his first Jets game – with Namath quarterbacking 
– when he was in second grade. The second was his deci-
sion, at the age of  17, to enlist in the Navy rather than go 
straight to college after high school. 

“Right out of  high school, I didn’t have the grades, the 
money or the maturity to have any sort of  college future,” 
he says. (That’s his honesty speaking.) “Enlisting in the 
Navy was almost an easy decision to make. It would pro-
vide me a safe place and time to mature. And we all know 
that serving your country is an honorable thing to do.”
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Medical Distribution 
Hall of Fame

He also played a key role in strengthening and ex-
panding McKesson’s presence in pharmaceutical distribu-
tion and operations, both in the United States and abroad.

Julian, who, in January 2018 retired as executive vice 
president and group president, Distribution Solutions, for 
McKesson Corp., will be inducted into the Medical Dis-
tribution Hall of  Fame in April.

“He has brought tremendous discipline to our indus-
try vis-à-vis the focus he has demanded within McKes-
son, which has set healthy bars within the marketplace,” 
says Stanton McComb, president, McKesson Medical-
Surgical. “He reshaped the industry with dozens of  mas-
sive acquisitions, e.g., US Oncology, PSS World Medical, 
Per-Se/RelayHealth, Celesio, to name only a few.”

Says Rick Frey, president, Moore Medical LLC, 
“Clearly, Paul was the driving force in developing and 
executing the strategy to be in the No. 1 market position 

in the alternate site markets. Not only did he drive the 
financial performance, he was responsible for success-
fully acquiring companies, attracting talent, and building 
and developing a team and a performance-based culture. 
The performance of  the company and its people are 
Paul’s legacy.”

Confident, not cocky
Julian was born and raised in Boston. His father, Albert, 
was a junior-high and high-school teacher; his mother, 
Dorothy, a homemaker.

He graduated from Salem State University in Salem, 
Massachusetts, with a bachelor’s degree in education. 
After graduation he went to work for Faberge, selling 
the company’s shampoos and fragrances to drug stores, 
department stores, independents and mass merchandis-
ers throughout New England. It was a great job for a 

21-year-old kid out of  school, he says. There was a com-
pany car, an expense account and even a salary. But he 
didn’t see himself  building a career there.

Concluding that healthcare sales would be a good ca-
reer choice, Julian went on some interviews and got a job 
with United States Surgical Corp. (now part of  Medtron-
ic), which, under the leadership of  founder Leon Hirsch, 
had captured the U.S. market for surgical staplers. Rough-
ly two years later, he joined IVAC Corp., then a division 
of  Eli Lilly (and now part of  Becton Dickinson), selling 
infusion pumps to the acute-care market. 

When at U.S. Surgical, Julian had struck up a friend-
ship with Elliot Brodsky, owner of  Eastern Hospital 
Supply in Stoneham, Massachusetts. It was Brodsky who 
convinced him to leave IVAC and become sales manager 
for Eastern Scientific, which was Eastern’s non-hospital 
business. “I had people reporting to me, some who had 

a lot more experience in distribution 
than I did,” Julian recalls. “But peo-
ple would tell you I always have had a 
high level of  confidence. I wasn’t in-
timidated by the people, the job, the 
products. I went in and did the best 
I could. I stayed focused and tena-
cious. And it paid off.”

When Greensburg, Pennsylva-
nia-based Stuart Medical acquired 
Eastern, Julian moved to Greens-

burg and ultimately became chief  operating officer of  
Stuart. In 1994, Owens & Minor acquired Stuart, and Ju-
lian moved back East, to Boston, as senior vice president. 
In 1996, he joined McKesson in San Francisco, which was 
under the leadership of  an old friend and fellow medical 
salesperson, John Hammergren.

A bigger footprint
“I went to San Francisco recognizing McKesson want-
ed to build its healthcare (non-retail) footprint,” he says. 
“And they had the balance sheet to do it. So John and I 
looked at various assets.”

Their first acquisition was Automated Healthcare, 
which manufactured automated pharmaceutical dispens-
ing equipment for hospitals. The following year, in 1997, 
the company made a big leap into the medical market 
with the acquisition of  Richmond, Virginia-based General  

“ If you look not only around McKesson 
and its various companies, but into the 
healthcare industry, there are numerous 
people whom Paul hired or developed 
into the leaders they are today.”

