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Disclosures

CE Credit Deadline: 09/30/25 

The presenters have no real or perceived conflicts of interest 
related to this presentation

Note: The content presented is for informational purposes only and is based upon the presenter(s) knowledge and opinion. 
It should not be relied upon without independent consultation with and verification by appropriate professional advisors. 
Individuals and organizations shall have sole responsibility for any actions taken in connection with the content herein. 
HealthTrust, the program presenter(s) and their employers expressly disclaim any and all warranties as to the content as 
well as any liability resulting from actions or omissions of any individual or organization in reliance upon the content.

This program may contain the mention of suppliers, brands, products, services or drugs presented in a case study or 
comparative format using evidence-based research. Such examples are intended for educational and informational 
purposes and should not be perceived as an endorsement of any particular supplier, brand, product, service or drug.
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Learning Objectives
At the end of this session, participants should be able to:

• Identify key elements for data requirements to inform supply chain formulary 
and standardization launch packages.

• Recognize the unique roles of suppliers and health systems to evaluate, 
implement and monitor supply chain standardization activities.

• Recall helpful tools within Excel to leverage formulas and calculations to 
perform comprehensive financial analyses for supply chain initiatives.

CE Credit Deadline: 09/30/25 
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Level-setting Assumptions

CONTRACT/PRODUCT
SELECTION
PROCESS

CE Credit Deadline: 09/30/25 
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HealthTrust Alignment & Decision-making

CE Credit Deadline: 09/30/25 

Advisory Boards
Shared Governance, Integrated 
with Physician Advisors Program

Advisory Boards
Shared Governance, Integrated 
with Physician Advisors Program

Specialty Committees
Supporting contract portfolio & other initiatives 
requiring specialized areas of expertise

HealthTrust Huddle 
Virtual member community platform to provide input 
on sourcing categories, supplier / product feedback, 
new standards & best practices

Supply Chain Board
Visibility & Validation

Partner Advisory Committee
Strategic Direction

Led by HealthTrust 
subject-matter experts

Comprised of practicing
professionals from membership

Supported by new tech 
assessment team

Clinical integration via 
Physician Advisors

Analytics, customized 
financial modelling 

Aligned strategy & implementation

Nursing Surgery Radiology Cardiology Laboratory

Food & 
Nutrition

IT Pharmacy Facilities ASCs

Specialty Committees: Advanced Wound Care, Perinatal, Infection Prevention, 
Respiratory Therapy, Cardiovascular Surgery
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Contracting Process

• Evidence Review
• Product 

Information
• Strategy 

Validation

Request for 
Information

• Practice Guidance
• Product Alignment

Clinical 
Alignment • Product Pricing

• GPO Financial 
Analysis

• Final Strategy

Request for 
Proposal

• Load Contract 
Award Information

• IDN Alignment

Contract 
Award

CE Credit Deadline: 09/30/25 

What is the problem to be solved?
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Request for Information

Supplier ResponsibilitiesMember Responsibilities

CE Credit Deadline: 09/30/25 

• Provide pertinent evidence for review

• Provide relevant product information 
pertinent to performance

• Reusable product cleaning instructions

• Provide up-to-date clinical crosses

• Provide feedback to HealthTrust Clinical 
Advisory Boards on suppliers to be 
included as part of Request for Information

• Ensure product quality concerns are 
reported to HealthTrust

• Participate in surveys on HealthTrust 
Huddle & provide feedback to posted 
questions

• Share feedback with HealthTrust Account 
Management
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Clinical Alignment

Member Responsibilities Supplier Responsibilities

CE Credit Deadline: 09/30/25 

• Determine organizational strategy

• Partner with clinical teams to formalize 
practice guidance

• Align practice guidance with available 
products to accomplish organizational 
goals

• Provide responses to questions posed by 
IDN leads
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Request for Proposal

Supplier ResponsibilitiesMember Responsibilities

CE Credit Deadline: 09/30/25 

• Provide competitive pricing proposal to 
HealthTrust

• Ensure key elements are listed accurately 
for contracted products:

o Clinical Cross References

o Item Descriptions

o Units of Measure

o Pricing

• Consider inclusion of tiers, SIP, rebates, 
formularies, etc., as contract 
enhancements

• Continue to provide feedback via 
Account Management, HealthTrust Huddle & 
Customer Service

o Feedback used to inform 
Final Strategy for contracted category
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Contract Award & Implementation

