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regardless of the cause.
ecently one evening I had a chance to sit down and
watch a little TV. As I sat there searching for the
perfect show, I came across several infomercials.

Some offered kitchen gadgets that would allow you to cook
perfect food in a matter of minutes, without all the calories.
Another channel offered a workout program that was so good

"At Med One, we work quickly to
resolve any issues that might arise
– regardless of the cause."

you would burn off fat just thinking about using it. And don’t
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our success to our

where things don’t go as planned. In my opinion, these are
the times when you really find out just how much a company
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provide the absolute best service possible, there are instances
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WALKING
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forget the amazing all in one vacuum cleaner, carpet steamer,

Another area in which I believe we excel is the quality of

barbecue grilling, painting device, that no one can live without.

our rental and pre-owned equipment. I have seen first-hand
the time and effort that goes into making our equipment

While many of these products are probably pretty good, I

patient ready. It is much more than just a wipe down with

really started to wonder if any of them really lived up to all

a disinfecting cloth. There have been many times when

the hype. Once I finally found the show I wanted to watch I

equipment comes to us and I think there is no way we will be

became more interested thinking about the infomercials. With

able to make it patient ready. I continue to be proven wrong as

each one, I asked myself, “Does that company really do what

our team of equipment technician’s take the steps to properly

they say they do?” Then I asked myself, “Does Med One really

clean, repair, and rebuild to a level that the device can safely

do what we say we do?” The answer to that question is yes.

be used on a patient. This is just another example of Med One
doing what we can to provide the best possible service.

This answer became more evident to me as I took the
opportunity to visit with several of our employees to hear their

It is one thing to say we will do something and another to

perspective on the service we provide. I met with individuals in

actually do it. The culture of Med One, in all areas of the

all areas of our business, from sales, to marketing, to deliveries.

company, is to provide our customers with products, services,

People who have been with the company several years and

and solutions that will meet their needs. Our employees

some who have just started. Regardless of the position or the

truly believe this and work very hard to give our customers

time of service with the Med One, the perspective of each

an exceptional experience. I don’t think you will ever see an

employee was the same, we take care of our customers and

infomercial for Med One, but if you did, we would be one of

make sure their needs are meet.

the companies that lived up to the promises made. I have
been with the company since 1994 and this message has been

That is part of the unique culture of Med One. We are truly

true since that very first day. We do everything we can to talk

driven by our customers and our employees understand that

the talk then walk the walk.
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meaning in what they do. However, the most meaningful part
of the meeting was something that I learned almost by accident.
One of the drivers in our rental division who delivers equipment to our
customers in Southern California mentioned that among their team they
had developed the motto that “Sick Babies Shouldn’t Have to Wait.”
That caught my attention and I asked for some background.
Here is the background:
“We know that most hospitals only have a limited stock of equipment
that is typically used in the NICU area. Whenever we get that type of
equipment back from a hospital – we prioritize cleaning it and making it
ready for the next patient need. We know that when one of our customers
calls for this type of equipment it is either because they have had a
multiple birth, or a baby has been born that needs life support help in
order to survive. We want to make sure that our equipment is instantly
ready to deliver and that there is no down time while we get it ready.
When we get a call for equipment being used in the NICU we prioritize the
delivery ahead of anything else that may be going out. Each of our drivers
carry spare parts in their van so that if any of our NICU equipment ever
needs a repair, we can take care of it on site, rather than having to take it
out of service and bring it back to the distribution center. We believe that
“Sick Babies Shouldn’t Have To Wait” and our entire team works
together to make that motto a reality.”
Dathan Calvert, our Southern California Operations Manager further
elaborated to me, “We will all drop what we are doing to get that
equipment out ASAP. If we are on lunch break when the call comes in,
everybody will get up
and do their part. We
take pride in our work.
When we’re providing

Sick Babies
Shouldn’t
Have To Wait

I

equipment to help
nurses, doctors, and

n May we held our

therapists save babies,

annual company

we all see the bigger

meeting in Park City,

picture of what we do.”

Utah. This is always
a wonderful event

Of all the great success

for me because I get to

stories that have been

interact with many of the people in our

shared with me, or that I have been a part of over the past 26 years at

company who are responsible for making

Med One, nothing has had a greater impact, pleased me more, or made

things happen. It was as usual, a wonderful

me more emotional than when I heard that. That one example sums up

event with well-planned and informative

for me what I believe is the “culture” of Med One. It isn’t because we are

presentations, lively and meaningful

technically superior to any of our competitors. We are certainly not as

discussions, fun social events, and the

large or as powerful as any of the “players” in our market place. But time

renewal of spirit and commitment that

after time, customers choose to leave our competitors in favor of doing

seems to always follow an event like this.

business with Med One.

It seems that every year when we have this

I think that up and down throughout this company, we have people

meeting, I learn something that excites me

who genuinely take great pride in the fact that they are encouraged

about what is going on in our company. It

and empowered to deliver exceptional service to our customers. Each

makes me feel so great that our customers

of our team members has the right to challenge us any time we start to

are being served by a team of dedicated and

allow policies and procedures to get in the way of common sense and

caring professionals who have found true

responsiveness. Our employees understand that customers

LETTER FROM THE OWNERS
WRITTEN BY: LARRY STEVENS
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don’t expect us to be perfect. They do however, expect us

instances in our international markets when our folks have

to fix things when they go wrong. Each one of our associates

been working with customers in different sales scenarios

has been mandated to actually fix problems rather than

and have discovered the need for serious changes in clinical

passing them off to the next person.

procedures. Our people have worked behind the scenes with
clinicians to help bring about practices that are safer and

Several months ago, we received an urgent call from a major

more compliant with standard medical protocol.

hospital in Texas that had a serious need to rent a large
number of ventilators due to an unexpected manufacturer

INFUSION, RESPIRATORY, MONITORING, OXIMETRY, IMAGING, THERAPY, BEDS, & MORE

Our leasing personnel are well known for their ability to

recall of the

respond quickly and efficiently to provide unique solutions for

ventilators that

difficult situations. From the very beginnings of our company

they owned.

we have understood that if you don’t make your product easier

We did not

to buy than your competition, you will find your customers

even come

buying from them, not you. We have always been focused on

close to having

making it very, very easy to do a lease with Med One. Almost

that number

daily, we are able to provide solutions that will facilitate our

of available

customers to quickly acquire the use of important equipment

ventilators in our

needed to provide for their patient’s care.

Texas locations.

LEASING & FINANCE
Capital Lease

Operating Lease

Customer commits to a fixed term of rental payments. At the end

Customer commits to make monthly payments based on

of the rental term, customer owns the equipment with a $1.00

an established term. When the term ends, the equipment can

buyout. There is no option to return this equipment. Rather, the

either be purchased based on its fair market value, rented for

point of this program is simply to finance the equipment over

an additional 12 months, or returned to Med One Group with

several months when cash is not available for immediate

no further obligation. Completing an operating lease through

purchase. Completing a capital lease through Med One is

Med One is just a matter of signing a simple agreement

just a matter of signing a simple agreement and issuing

and issuing a purchase order. Both the signed document
and the PO are then sent directly to Med One.

Rather than

From the very beginning, our associates have each dedicated

backing away

themselves to make Med One a unique company. None

from a challenge,

of them actually set out with the intent to try to create a

our people in

unique company. I think that it is a tribute to the quality and

a purchase order. Both the signed document and the PO

each of our offices from California to North Carolina and

character of our people, that as they go about doing their

are then sent directly to Med One. This program is also

everywhere in between gave up their weekend, put all

jobs, striving for excellence, and caring about the customers

known as a Rent-To-Own or a $1.00 Buyout Lease.

the available ventilators we had into their delivery trucks

they serve, their combined impact is to have, in deed,

and drove them to Texas in order to be able to meet the

made Med One a truly unique organization. The collective

customer’s expectation during the following week.

excellence and character of our people combines to create
a truly remarkable “whole.”

