
 
 

2019 PUBLIC ACCOUNTABILITY QUESTIONNAIRE 
 

This Questionnaire Covers Calendar Year 2018.  
Please return your response to sonja.nesbit@arentfox.com no later than  

June 3, 2019. 
 
 
 

  
 

OWNERSHIP AND ORGANIZATIONAL STRUCTURE 
 
1. Describe the ownership structure of your GPO and/or its parent or affiliated companies, 

including details regarding the following: 
- Person(s) or entities that control the majority of voting interests in your GPO; 

• Intermountain Health Services, Inc. 
- The types of equity holders of your GPO (e.g., publicly-held company, healthcare 

providers, individuals, for-profit and/or not-for-profit entities); 
• Healthcare provider  

- The corporate form of your GPO and/or its parent or affiliated companies – such as 
corporation, partnership, limited liability company, co-op;  

• Corporation 
- Whether the GPO is organized as a for-profit or not-for-profit organization; and  

• For-profit 
- Location of corporate headquarters. 

• 2 CityPlace Drive, Suite 400, St. Louis, MO 63141 

2. Describe the composition of your Board of Directors or other governing body and reflect any 
changes from the previous HGPII reporting year. Include the following in your response: 
- Number of individuals serving on your Board; 

• 4 
- Percentage of Board representing GPO customers; 

• 50% 
- Percentage of Board that are employees of the GPO; and 

• 25% 
- Percentage of Board members also serving as employees, officers, or directors of a 

participating vendor. 
• 0% 

3. Indicate whether any equity holder of your GPO and/or its parent or affiliated companies is a 
physician (or an immediate family member of a physician).  

• None 

 

mailto:sonja.nesbit@arentfox.com
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CONFLICT OF INTEREST 

4. Describe the GPO’s policies and procedures that address conflicts of interest for: 
- Employees in a position of influence with regard to contracting decisions; 

• Intalere’s board members, management, and employees will ensure a 
competitive environment by avoiding any activities or circumstances that could 
create any actual or perceived conflict of interest. Intalere policy prohibits 
Intalere owning an equity stake in any contracted supplier* and does not permit 
any contract administrative fees to be taken in advance. Board members, 
management, and employees are expressly forbidden from providing or 
accepting gifts, favors or entertainment, other than of nominal value, designed to 
influence the individual in the performance of their duties. In addition, Intalere 
senior management is prohibited from owning any individual equity interest in 
any of Intalere’s business partner companies and must divest themselves of stock 
holdings in companies with which Intalere contracts, within six months of any 
contract award. These policies, designed to prevent any actual or perceived 
conflicts of interest, are monitored and enforced by Intalere’s compliance officer, 
its chief financial officer/corporate treasurer and secretary, who reports directly 
to the board in these matters. 

*An affiliate of Intalere’s parent company currently manages a portion of Intalere’s investment 
portfolio. This investment manager may, in its discretion and from time to time, choose to make 
non-material investments in health care companies with which Intalere does or may contract. 
The manager makes all investment decisions without knowledge of Intalere’s business 
relationships, and Intalere does not participate or provide input to the manager on its investment 
decisions. 

 
- Clinical Advisory Members; and 

• Members of advisory committees are required to recuse themselves from 
decisions on suppliers in which they have investments. 

- Members of the GPO’s Board of Directors or other governing body. 
• A separate policy was developed for the Board of Directors and was adopted in 

December 2007. Board members are required to document any conflicts of 
interests on an annual basis. 

 
As part of your response, provide details about reporting requirements for conflicts and 
provide a copy of written policies. 

• Any reports of an ethics violation are investigated by the Chief Compliance Officer 
(CCO). The CCO may get others involved based on their expertise. All investigations 
documented until resolution and are maintained in the Compliance Log. All reports 
of an ethics violation and their resolution are reported to the Board on a quarterly 
and annual basis or sooner if deemed necessary. If the report of violation involved 
the CCO, the process is the same with the exception that the violation would be 
investigated by the SVP, Human Resources. 

• Please see attached document titled “Intalere Standards of Business Ethics and 
Conduct” 
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5. Describe actions the GPO takes to avoid conflict of interest issues for members of the Board 
of Directors (e.g. disclosure and/or prevention of equity investments in participating vendor 
relationships and acceptance of gifts/meals/travel/entertainment paid for by vendors). 

• Gifts or promotional items of nominal value (not to exceed $50 per instance or $100 
in any calendar year) may be accepted by members of the Intalere Board of Directors 
provided they are not an inducement for business. Disclosure is required on the 
annual Board of Director Conflict of Interest statements. 

6. Describe the GPO’s policies and procedures that address activities, including other lines of 
business of the GPO and/or its affiliates (including non-GPO services and strategic 
investments) that might constitute conflicts of interest to the independence of its 
purchasing activity. [1]  

• Intalere will not accept a corporate equity interest from any supplier nor will Intalere 
purchase such equity interest*.  

• Intalere accepts sponsorship fees and booth exhibit fees in connection with its 
annual membership and supplier meetings each year. The money collected covers 
the costs associated with the meetings and help defray the costs for the attending 
members. 

*An affiliate of Intalere’s parent company currently manages a portion of Intalere’s investment 
portfolio. This investment manager may, in its discretion and from time to time, choose to make 
nonmaterial investments in health care companies with which Intalere does or may contract.  The 
manager makes all investment decisions without knowledge of Intalere’s business relationships, and 
Intalere does not participate or provide input to the manager on its investment decisions. 

  
OTHER LINES OF BUSINESS 

7. Describe other lines of business or investments of the GPO and its affiliates. We are 
interested in hearing about new as well as nontraditional GPO services that your company 
and its affiliates are involved with. 

• Intalere owns five additional business units which are complementary to the Group 
Purchasing Business.  
- Intalere Choice is a private label unit that provides a portfolio of products at 

prices below the market for branded products.  
- DataBay Resources is a unit that has developed a series of technologies and 

products that are primarily utilized by hospitals, related health care businesses 
and insurance companies in a variety of settings including data collection, 
reporting and strategic planning.  

- Tempest Med is a healthcare solutions organization dedicated to the non-acute 
alternate site marketplace. Tempest Med provides pharmacy revenue cycle 
management, a portfolio of GPO contracts and services, and insurance contracts 
with prescription drug plans and pharmacy benefit managers.  

                                                 
1 Business concerns, organizations, or individuals are affiliates of each other if, directly or indirectly, (1) either one 
controls or has the power to control the other, or (2) a third party controls or has the power to control both. (See 48 
CFR, Section 9.403 (2007): Securities Act, Sec. 16, 15 USC 77p(f)). 
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- Intalere Insurance Services is a proprietary approach to benefit and risk cost 
containment strategies that provide long-term insurance solutions for healthcare 
providers with broader coverage and lower total costs. 

- CSI Specialty Group, a customized Pharmacy Consulting Service, is a full-spectrum 
suite of services built to meet the growing challenges of understanding how to 
position specialty pharmacy as an offering, while empowering healthcare 
providers to deliver a complete patient centric solution that drives accelerated 
growth and mitigates financial risk 

• Intalere owns 50% of National Purchasing Partners, a non-healthcare group 
purchasing organization. 
 

8. What policies or guidelines does the GPO have to address potential conflicts of interest with 
regard to other lines of business engaged in by the GPO and/or its parent or affiliated 
companies? 

• Intalere will not accept a corporate equity interest from any supplier nor will Intalere 
purchase such equity interest*. 

*An affiliate of Intalere’s parent company currently manages a portion of Intalere’s investment 
portfolio. This investment manager may, in its discretion and from time to time, choose to make non-
material investments in health care companies with which Intalere does or may contract. The 
manager makes all investment decisions without knowledge of Intalere’s business relationships, and 
Intalere does not participate or provide input to the manager on its investment decisions. 

  
MONIES FROM VENDORS  

9. Describe the GPO’s policy with respect to the receipt of sponsorship funds, grants for 
research or other educational programs, or any other source of non-administrative fee 
revenue from vendors. What policies does the GPO have to guard against any potential 
conflict of interest relating to such payments?  

• Intalere accepts sponsorship fees and booth exhibit fees in connection with its 
annual membership and supplier meetings each year. The money collected covers 
the costs associated with the meetings and helps defray the costs for the attending 
members.  

