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500 GPO executives in sales, 
marketing, logistics and 
contracting for national and 
regional GPOs and distributors.

2,400 Hospital supply   
chain executives.

3,200 supplier/manufacturer 
community members, including 
president/CEO, VP sales, VP 
corporate sales and marketing, 
and corporate and national 
account executives.

The Journal of Healthcare Contracting is the only publication that is 
solely devoted to supply chain. It focuses on the interactions of the four 
primary stakeholders in healthcare contracting: health systems and their 
facilities, manufacturers and suppliers, distributors and group purchasing 
organizations. The participants in the contracting arena will grow to rely 
on The Journal of Healthcare Contracting for industry understanding, 
insight into the minds of thought leaders and collaboration opportunities 
amongst contracting constituents.

“�I read The Journal of Healthcare Contracting because the 
articles are short and condensed, saving time but still 
giving me all the relative insight. The print vs online issue is 
preferred since most of the content I keep up with is online.  
It is nice not having to stare at monitor to get information. 
Reading what peers are doing is insightful and on most 
occasions the insight confirms what I believe is critical now 
and what longer term strategies may need developed.” 

– Mark Welch, Senior Vice President, Novant Health

Media Guide 2024

Our Readers
10,000+ readers involved in 
healthcare contracting, including:

Dasha Tretiu 
Director, Strategic Sourcing 
Novant Health 

Future 
Leaders 
They have energy, 
dedication and  
courage to help move 
the U.S. healthcare 
supply chain forward.
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2,500 IDN executives involved in healthcare 
contracting for health systems at 1,100+ health systems. 
These include president/CEO, CFO/Controller, VP/
Purchasing Director and Pharmacy/Formulary Director. 

OPPORTUNITIES



Digital magazines
Every other month, The Journal of Healthcare Contracting distributes  
a digital supplement targeted to thousands of supply chain readers.

ANAE
ANAE is a membership-driven organization focused on professional 
development for corporate and national accounts executives calling 
on group purchasing organizations (GPOs), regional purchasing 
organizations (RPCs), accountable care organizations (ACOs), 
integrated delivery networks (IDNs), individual hospitals, national and 
regional distribution companies, and managed care organizations.

The Journal of Healthcare Contracting Dail-eNews 
The Dail-eNews is real-time news for those involved in the business of 
healthcare. As the industry’s first and only e-mail news service, it’s e-mailed 
on a daily basis to over 16,000 decision-makers in GPOs, IDNs and the 
manufacturing and distribution segments of the healthcare industry.

IDN Insights 
Learn best practices, strategies and stay informed on the latest trends from  
key supply chain leaders.

LinkedIn 
Join more than 15,000 industry stakeholders on LinkedIn Groups,  
including Group Purchasing Organizations and Regional Purchasing Coalitions.

OUR FOOTPRINT
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Supply Chain’s  
Fight Against Cancer 
New alignment and new projects highlight New York cancer center’s  

commitment to end cancer for life.

The Journal of  
Healthcare Contracting’s 

footprint includes  
digital publications,  
social media outlets, 
webinars and events.

Scan for more 
information

Scan for more 
information

Scan for more 
information



Issue Print / Digital Ad Due Date Issue Highlight
January Digital 12/28/23

February Print 1/19/24 Contracting Professional of the Year

March Digital 2/23/24

April Print 3/18/24 Future Leaders of Supply Chain

May Digital 4/26/24

June Print 5/17/24 Top 5 Non Acute Supply Chain Leaders

July Digital 6/26/24

August Print 7/19/24 Ten People to Watch in Healthcare Contracting

September Digital 8/26/24

October Print 9/19/24 Innovation

November Digital 10/28/24

December Print 11/18/24 Women Leaders, System-to-System Services

JHC spotlights thought leaders in the industry throughout the year, including: 

People to Watch in Healthcare Contracting Contracting Professional of the Year

Supply Chain 
as a Strategic 
Differentiator 

Henry Ford Health’s supply chain team  
is the organization’s “horsepower  

under the hood,” says this year’s JHC  
Contracting Professional of the Year.
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Additional topics to be covered in  2024: ASCs, Self-Distribution, Regional Purchasing Coalitions (RPCs),  
Emerging Models, Purchased Services, Talent Development, Career Laddering, Cybersecurity,  

Alternate Sourcing, Alternate Site/Non-Acute Supply Chain, Physician Preference Items,  
Pandemic Preparedness, GPO Executive Profiles, Supply Chain Resiliency

EDITORIAL

Bill Moir, senior vice president 
of supply chain management, 
Henry Ford Health

Supply Chain  
as a Strategic  
Differentiator 
Henry Ford Health’s supply chain team is the organization’s 

“horsepower under the hood,” says this year’s  

JHC Contracting Professional of the Year.