In these and many other situations, I see our people
performing above and beyond the level of normal

I am a firm believer that a company is only as extraordinary

expectations so that they can provide an uncommon level

as its employees. Everyone has had a business encounter

of service and responsiveness to our customers. In most

with a company that has conducted extensive “customer

of these cases, our efforts have a direct impact on the

service training” for their employees. It seems that their

health and wellbeing of an actual patient. I also believe

approach is always the same and always seems contrived

that our customers generally receive this kind of special

or forced. Everyone has also probably had the pleasing

and concentrated service without even knowing (or

experience of dealing with someone to whom friendliness

acknowledging) the things that our people have

and caring just seems to come natural. The difference is

done to take care of them.

instantly evident. Betsy Sanders said, “Service, in short, is
not what you do, but who you are. It is a way of living that

Equity Rental

MAKE IT CUSTOM

Deferred Payments
Deferred payments allow purchase-minded customers to get

Simply issue a renewable purchase order (typically 1–12 months)

their equipment now and pay for it later. Many deals are

to Med One, and the customer receives brand new equipment

completed on the basis of a 12-month deferral.

direct from the manufacturer. The customer can rent the
equipment on a month to month basis or, if capital budget is
allocated, purchase the equipment with 50% of the rental paid

Step-Up Payments

going toward the purchase price. There is no paperwork to

A step-up payment scenario provides a customer with a very

sign, payments are made from the operating budget, and

low initial payment which increases over time to match the

the customer may return the equipment at any time.

increased flow of revenue generated from the new technology.

RENTAL, SALES, & SERVICE

These things largely go unnoticed by our customers because

you need to bring to everything you do, if you are to bring

Med One has performed at this level for so long that it seems

it to your customer interactions.”

Equipment Rental

Equipment Sales / Services

because our people care what they do, or because our

The impressive thing to me about the “Sick Babies Shouldn’t

Our Equipment Rental division is an authorized rental dealer for

Our Equipment Services division includes full time OEM certified

organization is willing to “work miracles” behind the scenes

Have To Wait” motto, adopted by our people, is just that,

Alaris Systems and Sigma Pumps. We carry equipment from

technicians who can meet the needs of a single department or the

to deal with almost impossible situations. We normally don’t

it was spawned and adopted by our people. It was not

leading manufacturers and our refurbished medical devices are

needs of your entire facility. We offer service repair options on

developed by our marketing or public relations department.

patient-ready, include a full warranty, and are factory tested.

a wide variety of equipment, including PM services. Additionally,

It was not introduced as a slick advertising campaign. It was

Equipment Available to Rent: Pumps: (Infusion, Syringe, Feeding,

we have patient ready refurbished equipment available for sale

been part of the Med One culture. The thing that amazes me

created by a group of people who really care about what they

Suction) Patient Monitors, Pulse Oximeters,Beds and Support

or rental that includes a warranty. Available Equipment: Infusion,

is that in recent years as our company has grown and added

do and about the impact that their individual actions have

Surfaces, SCDs, Ventilators, Bi-pap Machines a
 nd much more.

Respiratory, Oximetry, Monitoring, Support Surfaces and more.

many new staff members in several different locations, we

on real people. I personally feel a deep sense of gratitude for

EACH SOLUTION OFFERED BY MED ONE CAN BE

have been fortunate to find people who share that passion

what each of our associates do. I know that our customers

CUSTOMIZED TO BEST FIT THE NEEDS OF A SPECIFIC

for service, responsiveness, and excellence.

appreciate it, even though few of them ever know the real cost

CUSTOMER. CONTACT US TODAY TO LEARN HOW WE

to be expected of us as the norm. We do not charge extra

even mention it because it tends to sound like boasting. This
type of caring, responsiveness, and flexibility has always

and effort that has been expended in their behalf. In the words

5

EQUIPMENT ACQUISITION

This spirit and culture is evident in many, many ways by our

of Sam Walton, “Our goal as a company is to have customer

Med One team members in all areas. We are aware of several

service that is not just the best, but that is legendary.”

JUL | AUG | SEP

CAN HELP YOUR FACILITY ACQUIRE THE EQUIPMENT
IT NEEDS. OUR SIMPLE DOCUMENTATION, QUICK TURN

REQUEST A QUOTE AT

WWW.MEDONEGROUP.COM

AROUND TIME, AND CUSTOMER SERVICE HAVE NO
COMPARISON WITHIN THE INDUSTRY.

PHONE

800.248.5882

EMAIL

info@medonegroup.com
JUL | AUG | SEP
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relationships, as we strengthen even more so our

Med One will continue to be the leader of companies

existing capital partner relationships.

in America who offer as a whole the different services
mentioned above. We will continue to evaluate and work

Over the past few years we have evolved from a

with our vendors, customers, and capital partners to develop

technological stand point as well. We have already put in

different products and solutions that will enable healthcare

place the ability to transact more business than we currently

professionals to provide the best patient care available.

do without affecting the flow of our normal business
process. As we discussed many times during our annual

Med One Group conducts business under the guiding values

meeting we will be diving deeper in to our current customer

of dedication, accessibility, accuracy, loyalty and expertise.

relationships and doing all we can to support them.

Med One guarantees exceptional customer service, speed in
the completion of transactions, and appropriate follow-up.

Med One has put and will continue to put key customers,
vendors and capital partner relationships, internal personnel,

Innovative

systems, and processes in place to serve the niche that we

We have the experience to understand the needs of our

work in. As we have grown and increased our customer,

customers. With this in mind, our innovative funding

vendor, and capital partner relationships we have become

solutions are designed to adapt to those needs.

a stronger partner for everyone that we work with. This is

Then & Now

advantageous for everyone. It is now more important than

Creative

ever that Med One stay in tuned to the market and what is

We will customize a solution that will work for you. Each

needed by our customers and vendors so the next 26 years

transaction we process has the personal and unique Med

will be even more successful than the first 26 years.

One touch to make sure you're taken care of.

I am so grateful to be part of a wonderful company that

Responsive

truly does care about all of our customers, vendors, capital

We generally will complete a proposal in 30 minutes or less.

partners, and employees. It is refreshing to come to work

When you call Med One, you become a top priority.

every day. It makes you want to work even more diligently
to service the needs of all of those whom we have the

Flexible

privilege of working with.

Our simple and timely processes allow us to create the
solution that will work for you.

May the next 26 years be a time where Med One Group

WRITTEN BY: JEFF EASTON

A

We have developed fantastic capital partners who allow

makes even a larger impact on the market in which we serve

If you have questions regarding the new leasing standard

us to do what we do best and that is “Making Medical

“Making Medical Equipment Available.” With its emphasis

and how it may affect your equipment acquisitions or if you

Equipment Available.” We have worked to grow our vendor

in the medical industry, Med One has an understanding of

have any other equipment acquisition needs, please contact

and customer base in the Leasing Company as well as grow

the specific challenges healthcare professionals face. The

our experts here at Med One Group. We’re more than happy

our medical equipment rental operations, this has been

Med One philosophy is simple: determine and exceed the

to help answer your question and provide you with the best

extremely successful.

needs of our customers. With every deal, our focus is to

possible solutions to acquire the equipment that you need

provide for our customers' needs by helping them acquire

for your operations.