• Actual or potential sponsorship funds, grants for educational programs, or any other 
source of non-administrative fee revenue from vendors are not ever considered in 
the evaluation of negotiations with, or the selection of vendors for GPO contracts. 

• All funding is disclosed on an annual basis to members via the annual safe harbor 
reporting process.  
 

10. Does the GPO and/or its parent of affiliated companies accept vendor fees relating to 
conference sponsorship or exhibit booth space? What policies does the GPO have to guard 
against a potential conflict of interest relating to vendor participation in industry trade 
shows, and donations in general?  

• Intalere accepts sponsorship fees and booth exhibit fees in connection with its 
annual membership and supplier meetings each year. The money collected covers 
the costs associated with the meetings and help defray the costs for the attending 
members. 
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• Actual or potential vendor fees relating to conference sponsorship or exhibit booth 
space are not ever considered in the evaluation of negotiations with, or the selection 
of vendors for GPO contracts. 

• All funding is disclosed on an annual basis to members via the annual safe harbor 
reporting process.  
 

11. Describe any services or products the GPO or its affiliates provide to vendors on a fee-for-
service basis (e.g. data, claims processing, etc.). 

• Intalere, through its subsidiary, CSI, may provide consulting services to vendors as 
part of its normal business activities.  These services are unrelated to, and have no 
bearing on, GPO contract decisions. 

12. Does the GPO make annual disclosures of administrative fees received from vendors for 
contracting activities with respect to the member’s purchase of products and services (e.g. 
safe harbor reports)? If this document is publicly available, provide an electronic link to this 
information. 

• Yes, disclosure of fees to be collected under the terms of contracts with suppliers are 
contained in the Contract Data Sheets that are available in Intalere’s electronic 
catalog. In addition, Intalere provides reports to its members on an annual basis that 
detail administrative fees received on their purchases. 

13. Does the GPO disclose to members all payments other than administrative fees the GPO 
receives from any vendor in the course of the GPO’s group purchasing activities (e.g. booth 
space, educational grants, marketing fees, honoraria, etc.) whether from the purchasing 
activity of those members or not? Describe your disclosure practices. 

• Yes, all payments received by Intalere are disclosed to members as part of the 
Annual Safe Harbor Reporting process. 

14. Describe the GPO’s policy with respect to returning administrative fees to an ineligible 
vendor. 

• Intalere accepts fees for members who drop membership entirely for a period of 12 
months as often the transition to another GPO takes a period of time and the fees 
are still due under the contract terms. Intalere believes that any purchase pursuant 
to one of its contracts is a purchase by an eligible member and reports all member 
purchases as required by the safe harbor regulations on an annual basis. In instances 
when a vendor reports inaccurate amounts or identifies payments that were not 
made on an Intalere contract, the vendor is notified, and the fees are returned upon 
request. 

MEMBER FEES 

15. Does the GPO pay fees or offer equity to members upon the signing or re-signing of a 
participation agreement with the GPO or the joining or renewal of membership in the GPO 
program? 

• No, fees are paid on reported contract purchases only. 
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BID AND AWARD/CONTRACTING ISSUES 

16. Does the GPO have a publicly-available description of its bid and award process? If so, 
provide a link and written description of your bid and award process. If not, describe how it 
may be obtained.  

• Yes. The current documents are posted on the Intalere website www.intalere.com 
• See http://www.intalere.com/Portals/4/Documents/Intalere-Contracting-

Process.pdf?ver=2017-10-11-083749-607 

17. Describe the GPO’s requirements for how products or services are published so they are 
accessible to potential vendors. If a bidder is not awarded a contract, is that bidder able to 
review the decision criteria used to evaluate the bid? Include in your response a general 
description of the GPO’s criteria for vendor selection. 

• A calendar of product categories is posted on the website. Suppliers can indicate 
their interest in bidding on a particular product category directly on the website. See 
http://www.intalere.com/Suppliers/Bid-Calendar-and-RFP-Process.aspx. 

• Bidders are able to contact the Director of Contracting Solutions to discuss the 
results of the bid. 
 

18. Describe the GPO’s policy with regard to the use of single, sole, dual, and multi-source 
procurement and provide an example or two to support use of these contracting tools. 

• Intalere primarily awards agreements on a dual-source basis; however, this may be 
modified as appropriate for a product category when deemed necessary by Intalere. 
The Request for Proposal (RFP) will clearly identify the type of award that is being 
considered in the contract category development process. The following definitions 
identify the various types of product awards: 

- Sole Source – refers to those categories where there’s only one supplier that 
provides the product. 

- Single Source – refers to categories where, even though there are other 
suppliers that provide similar products, only one supplier is contracted with. 

- Dual Source – refers to categories where two suppliers are contracted with to 
provide similar products. 

- Multi Source – refers to categories where several suppliers are contracted 
with to provide similar products. 

- Exclusive Source – refers to categories where each party agrees to contract 
with only the other party for a defined period of time. 

• In all situations, Intalere reserves the right to make an award on a market needs basis 
by market (class of trade, geographical region, etc.). 

• Important Notes:  
1. Options Agreements. Intalere strives to support its existing contract suppliers 

to the extent possible. Intalere will work to support the suppliers under 
contract in the specific product category as much as possible when a member 
is evaluating a product category; however, specific member(s) may request 
that Intalere include suppliers not currently under contract for the particular 
product category.  

http://www.intalere.com/
http://www.intalere.com/Portals/4/Documents/Intalere-Contracting-Process.pdf?ver=2017-10-11-083749-607
http://www.intalere.com/Portals/4/Documents/Intalere-Contracting-Process.pdf?ver=2017-10-11-083749-607
http://www.intalere.com/Suppliers/Bid-Calendar-and-RFP-Process.aspx
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2) Supplier Diversity Contracting. Intalere reserves the right to address member 
needs relative to supplier diversity (minority, women and disabled American 
Veteran owned businesses) contracting. These agreements will not be 
considered in violation of an existing agreement(s) when negotiated with 
certified supplier diversity suppliers for specific members.  

3) Overlaps in Product Categories. Many supplier portfolios are large and 
contain products that are included in another contracted supplier’s portfolio. 
Many times, the overlap products are small or minimal in nature and do not 
affect the award or competitiveness of the award. Intalere reserves the right 
to include overlap products on an agreement without violating other existing 
agreements.  

4) New Technology. Driven by its members, Intalere has and will continue to use 
and enforce its New Technology clause and add suppliers as applicable. At its 
discretion, Intalere will consider adding agreements and/or products in new 
technology areas without going through the described bid/RFP process. In all 
cases, Intalere will consult with the appropriate member groups for review 
and evaluation. This evaluation may take a number of avenues, which 
includes, but is not limited to:  

a. Requesting that the supplier with the proposed niche technology 
product meet with the member group, as appropriate, for a review 
and demonstration of the product and the new technology claim,  

b. Providing literature and samples to the member group 
representatives for review at their individual facilities,  

c. Review the technology during a routine conference call or similar 
venues,  

d. In all situations, the final decision will be communicated to the 
interested supplier within 60 days of the meeting or call.  
 

19. Does the GPO permit bundling of unrelated products or services from the same vendor or 
from different vendors? If so, under what circumstances would the GPO consider bundling 
to be appropriate? 

• Intalere’s code generally prohibits aggregating unrelated products and services from 
the same supplier. Aggregation may occur on a limited basis and will only occur 
when:  

a) Intalere determines that its members’ interest in obtaining high-quality 
products and services at the lowest possible prices will be served using such 
practices;  

b) it does not interfere with RFP competition or unreasonably foreclose 
competition;  

c) it does not unreasonably limit member choice or flexibility;  
d) it does not prevent innovative technology from reaching members; 
e) it does not interfere with the participation of specialized suppliers [For 

example, Intalere reviews product categories (as defined by our client 
committees and leadership) as they are re-bid to ensure that GPO contracts 
do not aggregate equipment, products and services, or services in such a way 
as to exclude small suppliers from contract awards].  
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• In such cases, Intalere will make a determination if it can negotiate such terms to 
allow these goals to be achieved. 

