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REDACTED
Confidentiality Notice: This e-mail transmission may contain confidential or legally privileged
information that is intended only for the individual or entity named in the e-mail address. If you are
not the intended recipient, you are hereby notified that any disclosure, copying, distribution, or
reliance upon the contents of this e-mail is strictly prohibited. If you have received this e-mail
transmission in error, please reply to the sender, so that Janssen Pharmaceutica can arrange for
proper delivery, and then please delete the message from your inbox. Thank you.
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Issue and Solutions

1. Omnicare makes the decision to give Zyprexa co-preferred status with Risperdal in its geriatric guidelines.
Solution Reevaluate and negotiate a new agreement

2. The Assisted Living Initiative is growing rapidly and may require additional resources. Solution: Allocate
funds in 2001-2002 fiscal year budget.

3. A promotional letter sponsored by Lilly been sent out to physicians nationally concerning drugs that prolong the
QT interval. There are several drugs listed from all companies except Lilly. The letter does include Risperdal.
Solution: ., TCBM s are trying to secure a copy of this letter to deliver to the Risperdal brand team.

4. Develop broader relationships at the Nursing Home Corporate level. Solution: Develop programs specifically
targeted for each individual chain account. Beverly and HIS have named Risperdal as their “Preferred
Antipsychotic™.

5. Consultant Pharmacists are requesting CME material on audiotape so they can participate in these educational
programs when they are driving to their accounts. Solution: Work with brand teams to develop audiocassette
tapes to pilot with consultant pharmacist.

Highlights

Janssen

RISPERDAL®

CONFIDENTIAL

NCS HealthCare, Beachwood, Ohio mails out letter to all of their NCS HealthCare pharmacy sites restating
Risperdal as their “preferred” antipsychotic and introduced an accelerated initiative for 11 of their “high dollar
potential” antipsychotic sites.

Risperdal “Pilot Round Table” discussions have now been secured for the following Omnicare sites.
Roeschens, Jacobs, Home, and Interlock. The first program has been successfully completed in Chicago with
Home following on August 13" and Roeschens on September 6. Interlock will be re-scheduled and additional
six programs will be targeted for Specialized Livonia, Value HealthCare, Evergreen, Shore, Westhaven, and
Lo-Med Pharmacies.
American Pharmaceutical Services/Risperdal Initiative - This month APS will send out a letter to identified HV
prescribing antipsychotic physicians stating the Risperdal is their preferred antipsychotic. Additionally, APS ran
a list of High Volume prescribing antipsychotic physicians for each of their branches. List was forwarded to
Janssen EC for call plan targeting. Feedback from EC is that this list has been very helpful and feel will help
them increase Risperdal use with APS branches.
Jacobs Healthcare (16,000 beds) and Lawrence Weber (12,000 beds) started a PAL initiative with Risperdal in
the month of May. The authorization letter requests a substitution to Risperdal from any new prescription of
Zyprexa or Seroquel.
Neighborcare has asked to have 900 copies of FADAMA (Katz) article distributed to consultant pharmacists
and bench pharmacists throughout the country.

JNJ 289772
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REMINYL®

¢  Working with Assisted Living Federation of America (ALFA) on implementing a DSM partnership program
with 7,000 AL providers.

¢ Reminyl Clinical Update to Beverly Enterprises (Tony Hughes, Clinical Director of Pharmacy Operations and
John Ferguson, Director of Training ) with Steve Stansilav. Looking at opportunities to partner with Training
for CSO representatives and Beverly AD sites.

¢ Alterra Corporation requested 50,000 branded pieces for the Sharing Care Program.
They plan to drive this program in the following ways:
e Sales representatives will distribute to potential customers/
¢ Alterra will distribute during trade shows and family night programs.

e  Alterra captured a list of 750,000 individuals that are potential candidates for assisted living. We are
negotiating budget for them to include Sharing Care program in mailing to these individuals.

¢  Greater NY Healthcare Facilities Association learn message on Reminyl. Approximately 125 nurses
attended.

ACIPHEX®

e Met with NCS to discuss possible Aciphex coexist strategy. Customer currently at 85% share with Prevacid®.
This may make potential agreement difficult due to “clift” and the inability for JPI to make up lost rebate
revenue. Customer agreed to further discussion and investigation.

