
Ads that bleed need to have an extra 1/8” on all sides. Keep 
type, photos, and other ad elements that are not supposed to 
bleed 1/4” away from final trim line.

All files and images must be high-
resolution (300 dpi). All color must 
be CMYK. No spot colors. Images 
downloaded from websites will not be 
accepted! Please do not include crop 
marks, registration marks or color bars.

Preferred Digital Format: High-
resolution PDF, Flattened TIF and JPG files 
accepted. Email all files to  
art@mdpublishing.com. All artwork 
submitted must be the correct size. 

Applications Accepted: Adobe 
Illustrator, Photoshop and high-resolution 
Adobe PDFs. Note: Illustrator files must 
have all fonts converted to outlines and all 

images must be embedded into the file. 
Photoshop files have to be 300 dpi. All 
files must be CMYK. No spot colors.

Applications Not Accepted: WORD, 
PowerPoint, Publisher, PageMaker, 
CorelDraw or any other application NOT 
listed above. Images downloaded from 
websites will not be accepted. 

Media Accepted: We can accept digital 
files through CD, DVD, email and FTP site 
upload. Digital files can be emailed to 
art@mdpublishing.com. Please include 
all support files and fonts with your 
document. For FTP site instructions, 
please call or email.

Custom Services, Typesetting and 
Repair Work: MD Publishing will make 
changes or deletions to your ad, provided 
the changes are submitted PRIOR to the 
materials close date. We cannot make 
changes to flattened/uneditable artwork.

Mailing Address for Artwork: 
MD Publishing
Attn: Art Department
7127 Crossroads Blvd Suite 103, 
Brentwood, TN 37027
Ph: 800.906.3373 • Fax: 770.632.9090
Email: art@mdpublishing.com

*Please call for individual specs and requirements. A proof must accompany digital files. MD Publishing will not be held responsible for errors 
upon output on the file if a proof is not supplied. Any variation between the file and the proof must be indicated.
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Please also provide a high resolution 
headshot and photos/captions with editorial.

NOTE: These word counts are estimates and 
will vary depending on the number of photos
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HTML file no more than 600 pixels wide.

If you would like our team to create artwork please 
provide high resolution logos and images two weeks 
prior to your scheduled deployment date. Please also 
submit copy and/or an email subject line.
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EXPERT ADVICE SPONSORED CONTENT

Capital i LLC is a privately owned 
healthcare technology management 
(HTM) solutions company based 

in Springfield, Missouri,and Frederick, 
Maryland. We are a service-disabled 
veteran-owned small business (SDVOSB) 
which aims to provide world-class health 
care to thenation’s servicemembers, vet-
erans, and commercial partners through 
the implementation of effective HTM 
solutions.

Capital i is dedicated to supporting the 
three pillars of health care with support 
from a first-class team of leaders, experts 
and analysts. Together, we strive to 
reduce the cost of health care, increase 
quality of care and increase access to 
care. While many health care organiza-
tions have been picking two among 
affordability, quality and universality, 
our goal at Capital i is to help clients 
optimize their operations and capital 
spending to achieve all three.

Capital i’s founders have over 70 
years of experience in HTM spanning 
medical device life cycle management, 
inventory management, data normaliza-
tion and analysis, Internet of Medical 
Things (IoMT), HTM compliance and 
supply chain management.

MEDICAL DEVICE LIFE CYCLE MANAGEMENT
We work with our clients to discuss their 
life cycle management challenges and 
support their goals. We support acquisi-

tion planning, purchasing, onboarding, 
inventory accounting, planned mainte-
nance, corrective maintenance, warranty 
and contract management, as well as 
equipment decommissioning.

INVENTORY MANAGEMENT
All HTM programs begin with inventory 
management.

We will work with your team to 
determine what your inventory needs 
through an administrative review and 
physical inventory. Our team will also 
assist with on-going inventory manage-
ment and innovative solutions to manage 
your organization’s management of 
mobile medical devices. Having good 
processes in place to maintain an 
accurate inventory is key to supporting 
patient safety and access to care.

HTM DATA
We all have seen what bad data can do to 
an organization for decision-making. 
Your HTM data is the key to ensuring 
patient safety and optimizing your 
operation. We can assist you with being 
brilliant at the basics and maturing your 
HTM program’s data. Once your data is 
normalized and clean, your organization 
can advance to building robust AEM 
programs and develop predictive models 
to better support your decision making. 

