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With the focus on
pay-for-perfor-
mance, health-

care facilities will be able
to achieve higher reim-
bursements for measur-
able higher quality care.
Most facilities will focus
on process improvement,
coding and the supply
chain to vie for additional
reimbursement.

The major point of this is
really about how to make
high quality healthcare and
cost effectiveness compatible. The
answers lie in proving that improving
quality actually reduces costs. To do this,
healthcare providers will need new tools
and protocols that link cost, consumption
and quality, while aligning physicians and
surgeons with healthcare executives and
materials managers in their shared mis-
sion to provide high quality, cost-effective
healthcare.

In this pursuit, general best practices
when undertaking projects and initiatives
should include:
• Obtain senior management commit-

ment
• Build a representative project team,

including physicians and surgeons
• Define a manageable project scope
•  Anchor projects in data

•  Design clear protocols
•  Establish measurable goals 

and measure results

Obtain Senior
Management
Commitment

Continual commitment
from senior management
helps keep projects moving
and demonstrates the impor-
tance of them to all hospital
staff. Even if the project origi-
nates in materials manage-

ment, the materials manager should win
executive team support before engaging
physicians and surgeons. Senior leader-
ship must be willing to support the pro-
cess, stay with it through difficult
moments and see it through on an ongo-
ing basis.

Build a Representative 
Project Team Including
Physicians and Surgeons

Initiatives will affect numerous stake-
holders ranging from physicians, surgeons
and nurses to materials managers, the
CEO and CFO. To ensure that the project
meets both its quality and cost goals, the
project team must include representatives
from each of these areas. Physicians and
clinical staff will support the final cost-
savings initiative if they are invited to

work with senior management and mate-
rials management through benchmarking
and establishing protocols.

Also, nearly all physicians and surgeons
say that money is not their top motivator.
What motivates physicians is positive
patient outcomes, professional recogni-
tion and a sense of pride in the work they
do. Any alignment model or project
should make sure to include this compo-
nent.

Define a Manageable 
Project Scope and Timetable

It is also important to establish a clear
timetable and stick to it. In the case of
physicians especially, time is valuable, and
they want to know that it is being put to
good use. For them, anything that affects
their patient time, affects their ability to
bill. Also, in any project that offers the
promise of savings, the executive team
will want quick results.

Anchor the Project in Data
Comprehensive cost and quality data

are critical to project success. Discussions
should start with benchmark data for the
facility. This data creates the case for the
cost saving initiative and establishes a
quality and outcomes baseline for build-
ing protocols and incentive goals.

Because success depends on the teams’
full confidence in the integrity of the data

presented, the care should be taken to
conduct a thorough audit of logs, process
documents, purchase orders and invoices.

Establish Measurable
Goals and Measure Results

To ensure quality improvements and
cost savings, hospitals and health systems
must establish measurable goals and mon-
itor them continually. Tracking outcomes
and cost data enables executives to assess
performance against goals, quantify the
quality and savings gains, build credibility
for future quality-based initiatives, and
establish a new baseline for the next ini-
tiative. To reap full benefits, the team
should establish an advisory panel to
address noncompliance and exceptions,
including the introduction of new tech-
nology.

The most compelling aspect of quality-
based initiatives is their potential to have
a long-term effect on the quality of health-
care delivery. It is sustainable within an
individual hospital or health system.
There is always room to improve out-
comes. More importantly, this model puts
quality first, aligning all incentives with
the true mission of each healthcare
provider – caring for patients.

Randy Walter, Executive Vice President,
Amerinet, can be reached at 

Randy.walter@amerinet-gpo.com.
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“How many legs does a
dog have if you call the tail
a leg? Four. Calling a tail a
leg doesn't make it a leg.”
This quote by Abraham
Lincoln can be found in his
book, Wit and Wisdom. 

Be it financial score-
cards, talent selection, or
a simple performance
review, without reality
testing, “tails can become
legs”. I have been consult-
ing for over 20 years and am often asked
what the benefits are to my consulting. I
can regale people with my heroic ideas
and sophisticated strategies. I can also
explain complex subjects in simple ways,
but nothing is as valuable to my clients as
objectivity. Recently, I was coaching a
CEO and Entrepreneur who was frazzled
and desperate for direction. He is in the
middle of an acquisition and is about to
close the deal. After he vented for a while,
I quietly said to him, “From my perspec-
tive all the pieces of the puzzle are com-
ing together.” These simple words were
like water to a dry desert. He could no
longer see the progress he had made thus
far, because his eyes were so focused on
the problems at hand. 

By definition, objectivity is about exter-
nal or material reality. Confident leaders
tend to trust only themselves thinking
they are capable of viewing their prob-
lems with objectivity. For less confident
leaders they need to rely on others to

affirm their position often
negating their own perspec-
tive. Regardless of personal
approach, leaders benefit
from objectivity. If reality is
based on an external perspec-
tive, leaders need a high level
of trust in that outside per-
spective. It is difficult to
accept when you don’t know
whom to trust. 

When leaders work with
consultants it may be helpful
to ask themselves these three
questions:

1. Do I believe they will be honest with
me? 

2. Will I listen to them even if I disagree
with their perspective?

3. What value does an objective per-
spective bring to this project?

McKinley consultants choose to believe
our clients are bright and successful. You
do not need consultants to tell you what
to do, rather you need us to listen to what
you are doing and then we can provide
feedback that will enhance your ability to
accomplish your goal or task. Consulting
is only as effective as your ability to trust
yourself when judging the consultant’s
value and perspective. Before you allow
yourself to believe a tail is a leg, embrace
objectivity. 

Dr. Doug McKinley, CEO and Founder of
McKinley Leadership, can be reached at

(630) 983-2861,
dmckinley@tmgleader.com or visit

www.tmgleader.com.

BY DOUG

MCKINLEY, PSY.D.

The Value of Objectivity

Chicago Hospital News 
April 2010    