• It is Intalere’s desire to treat each unique sourcing product line/category as its own 
project. Intalere may, however, based on clinical direction, consider products that 
are closely related or work together and treat the sourcing opportunity as a system 
project versus a single product line in an effort to provide the best overall value for 
its members. (For example, IV Therapy that is considered a system project would 
include IV sets, solutions and pumps together, instead of having a separate sourcing 
project for each category.) Intalere carefully assesses all proposed multi-product 
proposals and multi-product packages for a group of functionally-related products 
that may be offered when consistent with the overriding objective to provide 
members with the most innovative, cost-effective products possible.  

• Related products are generally grouped by procedure or process. Intalere’s group 
purchasing categories are not defined by what the largest suppliers offer in their 
“product line.” Generally, contracts are bid and awarded by category (not by 
supplier) even though this may result in Intalere entering into several separate 
contracts with large, diversified suppliers.  

• Pharmaceutical contracts are bid and awarded by broad therapeutic category (e.g., 
branded pharmaceuticals, generics and fractionated blood products).  

• With respect to physician preference products, Intalere does not permit any supplier 
to aggregate unrelated products on Intalere contracts.  

• Intalere allows a supplier to give additional rebates or discounts for purchases of 
unrelated products for that supplier if Intalere determined that such practices 
conform to relevant law and that they yield lower pricing for the members.  

• Intalere does offer optional programs and tiered pricing to its customers, wherein 
customers may improve their pricing on a particular product or service by purchasing 
an increased volume or by purchasing together certain other related products or 
services.  

• All products or services offered in the Intalere portfolio are separately offered and no 
customer is required to purchase one product or service in order to have access to 
another product or service.  

• All purchases of additional products or related products to increase pricing flexibility 
is solely at the customer’s discretion.  
 

20. Describe the process for contracting for clinical preference items. Describe the GPO’s policy 
guiding the appropriate length/term of contracts for clinical preference products. 

• Because of the importance of choice of clinical preference products in the delivery of 
quality patient care, Intalere maintains the following policies in sourcing for such 
products: 

− All Intalere contracts for clinical preference products will be limited to three 
(3) years or less.  

− Administrative fees for all Intalere contracts for clinical preference products 
will not exceed three (3) percent.  
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ADMINISTRATIVE FEES 

21. What is the GPO’s practice regarding the amount of administrative fees accepted? If there is 
a written policy, please provide an electronic link or copy of the GPO’s policy regarding these 
fees. 

• The overall average administrative fee is less than 3% and there is no minimum 
administrative fee requirement. 

• Administrative fees are negotiated on an individual contract basis. 
• Intalere does not impose a minimum fee on any supplier. 
• The majority of Intalere contracts and for clinical items, in particular, have a 3% 

administrative fee or less. 
• 95.3% of all contracts include fees of 3% or below and 4.7% of all contracts have fees 

above 3%. All fees are disclosed and reported per Federal Safe Harbor guidelines. 
 

22. Describe the conditions in which the GPO accepts administrative fees beyond 3 percent, 
requiring specific (not blanket) disclosure under the Federal Regulatory Safe Harbor 
provisions?  

• These agreements are typically services such as, consulting, relocation, and 
insurance. 
 

23. Describe the range of administrative fees accepted and examples of the types of contracts 
(without specifying specific proprietary information) that have administrative fees greater 
than 3 percent. 

• 3.1 - 5% - Consulting Services, Pest Management 
• 4% - Office furniture, Moving/Relocation Services. Also, Intalere contracts with 

another GPO which provide contracting services to Intalere for use by their 
members. Fees associated with contracts negotiated by this organization vary by 
manufacturer with overall return to Intalere of 4% of agreement sales.  

• 5% - Medical transcription, network services, supply chain consulting 
 

PRIVATE LABEL PROGRAMS 

24. Describe whether the GPO has a private label program and if so, describe the products the 
private label program covers.  

• Intalere provides additional value to members through Intalere Choice, a private 
label program. 

• All Intalere Choice agreements shall be at least dual-sourced with comparable 
branded products.  
Intalere will not issue any Intalere Choice preferred portfolio agreements for clinical 
preference medical device products. The products covered under this program are 
primarily commodity and pharmacy products. 

• Fees are paid by suppliers in the form of annual license fees, which are based upon 
the value of the Intalere Choice name, additional sales and marketing efforts by a 
dedicated Intalere Choice team and overall volume of the program. 



10 
 

• Intalere has policies/procedures in place that outline the process of determining 
appropriate product categories for private label consideration, evaluating proposals, 
and making award decisions. 
 

25. Describe the GPO’s practice regarding administrative fees derived from a private label 
program. 

• Intalere receives license fees from vendors participating in the Intalere Choice 
program. Intalere discloses all such licensing fees to its clients through contract data 
sheets and the Annual Safe Harbor reports. Intalere does not accept upfront fees, 
marketing fees, signing bonuses or equity arrangements. 

• Private label agreements are three party agreements between Intalere Choice, 
Intalere, and the supplier. An administrative fee of 3% or less is paid to Intalere. A 
license fee is paid to Intalere Choice, a subsidiary of Intalere, which is based upon the 
value of the Intalere Choice services provided pursuant to the contract.  
 

VENDOR GRIEVANCE PROCESS 

26. Describe the GPO’s policy and process with respect to responding to a vendor’s grievance 
regarding the bid/award process. 

• Any supplier who believes they have a grievance concerning their experience with 
the Intalere competitive contracting process may file a grievance in writing within 
thirty (30) days of the announcement of the award by sending an e-mail to the 
appropriate Director of Contracting stating the reasons for the grievance with copies 
to Steve Schoch, the Intalere Compliance Officer (steve.schoch@intalere.com) and 
Todd Larkin, Chief Operating Officer (todd.larkin@intalere.com). 

• Intalere will acknowledge receipt of grievance immediately and provide a detailed 
response within ninety (90) days. Included in the response will be the following 
information: 

- Major elements which were considered in the final selection - Rationale for 
final decision 

• In the event that this review indicates that the appropriate contracting processes 
were not followed by the Intalere contracting team, the Intalere Chief Operating and 
Compliance Officers will identify, in their sole discretion, a course of action, which 
may or may not include reevaluating the award decisions. 

 
27. Did any supplier, since submission of the last GPO’s Public Accountability Questionnaire, 

request an evaluation pursuant to the HGPII Independent Evaluation Process? If so, please 
provide information regarding the outcome of such evaluation. 

• No 

28. Does the GPO participate in HGPII’s Independent Evaluation Process? 
• Yes 

29. Is the HGPII Independent Evaluation Process displayed on the GPO’s public website? If so, 
please provide an electronic link to this information. 

• Yes, http://www.intalere.com/Suppliers/Supplier-Grievance-Process.aspx 

http://www.intalere.com/Suppliers/Supplier-Grievance-Process.aspx
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INNOVATION 

30. Describe the GPO’s policy and process to evaluate and provide opportunities to contract for 
innovative products and services.  

• Intalere is committed to providing our members access to appropriate innovative or 
new technology companies that are interested in partnering with healthcare group 
purchasing organizations. To ensure true member benefit, acceptance of innovative 
or new technology into our customer-focused portfolio is determined by member 
input and thorough evaluation process. 

− Process for Innovative or New Technology Contracting - 
http://www.intalere.com/Portals/4/Documents/Intalere-Emerging-
Technology-Program-Information.pdf?ver=2019-03-11-114656-
250&timestamp=1552319233609 

- Innovative or New Technology Questionnaire - 
http://www.intalere.com/Portals/4/Innovative-New-Technology-
Questionnaire.pdf 

• Definitions  
- Niche: Unique/different product (compared to existing products on contract) 

in the marketplace as determined by Intalere. 
- New/Emerging Technology: A company/product that has claimed “new” 

technology. This can be verified by Intalere’s review or input from the Intalere 
Member Input Board (MIB). 

- “Me-too” Product: A product that is considered very similar (without 
technologically differentiating features) to existing contracted products. 
Intalere retains the right to make this decision relative to products in question 
(see process below). 

• Evaluation of a niche or new/emerging technology submission  
- Intalere, at its discretion, will determine if a product is truly a niche or 

new/emerging technology product. In the event that there is a question 
relative to the product and its applicability to this process, Intalere will have it 
evaluated by utilizing existing processes for member input. 

- Any company/product that is considered a “me-too” product will be provided 
an opportunity to participate in the next regularly scheduled bid cycle for the 
product category. Consult the Intalere Contracting Process on the Intalere 
public website for directions. 

