
 

 

     I don’t think there is a person among us who isn’t concerned about rising gas prices.  Of 

course, summer is the traditional time for families to hit the road and see America together, but 

with the price at the pump steadily increasing, more and more of us are opting to stay close to 

home.  Clearly, we’re in a “savings” mindset.  And not just on the home front. 

    Those of us in the supply chain management field are becoming even more vigilant watch 

dogs for savings opportunities.  Unfortunately, we’re not finding those same savings with price 

anymore.  You’ll see that that’s Ok, though, as there are plenty of other places savings are   

currently hiding.   
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Your Gas Tank Won’t Run on Empty:   

Fueling Your Savings Machine 

    A car won’t run without gas the same way a healthcare             

organization can’t run without money.  Often times, finding extra 

money requires reducing unnecessary or excessive spending.     

    It used to be that price savings were the go-to for fast cash, but in 

today’s marketplace, price savings are harder to find, contain,       

negotiate and even identify now that everyone (including vendors) 

has become skilled at playing the price game.  

      Vendors’ costs for transportation, energy, plastic, etc. (or 86     

percent of the things your healthcare organization buys) is at an all 

time high.  To recuperate some of that cost, they’ve got to charge 

higher prices.    

     And even custom contracts can’t grant you a reprieve.  I just 

spoke with a client who works at a teaching hospital; the manager 

has been scrambling to find more savings in orthopedic and spine 

implants, but even after benchmarking the hospital’s cost and       

taking bids, the manager only shaved a few percent off the hospi-

tal’s prices.  This client belongs to two GPOs and still can’t get better 

prices—even with custom contracts.  

     The situation is no different for other clients; in fact, clients that 

could always find price savings before are now having to beat the 

bushes for new savings opportunities.   

     The bottom line is that you can no longer depend on price       

savings; they aren’t there! Continuing to chase price savings is like 

trying to make it to that next exit when your gas light comes on; your 

time is limited, and eventually you’ll have no choice but to stop.        

     You can admit that there’s a problem by stopping at the service 

station at the first sign of trouble—when that light initially comes on--

OR wait till your car simply stops and you’re walking alongside the 

road in search of a gas station.  But taking the first option—fixing a 

situation before you hit rock bottom— is a lot less time consuming 

and frustrating.   

     Essentially, if you cling to old savings methods, you’ll be sorely     

disappointed.  If, however, you look beyond price, you can make a 

quantum leap forward in discovering continual and lasting utilization 

savings.  Start today—the gauge on Price Savings is pointing to “E.”   

FREE Special Report! 

Utilization management is the future 
of healthcare savings! Did you know 
that you can save six to ten percent 
just by managing utilization costs? 
Get your FREE copy of our special 

report today! Go to: 
www.strategicva.com 
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    Most MMs are tracking their supply savings on spreadsheets and some are even    

using high-powered Access databases which are great from a reporting standpoint, but 
these savings really hitting your bottom line? 

    The dangerous part of these savings reporting tools, though, is when data is just   

recorded—not examined, reviewed and challenged.  Alarmingly, in our client analysis, 
we are finding that a huge chunk of “so-called” savings are getting lost in the supply 

chain shuffle. 

     Let me give you an example:  One of our clients booked a savings of $98,232 in 

January when the organization switched to a new multiple-site trocar.  However, by 
April, that savings had shrunk to $23,989 (annualized).  

     So, what happened?!! Nearly $76,000 in savings vanished.  Well, after an         

investigation by the project manager, it was discovered that surgeons had been falling 
back on their old bad habit of using one trocar per puncture site.  The result was that 

the surgeons had to be retrained on best practices.    

     Now, my question to you  is:  If this were your hospital, how would you know such 

a utilization misalignment had happened? What are you doing with the data you keep? 
If you are not tracking and trending expenses, you’re at risk of losing three to five    

percent of annual expected savings.   

         So, don’t simply record data for the sake of record keeping or to boast about the 
latest and greatest tools your healthcare organization owns.  Use the data as a secret 

weapon in filtering out those hidden savings.  Examine data to see where expenses are 

increasing or decreasing, and ask yourself “What changed?” whenever you see a        
notable jump in either direction.   

     The risk in not doing so is great:  On the line is your credibility with your CEO, CFO 

and COO, if and when, they find out that the savings you have been reporting is really 
vapor—and, thus, an unreliable measurement of your success.  

Are Your Savings Really Hitting Your Bottom Line? 

T rack and T rend, Evaluate and Save Check List 
1. I  last trended my data (quarter over quarter) on this date:________________________________ 
 

2.  Changes I  observed were:_________________________________________________________ 
 

3.  M y course of action to address these changes:___________________________________________ 

________________________________________________________________________________

________________________________________________________________________________ 

4. I  followed up on these action to ensure compliance with actions:______________________________ 

_______________________________________________________________________________ 

5. T he resulting savings were:________________________________________________________ 

_______________________________________________________________________________ 
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