Med One has gone from a company that started with

equipment when they lack the funds to pay for it. Whether

just a few transactions in the books to one that now has

it's equipment financing or rental, or equipment sales or

thousands; a company that started by servicing just a

services, Med One has solutions that work.

couple of customers to a company that services thousands;
a company that started with only a couple of vendors to
one that now does transactions with many, many different

few months back, myself and our entire entity

vendors on a yearly basis; a company that has seen the need

participated in and attended our yearly annual

and opportunity to greatly expand our rental operations; and

meeting in beautiful Deer Valley, Utah. For the last 26 years,

a company that has great capital partner relationships.

since 1991, Med One has done a good job of demonstrating
how we bring value to our market place and what makes us

The next 26 years and how we continue to re-act will

important to the market place. This has allowed us to stay in

become even more important than the first 26 years as

the niche that has been created. I have now been with Med

we will not be allowed to rest and become content. We

One for over 10 years and it has been a great experience.

will continue to generate new transactions, develop new
customer relationships, and continue to improve our

9

We have been able to adapt, understand the market, and

current customer relationships. We will continue to develop

recognize what our vendor partners and customers need.

new vendor relationships and fortify our existing vendor

JUL | AUG | SEP

Equipment Financing
Creative financing options available with ability to
customize for each specific customer.

Equipment Rentals
Peak need, long term, equity rental, and rent-to-own
options available.

Equipment Sales
Off-lease inventory of pre-owned equipment and new
equipment directly from leading manufacturers.

Equipment Service and Repair
Authorized service provided by our certified biomed
team using OEM parts.

golf in life,

GOLF IN BUSINESS
I

WRITTEN BY: ROBB STEVENS

f you were to ask me what I enjoy doing most when I

Enjoy The Game

of time to simply talk shop. All kinds of conversations can

Some people are so focused on the end result that they tend

develop in between shots that couldn’t or wouldn’t happen in

to forget to have fun. If you put too much pressure on yourself

another setting because most sports or activities don’t really

and push yourself to your limit, you may find yourself burned

lend themselves to this kind of valuable exchange. Downhill

out and miserable. Enjoy the game and do the best you can,

skiing is the only other thing that immediately comes to mind

but don’t forget to have fun!

that may provide a similar opportunity.

Respect Others

Business golf creates an experience and a memory rather

Golf requires that you show courtesy with others and

than just an ordinary meeting or a transaction. Business

communicate with respect. In life and in golf, it’s best to treat

relationships can be built in many ways and on many levels.

everyone you meet like you’d want to be treated. When

When you’re outside in nature, in a serene golf course setting,

mutual respect exists, everyone is better off.

it creates a more relaxed and friendly environment without the

Be Honest

one word, golf! It’s a game I love to play for a variety of

Being honest with yourself is one of the greatest lessons that

While playing golf you may learn more about the person you

reasons. Despite being one of the most frustrating games

golf can teach us. Golf has such a large “playing field” which

are playing with in the four hours than you could in any other

there is, it never ceases to hold my interest and I’ve even

can make it easy to cheat. On the course, players keep the

way. You learn what they’re like, how they handle themselves

learned some valuable lessons from it over the years. The

score and mind the rules. There are no referees, judges or

in a competitive situation, whether they are emotional or in

following are some of the lessons and insights I have learned

umpires, at least not for recreational golf.

control under pressure, and how important rules are to them.
Golf, like business, rewards players who remain calm under

using this awesome game in business.
“It’s a funny thing, the more I practice, the luckier I get.” -

pressure, never lose their temper and think strategically. Golf

Arnold Palmer

is also a test of integrity. Since you often keep your own

but you have to play the ball where it lies.”

“Golf is about how well you accept, respond to, and score

to show integrity and build credibility and trust.

-Bobby Jones

with your misses much more so than it is a game of your

“Golf is the closest game to the game we call life. You get bad

score, it’s rather easy to cheat. Golf creates an opportunity

breaks from good shots; you get good breaks from bad shots –

Don’t Dwell On A Bad Shot

perfect shots.” - Dr. Bob Rotella

provides instant things to talk about. Perhaps you’ve played
In addition to having fun and learning great life lessons, I’ve

some of the same courses, had similar experiences, or tried

mistakes. So, learn to forgive yourself and move on. If you beat

also come to learn and appreciate the value of blending a

similar equipment. If nothing else, most golfers can generally

yourself up every time you screw up, you might not find the

hobby like golf with business. Since Med One’s early days as a

relate to the highs and lows and the joys and frustrations that

courage to keep trying later on because you’re too afraid to fail.

company, golf has always been an important part of building

come with the game. Golf is a great conversation starter and

Learn to laugh at your bad shots and try again.

relationships within the company and with customers. In

a great way to build on common ground long before business

addition, it has always been an excellent way to participate

conversations get serious.

in and contribute to various charitable causes.
Golf is a sport that can be played by all ages. I can go out and

Golf requires an amazing amount of concentration. You need

JUL | AUG | SEP

When you have golf in common with a new contact, it

A bad shot or two will not ruin a round of golf. We all make

Focus

11

distractions or pressures of an office setting.

have leisure time, without hesitation, I would respond with

to be focused if you want to do. If you watch professional

As a business tool, golf gives you excellent face time with

play a round with my 10-year old son, and my father. Together

golfers, you’ll notice that they are quiet and focused. They block

co-workers, customers, and potential customers. During a

we can all play, at our own level, at the same time. From

everything out and give their entire attention to the current

golf round, only a small portion of the typical four hour game

the highly skilled to the newest beginner, and everywhere

shot. You can see in their eyes a determination to succeed.

is actually spent hitting the ball, which means there is plenty

in between, it can be enjoyed together by all.

JUL | AUG | SEP
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More often than not, when I’ve played with business

way that all are on board with. Accept and embrace it. Keep

15 Treat everyone you come in contact with like gold. Even

18 Respect the etiquette of the game by repairing divots on the

associates, the game itself either becomes an extension

your wagers friendly and the stakes low. Be sure to settle your

if someone really upsets you, you can address the situation

course, ball marks on the greens, and raking bunkers, if needed.

of a meeting before-hand, or leads into a lunch, dinner, or

bets at the end of the round.

with a smile and without getting loud. When clients see

These are the small details that clients will notice because they

how you handle yourself under pressure, it will go a long

demonstrate respect for both the course and the golfers behind

way. Treating the employees at the course well will be an

you. Stand away from fellow players and out of their sight lines

to know understand golf etiquette. If you’re new to golf and

indication of your favorable character as well. (Source :RJ

when they are playing a shot. A moving shadow during a swing

playing with others who are more experienced, be open to

Muto, Russell Insurance Group.)

can be an unwelcome distraction. And by all means, be quiet

just a happy hour after the round. That kind of social time
is also hard to come by and extremely valuable in building
relationships and getting business done!
I began golfing at the age of 11 and while I still have way too
many rounds in which I feel like I’m not any better now than
I was when I was 11, I find it highly enjoyable, addicting, and
satisfying. There are very few things that hold my interest
the way golf does, I am glad it’s a part of my life.

7 Don't make excuses for your game. It's important for you

feedback. Tell them: "I'm new to the game and I welcome any
tips you have to help me move along more quickly." (Source:

16 Pick a course you will both enjoy, but do your

Pam Swensen, the CEO of the EWGA)

homework. Has the course just aerated the greens? Not a

8 Control your anger (don't curse, throw clubs, etc.)
9 Remember to compliment your playing partners on good

To wrap this up, since there are 18 holes in golf, here are
18 tips from forbes.com on how to make the most of your
business golf opportunities:

1 Start the conversations with innocuous topics. Avoid diving
into business talk right away. As the rounds progress, you can
dig deeper by asking questions that invite the other parties
to share information about themselves and their work. Listen
carefully to gain a perspective of the problems and bottlenecks
they face. Think of how you could help. You could offer an
introduction to a contact, or steer them to helpful industry
information. More often than not, people will return the favor
and help you out down the road.