- All company/product recommendations provided by the Intalere MIB will be 
considered in the final discussions. The affected supplier will be notified 
within 30 days. 

- Intalere reserves the right in its sole discretion to decide whether a product is 
a niche or new technology product. 

• Criteria  
• In order to be considered an Intalere eligible supplier, the following criteria must be 

met:  
- Must complete the Intalere Group Purchasing Agreement. 
- Must have appropriate distribution – direct or through distributors. 

http://www.intalere.com/Portals/4/Documents/Intalere-Emerging-Technology-Program-Information.pdf?ver=2019-03-11-114656-250&timestamp=1552319233609
http://www.intalere.com/Portals/4/Documents/Intalere-Emerging-Technology-Program-Information.pdf?ver=2019-03-11-114656-250&timestamp=1552319233609
http://www.intalere.com/Portals/4/Documents/Intalere-Emerging-Technology-Program-Information.pdf?ver=2019-03-11-114656-250&timestamp=1552319233609
http://www.intalere.com/Portals/4/Innovative-New-Technology-Questionnaire.pdf
http://www.intalere.com/Portals/4/Innovative-New-Technology-Questionnaire.pdf
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- Must provide complete electronic reporting for all member sales on a 
quarterly basis  

- An electronic spreadsheet is appropriate. 
- The service area may be regional or national. 
- Must have a dedicated customer service department capable of responding 

to the Intalere membership in a timely manner. 
- All products must carry the appropriate Federal approval(s). 
- Products must be made available to all appropriate markets. 
- Must recognize and honor all of the Intalere membership. 
- Intalere must be kept competitive throughout the entire contract period. 
- Must have adequate production capabilities for the anticipated market(s) and 

regions (or national) to be served. 
- Must agree, as appropriate, to an Intalere site visit. 
- These criteria may be adjusted as appropriate. 

 
31. Does the GPO have the right to enter into a GPO contract for innovative technology at any 

time during its bid and award cycle? Describe the process the GPO has for fostering the 
development of GPO contracts for innovative products. 

• Yes 
• Intalere has a dedicated page on the public website for Innovative/New Technology. 

Currently contracted and potential suppliers can visit this page to review Intalere’s 
commitment to including innovative technology in the contracting process. Suppliers 
are directed to complete and submit the Innovative or New Technology 
Questionnaire. The completed questionnaire will be reviewed by the appropriate 
contracting staff to determine if proposed innovative technology is indeed new or if 
like products currently reside in the Intalere portfolio. If considered new, the supplier 
will be invited to showcase their product at Intalere’s annual Emerging Technology 
Tradeshow, held in conjunction with the Elevate Member Conference. At this event, 
Intalere staff and key members visit the supplier tables to view demonstrations 
and/or learn about the technology. Attendees complete a scorecard, providing 
feedback on each supplier’s product/service. The feedback is reviewed, and scores 
are culminated and brought before the RRC for review and determination of 
potential next steps. If determined the product is innovative and/or has attributes 
that make it new technology, the appropriate contracting staff will be advised to 
proceed with supplier discussion regarding a potential contract. If determined by the 
RRC that the product did not score well or have enough member interest, the 
supplier will be referred to the Bid Calendar to participate in the next RFP 
opportunity for that product category. 
 

32. Are GPO members allowed to evaluate products and/or communicate with vendors, 
regardless of whether a vendor has a contract with the GPO? 

• Yes 
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33. Are GPO members allowed to purchase non-contracted products or services directly from 
non-participating vendors?  

• Yes, Intalere’s flexibility allows for members to write custom agreements and private 
agreements. 

VENDOR DIVERSITY PROGRAMS  

34. Describe the GPO’s program or activities that encourage contracting with Diverse Vendors 
(small, women-owned, veteran owned, minority-owned). Explain how you promote or 
market those programs to the GPO’s membership and to Diverse Vendors.  

• Intalere actively seeks out diversity suppliers, including veteran, minority, and 
woman-owned business, and encourages member suggestions for potential diversity 
suppliers. Intalere members are free to decide to purchase outside of the Intalere 
contract portfolio based upon their own assessment of the importance of engaging 
diversity suppliers without conflict or pressure from Intalere. 

• Intalere provides its membership access to an index of all contracted diverse 
suppliers. This information is also stated on each applicable contract data sheet 
which is used to overview each contract. 

• Intalere is also one of the founding members of the Healthcare Supplier Diversity 
Alliance (HSDA) which is an informal network of healthcare organizations who are 
working together to grow market share for diverse companies in healthcare. HSDA 
builds and facilitates programs that raise awareness of supplier diversity in 
healthcare, provides diversity business enterprises with information and instruction 
on navigating the healthcare supply chain that will enhance the development of their 
organizations, and builds network relationships to provide opportunities to 
strengthen market share. 
 

35. Has the GPO increased contracting with Diverse Vendors over the prior year(s)? If so, 
quantify these increases within each Diverse Vendor category (SBE, WBE, VBE, and/or MBE).  

• Overall contracting with diverse vendors has remained steady in comparison to the 
prior year.  Increase in spend has been experienced in some specific diverse 
contracts, but a large contract experienced a decline in sales which impacted total 
portfolio sales growth. 

36. Does the GPO have a Vendor Diversity Committee or other program or group for developing 
diversity goals and expanding opportunities? If so, describe. What are its mission, goals, and 
objectives? Does it work directly with the GPO’s sourcing team in developing its goals and 
expanding opportunities? What are the Committee’s significant achievements over the 
GPO’s last fiscal year? If it is a Committee, who are its members and how frequently does it 
meet? 

• Intalere does not currently have a Supplier Diversity Committee. We do have a 
Supplier Diversity Program Manager who works with customers as requested, 
contracting staff and suppliers in order to explore opportunities related to Supplier 
Diversity. The goals of the program are to make sure diversely owned suppliers are 
treated fairly and equitably in RFP opportunities; to market contracted diverse 
suppliers to Intalere members and support related member needs; and to provide 
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certain benefits that exist only for contracted diverse suppliers. Intalere firmly 
believes that minority-owned, veteran-owned, and women-owned businesses are 
the cornerstones of economic development. The Intalere Supplier Diversity Program 
works to solidify that foundation and create increased opportunities for these 
businesses. 

• Intalere fosters business relationships with minority-owned, veteran-owned, and 
women-owned businesses where it supports and reflects the needs of the 
membership. In addition, those contracted Intalere suppliers that do business with 
minority-owned, veteran-owned, and women-owned suppliers will be viewed as 
providing additional value to Intalere members. 

• To be considered for a first-tier position, a minority-owned, veteran-owned, and 
women-owned business must provide market competitive pricing and/or service and 
support and provide a purchase advantage for Intalere members. Intalere also 
cultivates minority-owned, veteran-owned, and women-owned businesses by linking 
them with Intalere supplier partners interested in this type of business development. 
Minority-owned, veteran-owned, and women-owned businesses not interested in a 
direct contracting relationship might provide a finished product or service that is 
incorporated into the offering of another Intalere supplier partner, thus benefiting 
from the national presence of their new partner. 

• Intalere is also one of the founding members of the Healthcare Supplier Diversity 
Alliance (HSDA) which is an informal network of healthcare organizations who are 
working together to grow market share for diverse companies in healthcare. HSDA 
builds and facilitates programs that raise awareness of supplier diversity in 
healthcare, provides diverse business enterprises with information and instruction 
on navigating the healthcare supply chain that will enhance the development of their 
organizations, and builds network relationships to provide opportunities to 
strengthen market share. 
 

37. Does the program described in the previous question provide education to member health 
systems regarding diversity program best practices and/or how to establish a Vendor 
Diversity Program within their system? Does it solicit member feedback to ensure it is 
meeting member expectations?  

• Intalere’s Supplier Diversity Program Manager provides information and guidance to 
members as requested in order to support members with their supplier diversity 
program efforts. The Program Manager asks each member directly when working 
with them what needs they have and if Intalere can assist them in any further way to 
meet those needs.  

• Intalere has partnered with RLC Consulting, which is a minority owned consulting 
firm made up of healthcare industry experts that work with member organizations to 
start and grow their own supplier diversity programs.  They also help organizations 
connect with their local communities and make a positive economic impact. 
 

