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General Information

Contract Effective 
Date 1/1/2008 Contract Expiration 

Date 6/30/2016

Contracting 
Discipline Laboratory Contract Source Multi-Source

Form Required Yes

Alternate Contract 
Number

LA-013(Legacy Broadlane)

Class of Trade 340B/DSH Inpatient, 340B/Non-DSH Inpatient, Hospital, Managed Care

Value Statement On October 15-16, 2007, a live negotiation took place at Broadlane's offices for Reference 
Laboratory Services. This category includes:

Routine and specialized testing not generally performed in a hospital setting;

Consultative services (improves in-house test utilization);

Hospital outreach and education programs; 

Information Technology services;

Reporting services to educate facilities on ways to improve efficiency and reduce costs.

This category was originally presented to the Laboratory Advisory Committee ("LAC") and the 
Executive Steering Committee ("ESC") in June 2007 for strategy validation. As part of the category 
strategy, each supplier was required to respond to specific terms and conditions and the LAC and 
ESC were updated with those responses in August and September. It was ultimately determined by 
the ESC that the appropriate contracting strategy would be a dual source award unless one 
Supplier presented an offer that was compelling enough to award sole source. It was also 
determined by the LAC and ESC that hot lists would not be allowed under any agreement. After 
discussion, the committees determined that hot lists were not managed consistently by the facilities 
in all cases. Additionally, hot lists allowed Suppliers to maintain consistent margin regardless of the 
Customer's volume. It was also determined that hot lists combined with other factors created high 
levels fragmentation in price points across the Customer base and historical utilization data was not 
auditable. Prior to the final negotiations, all suppliers validated that the test mix from year to year 
does not change significantly. An internal analysis validated this assessment and as a result, the 
Customers developed a Core Test list that covered 80% of the send-out tests currently sent to the 
suppliers. The development of the Core Test list allowed the LAC and ESC to drive down price 
points on the most highly utilized tests and effectively surpassed the perceived benefits of facility-
level hot lists in the industry.

The live negotiation took place during the ESC meeting on October 15-16, 2007. This ESC meeting 
was held simultaneously with the LAC meeting, and the LAC joined the ESC during any category 
presentations during the event. During the live negotiation, each supplier was afforded the 
opportunity to present directly to the ESC and LAC. At the end of the first day, the ESC/LAC 
determined that it would be appropriate for the suppliers to submit pricing based upon 
standardization behavior to gain greater savings opportunities.

Terms & Conditions

Additional 
Information

OUTREACH – CONSULTATIVE SERVICES INFORMATION/FEE SCHEDULE

The below fees are capped at the prices set forth below but may be locally negotiated as long as 
the engagement does not allow Supplier to modify ANY price set forth on Exhibit A-1 and Exhibit A-



Page 2/13 Contract Launch Package for BM04322 Download Date: 11/3/2015

2.
ARUP believes local ownership is the modern paradigm for laboratory testing. Owning and 
managing your outreach program give you the control to shape your own destiny and reap the 
reward of your hard work and effort.

We also believe local hospital systems and laboratories are best positioned to deliver continuity of 
care to their patients. They are branded in the community as the comprehensive source of health 
care delivery. Consequently, these entities are in tune with their specific market demands and client 
needs. With this knowledge and ARUP’s support, our laboratory clients continue to be successful in 
growing solid, profitable outreach programs.

Maintaining self-sufficiency elevates the ever-increasing role in the diagnostic process, ensuring 
optimal service to patients, physicians, clients, and the community

_ Local laboratory leaders hold the knowledge to make sound business decisions.
_ Our team of experts develops and delivers value-added services that are specifically designed to 
grow your business.
_ ARUP Consultative Services is committed to the continued success of our clients in the outreach 
market.

