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BIO: 

Vincent Mehdizadeh founded Pre-

scription Vending Machines, Inc. 

(PVM), in 2008 on the principle that 

all great industries thrive when auto-

mated. The Company features a pat-

ented machine that dispenses medi-

cation to individuals based on biomet-

ric identification (fingerprint sam-

ple). Vincent is responsible for estab-

lishing corporate direction and setting 

the Company’s strategy as well as 

handling day-to-day CEO duties. PVM 

has grossed over $7 million dollars 

since it began doing business in 2010 

through the first quarter of 2012 and 

has successfully established a public 

company presence in Medbox, Inc. 

[MDBX]. 

 

Vincent has been featured in inter-

views with CNN, ABC News, Reuters, 

Associated Press, NPR, and has been 

featured in articles appearing in 

Newsweek, Los Angeles Times, and 

the Wall Street Journal, to name a 

few. His specialty is providing consult-

ing services to pharmacies, hospitals, 

urgent care centers, and alternative 

medicine clinics, in order to assist 

those entities in managing inventory 

losses and demonstrating legal com-

pliance through the use of biometric 

medicine dispensing systems. 

 

Company Profile: 

Medbox is a leader in the develop-

ment, sales and service of auto-

mated, biometrically controlled dis-

pensing and storage systems for 

medicine and merchandise. Medbox 

has offices throughout the world, in-

cluding New York, Tokyo and To-

ronto, and has their corporate head-

quarters in Los Angeles. 

 

Medbox provides their patented sys-

tems, software and consulting ser-

vices to pharmacies, urgent care cen-

ters, clinics, hospitals, and medical 

groups worldwide. Medbox, Inc. is a 

publicly traded company, and is listed 

on the OTC Board, ticker symbol 

MDBX. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Mehdizadeh, what is 

the foundation of the company? 

Mr. Mehdizadeh: About four years 

ago, I helped develop and patent a 

machine that dispenses medications 

using biometric information to verify a 

patient’s identity prior to allowing for 

medicine dispensing. We received a 

patent in Canada and in the US. We 

have a federal patent. We started our 

company a couple years ago. Since 

2010, we have had over $7 million in 

revenue. We have our technology in 

over one hundred different clinics and 

small hospitals using our technology 

to monitor their staffs’ usage of dis-

pensing of medicine. It is also used in 

large part in alternative medicine clin-

ics so that these medical marijuana 

clinics can demonstrate compliance 

with state and local laws more trans-

parently and efficiently. We recently 

allowed ourselves to be acquired by a 

public company and renamed it Med-

box Inc. That was done in the last six 

months. We are also creating sys-

tems so that pharmacies can utilize 

our storage and retrieval lockbox sys-

tems using biometric identification. 

This way, the next time you go into a 

Walgreen’s in the not-too-distant fu-

ture, you can actually pick up your 

medicine through one of about 200 

mini-lockboxes next to the pharmacy 

counter. The pharmacist will load your 

prescription in, and you will pick it up 

just by sliding a card and giving a fin-
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gerprint sample to verify your identity 

upon retrieval, which queues the 

small lockbox to open up with your 

prescription. Thus, eliminating the 

need to wait in line to pick-up a pre-

scription. These are the things that we 

are doing that are happening right 

now. We are a company that allowed 

ourselves to have a public presence 

because we are doing our first public 

offering of shares within the next few 

months. 

 

CEOCFO: What was the biggest chal-

lenge in creating the technology? 

Mr. Mehdizadeh: It had to be just the 

naysayers. The people saying that it 

wouldn’t work or that it wouldn’t be 

applicable. I didn’t listen to all that. I 

did have some people that were en-

couraging. However, financially I had 

to do it all myself. I had to literally find 

ways to fund my own idea and use 

private funds to do that. I also had a 

few first round minority investors that 

funded the company in the 

amount of $250,000 that 

helped me get past our initial 

growing pains. It has just been 

blood, sweat, and tears get-

ting the technology out there 

and getting people used to it. 

That was the biggest hurdle. 

People liked the technology 

behind it. However, introducing a new 

technology to a volatile and sometime 

problem fraught industry like alterna-

tive medicines was challenging to say 

the least. However, we are gaining 

favor with states as our technology 

was recently endorsed in Colorado 

state law as a means of showing 

transparency. Introducing new tech-

nology in any industry is always a 

challenge but we are definitely plot-

ting a course and following through 

with our objectives just fine. 

 

CEOCFO: What is the strength of 

your patent? 

Mr. Mehdizadeh: We have had some 

companies try to challenge the patent 

initially. In all instances, a cease and 

desist letter goes out from our com-

pany to theirs and usually they just go 

away. We recently had this one com-

pany that basically tried to use the 

press and announce that they had the 

answer to all of the troubles in the 

medical marijuana industry. They an-

nounced this on April 20

th

 of this year 

which is a known recreational mari-

juana holiday for users of the drug for 

non-medical reasons. They did that in 

order to get a press boost. Companies 

like that are obviously bad for the in-

dustry because they are advertising 

24-hour access for machines like we 

have created. They made it sound 

like they have created this machine. 