DURAGESIC®

e A successful speaker program was conducted by Hob Osterlund, RN to over 90 Pharmerica customers. She is a
great speaker and great advocate for Duragesic.

¢ ChemRx put out a conversion message to nursing homes to switch from Oxycontin to Duragesic

e Two Auburn Pharmacy School programs are scheduled for August 3 and August 10, 2001. Programs will reach
about 300 key pharmacists.

¢ NeighborCare will conduct programs on "Pain in the Elderly beginning in the 1st Quarter of 2002. These "Plan
for the Future" educational programs, held nationwide, should be a great opportunity to help promote
Duragesic.

OMP

LEVAQUIN®
¢ ChemRx E-Box campaign has achieved 60-70% E-Box conversion from CIPRO to LEVAQUIN.

e  AAPI CME program at national convention was well attended and impactful.

¢ Omnicare agrees to send PAL letters as well as a universal mailing in August/September to promote Levaquin
for the upcoming respiratory season.

CONFIDENTIAL JNJ 289773
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¢ American Pharmaceutical services provides physician prescribing information for each of their branches that
identifies high volume antibiotic physicians and prescribing patterns. This information disseminated to OMP
for rep targeting. LTCBM will follow-up with OMP on a District Manager level to discuss lists and targeting.

ULTRAM®
e Dr. Michael Slick Pharm D, FASCP spoke on the Myths and Realities of Pain Management to Medilife in
Colorado.

¢ New CE tape series on Joint Commission Guidelines on Chronic Pain are being rolled out to LTCPP customers.
Response has been excellent and LTC pharmacists have confirmed that they must offer Pain management
education in each facility at least once per year.

e American Pharmaceutical Services will launch an Ultram intervention beginning in July. They will target
propoxyphene. On June 15" we conducted the first of six regional consultant pharmacy educational programs.

OBI

PROCRIT®

¢ PharMerica identifying oncology patients within Skilled Nursing Facilities (SNF’s) setting for Procrit
intervention.

LifeScan®
e LifeScan contract was signed by Gerimed. Program will start in the 4" quarter.
e MHA signed LifeScan contract worth up to$1.7MM annually

¢ Innovatix signed tiered pricing program contract for CAM members. Innovatix has innovative systems to
provide market share data continuously.

CONFIDENTIAL JNJ 289774
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Highlights

A national teleconference was scheduled for 125 dementia residences that Alterra services. Each
residence will participate in the program and at each location there will be about 5 healthcare
professionals. Potential to reach 600 healthcare professionals with a Risperdal message. Marc Agronin,
MD will be the presenter.

\J
0.0

%+ PBI signed the LifeScan amendment to the contract.

+ PharMerica - Developed a national mailing to skilled nursing facilities and physicians outlining the benefits
of Ultram over Propoxyphene.

¢ NCS HealthCare, Beachwood, OH mails Risperdal “preferred” letter to 4,000 attending physicians.

% In-services were held in NE to educate Nurses, MD's and Pharmacists on Reminyl. There were over 250
health care professionals at these in-services. Great discussion was held around the expectations of ACI's.
Reminyl was shown to have a proven one- year success in maintaining baseline scores.

% Levaquin featured at NCS, Phoenix formulary management workshop.

% Coordinated Ultracet in-services for dispensing and consulting pharmacists at the following accounts:
s+ PharMerica Minneapolis

+» NCS Decatur

<» Enloe Drug Decatur

+ Forging partnership with Marriott Senior Living Services. Determined 14 pilot sites for Reminyl/Risperdal
programs and implemented process with LTC managers.