38. Describe any other actions concerning Vendor Diversity you think are important that are not 
covered by the preceding questions.  

• Intalere’s outreach efforts include sponsoring scholarships for the Tuck Business 
School at Dartmouth's program targeting Supplier Diversity professionals. This 
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program includes a healthcare supply chain education piece and teaches minority 
business owners and professionals how to navigate within the healthcare industry.  

• We also invite diverse suppliers in various meetings as appropriate such as our 
annual niche/new technology fair at our annual conference. This gives diverse 
suppliers we do not contract with the opportunity to showcase their 
products/services to contracting staff and key customers. Attendees provide their 
input regarding whether or not they believe the supplier is offering value and direct 
feedback is given to the suppliers. 

• Our Supplier Diversity Program Manager is on the board of HSDA and Intalere was a 
founding member of this organization. Intalere is a member of this organization and 
sponsors their annual symposium. 

ENVIRONMENTALLY-PREFERRED PRODUCTS AND SERVICES  
 
39. Have members of your GPO expressed a preference for environmentally-preferred products 

and services? 
• A few have expressed interest. 

40. Describe your GPO’s approach in identifying and satisfying the desires of your various 
members for environmentally-preferred products and services. Provide examples of 
environmentally-preferred products and services within your current portfolio. 

• Our Sourcing process incorporates environmentally preferred product questions into 
our Supplier Response Document. These questions were developed by a committee 
including all the major GPOs so that we could be consistent in the industry. Some 
examples of Intalere contracts that contain environmentally preferred products – 
Cleaning chemicals, Reprocessing, Furniture contracts, and Energy contracts. 

41. What challenges, if any, have you experienced in identifying or contracting for working a 
variety of environmentally-preferred products and services to your members? How have you 
responded to such challenges? 

• We have challenges with obtaining the data and finding a way to use the data we do 
have in a meaningful way to our Members. We have found the best way to help our 
Members reach their sustainability goals is to help Members on an individual basis - 
for example our Facilities Management Specialist might help a facility with the 
Energy needs or with chemicals of concern in furniture purchases. We are also 
investigating Suppliers who can help us with data management in this area.  

42. Has your GPO designated someone to: 
- Identify your GPO’s environmentally-preferred objectives; 

• The Strategic Programs team 
- Explore environmentally-preferred products and services; and/or 

• The Sourcing team on a category basis 
- Develop initiatives to help educate your members about the value of using 

environmentally-preferred products and services? 
• Our Facilities Management Specialist’s team has held education sessions on 

Energy Management Best Practices. 
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CODE OF CONDUCT 

43. Provide a copy of and an electronic link to your GPO’s written code of business ethics and 
conduct. Describe any changes made to it from the previous HGPII reporting year.  

• Copy included at the end of this questionnaire. 
http://www.intalere.com/Portals/4/Documents/Standards-of-Business-Ethics-and-
Conduct.pdf?ver=2016-09-01-142351-937.  

• No changes have been made to the document since last year.  
 

44. Describe whether and in what manner the GPO distributes its written code of business 
ethics and conduct to all applicable employees, agents, contractors, clinical advisory 
committees, and others involved in group purchasing activity. How often is the code of 
conduct provided to employees? Do employees receive annual refresher training on the 
GPO’s ethics and the code of conduct? Describe the content of the training and the method 
of delivery. 

• The Intalere Conflict of Interest and Standards of Business Ethics and Conduct 
policies are provided to all newly hired employees and annually thereafter. In 
addition, they are included in the Intalere Employee Handbook and on the online 
internal website for all employees. 

• It is distributed annually to all of the board of directors. 
• It is not distributed to members of clinical advisory committees but discussed prior to 

any advisory committee meeting and is available on our website. 
• It is not distributed to all agents and contractors that participate in GPO activity, but 

is available on our website. 
• It is not distributed to vendors and others with whom we do business but is available 

on our website. 
• Every other year we provide refresher training to our sales generalists and clinical 

sales specialist personnel. The program provides specific instruction and review on 
code of conduct, business ethics, contracting policies and industry best practices. In 
addition, at least annually all employees are notified of the importance of 
compliance and ethics and reminded how to have concerns addressed. The 
importance of compliance and ethics and how to report any issues is discussed in the 
orientation program for all new employees. The programs are conducted in person. 
Information on how to report any issues is frequently provided and emphasized. 
 

45. Describe the mechanism (e.g., a corporate review board, ombudsman, corporate 
compliance or ethics officer) for employees to report possible violations of the written code 
of business ethics and conduct to someone other than one’s direct supervisor, if necessary. 

• Employees have several options, in addition to their immediate supervisor, for 
reporting possible violations to the Standards of Business Ethics and Conduct policy. 
They may discuss their concerns with the next level of management, with a Human 
Resources representative, or with Intalere’s Compliance Officer. 

• Intalere has also contracted with “The Network” to provide hotline services to our 
employees and business partners who wish to anonymously report violations. The 
hotline service is discussed annually, in person at employee meetings at the various 
Intalere locations. An article is featured at least annually in the Intalere employee 

http://www.intalere.com/Portals/4/Documents/Standards-of-Business-Ethics-and-Conduct.pdf?ver=2016-09-01-142351-937
http://www.intalere.com/Portals/4/Documents/Standards-of-Business-Ethics-and-Conduct.pdf?ver=2016-09-01-142351-937
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newsletter. Employees have been provided with brochures on how to contact “The 
Network” and posters and brochures are posted on site. We also have information 
on our web site regarding the hotline and how business partners may report 
suspected violations. 
 

REPORTING POTENTIAL ETHICAL VIOLATIONS 

46. What process is used to protect the confidentiality of the reporting employee’s identity and 
what safeguards are in place to mitigate the opportunities for retaliation? 

• Employees have several options available to them if they suspect a violation to the 
Standards of Business Ethics and Conduct has occurred. 

o The employee may contact the Compliance Officer for Intalere in writing, by 
telephone, or in person to discuss the concern. 

o The employee may contact another member of senior management if they 
are uncomfortable discussing their issue with the Compliance Officer. 

o The employee may call the toll-free Compliance Hotline if they wish to remain 
anonymous when reporting their concern. The compliance hotline has been 
established for employees and business partners to anonymously report 
violations to the Standards of Business Ethics and Conduct. The hotline is 
answered live 24 hours a day, 365 days a year and is staffed by professionals 
trained to interview individuals reporting compliance violations. The 
employee does not need to give their name or telephone number and the 
caller will not be identified or recorded. The employee will need to call a 
second time using the identification number the hotline interviewer will 
provide in case additional information is needed to conduct a thorough 
investigation. A copy of the report will be forwarded to the Compliance 
Officer. 

• There will be no retaliation taken by the company against an employee for reporting 
a violation. However, there will be disciplinary action taken up to and including 
dismissal for willfully making false accusations.  

• Prevention: Of course, the best way to avoid violations is through prevention. If the 
employee is unsure whether a decision or course of action will result in a conflict of 
interest, they may complete a “Request for Determination of Possible Violation of 
Standards of Business Ethics and Conduct” form and submit it to the Compliance 
Officer. They will receive a written reply within three (3) business days. They may 
also call the Compliance Hotline if they prefer. 
 

47. Describe how the GPO follows up on reports of suspected violations of the code of business 
ethics and conduct to determine if a violation has occurred and if so, who was responsible. 
Describe corrective and other actions taken in such circumstances. 
• If the hotline receives a complaint, the Compliance Office is notified. The Compliance 

Officer is responsible to investigate, document, determine what has occurred and 
who may be responsible, and to resolve whether by corrective action or other action, 
each notification of a suspected violation. In doing so, the Compliance Officer uses 
reasonable judgment to question the appropriate parties on the facts. Once enough 
information has been acquired in order to make an informed decision, the action is 
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taken to provide proper resolution and closure for the reported incident or question. 
The Compliance Officer will report all complaints submitted by the hotline, the 
results of the related investigations and the subsequent actions taken to the Board of 
Directors. The process is documented and retained in the Compliance Log. 

48. Describe the processes the GPO follows up on, to monitor on a continuing basis, adherence 
to the written code of business ethics and conduct, and compliance with applicable federal 
laws. 

• Corporate activities are monitored by the Company Compliance Officer. As needed, 
external legal counsel is consulted. 