Outreach Evaluation: plan a course of action

_ Assess current capabilities
_ Develop a gap analysis
_ Formulate action-based recommendations

Serving the outreach market requires specific service elements, which differ from inpatient 
laboratory needs. ARUP provides a complete evaluation of these elements and presents an 
actionable report to achieve critical advances in service levels

Market Survey: don’t strategize without it

_ Define your market 
_ Establish direction
_ Analyze potential

Market research is the cornerstone of any business plan. Understanding your target market, 
potential revenues, service requirements, and competition is essential to your success. ARUP 
provides all levels of guidance, from assistance with survey development, to execution, to 
analyzation or survey results.

Business Plan: your blueprint for success

_ Guide management
_ Strengthen financial decisions
_ Increase awareness

Successful outreach business operations depend on strategic planning. The well-formulated 
business plan:

1) provides the framework for pursuing goals, and 2) substantiates capital requirements. The 
knowledge gained through the process of developing your plan will greatly enhance your 
ownership, outcomes, and success. ARUP provides a business plan template and assistance with 
all development activities

Specimen Flow And Process Audit: gain new efficiencies

_ Promote quality
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_ Shorten turnaround time
_ Simplify specimen tracking
Efficient front-end operations are key to the overall performance of your outreach laboratory 
services. ARUP provides an assessment of specimen flow processes with recommendations for 
achieving greater efficiencies.

Technical Audit: refine your strengths

_ Examine opportunities
_ Appraise needs
_ Analyze current testing and methodologies

Evaluation of technical capability for growth opportunity is essential as your outreach program 
develops. Building a solid technical foundation and uncovering potential expansion areas are vital 
in maintaining outreach business with limited laboratory resources.

Outreach Services Development: fine-tune your business nuts and bolts

_ Boost overall service levels
_ Build customer loyalty
_ Promote staff retention

Operations that run smoothly are critical in today’s laboratory market; a seamless service product is 
the goal. Efficient and effective processes also create a favorable working atmosphere for your 
valuable, professional staff. ARUP Consultative Services provides all aspects of support in 
developing or fine-tuning your outreach operations.

Test Directory Development: your primary marketing tool

_ Market your laboratory
_ Augment testing breadth and capability
_ Improve customer service

Physicians and laboratories depend on access to a professional, customized test directory for 
information and instructions on using your laboratory. Developing a consolidated list of tests 
performed by you and those referred to ARUP will enhance your testing capability image. We will 
provide the data and knowledge necessary for customized directory development, including Web-
enabled solutions.

Marketing Strategy Development: bolster your competitive advantage

_ Ensure winning marketing practices
_ Align corporate and hospital goal
_ Assess strengths and weaknesses
_ Identify growth opportunities

A solid marketing strategy that differentiates your laboratory in today’s market helps communicate 
your value and delivers a consistent message through every customer contact. ARUP provides 
tools and templates to assist with all aspects from developing a plan to including interactive 
strategy sessions, gap and SWOT analysis, to aligning the laboratory goals with the hospital’s.

Marketing Collateral Development: focus on your message

_ Enhance brand image
_ Design a marketing campaign
_ Broaden market exposure

A consistent message to every customer contact helps communicate your value. Build your 
marketing portfolio to increase competitive advantage. Customized brochures, marketing literature, 
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and joint marketing are all available to ensure your marketing success.

Sales Management Development: develop a sales proce

_ Define sales goals
_ Train a winning team
_ Monitor growth

Hiring, training, and managing a winning sales team will influence the profitability of an outreach 
program. A successful sales force directly impacts sales and client retention. ARUP provides 
guidance to direct you through each step of the sales management process.

Customer Service Training: create a customer-focused culture

_ Encourage service-oriented attitudes
_ Foster synergistic relationships
_ Generate customer loyalty

In the era of consumerism, laboratory outreach programs must deliver exceptional customer 
service to be successful. ARUP offers various on-site seminars to help develop an organizational 
culture that is focused on serving and retaining your clients.