Page 1
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RISPERDAL*®

e Developed a CD/ROM and newsletter with PharMerica around PPS issues and the benefits of Risperdal for
skilled nursing facilities.

e ALPHA National Meeting — Weston, FL — Introduced Risperdal teletopics for their AL facilities to combat
Zyprexa.

e Florida EC/LTC - Partnering on business plan to target top independent LTCPPs in the State of Florida for
Risperdal preferred status. Currently 4 independent pharmacies have approximately $4.0 million in total
potential with average of 36% Risperdal MS.

e In-services completed at independent CAM, Skilled Care Pharmacy. Skilled Care has three top 30
pharmacies in Southern California.

o Business review at NCS Van Nuys identified three key facilities for Risperdal focus in first quarter.

e Omnicare is very supportive of the Chicagoland MI initiative on a local and national level. They will
partner with us to first determine how to influence this market and second drive Risperdal utilization in
this market segment. Jacobs HealthCare, Chicago, IL (Services approx. 3,000 MI patients) is in the
planning process to grow their business with the mental iliness market segment that are cared for in the
LTC environment.

e Met with Lisa Welford (OmniCare Director, Clinical Operations). She stressed that Risperdal is their
primary intervention. They are targeting all new and existing classical APS prescriptions for conversion to
Risperdal. She is helping coordinate a business planning meeting, which will take place in February,
between LTC Group and Omnicare Regional Clinical Directors to discuss and develop action plans on how
to maximize this intervention within each of their regions.

e PharMerica Conference Call with Texas Lead Consultants to discuss strategies for getting to the key
Zyprexa writers. Each Lead had a 15 minute slot to discuss needs.

e NCS HealthCare, Beachwood, OH reports 59.4 Risperdal market share for 3Q01. This is their highest
quarterly share recorded to date.

REMINYL®

e Reminyl pilot program for Marriott Senior Living has been scheduled for March 9th in Voorhees, NJ. Will
be working with ElderCare and other JPI FSFs to draw top decile ALZ prescribers. The meeting with be co-
sponsored by the Virtua Health Sysytem of Southern NJ.

e Submitted AD information/background information to Marriott Senior Living Services marketing, as second
article will be included in their e-newsletter.

Page 2
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Atria assisted living centers based in Louisville, KY reviewed a Reminyl initiative.

o CA Medi-Cal team met in January to continue preparation for Medi-Cal launch. Currently developing Medi-
Cal prescriber list for dissemination to ElderCare teams.

o Omnicare Minnesota requested educational programs to educate and influence physicians prescribing and
not prescribing ACI's.

o Met with Fred Wendt, IHS Clinical Director to continue our discussion of a proposed venture to educate
his Medical Directors, Don’s, and nursing staff on AD.
DURAGESIC®

e Set up "Substance Abuse" Teletopics for pharmacists at the NeighborCare in Moorestown, NJ for February
14th. Doing the lunch in-service with Joann Price, ElderCare rep.

e  Worked with AMDA to development and support “train the trainer” tools for AMDAs Pain CPGs.

Shore/Omnicare-Cost comparison literature and educational prompt distributed to key sites.

e ElderCare/LTCBM identified Professional Pharmacy, in Phoenix as top Duragesic potential account in
region. Set up in-service and identified top customer for sales in-service activity.

e Duragesic pain assessment program held in conjunction with NeighborCare at Skyline Home/ Glendale
Community Hospital.

e Roeschens Omnicare — Milwaukee - Developing educational programs that would target this site’s NH
customers and educate them on recognizing, assessing, and treating chronic pain in the elderly. All
programs will position Duragesic appropriately and motivate them to recommend Duragesic to attending
physicians.

OMP

LEVAQUIN"®
e Omnicare - New England - Levaquin inservice programs for skilled nursing facilities
e PharMerica, Longwood, Flordia — Coordinating with OMP for two Levaquin educational programs for 1Q

2002, in Ocala and Longwood, Florida

e LTCBM AI/AN RBD Meeting - Business review demonstrated high tab shares in Tier 1 accounts, but low
shares at independent CAM’s. PrimeCare, the largest account in the LA area as a pilot account for special
focus.

Page 3
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NCS, Van Nuys continues to drive share over 70%

Maude Babbington will present on Maximizing Internal Interventions with Levaquin to 20 pharmacy
managers and directors from the Western and Mid Western regions on Feb 7th.

Lisa Welford (Omnicare — Director, Clinical Operations) stressed that Levaquin is one of their primary
interventions. They are targeting all prescriptions for Cipro for conversion to Levaquin.

