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Welcome! 

This document is intended to be used as a reference guide as you familiarize yourself with the Achieve process 

and practices 

Mission 

Successfully develop and implement Vizient’s foremost Commitment Program, enabling members to deliver high-

value care by offering continuous savings and market-best value - pricing and rebates - in exchange for high 

commitment for suppliers. 

Our Focus 

Using an active, established model, Achieve monitors and unlocks the most competitive pricing in the industry on 

a growing portfolio of commodity and clinical preference categories with the most enhanced value Vizient 

provides in these segments. This actively managed portfolio helps members realize value more quickly and 

effectively. 

Achieve brings unmatched transparency, giving you easy access to spend data through a proven analytics 

platform that helps track program compliance, provide cross-references, and help drive towards standardization. 

All while providing full visibility into an active, dynamic savings program that constantly brings you new ways to 

save. 

 

Benefits of Achieve 

Unprecedented access to value – Achieve brings Members the most competitive pricing in the industry on an 

actively managed portfolio of commodity and clinical preference categories. 

A proven and transparent model – Achieve was founded on the success of a proven program model. It’s 

backed by the same technology platform, which helps you access spend data and drive compliance. 

Focus that drives performance – A team of experts actively manage the contract portfolio on your behalf in 

order to simplify your transactional processes to drive efficiencies in your sourcing efforts. 

Strategic supply chain integration – by accessing a managed portfolio, your team can focus on implementing 

with greater efficiency within your organization along with re-focusing on areas that will require additional time for 

more complex initiatives, i.e. Physician Preference, Purchase Services, etc.  

 

Onboarding 

This document is intended to be used as a reference guide as you familiarize yourself with the Achieve process 

and practices, however please contact a member of our team with any questions you have. We look forward to 

working with you. 
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Key Contacts 

 

 

 

Operating Principles: Key Behaviors 

The Founding Principles of Achieve 

Achieve Members agree to: 

• If a Member elects to participate in another aggregation network or GPO program that has a market share 

or volume requirement for participation, Achieve will supersede 

• Commit to aggregating volume and market share. 

• Align to the Vizient | Achieve Committed Program sourcing and contracting strategy. 

• Hold each other accountable for delivering upon commitments to program. 

• Ensure confidentiality of Achieve Committed Program pricing, strategy and market intelligence. 

• Ensuring a single voice during the sourcing and contracting process, members refrain from negotiating local 

or individual agreements on behalf of their respective organization. 

o Quiet Period: Applies to new initiatives (products/services) placed on the bid calendar. 

o Prohibition: Applies to existing initiatives (products/services) that are part of the  

Achieve contract portfolio. 

• Actively participate within the aptitude analytics platform to review opportunities and manage compliance. 

o Best practices 

▪ Designate an individual to be your organizations “Super-User” – this individual should plan 

to attend all implementation meetings, including the Member calls every month. 

▪ Set a weekly calendar block to focus on Achieve contract opportunities/compliance 

progress. 

Name Title Phone Email 

Vizient  
   

Tracy Smith Sourcing and Program Manager (972) 837-4755 lori.rainey@vizientinc.com  

Heather Stockmo Operations Manager (952) 837-4762 heather.stockmo@vizientinc.com  

John-Michael Mascia Senior Director (972) 581-5210 jm.mascia@vizientinc.com  

Justin Albers Partnership Operations Director (952) 837-4751 justin.albers@vizientinc.com  

aptitude 
   

Hannah Sobczak Market Executive (972) 581-5795 hannah.sobczak@aptitude.com  

mailto:lori.rainey@vizientinc.com
mailto:heather.stockmo@vizientinc.com
mailto:jm.mascia@vizientinc.com
mailto:justin.albers@vizientinc.com
mailto:hannah.sobczak@aptitude.com
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Quiet Period and Prohibition 

To create a single voice during the sourcing and contracting process, Achieve members refrain from negotiating 

local or individual agreements on behalf of their respective organizations. The Quiet Period applies to new 

initiatives (products/services) when they are placed on the Achieve bid calendar and ends upon Achieve 

contract launch. Members also adhere to similar Prohibition Guidelines which pertain to existing initiatives 

(products/services) that are part of the Achieve contract / services portfolio. 

 

WHY IS IT IMPORTANT TO HAVE A QUIET PERIOD? 

