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Geisinger Health System 

100 N. Academy Ave.  Danville, PA  17822  570-271-6211 

U.S. Geo Market:  Northcentral Pennsylvania 

http://www.geisinger.org  

 

 

       

 
Mission Statement 
Enhancing quality of life through an 

integrated health service 

organization based on a balanced 

program of patient care, education, 

research and community service. 

 

Key Metrics 

#  of Hospitals in System 2 # of OP Visits ~1.8 million 

# of Beds in System 725 Fiscal year ends 30/June 

# of System Admissions/Yr >37K Member of SMI Yes 
 

        

 
Integrated care services:  

 Geisinger Medical Center with Janet Weis Children’s Hopsital and Ambulatory Surgery Center– Danville, PA  (Owned, 485 beds)  

 Geisinger Wyoming Valley Medical Center with Heart Hospital, Henry Cancer Center, Level II Trauma – Wilkes Barre, PA  (Owned, 242 beds)  

 Geisinger South Wilkes Barre Ambulatory Surgery, Adult and Pediatric Urgent Care, Pain Medicine and Sleep Medicine –Wilkes Barre, PA   

(Owned)  

 Marworth Alcohol and Chemical Dependency Treatment Center – Waverly, PA  (Owned, 91 beds)  

 Hood Center for Health Research – Danville, PA  (Owned)  

 Geisinger Medical Group  – 36 Community Practice Sites throughout PA (Owned)    

 Geisinger Health Plan- Danville, PA (Owned) 

 

System Performance Characteristics  

As of June, 2009:  Total Revenue: $2.1 billion 

Current Capital Investment: $203.5 million 

Supply Chain Contact Info, Related Demographics & Key Supply Chain Executives (Primary/Secondary) 

System GPO(s) 

GPO Premier 
GPO Amerinet, Provista, HCSC   
Vendor Credentialing Firm 

Vendor Credentialing Services 

Centralized Purchasing and 
Contracting? 

Yes 

 

 

Purchasing Phone:  570-271-6628     Fax: 570-271-5944 

Purchasing Website:    www.geisinger.org; “For Professionals”; “Vendor Services”  

Senior SC Exec Deborah Petretich Templeton 

Capital Equip Joel Meckley 

Dietary Kathy Linn 

Lab Kathy Linn 

Med/Surg Mary Ellen Kline 

Pharma Barbara Szoke 
 

Value Proposition Alignment  
Suppliers should tailor/focus their presentations on those areas rated the HIGHEST. 

Increase Revenues – how much will it increase our revenues? HIGH     MED     LOW 

Reduce Costs ςWhat costs of ours will be reduced by using your product? HIGH     MED     LOW 

Better Terms – Quantify the savings to us from your Terms versus the “street” terms? HIGH     MED     LOW 

Improve Utilization – How much savings will we see through improved utilization? HIGH     MED     LOW 

Increase Efficiencies – How much savings will we see through increased efficiencies? HIGH     MED     LOW 

Standardization– How much savings will we see through improved standardization? HIGH     MED     LOW 

http://www.geisinger.org/
http://www.geisinger.org/
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9ƭƛƳƛƴŀǘŜ ²ŀǎǘŜ κ άDǊŜŜƴέ – Quantify waste eliminated and/or any Green effect? HIGH     MED     LOW 

Ease of Conversion–What conversion costs exist from a competitor’s product? HIGH     MED     LOW 

Improve Employee Relations & Boost Morale–Quantify any benefit? HIGH     MED     LOW 

Improve Patient Safety and/or Relations– How much will this improve? HIGH     MED     LOW 

Improve Patient Outcomes – How much will this improve patient outcomes? HIGH     MED     LOW 

Improve Physician Relations– How much will our physician relationships improve? HIGH     MED     LOW 

Grow Profitable Market share– How much growth (and in what area) will we see? HIGH     MED     LOW 

Risk Reduction/Regulatory Compliance – What is our current exposure? HIGH     MED     LOW 

Provider-Extended Supply Chain Profile Comments 

New vendors are encouraged to review the website above.  All visits are by appointment only. 
 

Recent News (GHS Supply Chain) 

¶ 3/8/2010 ς Be an Early Riser, Modern Healthcare, Vol. 40, No. 10 

¶ 4/2010      - Closing the loopholes in revenue cycle-supply chain links, Healthcare Purchasing News, Vol. 34, No. 4  

¶ 4/2010      -Mastering the item file, Healthcare Purchasing News, Vol.34,  No. 4  

¶ 4/2010      - Harnessing the falling domino effect, Healthcare Purchasing News, Vol. 34, No. 4  

¶ 4/2010      - Ultimate achievement; The best in team-based hospital construction, Healthcare Facilities Management,               

Vol. 23, Issue 4 

¶ 4/19/2010 ς Premier Press Release:  Global Location Number Implementation, Lessons from Phase 1 


