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Managed Healthcare Executive’s
readers are the Decision Makers!

Managed Healthcare Executive provides senior level decision
. . . M —
makers the comprehensive analysis they need to innovate E ANACED Hia, T .-urr

Cl‘

value in a rapidly changing healthcare landscape.

The C-Suite decision-makers in health plans, PBMs, large rl “}“' j
VLS

hospitals, large physician group practices, large employers and
government agencies make purchasing and policy decisions
about benefit design and structure every day. Managed
Healthcare Executive is the one magazine they turn to for the
business analysis they need—both clinical and non-clinical—to
determine optimal healthcare delivery for millions of individuals
in the United States, which includes the drugs that obtain
formulary status.
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Sources: Academy of Managed Care Plan Pharmacy (AMCP), Association of Health-System Pharmacists (ASHP), Wall Street Journal, Kaiser Foundation
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... High readership means exposure for your
marketing message!

High readership is key to getting your message exposed. Both Managed Healthcare Executive and Formulary rank
high against their competitive sets to provide your message within the pages of editorial content that garners the

exposure you want.

#1 Healthcare Business Management Readership vs Competitive Set

Managed Healthcare Executive Managed Healthcare Executive is valued
ranks #1 in: by its subscribers

» Total Sample (Table 501) » 73% of MHE subscribers report taking some purchasing
» Tortal Chief Executives (Table 502) action during the past year as a result of ads and/or

» HMO/PPO Chief Executives (Table 503) editorials in the journal.

» IDN Chief Executives (Table 504) » 54% of subscribers discussed/shared an article with a

» Total Chief Financial Officers (Table 506) colleague.

» IDN Chief Financial Officers (Table 507) » Subscribers report that they pass along their issue to an
» HMO/PPO Chief Executives — 50,000 or More average of 1.5 colleagues.

Enrollees in Plan (Tuble 510)
Total IDN (Integrated Delivery Network) (Table 512)
Formulary Committee Members (Table 513)

> Source: Baxter Research, February 2005
>

Source: PERQ/HCI, Managed Care 2007

Reaching the Decision Makers Who Count

Chief Executives, Managed Care, Administrative Executives: CEO, COO, President, Executive Director, Owner, Principal, VB, Director 16,253
Financial Executives: CE, Treasurer, Controller, VP, Director 2,914
Information Technology & Intelligence Services, Medical Records Executives: CIO, VB, Director 1,591
Marketing, Sales, Patient Relations, Member Services, Executives: CMO, CSO, VB Director 2,961
Human Resources, Employee Benefits Executives: VB, Director 2,252
Risk Management, Legal, Regulatory Affairs Executives: Chief Counsel, VB, Director 416
Other Non-Clinical Executives: VP, Director 45

Sub-Total Non-Clinical Executives 26,432

Clinical Executives:

Medical, Physician Executives: Medical Director, Chief of Medicine, Chief of Staff; Physician, Chief of Medical Affairs, VB, 4833
Director, Clinical Program Director, Services ’
Pharmacist Executives: Pharmacy, Formulary Director, Chief of Pharmacy Services, VB, Director, Drug Information Officer 6,155
Nursing Executives: VB, Director of Nursing, Chief of Nursing Affairs 1,082
Utilization Review, Quality Assurance Executives: Case Management, Provider Relations, VP, Director 1,433
Administrative Executives: VP, Director —
Other Clinical Executives: VP, Director 26
Sub-Total Clinical Executives 13,529
Other/Paid Circulation 217

Total Qualified Circulation 40,178

Q u al |ty Of Cl rcu Iatl ON Source: BPA Worldwide Publisher’s Data, June 2007

Total personal
Qualified within 1 year request percentage

82.9% 68.4%

34,683 28,590

2008 MEDIA INFORMATION



Discounts that set Managed Healthcare
Executive apart!

» Winning Combination Buy*: Advertisers running an ad
for the same product, color, size, and month in both
Managed Healthcare Executive and Formulary will save 20%
off the combined space cost.

