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30+% of pati responding revenues come
from minoriti ealthcare.

Less the on
with minorit
and distribut

cent (0.1%) is spent
Ing manufacturing

Everyone agrees something must be done to fix it!

Change is coming!!! - -
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Minority O Medical Supply Companies

Healthcare Facilities thro-he country
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ationship

So whatd ?
Does this ‘o the Distributor

then has no communicati-the Customer? -
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The Healthcare Value Network
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Define the va r company brings - what are your

strengths?
Figure out w e value that you bring.
Design a pro can interact with that

partner to cre
your partner.

\
Understand Inter-relationships between players.

Build the relationships (tru.each Organization.

Create relational scorecar ctive metrics —
think profit).

ue for both you and
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Your vision

Show some
to see a win.

Be sensitive
company.

Be prepared
ourselves” m

ur partners vision.
ragmatic victories - gets them

within the Large

etter
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Not the purch

ablers.

Movement Procurement Consolidation
(Bundling ories).

Voluntary

Requirem e making Supplier

Diversity o In which they

compete

Think key markets and dphics.
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Not the purchas
Created opportu anufacturers
Ability to ent ed carve outs
Emphasis on gies
Pure Sourcin
solution or as

Created opportu
interested member to work with you.

Non-core med/surg is completely.ental/Lab/Radiology. -
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ake an award and/or
eement with a HUB, In

addi I-source award. ”
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Created Sub
Evaluation
participati
Most new
performan

Evaluation
relationship performance

Opportunities
ids have minority business

on-going

for
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ake an award and/or
eement with a HUB, In

addi I-source award. ”
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The Reason
always

Operatio

Market O
cannot b

A Customer
Is there enough incremental value created to fund

both company’s participati
Not easy, but it can work!
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Long-term

Short-term &L Leaders.

Is it somethi If the company were
not a HUB?

|s there a lo

proposition?

Financial Resources.

Technology Resources. -
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business.

The ideas will come to you
Thorough Due Diligence.
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Is demandin ticipation on a Strategic level.

Methods of Iness on the tactical level are
limited to sa uct price.

Suppliers be all the risks and cost
associated

Leverage th to create value

they don’t know they need yet.
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Industry has
using pass-t
Customer h
participate |
Limited opti
procuremen

The Supplie for other
iIndustries do not address the unique issues

pertaining to healthcare fa-
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If one side increases their p the pie, it must
come from the other side...
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Share risks

Use customi
customer se

Adapt the b
Value Networks to meet th
each Healthcare Provider.

Copyright American

it each facility’s or
S

\dustries in

ﬂe circumstances of -

Medical Depot 2008



Partnership Offers a New Outlook for
each Partner




Successfu re customized to the unique

needs of e

Successfu
parties.

The succe
both parti

address the needs of both

tually beneficial to

\

Mutually beneficial alliances make iood business sense!
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Establish seline.
Initial Stan

Monthly R

N
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