– Rick Frey
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Medical. Julian moved to Richmond to oversee General 
Medical (then called McKesson General Medical) for three 
years. More growth followed.

“I can’t even tell you how many acquisitions we did 
over the course of  the years,” he says. They included 
Parks Inc, Atlantic Healthcare, Red Line Healthcare (now 
McKesson Extended Care), US Oncology and, in 2013, 
PSS World Medical.

“We bought companies with good people and strong 
customer bases, and we maintained a balance between 
McKesson people and those from the acquired compa-
nies,” he says. “When 
you’re trying to integrate 
two cultures, you need 
representation from 
both sides in order to 
create a new culture.”

Proof  that the inte-
gration process worked 
well is the list of  McKes-
son Medical-Surgical 
leaders who came from 
acquired companies, 
including Gary Kee-
ler, president, sales and 
marketing (from Red 
Line); Eddie Dienes, 
president, primary care 
sales (from PSS); Brad 
Hilton, senior vice pres-
ident, customer experi-
ence (from PSS); Joan Eliasek, president, extended care sales 
(from General Medical); Rick Frey and many others.

National vision
“General Medical was a regional medical-surgical dis-
tributor,” says Eliasek, who worked with or for Julian in 
various roles from the time of  the General Medical acqui-
sition. “Paul came in with a vision to create a leading na-
tional distributor. He used General Medical as a platform 
to build what we are today. He is responsible for much 
of  the talent in our company – identifying them, bringing 
them in and training them to be great leaders.”

Says Frey, “Although I had heard of  Paul years ear-
lier, as we both worked in the healthcare distribution  

industry in New England, I first met him in 1996. At 
that time I was vice president of  primary care with 
General Medical, and Paul was with McKesson Corpo-
ration. I was part of  the General Medical due-diligence 
team presenting our respective markets to potential 
buyers of  the company. 

“The team had been in New York City presenting to 
a potential buyer when we were told to head to Phoenix 
to meet with two individuals from McKesson – Paul Ju-
lian and John Hammergren. That was my first experience 
of  Paul Julian drilling down on every detail. Shortly af-
terward, McKesson acquired General Medical and named 
Paul Julian as president.

“One of  Paul’s unique skills is to have the vision 
to understand what the customers’ needs will be in 
the future and build out the competencies to meet 
those needs. If  you look not only around McKesson 
and its various companies, but into the healthcare in-
dustry, there are numerous people whom Paul hired 
or developed into the leaders they are today. I doubt 
you could find anyone who worked directly for Paul 
that doesn’t feel he made significant contributions to 
their professional growth.”

Says McComb, “Paul has helped broker healthy 
forms of  collaboration and partnership even between 
competitors. He has the courage to promote and ask for 
value where value has been delivered. And he has done 
a lot to make sure we are not just box movers or com-
modity brokers, both with our collective customers and 
manufacturing partners.

“He has also envisioned and initiated multiple major 
industry shifts, e.g., shift to fee-for-service; investment in 
Rx technologies; recommitment and reinvigoration of  in-
dependent pharmacy programs, like Health Mart (a fran-
chise program for independent pharmacies); and massive 
investments in generic pharmaceuticals and private-label 
medical/surgical supplies. 

“He brought and promoted Six Sigma to McKesson, 
which reflects his drive around operational excellence and 
which sparked healthy continuous improvement across 
the industry.”

Don’t stop now
“The healthcare industry is going to continue to evolve,” 
says Julian, noting recent merger announcements involving 

“ When you’re 
trying to 
integrate 
two cultures, 
you need 
representation 
from both 
sides in order 
to create a 
new culture.”

– Paul Julian
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BY  THE 
NUMBERS

•  Tomorrow’s physician customer. Our continuing series, depicting how medical 
schools are preparing today’s students to become tomorrow’s doctors … and the 
implications for Repertoire readers.

•  Rep Corner. There are a few thousand stories among Repertoire’s readers. 

•  IDN Opportunities. Knowledge of the customer increases the rep’s 
opportunities for successful selling. And who can’t use more knowledge  
about integrated delivery networks?

•  Windshield Time. News about the sales rep’s home away from home – the car.