» Triple Play Brandshare Program*: Advertisers that run a
launch/new indication program in Formulary, Managed
Healthcare Executive, and Drug Topics will receive a 20%
discount. To qualify, advertisers must run the same size ad
unit and color, for the same brand, in the same month for a
minimum period of 6 months in all 3 publications. Pre-
launch units in all three publications will receive the 20%
discount but will not count toward the 6-month minimum.
Corporate and agency discounts apply.

*Discount programs cannot be combined

Marketing Services That Make a Difference

When it comes to market research, Managed Healthcare Executive has the backing of the Advanstar Marketing
Solutions Group that employs the capabilities of leading measurement firms like Verispan and PERQ/HCI to
keep you informed about the effectiveness of your advertising. For more information, contact your account
manager directly.

Why Choose Managed Healthcare
Executive and Formulary?

> Managed Healthcare Executive reaches the key decision makers who determine your brand’s access and
coverage.

» 100% of Managed Healthcare Executive circulation has qualifed in the last 2 years—we offer quality
subscribers!

» Outstanding readership and exposure for your brand messaging.

» The perfect access tool to reach key decision makers through multiple channels online, in print, and in
person.

» Discount programs that set us apart from the competition.

» Marketing Services that make a difference.

James MacDonald

Director of Sales, Formulary and Managed Healthcare Executive

e ADANSTAR
jmacdonald @advanstar.com



2008 Classified Products & Services and MANAGED HEALTHCARE

Recruitment Advertising Rates —
Print & Web CUTIVE

www.managedhealthcareexecutive.com

Rates Effective — October 22, 2007

Total Qualified Circulation: 41,821
Source: BPA Statement June 2007

MANAGED HEALTHCARE EXECUTIVE serves health plan, payor and provider organizations responsible for large patient
populations in managed care, healthcare and managed healthcare organizations. These include: HMO, PPO, PSO, Health Insurance
Organizations, Medicaid, Medicare, Governmental Plan, Pharmacy Benefits Management (PBM), Third Party Administration (TPA), Utilization
Review, Contract Management Firm, Employee, Employers Benefits Management (EBM), Healthcare Group Purchasing Organization (GPO)
and other Healthcare Plan & Payor Organization. (IHO, IHN, IDS, IDB): Integrated Health Organization, Network & Integrated Delivery
System, Network, Hospital & Multi-Hospital System, (PHO, IPA): Physician Hospital Organization, Group or Independent Practice Association,
Medical Clinic, Long-term Care (LTC), Sub-Acute Care, Home Care, Specialty Managed Healthcare & Other Healthcare Provider, Managed
Care, Healthcare, Formulary Members, Other Healthcare Provider Organizations and Other Management Consultant, Management Service
Organizations (MSO).

Quialified recipients include non-clinical executives, clinical executives. See BPA for more details.

DISPLAY CLASSIFIED AD
Per Column Inch (1 Column = 3-3/8")

Frequency Black & White 2-Color 4-Color
12X $94 $136 $154
6X $105 $147 $165
3X $111 $153 $171
1X $117 $159 $177

Actual ad cost determined by number of columns multiplied by number of inches at applicable frequency rate and color choice.
For the best rate, frequency schedules must start with first insertion. Prepayment is required for all contracts under $1000 and
must be paid by the issue closing date. We accept check or VISA, MC & AMEX. Terms and conditions on advertising contract

apply.

*Tentative Dates

Mail Dates Closing Dates™* Mail Dates Closing Dates*
January December 6 July June 6

February January 7 August July 7

March February 6 September August 6

April March 6 October September 8
May April 7 November October 7

June May 6 December November 6

DIGITAL AD SPECS: For Specifications and File Instructions please go to: http://www.advanstar.com/adspec/ (If you
don't have access to the Internet, please ask your Account Rep to send/fax the specifications and File Instructions.)