Member Responsibilities Supplier Responsibilities

CE Credit Deadline: 09/30/25 

• Perform financial analysis for contracted 
suppliers based on future contracts

o Align launch package to support clinical 
practice

• Select supplier(s) for launch & provide 
historic product tracings for production 
planning

• Develop launch package & communicate 
to all contracted suppliers

• Monitor category compliance

• Provide responses to questions posed by 
IDN leads

• Support IDN-specific launch

o Review anticipated volumes with 
production team(s)

o Conduct routine business reviews

• Provide clinician education materials



12 

Lassoing the Tin

CE Credit Deadline: 09/30/25 

Contract Value 
Optimization

Contract 
Compliance

Formulary

Additional 
Contract 

Enhancements

Standardization
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Shootin’ Straight or Chasin’ Gold?

CE Credit Deadline: 09/30/25 

- Added value 
- Clinically-vetted products
- Maintain GPO compliance 

commitment 
- Protected by Terms & 

Conditions 
- Ensure product availability & 

quality 

- Added value 
- Clinically-vetted products
- Maintain GPO compliance 

commitment 
- Protected by Terms & Conditions 
- Ensure product availability & 

quality 
- Leverage contract 

enhancements – S2, SIP, eLOC 
and rebates

- Allow organization clinical 
teams to identify best practices

- Eliminate variation
- More accurately track 

outcomes

Va
lu

e 
R

ea
liz

at
io

n

Contract Compliance

Contract Optimization
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Assessment Question #1

What benefits can formularies provide to HealthTrust 
members?

A. Increase contract compliance
B. Support practice & process
C. Optimize tiers, rebates & other contract enhancements
D. A & B
E. All of the above
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Answer: Assessment Question #1
What benefits can formularies provide to HealthTrust 
members?

A. Increase contract compliance
B. Support practice & process
C. Optimize tiers, rebates & other contract enhancements
D. A & B
E. All of the above

CE Credit Deadline: 09/30/25 
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Review one IDN’s Process to Select 
Standard Products for all Clinicians

HCA 
HEALTHCARE 

PROCESS

CE Credit Deadline: 09/30/25 
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Lookin’ at the Line-Up
Milestone

• Initial Supply 
Chain NPF 
concept 
launched

• Supply Chain 
NPF concept 
re-launched
– Clinical 

Services 
Group (CSG) 
Collaborative

• Accelerated 
nursing process
– Disasters
– Nursing 

experience
– Education 

support

• Pharmacy 
National 
Product 
Formulary 
(NPF) created
– Less complex
– Less emotion
– Infrequent 

changes

• Increased 
attention to 
standardization 
& NPFs
– Nursing
– Respiratory
– Infection 

Prevention
– Wound Care

2007 2014 2019 2020-2021 2024+

COVID-19

CE Credit Deadline: 09/30/25 
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Law of the Land

HCA Healthcare 
Supply Chain 

Product Launch 
Governance

Evidence 
Review

Product 
Review

Practice 
Guidance

Product 
Selection

Develop & 
Deploy 
Launch 

Package 

Performance 
Management

CE Credit Deadline: 09/30/25 
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Lead Sr. Director, Clinical Resource Analysis

Standing Monthly 
Attendees

Supply Chain, Nursing Practice, Infection Prevention, Women’s & Children’s, 
Behavioral Health Services, Respiratory Therapy, Performance Improvement

Ad hoc Attendees Lab Services, Emergency Services, Dialysis & Transplant Services, 
Trauma Services, Burn Services

Additional 
Stakeholders Environmental Services, Capital Equipment Sourcing

Collaboration Example

CE Credit Deadline: 09/30/25 
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Rationale & Benefits of Standardization

Clinical

Operational

Financial

• Improved patient safety & clinical outcomes
• Consistency in product offerings
• Reduced education time
• Elimination of non-stock items
• Support sustainability

• Improved business continuity during disasters
• Increased availability of warehouse space
• Reduced administrative burden
• Education standardization
• Accelerated integration of acquisition sites

• Optimization of contract pricing/volume tiers
• Reduction in waste/expired product
• Increased % of full truckloads to reduce shipping costs
• Identification of most cost-effective products

• Clinical & operational elements must be equal

CE Credit Deadline: 09/30/25 
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Formulary vs. Standardization

National Product Formulary Category Standardization

• Determination of best value items to:
o Align to approved practice guidance
o Normalize products stocked across 

HCA Healthcare distribution centers
o Maximize savings opportunities
o Reduce SKUs

• 95% compliance goal

• Product initiative designed to:
o Align to approved practice guidance
o Allow choice in supplier alignment by 

Division
o Allow for clinical variation with 

differentiated products
o Reduce SKUs

• 85% compliance goal (or in alignment 
to defined tiers)

CE Credit Deadline: 09/30/25 
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Clinical Initiative 
Requiring 

Alignment?