• In addition, and as appropriate, the Compliance Officer will consult with other 
individuals such as the CEO, CCO, COO, and SVP, HR. 

• Quarterly detailed reports and an annual summary are provided to the Board of 
Directors. 
 

49. Are periodic reports on the GPO’s ethics and compliance program made to the GPO’s Board 
of Directors or to a committee of the Board? If so, please state how often and in general, 
what information is reported? Are periodic reports on the company’s participation in HGPII 
made to the GPOs Board of Directors or to a committee of the Board? If so, please state how 
often and in general, what information is reported. 

• Reports are made to the Board on a quarterly basis and a summary is provided 
annually. The reports provide details of the issues and resolutions to items, as well as 
other items and actions related to ethics and compliance. Items that are sensitive in 
nature or require immediate actions are brought to the Board as they occur. 

• An update is given after the Best Practices Forum as well as submissions of the 
(Public Accountability Questionnaire) PAQ each year and at other meetings if there is 
activity to report. 
 

50. How many of your GPO employees attended the most recent Best Practices Forum? Include 
the name of the most senior executive who attended. 

• Two people attended 
• Stephen P. Schoch, Chief Financial Officer, was the most senior executive to attend. 

 
51. List the name, title and contact information of the senior manager assigned responsibility to 

oversee the business ethics and conduct program. Provide the name, title and contact 
information for the individual(s) responsible for responding to this report. 

• Stephen P. Schoch is the senior manager assigned to oversee the program and the 
individual responsible for responding to this report. 