INTERNET OF MEDICAL THINGS (IOMT)
Connected medical devices are becoming 
more prevalent. The benefits of connect-

ed medical devices are plentiful, but so 
are the vulnerabilities. We are here to 
assist your organization with supporting 
your IoMT. This support can be as basic 
as establishing a base line or as advanced 
as bringing us in to conduct health and 
wellness monitoring of all your connect-
ed devices.

HTM COMPLIANCE
Accreditation and regulatory compliance 
are key components to signaling quality 
to a patient and provider population. 
HTM organizations play a vital role in 
supporting the environment of care and 
compliance with regulations. Capital i 
has a team of consultants to assist your 
organization with attaining and main-
taining compliance.

SUPPLY CHAIN MANAGEMENT
The medical supply chain is not immune 
to constraints and bottlenecks from 
manufacturing and distribution. Our 
solutions can support your organiza-
tions’ supply chain strategy, which 
includes optimization and contingency 
planning. While we focus on repair parts 
and device acquisition, we have experi-
enced leaders that can assist with just in 
case inventory management for expend-
able/consumable medical supplies.  

For more information, visit capitali.us.

Healthcare Technology 
Management Solutions 
for Any Need

Tony Danko, CEO
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Advanced Health Education Center Ltd 
(AHEC)., charted in 1988, was created to 
fulfill continuing education in imaging 

technology that was unavailable by conventional 
academic routes. It was a pioneering effort to 
provide health care facilities lacking trained pro-
fessionals’ methods to sponsor staff training.

Founders Marilyn Sackett, M Ed, RT(R), FASRT, and Brenda 
Arnett, RT(R), started the company in Houston, Texas. Sack-
ett acquired the company in 1998 and Jence Cantu, MHA, 
RT(R), the company’s CEO, became a partner in 2022. Initially 
the company served rural hospitals with cross training for 
staff in short-term corporate style training for basic ultra-
sound procedures. The training style to acquire skills was suc-
cessful and the company expanded into skills training such 
as CT, MRI, bone density and mammography initial training. 
The company grew quickly when it began to offer courses 
throughout the state and nationwide. This positioned AHEC 
to become the premier provider of continuing education and 
skills training in the United States. 

“MEDRelief Staffing was developed in 1995 at the request 
of the facilities using our educational services,” Cantu said. 
“AHEC had an extensive network of radiology profession-
als from which to recruit top quality staff to provide on a 
temporary basis for clients. MEDRelief expanded services 
beyond diagnostic imaging by acquiring two small indepen-
dent staffing companies specializing in nursing, respiratory 
and laboratory professionals. Current staffing services in local 
per diem shifts, local and travel contracts, and permanent 
placements are provided for clients. MEDRelief Staffing has 
been nationally recognized with various awards for customer 
service.

Following the pioneering spirit of the company, MEDRelief 
was one of the first staffing companies in the United States 

to attain Joint Commission accreditation which celebrates the 
16th anniversary this year. Cantu is the co-facilitator for the 
Joint Commission’s Healthcare Staffing Advisory Counsel and 
has served in this position for the past six years

AHEC is accredited to provide continuing education 
coursework by approvals for physicians, nurses, radiologic 
technologists and social workers. The training coursework has 
traveled the world and had foreign guests training in the cor-
porate office. Educational programs have traveled to Japan, 
Egypt, multiple countries in the Middle East, Guatemala and 
Caribbean Island countries. 

“We have trained students from over 30 countries in the 
Houston Training Center. Custom designed curriculum and 
expert faculty have made consulting an important part of the 
training platform,” Cantu said.

AHEC can provide customized educational content for 
clients through an assessment of needs and shared goals to 
achieve with training, consulting and expertise. The client can 
access training in regularly scheduled programming, private 
tutorials, onsite training, contract training or through interac-
tive Zoom training. 

The company has multiple advantages over the competi-
tion. The company’s leadership is knowledgeable in areas of 
imaging that enable the correct response to the client’s pain 
points. 

“We put the customer’s needs first,” Cantu explained. “We 
have a long history of partnerships with some of the nation’s 
leading medical providers and academic leaders. Being led 
by former radiology directors and managers, we offer a dif-
ferent perspective because we understand the pressures for 
facility management and front-line staff. Therefore, we offer 
a variety of training options and platforms that are custom-
izable for each client. We don’t believe that one size fits all 
when it comes to skills training in areas such as ultrasound 
and mammography.” 

“The faculty network is compre-
hensive and is always increasing. The 
coursework is cutting edge. Our faculty 
are content experts, working not only 
in an academic capacity, but as con-
sultants or contractors for government 
agencies such as NASA and NIH, or in 
law enforcement,” she added. 