Sole Source 
Contract?

Consider NPF

Need for Supply 
Redundancy?

Consider 
Standardization

Consider NPF

Opportunity for 
Operational or 

Financial 
Efficiency?

No Work Needed

Deciding on Formulary vs. Standardization

CE Credit Deadline: 09/30/25 
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Assessment Question #2

Which of the below combinations is best-suited for a 
National Product Formulary?

A. Operational opportunity; Need for supply redundancy
B. Supplier requested opportunity; No clinical alignment
C. Dual source contract; No need for supply redundancy
D. Clinical need for alignment; Safety category
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Answer: Assessment Question #2
Which of the below combinations is best-suited for a 
National Product Formulary?

A. Operational opportunity; Need for supply redundancy
B. Supplier requested opportunity; No clinical alignment
C. Dual source contract; No need for supply redundancy
D. Clinical need for alignment; Safety category

CE Credit Deadline: 09/30/25 
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Merging HealthTrust, IDN & Supplier Data 
for an Efficient Review

STRUCTURING 
THE LAUNCH 

PACKAGE

CE Credit Deadline: 09/30/25 



26 

HealthTrust Cross Reference

CE Credit Deadline: 09/30/25 
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HCA Request for Formulary Cross Reference

CE Credit Deadline: 09/30/25 
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Overview Tab

CE Credit Deadline: 09/30/25 

• Alignment
o HealthTrust Advisory Board
o HCA Clinical Services Group

• Operations
o Purchasing Channel
o Appropriate Distributor

• Performance Management
o Compliance Date
o Realized Value
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Piece of the Pie
• Used to compare current 

state to defined direction
• Signals amount of effort 

needed to achieve 
compliance

CE Credit Deadline: 09/30/25 
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Lookin’ at the Dough
Highlights financial impact by:
• Division
• Warehouse
• Facility (COID)
• Item

CE Credit Deadline: 09/30/25 
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Product Review Workbook
• Functionality to account for exact crosses
oDifferentiates HT Contracting Cost impact from HCA Healthcare initiative

CE Credit Deadline: 09/30/25 
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Assessment Question #3

What is the primary driver for our financial analysis model?

A. Financial Impact (Savings)
B. Vendor Cross Reference (Product Availability/Clinical Alignment)
C. Category Overview (Product Grouping)
D. Vendor Marketshare (Vendor Diversity)



33 

Answer: Assessment Question #3
What is the primary driver for our financial analysis model?

A. Financial Impact (Savings)
B. Vendor Cross Reference (Product Availability/Clinical Alignment)
C. Category Overview (Product Grouping)
D. Vendor Marketshare (Vendor Diversity)

CE Credit Deadline: 09/30/25 
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Assessment Question #4

When using facility data to analyze opportunities, it is best 
to use which of the following?

A. Purchase UOM
B. Facility UOM
C. Lowest Issue UOM
D. None of the above
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Answer: Assessment Question #4
When using facility data to analyze opportunities, it is best 
to use which of the following?

A. Purchase UOM
B. Facility UOM
C. Lowest Issue UOM
D. None of the above

CE Credit Deadline: 09/30/25 
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Commodity Item Example
Clinically Differentiated 

Product Example

LAUNCH 
PACKAGE 

EXAMPLES

CE Credit Deadline: 09/30/25 
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Launch Example – Commodity Items

General Wound Care
Sole Source

294 SKUs

CE Credit Deadline: 09/30/25 

Supplier 1, 
98.53%

Supplier 2, 
1.16%

Supplier 3, 
0.25%

Suppliers 4-17, 
0.06%

Marketshare
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Assessment Question #5

What should be the focus of this National Product 
Formulary?

A. Eliminate off-contract spend
B. Decrease suppliers
C. Decrease SKUs
D. All of the above
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Answer: Assessment Question #5
What should be the focus of this National Product 
Formulary?

A. Eliminate off-contract spend
B. Decrease suppliers
C. Decrease SKUs
D. All of the above

CE Credit Deadline: 09/30/25 
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Assessment Question #6

How can the chosen supplier help to support this initiative?

