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Product Evaluation:members
can trust rigorous,inclusive
process that saves them 
timeand money
Negotiations are done, the contract is signed; 
the products are delivered and everyone is
happy. On the surface, it’s a simple, straightfor-
ward sequence – but it’s actually a very complex
process. The Clinical Services division of HealthPRO
negotiates agreements for thousands of products
used in the operating room, critical care, medical
and surgical units, complex continuing care and
ambulatory care areas. The Clinical Specialties

team focuses on getting best value in ‘niche
market’ areas such as cardiology, neonatal, 
paediatrics and the catheterization lab.  

“There’s an incredible amount of ‘up front’ work
that has to happen to ensure that our members
end up with exactly the right product for their 
particular needs,” observes Cynthia Shanahan,
Vice-President, Materials Management at

Continued next page…

“Through our commitment process, participation rates for our Clinical Service contracts are very high, We see 
this as a clear indication of our members’ confidence in our prequalification process and our buying power.”
Cynthia Shanahan, VP Materials Management



HealthPRO. “And we’ve established a highly
inclusive, rigorous evaluation process to make
sure that happens for our Clinical Services and
Clinical Specialties Services .”

Tapping into members’
expertise
Knowledge and experience is key to the process.
Helen Gibson, RN, Clinical Advisor at HealthPRO,
has years of experience working in hospitals 
and knows what is important to the end user.
Still, she acknowledges that no one individual
can be an expert in everything. That’s why

HealthPRO has established a Clinical Advisory
Committee (CAC), as well as multiple specialty 
sub-committees, made up of nurses from 
member organizations across Canada. These
front-line care providers bring a wealth of 
additional technical expertise and practical
knowledge across many areas of specialty 
and sub-specialty, helping to set standards 
and evaluate a vast array of products.

The first step – product 
prequalification
To ensure equal opportunity among suppliers,
HealthPRO begins the process by posting a
formal Request for Information (RFI) on electronic
bid sites. The information and samples submit-
ted by the RFI respondents are then reviewed 
by the CAC. The group’s focus is on shortlisting
products that clearly meet clinical criteria, 

including the most current safety and infection
control standards, best practice guidelines and
ease of use. “At this stage, cost is not consid-
ered,” says Gibson. “Our first concern is
whether the product can do the job.”

On-site trials
Anything that is technically invasive or complex 
is ‘trialed’ in a clinical setting, with input from 
other sub-specialists. Gibson provides the 
most current information on product standards,
usage guidelines and best practices, and 
coordinates all the details of the trial, making
sure that the evaluation is thorough and 
objective. “It’s important that it goes as 
smoothly as possible for the facility that has 
volunteered to participate,” she says. “Hospitals
have limited resources and shouldn’t be 
burdened with extra work.”

SIGNATURE CONTRACTS
Quite often, individual hospitals with limited on-site
purchasing resources or expertise ask HealthPRO 
to do an RFI and/or RFP on their behalf. These 
‘Signature contracts’ are usually for specialty 
products (eg. angiographic catheters, dialysis 
supplies, radioactive pharmaceuticals). “We have
the marketplace presence to negotiate better
value than single facilities could achieve them-
selves,” says Elaine Uchida, Director, Clinical
Services. “We do the legwork and guide them
through the process, essentially acting as an
extension of their contracts team.” A successful
Signature contract may subsequently be offered 
to other members – achieving even better 
savings for everyone.
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“Being part of the CAC puts me in touch with a very diverse group 
of health professionals, exposes me to a broad spectrum of 
products and practice, and helps me to stay current. And the
cross-country networking opportunity is huge.”
Suzanne McCarthy, Clinical Product Coordinator, Capital Health, Halifax, Nova Scotia

Continued from page 1…

“No one individual can be an 
expert in everything. That's why
HealthPRO has established a
Clinical Advisory Committee...
made up of nurses from member
organizations across Canada.”



Time for confident 
commitment
HealthPRO members are provided with the CAC’s
detailed assessment of the brands that were
deemed acceptable. "We stick band aids on our-
selves to see how they adhere...stick needles in
oranges to see how they handle; we have even
poured water on the floor to find out  if the boot
covers stick! We advise them of how well each
product met the established criteria and how well 
it performed during trials,” explains Gibson. “We
want them to feel completely confident that they
can safely commit to a HealthPRO contract for 
any of these products.”

With all this meticulous work done, it is then time
to ask members to commit to participating in 
the successful contract. “Through our commi-
ment process, participation rates for our Clinical
Service contracts are very high,” observes
Shanahan. “We see this as a clear indication of
our members’ confidence in our prequalification
process and our buying power.”

