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Medical supply firm gets
disposable shot in the arm

By LYNN ORR

When a surgeon walks out of the op-
erating room, charices are the gown
and gloves he or she wore are
dropped into the wastebasket.

And the nurse in the recovery room
may pop a tape into your mouth, re-
move it in 30 seconds to check the dot-
ted reading, and toss the disposable
thermometer away.

The trend to disposable items is the
biggest change in the medical sup-
plies field, the fastest growing in-
dustry in the U.S., according to John
Seely, division manager of General
Medical Corp.

As the second largest medical sup-
ply company in the nation, General
Medical recently opened a branch at
37000 Plymouth, Livonia, one of more
than 60 across the country and the
first in Michigan.

“Other branches probably will be
opened shortly since we've moved
away from the regional concept,”
Seely noted.

ALTHOUGH GENERAL MEDICAL
is new to Michigan, most of the be-
tween 3040 employees are familiar
faces in the company's structure. For-
merly G.A. Ingram Company, after a
series of conglomerate changes includ-
ing. ownership by Litton Industries
and SENCO. the business recently
was purchased by General Medical.

“It's really great to be with a com-
pany which is 100 per cent in the medi-
cal supply field once again,” said
Seely.

A Detroit-area resident who gradu-
ated from Southwestern High School
and Albion College, Seely started his
career as a hospital salesman with a
division of Johnson and Johnson after
World War II.

"I was interested in health care,
and it was a growing industry,” he ex-
plained.

He's worked as an equipment spe-
cialist, sales manager, regional man-
ager, to his present position as divi-
sion manager, a background he believ-
€s is manadatory to effectively man-
age a technical business.

He joined Ingram in 1961, when his
previous employer wanted him to
transfer.

“Rather than move to the west
coast, I went with my largest distribu-
tor,” he said.

‘Salesman John Dornan has been in
the hospital field for 32 years.
“I'm the grandad here,”” he said
ldughingly.
+His son, David. also is in hospital
séles in Grand Rapids.

Dornan enjoys the work, and like 95
per cent of the salesmen in the field,
his salary is based entirely on sales
commission.

“The average medical salesman na-
tionally eams $20,400,” Seely added.
His sales staff boasts two women,
which would have been very unusual
.even10-years ago, he said.

Salespeople are almost on 24-hour
call, since the business demands that
a hospital be supplied immediately
fer certain items.

“If a hospital runs out of a supply,
like a blood fraction material, they
get hold of a salesman who makes
sure they get the supply,” said Seely.

Livonian Dainis Rudzitis left his na-
tive Latvia-in 1944 and began his first
professional job in the U.S. with In-
gram afler answering a newspaper
ad. He’s been with the company ever
since, now as operations manager, cel-
ebrating his 25th anniversary.

TEN-YEAR EMPLOYEE shipping
supervisor Jim Smith demonstrated
his other vocation by providing the
music for General Medical's recent
open house to introduce the company
1o the community.

More than §2 million has been in-
vested jn the Livonia branch to pro-
duce the expected $10-15 million in
sales in a few years.

“We'll be very pleased to break
even the first year,” said Seely, ex-
plaining that the medical supplies in-
dustry works on about an eight per
cent profit on gross sales.

General Medical is the middleman
beiween manufacturers and hospitals
and doctor’s offices.

*“*Manufacturers don’t have the man-
power to sell to individual buyers, and
likewise, a hospital doesn't have the
time or a large enough purchasing of-
fice to see every manufactuiing
item,” Seely explained.

General Medical handles about
20,000 items, from hospital beds office
furniture, nurses caps, and soap to so-
lutions for intraveneous feed-
ing,*everything but drugs,’”” said
Seely. -

The company manufactures only
about six per cent of its sale items,
mostly commodity items like deter-
gent or aleohol preps, where a nospi-
tal hasn't a specific preference.

The trend to disposables creates
greater volume for a medical supply
company, but also it creates prob-
lems, said Seely.

*“You need a tremendous amount of
storage for disposable items, and you
need to carry different sizes and dif-
ferent styles,” lamented Seely, who
would like to see some sort fo stand-
ardization.

Double inventory is the direct result
of the assortment of styles the com-
pany must stock, said Seely.

“There are six or seven kinds of sur-
gical r‘]oves and syringes, for ex-

Underwriter keeps

tabs on tax reform

:Vincent G. Mercer of Farmington
Hills will attend a week-long program
of advanced study in business and per-
spnal financial planning at the 108th
Ghartered Life Underwriter's In-
stitute; University of Arizona. Tuscon.

. Mercer is one of 200 CLUs who are

istered to attend two institutes to
be conducted this winter on university
campuses for members of the Ameri-
can Society of Chartered Life Under-
writers.

:Mercer is involved in the devel-
opment of specialized financial plan-
ning services at Maccabees Mutual
Life Insurance Co. He works with indi-
viduals and business clients of the
cpmpany’s national sales organiza-
tion. He contributes to the planning,
itmplementing and promation of new

Before coming to Farmington Hills,
Mercer and his wife, Mary Lou, lived
in the Chicago area.

He was @n investment zdvisor in his
own firm in Chicago and managed the
American Medical Association's mem-
bers retirement plan.

The CLU seminars are graduate
level courses which cover such sub-
jeets as estate planning, economics,
communications, qualified retirement
planntng, business insurance, deferred
compensation and employee stock op-
tions.

‘This year’s seminar will include dis-
cussions of the income, estate and gift
tax changes resulting from the Tax
Reform Act of 1976.

‘The Institutes are conducted by the
il}m)erican Society of Chartered Life

products, sales and

ds.

+He is involved in manpower devel-
opment and sales and convention pro-
grams at the company.

