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Disclosure of Financial Relationships
Vizient, Inc., Jointly Accredited for Interprofessional Continuing Education, defines companies to 
be ineligible as those whose primary business is producing, marketing, selling, re-selling, or 
distributing healthcare products used by or on patients.

An individual is considered to have a relevant financial relationship if the educational content an 
individual can control is related to the business lines or products of the ineligible company.

No one in a position to control the content of this educational activity has relevant financial 
relationships with ineligible companies.



Learning Objectives
• Explain the financial value of contract management.
• List the five most important steps for starting a contract management initiative.
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Introduction / Background
• Masters Business Administration in Healthcare
• Quincy Medical Group

‒ Supply Chain including mail & delivery
‒ Contract Management
‒ Occupational Health
‒ Employee Risk Management (OHSA, Employee Safety, Workers Compensation)

• City of Quincy (26 years)
‒ Information Technology
‒ Procurement
‒ Risk Management
‒ Human Resources
‒ Negotiated first off-site health clinic



Who Is Quincy Medical Group
Quincy Medical Group is a healthcare system with primary and 

specialty care, established in 1937. 

Three States               Eighteen Locations             Forty Specialties             Over 170 Providers
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Who Is Quincy Medical Group

Approved QMG Hospital



Types of Contracts & Agreements

• Initiative is 80% complete.
• Consolidated all contracts / agreements for 

all locations under Supply Chain.

Created on www.wordclouds.com

http://www.wordclouds.com/


Pain Points
• No formal process or controls resulting in an organized disaster
• No financial controls in place (Ex. No matching invoices to contracts)
• Directors signing and storing their own contracts & agreements
• Very little negotiations happening
• No verification of pricing with GPO
• Did not understand contract language

‒ Lots of auto renewals with same renewal length of original contract
‒ Unlimited annual increase language
‒ Termination Clauses (Sometimes no way out / No out clause if equipment was no longer 

in service)
‒ Indemnity / Waiver of Subrogation Rights / Assignments
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Pain Points
• Shortfall of Current Database / Repository
• No way to harvest real data!

‒ # of Contracts
‒ Budgetary Impact
‒ What equipment is under a service agreement / under warranty
‒ What contracts had quarterly / annual purchasing volumes
‒ Workflow on when contract terms or auto renews 
‒ What products have exclusive agreements



Unrealized Pain Points
• Invoice processing of service agreements and contracts

‒ Found invoices being paid for contracts that had been terminated
‒ Found service agreements for equipment that had been traded in

• Knowing if we were charged the correct price for items/services throughout the length of the 
agreement

• Increased price without proper notification
• Tracking critical SOW / Contract milestones



Lessons Learned
• Develop Internal Process

‒ Limit who can sign agreements (Need buy-in from the top stakeholders)
‒ Develop standard contract language
‒ Who will manage contract management platform

• Find all existing contracts / agreements
• Review all service agreements.  Compare to BioMed equipment list
• Compare negotiated contract pricing to invoices



Lessons Learned
• Find a structure that provides the data you need

‒ Solution that provides easy searching of contracts / agreements
‒ Provides sales rep information
‒ Notification of renewals
‒ Structure by department
‒ Summarize annual financial impact



Lessons Learned

Image of QMG current contract management solution
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Image of QMG current contract management solution



Lessons Learned
• Financial Impact

‒ Never miss an auto renewal
‒ Never let a contract lapse 
‒ Ensuring you have the piece of equipment that you are paying for in a service 

agreement
‒ Annual price increase contract language controls
‒ Invoice represents contract pricing
‒ Verifying if vendor has GPO agreement
‒ Termination with / without cause 

o Equipment replaced
o Provider leaves organization and replacement uses different equipment
o Company X does not live up to expectations 

‒ Company XYZ not performing required PM’s 



Key Takeaways
• Review your current process – Who can sign agreements?
• Develop a process that holds one individual or department responsible
• Find all current contracts / agreements including service agreements
• Verify pricing (Contracts / Agreements / GPO)
• Find a software solution that works for your organization / environment



Questions?

Contact:
Jim Murphy, jmurphy@quincymedgroup.com

This educational session is enabled through the generous support of the 
Vizient Member Networks program. 
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