Henry Ford Health believes that everyone benefits when all businesses are 

afforded an opportunity to compete in the healthcare marketplace. To that end, it 
reinvested in its supplier diversity program, partnering closely with its strategic sourcing 
to ensure that diverse suppliers are identified, included, evaluated and awarded appropri-
ately as part of  the formal bid process. 

“We’re one of  the health systems that signed a pledge as a member of  the Health-
care Anchor Network (HAN), and its multifaceted goals from supply chain to sustain-
ability to hiring,” said Bill Moir, senior vice president of  supply chain management for 
Henry Ford Health, and this year’s JHC Contracting Professional of  the Year. “We have 
some lofty goals around supplier diversity which we aim to achieve through our multi-
disciplinary Supplier Diversity Champions Committee.” 

“This isn’t just a supply chain issue at Henry Ford, it’s an everyone issue,” he said. 
Moir has served as senior vice president of  supply chain management for Henry 

Ford Health since January 2021. His responsibilities involve overseeing all supply 
chain functions, including strategic sourcing, supplier diversity, purchasing, accounts 
payable, linen, supply chain systems and analytics, supply chain operations, and distri-
bution and logistics. 
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Ten People to Watch in 
Healthcare Contracting
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TEN PEOPLE TO WATCH  
IN HEALTHCARE CONTRACTING

Sara Henderson is the Vice President of Supply Chain for the Avera Health System based out of Sioux Falls, South 

Dakota. She oversees the functions and departments used to manage supply chain services. Supply Chain at Avera consists of  the 
management of  flow of  products and services to include: strategic sourcing, value analysis and contracting for all medical and non-
medical supplies, non-clinical services, information technology hardware and applications; optimizing cost management strategies in 
non-labor spend; vendor management; procurement and data management; logistics, fleet and courier through its 72,000 square mile 
footprint; a central distribution center; print and overall supply management for the delivery of  care. 

SARA HENDERSON, MBA
VICE PRESIDENT, SUPPLY CHAIN, AVERA HEALTH

Any recent stories of wins/
successful supply chain  
projects you can share? 
It’s interesting as supply chain is often 
behind the scenes helping. During the last 
few years, we’ve been presented many op-
portunities to work on meaningful projects 
to help support the improvement of  our 
supply chain. The most recent projects 
that I would like to elevate are related to 
the growth in talent and interconnectivity 
of  our supply chain organization due to 
the circumstances that have come our way. 
Through all the challenges that we face on 
a daily basis, our team has tackled them 
head-on with an eye to improve processes 
for the future proofing.  These chal-
lenges have taught us that the power of  an 
interconnected team is the greatest asset 
an organization can have. Each has unique 
skill sets, but all have to work together to 
make it a successful team.  

Operationally, we have realigned our 
employees across the network in a way 
that allows them a common leadership 
structure to share their best practices and 
standardize many hospital and procedural 
supply operations. When you are an orga-
nization spread out geographically, main-
taining common standards throughout all 
sites can be difficult. By aligning reporting 
relationships and creating standards, we 
are seeing employees share their talents 
to educate others throughout the system. 
They are finding efficiencies within their 
groups and then deploying those standard 
practices to all employees. Employees 
have developed a support network and 
have even shared staff  for coverage from 
facility to facility when there may be a 
need for back-up in a tight situation.  

Strategic Sourcing has been revamped 
to include a more mature governance 
structure, policies to align and visibility and 

oversight into all non-labor spend. The 
components of  the structure include a 
competitive bid requirement, relationship-
based agreement insights, a senior execu-
tive oversight group, and enhanced service 
line involvement. We have completed and 
are in the process of  several large sourc-
ing projects with physician-driven PPI 
decisions in spinal implants, orthopedic 
implants and osteobiologics. We have 
built a process that can be repeatable, yet 
individualized enough to ensure the clini-
cians bring their expertise to the decision-
making process through value analysis. 
Our goal now is to refine this process and 
deliver the process at a faster speed.  

Lastly, our purchasing department 
has been leading our efforts around 
backorder and substitute management, 
along with the rest of  the supply chain 
departments, and with our primary 
med/surg distributor. They have created 
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Bill Kellar has been with HCA Healthcare for 14 years and has been Vice President of Strategic Sourcing since July 2022. 

His role encompasses all spend within HCA, including $14 billion in purchased services and another $7 billion in supply spend. His 
team represents HCA within HealthTrust for all contracts voted on and ensures contracts are in place for all categories that its GPO 
does not cover.  