• Stephen P. Schoch, Chief Financial Officer & Chief Compliance Officer  
Email: steve.schoch@Intalere.com 
Phone: 314-542-1922 
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	1. Describe the ownership structure of your GPO and/or its parent or affiliated companies, including details regarding the following:
	2. Describe the composition of your Board of Directors or other governing body and reflect any changes from the previous HGPII reporting year. Include the following in your response:
	3. Indicate whether any equity holder of your GPO and/or its parent or affiliated companies is a physician (or an immediate family member of a physician).
	 None
	CONFLICT OF INTEREST
	4. Describe the GPO’s policies and procedures that address conflicts of interest for:
	5. Describe actions the GPO takes to avoid conflict of interest issues for members of the Board of Directors (e.g. disclosure and/or prevention of equity investments in participating vendor relationships and acceptance of gifts/meals/travel/entertainm...
	 Gifts or promotional items of nominal value (not to exceed $50 per instance or $100 in any calendar year) may be accepted by members of the Intalere Board of Directors provided they are not an inducement for business. Disclosure is required on the a...
	6. Describe the GPO’s policies and procedures that address activities, including other lines of business of the GPO and/or its affiliates (including non-GPO services and strategic investments) that might constitute conflicts of interest to the indepen...
	 Intalere will not accept a corporate equity interest from any supplier nor will Intalere purchase such equity interest*.
	 Intalere accepts sponsorship fees and booth exhibit fees in connection with its annual membership and supplier meetings each year. The money collected covers the costs associated with the meetings and help defray the costs for the attending members.
	OTHER LINES OF BUSINESS
	7. Describe other lines of business or investments of the GPO and its affiliates. We are interested in hearing about new as well as nontraditional GPO services that your company and its affiliates are involved with.
	 Intalere owns five additional business units which are complementary to the Group Purchasing Business.
	- Intalere Choice is a private label unit that provides a portfolio of products at prices below the market for branded products.
	- DataBay Resources is a unit that has developed a series of technologies and products that are primarily utilized by hospitals, related health care businesses and insurance companies in a variety of settings including data collection, reporting and s...
	- Tempest Med is a healthcare solutions organization dedicated to the non-acute alternate site marketplace. Tempest Med provides pharmacy revenue cycle management, a portfolio of GPO contracts and services, and insurance contracts with prescription dr...
	- Intalere Insurance Services is a proprietary approach to benefit and risk cost containment strategies that provide long-term insurance solutions for healthcare providers with broader coverage and lower total costs.
	- CSI Specialty Group, a customized Pharmacy Consulting Service, is a full-spectrum suite of services built to meet the growing challenges of understanding how to position specialty pharmacy as an offering, while empowering healthcare providers to del...
	 Intalere owns 50% of National Purchasing Partners, a non-healthcare group purchasing organization.
	8. What policies or guidelines does the GPO have to address potential conflicts of interest with regard to other lines of business engaged in by the GPO and/or its parent or affiliated companies?
	 Intalere will not accept a corporate equity interest from any supplier nor will Intalere purchase such equity interest*.
	MONIES FROM VENDORS
	9. Describe the GPO’s policy with respect to the receipt of sponsorship funds, grants for research or other educational programs, or any other source of non-administrative fee revenue from vendors. What policies does the GPO have to guard against any ...
	 Intalere accepts sponsorship fees and booth exhibit fees in connection with its annual membership and supplier meetings each year. The money collected covers the costs associated with the meetings and helps defray the costs for the attending members.
	 Actual or potential sponsorship funds, grants for educational programs, or any other source of non-administrative fee revenue from vendors are not ever considered in the evaluation of negotiations with, or the selection of vendors for GPO contracts.
	 All funding is disclosed on an annual basis to members via the annual safe harbor reporting process.
	10. Does the GPO and/or its parent of affiliated companies accept vendor fees relating to conference sponsorship or exhibit booth space? What policies does the GPO have to guard against a potential conflict of interest relating to vendor participation...
	 Intalere accepts sponsorship fees and booth exhibit fees in connection with its annual membership and supplier meetings each year. The money collected covers the costs associated with the meetings and help defray the costs for the attending members.
	 Actual or potential vendor fees relating to conference sponsorship or exhibit booth space are not ever considered in the evaluation of negotiations with, or the selection of vendors for GPO contracts.
	 All funding is disclosed on an annual basis to members via the annual safe harbor reporting process.
	11. Describe any services or products the GPO or its affiliates provide to vendors on a fee-for-service basis (e.g. data, claims processing, etc.).
	 Intalere, through its subsidiary, CSI, may provide consulting services to vendors as part of its normal business activities.  These services are unrelated to, and have no bearing on, GPO contract decisions.
	12. Does the GPO make annual disclosures of administrative fees received from vendors for contracting activities with respect to the member’s purchase of products and services (e.g. safe harbor reports)? If this document is publicly available, provide...
	 Yes, disclosure of fees to be collected under the terms of contracts with suppliers are contained in the Contract Data Sheets that are available in Intalere’s electronic catalog. In addition, Intalere provides reports to its members on an annual bas...
	13. Does the GPO disclose to members all payments other than administrative fees the GPO receives from any vendor in the course of the GPO’s group purchasing activities (e.g. booth space, educational grants, marketing fees, honoraria, etc.) whether fr...
	 Yes, all payments received by Intalere are disclosed to members as part of the Annual Safe Harbor Reporting process.
	14. Describe the GPO’s policy with respect to returning administrative fees to an ineligible vendor.
	 Intalere accepts fees for members who drop membership entirely for a period of 12 months as often the transition to another GPO takes a period of time and the fees are still due under the contract terms. Intalere believes that any purchase pursuant ...
	MEMBER FEES
	15. Does the GPO pay fees or offer equity to members upon the signing or re-signing of a participation agreement with the GPO or the joining or renewal of membership in the GPO program?
	 No, fees are paid on reported contract purchases only.
	BID AND AWARD/CONTRACTING ISSUES
	16. Does the GPO have a publicly-available description of its bid and award process? If so, provide a link and written description of your bid and award process. If not, describe how it may be obtained.
	 Yes. The current documents are posted on the Intalere website www.intalere.com
	 See http://www.intalere.com/Portals/4/Documents/Intalere-Contracting-Process.pdf?ver=2017-10-11-083749-607
	17. Describe the GPO’s requirements for how products or services are published so they are accessible to potential vendors. If a bidder is not awarded a contract, is that bidder able to review the decision criteria used to evaluate the bid? Include in...
	 A calendar of product categories is posted on the website. Suppliers can indicate their interest in bidding on a particular product category directly on the website. See http://www.intalere.com/Suppliers/Bid-Calendar-and-RFP-Process.aspx.
	 Bidders are able to contact the Director of Contracting Solutions to discuss the results of the bid.
	18. Describe the GPO’s policy with regard to the use of single, sole, dual, and multi-source procurement and provide an example or two to support use of these contracting tools.
	1. Options Agreements. Intalere strives to support its existing contract suppliers to the extent possible. Intalere will work to support the suppliers under contract in the specific product category as much as possible when a member is evaluating a pr...
	2) Supplier Diversity Contracting. Intalere reserves the right to address member needs relative to supplier diversity (minority, women and disabled American Veteran owned businesses) contracting. These agreements will not be considered in violation of...
	3) Overlaps in Product Categories. Many supplier portfolios are large and contain products that are included in another contracted supplier’s portfolio. Many times, the overlap products are small or minimal in nature and do not affect the award or com...
	4) New Technology. Driven by its members, Intalere has and will continue to use and enforce its New Technology clause and add suppliers as applicable. At its discretion, Intalere will consider adding agreements and/or products in new technology areas ...
	a. Requesting that the supplier with the proposed niche technology product meet with the member group, as appropriate, for a review and demonstration of the product and the new technology claim,
	b. Providing literature and samples to the member group representatives for review at their individual facilities,
	c. Review the technology during a routine conference call or similar venues,
	d. In all situations, the final decision will be communicated to the interested supplier within 60 days of the meeting or call.
	19. Does the GPO permit bundling of unrelated products or services from the same vendor or from different vendors? If so, under what circumstances would the GPO consider bundling to be appropriate?
	 Intalere’s code generally prohibits aggregating unrelated products and services from the same supplier. Aggregation may occur on a limited basis and will only occur when:
	a) Intalere determines that its members’ interest in obtaining high-quality products and services at the lowest possible prices will be served using such practices;
	b) it does not interfere with RFP competition or unreasonably foreclose competition;
	c) it does not unreasonably limit member choice or flexibility;
	d) it does not prevent innovative technology from reaching members;
	e) it does not interfere with the participation of specialized suppliers [For example, Intalere reviews product categories (as defined by our client committees and leadership) as they are re-bid to ensure that GPO contracts do not aggregate equipment,...
	 In such cases, Intalere will make a determination if it can negotiate such terms to allow these goals to be achieved.
	 It is Intalere’s desire to treat each unique sourcing product line/category as its own project. Intalere may, however, based on clinical direction, consider products that are closely related or work together and treat the sourcing opportunity as a s...
	20. Describe the process for contracting for clinical preference items. Describe the GPO’s policy guiding the appropriate length/term of contracts for clinical preference products.
	 Because of the importance of choice of clinical preference products in the delivery of quality patient care, Intalere maintains the following policies in sourcing for such products:
	 All Intalere contracts for clinical preference products will be limited to three (3) years or less.
	 Administrative fees for all Intalere contracts for clinical preference products will not exceed three (3) percent.
	ADMINISTRATIVE FEES
	21. What is the GPO’s practice regarding the amount of administrative fees accepted? If there is a written policy, please provide an electronic link or copy of the GPO’s policy regarding these fees.
	22. Describe the conditions in which the GPO accepts administrative fees beyond 3 percent, requiring specific (not blanket) disclosure under the Federal Regulatory Safe Harbor provisions?
	23. Describe the range of administrative fees accepted and examples of the types of contracts (without specifying specific proprietary information) that have administrative fees greater than 3 percent.
	PRIVATE LABEL PROGRAMS
	24. Describe whether the GPO has a private label program and if so, describe the products the private label program covers.
	 Intalere provides additional value to members through Intalere Choice, a private label program.
	 All Intalere Choice agreements shall be at least dual-sourced with comparable branded products.
	Intalere will not issue any Intalere Choice preferred portfolio agreements for clinical preference medical device products. The products covered under this program are primarily commodity and pharmacy products.
	 Fees are paid by suppliers in the form of annual license fees, which are based upon the value of the Intalere Choice name, additional sales and marketing efforts by a dedicated Intalere Choice team and overall volume of the program.
	 Intalere has policies/procedures in place that outline the process of determining appropriate product categories for private label consideration, evaluating proposals, and making award decisions.
	25. Describe the GPO’s practice regarding administrative fees derived from a private label program.
	 Intalere receives license fees from vendors participating in the Intalere Choice program. Intalere discloses all such licensing fees to its clients through contract data sheets and the Annual Safe Harbor reports. Intalere does not accept upfront fee...
	 Private label agreements are three party agreements between Intalere Choice, Intalere, and the supplier. An administrative fee of 3% or less is paid to Intalere. A license fee is paid to Intalere Choice, a subsidiary of Intalere, which is based upon...
	VENDOR GRIEVANCE PROCESS
	26. Describe the GPO’s policy and process with respect to responding to a vendor’s grievance regarding the bid/award process.
	 Any supplier who believes they have a grievance concerning their experience with the Intalere competitive contracting process may file a grievance in writing within thirty (30) days of the announcement of the award by sending an e-mail to the approp...
