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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
• Describe tactics to overcome barriers to lowering supply chain case costs.
• Discuss the execution of a successful tactics and best practices for supply chain 

cost management
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Overview of Tactics



Data Overview: Tactic #1



Data Overview: What's available at your site 
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Negotiation Strategy



Contracting Barriers



Negotiation Strategy: Tactic #2 



Execution: Tactic #3- Contracting Process



Execution: You’ve Signed a Local Contract - Now what?



Execution: Empowered to Focus on Internal & External Alignment 



Lessons Learned

1. Each project is going to 
come with different 
challenges 

2. Repetition 

3. It takes time to build a 
new process
• Don’t rush 
• Take your time 
• Make mistakes 



Key Takeaways

1 2 3 4

Understand your current 
environment: Macro, 

Micro, Internal 

Data gathering: utilize all 
available resources to 

support research needs

Create Favorable 
Negotiations Environment: 
identify strategy, eliminate 
barriers, and develop long-

term partnership

Execute Strategy: implement 
contracts, aligning staff, 

physicians, and suppliers to 
long term strategy



Questions?

Contact:
Amanda Burson, Amanda.Burson@scasurgery.com
Matt Bowers, Matt.Bowers@scasurgery.com

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