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CEO, COO, CFO, CMO, CNO, C-ETC
aka “The C-Suite”



Pharmacy OneSource Blog 2/24/2015



National Quality Partners Playbook: Antibiotic Stewardship in Acute Care



Jump Start Stewardship Workbook, EQuIP Program



Jump Start Stewardship Workbook, EQuIP Program and WSHA AS Tiers
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• Hospital margins are thin
• More needs to be done better with less, i.e. 

increase quality, cost-effective care and increase 
revenue

• It is easier to figure out the definite cost of an AS 
program than to figure out the potential savings

The View from the C-Suite

Gary Kravitz, St. Paul Infectious Disease Associates, 



• Hospital margins are thin
• More needs to be done better with less, i.e. 

increase quality, cost-effective care and increase 
revenue

• It is easier to figure out the definite cost of an AS 
program than to figure out the potential savings

• So: “What are you going to do to cut costs or to 
increase revenue?”
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• Hospital margins are thin
• More needs to be done better with less, i.e. 

increase quality, cost-effective care and increase 
revenue

• It is easier to figure out the definite cost of an AS 
program than to figure out the potential savings

• Or better yet: “What are you going to do to cut 
costs and to increase revenue?”

The View from the C-Suite

Gary Kravitz, St. Paul Infectious Disease Associates, 
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• Fewer C. difficile cases and MDROs:
• Better reputation
• Happier patients
• Happier docs/providers
• More open beds
• Decreased penalties a/w P4P

• HAI = 10%    mortality, +14d LOS, up to 
$150K

Potential AS Impacts on Revenue

Gary Kravitz, St. Paul Infectious Disease Associates, 



• MDRO infections = 24% increase LOS 
and 29% increase cost compared to 
susceptible infections

• In the US, antimicrobial resistance leads 
to ~8 million additional patient days/year

Potential AS Impacts on Revenue

Gary Kravitz, St. Paul Infectious Disease Associates, 
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• It is all about relationships
• Good relationships are based 

on trust
• Trust has to do with credibility

Key Drivers of Success in Negotiation

Gary Kravitz, St. Paul Infectious Disease Associates, 



• Does this synch with the hospital’s goals 
and inititatives

• What is the evidence for this program
• Are there other, more important priorities
• How will we know if the program is 

successful? – outcomes, satisfaction, 
patient safety goals, efficiency 

What Does the CEO Want to See?

Gary Kravitz, St. Paul Infectious Disease Associates, 



• Make the business case
• Data from similar or nearby hospitals
• Results from an AS project with excellent 

outcomes
• Clearly delineate the mechanics of the 

ASP including
• Delineate exact times of effort/program 

Once You have Their Ear!

Gary Kravitz, St. Paul Infectious Disease Associates, 



• Make/adjust/amend your contract
• Hospital pays at “fair market 

value”
• Then perform to the full extent of 

the contract

Negotiating an AS Contract

Gary Kravitz, St. Paul Infectious Disease Associates, 
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