NCS HealthCare, Beachwood, OH reports 60.4 Levaquin market share for 3Q01. This account has
remained above 60% for the last four quarters.

NCS HealthCare, Beachwood, OH targets attending physicians with a Levaquin "PAL" letter mailing. This
letter is designed to secure blanket authorization to switch Cipro prescriptions to Levaquin.

ULTRACET®

PharMerica (Texas) consultants requested Ultracet be added to the SNF E-Box. They maintain their
commitment to convert Darvocet patients.

Good Samaritans of SD has scheduled a two part pain program. It will be broadcast to all of their sites via
satellite. This will be provided to approximately 500 participants.

DITROPAN XL®

Considerable interest concerning contract opportunities with Ditropan XL. Many providers and NH
requesting in-services on incontinence.

Met with Lisa Welford {(Omnicare National Clinical Director). She stressed that identification of potential
incontinence therapy patients and converting patients from generic oxybutinin to Ditropan XL is one of
their current interventions.

Coordinated Ditropan XL in-services for dispensing and consulting pharmacists at the following accounts:

PharMerica Minneapolis
NCS Decatur
Enloe Drug Decatur

Presentations conducted at the OMP SeniorCare RBD/DM and regional meetings on LTC/OMP Senior
Partnerships and business plans.

OBP

PROCRIT"

Beverly Nursing Home Corporation, Arkansas — Partnering with OBI in the ERI population to improve
patient QOL issues.

CONFIDENTIAL
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e Chem Rx — Working with OBP account team on Chem Rx-Procrit service contract agreement

e J&JLTC Group coordinating with OBP Strategic accounts group for Home Health Care (HHC) programs
that can be initiated at HHC sites by LTC Managers.

LifeScan®

e Meeting was held at LifeScan to finialize the training session for the Long Term Care Group on Feburary
20. LifeScan has added several folks to their team including a Marketing Person with sole responsibility to
LTC

e LifeScan Contract for Kindred Healthcare - Meeting was held with all principles at LifeScan to develop a
new Health Care Compliant contract for Kindred Health Care. This business represents $3.8 Million in
annual sales and is one of the largest individual contracts for LifeScan products.

e LifeScan GPO CAM Program - A meeting was held in January with GeriMed (LTC GPO) to investigate
opportunities to build on business opportunities through the LifeScan LTC GPO Cam agreement.

Page 5
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Programs

[RISPERDAL

Alliance Speaker Programs

Arista Programs

Professional Services Program

HOV Programs (2)

Regional Ad Boards (4)

Multi-disciplinary Summits

Teletopics

Video Lunch/Learn

Inservices

|REMINYL

Speaker Programs

Teleconferences

HOV Programs (10)

Regional Ad Boards (8)

Professional Services

Inservices

|IDURAGESIC

Speaker Programs

Professional Services

Teletopics

Inservices

|[ULTRACET

Speaker Programs

Professional Services

Teletopics

Inservices

|LEVAQUIN

Speaker Programs

Professional Services

Teletopics

Inservices

|[DITROPAN XL

Speaker Programs

Professional Services

Teletopics

Inservices

|PROCRIT

Speaker Programs

Professional Services

Teletopics

Inservices

CONFIDENTIAL
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Omnicare- Current Analysis & Recommendations 9/25/01

Current Situation

*
*

+

OMP cliff offer of 67% for Levaquin PO share rejected by Omnicare on 9/18

Response very strong- Dan Maloney VP, Contracting said this would force him to contact
Bayer, BMS

Dan Maloney left me VM & E-mails on 918, 9/21 wanting to have further discussions
around Levaquin

Phone conversation with Dan Maloney on 9/24/01. Wanted to know if we were firm on
67% and if so then he was going to contact Bayer to investigate contract potential. Said his
risk/reward was too great with a 67% cliff. Claimed Omnicare has not had any contract
discussions with Bayer or BMS up to this point. Said Omnicare would be willing to work
with OMP/I&]J on UTI targeting around Cipro. Latest Omnicare figures for July month had
Cipro at 28% share

Dan maintained that Omnicare could do nothing around the USP Clinical monograph.
Claims Omnicare does not even inform vendors when there drugs are being reviewed by
USP. He said the only reason Mark Lehman shared this with us in mid-July was because of
the strong business relationship with J&J.