•  Quick Bytes. Technology is changing the way reps work. Short takes  
on the latest out there.

•  HIDA Government Affairs Update and Distributor Sales Strategies

• Healthy Reps. Stay healthy, stay selling. 

• Wound Care

• News about industry events, people in the news, and more.

REPERTOIRE 2019 TOPICS

Repertoire Post-Acute focuses 
on key trends and topics that 

impact sales reps who are 
selling to nursing homes, rehab 
facilities, home health and DME. 

Repertoire will examine the 
Post-Acute market and trends 

in-depth in six issues.  

Length 
of Stay
States finding out  
that the shorter the 
nursing-home 
stay following  
hospitalization,  
the better for  
the patient

vol.26  no.4 • June 2018 repertoiremag.com
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With an estimated 10,000 to 11,000 Baby Boomers 

turning 65 every day, it’s a safe bet that home care will play 
a growing role in the future of  U.S healthcare. 

For one thing, surveys indicate that aging Boomers pre-
fer home care to institutional care. For another, the federal 
government can hardly ignore the potential cost-savings 
of  home care. (Together, Medicare and Medicaid made up 
77 percent of  home health spending in 2016, according to 
the Centers for Medicare & Medicaid Services.) A recent 
study published in the American Journal of  Medicine (Nov. 24, 
2017) maintains that home health care can reduce 365-day 
post-discharge costs by more than $6,000 per patient, and 
reduce readmissions and deaths.

But home care providers face challenges as well, 
including reimbursement cuts (both real and threatened), 
competitive bidding, and fraud and abuse, to name a few.

Repertoire asked three distributors (and distributor groups) 
to share their perspectives on the market:

• Cardinal Health.
• Medline Industries.
• IMCO Home Care.

Cardinal Health at-Home
“Post-acute is a critical part of  Cardinal Health’s focus 
and mission,” says Luke Whitworth, vice president of  
Home Healthcare Solutions, a Cardinal Health company. 
“As care continues to shift to the home, we will continue 
to look at opportunities that enable us to best serve our 
customers (patients, caregivers, clinicians, and commer-
cial) and our strategic growth initiatives.”

Cardinal Health at-Home supplies home care 
patients with more than 40,000 products from more 

POST-ACUTE   CARE

Home Care in 2018
Slightly bruised by regulations, home care agencies can use help  

from their distributors. And they’re getting it.
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T Overton
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A CUT ABOVE

From Repertoire’s EOL and the (23 we need the actual number) manufacturers who provided 
product train thank you for completing 100% of the modules in 2017. As sales people we always 

hear about the 80/20 rule. The 423 reps listed here far out do that that rule!  
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CHRONIC CARE   MANAGEMENT

Primary 
Care at 
Home
The Independence 
at Home 
Demonstration

Editor’s note: Demographics are 
changing. Venues of  care are changing. 
Reps’ call points and the products in 
their bags are changing too. With this 
issue, Repertoire begins a series of  
articles on chronic care management. 

Chronic diseases and conditions – such as heart disease, stroke, cancer, type 2 
diabetes, chronic obstructive pulmonary disease, obesity and arthritis – are among 
the most common, costly, and preventable of  all health problems. As of  2012, about 
half  of  all adults – 117 million people –  had one or more chronic health conditions. 
One in four adults had two or more chronic health conditions. Seven of  the top 10 
causes of  death in 2014 were chronic diseases. 

A Readex survey found 
that 29% of readers sold 

a product or service after reading an ad  
in Repertoire.

The majority of readers 
still prefer promotional 

content and coupons from traditional 
print media – such as magazines, 
newspapers, inserts, and flyers.

Of reps would like to see 
sponsored content from 

manufacturers around timely issues 
that they can share with their customer.

Of the buyer’s journey is 
complete before a buyer 

even reaches out to sales.



DAIL-E NEWS ONLINE ADVERTISING OPPORTUNITIES: Banner Size - 120 x 240 pixels
1-2 weeks – $2,000 per week

• RepConnect App: $4,500

• Classified Ad: $500

• Bellybands: $7,500 (price may vary)

• 5x7 customized inserts: $8,500 (includes a full page ad)

• Full page customized insert: $9,000 (includes a full page ad)

• Case Study

•  Special section and content: Call for pricing and opportunity

• 2-Page Spread Advertisement: $9,900 (price may vary)

•  New Product Launch Campaigns:  
$15,000 (includes a training module)

•   Distribution Networking Receptions:   
Limited availability. Call for details!

