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BIO: 

Jonathan Goodman is the founder, Presi-

dent  & CEO of Paladin Labs Inc, a To-

ronto Stock Exchanged listed, pharma-

ceutical company with a market capitali-

zation in excess of $150 million dollars. 

Paladin has achieved 12 consecutive 

years of record revenues with revenues 

growing at a compounded annual growth 

rate of 111% since its founding in 1996. 

Paladin has been recognized by the Na-

tional Post as one of Canada’s 50 Best 

Managed Companies, by Profit Magazine 

as one of Canada’s fastest growing tech-

nology companies, by Deloitte as a Cana-

dian Technology Fast 50 and, most re-

cently, by the Quebec Federation of 

Chambers of Commerce as best Quebec 

company in trade and distribution (Mer-

curiades). Mr. Goodman is a recipient of 

the Globe and Mail’s Top 40 Under 40 

award, Federation CJA’s Sam Steinberg 

Award for entrepreneurial excellence and 

Koach Award for leading campaigner, 

UJA Federations of Canada National 

Young Leadership Award of Distinction, 

and was named Quebec Entrepreneur of 

the Year in the Life Sciences by the Na-

tional Post and Ernst &Young. Mr. 

Goodman is a past member of the Board 

of Directors of Canada’s Research Based 

Pharmaceutical Companies and the Ca-

nadian Chamber of Commerce and 

teaches an MBA course at McGill on 

pharmaceutical entrepreneurship. Mr. 

Goodman holds a B.A. with Great Dis-

tinction from McGill University and the 

London School of Economics with 1

st

 

Class Honors. Additionally, Mr. Good-

man holds an LL.B. and MBA from 

McGill. Mr. Goodman is a member of the 

Bars of New York and Massachusetts. 

 

Company Profile: 

Paladin Labs Inc., headquartered in 

Montreal, Canada, is a specialty pharma-

ceutical company focused on acquiring or 

in-licensing innovative pharmaceutical 

products for the Canadian market. With 

this strategy, a focused national sales 

team and proven marketing expertise, 

Paladin has evolved into one of Canada's 

leading specialty pharmaceutical compa-

nies. Paladin's shares trade on the To-

ronto Stock Exchange under the symbol 

PLB. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

 

CEOCFO: Mr. Goodman, what was your 

vision when you founded Paladin and 

where are you today? 

Mr. Goodman: “Our vision was to create 

Canada’s premiere specialty pharmaceu-

tical company. At the time of founding in 

late 1995, there really were no specialty 

pharmaceutical companies in Canada. 

What I mean by that is companies that 

would go out and secure Canadian li-

censes to innovative pharmaceuticals, get 

those products approved for selling in 

Canada and then commercializing them. 

We were really first to go out and execute 

this successful U.S. business model in 

Canada.” 

 

CEOCFO: Where is Paladin today? 

Mr. Goodman: “In our first year of sales 

we did $40 thousand in sales and twelve 

years later we are going to do over $60 

million in sales. For the first nine months 

of the year, we generated $15 million of 

EBITDA and have $32 million of cash in 

the bank or $2.00 a share of cash with no 

liabilities. In addition, we have business 

that has generated 11 consecutive years of 

record revenues.” 

 

CEOCFO: Other than specialty pharma, 

are there particular types of products and 

markets where you focus? 

Mr. Goodman: “A lot of Americans 

think that Canada is a bad pharmaceuti-

cal market, in fact Canada is the eighth 

largest pharmaceutical market in the 

world; it is a $16 billion market. It is true 

that prices of pharmaceuticals are less in 

Canada than the US, but that being so, 

for the last four years, Paladin has oper-

ated on a gross margin in excess of 70%. 

Therefore, even as a distributor, we are 

currently making over 70% gross mar-

gins. For the first nine months of the 

year, we generated .30 cents of cash for 

every dollar of sales. Even at lower 

prices, Canada is a very lucrative phar-

maceutical market.” 

 



CEOCFO: Are there particular therapeu-

tic areas that you focus on? 

Mr. Goodman: “We are focused on the 

Canadian pharmaceutical market, but we 

have particular strengths in urology and 

endocrinology, and women’s health. We 

kind of joke around the office that we are 

in urology, endocrinology and oppor-

tunology. If the right product comes 

around in a new therapeutic area, we 

grow into a new therapeutic area. Our 

strength is bringing innovative pharma-

ceuticals to Canadians.” 

 

CEOCFO: What is an innovative phar-

maceutical? 

Mr. Goodman: “We are looking for 

something that makes a difference in the 

health of Canadians. For example, we 

have the Canadian rights to Plan B. Plan 

B is the only morning-after pill 

available for sale in Canada. 