Sales Training: your strategy for success

_ Cultivate dynamic sales professional
_ Improve relationship-building techniques
_ Increase revenue-generating potential

Building the long-term relationships necessary to provide mutual value with your customers 
depends on your ability to understand what motivates them. ARUP offers a variety of seminars to 
help your sales staff develop skills to compete with confidence, leveraging your position in the 
marketplace.

ARUP Consultative Services Philosophy
ARUP is your partner in designing a customized outreach development plan that includes timelines, 
activities, goals, and measurements. We provide the tools, consultation, guidance and support to 
ensure your success through all phases of outreach program development.

Shape Your Own Destiny
Outreach program directors and staff are the most knowledgeable in understanding their 
community marketplace.

Local Ownership
Outreach business programs are best owned and managed locally, by people who identify with the 
needs of the community.

Fees for Consultative Services
The below fees are capped at the prices set forth below but may be locally negotiated as long as 
the engagement does not allow Supplier to modify ANY price set forth on Exhibit A-1 and Exhibit A-
2.

Consultation at Client Site
Client will pay for ARUP consultant(s) travel expenses and a consultant fee based on time spent 
performing the consulting activity and report production not to exceed $100/hour per consultant. 
Fees vary based on time at client location, number of consultants, and hourly report production.

• Outreach Consultant fee $100/hour
• Research Associate fee $50/hour
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Outreach Test Directory Development

Two options are available in the production of a Test Directory. Both options incorporate tests 
referred to ARUP as well as the client’s tests. The completed database is owned by the client and 
can be used to develop a web-based version. The client will choose formatting, cover design, and 
binding options to be produced by Consultative Services. These services are provided at no cost to 
the client with the exception of the printing costs.

Option I
• Production of a joint test directory customized to the client’s needs
• ARUP provides the tool for data entry, training, and consultation throughout the project
• ARUP can arrange for the printing of the final document in order to take advantage of our printing 
contacts
• Client pays printing costs

Option II
• Production of a joint test directory that is customized to the client’s needs
• Incorporates ARUP’s logo and the client’s logo
• ARUP’s branding standards will be incorporated with the client’s
• ARUP will pay 50% up to $6,000 per year for printing costs

Marketing Collateral Development
ARUP will design marketing collateral for any client. There are two options available.

Option I
• Design and branding of client-customized marketing materials including client information and 
logo
• Information and logo will be supplied by the client to be used in the production of the marketing 
materials
• Brochure design and production will be billed at $50/hour
• Printing costs will be paid by the client

Option II
• Design and branding of client customized marketing materials using client information and logo as 
well as the ARUP logo
• ARUP’s branding standards will be incorporated with the client’s
• ARUP will pay 50% up to $1,000 per year for printing costs

Market Survey
ARUP will conduct a market survey by mail, phone, personal interviews or any combination. Client 
will pay ARUP consultant fees based on time spent for research, survey administration, report 
production, and time/travel for report presentation at client site (optional).

• Outreach Consultant fee $100/hour
• Research Associate fee $50/hour
• Secretarial Support $25/hour

Customer Service Training and Service Excellence Curriculum
The fees for the Customer Service curriculum will vary depending on the number of sessions, 
actual time spent at the client site, and the travel expenses incurred. Training is typically performed 
in 4 hour sessions.

• Customer Service Training 1 day (2 sessions) $500
• Customer Service Training 1/2 day (1 session) $250

Below is a scenario for the Service Excellence Curriculum
8 on site days*
60 survey hours
On site, 8 hours/day                                                    $3,200
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Pre and Post Surveys                                                  $3,000
Travel Expenses (variable                                           $4,800
Total                                                                            $11,000

*Any time spent on-site beyond the 8 on-site days will be billed at $50/hour

Sales Training
Sales Training can be held at ARUP Laboratories or at the client site.

