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CHA is introducing a new and more cost effective way to fill long-term, short-term and 

immediate needs for physician and advanced practice healthcare providers.  

Overview of CHA Locum’s Member Program

• Competitive Pricing: CHA members can leverage buying power to drive favorable terms and fair market pricing 

• Cost Controls: Managed approval processes through technology with built-in alerts 

• Real-time Financial Data: Ability to project, track and analyze locum spending trends, utilization and compliance

• Expand Locum Supply Pool: Access to multiple locums agencies with real-time visibility into locum ordering   

• Broaden Candidate Reach: Job reqs go out to multiple agencies at once to CHA Agency Network 

• Decrease time to fill Rate:  System driven process moves candidates through recruitment to onboarding stage rapidly

• Dedicated Account Management: Performs daily follow-up and communications with managers and agencies 

• Improved Screening: Ensures that pre-submission requirements have been met  and only quality profiles are submitted

• Vendor Scorecard: Ability to rate agencies based on performance metrics



Approach

Consolidated approach to sourcing and managing contract labor gives CHA members 

greater buying power and visibility into locum utilization and spending trends. into 

Locum usage and costs. 



Key Differentiators

Reporting and Business Analytics - Reports that look at an organizations’ productivity metrics to include 

contract labor spend analysis by department and location, contractor utilization by job type, days worked 

and projected spend analysis. 

Contract Management - Our contracting process engages all stakeholders in a careful process that 

ensures competitive market rate structures and supplier commitment. Through one standard agreement,  

CHA members will have access to a network of top locum suppliers. Members will have ability to sign off 

and negotiate on all pricing terms at time of locum engagement.

Vendor Management Technology - Customizable features to support specific onboarding, disclosures and  

specific facility information and documents. Easy-to-use, platform that allows greater transparency and 

competition between locum suppliers. Vendors are able to work in a centralized system for better opportunities. 

Time keeping functionality captures locum time with approval routing for more accurate invoicing. 

Program Support – CHA HWL Team will provide dedicated resources to ensure all operational and contract labor 

standards are met to members satisfaction. MSP greatly reduces physician recruiter workload so they can stay 

focused on perm placement.



Program Support

- Liaison between CHA facilities and the staffing agencies
- Manage agencies to get quality candidates submitted in timely manner
- Work with facilities to ensure quick evaluation & hiring decisions 
- Periodic agency negotiations and agency contract resolution
- Manage technology deployment and ongoing support
- Resolve time card and billing disputes with agencies
- Insure accurate and timely invoicing

- Manage logistics of billing and invoicing
- Contract term and rate evaluation and 

re-negotiation, as needed

- Configuration of dedicated environment
- Training and 24/7 technology support
- Regular feature enhancements

Dedicated Resources

Back Office Support Staff Technology Support

CHA Members can make one call to CHA resource team, or input the order

into the VMS or email a team member at CHAMSP@HWLmsp.com in order to place an 

order for a Locum or Advanced Practitioner.

mailto:CHAMSP@HWLmsp.com


CHA MSP: Rate Plan Optimization

Develop RFP Overview and requirements 

Gather data on utilization & costs

Complete RFP requirements, define specialty categories, 
rate plan, conversion terms and agency questionnaire.

Create RFP guidelines 
on agency contracts 

and rates plan

Distribute and collect responses form agency network

Develop scorecard and rank agencies

Preliminary rate and savings projections

Issue RFP to current 
and additional agencies 

Provide CHA Members with Market rate Analysis to share 
key findings, rate comparisons, conversion and overtime

Present competitive pricing, savings projections and 
recommended conversion terms. 

Final optimized rates plans and pricing structures

Deliver market based 
rate analysis to 
CHA members 

Collect signed Facility Member Agreements and SOW

Distribute CHA MSP SOW’s to all locum agencies. 

Issue SOW’s and rate 
plans to Locum 

agencies

RFP Response Rate Variation



Agency Network 
A vendor neutral model is supported by the nation’s top locums agencies, some of whom 

are listed below.  As a result we are able to achieve competitive pricing and very high fill 

rates.



CHA Locums Facility Agreement – three components
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• CHA MSP Facility Agreement. This establishes the 
contractual relationship between CHA. HWL and 
the Agency. (12 pages) Facility CEO signs page 12 
and 13. 

• SOW. The Statement of Work is specific to facility member and 
part of the agreement.  Each facilities requirements are customize,  
i.e. credentialing, onboarding, screening requirements, rates, and 
conversion fees, travel expense requirements, etc.

CHA MSP LOCUM FACILITY  Agreement Statement of Work (SOW)MSP Locum Agency Agreement

• EXHIBIT C - This CHA Locums Agency Agreement is the 
standard terms and conditions for all Locum Agencies 
in CHA MSP.  Exhibit C is part of the CHA MSP Facility 
agreement in which all parties are bound (including all 
addendums, attachments, and SOW’s
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Implementation Timeline
CHA Locum MSP Project Plan Timeline
Announce MSP to CHA Members February 10, 2019 

Gather commitment from CHA Members February 10, 2019 – (On going)

Send out MSP Overview and Agreements February 10,2019 – (On going)

Review and Finalize Member Agreements February 28, 2019 – (On going)

Conduct RFP with Agency Vendors February 10 – February 28, 2019

Send Announcement Letter and RPF Packet to Agencies Week 1 

Analyze and Review Agency responses Week 2

Complete Market Rate Analysis / Week 3 

Review Market Analysis and send to participating members February 28

VMS Solution Configuration March 1 – March 14,  2019 
2 weeks

Configure VMS based Facility  specific SOW’s, pricing terms and candidate engagement 
workflows

Week 1

Configure Dashboard with CHA Logo Week 2

Training Plan March 1, 2019 – On going 

Web-Based Agency Training March 1, 2019  

Web-Based and  facility Member Training March 1, 2019 – on going 

Program go live- CHA MSP March 1, 2019 



Contact Information:

Julie O’Keefe

VP – Workforce Solutions

Office: 407-249-3171

Mobile: 760-274-7696 

jokeefe@hwlmsp.com

www.hwlmsp.com

Next Steps

• Market Rate Analysis will be sent to participating members at the end of February to lock in competitive pricing
• Please feel free to contact me with questions or send me an outlook invite to review the agreement and SOW. 
• CHA MSP PROGRAM GO LIVE IS MARCH 1st 

mailto:jokeefe@hwlmsp.com
http://www.hwlmsp.com/