We sent out a cease and desist and 

then we followed with a lawsuit. They 

shine a negative light on technology 

that we created four years ago. We 

were featured all over the news with 

the technology, CNN, Reuters, Asso-

ciated Press, and those interviews are 

all on our website. This type of tech-

nology is necessary and relevant so 

we have taken a very careful ap-

proach on how and where we do our 

interviews and how we are perceived 

by the public. “We are a Healthcare 

technology company that is meant to 

help create transparency and compli-

ance in a lot of different industries 

including alternative medicine cen-

ters, hospitals, urgent care centers 

and doctor’s offices” 

 

CEOCFO: How has the product been 

well received? 

Mr. Mehdizadeh: The technology and 

the machine have been received very 

well. However, that has not been 

through lack of effort on our part. We 

take a lot of pride in what we do with 

this company. It is a labor of love. 

Any time you are introducing new 

technology in an industry, whatever 

industry that is, it is difficult. You have 

your obstacles in front of you and you 

just have to power through them. 

 

CEOCFO: How do you get into hospi-

tals, clinics and other locations? 

Mr. Mehdizadeh: We are creating a 

machine that is going to be used in 

doctors’ offices to police samples. 

You might not know it but samples of 

medications, whether they be antide-

pressants and such, are readily avail-

able in doctor’s offices and a target of 

office staff. It is estimated that over 

$100 million worth of prescription 

medicine is stolen each year. Just a 

few weeks ago, eleven people were 

charged with the theft of over $75 

million worth of prescription medi-

cines from an office in Connecticut. 

Our machines help monitor medica-

tions and make sure they are not be-

ing misappropriated. 

 

CEOCFO: What about the lock-

boxes? Is the public ready for this 

concept? 

Mr. Mehdizadeh: The way I look at it, 

any industry thrives when automated. 

People have so much to deal with in 

their day-to-day lives. How great 

would it be if you could go to a phar-

macy and the pharmacist gives you 

an option that would allow you to 

avoid waiting in a line at the phar-

macy. Some people that may still 

want the interaction with the pharma-

cist would choose to be seen again by 

a pharmacist or staff member. How-

ever, if you are refilling a pre-

scription that you are usually 

getting there is really no need 

to consort with the staff there. 

It really has great value for 

the pharmacy as well as the 

consumer. We have hired 

consultants that were former 

Walgreen’s executives that 

have their own consulting service. We 

are in the process of having them cre-

ate a cost analysis of why a large 

pharmacy chain would benefit by us-

ing our Medbox Rx system. We have 

already done the numbers on it, inter-

nally and it is impressive, not to men-

tion the fact that they would also give 

convenience to their clientele. It is a 

win/win. 

 

CEOCEO: How machines are de-

ployed right now and the cost versus 

ROI? 

Mr. Mehdizadeh: We have POS sys-

tems which control inventory biomet-

rically. We also have machines that 

are currently deployed. I would say 

between POS and machine we have 

over a hundred in placement currently 

nationwide. It is fantastic because it 

really cuts down on overhead, shrink-

age and theft, because everything is 

fully documented within the machine’s 

tracking technology. 

 

CEOCFO: Is it an outright sale? 

“We are a Healthcare technology company 

that is meant to help create transparency 

and compliance in a lot of different indus-

tries including alternative medicine centers, 

hospitals, urgent care centers and doctor’s 

offices” - Vincent Mehdizadeh 
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Mr. Mehdizadeh: It is an outright 

sale. We don’t currently have leasing 

programs. However, we are working 

to develop them through the sale of 

our public shares in the not-too-

distant future. We are working on get-

ting more capital so we can expand. 

The time is now and our public offer-

ing will facilitate exponential growth in 

all aspects of the company. 

 

CEOCFO: What is the geographic 

distribution today and where do you 

see it three years down the road? 

Mr. Mehdizadeh: We currently have a 

presence in many Western States and 

we are focused on additional states 

like New York and recently Connecti-

cut jumping on board with alternative 

medicine dispensing. My company’s 

technology is relevant because we 

help regulate and demonstrate com-

pliance to all applicable laws. Appli-

cants actually look to us to help them 

apply for those sensitive-use licenses 

in those states. Geographically we 

expect to be in half of the 50 states 

within the next three years. We are 

currently developing our Canadian 

contacts as well as we have our tech-

nology in Canada already. After that I 

really think that we have a place in 

different countries as well because 

there is a need for transparency and 

compliance worldwide. It doesn’t have 

to stop with the US. 

 

CEOCFO: You mentioned raising 

funds, why should investors pay at-

tention to Medbox today? 

Mr. Mehdizadeh: We have proven 

that our business model works. We 

are no longer a start-up company. We 

generate revenue and we have shown 

that. We have a public company pres-

ence already. We had our best finan-

cial quarter in 2012 quarter-one where 

we generated accrual revenue up-

wards of $1.45 million in three 

months. For investors looking for a 

company to invest in, rather than in-

vesting in dreams and ideas, invest in 

a patented concept that has actually 

shown that it can make money and 

that is viable in the future. Getting in 

on the ground floor of something like 

that is a genuine opportunity not to be 

missed. 
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