
Records abound as Medco reports earnings
to close books on a ‘terrific’ 2010

M
edco said its official goodbye to 2010 with a fourth-quarter and full-year earnings
report that not only fulfilled all of the company's key financial and operating met-
rics, but also saw it sweetened with multiple records in, among other areas, mail-

order prescriptions, generic volume and dispensing rate, and specialty pharmacy revenues.
The company reported record fourth-quarter 2010 earnings-per-share of $0.88, up 25.7

percent compared to $0.70 for the fourth quarter of 2009. Some of the highlights of the
report included:

• Mail-order prescriptions increased 7.3 percent to a
record 27.9 million, with generic volumes increasing
15.1 percent to a record 17.5 million
• Generic dispensing rate increased 3.9 percentage
points to a record 72.2 percent
• Specialty pharmacy revenues increased 21.3 percent
to a record of nearly $3.0 billion

In the announcement, Dave Snow said that the compa-
ny's success was realized by the savings it delivered to its
clients from closing 2.3 million gaps in care and improv-
ing health outcomes, by the nearly $3.7 billion in generic
savings delivered to clients and members, and by contin-
ued strong sales and client retention rates.

The company saw its stock slip lower on Wall Street
after the report was released, but the broad market was
down overall, primarily due to the turmoil overseas. 

"The street continues to worry about competitive
dynamics and pricing pressures in the industry," noted
Valerie Haertel, vice president, investor relations. “As
they look ahead to 2011, the strength in earnings will be in the second half of the year due
to the timing of generics contributions which will be heavily back-end weighted."

"Investors and analysts recognize that we had a very strong fourth quarter and a terrific
2010 with plenty of financial records set along the way," said Rich Rubino, chief financial 
officer. "Now all sights are set on 2011 and beyond — and the key to our success will be
execution going forward."
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Medco “On the Air”

‘Mad Money’
Dave Snow was an
in-studio guest on
the Tuesday night
edition of CNBC-
TV’s popular invest-
ment show, Mad Money. 

Dave and host Jim Cramer covered
such topics as Medco’s earnings
report, pharmacogenomics,
healthcare reform, and generic
drugs. Dave emphasized the 
company’s clinical capabilities 
and noted how United BioSource
supports Medco’s mission of
making medicine smarter.

‘Ask the Pharmacist’
On the last
Tuesday of each
month, Medco
pharmacist Paul
Reyes talks about
healthcare topics

on this health education radio
show. It can be heard on the
following stations/web sites:

WRIV-AM (New York)
WQMR (Maryland)
WQUB-AM (Illinois)
KORN-AM (South Dakota)
myfamilymylifenow.com
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Medco Meter
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Total gaps in care closed this year

9
The meter highlights the year-to-date

total gaps closed by our Specialist
Pharmacists on the phone, via

RationalMed and medco.com. It
includes all TRCs, but does not include

the therapies managed by Accredo.

Accredo welcomes Medco Celesio
The Netherlands is a long way from Memphis,
Tennessee, but representatives from our European
joint venture, Medco Celesio BV, found the 
journey to America well worth it as they learned
all about the specialty pharmacy business from
the experts at Accredo.

See page 2 for details and photos.

“Investors  and  analysts  recog-
nize  that  we  had  a  very  strong
fourth  quarter  and  a  terrific
2010  with  plenty  of  financial
records  set  along  the  way.
Now  all  sights  are  set  on  2011
and  beyond  —  and  the  key  to
our  success  will  be  execution
going  forward."

Rich  Rubino
Chief  Financial  Officer



A
s part of Medco's Scaling for Growth initiative, the company has established eight shared services (see chart) that
will officially launch in March and April. While many of the shared services teams have been functioning as internal
providers for some time, the move to a shared services model represents a paradigm shift not only for the teams, but

also for internal employees who will leverage their services.  
What's the difference between a shared services organization and an internal department? Most notably, shared services

teams will operate in a new way. While both groups provide functional expertise and service to internal groups, shared
services teams will operate with formal customer agreements and service
level agreements implemented to ensure the successful delivery of their
services.  In addition, each shared services team will be measured on the
achievement of specific metrics tied to each of their services.

"The shared services model will empower employees to achieve new
levels of effectiveness in their jobs, as we standardize processes and
institutionalize best practices," said Kenny Klepper, Medco's president
and COO. "The whole effort will help us further reduce duplication of
effort, increase quality and improve speed."

Klepper noted that the model will allow individuals within the shared
services to increase their focus, thus becoming "world class at their spe-
cific tasks, and enabling the rest of the organization to leverage that
high level of expertise." 

Each shared service leader will be responsible for fostering partner-
ships across the organization, and continuing to drive high levels of 
service, quality and innovation.

At the present time, team leaders are developing the comprehensive
list of services that their organizations will provide to internal clients.
Those lists and service level agreements will be available to all employ-
ees on a shared services intranet portal that will debut later this quarter.

Introducing shared services: Organizing for speed, efficiency and innovation
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Medco Celesio tours Accredo to learn all about specialty drug business
Leaders from Medco Celesio BV and Liberty Medical spent a packed two days at the Accredo offices in Memphis

learning all about the specialty prescription drug business. The visit was also an example of the increased collabora-
tion between Medco, Accredo and Liberty aimed at finding ways to better service our customers and use resources
more efficiently.

In addition to attending presentations and interacting with col-
leagues in the pharmacy, nursing, sales and other functions, the
visitors toured the call center, Therapeutic Resource Centers (TRCs),
specialty pharmacy dispensing and wholesale distribution — while
asking plenty of questions along the way.

"This was a great
opportunity for us
to get a deep look
at our specialty
drug business and
its unique service

model within Medco,” said Peter Juhn, MD, MPH, chief medical and
scientific officer of Medco Celesio BV, who coordinated the visit. “As
the originators of the TRC concept, there's a lot we can learn from
Accredo about reducing gaps in care, improving clinical outcomes
and lowering the total cost of care — challenges that are particularly
pressing in Europe.”
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