I'made it clear to Dan that Levaquin & Risperdal were linked and we had to get both of
these situations resolved in order to still have an agreement with Omnicare.

Joel Gemunder, President of Omnicare contacted David Norton, Pres. Of Janssen on Friday,
Sept 18 to say that Omnicare would continue to support Risperdal.

Market Comparisons

Page 1 of 4

A. Current Long Term Care Contract Matrix
Pradu
55.0% 60.0% 65.0% 70.0% S
JANSSEN DURAGESIC®
2.0% 4.0% 8.0%
12 Months <15.0% 15.0% 25.0%
ACIPHEX®
8.0%
0.0% 8.0% 10.0%
35% 38% »>=42%
RISPERDAL®
6.0% 9.0% 11.0%
Ortho McNeil 3.5% transition <60% 50%
Pharmaceutical | LEVAQUIN® rebate for first 6
TABLETS months not tied
to share
Available for If 40% share is
first 12 months | attained in first 12 0.0% 14.0%
of contract only | months, rebate
increases to 6%
for the remaining X
of first 12 months
<15% 25% 40%
LEVAQUIN®
IV
12.0% 18.0% 24.0%
At / Above Baseline | 10.0% 15.0%
ULTRAM®
1.0% 2.0% 4.0% 6.0%
Formulary Access T e S P -;--E.::_l
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Ortho Bio Tech | PROCRIT

McNeil
Consumer All Products
Products

No Requirement

CONFIDENTIAL

Ortho
Dermatological | All Products

No Requirement

Omnicare currently receives a 15% rebate on Levaquin PO for a share > to 50%
Omnicare currently operates off the old Levaquin I'V matrix with < 50% at 0%, > 50% to 70%
equals 5%, > 70% equals 7% rebate

Basic Hospital Contract Matrix

PDOT DEFINED MARKET SHARE TABLE

5.1-10% 0-5% GFO Price
10.1-20% 5.1-10% $16.00 $31.00 $33.00 GPO Price
20.1-40% 10.1-15% $16.00 $25.00 $33.00 GFO Price
40.1-80% 15.1-25% $13.00 $27.00 $31.00 GPO + 1%
60.1-70% 25.1-35% $12.00 $23.00 $30.00 GFO + 2%
70.1-80% 35.1-45% $11.00 $21.00 $28.00 GPO + 3%
80.1-80% 45.1-558% $10.00 $15.00 $27.00 GPO +4%
a0.1%+ 55.1%+ $9.00 $17.00 $26.00 GFO + 5%

Must achieve a 90% share in quinolone only market to achieve a 15% TOS discount for
Levaquin PO. Keep in mind the 90% is based on additive figure for IV & PO Levaquin

Managed Care Contracts for Levaquin PO

To my knowledge we only have one Managed Care contract where we are the exclusive quinolone with
the major accounts — Inter-Mountain Healthcare

Levaquin PO 1s generally in a position where we are one of two quinoclones being contracted

For measurement purposes the National share for Levaquin PO in the quinolone market 1s apporx.
35.9% based on 2Q) "01 share — Rebate performance 1s calculated on # of share points above National
average

Rebate structure 1s generally based on 3 to 4 point spreads and range from 10% to 18% varying per
Managed Care customer.

Market Segments — Comparisons of Market Share & Other Facts

Retail TRX Weekly share Shares for last 12 weeks I Quinolone Only Market thru Sept. 12, 2002
Levaquin - 34.9%

Floxin - 1.7%
Cipro - 49.7%
Avelox - 4.1%
Tequin - 8.2%

JNJ 298614
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» Omnicare Market share for quinolones for Month July *01

Avelox 3%
Cipro 28.0%
Floxin 4%
Levaquin 69.3%
Noroxin T%
Tequin 1.4%

1) Levaquin Share in Omnicare almost double the National Retail Average
2) Cipro in Omnicare is about 77% below the National Retail Average
3) Tequin & Avelox in Omnicare are will below the National Retail Average

» Omnicare has grown Levaquin Share from 19.2% in 4 Quarter of ’98 prior to the Levaquin
Initiative to 66.4% in 2Q *01. In this same time period Cipro has gone from 80% + to the 28%
range

» Comparing DDD Tab Sales in 1Q 2000 versus 1Q 2001:

LTC market Share ( without Omnicare — represents appox. 33%) is showing largest share @
36.2% up from 32.8%

Hospital at 34.3% and decline verus 35.2% for prev. year

Federal Sector show a big decline from 30.1% to 13.0%?