2 Come to the course with a few business cards to exchange
before the end of the round. Follow up by scheduling a lunch, or
at the very least, be sure to connect on LinkedIn. (Source: Dave
Handmaker, Next Day Flyers CEO)

3 Don’t cheat. “If a person cheats at golf, I don’t think I could
trust them as a source I’d refer my clients to,” says John B. Palley,
Attorney at Law. “I remember one partner in particular. He went
through a dozen balls without ever taking a penalty stroke on that
day. On one hole, he clearly lost his ball deep in the rough but all
of a sudden he ‘found’ it right on the edge of the fairway. I walked
20 feet and pointed to his original ball (with his company logo

Strayer University)

good choice. The same goes for major construction on the

In summary, the end result of a golfing occasion should

clubhouse or facilities. You don’t have to find a course on

be to have fun, even when your business colleagues are

the level of the Atlanta Athletic Club or Pebble Beach, but
you should avoid any course that is in poor condition and
under repair.

present. Be mindful of the behaviors you demonstrate
while golfing, and the experience may lead to some of the
most treasured times of your business and personal life.

10 If you have logo golf balls from your company, be sure to

17 Let your client choose which tees to play from. The

offer a sleeve or a box to your client before teeing off.

experience should be about providing your guests with an

Reference

enjoyable time and challenge; not about looking out for

https://www.forbes.com/sites/cherylsnappconner/2013/01/24/19-tips-for-

yourself. You should be prepared to play to the comfort

closing-a-deal-on-the-golf-course/#3f48aa5f6b0e

11 Assuming you know the course, be sure to offer pointers
on the areas to avoid on each hole. (source: Tom Balcom,

level of your companions and guests.

Founder of 1650 Wealth Management)

12 Structure the outing so you have time for lunch or a
happy hour visit after the game. This time affords a better

If you are in the market for a desktop or laptop your first

opportunity to discuss business, life, or changes at work. If the

step is to decide how much you can spend. If you want

prospective client is a genuinely nice and generous person,
it will be apparent. And if they are not? That will become

some amazing hardware, my suggestion would be to go

apparent as well.

to the Apple store and buy one of their machines. Apple
hardware is designed well and to last a long time. Many

13 Be on your best behavior. One expert notes that he has

computers I have purchased from there will be used for 6

played with people he regarded highly until they played golf.

years. If Apple desktops and laptops are out of your price

And, conversely, he’s played golf with people he didn’t care

range, I recommend going to Best Buy and buying a laptop

for but gained a high regard for when they played. “Golf is

or desktop that better fits in your budget. These machines

the most revealing activity,” he said. “Your true personality is

will generally last 2 to 3 years. There are a couple of things

going to come out. Are you a cheater? Or an honest, generous

to look for when browsing through your options. The first

person? Do you curse and throw your clubs?” The behavior

thing to check is if your computer has plenty of RAM – It

you can get away with among friends is not going to fly when

should have 4GB or more. The more RAM you have, the

you’re on the course with clients.

more applications you can have open and running at the
WRITTEN BY: NATE DAVIS

same time. Another important thing to look at is hard drive

In today's market of laptops,

documents, and more. That all can take up a lot of space.

desktops, and devices, it is hard

Many people use the internet to stream their movies, and

surprisingly easy to get drunk very quickly. When you are

to know what to buy. I often get

music or they store their photos on a service like google

yourself an adequate window of time to arrive at the club before

drunk, it’s easy to say or do the wrong thing. You should be

asked how much should I spend

photos to save room on their hard drive. One TB is ample

your guests get there.

a great host and offer your client a beverage when the bar

on a nice laptop? Should I buy

hard drive space for most people to store their photos,

cart comes around. But be sure you alternate between water

online, or in a store? Should I

video, documents, etc. If you can find a solid state drive

and alcohol if you are both drinking. Furthermore, if your

buy a custom computer?

(SSD) then your computer will function even faster than a

on it). He said, ‘Ohhhh, that must be the one I lost the last time I

14 Take it easy on the alcohol. When I speak at business

played.’ I am an estate planning attorney and could have referred

lunches or dinners, the subject of alcohol invariably comes

business to that guy, but I never did.”

up. The key is to take it easy--you always want to remain

4 Be on time! If you've invited clients to join you, please give

5 Don't be too competitive. The emphasis in a business golf
setting should be on building rapport and trust with your
playing partners and less on winning.

6 Should you or shouldn't you have a friendly

13

shots and putts.

during the swings of others. (Source: Dr. William Jankel Dean of
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in control. When it’s hot and you’re drinking alcohol, it’s

client is not having beer or alcohol, don’t drink! If you’ve
ever been sober around people who are drinking, you’ve
seen firsthand how sloppy drinkers can become. Your
policy should be “follow the leader” where drinking is

wager? Wagering can be a fun part of golf, and is a

concerned. (Source: Robin Jay, Writer/Producer: “The

good way to build camaraderie if it’s done in the right

Keeper of the Keys”)

space. Your hard drive is storage for photos, movies, music,

traditional hard drive, these are a great storage options but
Let’s see if I can answer some of these questions.

they can get quite expensive.

Most people don’t need to build their own custom

Buying a new laptop, desktop, or devices can be really

computer. You should only do that if you are interested in

hard to navigate. If you have a specific use for your new

learning how they work, or how to piece them together for

computer and you want to get thoughts from me, feel

future upgrades. You will find that for the most part, you

free to reach out at – ndavis@medonegroup.com - I would

can just buy a desktop with the same amount of power as

be happy to help steer you in the right direction as you

anything you could build.

purchase a new computer.
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MED ONE SALES GROUP

EQUIPMENT RENTAL

EQUIPMENT LEASING
Robb Stevens SVP / Director of Equipment Leasing

LEASING / RENTAL / SALES / SERVICE

Carter B. Allen SVP / Strategic Account Manager

Brad Johnson SVP / Equipment Rental

Tom Lindsey SVP / Director of Rental Sales

Carter Allen has been in the financial industry for more then 20 years

Brad Johnson is the Senior Vice President of Equipment Rental and

Tom Lindsey has over 35 years of experience in the medical sales and

2002 as part of the leasing sales group and was appointed as SVP

and has been with Med One Group since 2002. He appreciates

has been working at Med One Group since 1994. He works closely

rental industry, allowing him to successfully and professionally represent

and Director of Equipment Leasing in 2012. He has been a top

the opportunity to provide solutions for hospitals that allow them

with various companies and hospitals in the effort of achieving

and value products, services, and manufacturers. He graduated from

contributor to lease originations, vendor development, creating

to gain access to much needed equipment. Carter manages strategic

the highest utilization of our rental equipment as possible. Brad

Brigham Young University with a degree in Microbiology, was a former

strong relationships with customers, and successfully blending

accounts that are essential to Med One's success. His experience with

graduated from the University of Phoenix with a Bachelor’s degree

EMT, and is CBEST certified. Tom has been involved with Med One since

all aspects of the leasing sales process to maximize returns.

healthcare leasing provides customers with valued solutions.

in Business and Accounting. He enjoys playing golf, fishing, hunting,

2001 and continues to be a valuable part of the team.

Robb Stevens began his career at Med One in January

and spending time with his family.

Doug Green VP / Manager of Equipment Lease Sales

Tim Loftis Account Manager / Equipment Leasing

Doug Green joined Med One in January 2002 as part of the leasing

Tim Loftis joined Med One as a Leasing Account Manager with over

sales team. Prior to Med One, Doug worked in sales and business

15 years in sales and business development with Morgan Stanley, JP

development at Boise Cascade and Franklin Covey. As Vice President

Morgan Chase, and the Economic Development Corporation of Utah. Tim

of Leasing Sales, Doug leads a sales team dedicated to providing

received his MBA from the University of Utah and a BA from Occidental

customer-friendly solutions that allow hospitals and healthcare

College. He serves our partners in the medical community by providing

providers a way to acquire the critical equipment they need.

effective solutions in a responsive and friendly manner.