The recent pandemic brought chal-
lenges to all industries. Being an indus-
try pioneer, AHEC’s transformation to 
digital education had begun three years 
prior, but their efforts were accelerated 
for the addition of more coursework via 
webinar and staff who were trained in 
Internet-delivery and Zoom platforms. 
The expansion included continuing 
education, on-demand home studies, 
structured education, CQR prescribed 
education, contracted courses and 
initial trainings such as mammography 
and bone density. 

“The biggest challenge for AHEC 
was to remain flexible and to think 
outside the box in how to assist our 
clients,” Cantu said. “Education slowed 
as facilities became overwhelmed and 
it traded down the list of priorities. This 
was matched with a huge increase in 
the request for health care staffing. In-
house staff were redirected to jobs for 
recruitment, credentialing and com-
munications for supplemental staffing 
jobs. Senior leadership rolled up their 
sleeves and everybody joined the effort 
to find and supply qualified health care 
workers.”

The pivot during the pandemic was 
not by chance as the mission and goal 
is to provide solutions for clients.

“The AHEC/MEDRelief Staffing core 

competencies are based in assisting 
our clients, whether facilities or individ-
uals, in providing better patient care 
and high-quality health care,” Cantu 
explained. “We understand the pain 
points, and the desire for improving 
patient care results. We also ‘speak reg-
ulatory’ and can answer many questions 
pertaining to regulatory requirements. 
Working hard to resolve problems 
through both the educational offerings 
and our staffing company, results are 
usually successful and immediate.” 

Just as it has done throughout it’s 
nearly 35-year history, AHEC is agile 
and adapts to meet the needs of clients.

“Continuously evaluating our prod-
ucts means they have the most current 
information and standards of care. 
Providing educational products to the 
professional in a COVID environment 
means continually making changes in 
delivery, scheduling and clinical compo-
nents. Increasing communication to our 
clients by newsletters, emails, blogs and 
podcasts has provided vital informa-
tion on certificate renewal, regulatory 
requirements and compliance,” Cantu 
said. “Clients using staffing services can 
earn educational tuition credit to use 
for staff through the rewards program. 
Clients can earn free educational tuition 
credits with every hour filled hourly shift 
at MEDRelief Staffing.”

She added that restarting ultrasound 
training post-COVID, using live mod-
els for lab instruction has allowed the 
reality “hands-on” scanning program 
to resume. “This is the fastest and most 
efficient method of acquiring an ultra-
sound skill,” Cantu said. 

The future is bright for the company 
as well as for the facilities and individu-
als that it serves.

“We have updated our ultrasound 
scan lab and there is new coursework 
on the horizon. Some programs have 
already been placed on the sched-
ule and are available such as the new 
nuclear cardiology program that meets 
the CME accreditation requirements for 
physicians,” Cantu said. “A leadership 
academy with specialized courses for 
those aspiring to management posi-
tions is available as of September 2022.”

AHEC also continues to add to its 
webinar content “with industry legends 
and new faculty.” 

Programs about diversity and in-
clusion, as well as artificial intelligence 
advancements have been incorporated 
into courses. New programs for technol-
ogists’ CQR and structured education, 
expanding the ultrasound training, and 
accreditation or licensure CE require-
ments such as those for human traf-
ficking and nuclear medicine are in the 
works for next year.

“Our mission statement is: Our vision 
is to provide high-quality education to 
health care professionals. Our education 
promotes the learning or improvement 
of skills which impact the delivery of pa-
tient care. We believe that professional 
development can best be achieved 
through training for the future. The 
future is now,” Cantu said.

“Our central focus is our customers’ 
needs, we offer variable solutions, cus-
tomized for their facility. Be it education, 
skills training, consulting or staffing, we 
are here to help,” she added. •
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oma Tech Intl was founded 
in 1992 by two young bio-

medical entrepreneurs that 
identified a market need for 
high-quality medical equipment 
at affordable prices supplied by 
a local company. The company 
was first located in a small office 
in Rocky Hill, Connecticut serving 
facilities in the area while em-
ploying only a handful of dedi-
cated employees.

Within a few years, Soma Tech Intl 
had expanded its market reach to 
serve facilities throughout the New 
England area and developed customer 
relationships and brand awareness that 
facilitated its move to a new, larger 
facility in Cheshire, Connecticut. The 
move happened in 1996 to accommo-
date a larger inventory and more team 
members. The move allowed Soma 
Tech to continue to expand its prod-
uct line. By the late 1990s, Soma had 
become a worldwide supplier of new 
and refurbished medical equipment 
setting a high standard for the industry. 
To accommodate its resounding suc-
cess, increasing demand and a growing 
team, Soma relocated once again. Its 
headquarters moved to a brand new, 
state-of-the-art facility in Bloomfield, 
Connecticut in 2008.