• Our members commit to key behaviors such as “acting and speaking with one voice” to the supplier 

community. 

• It maximizes the leverage of the entire Achieve purchasing volumes. 

• It prevents unnecessary delays in the process as a result of rumor/issue resolution. 

• It protects the credibility, reputation, and name brand of Achieve. 

 

WHEN DO THE QUIET PERIOD PHASES START? 

The Quiet Period consists of four (4) phases. Each phase is associated with a milestone step in the contracting 

process. 

• Phase 1: Begins upon approval of Quarterly Bid Calendar 

• Phase 2: Upon release of Request for Proposal 

• Phase 3: Occurs when Awarded Suppliers are approved, following the Operations Committee Vote  

• Phase 4: Quiet Period ends upon Contract Launch 

Quiet Period phases are announced on the Bid Calendar Work In Progress (Contract Roadmap) document. 

 

WHO DOES THE QUIET PERIOD APPLY TO? 

• All Achieve members regardless of spend 

• All suppliers (including those participating and not participating in the initiative) that sell products within the 

contracting initiative 

 

WHAT ARE THE MEMBER RESPONSIBILITIES? 

• Ensure clear and effective communication and education to member’s key internal stakeholders (e.g., 

medical staff, nursing) of the strategic and legal importance of confidentiality regarding key contract initiative 

information (e.g., strategy, alliance market share, spend, analytical results) and final awarded contract 

terms (e.g., pricing, rebates, commitments, projected savings, tier structure) 

 

WHAT ARE THE SUPPLIERS RESPONSIBILITIES? 

• Assist members in completing permitted actions during Quiet Period phases 
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• Communicate only with the assigned contract management staff regarding the contracting initiative 

• Do not ask members for competitive information or status updates 

• Inform all sales staff including local and national accounts representatives of these guidelines 

 

The Four Phases of the Quiet Period 

The following image illustrates the four phases and actions permitted | not permitted 

 

 
Permitted to: Not Permitted to: 

Phase 1  

Quarterly Bid Calendar 

Approved 

• Conduct product trials 

• Make product changes 

• Finalize local negotiations in 

process 

• Standardize products 

• Initiate supplier negotiations 

• Engage in price discussions 

• Distribute local RFP 

• Change Contract commitment 

Phase 2  

RFP Released 

• Make limited product changes • Initiate supplier negotiations 

• Engage in price discussions 

• Distribute local RFP 

• Change contract commitments 

• Conduct product trials unless approved by 

clinical committee 

• Standardize products 

Phase 3  

Initiative approved by Ops. 

Com. 

• Conduct product trials 

• Make product changes 

• Standardize products 

• Initiate supplier negotiations 

• Engage in price discussions 

• Distribute local RFP 

• Change contract commitments 

Phase 4  

Quiet period lifted upon 

Launch 

• Conduct business as usual 

• Submit eLOC 

• Begin product conversion 

• Negotiate with Achieve awarded suppliers 

(prohibition). 

 

 

 

 

 

Prohibition:  

Applies to existing initiatives (products/services) that are part of the Achieve contract / services portfolio. Members 

are not permitted to negotiate with Achieve-awarded suppliers. 

 

Non-Compliance 

Any suspected violation of these expectations by a supplier or a member should be communicated to the Achieve 

onboarding team.   

 

 

Prohibition begins and is maintained through life of the contract 
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Exceptions 

If a member organization needs to take sourcing and contracting action during the quiet period, you must first 

contact the Achieve onboarding team. This request will then be reviewed by the Achieve Management team.   

Commitments and Spend Requirement Performance 

Three levels of compliance-based pricing 

 

1. Compliance at the Individual Contract level 

 

2. Compliance at the segment level.  Segments include Commodity and Clinical Preference. 

 

The table below illustrates the percentage of spend required within each segment. 

 

 Segment Segment Compliance Requirement 

 

Commodity 90% 

 

Clinical Preference 80% 

 

 

Members are obligated to purchase from the Achieve portfolio as described below.  

 

• Each member will have visibility through Aptitude to view spend and compliance by segment and individual 

contract.  There will be a minimum of a six month ramp-up period to meet compliance and 90 days to be 

compliant within the category after signing the eLOC.  The ramp-up period will be established during the 

new Member Onboarding and Kickoff meeting. 

