
 
 
 
 

 
Agenda 

ANAE Annual Conference 2017  
July 10-11, 2017 

Marina del Rey, CA 
 

Distribution Session 

 
 
July 10   

1:00 p.m. 
Bayview Ballroom 

Welcome  John Pritchard 
President, ANAE; 
Publisher, The Journal of 
Healthcare Contracting, ACO 
Insights magazine 
 

1:15 p.m. Scripps Health and Working Most 
Effectively with Healthcare Suppliers 
 
Aim:  With so much change in healthcare 
today it is so important to know and 
understand the challenges and concerns of 
your customers. During this session Lisa will 
share Scripps most effective supply chain 
strategies and processes that result in a 
win/win relationship between healthcare 
suppliers and Scripps Health. 
 

Lisa Thakur  
Corporate Vice President 
Clinical and Support Services 
Scripps Health 
 
 

2:15 p.m. Networking Break 
 
During this networking time you will have the 
opportunity to meet and greet with many of our 
speakers and other attendees. 
 

All 

2:45 p.m. 
Bayview Ballroom 
 

Supply Chain Trends in Provider 
Organization’s Today 
 
This interactive, high impact panel discussion 
will highlight these highly relevant topics and 
more: 

 An overview of their respective supply 

chain operations and strategies on:  

  - Contracting 

  - Regional Aggregation 

  - Distribution 

 Successful supply chain initiatives 

 New trends they are experiencing in 

supply chain 

 How suppliers can most effectively 

work with their organizations to ensure 

John Pritchard (moderator) 
President, ANAE; 
Publisher, The Journal of 
Healthcare Contracting, ACO 
Insights magazine 
 
Jerry Dea  
Executive Director Supply Chain  
Cedars-Sinai Health System 
 
Justin Freed  
Vice President CA Region Supply 
Chain 
Providence St. Joseph Health 
System 
 
 



optimal outcomes for both the provider 

and supplier  

 Purchased Services spend 

 How suppliers get on provider GPO 

contracts 

 What value proposition resonates with 

their health system 

Kevin Thompson  
Chief Supply Chain Officer 
Sharp Healthcare System 
 

2:45 p.m. 
Pacific I,II 
(lobby level) 

Distribution Concurrent Session 
 
During this session both Ty and Scott will 
discuss best practices for working with their 
organizations from a national accounts point of 
view. If you call on the distribution channel you 
will want to participate in this breakout.  
 

Ty Ford 
Vice President Sales, Western Area 
Henry Schein  
 
Scott Watkins 
RVP, provider services, west region 
Owens and Minor 

4:30 p.m. 
 

Adjourn 

 
All 

5:00 p.m. – 6:30 p.m. 
Bayview Patio 
 

Networking Reception 
 
This will be an excellent opportunity to network 
with and engage with providers, suppliers and 
GPO executives attending the ANAE meeting. 

All 
 

July 11   

8:00 a.m. Networking Breakfast All 

8:45 a.m. 
Bayview Ballroom 

Riding the Mega Wave - Lessons from 
Health Care and a Prescription for Change 
 
Aim:  Dan Neufelder will review the mega 
changes in the federal deficit, healthcare 
spending, the growth of Medicare, and 
forecast the impact of these changes for the 
future of our nation and the healthcare 
industry.  Dan will then present a prescription 
for change to enhance the health of the nation, 
and for success for the people and 
organizations engaged with the healthcare 
industry.  Dan will conclude with 5 key 
strategies for suppliers to be a valued partner 
to healthcare organizations. 
 

Dan Neufelder  
Former CEO  
Ministry Health 
CEO 
Neufelder Consulting 
 

9:45 a.m. Transition Break All 

9:55 a.m. 
Bayview Ballroom 

Understanding Purchasing Coalitions and 
Current Trends 

During this panel discussion attendees will 
hear from a diverse group of provider 
executives regarding the challenges, issues, 
and trends they experience in today’s 
environment and how suppliers can best work 

Rebecca Morrill (moderator) 
Senior Director, Development 
Member Business Ventures 
Vizient Inc. 
 
Shaun Clinton 
Senior Vice President Supply Chain 
Texas Health Resources 
Catholic Contracting Group (CCG) 
 



with each of their unique organizations and 
purchasing coalitions.  

Each panelist will share:   
 

 The compelling value that their regional 
purchasing coalition and/or model 
brings to their hospitals/members 

 Their purchasing coalition’s unique 
DNA and why their model is successful 

 What role their GPO plays in their 
purchasing coalition/model? 

 How does the purchasing 
coalition/model most effectively work 
with the suppliers? 

 New purchasing coalitions trends 
forming in today’s environment 

 

J.R. Kyle 
Director of Sourcing Integration 
BJC HealthCare 
Mid-America Service Solution, LLC 
 
Kim Moon 
Director of Supply Chain 
Tucson Medical 
Vizient’s West Coast Purchasing 
Coalition 
 
 

12:00 p.m. Networking Lunch All 

1:00 p.m. 
Bayview Ballroom 

The Indispensable Foundation of Selling – 
Personal and Professional Development 
Aim: With the stakes being so high in the 
contracting arena, the art of argument and 
persuasion has never been so valuable. This 
course will arm attendees with the tools and 
framework to be more successful in selling 
ideas, strategies, and products, not only to 
their high-level GPO and IDN customers, but 
also to their internal stakeholders. 
Attendees will learn:  

o the Art of Argument from a classical 
perspective 

o to persuade even the most 
challenging customer, while 
educating them  

o to employ the most valuable sales 
tools that have ever stood the test 
of time; the three appeals: Ethos, 
Pathos, and Logos 

 

Diane Watts  
CEO 
Watts Professional Development 
 

2:45 p.m.  Adjourn 

 

Thank you to our sponsors! 
 

                                                                        