	 Intalere will acknowledge receipt of grievance immediately and provide a detailed response within ninety (90) days. Included in the response will be the following information:
	- Major elements which were considered in the final selection - Rationale for final decision
	 In the event that this review indicates that the appropriate contracting processes were not followed by the Intalere contracting team, the Intalere Chief Operating and Compliance Officers will identify, in their sole discretion, a course of action, ...
	27. Did any supplier, since submission of the last GPO’s Public Accountability Questionnaire, request an evaluation pursuant to the HGPII Independent Evaluation Process? If so, please provide information regarding the outcome of such evaluation.
	 No
	28. Does the GPO participate in HGPII’s Independent Evaluation Process?
	 Yes
	29. Is the HGPII Independent Evaluation Process displayed on the GPO’s public website? If so, please provide an electronic link to this information.
	 Yes, http://www.intalere.com/Suppliers/Supplier-Grievance-Process.aspx
	INNOVATION
	30. Describe the GPO’s policy and process to evaluate and provide opportunities to contract for innovative products and services.
	 Intalere is committed to providing our members access to appropriate innovative or new technology companies that are interested in partnering with healthcare group purchasing organizations. To ensure true member benefit, acceptance of innovative or ...
	 Process for Innovative or New Technology Contracting - http://www.intalere.com/Portals/4/Documents/Intalere-Emerging-Technology-Program-Information.pdf?ver=2019-03-11-114656-250&timestamp=1552319233609
	- Innovative or New Technology Questionnaire - http://www.intalere.com/Portals/4/Innovative-New-Technology-Questionnaire.pdf
	 Definitions
	- Niche: Unique/different product (compared to existing products on contract) in the marketplace as determined by Intalere.
	- New/Emerging Technology: A company/product that has claimed “new” technology. This can be verified by Intalere’s review or input from the Intalere Member Input Board (MIB).
	- “Me-too” Product: A product that is considered very similar (without technologically differentiating features) to existing contracted products. Intalere retains the right to make this decision relative to products in question (see process below).
	 Evaluation of a niche or new/emerging technology submission
	- Intalere, at its discretion, will determine if a product is truly a niche or new/emerging technology product. In the event that there is a question relative to the product and its applicability to this process, Intalere will have it evaluated by uti...
	- Any company/product that is considered a “me-too” product will be provided an opportunity to participate in the next regularly scheduled bid cycle for the product category. Consult the Intalere Contracting Process on the Intalere public website for ...
	- All company/product recommendations provided by the Intalere MIB will be considered in the final discussions. The affected supplier will be notified within 30 days.
	- Intalere reserves the right in its sole discretion to decide whether a product is a niche or new technology product.
	 Criteria
	 In order to be considered an Intalere eligible supplier, the following criteria must be met:
	- Must complete the Intalere Group Purchasing Agreement.
	- Must have appropriate distribution – direct or through distributors.
	- Must provide complete electronic reporting for all member sales on a quarterly basis
	- An electronic spreadsheet is appropriate.
	- The service area may be regional or national.
	- Must have a dedicated customer service department capable of responding to the Intalere membership in a timely manner.
	- All products must carry the appropriate Federal approval(s).
	- Products must be made available to all appropriate markets.
	- Must recognize and honor all of the Intalere membership.
	- Intalere must be kept competitive throughout the entire contract period.
	- Must have adequate production capabilities for the anticipated market(s) and regions (or national) to be served.
	- Must agree, as appropriate, to an Intalere site visit.
	- These criteria may be adjusted as appropriate.
	31. Does the GPO have the right to enter into a GPO contract for innovative technology at any time during its bid and award cycle? Describe the process the GPO has for fostering the development of GPO contracts for innovative products.
	 Yes
	 Intalere has a dedicated page on the public website for Innovative/New Technology. Currently contracted and potential suppliers can visit this page to review Intalere’s commitment to including innovative technology in the contracting process. Suppli...
	32. Are GPO members allowed to evaluate products and/or communicate with vendors, regardless of whether a vendor has a contract with the GPO?
	 Yes
	33. Are GPO members allowed to purchase non-contracted products or services directly from non-participating vendors?
	 Yes, Intalere’s flexibility allows for members to write custom agreements and private agreements.
	VENDOR DIVERSITY PROGRAMS
	34. Describe the GPO’s program or activities that encourage contracting with Diverse Vendors (small, women-owned, veteran owned, minority-owned). Explain how you promote or market those programs to the GPO’s membership and to Diverse Vendors.
	 Intalere actively seeks out diversity suppliers, including veteran, minority, and woman-owned business, and encourages member suggestions for potential diversity suppliers. Intalere members are free to decide to purchase outside of the Intalere cont...
	 Intalere provides its membership access to an index of all contracted diverse suppliers. This information is also stated on each applicable contract data sheet which is used to overview each contract.
	 Intalere is also one of the founding members of the Healthcare Supplier Diversity Alliance (HSDA) which is an informal network of healthcare organizations who are working together to grow market share for diverse companies in healthcare. HSDA builds...
	35. Has the GPO increased contracting with Diverse Vendors over the prior year(s)? If so, quantify these increases within each Diverse Vendor category (SBE, WBE, VBE, and/or MBE).
	 Overall contracting with diverse vendors has remained steady in comparison to the prior year.  Increase in spend has been experienced in some specific diverse contracts, but a large contract experienced a decline in sales which impacted total portfo...
	36. Does the GPO have a Vendor Diversity Committee or other program or group for developing diversity goals and expanding opportunities? If so, describe. What are its mission, goals, and objectives? Does it work directly with the GPO’s sourcing team i...
	37. Does the program described in the previous question provide education to member health systems regarding diversity program best practices and/or how to establish a Vendor Diversity Program within their system? Does it solicit member feedback to en...
	38. Describe any other actions concerning Vendor Diversity you think are important that are not covered by the preceding questions.
	39. Have members of your GPO expressed a preference for environmentally-preferred products and services?
	 A few have expressed interest.
	40. Describe your GPO’s approach in identifying and satisfying the desires of your various members for environmentally-preferred products and services. Provide examples of environmentally-preferred products and services within your current portfolio.
	 Our Sourcing process incorporates environmentally preferred product questions into our Supplier Response Document. These questions were developed by a committee including all the major GPOs so that we could be consistent in the industry. Some exampl...
	41. What challenges, if any, have you experienced in identifying or contracting for working a variety of environmentally-preferred products and services to your members? How have you responded to such challenges?
	 We have challenges with obtaining the data and finding a way to use the data we do have in a meaningful way to our Members. We have found the best way to help our Members reach their sustainability goals is to help Members on an individual basis - f...
	42. Has your GPO designated someone to:
	- Identify your GPO’s environmentally-preferred objectives;
	- Explore environmentally-preferred products and services; and/or
	- Develop initiatives to help educate your members about the value of using environmentally-preferred products and services?
	CODE OF CONDUCT
	43. Provide a copy of and an electronic link to your GPO’s written code of business ethics and conduct. Describe any changes made to it from the previous HGPII reporting year.
	 Copy included at the end of this questionnaire. http://www.intalere.com/Portals/4/Documents/Standards-of-Business-Ethics-and-Conduct.pdf?ver=2016-09-01-142351-937.
	 No changes have been made to the document since last year.
	44. Describe whether and in what manner the GPO distributes its written code of business ethics and conduct to all applicable employees, agents, contractors, clinical advisory committees, and others involved in group purchasing activity. How often is ...
	 The Intalere Conflict of Interest and Standards of Business Ethics and Conduct policies are provided to all newly hired employees and annually thereafter. In addition, they are included in the Intalere Employee Handbook and on the online internal we...
	 It is distributed annually to all of the board of directors.
	 It is not distributed to members of clinical advisory committees but discussed prior to any advisory committee meeting and is available on our website.
	 It is not distributed to all agents and contractors that participate in GPO activity, but is available on our website.
	 It is not distributed to vendors and others with whom we do business but is available on our website.
	 Every other year we provide refresher training to our sales generalists and clinical sales specialist personnel. The program provides specific instruction and review on code of conduct, business ethics, contracting policies and industry best practic...
	45. Describe the mechanism (e.g., a corporate review board, ombudsman, corporate compliance or ethics officer) for employees to report possible violations of the written code of business ethics and conduct to someone other than one’s direct supervisor...
	 Employees have several options, in addition to their immediate supervisor, for reporting possible violations to the Standards of Business Ethics and Conduct policy. They may discuss their concerns with the next level of management, with a Human Reso...
	 Intalere has also contracted with “The Network” to provide hotline services to our employees and business partners who wish to anonymously report violations. The hotline service is discussed annually, in person at employee meetings at the various In...
	REPORTING POTENTIAL ETHICAL VIOLATIONS
	46. What process is used to protect the confidentiality of the reporting employee’s identity and what safeguards are in place to mitigate the opportunities for retaliation?
	 Employees have several options available to them if they suspect a violation to the Standards of Business Ethics and Conduct has occurred.
	o The employee may contact the Compliance Officer for Intalere in writing, by telephone, or in person to discuss the concern.
	o The employee may contact another member of senior management if they are uncomfortable discussing their issue with the Compliance Officer.
	o The employee may call the toll-free Compliance Hotline if they wish to remain anonymous when reporting their concern. The compliance hotline has been established for employees and business partners to anonymously report violations to the Standards o...
	 There will be no retaliation taken by the company against an employee for reporting a violation. However, there will be disciplinary action taken up to and including dismissal for willfully making false accusations.
	 Prevention: Of course, the best way to avoid violations is through prevention. If the employee is unsure whether a decision or course of action will result in a conflict of interest, they may complete a “Request for Determination of Possible Violati...
	47. Describe how the GPO follows up on reports of suspected violations of the code of business ethics and conduct to determine if a violation has occurred and if so, who was responsible. Describe corrective and other actions taken in such circumstances.
	 If the hotline receives a complaint, the Compliance Office is notified. The Compliance Officer is responsible to investigate, document, determine what has occurred and who may be responsible, and to resolve whether by corrective action or other acti...
	48. Describe the processes the GPO follows up on, to monitor on a continuing basis, adherence to the written code of business ethics and conduct, and compliance with applicable federal laws.
	 Corporate activities are monitored by the Company Compliance Officer. As needed, external legal counsel is consulted.
	 In addition, and as appropriate, the Compliance Officer will consult with other individuals such as the CEO, CCO, COO, and SVP, HR.
	 Quarterly detailed reports and an annual summary are provided to the Board of Directors.
	49. Are periodic reports on the GPO’s ethics and compliance program made to the GPO’s Board of Directors or to a committee of the Board? If so, please state how often and in general, what information is reported? Are periodic reports on the company’s ...
	 Reports are made to the Board on a quarterly basis and a summary is provided annually. The reports provide details of the issues and resolutions to items, as well as other items and actions related to ethics and compliance. Items that are sensitive ...
	 An update is given after the Best Practices Forum as well as submissions of the (Public Accountability Questionnaire) PAQ each year and at other meetings if there is activity to report.
	50. How many of your GPO employees attended the most recent Best Practices Forum? Include the name of the most senior executive who attended.
	 Two people attended
	 Stephen P. Schoch, Chief Financial Officer, was the most senior executive to attend.
	51. List the name, title and contact information of the senior manager assigned responsibility to oversee the business ethics and conduct program. Provide the name, title and contact information for the individual(s) responsible for responding to this...
	 Stephen P. Schoch is the senior manager assigned to oversee the program and the individual responsible for responding to this report.
	 Stephen P. Schoch, Chief Financial Officer & Chief Compliance Officer
	Email: steve.schoch@Intalere.com
	Phone: 314-542-1922