TERMS & CONDITIONS: Special production charges will be charged separately to the advertiser. Rates are effective for current calendar year
and are subject to change. If any insertions carry over into a subsequent year, new rates will be in effect. Cancellations can ONLY
be accepted, in writing directed to the account executive listed on the advertising contract. Cancellation requests must be
received prior to the issue closing date. If contract and materials are not received by closing date, we cannot secure advertising placement.
Space costs will be adjusted to the appropriate rate if less space is used during calendar year. Advanstar may reject or cancel any advertising at
any time. All advertising accepted subject to credit approval. For complete Terms & Conditions, please call your

account representative, see the publications media kit or look to the bottom of your advertising contract.

Karen Eckenwiler
800-225-4569, ext. 2670 * Fax 440-826-2865 * Email: keckenwiler@advanstar.com
24950 Country Club Blvd, Suite 200, North Olmsted, OH 44070
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BUSINESS AND INDUSTRY
HEALTHCARE PLAN, PAYOR & ADMINISTRATIVE ORGANIZATIONS HEALTHCARE PROVIDER ORGANIZATIONS OTHER
Pharmacy
HMO, PPO, Benefits Employee
PSO, Insurance| Management Benefits
Company, (PBM), including | Manage- IHO, IHN, IDS,
Medicare, Medicare Part D |ment (EBM) Integrated
Medicaid, PDP,Third Party Firm, Health Long-term Independent
Governmental | Administration |Consultant, Other Organization, IPA: Care Facility Consultant &
Plan, (TPA), Utilization Group Healthcare Network & | Multi & Large | Independent | (LTC) or Multi Other Other
Supplemental,| Review Firm, | Purchasing Non- Plan, Payor & | Integrated |Group Practice,|  Practice  [Facility & Home| Healthcare Management
TOTAL PERCENT Carve-Out Contract Organization| Healthcare |Administrative Delivery Independent | Association, Healthcare Provider Services
CLASSIFICATION BY TITLE QUALIFIED OF TOTAL Insurance Plan|Management Firm|  (GPO) Employers Organization System Hospitals [Medical Clinics| Organization | Organization | Organizations
NON-CLINICAL EXECUTIVES:
Chief Executives, Managed Care, Administrative Executives: CEO, COO, President,
Executive Director, Owner, Principal, VP, Director 16,153 38.6 4,305 715 298 1,764 - 1,180 2,603 2,049 2,156 - 1,083
Financial Executives: CFO, Treasurer, Controller, VP, Director 3,995 9.6 887 43 18 92 - 675 853 67 1,324 - 36
Information Technology & Intelligence Services, Medical Records Executives: CIO,
VP, Director 1,818 4.3 949 51 7 80 - 142 417 52 87 - 33
Marketing, Sales, Patient Relations, Member Services Executives: CMO, CSO, VP,
Director 2,994 7.2 2,177 148 35 172 - 79 139 42 80 - 122
Human Resources, Employee Benefits Executives: VP, Director 2,276 5.4 735 273 35 637 - 82 221 61 172 - 60
Risk Management , Legal, Regulatory Affairs Executives: Chief Counsel, VP, Director 386 0.9 141 20 5 23 - 62 81 17 23 - 14
Other Non-Clinical Executives: VP, Director - - - g - - - - - - - - -
Sub-Total Non-Clinical Executives 27,622 66.0 9,194 1,250 398 2,768 - 2,220 4,314 2,288 3,842 - 1,348
CLINICAL EXECUTIVES:
Medical, Physician Executives: Medical Director, Chief of Medicine, Chief of Staff,
Physician, Chief of Medical Affairs, VP, Director, Clinical Program Director, Services ___ 5,148 12.3 1,171 97 18 317 - 340 1,444 1,085 474 - 202
Pharmacist Executives: Pharmacy, Formulary Director, Chief of Pharmacy Services, VP,
Director, Drug Information Officer 6,018 14.4 711 271 25 130 - 595 3,300 490 204 - 292
Nursing Executives: VP, Director of Nursing, Chief of Nursing Affairs 1,170 2.8 61 8 3 150 - 64 262 96 487 - 39
Utilization Review, Quality Assurance Executives: Case Management, Provider
Relations, VP, Director 1,694 4.1 1,036 41 6 217 - 43 121 36 68 - 126
Other Clinical Executives: VP, Director - - - 4 - - - - - - - - -
Sub-Total Clinical Executives 14,030 33.6 2,979 417 52 814 - 1,042 5,127 1,707 1,233 - 659
Other/Paid Circulation 169 0.4 - i - - - - - - - - 169
Sub-Total 169 0.4 - - - - - - - - - - 169
TOTAL QUALIFIED CIRCULATION 41,821 100.0 12,173 1,667 450 3,582 - 3,262 9,441 3,995 5,075 - 2,176
PERCENT 100.0 - 29.1 4.0 1.1 8.6 - 7.8 22.6 9.6 12.1 - 5.2