OR Today magazine recently 
quizzed Soma Tech Intl CEO/President 
Peter Leonidas about the company.

Q: What are some advantages that your 
company has over the competition?
Leonidas: Soma Tech Intl has over 30 
years of experience and reputation in 
providing customers a complete turnkey 
solution for capital equipment and 
medical equipment services. Soma has 
one of the largest medical equipment in-
ventories nationwide which allows cus-
tomers to compare equipment among 
major models and manufacturers. Soma 
has an in-house biomedical engineering 
department team that is highly trained 
to refurbish each piece of equipment 
according to original manufacturer 
specifications. Soma guarantees five to 
seven years of parts availability for every 
product it sells. Soma also offers the 
same warranty as new with comprehen-
sive liability insurance.

Q: What are some challenges that your 
company faced last year? How were you 
able to overcome them?
Leonidas: Like most companies, we 
faced supply chain issues and labor 
shortages. We overcame them by work-
ing with smaller niche suppliers of criti-
cal components and by expanding our 
infrastructure and production capaci-
ties. We also did more batch processing 
to continue to meet our customer’s 
needs.

Q: Can you explain your company’s core 
competencies and unique selling points?
Leonidas: We are proud of the fact that 
Soma is an industry-leading refurbished 
medical equipment provider. Soma is 
supported by best-in-class products/
services with a diversified “Blue Chip” 
customer base. We have a long track 
record of exceptional quality and ser-
vice verified by an ISO-certified quality 
management system (QMS). Soma 
offers trade-in discounts and procure-
ment solutions that save customers 
money as well as time and effort. Over 
the last 30 years, we have built a global 
business with thousands of customers 
across 50-plus countries.

Q: What are you most excited about right 
now?
Leonidas: We are most excited about 
our specialty surgical sales and rental 
division as well as our parts and acces-
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sories business. Those divisions have 
been growing at double-digit rates for 
the past couple of years. We expect this 
growth to continue as we open several 
regional offices that will be strategically 
located throughout the U.S.

Q: Can you please share a success story?
Leonidas: There have been so many 
success stories over the last two years, 
I am particularly proud of being able 
to convert a lot of our COVID spike 
customers to long term capital and 
rental customers of Soma.  By partner-
ing with smaller shipping companies, 
we were able to navigate through the 
broken supply chain disruptions and 
have everything set up and installed in 
a timely fashion. We have learned and 
continue to learn so much from the 
pandemic and believe in making this 
entire experience educational. We are 
all proud knowing that our hard work 
goes directly toward helping frontline 
health care providers save lives on a 
daily basis.

Q: Can you describe your company’s 
facility?
Leonidas: We have multiple facilities. 

Our main facility in Bloomfield, CT is 
a state-of-the-art medical facility with 
over 50,000-square-feet of space. This 
space is largely used for our everyday 
operations to refurbish, service and 
repair equipment. It also has an equip-
ment showroom, warehouse and state 
of the art infrastructure required to 
work and test medical equipment. Fur-
thermore, we are expanding and adding 
an additional 60,000-square-feet of 
engineering and warehouse space in 
2022 to accommodate our one-stop-
shop platform with an unparalleled 
inventory of medical equipment parts 
and accessories covering all product 
categories. We have another four loca-
tions that are used for repair operations 
and equipment warehousing.

Q: Tell us about your employees?
Leonidas: Many of our employees have 
been with us for decades and all of 
us adhere to the highest standards of 
excellence in our dedication to service 
and the latest quality standards.  Com-
bined they have decades of experience 
with unique skill sets and backgrounds. 
The employees and their experience 
provides Soma with a strong advantage 
in the med/surg marketplace. The best 

thing I can say is that we have dedicat-
ed engineering and management teams 
that truly enjoy and take a lot of pride 
in their work.

Q: What is most important to you about 
the way you do business?
Leonidas: We founded Soma 30 years 
ago to offer affordable solutions in 
best-of-class products under a one-stop 
shopping platform. We are proud of the 
fact, that over the years, we have made 
and continue to make health care more 
affordable for all.

Q: Is there anything else you want read-
ers to know about your company?
Leonidas: We are proud of the long-
term relationships we have developed 
with leading GPO, IDN, management 
companies, equipment planners, health 
care distributors, and independent 
health facilities over the last 30 years. 
We look forward to building and ex-
panding those relationships. 

For more information,visit  
somatechnology.com
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