• If a member is not compliant in one of these measures, the compliance-based participation fee will be 

increased by 25 basis points.   

• The Achieve Audit Sub Committee (ASC) reviews and provides direction of compliance penalties and 

warnings.  The ASC meets two times a year; in March and September.  The data reviewed by the ASC is 

the most recent six months; January – June or July – December.   

 

3.  Achieve Committed Program Termination:  

Member to provide 6+ months program termination notice as required in participation agreement 

Non-compliance: applicable program fee at notice assessed on all program spend based on prior 6-

month history for each month less than 6 months’ notice 

Escalation: if members’ market share for 2 or more contracts is less than 50%, Vizient reserves the right 

to terminate  
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Contract Exceptions 

Exceptions to segment compliance were identified during the formation of the Achieve Committed Program. The 

following are the only official exceptions to segment compliance which will be approved through Achieve 

Committed Program process, set in place by the executive committee: 

• Legally binding contracts in existence prior to joining Achieve Committed Program 

• Products used in research or clinical trials 

• Proprietary disposables associated with capital medical equipment 

• Products required by law 

If an exception is approved, the category will be removed from the member’s compliance measurements.   

 

The contract exception form is located on the Achieve Committed Program Participant Webpage, under 

Resources and attached below.  

 

 

 

 

 

  

https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-Program/Participant


© 2022 Vizient, Inc. All rights reserved. 9 

Approved Calendar Listing 

The Achieve Committed Program is continually expanding its portfolio in Medical Surgical contracts.  The list of 

categories are identified in the Achieve contract listing, located on the Achieve participant webpage (see example 

below).  The contract listing is updated on a monthly basis.   

This list provides all available and future “pending” Achieve contracts.  Available contracts are those that have 

been approved and are available.  The future contracts represent that the contract strategy was approved and the 

contracting team is in the final stage of the terms and conditions.   

 

 

The categories are subject to change.  The opportunity analytics report available in the Aptitude platform is the 

best way to understand what initiatives are available in the portfolio and the financial value. 

 

Achieve Contract Listing is located on the Achieve Committed Program Participant Webpage. 

 

 

 

  

https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-Program/Participant
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Contract Roadmap  

Contract categories in process  

The contract roadmap includes contract categories that are in process which could be classified as follows: 

renew, rebid or a new Achieve category.  The initiative status is displayed on the document and is tied to the 

phase of the quiet period.  Specific details about the quiet period phases can be found on the third tab of the 

document titled, “Quiet Period Phases”.  The contract roadmap is updated monthly at the same time as the 

Achieve contract listing.   

 

 

 

Achieve Contract Roadmap is located on the Achieve Committed Program Participant Webpage. 

  

https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-Program/Participant
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Clinical Quality Value Analysis (CQVA) Process 

Achieve Committed Program uses a number of methods to determine the appropriate suppliers/products to 

contract within the program. Achieves program is supported by Vizient and its partners’ CQVA teams, which 

helped define the clinical acceptability for supplier selection in the Commodity and Clinical Preference contract 

offerings.  

 

The program is based on the following structure: 

 Product Review Teams (PRTs) 

• Seven teams: Surgical, Medical, Resp/Anesthesia, WOO (Wound, Ostomy Ortho), General, Lab, Linen   

• Facilitated by Clinical Value Analyst – all RN’s 

• All documentation and results are maintained for each category reviewed 

• Teams are represented by every location within their system 

• Teams consist of clinical product experts that represent that practice, and a Contract Manager 

Specialty Workgroups/Approval Bodies 

• Commodity Committee  

• Enterprise Wide Governing body 

• Approve all recommendations 

• Specialty Council (Product) 

• Department of Clinical Laboratory Medicine  

 

CQVA Process Overview 

 

 

Medical 
Surgical 

Commodity 
Formulary

Breadth of 
Product Line

Clinical 
Standards

Ability to 
Supply

Product 
Testing & 

Conversion 
Assistance

Value Added 
Services & 
Education

Line Item 
Pricing + 
Rebate + 

Incentives
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Achieve Committed Program Contracting Tools 

Vizient Catalog 

 

Vizient Catalog is your source for contract details, agreement extensions and launches.  You can conduct a 

specific search via the supplier name, contract number or keyword to view contract details.  All Achieve 

contracts begin with the prefix ‘Achieve’ in the contract description. 