www.bpaww.com 2
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3b. QUALIFICATION SOURCE BREAKOUT OF QUALIFIED CIRCULATION FOR ISSUE OF MAY 2007

Qualified Within

Qualified | Qualified Total
QUALIFICATION SOURCE 1 year 2 years 3years | Non-Paid Paid Qualified | Percent
. TOTAL - Personal direct request from the recipient: 21,452 7,138 - 28,590 68.4
a. Written 2,273 492 - 2,765 6.6
b. Telecommunication 16,273 4,762 - 21,035 50.3
c. Electronic 2,906 1,884 - 4,790 115
II.  TOTAL - Request from recipient’s company: - - - - -
a. Written - - - - -
b. Telecommunication - - - - -
c. Electronic - - - - -
IIl.  TOTAL - Membership Benefit: - - - - -
a. Individual - - - - -
b. Organizational - - - - -
IV. TOTAL - Communication from recipient or recipient’s company (other than request): - - - - -
a. Written - - - - -
b. Telecommunication - - - - -
c. Electronic - - - - -
V. TOTAL - Sources other than above (listed alphabetically): 13,231 - - 13,231 31.6
*Association rosters and directories 171 - - 171 0.4
*Business directories 1,700 - - 1,700 4.1
Independent field reports - - - - -
Licensees - National, State or Local Government - - - - -
Manufacturer’s, distributor’s and wholesaler’s lists - - - - -
*Other sources 11,360 - - 11,360 27.1
VI. TOTAL - Single Copy Sales: - - - - -
TOTAL QUALIFIED CIRCULATION| 34,683 7,138 - 41,821 100.0
*See Paragraph 11 PERCENT 82.9 17.1 - 100.0 -

3c. MAILING ADDRESS BREAKOUT OF QUALIFIED CIRCULATION FOR ISSUE OF MAY 2007

Qualified Qualified Total

MAILING ADDRESS Non-Paid Paid Qualified Percent

Individuals by name and title and/or function 41,704 99.7
Individuals by name only 47 0.1
Titles or functions only 70 0.2
Company names only - -
Multi-Copy Same Addressee copies - -
Single Copy Sales - -
TOTAL QUALIFIED CIRCULATION 41,821 100.0

