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Overview: Clinics throughout the United States usually specialize in one modality of therapy or diagnostics only, for
example, radiation (external beam or brachytherapy), hormonal, chemotherapy, MRI, PET, pain, etc., with hardly anyone
attempting to combine these clinical treatment facilities into a comprehensive medical treatment center on a national scale.
Universal Healthcare Management Systems (“UHMS”) is approaching this vast market with a business model that aims at
consolidating these services into a cost effective, practical and efficient system, providing patients with fully
comprehensive medical treatment centers by developing a national network of screening, diagnostic and therapeutic
medical centers focusing on oncology care and wellness by treating the whole body, not just the disease of cancer. The
Company intends to differentiate itself by promoting integrative medicine, the combination of mainstream and alternative
medicine. Ultimately, the Company’s goal is to not only treat patients, but also follow them longitudinally with patented
imaging techniques over time to ensure that it understands what is occurring physiologically in response to the different
treatment modalities such as radiation, chemotherapy or a combination thereof, etc. This will be the foundation for
creating the Company’s therapeutic cancer database.
Corporate Highlight: A patient’s complete medical history will be compiled into the Company’s computerized database
that will be code accessible at any of its medical centers around the country. The database will contain a wealth of
information necessary for doctors to make educated decisions on behalf of the patient, prescribing the best possible
medication and therapy. Doctors will have access to a patient’s historical consumption of prescription and over-thecounter drugs, nutrients, vitamins and minerals, treatments, surgeries, allergies, etc. Diagnostics and screening need to
function concurrently, to the point of being synonymous. Effective screening provides early detection of cancer at a stage
whereby it can usually be thwarted or controlled. Breast, prostate, colon and lung cancers are numerous and deadly. Their
goal is to have the diagnostic centers provide inexpensive screening for all types of cancers. This would enable a person
to be examined annually at an affordable price, even if insurance carriers refuse to pay for the service.
Growth Strategy: The Company’s growth stratagem is geared toward external acquisitions of companies that offer
synergies and enhance the Company’s competitive advantage. The business model is acquiring existing radiation centers
and expanding their scope of operation or building their own with a turnkey cost of around $3 million to construct a stateof-the-art Satellite radiation treatment center. Depending upon the demographics, procedures to be performed and the
time involved, a radiation center can generate revenues of $1½ to $4 million annually, which translates to a pretax income
of close to 40% profit with the average radiation center generating a profit of around $1 million. The Company’s strategy
is to build Primary medical centers with full screening, diagnostic and therapeutic capabilities strategically and
demographically linked to handle 3 or more Satellite treatments centers, enabling the consolidation of various business
and medical procedures and the elimination of duplicating many functions. Medicare and managed care providers such as
insurance companies rarely pay for skilled counselors to provide “mental therapy” for comforting the patient, family and
friends, and teaching them how to cope with such a debilitating disease including the possibility of death; nor do they
provide for physical therapy and pain relief, or nutritionists; and least of all will they help the patient secure a wig if
necessary. This consolidation of efforts should yield a much higher profit structure, which should provide the funds
necessary to give each patient a quality of unsurpassed medical care. Universal Healthcare Management Systems will
establish a subsidiary for medical billing as well as a Pharmaceutical Company and a Nutritional Health Company.
Competitive Advantage: The failure of mainstream medicine in today’s society is that it aggressively attacks the
symptoms of cancer, but fails to address its cause. Herein lies one of the major advantages between the Company and its
competition. Preventive care and maintenance programs that treat the body as a whole, not just the disease should be
instituted in all Primary medical centers. Unless instructed otherwise by a referring physician, patients should initially be
evaluated by highly trained and skilled integrative Primary care physicians, who need to design a specialized therapeutic
program combining the most effective treatments of mainstream state-of-the-art therapy with those of the best of
complementary and alternative medicine, attacking the cause and the symptoms of cancer. To truly win the war against
cancer, it is imperative that the body participates in the battle to the best of its ability, and that is the Company’s intention.
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Ownership Structure: 34% owned by the CEO. None of the other investors have more than 5% of the common stock.
Shares Outstanding: 4,440,466 common stock shares issued and outstanding as of June 30, 2003.
Public Auditing:
The Company became an effective fully reporting audited public company December 2, 2002.
Company Valuation: A third party independent analytical review of UHMS’s present and future value by Oppenheim &
Ostrick, CPA’S, has concluded that a reasonable estimate of the fair market value (on a minority interest basis) of one
hundred percent (100%) of the common stock of Universal Healthcare Management Systems, Inc. as of June 30, 2002, is
$37,600,000 or $6.32 per share (as restricted stock and $10.54 per share as free trading-stock), based on the common
stock shares plus potentially dilutive warrants issued and outstanding. The valuation was based on the revenue stream
from Primary medical centers only and did not include revenues generated from Satellite treatment centers that could
potentially double the valuation.
Use of Funds: Expansion, acquisitions and development of Primary medical centers.
Financial Summary: The Company is forecasting that by the end of the year 2006, it should have around 6 fully
operational comprehensive Primary medical centers with gross revenues of approximately $85 million, generating a net
pretax profit of $24 million, not including the revenues and profits from Satellites or acquisitions, which may double those
numbers. By the end of five years of operation as a public company it anticipates having about a dozen fully operational
comprehensive Primary medical centers grossing revenues of $165 million with net pretax profits of $40 million, not
including the revenues and profits from Satellites or acquisitions, which may double those numbers. The following chart
shows typical cash flows for a radiation Satellite center from its date of inception, not date of acquisition.
First Year of Operation Financial Projections ($000) for a Typical Satellite’s Cash Flow
Month
Patient/Day
Gross Revenue
Total Expenses
Pre-tax Profit
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100
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97

Management Team: The following table sets forth the names in alphabetical order of the members of the Board of
Directors; they bring more than 250 years of combined medical and business experience to the Company:
Name
Kenneth N. Hankin
Edward R. Annis, M.D.
E. Mark Haacke, Ph.D.
Daniel K. Kido, M.D.
Ardie R. Nickel
Arthur T. Porter, M.D., M.B.A.
Susan F. Reynolds, M.D., Ph.D.
William J. Walker, Jr., Ph.D.

Position with the Company
Director, President, Chairman of the Board, CEO
Director, Physician Relations
Director, Diagnostics and Imaging Development
Director, Diagnostics and Imaging Research
Director, Secretary, Scientific and Medical Development
Director, Radiation and Oncology Care
Director, Human Resources and Integrative Medicine
Director, Physics and Treatment Planning

Investment Opportunity: UHMS has identified a profitable niche market and developed a well-defined strategy to
implement its business model. In addition, management believes that UHMS will be profitable in the first year of
operation. The completion of a public offering could become a viable liquidity strategy for Universal Healthcare
Management Systems, if deemed beneficial to shareholders, and public market conditions continue to improve.

