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Hodnotovo orientované obstaravanie

o~ VALUE-BASED
(C)) PROCUREMENT

tainable health care

VBP je multidisciplinarny pristup pre spolupracu medzi poskytovatelmi zdravotnej starostlivosti,
obstaravatelmi a dodavatelmi zdravotnickeho materialu pre dosiahnutie lepsich vysledkov a nakladovo
efektivnej starostlivosti veduci ku ekonomicky najvyhodnejsim ponukam

Cotoje Co to nie je
v" Win-win pre vsetkych stakeholderov # Jednostranny pristup k nakupu/predaju
v Fokus na hodnotu a fokus na pacienta # Nakup zalozeny predovsetkym na cene

v" Flexibilny, prispdsobitelny pristup k ndkupu/predaju # Matematicky vzorec/nemenny nastroj



Prec¢o Hodnotovo Orientované Obstaravanie (VBP) prave teraz?

aalals Systémy zdravotnej starostlivosti pod rastucim tlakom Nezladenost vo vztahoch medzi obstaravatelmi

£\ s , : - a dodavatelmi
4) Velké neziaduce rozdiely medzi poskytovatelmi

Transakény vztah zamerany iba na cenu
Neudrzatelné zvySovanie ndkladov, neefektivnost a

plytvanie

Hodnota technolégii nepochopena a
neodmenena, inovacie pod tlakom

@ ae@#’@

S#s Velké rozdiely v praxi poskytovania starostlivosti medzi

kvtovatelmi Stimuly a ciele nie su spravne zosuladené
poskytovatelmi
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Source: World Health Organization Global Health Expenditure database



VBP umoiiuje aktivovat VBHC, ktora sa zameriava na dosiahnutie najlepsich
vysledkov, ktoré su dolezité pre ludi, pri najnizSich moznych nakladoch

VB_P svav.zamerlava na pr.odukty/!'lgfvema poskytujuce Posun od ceny ku VBHC pristupu
najvyssiu hodnotu namiesto najnizsej ceny

Potencidl uspory a zlepsenia
e VBP umoZfiuje integraciu tedrie VBHC do obstaravace; Vjslegkoy

praxe High

* Hodnota by sa mala posudzovat v ¢ase ponuky a pocas —
trvania zmluvy
Valuebased Value-outcomes
* Obstaravanie musi zahfriat VBHC a zabezpecit, aby B— procurement "“:e';"'“v:;“"
dodavatelia produktov a sluZieb boli zosuladeni so _
zvy$kom zdravotného systému g .'"s"::.’r;"'

Current contracting
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VBP je cestou pre rozsirenie moznosti pridania hodnotovych ponuk nad
¢Si vplyv na poskytovanu starostlivost v celom

ramec ceny, aby mali va
rozsahu
F 9
Fully integrated
care solution
.§ VBP solution
g including product
ﬁ%n Products plus some
g Product-focus value-adding services
© only
]
=
) & L@
_ Total cost of (/ °'\ Total costof @
Product price- ownership 5 e care =
focus 0n|y N’ considered

Full value criteria (outcome and
total cost of care) applied

Qutcome focus

.

Time

Source:Andrew and Sirkin(Harvard Business School, 2007); VBP belief audits, VBP case studies; BCG analysis; MedTech Europe; BCG

Care pathway coverage
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Value-based criteria for awarding
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Swy Benefity VBP vs. Tradicnému obstaravaniu N
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e Pacienti:

— Pacient je neustale v centre pozornosti, dosahuje lepSie vysledky, dosahuju sa mensie odchylky v
kvalite

e Poskytovatelia:

— Zvysena financna stabilita, prepojenia medzi oddeleniami, odstranovanie bariér, dlhodobo nizsie
naklady vdaka VBP rieSeniam flexibilne prispésobitelnym meniacim sa potrebam

i
P
e QObstardvatelia:

— Strategicka uloha, vacsi vplyv, viac holisticky ramec s perspektivou hodnoty
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<57 Benefits of VBP vs. traditional procurement
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W e Lekari:

— Vacsi vplyv na rozhodnutia pri nakupoch, pochopenie problematickych bodov

@ » Medtech

— Oceneny prinos inovacii a hodnoty, zlepseny dialdg s kupujucimi, obstaravatelmi

° -
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* + Zdravotné systémy:

.

— ZlepsSeny zdravotny stav obyvatelstva a vysSsia navratnost zdrojov investovanych do zdravotného
systému, lepSia integracia starostlivosti medzi sektormi



Value Based Procurement ramec

Vrstva jadra: 2. vrstva: Dalie vyhody 3 vrstva : Sirsi vplyv na

VBP ramec Pacientské vysledky vs
naklady

pre klticové spolo¢nost
zainteresované strany

palieny

S &
©10-6.conomic 0%

Ramec VBP poskytuje Zlep3enie vysledkov Vyhody pre klti¢ové Sirsi vplyv na spolognost
usmernenia pre obe zmluvné pacienta ku nakladom a zainteresované strany napr. napr. :
strany obstaravatelov a znizenie celkovych nakladov « Pohodlie pacienta

. . . * Zaujem tvorcov legislativ
dodavatelov na poskytovanie ) & y

. . e Bezpecnost pre lekara
starostlivosti P P

e Udrzatelnost

* Jednoduchost pouzitia * Socidlno-ekonomicky dopad
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. Vysoka frekvencia

VBP krltérlé . Strednad frekvencia
\ |:| Nizka frekvencia )

Source:MedTech Europe; BCG

Délezitost




Sme pripraveni na implemetaciu VBP?

Medtech spolocnosti ako aj obstaravatelia vnimaju VBP ako délezitu hnacia sila Uspechu

“How important do you see VBP and 1ts rollout
for your orgamzation’s success today?”

High 77%
Medium 19%
Medtech Low 3%
companies
(65 respondents)
High 79%
Medium 15%
Procurers Low 6%

(35 respondents)

Sources: VBP Belief Audit Survey; BCG analysis; MedTech Europe.

Note: Response proportions may not add to 100% because of rounding.

High
Medium

Low

High
Medium

Low

“What 1s the level of enthusiasm for VBP within

your orgamzation?”

68%
23%

10%

37%
40%

23%



Sme pripraveni na implementaciu VBP?

Spolocnosti a obstaravatelia Medtech su si viac isti vlastnou pripravenostou na VBP, neZ ako to vidia navzajom

Internal perceptions
“How do you rate your organization’s
readiness for VBP today?”

High
Medium
Medte-:h Low
companies
(65 respondents)
High
Medium
Procurers Low

(35 respondents)

Sources: VBP Belief Audit Survey; BCG analysis; MedTech Europe.

MNote: Response proportions may not add to 100% because of rounding.

24%
60%

16%

18%
45%
36%

High
Medium

Low

High
Medium

Low

External perceptions
“How do you rate the readiness for VBP of
procurers and medtech suppliers, respectively?”

24%
36%
39%

3%
18%

79%



“Value based procur"" “ment is the s;ngle
“most importantfr eans to drive, sustam- -

able, h1gh quauty, and mnovatwe heaflth

care systems today and in the future R
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: —Lars Dahl Allerup, new busmess developmént
manager and VBP lead at corporate procurement
4n the Ca,pltal Reglon of Denmrrk




Doing now what patients need
next