 

Achieve contract information can be found on the Vizient Catalog within the specific contract details page: 

• Contract Fact Sheet – Document that summarizes the contract award; Achieve proposal/award summary, 

executive summary, contract commitments, rebates, clinical selection process, etc.   

• Contract Price file – Pricing for the products on contract. 

 

 

How to open an Achieve Contract Fact Sheet 

 

1) On the contract details page, click the document under the Contract Documents section, see the screenshot 

below.   
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2) The contract fact sheet will open in a separate page. 

 

  How to Export an Achieve Price File 

 

1) In Vizient Catalog, search for the contract ID number, category and/or supplier for which you want to 

export an Achieve price file. 

 

 

2) Click the contract that begins with Achieve within the search results to go to the contract details page. 
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3) On the contract details page, click the “Product Price File” link under Products & Pricing.  

 

Rebates 

In addition to line item savings, Achieve contracts often include rebates. If an agreement contains any type of 

rebate component, the detail will be indicated on the Contract Fact Sheet that a rebate is expected for 

participating/qualifying members, and also specify the expected delivery frequency for payment. Rebates are 

distributed through Aptitude.   

Four different types of rebates can be included on a contract: 

• Maintenance (Base) — Member is eligible to receive a set percentage on all net sales during a rebate 

period.  

• Market Share — A Member is eligible to receive a set % on all Net Sales during a Rebate Period. Rebate 

Commitment may be equal to or more than Pricing Commitment. This rebate can be used as a substitute 

for IMPACT Standardization rebates. 

• Growth — Member that increases its net sales in a rebate period over its net sales during the base period 

shall be entitled to a growth rebate on such increase in net sales. 

• Volume — In the event the net sales for a member during any rebate period is equal to or greater than a 

set dollar amount, the member shall be entitled to receive a volume rebate on all net sales during that 

rebate period 

 

The only rebate that’s included in the members analytics is a maintenance (base) rebate, which is noted in 

the Aptitude opportunity report (or the contract fact sheet). 

Rebates may vary by initiative and supplier, please make sure to review the contract fact sheets for complete 

details. 
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Achieve Processes within IMPACT Standardization Program 

OVERVIEW 

Achieve sales do flow into the IMPACT Standardization Program but are excluded from rebate payment and 

category will receive “Not Applicable – Achieve” status.  If Member has activated an Achieve tier through Contract 

Price Activation (CPA) on a contract that is part of an Impact Program, then: 

• Member will be given “Not Applicable – Achieve” status for category 

• Categories with Not Applicable-Achieve status will impact Overall Compliance 

• Supplier will not pay rebates through the Impact Program for Not Applicable-Achieve status members 

 

Not Applicable – Achieve status will be effective in the first full quarter beginning at least 30 days after the Achieve 

tier is approved in CPA.  The quarter in which Not Applicable - Achieve status will be effective is based on each 

individual Achieve tier activation, not on the date of a member’s participation in the overall Achieve program.   

 

Examples: 

 

                 Subsequent quarter after (Approved date + 30 Days) 

 

 
     

Achieve NA- PROCESS 

At the start of each quarter the Impact Operations team: 

 

• Identifies and configures in Impact any new Achieve contracts that match Impact category contracts 

• Pulls approved Achieve tier activations for new calendar quarter (i.e. 2Q19) from CPA system 

• Sets any member Impact participations tied to approved tier activations to Not Applicable – Achieve status 

• Impact PCS system will then use the member’s system level Achieve contract compliance percentage to set 

and load their Impact validated potential amount 

• Sales (PRS) / Compliance % (aptitude) – Impact Potential 

• Impact Potentials will change throughout the quarter when new sales or compliance data becomes available 

• PRS Sales and potentials WILL be included in the program overall compliance calculation 

• Only Impact IO staff can grant or remove Not Applicable – Achieve status 

• Not Applicable – Achieve status will remain in Impact until the Portfolio ends or the Achieve contract ends 

 

Since aptitude-supplier Achieve data will be at System Level only, Impact potentials will be set for each Impact 

signup so individual participation compliance will equal the System compliance: 

 

• Example: aptitude reports compliance of 90% for System ID 123 on contract MS1234. System ID 123 has two 

separate configurations in the Impact Program where MS1234 resides. 
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eLOC: Declaring Participation Intent with the electronic 

letter of commitment (eLOC) 

Pricing Authorization Process 

The Pricing Authorization Process starts with the execution of the eLOC. To receive Achieve contract pricing, 

members must complete the eLOC via the Contract Price Activation (CPA) in Vizient Catalog.  