Course                                                            Location 
                                                                    Price
Technical Sales Training                                 ARUP Laboratories 
                                                   No Charge
Technical Sales Training                                 Client Site 
                                                                  $100/participant (minimum of 4 participants) and 
documented expense
Progressive Sales Skills                                   ARUP Laboratories 
                                                   No Charge
Progressive Sales Skills                                   Client Site 
                                                                  $165/participant (minimum of 4 participants) and 
documented expenses

Other Value Added Services:
Client Support Specialist. Additionally, Supplier will offer to provide Client Support Specialists. 
Supplier’s client support specialists are unique in that they are trained Supplier specimen 
processors who understand what is required to get samples through Supplier’s accessioning area 
as quickly and efficiently as possible. They use this knowledge to train new and existing clients on 
how to prepare samples for prompt accessioning. They are available for new client startups and 
new and existing system-to-system interface startups. As part of Supplier’s ongoing quality 
assurance program, the client support specialists track client sample submission trends. A monthly 
report is generated and is shared with clients and Supplier business development managers. If a 
client receives a greater than average number of sample submission issues, a client support 
specialist may be requested to visit the client for additional training. These visits provide Supplier 
with the ability to see client processes at work and discover, first hand, reasons for specimen 
submission problems. The specialist is then able to work on an individual basis with each client in 
order to improve processes.

6. Specialized Testing Conditions: Supplier and Customer must mutually agree to exclude any Test 
where applicable specimen stability standards may compromise patient safety. If Supplier and 
Customer mutually agree to exclude any Test under this Section 6 of Exhibit A-3, then that 
exclusion of that Test will not apply toward the Customer’s Compliance with Committed Level 
Requirements pursuant to Section 4.1.1.5

Commitment 
Requirements

Commitment Levels. Customers can access the Agreement upon submission of a Letter of 
Commitment (“LOC”) as follows: 

a) New Customers, which intend to be Committed Level Customers (as defined in subsection c 
below), whether individually or as part of a Customer Group, shall be required to complete and 
submit to Supplier a LOC, in a form substantially similar to that set forth in Exhibit Q attached 
hereto. A Customer Group may execute an LOC on behalf of its qualifying constituent Customers 
(as listed on its LOC) and each of such qualifying constituent Customers do not have to execute a 
separate LOC to access the Committed Level Benefits. Existing Customers, prior to the 
Amendment Effective Date, will not  be required to complete and submit an LOC.  

b) Access Level Customers are defined as non-committed customers purchasing Services under 
the Agreement with no specific commitment required.
c) Committed Level Customer is defined as any Customer or Customer Group who commits to 
using Supplier as its primary reference laboratory (“Primary Provider”), by purchasing a minimum of 
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eighty percent (80%) of its total requirements for for Reference Laboratory Services from Supplier. 
A Customer Group will qualify as a Committed Level Customer if the Customer Group, in the 
aggregate, purchases a minimum of 80% of Reference Laboratory Services from Supplier. 

Committed Level Benefits.  The Committed Level Benefits include the following services and 
benefits which will be provided to each Committed Level Customer at no additional charge:

Pick-up and Transportation of Specimens 

Interface licensure and installation as described at Exhibit N (up to a maximum cost of $32,000).

Interface implementation assistance as described at Exhibit N (up to a maximum reimbursement of 
$10,000).

One ATOP Premium Report per year for each individual Committed Level Customer and one 
aggregated ATOP Premium Report for each Customer Group.

Each Committed Level Customer is entitled to an annual business review with their Supplier 
representative, which will include a test utilization and pricing review of all services the Customer 
purchased from Supplier the previous year.  Supplier shall have the ability to offer enhanced pricing 
or pricing-related programs to Committed Level Customers by decreasing such Customer’s pricing 
on selected Products listed on Exhibits A-1, A-2, or A-3, as mutually agreed.  For Customer Groups 
with more than one member, eligibity for enhanced pricing programs requires all members of the 
Customer Group (individually) to purchase a minimum of eighty percent (80%) of total spend for 
Reference Laboratory Services from Supplier.  Annual price reductions will not be less than 1% for 
those Committed Level Customers in compliance. 