Key Point- LTC market has very limited OMP Sales Force support versus the Retail, Hospital,
Federal Markets

Market Share in the LTC market for Levaquin PO is driven by Physician Authorization
Letters, very important due to the fact this is a prospective intervention. Education of
dispensing pharmacists in the LTC area is important.

My opinion --- We are getting a greater ROI for our rebate dollars in the LTC sector due to
limited sales activity versus other market sectors

Omnicare is the largest Tier I LTC provider that controls about 30% of the market

Omnicare has demonstrated the greatest control and has the highest share for Levaquin PO on
any Tier I LTC Provider

Last four quarters of sales { 2Q ‘00-1Q’01) for OMP products = $22,104,717

Potential upside sales for Ultracet

Potential upside with Ditropan X1,

We are in better position ever to drive $ sales within Omnicare due to Senior Care Sales Force

YVVvVvVY VvV V¥V

Proposed Tier Options & Recommendations

MY belief --- Omnicare will reject a 67%, 63%, and 63% tier. They will go to Bayer to contract.
Rebates have been paid over the last four quarters based on the following:

2000 3000 40 00 10’01
01.4% 03.1% 03.1% 66.4%
Option # 1

Keep Share Cliff @ 67%  -- Believe Omnicare will reject

Option #2

Establish Share CIiff @ 65% - Believe Omnicare will reject

Option #3

Establish Share Cliff @ 63% - Believe Omnicare will reject

Option # 4

CONFIDENTIAL JNJ 298615
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Establish Share CIiff @ 60% -- Might possibly accept — still think very questionable

Option # 5
Establish new performance tiers that minimizes our financial risk if in fact they begin to move

against us but provides financial incentive for Omnicare to stay with OMP & Levaquin PO

0- 49.9% 0% rebate

50% - 55% 5% ( currently paying 15% rebate)

55.1-59.9% 8% ( currently paying 15% rebate)

60- 69.9% 15% (currently paying 15 rebate)

70.0% + 16% ( currently paying 15% -- this level has never been achieve, additional
incentive)

You can run a number of different options varying from # 35

My recommendations would be that # 5 is the best or a variation of this followed by option #4.

CONFIDENTIAL JNJ 298616
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Unknown

From: Russell, Dale [OMP]

Sent: Friday, June 21, 2002 12:07 PM
To: Forsthoefel, Tim [OMP]
Subject: RE: Omnicare Levaquin initiative
Tim,

Incredible: good for us but scary on the power to do this.

Thanks,

From: Forsthoefel, Tim [OMP]

Sent: Friday, June 21, 2002 12:47 PM

To: Gamgort, James [OMP]; Russell, Dale [OMP]; Kennedy, Sara [OMP]; Grewcock, David [OMP]; Cummins, Bruce [JAN]; Thurmond,
Tracey [OMP]

Cc: Butler, Dave [JANUS]; Graham, Roger [OMP]; Farley, Brett [JAN]; Ball, Gary [OMP]

Subject: FW: Omnicare Levaquin initiative

Dale- Sara - David:
19% share gain in 5 months due to Omnicare pharmacist's physician calling.

Bruce/Tracey --- have all regions of Omnicare implemented? Any other National Accounts that have “gaps” in similar
behavior modeling?