 

Supplier/Distributor Expectations 

Once the member submits the CPA for the category, a notification is sent to the manufacturer.  The Manufacturer 

will notify the Distributor; allow approximately 45-60 days for the pricing to be activated by the distributor.   

 

The Achieve pricing authorization process 

 

 

To ensure this process is complete we encourage members to discuss the suggested best practice listed below. 

 

To avoid credit/rebills, members need to be in contact with their distributor to synchronize the date on which they 

will begin to receive new pricing.  

 

We strongly encourage members to develop a plan to monitor the implementation of new Achieve pricing. This 

plan should include: 

• Weekly contact with distributor. Make sure they know what eLOCs you are signing and when. 

• Follow-up plan for direct pricing to assure that new prices are implemented in a timely fashion. 

• Informing vendors when eLOCs are signed to assure they understand your expectations. 

 

How to complete and submit an Achieve contract LOC  

Follow the steps below to complete and digitally submit the electronic letter of commitment for the Achieve 

program in Vizient Catalog. Note that screen images provided here may vary slightly from your view.  

 

Member signs CPA upon receiving Contract Launch notification

Notification of contract activation is sent to supplier for review and 
approval.  

Supplier sends pricing and eligibility approval to authorized 
distributor(s). Direct pricing loaded by supplier.

Distributor(s) load pricing and eligibility upon receipt 
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Select a contract  

Using the search feature in Vizient Catalog, open an Achieve contract. From the contract details screen, select 

“Request a new tier.” You are now in the Contract Price Activation (CPA) tool.  

Select a tier  

Select the button that corresponds to your tier. Note that most Achieve contracts have one program tier. 

 

Choose facilities / Select facilities  

You may select an existing facility list (previously created and saved by you) or create a new facility list. If you 

choose to create a new facility list, a follow-up screen will allow you to select facilities. 

 

Facility confirmation  

In this step, CPA will perform a duplicate check to ensure that the selected facilities have not already been 

submitted on a previous tier request. If duplicate facilities are found, they will be removed from the current 

request. 
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New facility additions are processed and distributed to suppliers when applicable. It is requested that suppliers 

review membership additions and extend pricing to new facilities on all contracts that the parent IDN has declared 

Participating. 

 

Complete form  

Complete any remaining fields necessary to submit the digital form. Most data points are populated automatically; 

so user input at this step should be minimal. 
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Authorize agreement  

View a facsimile of the fully populated form and facility list. (Double-click the PDF icon to view all pages.) 

 

SAMPLE_Achieve_Co
mmitted_Program_LOC.pdf

 
Attachments  

Attachments – The user can attach any additional documentation to the request in this step. 

 

 
 

Request Summary Details 

In this final screen before submitting, the user can review all data values such as Tier selected, Facilities selected, 

form data, etc. Click the Finish button at the bottom of the screen to submit the request. 
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Achieve Committed Program Analytic Tools 

Opportunity Analytics 

Achieve analytics are provided via the Aptitude platform.  The analytics included are for all active Achieve contract 

categories.   

The list of categories are located within the Execute field which can be found on the Aptitude home screen 

(shown below) and is displayed via a list or card format.   

 

 

 

 

   

 

 

The analytics summary is also available in an excel document; which can be accessed by clicking the “Download” 

button in the Execute stage.   
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The opportunity categories on the Execute tab are color coded according to: 

RED – contracts where member is at or above contract compliance 

GREEN – contracts where member is under compliant 

YELLOW – contracts where member is within 10% of compliance 

BLUE – contracts where the supplier is part of the Reveal program  

 

Analytics Summary (opportunity report) from download button: 

 

 

Opportunity Report Definitions 

 

1) Contract ID - the contract identification number. 

2) Segment – there are two segment options, Clinical Preference or Commodity and they are determined 

based on the category / UNSPSC’s included.   

3) Category - the contract category. 

4) Contracted Seller - the seller who the contract is with.   