Compliance with Committed Level Requirements.  A Customer’s or Customer Group’s compliance 
with its Committed Level is based on the Customer’s or Customer Group’s aggregate annual 
purchases. Supplier and MedAssets may conduct periodic reviews of the Customers’ and the 
Customer Group’s Committed Level compliance.  If a periodic review reveals that any Customer or 
Customer Group failed or is failing to purchase at the Committed Level, then Supplier may issue 
written notice of non-compliance to that Customer, the Customer Group and to MedAssets.  If that 
Customer and/or the Customer Group (as applicable) do not bring purchases to the Committed 
Level within 60 days of receiving notice of non-compliance from Supplier; then Supplier may 
immediately discontinue all future Committed Level Benefits, but Supplier must provide written 
notice to the Customer and MedAssets indicating that the Customer is being removed from the 
Committed Level Benefits. 

Service 1. STAT, On-Call and Sunday Courier Pick-up Service Fees:
STAT or On-Call Testing
Due to the nature of Supplier’s client ordering patterns, Supplier deals with true STAT requests 
very infrequently. Convenient laboratory location and strategic testing schedules allow Supplier to 
be continually prepared to accommodate "expedited" test requests, often referred to as STAT 
testing. Most assays are scheduled twice a day, and in many cases, MedAssets Customer’s 
expedited test requests can be handled with Supplier’s traditional set up times. Supplier will 
evaluate its ability to service each STAT pickup request on a case-by-case basis.

Should MedAssets Customers request a STAT test, they will be required to contact Supplier’s 
Client Services Department. After the appropriate laboratory personnel approve this request, Client 
Services will immediately fax a Client STAT Request Form. This form must accompany the sample 
when it is received or the test will be performed as routine.

STAT Testing Fees
If MedAssets Customers request a STAT, on-call, or as-needed specimen pickup in addition to 
their regularly scheduled pickup, then MedAssets Customer will be charged an additional fee, 
currently $100, to cover the courier and transportation costs associated with the additional pickup. 
Fees for STAT specimen pickups vary based on geographical location of the requesting MedAssets 
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Customer.
 
MedAssets Customers may also be assessed a STAT testing fee of $65 for each STAT test 
performed, if the request for such STAT test falls outside of the routinely scheduled run for such 
test and an additional run must be scheduled to perform the STAT testing request. A STAT call-in 
fee of $52 will only be assessed if a technologist must be called in to perform testing after normal 
laboratory operating hours. For STAT analysis, if the request is to call MedAssets Customer as 
soon as the test is completed and verified there is no extra charge.

Sunday and Holiday Courier Fees
Courier service on Sundays and/or holidays is negotiable dependent upon logistical availability.

2. Additional Information Technology Options: In addition, Supplier shall also provide the following:

System 2000®. For each Committed Level Customer and each other MedAssets Customer with a 
monthly volume commitment of greater than $3,000 per month, Supplier will provide its System 
2000® PC-workstation to enhance the accuracy and speed of information flow, increase reporting 
capabilities for test order and result information that cannot pass through an LIS-to-LIS interface, 
improve turnaround times, and reduce time and effort spent in managing send-out functions. The 
system will provide automatic transmission of orders and results, and rapid on-site access to 
orders, results, and chart reprints. Supplier will provide a personal computer, software, report and 
label printers, modem, communication line installation and payments, and equipment service and 
maintenance to MedAssets Customer.

Extensive on-site training will be provided for every shift that will use the system. Supplier will 
provide telephone technical support 24 hours per day, seven days per week. A designated group of 
Supplier’s staff will be assigned to handle the installation, training, and continued support for each 
system to ensure consistency and familiarity with each MedAssets Customer.