Brian Smiley Regional Sales Manager

Bill Varley Regional Sales Manager / West Coast

Brian Smiley has been a part of the Med One team since 1999

Bill Varley has over 30 years of experience in marketing and sales.

and serves as a Regional Sales Manager focused on equipment

Prior to working at Med One, he worked at several different medical

rental. He received his Bachelor’s degree in finance from the

device companies in management positions specializing in imaging

University of Utah and is also certified on the CareFusion and

applications, cardiology and infusion. Bill has worked all over the

Smiths Medical equipment that Med One works with. He enjoys

U.S. and internationally to provide better solutions to hospitals

watching football and spending time with his family, especially

and healthcare facilities.

coaching his sons at football and soccer.

Spence Tueller Account Manager / Equipment Leasing

Quin Campbell Account Manager / Equipment Leasing

Spence Tueller joined Med One as a Leasing Account Manager.

Quin Campbell joined Med One as a Leasing Account Manager

He graduated from BYU with a degree in Health Science and

in 2015. He is a graduate of Utah State with a Bachelor’s

Business Administration. Spence also has experience

degree in Marketing. Quin brings 4 years of experience in

in lease sales as well as a background in general sales

management and enjoys being a problem solver and

and business development.

making sure customers have a great experience.

Mike Daniels Territory Manager / Southern California

Scott Wooster has over 27 years of experience in medical

Mike Daniels has over 25 years experience in sales and

equipment sales. His specialty is in equipment rentals, asset

marketing and started in the medical rental arena in 1985.

management, and medical device sales. Scott has also held

Over his career, Mike has worked with everything from movable

management positions in several medical companies. Scott

medical equipment to specialty support surfaces—both rentals

enjoys being a customer advocate, helping hospitals find

and capital sales. During his off time, he enjoys spending time

solutions to fulfill their equipment needs, and helping

with his family, church, surfing, and any outdoor activity.

facilities provide the best care possible.

Tony Brown Equipment Finance Sales Executive

Al Mugno Equipment Finance Sales Executive

Tony Brown has been involved in all aspects of the leasing

Al joined Med One as an Equipment Finance Sales Executive in

industry including more than 40 years of commercial banking

August 2017. Al graduated from Iona College with a Bachelor’s

and leasing experience. Tony earned his bachelor’s degree in Business

Degree in Business Administration majoring in Marketing. Al has

Administration at California State University, San Bernardino. He enjoys

worked as a sales executive in the healthcare industry for close to

speaking with hospital executives to learn their objectives and any

25 years. He has a background in infusion, barcoding, hospital infor-

hurdles they may need to overcome, then developing unique financial

mation systems, radioscopy, ultrasound and vital signs monitors.

solutions that satisfy those needs.

EQUIPMENT SALES

Scott Wooster Territory Manager / Northern California

INTERNATIONAL SALES

Bryan Dabney Territory Manager / Georgia

Ted Neher Territory Manager / Northern California

Bryan Dabney has over 25 years of experience as a respiratory

Ted joined Med One as a Rental and Sales Manager in Northern

therapist and comes from Respironics where he worked as a

California and Northern Nevada. He brings over 20 years of

Traveling Clinical Specialist and an Account Manager. Bryan

experience in medical sales working for companies such as 3M

was born in Livermore, California and lived there until advancing

Medical Corp, Steris Corp, Proctor & Gamble Corp, and Freedom

his schooling in Rexburg, Idaho at Ricks College. Bryan finished

Medical. He grew up in Northern California with 6 brothers. Ted

his schooling at Weber State University and graduated with his

graduated from California State University in Sacramento.

Bachelor’s degree in Respiratory Therapy.

Jeremy Quick National Sales Manager / Equipment Sales

Karen Raven VP / Director of International Sales

Mark Rogers Territory Manager / Southern California

Ali Collins Territory Manager / Northern California

Jeremy Quick joined Med One in August 2009 with an extensive

Karen Raven is the leader of the Med One International Sales Team

Mark Rogers joined Med One in early 2017 as a Territory Sales

Ali Collins joined the Med One team as a Territory Sales Manager in

background in sales and marketing. Jeremy’s responsibilities include

and has worked in the healthcare industry for over 30 years. Karen

Manager in Southern California. He has been in the healthcare

2017. She graduated from the University of Southern California with

creating relationships in the non-acute care market to present Med

has worked in various roles including Direct Sales, National Accounts,

industry for over 25 years. Mark has experience as a business

a bachelor’s degree in Communication/Public Relations/Marketing.

One’s products and services. This allows him to reach out to

and Regional Director. Karen has a background in infusion, vital signs

owner manufacturing support surfaces, as well as an independent

Prior to Med One she worked for 12 years as an account manager in

nursing schools, clinics, research facilities, and EMS companies. He

monitors, and enjoys working in healthcare because the products sold

representative offering capital equipment to acute care facilities.

the merchant services industry. Ali enjoys playing soccer, boating,

enjoys helping these diverse customers acquire medical equipment

save lives every day.

In his spare time, Mark likes to ski in the winter and enjoys water

watching football and spending time with her family.

sports in the summer.

to aid in the treatment or instruction of those in need.

Jordan Brown Account Manager / Equipment Sales

Paula Bowman, RN Director of International Sales

Jay Thorley Account Manager

Jordan joined Med One in June 2015 as part of the equipment sales

Paula Bowman has added great experience as she helps

Jay Thorley joined the Med One Team in 2015. Prior to Med

team. Jordan’s market area covers nursing schools, EMS companies, and

direct our international sales effort. Paula has an extensive

One, Jay worked in the mortgage industry for 12 years. He

small hospitals. He is grateful for his customer relationships and the

background as a Registered Nurse with experience in Critical Care,

enjoys working with customers to make sure that they have

opportunity to help customers with their medical equipment needs.

Cardiac, and IV Therapy/Vascular Access. Paula also has multiple

the equipment they need to care for their patients. Jay enjoys

Jordan recently graduated from Utah State University, where he played

years of experience working with and selling infusion pumps including

spending his time with his wife, son and two boxers.

football and received his Bachelor’s degree in Business Marketing.

the Alaris System. She is essential to Med One's international growth.

Our Sales Team is comprised of experienced professionals for the
specific purpose of Making Medical Equipment Available for hospitals
and healthcare facilities across the U.S. They are experts in equipment
finance, rental and sales. We work with the largest equipment manufacturers in the healthcare industry.
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I’m always excited to get back to my “Sweet Home

year of the fair’s closure most of the buildings from

Chicago,” but as a representative of Med One my

the event had been destroyed by fire. By the 1950’s

visits home have given a new meaning to me. Since

and 1960’s many of the areas affluent patient base

2012, Med One has financed over $20 million with

began moving to the suburbs, and the Jackson Park

hospitals throughout the Chicago Metro region,

Hospital team had a decision to make: go with the

providing needed capital, not only to some of the

middle-class patient base into the suburbs, or stay and

state’s best run hospitals, but also hospitals that serve

serve the diverse community that was growing. While

some of the most at risk populations. It is through one

it may have been easier or more lucrative to leave, they

of these relationships that I’ve learned how much

made the decision to stay and have been a bedrock of

Med One can do to support our hospital partners.

healthcare in this south side neighborhood ever since.

Jackson Park Hospital

While other hospitals in the area have either closed or

A HISTORY OF SERVICE
In a gritty neighborhood on the South Side of Chicago,
just a few miles south of the University of Chicago and
the Museum of Science and Industry, you can find

Sweet Home

CHICAGO
“Come on, baby don’t you want
to go, come on, baby don’t you
want to go, back to that same old
place, Sweet Home Chicago!”

WRITTEN BY: TIM LOFTIS

JACKSON PARK HOSPITAL

moved away, Jackson Park Hospital has invested over
$32 million in expansion and renovations to ensure that
their patients receive the medical care they need.

