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MESSAGE FROM DON HAYDEN

Building on a Proven
Strategy of Success

he strength of Bristol-Myers

Oncology Division is based on

a solid foundation of products,

people, commitment, and
established leadership.

The BMOD product line 1s
extremely broad-based and includes
the premier products in the field of
chemotherapy. Our ourstanding held,
marketing, medical, and research per-
'.’-HII['IL'! '|:'.Iﬂ ot %Y III]L‘lII.I."II{,'LI [..'I.IL"I'lt .,'I.[IL]
expertise. As a group, we are commit-
ted to building our rela-
tionship with the oncology

community by advancing ... le

research, education, and
the delivery of treatments
that improve survival and
the quality ot patients’
lives. The result of this
dedicated reamwork is
the Division’s unquest-
ioned |l:;!l,h.'rh|]i['1 in the
L.'I"I.L"I!'II;'I'Ti'IIL'r.'I.]T:l.' I'I'I.'I'I';'n:l.“[1|
proven by both our sales
i_'l:l:ld h':l. '-rl|r1..'4.“lr'-. 1.]1'. Iill'll.'”l”'

gists conducted over the

last decade, which consis- serve.

tently rank BMOD #1

research, education, profes-

sional expertise, and ser-

vices provided to the physician and
patent communities.

With the launch of Taxol (pacli-
taxel), we will add to our armamentar-
ium the most exciting chemotherapeu-
tic agent introduced in more than a
decade. Taxol has the potential to
become an essential component in

L'I‘IL‘I!I'I['II'"I.L‘I'.I!‘I}' fﬂ-l' F | 'l.':_:ll"il.'[‘ll.' {'I-{ fLmor

achieve great

benefits for the
division and
the field of

oncology and
the patient

population we

types and, because of its unique mech-

.I]'Ii."i'l'[l {'I'r. ;il..."i-li'!lT'l, L'lill.lld .'I.Lil;,i d new
Liil'l'l.l.‘l'l."u'il:lfl [ lj'l!._.‘ LIS {}f L'I:'H..'T'I:I['I-[I'Il.'l‘.‘l]]_'!':ﬁ'
in general. As a resulr,
Taxol will enable us to
can enhance our leadership in
the oncology community.
BMOD’s commanding
presence in oncology is the
result of superior products
and tocused, dedicared
ettorts over the past 15
vears, and it has no parallel
in the United States health
care system. Qur vision 1s
Ly L'H['l!iHlJL' ] "l.'l.'“'l"l\'. a5 a
team to make BMOD even
Trcxre ‘ull';.'l..'l.'“"r"nj'-lll 'i]'l [I"H.'
& future. We will do this by
building upon the strengths
thar have earned us our
reputation as the premier
organization in the field of oncology
— products, people, and commitment.
By clearly focusing on this simple
strategy, we can achieve great benehrs
tor the Division, the held of oncology,
and the patient population we serve. |
IlHIl‘i 1.{}T"|"|.'.'I.I'-I..] T u‘::r]-‘.irlg 'h'l.':ill'l l'."'n-l,‘]':l"
one in BMOD roward the achievement

of these goals.

e tol H'a?ob

DONALD |, HAYDEN,
Vice President and t..'uu'r.nr Manaper
BRISTOL-MYERS ONCOLOGY DIVISION

FAT HEPINDERS

CONTENTS

Pathfinders in action

Profiles of three achievers 2
Racing for the cure

Oher emplovees support a great race 5
Out in the field of dreams

Looking at an important relationship 6
London calling

A remembrance of things past 8

Business on the move

Our new affices in Plainsboro 10
Newcomers

Hote the family has grown 12
Details

The year in review 14

Pathfinders s a pubhicanon of Bristol- N yvers Oncolos

-

Dhivision, a Bristol-Myers Squibb Company locared in

III.Illlx:“'II'II\.I_ ""m. ih ]:'Ih. V.

ECITOR DESIGHN
GAIL E. SOKDLOWSKI KELS5H MARR INC.

fdrresacfowr, € oonrrdrralarnd

Tercdnestry O Probodee Affanirs COVER

il fuarirereand PHOTOGRAPHY
BRISTOL-MYERS SQUIBE

EDITORIAL PHARMACEUTICAL

RUSS ALLEM GROUP

BENNETT WEINBERG PHOTOGRAPHIC
SERVICES

Cctober, 1992 tol- Myvers Squibb Company

A righies reserved.