Any MedAssets Customer who wishes to implement the System 2000® with Supplier will be 
required to properly execute a System 2000® Agreement. In addition, Customer must allow 
Supplier access to an established connectivity setup via Local Area Network (“LAN”) or Virtual 
Private Network (“VPN”

Internet Inquiry. Supplier’s Order Inquiry assists clients with their own delivery of service by 
providing access to information about test requests, from order status to test results and allowing 
MedAssets Customers to print patient charts. MedAssets Customers’ managers and client services 
department can access up-to-the-minute information about tests referred to Supplier. Online 
information also includes order comments, result comments, reference intervals, interpretation, 
patient demographics, and ordering physician.

MedAssets Customers may access Order Inquiry through Supplier’s website. Before the initial login 
and use of, MedAssets Customers are required to sign an access agreement to receive their 
username and password.

3. Special Handling/Send-out Fees: To the extent that a MedAssets Customer requests a service 
not performed by the Supplier, the Supplier will refer the specimen to an affiliated referral testing 
vendor for the cost designated below. To the extent that the MedAssets Customer requests that 
Supplier refer a specimen for a service not performed by Supplier to an unaffiliated Referral Testing 
vendor, Supplier will be entitled to charge the additional fee(s) set forth below for providing such 
service.

Supplier Performs Test MedAssets Customer 
Requests Test go to 
Supplier’s Affiliated Lab

MedAssets Customer Requests Test 
go to Supplier’s Unaffiliated Lab

Yes Cost of the test at the affiliated Cost of the test at the unaffiliated 
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laboratory and a $30.00 
handling fee

laboratory and a $30.00 handling fee, 
and a $30.00 service fee

No Negotiated pricing listed in the 
Fee Schedule, with no 
additional charges. (Handling 
fee is included in the Fee 
Schedule cost.)

Cost of the test at the unaffiliated 
laboratory, a $30.00 handling fee, and 
a $30.00 service fee

Supplier will honor requests to refer testing performed in-house to a specific reference laboratory 
based on physician preference if Supplier performs the test by a different methodology or such 
service is deemed necessary to maintain the integrity of a patient’s care. If the preferred laboratory 
is an affiliated laboratory, Supplier will charge the performing laboratory’s standard fee plus a 
handling fee. If the preferred laboratory is an unaffiliated laboratory, Supplier will charge the 
performing laboratory’s standard fee, a handling fee, and a service fee.

4. Analyzing Test Ordering Patterns (“ATOP”): The ATOP® program is a laboratory analytics 
service offered by Supplier to assist health care organizations to improve utilization of laboratory 
tests. ATOP® analysis identifies potential over-, under-, and mis-utilization of individual laboratory 
tests and in each case assesses the clinical and economic impact of suboptimal ordering. 
Laboratories and pathologists can share this information with local clinicians in order to reduce 
costs, increase efficiency, and improve patient care.

Supplier’s ATOP® program assists clients to improve management of test ordering according to 
evidence-based guidelines, engaging physicians and administrators regarding clinically appropriate 
testing, prioritizing education outreach efforts, and promoting the value of laboratory medicine to 
enhance the roll of laboratorians in clinical environments

ATOP FEE SCHEDULE
The fees are capped at the prices set forth below but may be locally negotiated as long as ATOP 
engagement does not allow Supplier to modify ANY price set forth on Exhibit A-1 and Exhibit A-2.
 

Features Basic
Report

Premium
Report

Analysis of your reference test mix based on our database of often 
misused tests with recommendations based on national guidelines, 
published clinical studies, industry best practices, and expert opinion

X X

Printed and electronic copy of report X X
Review of the top 80% of tests ordered by order volume and cost  X
Complete analysis of testing patterns by a pathologist and web 
conference with the pathologist to explain the report

 X

Breakdown of testing by age, sex, and/or result distribution  X
Aggregate list of ordering providers by test  X

FEE $3,000* $5,000**

*Fee waived once per year for ARUP clients with under $500,000 yearly test volume.
** Fee waived once per year for all Committed Level Customer, Customer Groups and other ARUP 
clients with over $500,000 yearly test volume. Our experience has shown that larger volumes of 
data result in a more useful report for our clients. These reports are based on a dollar figure that 
represents a volume of data that will be meaningful.