A Relationship Begins

Jackson Park Hospital. It is a 269 bed acute care hospital

Med One was first introduced to Jackson Park in

that has been serving this community going back at least

2011 while financing a new multi-million dollar EMR

to World War I when it provided services to wounded

system. Over the next 3 years we began to develop a

veteran’s. Back in the origins of the hospital, the area

relationship as we financed a few small projects related

was the southern border to the fashionable Hyde

to their new EMR system. But it wasn’t until 2014 when

Park neighborhood and the hospital served an affluent

I met with VP of Finance, Nelson Velasquez, that we

population. Much has changed since then and today the

discovered how well we could support the hospital.

hospital serves a highly indigent population where 80%

I told Nelson that we thought the EMR project went

of the 25,000 patients they see annually are covered by

well, and that we were interested in helping them with

Medicare and Medicaid.

any other needs they may have. He told me that while
they had some other financial relationships, they were

The Jackson Park area may be best known as the site of

unable to finance the projects needed, and asked if

the 1893 World’s Columbian Exposition (Worlds’ Fair),
which featured the world’s first ferris wheel, as well
as life size replicas of the Nina, Pinta, and Santa Maria.
It was a fully electrified event with lights, illuminated
fountains, and spotlights provided by none other than
Nikola Tesla and Thomas Edison. Set on the south shore

where Jake and Elwood threw shrimp cocktail into

of Lake Michigan, the 600-acre area in Jackson Park that

each other’s mouths, watching games at Elwood’s

housed the world’s fair was actually part of an 1869 plan

home at 1060 W. Addison (look it up if you don’t

for a 1,055 acre park imagined by landscape architects

Even though I haven’t lived in Chicago since I was

know the address), and living in an old apartment

Frederick Law Olmsted, and Calver Vaux, designer’s of

21, back in 1989, I still go back often and every time

downtown and being glad that at least it didn’t

New York’s Central Park. The original vision was to create

I do I get a smile on my face and can’t help singing

have the “L” running outside. But it was the

a park that was intended for “thousands of the very

this song in my head.

music, oh that music! Ray Charles lighting up an

class of citizens whose convenience most needs to be

While other hospitals in the area have
either closed or moved away, Jackson
Park Hospital has invested over $32
million in expansion and renovations
to ensure that their patients receive
the medical care they need.

old electric piano and throngs of people dancing

considered…the toiling population of Chicago.” Known as

To most people, The Blues Brothers is probably just

in the streets to “Shake a Tail Feather”; Cab

the South Park System, the park was to utilize the natural

Med One would consider them. As usual, Med One stepped

the first movie to be made with members of the

Calloway bedecked in white tuxedo tails and

beauty of the location on the shore of Lake Michigan

up to the plate to see what kind of curve ball we’d see.

Saturday Night Live cast, and a distant memory of

crooning “Minnie the Moocher”; the inimitable

and connect Jackson Park, the Midway Plaisance, and

the late, great John Belushi. But, to someone who

James Brown bringing the light of God into Jake in

Washington Park through a system of waterways and

Nelson introduced me to Director of Materials Management,

grew up in Chicago in the seventies and eighties,

a gospel frenzy at the Triple Rock; Aretha Franklin

canals inspired by Venice.

Norma Ramos, who informed me that they recently renovated

Jake and Elwood are more like family members than

reminding us “You Better Think; the “The Good

characters. For me The Blues Brothers movie is a

Old Blues Brothers Boys Band” taming a rowdy

While the World’s Fair proved a great success, the

that was not included in the renovation. When she provided

nostalgic journey to the memories of my childhood

cowboy bar with “Rawhide” and then the Blues

South Park System never became the sylvan escape

me with the equipment list, I think my eyes popped wide

and all the great things that I proudly recall about

Brothers themselves. This is quintessential

from the city that the designers imagined. Within a

open, kind of like a cartoon character, complete with an

where I grew up. I remember going to Dixie Mall as

Chicago to me; gritty, witty, irreverent,

a kid not long before it became the location of one

funny, farcical, fantastical and full of soul.

their 3rd floor maternity ward, and needed some equipment

of the greatest indoor car chases ever, walking past

17
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monitoring the bottom line. Large capital projects are
not taken lightly and the team was trying to find a way to
replace the much-needed chiller system while trying to
mitigate the large up-front costs.
Barry Mandel, VP of Special Projects approached us
with the project in 2015 and asked if we would consider
financing such a unique project. My first thought
was, “we finance medical equipment, not industrial
equipment.” We need to have equipment that we can
collateralize and can re-sell if needed. So, the truth is,
we wouldn’t finance this kind of a project with a new
customer. However, we had been working together for
a few years and just as we are a trusted advisor to them,
they are a trusted customer to us. We also knew that this
was a big need for the hospital and we needed to find
a way to make it happen. Once again Med One stepped
outside the box and took on the project.
Throughout the project we worked closely with the
Jackson Park team and the contractor, Performance
Mechanical Contractors, to create a customized solution
that would work for all parties. We needed to provide
ahooga horn sound. While some of the equipment was

and would give us the chance to compete for all of their

benchmarks for progress, periodic payments to the

in Illinois face with the state budget issues. I know that

right up our alley, (ventilators, crash carts, bassinets) most

business. Jackson Park implemented a process where

contractor, and financial and legal paperwork that could

every time I see anyone at that hospital I am met with a

of the equipment was way outside of the box for a finance

they submitted leasing requests to bid from three different

intersect 3 distinct companies and systems. Although the

kind smile, a warm embrace, and a willingness to find

company (emergency signs, refrigerators, furniture, blinds,

companies. Whenever they had a project that they were

process was complex, it went smoothly because we were

ways to get the work done.

artwork and even outdoor signage). I skeptically submitted

considering for financing Med One was always one of the

partners in this project. We were committed to getting

the affectionately dubbed “Franken(stein)-deal” for approval

three. Although Med One didn’t finance every project that

the system in place to protect patients from the summer

expecting to have at least some of the equipment declined.

came through, we found a pattern that worked well for

heat that would be coming again.

To Serve and to Grow

everyone. If a vendor had in-house financing,

After the Jackson Park team saw that Med One
could be flexible, adaptive, and competitive we
developed a relationship as a trusted advisor.

19

When Jackson Park Hospital initially decided to stay in their

often they were able to offer better pricing

I am a finance guy, not an engineer. Needless to say,

south side home in the sixties and seventies they coined a

because they already owned the equipment.

I learned more about industrial equipment than I ever

motto that expressed their commitment to the community:

But if the vendor didn’t have an internal finance

expected. During the eighteen-month long project, I

“To Stay and to Serve.” Today, after decades of living this

group, or if the project was outside of the box,

visited the hospital 2-3 times per year to check progress

commitment, they have a new motto: “To Serve and to Grow.”