,
o - B & = o ') B
Itabicrred proddoet names are registered trademarks of
r )
Brispol- S vers Saunbby o TPy Or one of 10s w ol |y
i
owiied subsidiry companies, Mo material in this issiie

I
may e PETRECel SRRl permminssioan OF thet praiiisners

@ Printed on recveled paper



Donna Judge Spencer

Somerimes Oncology Terrtory Sales
Manager, BLOP Donna Judge Spencer wor-
ries about whart people will think when thes
see her talking to herselt in her car. What
she's really doing i1s using tapes to help prac-

tice her techmical skills and terminology that

l--l'll'.' LISES LT |3H._'[' b |

pracrices her presentanons in the automobile,
*When vou're a representative, vour car

s your othce and | hike o use

my tme construcrively,”
explamed Donna, 1 continu
..'Ill.} |1'['1|.L!'|L'L' 1y il_'l..'i'lf'llu.'.}l
knowledge and refine my
sales expertise, because 1 en
|'f":'. |'3‘IL'|||_L':‘ .ll""i.L' [ :f'l.l".'l' o LN~
versation with docrors abour
highly technical martrers.™
[his kind of tocus may
explamm why, earhier in he
o reer, ] JOMmMa wion 2 I'II_H'Il!‘I.'I'
of awards as a Districr Sales
Manager, Area Manager,
and Sa
lohnson Nurrimonal Division.,

es T raner tor Mead

As a sales representative tor
BLOP, she
rrips to Hawan and London,

lals WWERTE et Wl f'l.l

Donna believes thar it
she had entered another held
ot sales, her skills in convey-

g complex information and

i histenming well would have

carried over. *1 believe that
it's experience that gets a rep
to the heart of a presenta
ton,” sard Donna. *1 also
believe that the best sales
1.1';."1""':';.' A I'll'i'll:'!ll._'ll'l ~11'||'|.'|._‘|"~._
| look tor problems thar | can

help solve with regard to par
| ] |

ticular patients or a service that BMOD nughi

be able to provide,™

SENSE OF PLACE HELPS

Donna originally became interested n
the Company through her tather, a pediamn-
cran, who knew Mead Johnson sales repre

sentatives trom his pracoce and had a high

es calls, Donna ver

vally

POSITION
Oncology Territory Sales
Manager, Bristol Laboratories
Oncology Products

HEADQUARTERS
Birminghan

DISTRICT
Atlanta

HIRE DATE

October 17, 1977

CAREER HIGHLIGHTS
Oncology Territory Sales
Manager, Two-Time Best

Performer; Oncology Million
Daollar Club; VePesid District-
Presentation Winner

Married to James Spencer,
Two stepchildren: Jim, 23,
Angela, 19

EDUCATION
B.A., Psychology with minor
in physiology; and M.Ed.,
Auburn University

HOBRBIES

Bird watching, reading, golf

opinion of them. Donna’s reluctance lasred
only unnl her interview. Then atter her suc-
cess with Mead Johnson Nurrinional, she fel
h1.'|' IMCCTrest '|ll|!'|'|'|'|'|:Lf| AWay Irom consumer
praducts and to the technical expertise need-
|_'|_| 1 1|E1-.'L:||1 LY H,!l'-_“ﬁ-

*I mught never have had the courage o
make the jump it the training program had

not had such an excellent reputation,”™ she

noted.

Her territory now en
compasses Alabama and the
Panhandle ot Flonida, and
includes some of fastest
ErOWINgG arcas in the ¢ nnery,
includimg the Birmingham
area, where she sells to the
University of Alabama
Comprehensive Cancer
Center. Donna has had par

[ ]
ncular success with Plitinol

1O (Cisplann ), converting
such a high percentage of her
accounts to its use thar the
product now comprises S0
percent of her Platinol sales,
“In this job, [|1|:|n_'.:|:, the
ulimate compliments are
when a doctor asks vou tor a

sLigd

Boslion on some aspect of
drug therapy or relares cases
where patients have shown
especially strong responses,”
"1]1'.' ‘-,ti'.IE.

[Donna teels thar she has
t1'|.||'n n..|11 RO ]"-:l[h ]lu'l' [‘I'lﬁ.’-:"a
ston and her sales territory.,
“Fitteen vears ago, [ would
e e El.l*. C L"u‘,"'t‘-.[«;'-.i [0) 'H||”

be in this area and o stll be

in this posinion. Despite other

H'l"["'li'll'[llillfll'."‘w, 0y ONE CAn ofrer nwe ‘hl.'ll'.'ll._".i'lll'.!__[

more appealing than whar 'm doing,

already.” Donna enjovs living close to her

tamily in Birmingham and s involved in

community support tor the Alabama
Svmphony Orchestra and her local North
Shelby County Library, She plavs golt and

L RS L |".”|'{| WAL |'IIT'I:,-.'..