When we license this product 

in 2000, the emergency contra-

ceptive market was highly un-

derserved; today Plan B will 

record over $5.5 million in 

sales. Paladin improved the life 

of Canadian women by making 

this product available. We were 

successful at switching Plan B 

from prescription to behind the 

counter status. We have another 

product called TwinJect, which 

is the first improvement to the 

EpiPen in over twenty years. 

Both the EpiPen and TwinJect 

are indicated to treat anaphy-

laxis associated with severe 

allergic reactions. The advantage of 

Twinject is that it has two separate doses 

of epinephrine in one single unit. Thus, 

patients need only carry one Twinject 

versus two Epipens. It is also very com-

petitively priced in that one TwinJect is 

priced the same as one Epipen, yet you 

get two doses with Twinject. Patients are 

saving about $100 a year when they buy a 

TwinJect. These are products that impact 

the health of Canadians and we are proud 

to be the exclusive Canadian supplier of 

these products.” 

 

CEOCFO: How do you find the products 

you want to license? 

Mr. Goodman: “Because we have signed 

more deals and licensed more products 

than any other pharmaceutical company 

in Canada over the past 12 years, we of-

ten get calls from companies who want 

our assistance to commercialize their 

products in Canada. We have a team of 

five people that all they do is scour the 

world looking for products that make a 

difference to the health of Canadians.” 

 

CEOCFO: Would you tell us about your 

recent induction into the Canadian Mar-

ket Hall of Fame and what it means for 

Paladin? 

Mr. Goodman: “We were inducted into 

the Canadian Market Hall of Fame be-

cause our marketing campaigns over the 

last several years have stood out from the 

crowd. We are the smallest pharmaceuti-

cal company to receive this award which 

makes it that much more special.” 

 

CEOCFO: Are you marketing to the 

consumer or physicians and how do you 

present your products? 

Mr. Goodman: “Unlike the U.S., we are 

not permitted to advertise prescription 

products directly to consumers. There-

fore, for our prescription products we 

market directly to the physicians.” 

 

CEOCFO: What is the plan going for-

ward? 

Mr. Goodman: “More of the same. This 

is a business where we are going to close 

our eleventh consecutive years of record 

revenues. We have been generating posi-

tive cash flow from our business since our 

second year of operations. We generated 

$15.5 million in cash last year and have 

already generated $15 million through 

the first nine months of this year. We are 

launching eight new products, which will 

sustain our growth for the foreseeable 

future. I see no reason to believe that next 

year will not be our twelfth consecutive 

year of record revenues. We are going to 

go out and continue to execute and grow 

using this proven and attractive business 

model.” 

 

CEOCFO: Is the investment community 

supportive? 

Mr. Goodman: “We have always had 

access to as much capital as we have 

needed to support our business growth. I 

do not think our stocks reflect our true 

value, which is shared by the three re-

search analysts who cover us and have a 

target price of between $12.40 - $15.00 

per share. Our stock currently 

trades at about $10.00 per 

share.” 

 

CEOCFO: In closing, why 

should potential investors be 

looking and what might they 

miss that they should under-

stand about Paladin? 

Mr. Goodman: “The first 

thing that investors should 

know is that my family is a 

42% shareholder and as such 

we are committed to the long-

term success of Paladin. Fam-

ily run businesses have been 

shown empirically to outper-

form non-family run businesses 

over the long term. Sharehold-

ers should know that we have a proven 

business model; we have been doing this 

for twelve years. Our business is enor-

mously profitable, with over 75% gross 

margins and over 30% EBITDA margins. 

We have no liabilities, we have $32 mil-

lion in cash for which to go out and make 

acquisitions to achieve additional growth. 

We are well positioned in this $16 billion 

market and we are the preferred partner 

for commercializing products in Canada. 

We have built this business by hitting a 

lot of singles and we will continue to do 

so. Further, we have demonstrated that 

we know how to execute our strategy.” 

 

“A lot of Americans think that Canada is a bad 

pharmaceutical market, in fact Canada is the 

eighth largest pharmaceutical market in the 

world; it is a $16 billion market. It is true that 

prices of pharmaceuticals are less in Canada 

than the US, but that being so, for the last four 

years, Paladin has operated on a gross margin in 

excess of 70%. Therefore, even as a distributor, 

we are currently making over 70% gross mar-

gins. For the first nine months of the year, we 

generated .30 cents of cash for every dollar of 

sales. Even at lower prices, Canada is a very lu-

crative pharmaceutical market.” 

                                        - Jonathan R. Goodman 


