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[—] artford ‘ = With 30,000 colleagues and operating revenue of $4.3
billion, Hartford HealthCare serves 185 towns and cities

I_I 1 hc at 360 locations. Its care-delivery system includes

ea t are seven hospitals, the state's largest behavioral health
network, a large multispecialty physician group, a
clinical care organization, a regional home care system,

an array of senior care services, and a large physical
therapy and rehabilitation network.




THE SITUATION

Growing pains. Every healthcare system has them at some point, and after four years of rapid
growth, Hartford HealthCare saw locum usage as a particular source of pain. The organization
had successfully centralized physician recruitment, but locums were still contracted at the
facility level—and everyone was doing it differently.

From the practice manager at a behavioral health clinic to the floor manager in a critical care unit, managers did
whatever it took to ensure patients got the care they needed when full-time doctors went on leave. They might
enlist a locum agency to help them find candidates, wait for CVs, conduct interviews, and eventually, sign the
agency's contract and agree to whatever fees and rates the agency deemed standard. It was a time-intensive
process involving a significant amount of guesswork and stress.

Each practice, department, and clinic was sourcing locums without guidance—using different vendors, paying
widely different rates, even submitting invoices with different AP codes. As a result, the Hartford main office had
no idea how many locums they were using, which departments were using them, or even how much money they
were spending. It was a problem impacting all areas of the organization, and Hartford HealthCare had grown to a
point where the issue could no longer be ignored.
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We had no way of capturing information about
locum spend or usage. We hoped to improve

our numbers in these areas, but the first step

would be implementing a consistent process. , ,

Patricia Lowicki, CPRP
\ Director of Provider Recruitment and Integration at Hartford HealthCare )

Solving the locum problem would be a big job, but Lowicki knew it was time to tackle it. However, it wasn't until
she met Jeff Niles and Karen Little from Healthcare Workforce Logistics (HWL) that a solution seemed
within reach.

Lack of consistent process for sourcing, onboarding, and
paying locums
Unknown number of locum vendors with varying contracts

and rates
Managers spending hours of time sourcing locums
No visibility into locum usage and spend
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IMPLEMENTATION

Used advanced data analytics
to determine which current
vendors were best to continue
relationships.

Developed, distributed and
executed standard agreements
with all vendors qualified to
provide services.

Created requirements for initial
candidate screenings to be
conducted by agencies.

HWL customized the VMS
for process and reporting
requirements.

Trained each contracted agency

on how to use the VMS to identify

needs and submit qualified
candidates.

Dedicated HWL Account Manger

coordinates all aspects of
ongoing, day-to-day program
oversight and support for nurse
manager and talent acquisition.
The team also works to expand
and refine the vendor panel

as needed.

THE SOLUTION

Lowicki learned how other healthcare systems were
successfully using HWL's Locums MSP.

While Hartford HealthCare was considerably larger than the
other customers, the solution was scalable. She did her due
diligence and researched other solutions, but Lowicki and
her team kept coming back to HWL. Their results with other
healthcare systems were impressive, as was the level of
knowledge and commitment she saw from Jeff and Karen.

Hartford HealthCare partnered with HWL to implement the
Locum Tenens Managed Services Program (Locums MSP)
with a customized Vendor Management Solution (VMS).

The process began with a market rate analysis and vendor
evaluations. After determining which agencies were best
suited to work with Hartford, HWL developed and executed a
standard agreement with each vendor.

The next step in the implementation process was configuring
the VMS technology and training vendors on how to view
openings and submit candidates. Training for Hartford
personnel was minimal—all they would need to do with
Locums MSP is make a call to the HWL account manager and
provide details about the vacancy.

(" VENDOR EVALUATIONS IDENTIFY )
POTENTIAL SAVINGS

© Vendor fees ranged from $25,000-$50,000
© Hourly rates for one specialty ranged from $250-$340

‘ ‘ As we examined vendor contracts, the
potential for significant savings
became obvious. ’ ,

\ Karen Little, HWL, Account Manager )

“The implementation was expertly executed,” says Lowicki. ‘|
cannot say enough about our account manager, Karen Little.
She was generous with both her time and her talent and made
the process completely painless.”

Create a consistent process
for contracting locums to save

management time and gain visibility
into spend and usage.
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THE RESULTS

One process, one set of rates, one
contract—All locums sourced through
approved vendors contracted through
Locums MSP.

Hours of management time saved—HWL developed enterprise terms with
Hartford to help their organization and the participating agency partners
streamline the overall process.

Instant visibility into locum usage and spend —With all locums sourced
through Locums MSP, it is easy to see the numbers on how many locums are
working, which departments are using them, and how much each
department and facility is spending.

The solution launched in October 2019, and Hartford HealthCare is already seeing the benefits,
Those feeling the biggest impact initially are the managers, who no longer waste hours of time
dealing with locum vendors. Instead, they simply place a call to HWL.

-

‘ ‘ It was easy to get buy-in from the managers

because we're taking something off of their
plate. Instead of finding a locum themselves,

they just submit the request to our dedicated

HWL account manager. N
\ Mary Ann Tanguay, FASPR, Physician Recruiter )

With a clear process for managers to follow and all locums coming from specific vendors with a universal
contract, Hartford HealthCare executives now have a clear picture of which departments are using locums and
how much they are spending.

‘ We have a process now—and insight into what's -
happening. This is exactly what we were striving for. , , Patricta Lowield, CPRP

Time will tell the full story of cost savings and increased efficiency at Hartford HealthCare, but with the help
of HWL, the organization has certainly achieved its initial goal of implementing a consistent process for locum
staffing. And if the initial benefits of the HWL solution are any indication, the long-term rewards are sure to follow.
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