The final step
With member commitments in place, Elaine
Uchida, Director, Clinical Services, steps in to
issue a Request for Proposal to prequalified 
suppliers and to evaluate pricing, education 

support and other ‘added values’. She presents 
the proposal details to the Materials Management 
Advisory Committee, made up of member 
representatives from across Canada, and they
make the final decision about which supplier 
will be awarded the contract. 

Finding the right products for our members to 
do both routine and extraordinary work is a
lengthy, involved process. We believe that’s the
way it should be – after all, there’s a lot at stake. 

STANDARDIZATION – 
SUBSTANTIAL SAVINGS

It’s not at all unusual for a hospital to have 
several similar versions of the same product –
say a surgical sponge – each from a different
supplier and each with a separate SKU number.
Considering the thousands of products that 
a single hospital or group of hospitals uses, it’s 
easy to see that this replication can have a
major impact on inventory control and, more
importantly, on cost. By participating in
HealthPRO contracts, members are standardiz-
ing – and increasing efficiencies – for their
organizations. 
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Introducing our ‘refreshed’ logo
To signify a promising new decade of business and commitment to our members, we have ‘refreshed’
our logo and added a tagline. 

Our logo is simpler but bolder, putting more emphasis on what members have told us is most important
when they do business with HealthPRO – Choice. Support. Results.

We hope you like it!

“At this stage, cost is not considered… Our first concern is 
whether the product can do the job.”
Helen Gibson, RN, Clinical Advisor



Elaine Uchida brings
more than twenty 
years of materials 
management 
and procurement 
experience to 
her new role as

Director, Clinical Services at HealthPRO. Her
work with other group procurement organiza-
tions and her years of experience as a senior
buyer and purchasing manager for acute care

facilities in Ontario, combine to give her a well-
informed perspective on client needs.

“I know and love the health care environment,”
says Elaine. “I know how important it is to get
the best products at the best price. I understand
the importance of product standardization and 
I am very familiar with the priorities of purchas-
ing, administrative and clinical staff. "I am
already enjoying putting my skills and knowledge 
to work at HealthPRO.”

    A future to embrace�A decade to celebrate

Introducingnewmembers 
of theHealthPRO team: 

5770 Hurontario St., Suite 902, Mississauga, ON  L5R 3G5   Tel: 905-568-3478   Fax: 905-568-5283

Elaine Uchida 
Director, Clinical Services

Kendra Frey 
Director, Clinical Specialties

Kendra Frey, part 
of the Nutrition 
& Food Services
team since 2002,
was recently
named Director of
Clinical Specialties.

Kendra has a Bachelor of Commerce, Manage-
ment Economics in Industry & Finance and 
has work experience with the City of Brampton

and Molson’s Breweries. Her major role is 
to develop highly attractive contracts in new,
niche market product areas. 

“I enjoy helping members to achieve significant
savings in product and service areas they 
hadn’t previously considered,” says Kendra. 
“I really enjoy the challenge of understanding 
a member’s needs, and the satisfaction that
comes from providing the right, ‘Signature 
contract’ solution for that organization.”

NEWS OF NOTE

Did your facility commit to these contracts?

Clinical Services just renewed 20 contracts valued
at more than $53 million, saving participating
members 9.8% – or over $5.1 million! 

Coming soon – Regional Meetings 

Meet with HealthPRO staff, see a demo on
HealthPROconnect (our new contract manage-
ment software solution) and hear presentations
from suppliers on recently awarded contracts!

November 22ND Whitby
November 28TH Burlington
November 29TH Ottawa

More details coming soon.

Commitment survey convenience – 
through HealthPROconnect

Clinical Services will launch its first commitment
survey via HealthPROconnect. Just click on the
icon and complete your survey on the internet.
Quick, easy, accurate!

David Thompson Health Region selects
HealthPRO for Pharmacy contracts

The David Thompson Health Region (DTHR)
recently announced HealthPRO as their GPO of
choice for pharmacy services contract needs.  
As the third largest health region in Alberta, 
the DTHR serves 300,000 residents across
66,000 sq. kilometres of territory and employs
over 8,000 staff. 

“We handle the purchasing needs of a large, 
complex organization spread over a vast 
geographic area,” notes John Vogelzang,
President and CEO of DTHR. “And we have a
responsibility to be efficient and cost effective 
in every aspect of our operations. We chose
HealthPRO because it has a reputation for 
achieving significant savings, for paying close
attention to service and product quality, and 
for contributing to the efficiency of the whole 
procurement process.”