Med One was usually the best option.

and ensure that our financial dispersals properly tracked

I couldn’t think of a better motto for Med One to support, after

the installation process. I watched as PMC brought in

all, that is exactly how we help hospitals. One of the greatest

Since then we have financed surgical

tons of equipment to their facilities and prepared for

things about working at Med One is knowing that we are

instruments and tables, scopes and monitors,

installation. I watched as the equipment was loaded

helping hospitals serve their communities, care for people, and

When I got the green light from the Med One credit team

defibrillators, medical dispensing systems, and many

onto trucks and moved into the hospital, I watched as

ultimately save lives. It means a lot to us. As a kid who grew

I picked my jaw up from off the floor and had a whole new

other medical products that are the bread and butter

the engineering team, led by Rodney Harper, worked

up in the south suburbs of Chicago it means a little bit more

appreciation for the real power that Med One offers with our

of Med One’s business. We’ve financed projects with

in an old, hot furnace room and removed monstrosities

now when I come back. I am lucky to go back to the city 3-4

flexibility. Norma and the team at JPH were equally surprised

JPH as low as $4000 and projects in the hundreds

of antiquated metal and replaced them with a shining

times a year now, and while I often get to see my friends, go

and appreciative, they realized that Med One could be relied

of thousands of dollars. But one project in particular

new system. I learned about the different equipment

to Wrigley Field for a Cubs game, (sorry south side friends!)

upon to help with whatever the hospital needed. We finished

became the epitome of our level of commitment to

and the process for installation, but most of all, I learned

or visit Soldiers Field (and pray that the Bears will justify my

the “Franken-deal” in August of 2014 and completed 4 more

supporting our partners at Jackson Park.

about a hardworking team dedicated to serving their

continued devotion), my main purpose is to visit all the great

projects together before the end of the year.

patients. By the time the project finished, we all proudly

hospitals in the area. I stand a little taller and I feel a little

Trusted Partners

Heating up to Chill Out

knew that the patients in the hospital would remain

warmer inside knowing that I’m doing something that helps my

comfortable and cool during the sometimes-oppressive

hometown and community in some small way. As I get off the

Chicago heat, and that we completed this project

plane at O’Hare, jump into my rental car, grab an Italian beef

After the Jackson Park team saw that Med One could

By 2015 the hospital building was almost 50 years old

without any major hiccups.

and sausage with giardiniera, and start my journey across the

be flexible, adaptive, and competitive we developed a

and while much of the hospital has seen upgrades and

relationship as a trusted advisor. They knew that we were

renovation, it became apparent that the HVAC system

Today, I consider the team at JPH not only colleagues,

a little bit and good Old Blue Eyes starts playing a song I’ve

straight forward in our terms and conditions, that we were

needed to be replaced. Just like many hospitals, Jackson

but friends. I know the challenges they face working in a

sung as long as I can remember: “Each time I roam, Chicago is,

highly responsive, and that we gave them great

Park is cost conscious and focused on providing the

hospital that aids an underserved and at-risk population.

calling me home, Chicago is, why I grin like a clown,

rates. We knew that they appreciated our efforts

highest quality of care to their patients while closely

I know the difficulties that they and many other hospitals

It’s my kind of town.”
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EMPLOYEE SPOTLIGHTS
Aaron Jasper Operations Service Specialist
I was born and raised in Oakland, California. The landscape of my family
has changed as of late. I was the only child when I lost both my parents
in 2015; my mother to kidney failure and my father to a heart attack. On
Christmas Eve of 2016, things began to turn around when I asked my
then girlfriend, Claudia Morales, to marry me, to which she answered
“yes.” Fast-forward a year later and we now have a wedding to plan and
are expecting the birth of our first child. Life is funny in that respect, in
the span of two years I lost two members of my family only to gain two
more.

Nate Moeller Sales Support - Equipment Sales

I have been very blessed to find such a wonderful wife after so many

My hobbies are very eclectic to say the least. I enjoy the typical things

I grew up in a good-sized family. I have 5 siblings, 3 brothers

friends and family, playing with our children, and watching shows.

any nerd born in the 1980’s would enjoy, video games, comic books,

and 2 sisters. My parents have been two of the greatest

We love to go to different parks and talk about our hopes and

cartoons, etc. Being from Oakland, I was raised on Oakland Athletics

influences in my life and I owe them so much. I was born and

dreams while we walk together. Many people would say that we

baseball and I am a diehard fan to this day. I am very passionate about

raised in West Valley City, Utah. I lived there my entire life

are still in the “honey moon” stage because we’ve only been

art, both art history and the creative process itself. To be quite honest,

except for the two years when I served a LDS mission to Kiev,

married for 3 years, but I really do believe we’ve got the right

the times I am behind a drawing board or in front of a canvas are the

Ukraine. It was a fun experience to get out of the country and

mix to last for a very long time.

times when I am most at peace and I can freely express myself.

see a whole new culture and different lifestyle. I have a deep

I attended San Francisco State University where I earned a Bachelor’s

love for our country and an even deeper love and respect for

We have two little girls, Abby and Lucy. Lucy is only a few weeks

the men and women who volunteer to protect it.

old but there is so much in her eyes when you look at her. She has

Degree in Fine Arts. Here at Med One I started out as a Delivery Driver,

already started smiling back at people and I sincerely look forward

but I have since been promoted to Operations Service Specialist. The

My family and my faith are my two biggest motivators, but

main aspect I enjoy about my job is that everyone in the office gets

when I find time for myself I have a huge variety of hobbies

along, a rarity seen in very few jobs. I also really admire the family

and talents. My top three hobbies are centered around planes,

Abby is our super energetic and highly intelligent 2-year-old. She is

culture Med One offers. It is refreshing to feel more like a person

photography and watercolor painting. Other hobbies I enjoy

very adventurous and outgoing. She loves being with her cousins

rather than just a number on a spreadsheet. I feel like my thoughts

are astronomy, welding, woodworking, and even sewing. I find

and running around. We find ourselves laughing everyday with her

and opinions are valued at this company and I greatly appreciate that.

great joy in creating new things and solving problems.

adorable personality, she brings so much light to our home.

Paula Bowman Director Of International Sales

world advance patient safety and improve their infusion clinical

I am a Texas girl! Born and raised. I grew up in a small town

and that is rewarding!

practices. We are helping to make patient safety a global reality

called Magnolia. Like many who grew up in a small town, I
wanted to venture out to see the world so I moved to Austin

My husband Joe and I will be celebrating our 25th wedding

to attend the University of Texas. Hook’em Horns! In 1992, I

anniversary this October in Fiji. Joe has been employed with

graduated with a bachelor’s degree in Biology and married

CenterPoint Energy for 35 years and is counting down the remaining

the love of my life, Joe. Two years after graduation, I decided

few years until retirement. About 15 months ago, we made a

to pursue a nursing degree and graduated from Blinn College

commitment together to become healthier, fit and more active. We

with an Associate Degree in Nursing in 1995. As an RN, I

have made significant progress having lost over 100 lbs between

worked in all areas of the hospital including critical care but

the two of us, if we can do it, anyone can do it. We have two grown

favorite hobby is to travel and some of our favorite places

I found my passion as an IV nurse focused on IV therapy,

children. Our daughter, Taylor is 22 and a graduate from University

include Italy, Paris, Hawaii, and Cozumel. We are looking

vascular access, and IV maintenance and care.

of Texas in San Antonio. She works at Amazon and is planning an

forward to Fiji in October. We love the ocean and all four of

extended trip to Asia in the Spring to travel and teach English. Our

us have our SCUBA certification and try get a dive trip in once

I joined Med One Group full time in January 2017 as Director

son, Mason, is 20 and is attending college and working full-time

a year. I am thrilled to be a part of Med One Group which

of International Sales. I find the job to be extremely rewarding

selling gym memberships. After his first full month in the position,

enables me to do a job that I am passionate about.

he ranked #2 in all of Houston in sells. Must get it from his Mom! Our

Thank you, Larry, Brent and Karen for this opportunity.
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because we are helping areas of the

years of stupidly “playing the field”. Together we enjoy time with

to the joy that she will continue to bring to our family.

With continual advancements in technology,

Results from the 2016 HIMSS Connected Health

disruption is happening in every industry. So how

Survey estimate that 52% of hospitals in the United

is traditional healthcare being impacted? Today

States currently use three or more connected health

more than ever people are using the internet to

technologies. Forty seven percent of hospitals in the

research medical issues. Have you ever looked up a

United States expect to expand their use of connected

symptom you or a loved one was experiencing on the

health technologies in the next few years. Results also

internet? Most of us have. Have you ever looked up

explain that the most commonly cited technologies

treatments or medications based off of your findings?

that hospitals plan to add include patient generated

While it is never a good idea to skip out on the

health data solutions, telehealth concierge services,

doctor completely, technology has made it possible

and SMS texting.

for patients to have greater access to healthcare
professionals quicker and easier. This concept is
called Connective Care.