© 2022 Vizient, Inc. All rights reserved. 22 

5) Contract Seller Market Share - the buyers current market share with the seller on this contract 

 

6) Contract Requirement % - the contract tier requirement for this contract in order to be compliant 

7) Current Primary Seller - the seller that the buyer is currently purchasing majority of their products with 

8) Primary Seller Market Share - the buyers current market share with the seller they are purchasing 

majority of their products, in UNSPSCs that are included in the contract 

9) Contract Start and End Date – the contract effective date and the date the contract expires. 

 

10) Optimized Planned Spend - the expected spend if the buyer were to optimize their spend (convert) to the 

contracted seller. 

11) Optimized Planned Savings - the expected savings if the buyer were to optimize their spend (convert) to 

the contracted seller.  Columns 10 + 11 equals the buyers current spend. 

12) Rebate % - the base maintenance rebate percentage offered on this contract. 

13) Contracted Supplier Rebate Savings – the amount of rebate savings the buyer will have if they optimize 

their spend (convert) to the contracted supplier based on the rebate percentage offered.  Spend with the 

contracted seller * Rebate %. 

14) Total Savings – the totals savings the buyer will have if they optimize their spend (convert) to the 

contracted seller.  Columns 11 + 13. 

15) Contract Participation % and Date - the market share commitment the buyer committed to when signing 

the contract plus the contract type and the date the buyer signed the contract.   
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By clicking a contract link, in either the list or card view within the Execute stage, the following details are 

included:   

 

 

 

 

Compare Offers: 

1. Market share with incumbent supplier 

2. Contract market share requirement 
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3. Percent of contract coverage that can be met 

4. Annual planned spend with current mix or optimized mix with contracted supplier at the lowest price. 

5. Total projected value based on meeting the required commitment 

 

Purchase Plan Details: 

Purchase Plan Details view gives an overview of each subcategory of product within the contract that member 

indicated prior spend in.  Member can open each subcategory to show breakdown by product level (teal box 

below) or download the purchase plan report that shows current allocations of spend (red box below).   

 

The Purchase Plan report can be downloaded at any point in the allocation process within Purchase Plan Detail. It 

is simply a “snapshot” of what is currently being allocated in the contract and can be used to help give a different 

view of what is seen in detail and record the price/unit selected for each item at each child facility: 
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There will be instances within the allocation process where the member may run into crosses that show 

discontinued or not priced items. As cross references are added to the catalog, suppliers may provide a cross but 

did not provide a price at that time. While a member cannot move an allocation to an unpriced item within the 

Purchase Plan platform, they should allocate what they can on a best efforts basis. 

The example to the left shows a situation where the incumbent product has 3 suitable crosses to contract 

products. 2 of these are unpriced from the supplier and 1 is more expensive, but it is up to the member to decide 

whether to allocate to meet plan compliance or continue purchasing their incumbent product.  

 

 

Once a member is satisfied with their allocations, they may download the report from the Purchase Plan Details 

page.  This can be saved and printed as pdf for member to retain info. 

 

 

Summary View 

The Summery tab gives a breakdown of 

contract details, spend figures, and cross 

descriptions. This can be saved and 

printed as pdf for member to retain info. 
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Compliance Tracking 

The Aptitude platform provides Achieve members with a way to track and manage their individual contract and 

segment compliance.  The compliance data can be found in the Manage section, as shown below.   

 

 

The compliance cards on the Manage tab are color coded according to (opposite of color coding under the 

Execute tab): 

RED – contracts where member is under compliant 

GREEN – contracts where member is compliant (or over) 

YELLOW – contracts where member is within 10% of compliance 

BLUE – contracts where the supplier is part of the Reveal program  

 

Click within the contract and/or segment card to view the specific measurement details.   
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Cross-Referencing 

Achieve cross referencing detail can be found in the Aptitude contract purchase plan (as noted in the Opportunity 

analytics above) or in Marketplace Catalog.   

 

Aptitude Marketplace Catalog  

The Aptitude Marketplace Catalog offers product cross referencing.  The cross referencing is provided down to 

the product level within the categories and could include multiple supplier options as well as primary and 

secondary crosses for any given supplier.   

 

Location of the Catalog 

The Aptitude Marketplace Catalog is located on the members’ home screen on the top bar of the Aptitude 

platform.  

 

 

Category Search 

Once you click on the Catalog, a list of categories will be provided.  The categories are alphabetized A-Z and 

there is a search functionality included as well.   
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The top left section of the category search will allow you to toggle between “My Categories” and “All Categories”.  