Outstanding! Tim

-—---Original Message-----

From: Schwans, Roxanne [JAN]

Sent: Wednesday, June 19, 2002 12:04 AM
To: Farley, Brett [JAN]

Cc: Butler, Dave [JANUS]

Subject: Omnicare Levaquin initiative

Hi Brett,

{ wanted to share some great news. In January of this year | worked with Cedar Rapids, |A to do Therapeutic
interchange letters for Levaquin. They implemented them in Jan while they had a share of 70%. Then in March of '02
they started calling the physicians back. They would fill one script of Cipro and then call the doctor and if they would
not return the call after 2 days then they would stay on Cipro but the majority of the physicians would call back and let
Omnicare know it was ok to switch to Levaquin. So in May of 02 they have a share of 89% while Cipro is down to

11%.
Great news.
Roxie
Roxanne Schiwans
Jand J Long Term Gare Business Manager
REDACTED

Confidentiality Notice: This e-mail transmission may contain confidential or legally privileged
information that is intended only for the individual or entity named in the e-mail address. If you are
not the intended recipient, you are hereby notified that any disclosure, copying, distribution, or
reliance upon the contents of this e-mail is strictly prohibited. If you have received this e-mail
transmission in error, please reply to the sender, so that Janssen Pharmaceutica can arrange for
proper delivery, and then please delete the message from your inbox. Thank you.
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Non—h’aﬂwt Sharé Bmd Pertonmanca anummem Cbsoklis! {Ta Be Compiekuﬂ:y D!ﬁHIQARE Every Quanm)

Quarters _.,>£ca4@ @AMT/&‘ ZM/

. wmlierol Beds: '

. Fm-maiqrylﬂ’ :

gt

. 'Plasm p’aov an og in the appmpdafn Dclunm roraaprodads tha! oreon cmtmcf to wgnrry oonmianoe wﬂh macf Ienm

e

Fonuuhrr sum

-, .
- b

Dascription

.- E ..-e'

kY

Fomulaly

Acr-e:l .

' Pretesredt

tﬁﬁﬁ;ﬂﬁﬁﬂ 'c.%

M
i)

T Al
At

. CRR )
ad

L -NoAflvs
Interveniion |, .

Pragram .

- _Proprai

. General Active”
.| Attve lrﬁsﬂelﬂhn

leudSpecaﬁc
Propeam

" Targlll.lsl nl‘l-ligh"

Prescabers ol -

'Eompc\lﬂviAge;;;'_ t
Otherf} - |

DURAGESIC

1> Suppier’

FLOXIN

LEVAGUIN

X

X

PROPULSID

PROCRIT

ACIPHEX

RISPERDAL

X

ki

ISPORANOX

ULTRAM

S A R P

X

b<><>¢><".

JUIZERAL

¢ Any oifief requiremants spec.i"redmoonbad terms maf are nod Bsled hereln,

Note

—h
-

X

Authorized Sfgoalpre: ” // %7

nanw.
Data:

quarteily basis will febate- submissions, {t chackiist§s not received no payments wi be made.

N,

.- suppfisd on.a quarlerly basls with rebate submissions, .
3,. Conlract kerms grant Supplier a specific amounl of tme from the time rebate submisslons are fer,ewed (te. BOdays) to make payments. The count does not begin
untita comp!ele rebale submlsscon is rece[v:ed Comp!eteness is defmed asafll the pmpe: repor( fosmats .Bhd the ahova stated requirement.
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1_. This-form must tie ﬁl[ed cut mmpiebaly by Maﬂager and sent (0 Suppl!efs Bon&acl Admnmslranou group descnbed an the cover. page o( this Agreemnl ona

. Mandatory Brand immhauge <¥f.contraci spacifies & Mandafory 8rand Interd\mge for any producL lhe requfred dcx:umenlahon per conlract lernis must be
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EXHIBIT F MANAGER’S CHECKLIST FOR NON QUANTITATIVE REQUIREMENTS

Johnson & Johnson Health Care Systems inc.
Non-Market Share Based Performance Requirement Checklist (To Be Completed by OMNICARE Every Quarter)

N
"'6 .
~ Company Name: Omnicare, Inc,
) Quarter: _ 2002 (& 2
' % umber of Beds:

o Formulary ID:
8 Please place an (X) in the appropriate column for all products that are on contract to signify compliance with contract terms.
o —
Q Formulary Status
L0 Target List of "High"”
S . \ No Active General Active Product Specific Prescribers of
— ) ormulary . . Intervention Intervention Active Intervention c titive Agents
g I;::tj:lr:‘;ttlon Equal Exclusive Access Preferred Restricted Unre;tncted Program Program Program too;;:,ep"e\:e gen Other (*)
2 |DURAGESIC - e [ v
L [FLoxiN v e v