BILL KELLAR
VICE PRESIDENT, STRATEGIC SOURCING,  
HCA HEALTHCARE

Kellar worked for Ardent Health Services in between his two 
stints with HCA, returning to HCA in 2011 as the Supply Chain 
CEO for its TriStar division, where he was responsible for all 
supply chain operations for that division. 

There’s been so much complexity and chaos  
in the supply chain the last few years.  
How do you tackle strategic sourcing  
in an era of so much disruption?
It certainly has presented some challenges for us that we took 
for granted. The question is, when is it going to stop? Every-
body would like to know the answer to that, but there’s just so 
much uncertainty. As a result of  these supply disruptions, we’ve 
looked to source from different suppliers if  there’s been a failure 
to supply or prices have increased beyond a level of  tolerance 
for us. With the size of  HCA, that’s not an easy task. Suppliers, 
oftentimes, want to have contracts with us, but I don’t think they 
really appreciate the scale of  our organization. 

It’s the dog that finally caught the car concept. Be careful 
what you ask for. 

Being the largest healthcare system in the world, we have 
different expectations of  our suppliers based on our supply chain 
model and the scope and scale of  what we utilize on a daily, 

weekly, monthly and annual basis. You 
have to be able to take on that volume. 
And sometimes that compromises their 
relationships with their other customers. 

Sometimes we can’t move the busi-
ness and to offset price increases we 
have to look at different ways to manage 
utilization if  there is a limited supply of  
the product. That requires us to continue 
partnering with our clinicians or we 
take on price increases that we normally 
would not consider, especially if  it is a 
category where they have a significant 
market share and there’s not a lot of  
alternatives in the marketplace. 

These are things we haven’t had to deal 
with a lot before COVID-19. But what it 
has done is forced us to understand where 
products are sourced and manufactured. 
There was a lot of  conversation during 
COVID-19 about near shoring. In my 
opinion that’s something that is going 
to take a long time to accomplish and a 
strategy that continues to be important to 

We’ve 
recently 

partnered 
with a 

supplier 
that has 

been able 
to dem-

onstrate 
some  

significant 
savings 

between 
20% and 

50%.
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D I G I TA L  P R O D U C T S
Our Footprint
The Journal of Healthcare Contracting’s footprint
includes our digital newsletter, social media 
outlets, website, and podcasts.
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Harold Dillow,  
assistant vice president 
of supply chain for  
UC Health

World-Class 
Emergency 

Services
Supply chain has played an important 

part in the building of UC Health’s  
new emergency department.  

It will play an even bigger role when 
the facility opens this year.

Social Media Outlets 

The Journal of Healthcare 
Contracting Website:
• Unique visitors/month: 5,500

Healthcare Supply Chain Radio:
• 4,300 listeners
• �Postcast Sponsorship  

Cost: $5,000

Circulation breakdown: Total (20,000) 100.0%

Contracting  
IDN/GPO

Healthcare 
Consulting

Healthcare 
Finance

Healthcare 
Provider

Medical 
Distribution

Other
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• �It builds a relationship with the people 
who purchase your products

• �It aligns your company with  
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Supply Chain’s  
Fight Against Cancer 
New alignment and new projects highlight New York cancer center’s  

commitment to end cancer for life.
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Top Non-Acute  
Supply Chain Leaders

Bill Born

Lori Daukas

Elizabeth Sanders

Alan R. Ready Jr.
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Always 
Innovating
Cleveland Clinic’s IBM partnership to 
bring first quantum computer onsite 
to a U.S. health system in 2023.

Supply Chain 
as a Strategic 
Differentiator 

Henry Ford Health’s supply chain team  
is the organization’s “horsepower  

under the hood,” says this year’s JHC  
Contracting Professional of the Year.
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Harold Dillow,  
assistant vice president 
of supply chain for  
UC Health

World-Class 
Emergency 

Services
Supply chain has played an important 

part in the building of UC Health’s  
new emergency department.  

It will play an even bigger role when 
the facility opens this year.

Dasha Tretiu 
Director, Strategic Sourcing 
Novant Health 

Future 
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dedication and  
courage to help move 
the U.S. healthcare 
supply chain forward.
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The Public Health 
Emergency Ends

What it means for providers.

Cleveland Clinic’s 
Supply Chain Approach 

to Specialized Care
How supply chain and clinical alignment plays 

an important role in outcomes.
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July 2023  •  Vol.14 • No.4

HIRC Awards 
Transparency 

Partner Badges
Healthcare Industry Resilience Collaborative awards first-ever  

transparency badges to 8 healthcare suppliers
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Jesse Schafer,
senior manager of 
business continuity, 
Mayo Clinic

Building 
Resiliency 
A new nonprofit healthcare supply 
chain association aims to champion 
standards and best practices.

Women  
Leaders  

in  
Supply  
Chain
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