Client-Provided Data Sets: If you would like ARUP to analyze your internal testing data, ARUP can 
add that analysis to either of the above reports at a fee of $2,000 per data set. For example, ARUP 
can provide an analysis of laboratory testing data broken down by facility.
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Customized Data Analysis: ARUP can provide an in-depth analysis and investigation into any 
testing issues or problems you identify. Pricing for this service is based on an hourly fee; call for an 
estimate.

5. Outreach Assistance:
Consultative Services
Supplier’s outreach and network support program was developed to guide its clients through the 
health care evolution toward community-based, integrated delivery systems. The focus of this 
customized program is to assist clients in creating and implementing new strategies to meet 
present and future health care challenges. Supplier offers consultation and training to assist clients 
to consolidate operations, develop core laboratories, and expand outreach efforts.

Outreach Evaluation Test Directory Development
Market Survey Marketing Strategy Development
Business Plan Marketing Collateral Development
Specimen Flow and Process Audit Sales Management Development
Technical Audit Customer Service Training
Outreach Services Development Sales Training

Additional information, including a fee schedule, for Supplier’s Consultative Services is set forth as 
Exhibit P.

Training Educational Materials. Upon any Customer's request, and at no additional cost, Supplier must 
provide any Customer with educational materials regarding the effective use of diagnostic 
laboratory testing.

Supplier will offer ARUP Consult®. ARUP Consult® is a complimentary tool provided by Supplier 
for clinicians. The goal of ARUP Consult® is to assist the clinician with test selection and 
interpretation. Knowing the right test to order for a specific disease can improve patient care and 
decrease unnecessary testing and costs. 

Currently, ARUP Consult® contains over 1,500 lab tests categorized for diagnostic decision 
making. Disease-specified topics with background information, test ordering suggestions, and 
concise diagnostic algorithms are co-authored and maintained by Supplier's expert panel of 
medical facility and consultants. ARUP Consult® is available on both PDA and Web platforms. 
Updated content and new additions are posted every eight weeks.

Order Placement 
Instructions

Any Customer may place an order for testing services through LIS interface, Supplier-provided 
equipment, manual requisition, or other electronic order entry directly through Supplier at:

ARUP Laboratories
500 Chipeta Way
Salt Lake City, Utah 84108
clientservices@aruplab.com
Telephone No.: 800.522.2787
Fax No.: 801.583.2712
Additionally, Customers may order add-on testing by telephone or fax.

Warranty Services Warranty. Supplier represents and warrants that: (a) its Representatives have the skills 
and qualifications necessary to perform the Services in a timely, competent, and professional 
manner in accordance with the highest industry standards and all applicable governmental 
requirements, laws, ordinances, rules, and regulations; and (b) Supplier is able to fulfill the 
technical Service requirements and all other Services requirements of this Agreement.
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Manufacturers' Warranties. Upon any Customer's request, Supplier must provide to MedAssets and 
the Customer copies of all warranties for Services that Supplier receives from its vendors and all 
manufacturers' warranties that are applicable to Customer and the Services. To the extent 
assignable, Supplier assigns to MedAssets and to each Customer all vendors' and manufacturers' 
warranties and rights of action under these warranties and authorizes MedAssets and the 
Customers to enforce these warranties.

Warranties Cumulative. The warranties provided under this Agreement are cumulative and apply to 
any replacement or modification of the Services by Supplier or any of its Representatives, and 
these warranties are in addition to any warranties provided at law or in equity.

Representations and Warranties. Supplier represents and warrants that, as of the execution of this 
Agreement and during the Term:

(a) Its Laboratory is fully licensed in accordance with all applicable laws and regulations (including 
all applicable requirements under the Clinical Laboratory Improvement Amendments of 1988 and 
related regulations); and
(b) Supplier's quality assurance programs comply with all applicable regulatory requirements.
 