“My Categories” includes those categories you have spend in and “All Categories” includes the categories where 

you do not have spend as well.   

 

Product List 

When you click on any given category, a list of products will be provided.  The list includes all of the specific 

members incumbent products where there is spend, if “Products with Spend” is selected in the drop down in the 

top left of the page.  The drop-down selection of “All Products” provides a full listing of all the products within the 

category if they were purchased by any member within the Aptitude platform.   

 

 

 

There is an option to download the data using the Download button located on the top right portion of the screen.  

This will provide additional details about the incumbent product and the different crosses available.  The crosses 

will vary by category and will not be specific to a supplier that has a contract award.   
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For questions regarding the Aptitude Marketplace Catalog, please use the Achieve Committed Program Support 

Request link, provided on the Achieve participant website or below for your convenience.    

Achieve Committed Program Support Request  

 

Communication tools 

Achieve Committed Program participant resource webpage 

https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-

Program/Participant  

 

If you are unable to access the Achieve participant resource page, please contact Lori Rainey at 

lori.rainey@vizientinc.com.  

 

The participant resource page provides program updates, tools and reports, training resources, and easy access 

to Vizient Catalog, aptitude and program support. Some highlights include: 

• Program fact sheet  

• Program team contacts  

• Program updates and announcements – includes access to all Achieve contracts and updates in Vizient 

Catalog 

• Contract listing – Includes all available Achieve contracts in both the clinical preference and commodity 

segments 

• Achieve contract roadmap – contracts under negotiation 

• Frequently asked questions 

• Support link – For technical and program support regarding compliance, analytics, contracts or products or 

the Achieve program in general 

https://voiceofmember.co1.qualtrics.com/jfe/form/SV_a4U6umBadRAJpZj
https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-Program/Participant
https://www.vizientinc.com/Our-solutions/Supply-Chain-Solutions/Member-Programs/Achieve-Committed-Program/Participant
mailto:lori.rainey@vizientinc.com
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• Member Support Process Policy: (Provide link under Member Reference Guide) 

o New Member Procedure: The process and steps taken when a member joins the Achieve program.  

o Compliance Policy: The different components of Achieve compliance measurement, analysis and 

non-compliant implications.   

o Termination Procedure: The steps required when an Achieve member provides notice of 

termination.     

• Achieve Aptitude User Guide – Aptitude guide that walks through contract opportunities, analytics, 

compliance, cross referencing, etc. 

• Member Connection webinars – Meeting where participants can learn about the latest developments and 

how to maximize program value.  Presentation materials from the sessions are shared on the Achieve 

member website following each live event.   

 

Reporting 

Segment and Individual Contract Compliance  

Achieve compliance reports are provided to the members on a monthly basis. The report is split out to display 

segment compliance and individual contract level compliance separately.   

 

Segment Compliance 

 
 

Segment compliance key: 

 Member is under compliant 

 Member is within 10% of compliance requirement 

 Member is compliant (or over) 

 

Individual Contract Compliance 
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Individual contract compliance key: 

 Member is under compliant at <50% of commitment requirement 

 Member is under compliant at >51% of commitment requirement 

 Member is compliant (or over) 

 

Savings Report 

Achieve savings reports are provided to the members on a quarterly basis. The data in the report is based on 

annual booked spend and value recorded at the time of contract activations.  

 

An example of a report is shown below, including a summarized view and contract level detail.   
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Billing and Transaction Fees 

In consideration for participation in the Committed Program, Member shall pay Vizient a quarterly participation fee 

calculated as a percentage of Member’s spend in the Committed Portfolio.  The Base Participation Fee Rate shall 

be 1.25% of Member activated spend, not to exceed $300,000 annually.  If a Member falls out of compliance and 

continues to be non-compliant in either contract and/or Segment, an additional .25% shall be added to the Base 

Participation Fee Rate until the Members reaches compliance in both the contract and/or Segment.  Billing will be 

based on a quarterly basis.  
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Achieve Kickoff and Onboarding Checklist 

New Member Onboarding Process Steps 

 
Member signs the Achieve Participation Agreement 

 
Confirm that Member is submitting data via MDS or ADS 

 
Members data is current in Aptitude prior to initial Onboarding/Implementation review 