-r"f. ..\‘ . 1 -

ANTICIPATING THE PEOPLE-DETAILS

Fred Wiseman, Donna’s tormer Diserice
Manager and a tellow bird watcher, noted
that medical othees look upon Der as part ol

th

wir team and thar business. *Because she's
had the experience as a manager, she knew
the qualities ot a good sales rep tfrom a DAs
pomt of view and would do things betore |

It::l![ O Lo TH.IIr-.:"I;:

even asked her to —
sure thar panents who quahihed tor BMIOD s
mdigent care were added o the program,”
satd Fred.

Donna nored thar i lase vear’s
Pathfinders magazie, she was impressed by
the emphasis BLOP Sales Representanve Par
Haothman j‘~|~l-.¢'n.| On gernmng, o know evervone
im a chient’s — or potental chient’s — medica
or academic othee,

*UOnce vou call on anvone enough times
in the right way, thev're almost sure to

become vour wend, and thar can n:-|||j~ |'.i-||\,"

she explamed. 1 make a PHMIT ol knowing
something unrelared o work abour evervone
of my othce contacts, so thar | can ask them
about those things when we meet.”™

Donna carres wath her at all tomes a
book she calls her “blue bible,™ in which she
puts names and something abour the personal
imnterests of every statter she encounters m her
alls. *Expenienced or not,” she laughed,

“1"'im stll terrible wath names.”™



Their Own Job in

What are their Intents and expectations?

And what do they offer their representatives?

“All sales representatives are
individuals in their own right.
Therefore, each DM should
manage accordingly, often en-
couraging each representative
to sell from the strengths of
their own personali-
ties,” maintained
Don Herman, BLOP
District Manager
in Cleveland, who
along with DM Jane
Hellen, agreed for
Pathfinders to define
the role of the district
manager in help-
ing sales representa-
tives. Like the best
coaches, the best par-

DM’s need to know how to
sell. Both individuals had exten-
sive sales experience with the
Company before taking their cur-
rent positions.

“Although managing is the
bulk of our waork,
a new hire takes
top priority over
other tasks,” noted
Don. “A hire is the
MOst ir"purl:lﬂ[ LIL"
cision we make.”
He and Jane agree
that the Company
attracts a top-notch
group — self-starters
with strong back-
grounds who, atrer

JANE HELLEN -, ;

¢ “[&L and tl he hq::.: MJOP District Manager 1:-.1mn:;,:. are some Eur
-y g _ 1¢ best 1n ¢
reacners, they andc Minneapolis tne ] rne

other BMOD DM’s

approach sales representatives as
individuals who work together
with them.

“My job, in its essence, is 1o
work closely with my representa-
tives to ser objectives and strate-
gies thar will help them be success-
ful,” explained Jane Hellen, MJOP
District Manager in Minneapolis.

Highly successful at their
waork, Don and Jane are proot that

industry.

Most DM’s supervise eight
representatives, “Our first job is to
continue to get them comfortable
talking with physicians and used
to our specihc sales environment,”
said Jane,

District managers help to set
shorr-term and long-term goals
early in the year, establish call-
average targets, and review these
l"l.'L’rF ‘I'-l.""n-"n.' "n"n."l.'!..‘l"i."r.. II'I'I.'I.l'-'.i.'l'l.i..'| SUNe |h."|.[

Their Own Words

the objecrives are reasonable.
Clearly, veteran reps are able to
achieve much higher call averages
than newcomers.

“*Throughout this process
managers and their reps need to
encourage questions,” said Don.
*As | often say, ‘No question is a
bad question.’™

DM’s seek to communicare to
each member of their team on a
weekly basis. They work with the
representative in his or her territo-
ry tor at least a day or two each
month; these held contacts become
the most important venue for help-
ing representatives develop skills,

FIELD CONTACTS: OBSERVING,
COACHING, ENJOYING

Like representatives, district
MANAZers travel. In fact, most of
their time is spent in field meetings
and travelling with their sales
people.

“One of the most important
sitnations in which we assist repre-
sentatives is in their ability o eval-
uate and respond to physicians
inquiries — every sales call and
physician inquiry is a little bir dif-
ferent,” said Jane, whose oversees
territories that straddle northern
Calitornia ro Washington to
Colorado.

