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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.
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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

Tactic #1: Data Overview |
Understanding the macro & micro view at your facility :
|

Tactic #2: Negotiations x':
Building long term partnerships through :
negotiations/contracting ]

Tactic #3: Execution
How to pull through on opportunities
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Data Overview: Tactic #1

Best Surgery Center wants to implement a contract with Supplier #1 for their sports medicine products. Five out of Six
physicians use Supplier #1 already for their sports medicine products either in the surgery center or hospital.

* COVID-19

* Sunshine act
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Negotiation Strategy

Buyer/Customer

Best in Class Pricing
Value add Agreements
Rebates

Supplier

Market Share
Additional
Business
Growth

Agreement

SCOPE
PRICE
TERMS

Capitated Constructs

Relationship &
Communication




Contracting Barriers

Identify Barriers

* Technology * Costs

* Physician Preference » Storage space
* Alternative Suppliers * Capital

* Reimbursement * Rep loyalty

* Low Market Share * Service

Plan of Action
* Trial alternative products
» Efficiency programs
* Educate with data
» Utilize SCO Menu of options
* Rebate agreements
* Sub-specialty meetings to gain physician alignment
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Negotiation Strategy: Tactic #2

Barriers
Interpersonalissues

Poor Communication
“Hardball” attitudes
Resistantto Change

At the Table Concept

Build Trust

Concessions can show you
considerrelationshipto be
mutually beneficial

Open Minded

Limit Cognitive Bias
Build yourtop bullets for
what you want out of the
negotiation then do the
same but from the other
perspective

Partnership Mentality

Mutually Beneficial
Negotiations do not have
to be a win lose mentality.
Rely on tradeoffs to
achieve your goals instead
of compromises.

Long Term Strategy

Relationships

Try to build a rapportand
trust with who you are
negotiating. People tend to
mirror negotiation tactics.
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Execution: Tactic #3- Contracting Process

Collect 1** Round Price File Collect Feedback Contract Management

= Make sure to receive price file *  Would physicians be willing to - Add signed contract and price

*  Typically the first proposal utilize another company to file into the L.C.D. to aid in
isn’t the best leverage lower prices? tracking renewal dates and

*  Overall physician & staff feedback minimize price discrepancies
is important

- )

Reach out to Cz =z 1 Qe Collect CEOQ Makes Contract Manage

Round Price Compare .
Rep - Feedback Decision Management Locally
File Proposals

Reach out to Rep Quantify/Compare Proposals CEO Makes Decision Manage Locally
= Email, in person *  Pros & Cons list *  Communicate decision = Monitor pricing is coming

meeting, phone call = Plan for how to achieve targets and success through POs correctly
* It never hurts to ask » Track progress of savings =  Frequent touch points with
= Reliance is sometimes staff, physicians, and vendor

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

Post Contract Award Hurdles Tips & Tricks

* How do | prepare for personnel turnover * One location for contracts
and its negative effects on contract * Ex: Files, software, electronically
management?
* Business Reviews with the vendor to check
* How do | keep up with multiple expiring health of agreement
contracts? * Quarterly for high spend contracts
and annually for low spend contracts
* What can | do to help ensure I'm * Holds suppliers accountable
receiving the best rates possible on my * Keeps team aligned to objectives
contracts?

* Include in Core Leadership Team discussion
* How do | stop price discrepancies? * Monitor satisfaction of contracts
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Execution: Empowered to Focus on Internal & External Alignment

Physician Alignment Tips & Tricks

* |s there a clear, stated commitment to * Product fairs
alignment?
* Cadaver labs
» What do | do if my physician has a high
preference? * Trials

»  What if my physician has never used the * Rating sheets
economical supplier's products?
« Switched products for a case
» Are the physicians satisfied with the
product? * Include termination language for worst
case
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Lessons Learned

Tactic #1: Data Overview }
Understanding the macro & micro view at your facility |
|

Building long term partnerships through
negotiations/contracting

Tactic #2: Negotiations }
|
|
|

Tactic #3: Execution
Maintaining & aligning to negotiated contracts

Each project is going to
come with different
challenges

Repetition

It takes time to build a
new process

* Don’trush

* Take your time

* Make mistakes
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Key Takeaways

Understand your current Data gathering: utilize all Create Favorable Execute Strategy: implement
environment: Macro, available resources to Negotiations Environment: contracts, aligning staff,
Micro, Internal support research needs identify strategy, eliminate  physicians, and suppliers to
barriers, and develop long- long term strategy

term partnership
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Questions? a<SCA Health

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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