Products & Pricing

Product Line A - All 
Products 

Tier Number Description

1 Tier 1: Access (LOC Required)

2 Tier 2: 80% of its total requirements for Reference Laboratory (LOC Required) - 
No line item pricing

Price Protection 
Terms

Firm for Duration of Contract

Price Protection 
Fields

N/A

Price Protection 
Dates

1/1/2008 - 6/30/2016

Payment Terms Net 30 Days

Freight

FOB Point FOB Destination

Delivery 7 Days ARO
Direct: All Products are sold direct.

Supplier must deliver an ordered Related Product to the Designated Location as promptly as 
reasonably practical but in any event not more than seven business days after Supplier's receipt of 
the Customer's order for the Related Product.

Freight See Additional Information
FoB: Destination
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Shipping Details Transportation and Collection Supplies and Materials.  At no cost to any Customer, Supplier must 
provide (on an "as needed" basis) specimen transport supplies and media to each Customer (as 
Supplier deems necessary and as are typically provided by Supplier to its customers), as set forth 
in Exhibit M, for the purpose of transporting specimens for Services.

All prices set forth include shipping, transportation fees, courier fees, and any other fees related to 
the routine pick-up and delivery of any Test or Related Product. Supplier must not charge any 
Customer any fees (a) relating to the transport of any Test specimen or Related Product (i) among 
Supplier's facilities, or (ii) by a carrier that is an Affiliate of Supplier; or (b) for transport of any Test 
specimen or Related Product to (or within) Alaska, Hawaii, or Puerto Rico. 

Special Handling If any Customer requests special handing (e.g., air freight, express delivery, etc.) 
of any Test, then Supplier (a) must ship the Test and prepay all shipping costs, and (b) may charge 
the Customer for the actual additional shipping costs if those costs are listed as a separate line 
item on the invoice.

STAT Transport. If a Customer requests STAT pick-up and transport services (e.g., taxicab or 
special courier), then Supplier may charge the Customer.

Pick-up and Transportation of Specimens. 

Purchase Levels. During the first year of the initial term of this Agreement, Supplier will provide 
transportation of specimens at no charge to each Customer. After January 1, 2009, Supplier will 
provide transportation of specimens at no charge to each Committed Level Customer and each 
other Customer that purchases at least $2,000 of Services per month. Any Customer that is not a 
Committed Level Customer and purchases less than $2,000 of Services per month must package 
and ship its own specimens to Supplier at the Customer's cost. To the extent that a Customer fails 
to maintain the purchase levels described, Supplier has no retroactive remedy; and (as Suppliers 
sole and exclusive remedy) Supplier may prospectively adjust the Customer's service levels to the 
service levels to which the Customer's purchases qualify. 

Courier Services. Courier service shall be provided either through a contract courier in the area, or 
if no contract courier is available, through an overnight shipping option (DHL, FedEx, etc.). In the 
event an overnight option is used, Customer may be required to prepare and pack its own samples 
for shipping. Supplier will determine the appropriate transportation method based upon maintaining 
sample integrity, quality of patient care and cost.

Courier Schedule. At no cost to any Customer, a Customer may request that Supplier provide a 
schedule of courier services (including setting the time of day). Supplier's courier must, at a 
minimum, arrive at the Designated Location at the time of day and frequency as reflected on the 
schedule of courier services, or as otherwise mutually agreed to by Supplier and Customer. 

Contact Information

MedAssets Contact Please contact your client representative.

Supplier 
Representatives

VP National Accounts
Stephanie Millikan
stephanie.millikan@aruplab.com
713-299-6016

Contract Pricing Analyst 
Cheri Smith
smithcl@aruplab.com
801-583-2787 x2569

Contract Administrator
Jason Coy
jason.coy@aruplab.com
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