“We expect reps to have a tull
day planned,” said Don, whose
own district stretches across six

midwestern states. “We coach

PR ]
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POWER-PACKED VOYAGE

THROUGH A FRIENDLY,

STORY-BOOK REALM

7/l

A fair wind blew the Best Performers of 1991 into

a London-town even berter than they had imagined.
No tog, no rain. Instead, the Best Performers
enjoved six days and five nights of weather that

was unseasonably warm and sunny.

From their centrally located accommodations

at the Royal Garden Hortel, a deluxe hotel near
Kensington Palace, the Best Performers reached
many of the parks and pubs, as well as the trove
of other sites within central London by foot.

In addinion, L"l.'L'T}'d.lj-' offered an opnon for

special trips:
€ The city rour included the Tower of London;

€ There was lunch at Dickens Inn and dinner at a
number of hne restaurants, including medieval
night ar Beeteater, a period restaurant;

€ Theatre mght included a choice of Miss Saigon
or Phantom of the ( Ipera,

€ The rour of the town of Windsor included
Windsor Castle: and

€ Irip goers could avail themselves of an oprional
-:|11L'--.|.l:n' tour to Strattord-on-Avon.

At the awards banquet, the Best Performers were
privileged o a private concert of the Queens Guard
Band. And of course, throughout the trip, there
was lots of shopping,

Some Best Pertormers stayed behind to extend their
stay, one even taking the time ro trace her heritage
in the British Isles,

What say ve reader, did this lot accomplish their
u.]i|u_--.[_:' [nd IhL‘j-' meet their objectives? Well, of
course, BMOD's Best Performers alw ays do!




BMOD s Move

to Plainsboro

Aearial view of the Plainsboro

Buildings One, Twao, and Three are shown

fram left 1

Site

('(' ¢ appreciated the patence of
our sales force during the
move of BMOD home

othce personnel to Princeton, although we
hope that this move was transparent in a
practical sense to our held representatives,”
said Dennis Buckley, BMOD Dhrector,
Reimbursement and Nanonal Accounts.

“For example, call card acrivities, requests

tor promortion materials and supphes, and

certain additional field support continue to
be directed our of Evansville,

“We've had a gradual transter ot other
support people to New Jersey. Order-entry

and customer-service moved here a vear ago.

hrough this move, we have closer contact

with certain support personnel and can take

action more quickly to support our people in

the held. Anyume yvou have business units
who previously were located across the
country and who can now walk down the
hallwav to confer with one another, VO
gain an enormous measure of ethciency.”
he move will relocate the ofhees of

nearly 1,500 people by its completion at

vear's end. “Having our administranive torce

working out of the new Plainsboro complex
generates increased svnergy in the division
and superior protessional opportunity tor
our sales force,” said Don Soltysiak, BMOD
Vice President, Sales,

The new site, located in Plainsboro,
N.]., just outside of Princeton, will cost close
to $140 mullion upon completion and boasts
state-of-the-art facilines in design and con-
struction. The u.,'HI‘I'l]‘I!L”-.' consists of three,
hive-story buildings constructed ot salmon
and black gramte and glass on a 106-acre
tract of natural woodland. Buildings are
connected outdoors by landscaped paths
and indoors by underground concourses.
Each building backs onto the courtvard-gar-
den and amphitheater area.

Planners have attempred to minimize
disturbance to the natural landscape. A mile
and half of exercise trails wind through the
woods and meadows art the site.

In the interior of the buildings, hrst-
class art work by local arnists adorns hall-
wavs. In addition, workspaces and othces -
all with new furmiture — provide privacy.
Facilities at the complex include a hiness
center, in addition to the catetenia and
employee store,

“*Only 11 acres of woodland have been
directly eftected by the construction ot the
Plainsboro complex,”™ said Anthony
Consolo, Senior Project Manager, Facihines
Admimistration. “The Company plans not
only to reforest as required by the township
but also to guarantee 35 acres as permanent
woodlands on the site.”

Princeton is a convement and pleasant
location on the northeast and nmud-Artlannc
corridors, manageably locared berween —
and abourt equally distant trom — New
York and Philadelphia,

The move into Buillding One involved
some 600 people and 350 compurer termi-
nals. Building Two will house about 273
people, and Building Three abour 6253
people.

Business units came trom eight ditterent
locations, including Evansville, Indiana.
Facilities Administration gave the Evansville
group the most tme to prepare. First occu

pants of Building One began moving in