ADDITIONAL OPPORTUNITIES

•  Build a relationship with the people  
who purchase your products

• Align your company with market leaders

• Strengthen your company’s brand

• Create trust with supply chain leaders

•  Help you capture mind share,  
and therefore market share

• Deliver your message to their office

Advertising in Repertoire  
is the only way to reach  

all of distribution with  
your message!



Bleeds:  Ads which bleed must extend no less than 1/8-inch beyond trim. 1/8-inch of bleed 
is calculated into the sizes listed for full-bleed ads. The dashed lines indicate the 
trim edge, solid line shows live area and the darker gray indicates bleed edge. 

DISPLAY ADVERTISING SPECIFICATIONS: Trim  Size: 8.5” W x 11.75” H

1/2 Page 
Vertical:
Bleed

4 1/4” W x 12” H

Full-Page: 
Bleed

8 3/4” W x 12” H
(trim plus 1/8” 
bleed all around)

Non-bleeds:  The non-bleed sizes below allow for a 1/2-inch float space between 
ad and trim, as indicated in illustrations.

Full-Page: 
Non-Bleed

8” W x 11 1/4” H

1/2 Page 
Horizontal:
Non-Bleed

8” W x 5 1/8” H

1/2 Page 
Vertical:
Non-Bleed

3 5/8” W x 10 1/2” H

SUBMITTING ADS:
•  CMYK is the only accepted mode for color advertisements. Convert all 

artwork from RGB mode to CMYK. Do not use Pantone (PMS) colors in 
your layout, unless saved as CMYK process separations.

•  The publication is produced in Macintosh platform using Adobe 
Indesign CC. Ads produced on PCs must be submitted as a pdf with all 
fonts in outline form.

•  Advertisements must be built to size. Bleeds must extend at least 1/8-
inch beyond the trim area. Please keep vital matter at least 1/2-inch 
within trim area.

•  Include ALL screen and printer fonts with your layout. (Include those used by 
embedded graphics in illustration programs, unless converted to outlines.)

• Please put the advertiser’s name in the title of your file.

•  Please send a high resolution print ready pdf of your ad directly to your 
account manager.

DISPLAY ADVERTISING RATES:
Size 1x 6x 12x

Full page $7,430 $7,091 $6,585

Half page $5,380 $5,085 $4,695

1/2 Page 
Horizontal:
Bleed

8 3/4” W x 5 3/4” H

TERMS AND CONDITIONS:
  1.  Publisher reserves the right to position sales messages in each issue according to design space.
  2.  All messages are subject to the publisher’s approval. Publisher reserves the right to reject 

messages or advertisements not in keeping with publication’s standards.
  3.  The publisher assumes no liability for errors or omissions in reader service numbers.
  4.  Publisher will not be bound by any conditions, printed or otherwise, appearing on any order 

form, insertion order or contract when they conflict with the terms and conditions herein or 
any amendment hereto.

  5.  Requests for specific position are not guaranteed unless premium position is paid.
  6. Prices are subject to change.
  7.  Color proof must be supplied with advertising materials. 
  8.  The publisher’s liability for any error will not exceed the charge for the advertising in question.
  9.  Payment terms are net 30 days. Overdue accounts may be charged a 1.5 percent per month 

finance charge or the maximum legal rate of interest allowed by law for all past-due invoices.
10.  Recognized advertising agencies providing complete preferred print materials are allowed a 

commission on gross billing space, color and position, only if the account is paid within 30 days. 
11. Verbal agreements are not recognized.
12. No cancellations will be accepted after the Ad Due Date.
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Where will 
regulatory 

updates take 
physician 

offices?
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The Flu 
Forecast
Flu season is 
approaching. 
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Big Time
Selling equipment to today’s 

consolidated customers
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PAMA:  
The  Stage  

is Set
How will the new rates 

impact providers, distributors 
and manufacturers?

Jim Poggi,
Tested Insights, LLC

Jan
uary 2018
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