LEVAQUIN e v o
10 |PROPULSID
O IPROCRIT e e
o |ACIPHEX . ~ v '
+ |RISPERDAL e e v
@ [SPORANOX o e e
g JULTRAM e [ v 1
S 2/ RoPA X B / ,
a * Any other requirements specified in contract terms that are not listed herein. /

Ay zoRAL

: \/ Authonzed Signature:

N Remavi
O] Name: _\ #~" ”Azc{dﬁy
ad 2
0 Date: / ""ZAé—
0
I
o
7
5
N Note: -
o 1. This form must be filled out completely by Manager and sent to Supplier's Contract Administration group described on the cover page of thls Agreementon a
I quarterly basis with rebate submissions. If checklist is not received, no payments will be made.
% 2. Mandatory Brand Interchange - If contract specifies a Mandatory Brand Interchange for any product, the required documentation per contract terms must be
O supplied on a quarterly basis with rebate submissions.

3.

until a complete rebate submission is received. Completeness is defined as all the proper report formats and the above stated requirement.

Contract terms grant Supplier a specific amount of time from the time rebate submissions are received (i.e. 60-days) to make payments. The count does not begin

OMNI-MA 032212
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Page 1 of 2

Filed 01/15/2010

Case 1:07-cv-10288-RGS Document 81-56

NAME

REDACTED

ID

AGE PROV

89
95
95
64
55
74
65
88
86
79
77
84

+
i
i
i
1
+

i

PAID

$26.81
$27.62
$14.63

i $177.81
i $768.95
i $244.25

$266.33
$72.66
$37.83
$71.40
$84.79
$146.50

DATE
2/12/2002
1/17/2001

7/6/2001
4/25/2004

8/7/2003

4/4/2002
11/2/1999

10/15/1999
11/5/2000
8/20/1999
4/24/2003
4/17/2001

UNITS
60
30
30
60

270
90
60
30
15
30
30
60

DEANO

N OO ©O = OO0 O O - O O =

REFILL DAYS LOC

303
303
303
30 4
90 5
303
303
303
303
303
303
303

RX
1417858
0919940
1177178
2765485
2295671
1338630
0421932
0406126
0778366
0358990
1900163
0970550

NDC
50458030150
50458030150
50458030150
50458030250
50458030250
50458030250
50458033050
50458030050
50458030150
50458030250
50458030250
50458030250

DESC
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL
RISPERDAL

STR
0.25MG
0.25MG
0.25MG
0.5MG
0.5MG
0.5MG
3MG
1MG
0.25MG
0.5MG
0.5MG
0.5MG

GENERIC
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE
RISPERIDONE



Page 2 of 2

Filed 01/15/2010

Case 1:07-cv-10288-RGS Document 81-56

NAME

REDACTED

ID AGE

PROV

PAID DATE UNITS NDC

$16.47 8/23/2000
$76.86 8/23/2000
$54.70 8/23/2000
$10.73 8/23/2000

$200.27 4/19/2001

$79.80 4/19/2001
$30.85 4/19/2001

10 00045152550
10 00045152550

7 00045152550

7 00045152550
30 00045152050
10 00045152550
10 00045152550

0

OO0 O0O0OOO

DEANO REFILL DAYS LOC RX

10
10

7

7
30
10
10

DESC

3 0721435 LEVAQUIN
3 0720539 LEVAQUIN
3 0720654 LEVAQUIN
3 0721445 LEVAQUIN
3 1060521 LEVAQUIN
3 1059899 LEVAQUIN
3 1059603 LEVAQUIN

STR
500MG
500MG
500MG
500MG
250MG
500MG
500MG

GENERIC
LEVOFLOXACIN
LEVOFLOXACIN
LEVOFLOXACIN
LEVOFLOXACIN
LEVOFLOXACIN
LEVOFLOXACIN
LEVOFLOXACIN