+Mercer is a graduate of the Univer-
sity of Detroit T.aw School. He re-
ceived a-masters of business adminis-

tration at Wayne State University.

HE IS AN active member of the Na-
tional Association of Advanced Life
Underwriters and the Association of
Advanced Underwriters.

He is a charter member of the Inter-
ﬂauanal Association of Financial Plan-
Ers.

Airline names

1

dynles manager

1 John Pinchen of Farmington Hills
as recently appointed Detroit dis-

thict sales manager for Air New Zea-

Pinchen will oversee all sales activi-
“des in Michigan, Ohio, Ken-
tacky end Termessee.

He jotned the firm in 1963 as & Hono-

u sales representative

to district sales manager. He
that post for more than three

He became New York district sales

and stayed at that job for

years,
He worked for nine years in reserva-
for British Alrways before join-
Air Ne:;f Zealand.
' |A native of England, Pinchen and
wife, Joan, have an eight-year-<id
Andrew,

s, a society
for men and women who have CLU
designation. . The society has 21,000
members and 217 chapters throughout
the United States. its national head-
quarters are in Bryn Mawr, Pa.

The CLU standing is granted by the
American College to persons who
have passed a series of professional
examinations.

THEY MUST MEET stringent expe-
rience and ethical guidelines before
admittance. More than 32,000 persons
in the United States have been
awarded the CLU standing since the
@y}l}erican College was founded in
1927,

ample, which requires a lot of storage
space.

“Another problem involves the rota-
tion cf stock,” he added. “'Sterilized
items only are good for certain
lengths of time,” he said. .

Other items, like intraveneous solu-
tions require refrigeration.

Bandages come in a variety of
styles. including non-alergenic and wa-
terpreof backing, for examble.

The biggest problem for the in-
dustry is collecting from customers,
according to Seely, who explained
that prompt collection of accounts re-
ceivable is a major factor(in determin-
ing the success of this type of busi-
ness.

For Frank Wilcox, an 1l-year em-
ployee, keeping prices current and

A mannequin used for resuscitation demonstrations is stretched out for Genen
open house visitors. (Staff photos by Art Emanusl)

business
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coordinating bids with salesmen is a
big job. Wilcox was the last polio vic-

-tim treated at Ford Hospital, but
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manufacturers won't guarantee prices
for a week.

One problem General Medical has
limi is i

being cenfined to a hasn't
affected his ability to update prices.
It's his job to see that manufac-
turers’ prices are current. Some man-
ufacturers give price protection for
from three to six months, but other
g

K

John Seely of General Medical Corp. watches a cardio-ox-
erclse treadmill &t the new Livonta bullding.

accorcling to
Seely.

“Since we've moved lo Livonia, we
haven't had any problem with van-
dalism,” he said.

The previous building on Woodward
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in Detroit burned down two years
ago; and the company only has had a
temporary location until completion
of the Livonia building.

Future plans include a retail outlet,
where local customers can ‘purchase
such items as hospital beds, crutches
and other equipment needed for home
use.

ral Medical Corp.

S

Lissa Gladstone, General Madical Corp. sales reprrsentative,
triss on a leg cast during the firm's recent open house.

WWJ programs managerial changes

WWJ-TV announced the promotions
of three area men, recently, accord-

ing to Evening News Association .

Broadeast Division vice-president
Peter Kizer.

Jack B. Allen of Birmingham;
Frank Sizson of F: n Hilfs, and
E. Lee Lelcinger of Bloomfield Hills,
received promotions;

Sissor: vag appointed administrative
mnager of the broadcast division of
the WWJ stations.

hiad been an edministrative man-
ager before the promotion,

Sisson spent 14 years at- WOOD,
Grand Rapids. He, worked as an en.

executive and sales mansger, |

He was a station mansger of WWJ
radio befsre becoming’ television ste-
?&:} maniiger. He joined the station in

. Club of Detroit and the

Sisson is a past president of the
Michigan Association of Broadcasters.
He is incoming second vice-president
of the Detroit Rotary.

He is active in several other organi-
zatlons as well. He is a member ofthe
Aderaft Club f Detroit, the Economic

Detroit Athlet-
ie_Club: .

Sisson and his wife, Virginia have
six children.

‘Sisson's colleague at WWJ. Jack B.
Allen, received a promotion, too.

ALLEN WAS staticn manager of
WWJ/TV. His promotion moves him
up td, general manager of the tele-
vision station. ’

His recent position in television is
keeping step with Allen's 18 years of
experfencé in the field. .

He is'a graduate of Loyola Univer-
sity, Chicago. His first job after gradu-
¥ v

ation was at the city's WBKB-TV,
which is now known as WLS-TV.
In Chicago, he worked his way to
stage manager and eventually be-
limme an associate director at the sta-
ion. .
In 1969, he switched television sta-
tions, jubs and cities.

He joined WXYZ, Detroit, as a sales”

manager, that year: A year later, he
was promoted fo general sales man-
ager of the station.
He retained that post until he
moved to Channel 4, last May.
Another promotion at the station oc-
cured: when E. Lee Lei

general manager of WWJ-AM-FM. He
was station manager before the pro-
e chigan
cinger is a graduate of Michi
State University. His tenure at WW.J.
AM-FM dates back to last May, but
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his broadeasiing experience began in
1962.

At that time, he was an account ex-
ecutive for WIEF-AM-FM in Grand
Rapids.

He moved to several radio stations
in Michigan throughout the years be-
fore coming to WWJ.

He had sales and m: rial

posi-
tions at these stations. He worked for
the CBS Radio Network, as well.

In May 1972, Leicinger moved to,
Cuicago as national sales manager for
CBS-WBBM-AM. He became general
sales manager in Jupe .1973.

The following year, he joined WWJ.
Sllemand his wite, Gayle, have two chil-
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