47%

Connective Care is slowly being implemented in

Forty-seven percent of hospitals in the U.S.
expect to expand their use of connected
health technologies within the next 3 years.

many different forms. Wearable health monitoring
devices, mobile health apps, and live video chats

Industry Disruption
WRITTEN BY: BRITTANI DAY

& Connective Care
I

with health care providers are a few examples.

All that being said, there are cases when Connective

Through connective care people can receive quick

Care is not the best solution. You would not want to

answers about their health instead of looking up their

use connective care in cases of chest or abdominal

symptoms online. Instead of unreliable assumptions

pain, difficulty speaking, sudden or severe pain, and

there are now methods to talk with a health care

uncontrollable bleeding. In cases of sinus pressure,

professional through something as quick and

a sore throat, eye or ear infection, and rashes,

easy as an app on your tablet. Connective Care is

connective care would be appropriate. During the

helping with the integration of fitness and wellness

connective care process you might have a connective

information and health vitals all into a single platform.

care provider recommend that you make an

It helps simplify health management, and allows

appointment in person so the doctor can get a better

easy collaboration between patients and providers.

evaluation. Visit intermountainhealthcare.com to see

Connective Care is convenient.

a full list of when connective care is appropriate.
Charles Darwin, best known for developing the

Fifty-two percent of hospitals in
the U.S. currently use 3 or more
connected health technologies.

52%

sn’t it interesting that one of the largest

happening in health care industry. As the evolution

competitors in the hotel and lodging industry

of technology continues to advance, all industry’s
will continue to be disrupted. These changes are not

doesn’t own one property? Isn’t it fascinating
that one of the largest taxi and transportation

It is never good timing to be sick, but connective care

stopping. The good news is disruption often leads

companies doesn’t own any vehicles? Airbnb is a

makes it easier to see a doctor and get a prescription

to advancement. One example of this is found in

privately-owned accommodation rental website

while you are out-of-town or when you don’t have

a quote from Dr. Glen Stream, Chairman of Family

which enables hosts to rent out their personal

time to sit in a waiting room. Connective Care is not

Medicine for America’s Health when he said, "We

properties and rooms to guests from all over the

only cutting time in waiting rooms but is cutting costs

believe consumer health technologies — apps,

world. For many guests, Airbnb can offer a cheaper

as well. The funds needed for traveling for both health

wearables, self-diagnosis tools — have the potential

alternative to paying for a hotel room. Because

care providers and patients are limited. Connective

to strengthen the patient-physician connection

of this, hotels are losing their pricing power and

Care is especially helpful in rural communities where

and improve health outcomes." As we embrace the

are starting to feel the impact. Uber, a large

patients would travel hours to have a doctor’s

changes that come with connective care we can also

transportation company, enables customers to

appointment. Now they can receive a diagnosis

look towards improved health, which is something I

book drivers that are using their own cars. They are

without ever leaving their home.

think we can all support.

fulfilling over one million rides on a daily basis and
currently have over eight million users. Ubers great
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Theory of Evolution once said, "It is not the
strongest of the species that survives, nor the
most intelligent, but the one most responsive
to change." Connective Care is a major change

Sources:
https://www.airdna.co

success directly correlates with the decrease in

http://www.businessofapps.com/uber-usage-statistics-and-revenue/

traditional taxi usage.

http://www.himss.org/2016-connected-health-survey

http://www.techmahindra.com/services/technology_solutions/Connected-Care.aspx
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with all your stuff? Would you feel like you had a place to

pressure and have struggled with limited resources causing

call home? Can I get the Internet; phone service, and cable

them to fail at an alarming rate. Will the micro hospital

TV in a little house? Why would someone choose little over

concept stop the decline, or perhaps it could replace

normal? Can you really just move from city to city and

those community based care providers? Urgent care

take your house along?

facilities and micro hospitals are not the same. The
concepts and services offered by each generally differ.

The questions continue to fill my thoughts. Assuming

Micro hospitals are seeing growth while the others

you live in a house, a condo, an apartment, or a mobile or

appear to be declining.

manufactured home; who would have ever thought that
downsizing would get to this level?
Tiny house living is not the only area where size matters.
Among all the changes happening in American healthcare
the concept of size has also risen to the forefront. The

Patients are able to receive
care that is monitored and
controlled to the same standard
as a traditional hospital.

changing demographics of where people choose to live and
work, and the focus on both population health, and costs of
care have combined to create new visions and options for

Looking deeper into the emergence of micro hospitals, we

“hospital” care. One of these options is the development

find that they are often found in areas that are otherwise

of micro hospitals.

underserved by the larger healthcare systems. Many micro
hospitals have up to 10 inpatient beds for both limited

The term micro hospital has been developing as a result of

stay and observation status. They generally offer alternate

several trends and issues in healthcare. Among the greatest

surgery sites. The needs of the surrounding area will often

issues are: the predicted shortage of physicians and nurses,

determine the different services offered. For example, if the

mergers and acquisitions, urbanization of populations, and

micro hospital is in an area that is populated by younger

consumer (patient) demand for more convenient and

families, it may include an ER and offer prenatal and birth

cost-effective care.

services, or if the area is predominantly older, perhaps the
specialty will be orthopedic or cardiac services. Generally,

Micro

ospitals

Does Size Matter?
WRITTEN BY: IBBY SMITH STOFER

Micro hospitals are generally built, owned, and funded by

lab services, imaging, and primary care offices are

larger acute care providers, or groups of physicians with

co-located with the micro hospital.

outside partners. The trend is growing since the costs to
build a micro facility is far less than a full-service facility.

Over the past several years the number of micro hospitals

Patients are able to receive many services closer to home

has grown substantially across the United States. Some of

including ambulatory surgeries, and minor one or two day,

the leaders include: Emerus Hospitals, SCL Health, Saint

in patient procedures. Patients are able to receive care that

Luke’s Health System, etc.

is monitored and controlled to the same standards as
the traditional hospital.

I now live in California where the community hospital has
recently closed. I like the idea of a more intimate and cost-

While the costs to build and maintain are lower, the

effective provider moving into the area. One that can go

H

patient costs will frequently be the same. Often private

beyond the services of a local urgent care center. Maybe

ave you recently noticed the trend ‘smaller is

firms will partner with larger health systems to bring the

it will happen and eliminate the extensive drive it takes to

better? With the U.S. economy continuing to

micro concept to underserved areas while expanding the

get to a full-service hospital. In Southern California, that

struggle everyone is being effected. Millennials

health systems market reach. Doctors and other clinicians

drive cannot be measured in miles; it must be measured in

are unable to afford the American dream home, and

have noted that they have a closer patient relationship,

minutes due to traffic congestion.

baby boomers are looking to downsize for both budget

less stress and more diversity when working in the micro

and home maintenance. People are downsizing almost

environment. Additionally, both the patient and the

There are both proponents and opponents of micro

everything.

clinicians find the quality to be equal to, if not greater

hospitals, just as there are for the concept of tiny houses. But

than, an experience with full a system hospital.

with the uncertainty of healthcare regulations, continuing
increases in cost of care, and the trend of increased patient

I am sure that like me, the concept of a tiny home is both
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appealing and at the same time unreal. Small homes don’t

Have you been to a micro hospital? Is there one in your

investment in co-pays and deductibles, the concept of

cost as much, they are able to move with you, and they

neighborhood or one coming soon? Is this a new name for

delivering the right care at the right costs and convenience

force you to be organized. While there are some obvious

the rural or critical access hospitals? Community-based

seems to be supporting the expansion. Watch for a micro

benefits, there are also many questions. What would you do

health care providers have been under so much financial

hospital coming to your neighborhood soon.
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