4. GEOGRAPHICAL BREAKOUT OF QUALIFIED CIRCULATION FOR ISSUE OF MAY 2007

Qualified Qualified Total Qualified Qualified Total
State & Zip Code Non-Paid Paid Qualified Percent State & Zip Code Non-Paid Paid Qualified Percent
039-049 Maine 250 400-427 Kentucky 759
030-038 New Hampshire 190 370-385 Tennessee 1,021
050-059 Vermont, 105 350-369 Alabama 581
010-027 M husetts 1,123 386-397 Mississippi 379
028-029 Rhode Island 206 EAST SO. CENTRAL 2,740 6.6
060-069 Connecticut 668 716-729 Arkansas 461
NEW ENGLAND 2,542 6.1 700-714 Louisiana 634
100-149 New York 2,757 730-749 Oklahoma 528
070-089 New Jersey 1,147 750-799 Texas 2,695
150-196 Pennsylvania 2,084 WEST SO. CENTRAL 4,318 10.3
MIDDLE ATLANTIC 5,988 14.3 590-599 Montana 179
430-459 Ohio 1,819 832-838 Idaho 193
460-479 Indiana 928 820-831 Wyoming 78
600-629 lllinois 1,890 800-816 Colorado 614
480-499 Michigan 1,403 870-884 New Mexico 251
530-549 Wisconsin 1,125 850-865 Arizona 717
EAST NO. CENTRAL 7,165 17.1 840-847 Utah 330
550-567 Minnesota 860 889-898 Nevada 261
500-528 lowa 543 MOUNTAIN 2,623 6.3
630-658 Missouri 1,184 995-999 Alaska 57
580-588 North Dakota 150 980-994 Washington 683
570-577 South Dakota 211 970-979 Oregon 436
680-693 Nebraska 363 900-961 California 3,861
660-679 Kansas 640 967-968 Hawaii 138
WEST NO. CENTRAL 3,951 9.4 PACIFIC 5,175 12.4
197-199 Delaware 117 UNITED STATES 41,755 99.8
206-219 Maryland 819 969 & 004-009
200-205 Washington, DC 176 U.S. Territories 43
220-246 Virginia 905 Canada 13
247-268 West Virginia 296 Mexico .
270-289 North Carolina 1,040 Other International 6
290-299 South Carolina 458
300-319 Georgia 1,141 APO/FPO 4
320-249 Florida 2,301 TOTAL QUALIFIED CIRCULATION 41,821 100.0
SOUTH ATLANTIC 7,253 17.3

www.bpaww.com




9. FIVE CALENDAR YEAR ANALYSIS: AVERAGE ANNUAL AUDITED QUALIFIED
CIRCULATION AND CURRENT UNAUDITED CIRCULATION STATEMENTS

Audited Audited Audited Audited |[Circulation

Data Data Data Data Claim

2003 2004 2005 2006 *2007
Total Audit Average Qualified: 40,103 40,500 41,779 41,529 41,449
Qualified Non-Paid: 39,749 40,227 41,537 41,285 41,235
Qualified Paid: 354 273 242 244 214
Post Expire Copies included in
Paid Circulation: **NC **NC **NC **NC **NC
Average Annual Order Price: __ **NC **NC **NC **NC **NC

Managed Healthcare Executive / June 2007

10. PAID CIRCULATION DATA

**NC

12
**NC
**NC

Average Annual Subscription Order Price for the Period Required
(includes promotional incentive value, if any)

Issues Per Year
All Single Copy Sales Prices for the Period

Renewal Rate of Paid Subscribers (Optional)

*NOTE: 2007 data is unaudited.
**NC = None Claimed.

11. ADDITIONAL DATA
PARAGRAPH 2:

Additions and removals are not required for paid circulation.

PARAGRAPH 3b:

Association rosters and directories include 1 source of circulation for a quantity of 171 copies or 0.4%.
Business directories include 2 sources of circulation for quantities of 816 copies or 2.0% and 884 copies or 2.1%.

Other sources include 4 sources of circulation for quantities of 70 copies or 0.2% to 8,359 copies or 20.0%, including SK&A Information Services.
PARAGRAPHS 5 THROUGH 8 ARE NOT REQUIRED.

PUBLISHER’S AFFIDAVIT

authorized representative.)
IMPORTANT NOTE:

Christine Shappell, Circulation Director

Peggy A. Olson, Circulation and Training Manager

We hereby make oath and say that all data set forth in this statement are true.

(At least one of the above signatures must be that of an officer of the publishing company or its

This unaudited circulation statement has been checked against the previous audit report.
It will be included in the annual audit made by BPA Worldwide.

Date signed July 18, 2007
State Minnesota
County St. Louis

Received by BPA Worldwide  July 18, 2007
Type PD

ID Number M157P0J7

Copyright © 2007 BPA Worldwide. All rights reserved.
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