A. Increase product offerings
B. Ensure production is aligned to support product launch
C. Assist with crosses to appropriate UOM
D. B & C
E. A & B
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Answer: Assessment Question #6
How can the chosen supplier help to support this 
initiative?

A. Increase product offerings
B. Ensure production is aligned to support product launch
C. Assist with crosses to appropriate UOM
D. B & C
E. A & B

CE Credit Deadline: 09/30/25 
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Assessment Question #7

How much of a reduction do you believe was achieved?

A. 1.0% savings; 36.8% SKU reduction
B. 1.5% savings; 76.3% SKU reduction
C. 2.0% savings; 68.4% SKU reduction
D. 3.0% savings; 54.7% SKU reduction
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Answer: Assessment Question #7
How much of a reduction do you believe was achieved?

A. 1.0% savings; 36.8% SKU reduction
B. 1.5% savings; 76.3% SKU reduction
C. 2.0% savings; 68.4% SKU reduction
D. 3.0% savings; 54.7% SKU reduction

CE Credit Deadline: 09/30/25 
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General Wound Care Outcomes

201
(68.4%)

SKU Reduction Increased Contract 
Compliance Cost Savings

100%
$138,877

(2.0%)

CE Credit Deadline: 09/30/25 
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Launch Example – Differentiated Products

Urology, Interventional
Dual + Diversity

1,065 SKUs

Tiered Contract

CE Credit Deadline: 09/30/25 

Supplier 1, 
76.03%

Supplier 2, 
12.87%

Supplier 3, 
7.75% Supplier 4, 

1.27%

Suppliers 5-16, 
2.09%

Other, 3.36%

Marketshare
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Assessment Question #8

Should this launch be a National Product Formulary or 
Standardization?

A. National Product Formulary
B. Standardization
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Answer: Assessment Question #8
Should this launch be a National Product Formulary or 
Standardization?

A. National Product Formulary
B. Standardization

CE Credit Deadline: 09/30/25 
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Assessment Question #9

What should be the focus of this Standardization?

A. Optimize tiers
B. Offer MWBE supplier options, where possible
C. Provide options for all contracted suppliers
D. All of the above
E. A & B
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Answer: Assessment Question #9
What should be the focus of this Standardization?

A. Optimize tiers
B. Offer MWBE supplier options, where possible
C. Provide options for all contracted suppliers
D. All of the above
E. A & B

CE Credit Deadline: 09/30/25 
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Assessment Question #10

How much of a reduction do you believe was achieved?

A. 29.7% savings; 35.7% SKU reduction
B. 24.6% savings; 49.5% SKU reduction
C. 16.8% savings; 53.6% SKU reduction
D. 35.1% savings; 26.4% SKU reduction
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Answer: Assessment Question #10
How much of a reduction do you believe was achieved?

A. 29.7% savings; 35.7% SKU reduction
B. 24.6% savings; 49.5% SKU reduction
C. 16.8% savings; 53.6% SKU reduction
D. 35.1% savings; 26.4% SKU reduction

CE Credit Deadline: 09/30/25 
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Interventional Urology Outcomes

527
(49.5%)

SKU Reduction Increased Contract 
Compliance Cost Savings

88.6%
$5,186,509

(24.6%)

CE Credit Deadline: 09/30/25 

SKUs with MWBE 
Supplier Offerings

75.1%



53 

The Long & Short of It

Do Don’t

CE Credit Deadline: 09/30/25 

• Voice the needs of your organization to 
HealthTrust during the contracting process

• Ensure HealthTrust is provided with all 
information to inform members

• Put your best foot forward up front for all 
HealthTrust members

• Engage in an ongoing partnership

• Respect & support IDN processes

• Assume that Contract Negotiators, Account 
Managers, etc., know your needs

• Wait until contract cycles arrive to remove 
old or add new products

• Finish the contracting cycle, then indicate 
opportunities for additional savings

• Limit touchpoints to short-term interactions

• Work counter to an IDN’s final decision
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• Joe Armstrong –  Joseph.Armstrong@HealthTrustPG.com
• Jared Dougherty – Jared.Dougherty@HealthTrustPG.com
• Julie London – Julie.London@HealthTrustPG.com

CE Credit Deadline: 09/30/25 

mailto:Joseph.Armstrong@HealthTrustPG.com
mailto:Jared.Dougherty@HealthTrustPG.com
mailto:Julie.London@HealthTrustPG.com
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