 
Program Director sends Welcome Letter to the Member 

 
Aptitude Analyst provides Achieve Onboarding Team with access to Member’s analytics within Aptitude 

 
Sourcing & Program Manager (S&PM) requests facility roster from Operations Manager 

 
S&PM requests from Vizient Client Manager/Client Executive the following: 

 
- S&PM requests CM/CE names of Member Achieve owners/super-users for the Achieve portfolio 

 - Schedule meeting to review the program, expectations, and understand the relationships with the 
Member 

 - Request detail (Distribution, main contact(s), etc.) to complete for the Supplier Announcement 
Letter to notify of new Achieve Member 

 
- Request review of the Member facility roster 

 
S&PM connects with new Achieve Member welcoming them and to review the following: 

 
- Request Member review and approval of the Supplier Announcement Letter 

 - Schedule Kick-off Onboarding Meeting to review the program and expectations for portfolio 
implementation 

 
- Request review of the Member facility roster 

 
Sourcing and Contracting Team distributes Member announcement to the Achieve Suppliers 

 - Make the effective date equal to the date of the member kick-off call (start of ramp-up 
measurement period) 

 Operations Manager requests Vizient Membership to update Member rostering and to connect with the 

Vizient CPA team to update Vizient Catalog 

 S&PM submits request for Member stakeholder/Client Executive/Client Manager access to Aptitude and 

Achieve Participant Website  

 
S&PM adds Member and Client team to the distributions via Sales Force/ICE  
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The initial Achieve Kickoff call is to provide new Members of expectations of the program and requirements from 

both Vizient and Member.  It offers as an introduction to the Achieve support team and requests from the Member 

who will be the key contacts for future operations. 

 

Recommended Member actions following the kickoff call: 

• Review and begin requesting contract activations 

✓ Timeframe: within first two weeks 

✓ Tip: Start by activating direct match, “easy win” categories 

• Attend two additional Achieve implementation meetings 

✓ Timeframe: within two months of kickoff 

✓ Meetings cover these topics: 

❖ Review remaining opportunities 

❖ Additional aptitude training 

❖ Walk through specific conversion examples 

• Join scheduled Achieve Member calls  

✓ Timeframe: TBD 

✓ These calls include all Achieve participants and cover contracting news, analytics updates, aptitude 

tips and more 

 

Best practices 

Designate one individual to be your organization’s “Super-User” of the aptitude analytics platform.  

• The super-user should plan to attend all implementation meetings, including the Member calls every other 

Tuesday. 

Set a weekly calendar block to focus on Achieve contract opportunities. 

 

Achieve Team Roles and Responsibilities 

 

MVP Client Support 

The Vizient client team plays an important role in supporting the members through the Achieve committed 

program.  The following list includes the roles and expectations of the client managers and client executives.     

 

Roles and Expectations: 

• Understand Member needs and expectations. 

• Review the member’s facility rostering and make corrections if needed.   

• Provide the contacts, internal and external, that will need access to the Achieve data. 

• Assess and validate the analytics at a high level in the Aptitude platform for accuracy of data input. 

• Support the members in submitting corrections to their spend data to update UOM variances, if needed. 

• Understand how Achieve and other Vizient programs (IMPACT, Aggregation, etc.) fit together and help guide 

the members through the process.    

• Guide members to review Achieve opportunities. 

✓ Review viable opportunities and suggest contract activations for specific categories. 
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• Provide support and follow-up for contract activation requests by reaching out to supplier contacts to request 

their approval.   

• Work with the member’s distributor on new contract activation approvals to make sure pricing is loaded in a 

timely manner.   

• Assist member with cross referencing support if requested.  Support could include, but not limited to; reaching 

out to supplier reps to request product equivalents and/or provide the member with the cross-referencing data 

from the Aptitude catalog.   

• Review contract compliance and work with member on conversions to meet the program requirements.   

 

Achieve Team 

• Onboarding and implementation 

✓ Provide opportunity reports 

• Aptitude and Achieve program training 

✓ Member has access to individual training as needed 

• Analytics support and guidance 

✓ Address analytical discrepancies 

• Ongoing support 

✓ Savings and compliance reporting 
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Vizient, Inc. 

290 E. John Carpenter Freeway 

Irving, TX  75062-5146 

(800) 842-5146 

 


