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Welcome  Dear Physiatrists,

I will be at the Annual AAPMR Meeting in Austin, TX in
October. Please stop in to see me at the Job Fair and/or call
me on my cell at 717-265-4169.

= Opportunities
= Negotiation

= Valuation

I look forward to seeing you there!

® Testimonials
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THE ELEMENTS OF CONTRACT NEGOTIATION pportunities

Successful contract negotiation involves to include insurances for health and Always FREE to the Job

. . Seeker!
preparation to arm yourself with com-
pensation, benefits and negotiations
information. You may wish to seek the
assistance of financial advisors, legal
counsel or practice consultants. Here
are some tips to try to ensure contract
negotiations go as smoothly as
possible.

Compensation Figures

Average compensation figures are diffi-
cult to obtain. Most figures are not cur-
rent and are based on a small sampling

of physiatrists. The variation in arrange-

ments, such as employee or independ-
ent contractor, and benefits makes it
very difficult to arrive at an average
compensation or to compare compen-
sations. Make every effort to learn of
compensation figures through peers,
recruiters, and advertisements.

Benefits

Benefits vary based on the arrangement

between the physiatrist and the em-

ployer. Employee arrangements gener-

ally have a traditional benefits package

malpractice, license fees and
continuing education monies.
Negotiable benefits include profes-
sional dues, travel allowances, reloca-
tion, life and disability insurances.
Perks include journal subscriptions,
extra vacation days, and phone. Extra
benefits

include auto allowances, health club/
country club memberships, and
sabbaticals. Independent contractor
arrangements typically offer fewer
benefits. They may include relocation,
an income guarantee and an
administrative stipend.

Financial and Legal Implications
There are financial and legal
implications to the various compensa-
tion and benefits arrangements. For
example, there are federal fraud and
abuse statute regulations which relate
to Medicare and Medicaid programs.
They define safe harbors as accept-
able hospital and doctor business
arrangements that are not subject to
civil or criminal enforcement actions.

Practice opportunities are avail-
able in almost every region of the
country.

I’m currently representing opportu-
nities in:

AR, AZ, CA, FL, IA, IL, IN, KS,
KY, MA, MI, MN, MS, NC, NY,
OH, PA, SC, TN, TX, WA

The breakdown by the type of
responsibility is as follows:

Interventional opportunities in
AR, FL, IA, IL, MI, NC, OH, SC,
TN-practice purchase, TX, and

WA.

Inpatient/outpatient opportunities
in AR, CA, FL, IL, IN, KS, KY,
MN, MS, NC, PA, and TX.

Outpatient opportunities in AZ,
MA, MI, and NY.

Please refer to my website at
www.farrhealthcare.com for a com-
plete list of the opportunities I'm
currently representing. I keep this
list current to include new opportu-
nities and to remove opportunities
that have closed. Ihave a page or
two of information about the major-
ity of these opportunities; let me
know if you want more information.



http://www.farrhealthcare.com/

If you do not want to be on the mailing list, please contact me at
H €a I t h care H e I p S 800-DOC-7200 and I will remove your name from the mailing list.

WHY DO DOCTORS NEED A PROFESSIONAL THIRD PARTY
BUSINESS VALUATION FOR THEIR PRACTICE?

Helps determine the selling price for your

practice Helps you make an educated decision

If you are considering selling your practice, you regarding the sale of your practice

need a 3" party valuation firm that You may have a Ahuncho a
specializes in valuing businesses to determine price of your practice based upon speaking

the selling price of your practice. with colleagues and other professionals or

Most other professionals such as business bro- reading about revenue/profitability multipli-

kers, attorneys and CPAéssebtuhem Ahuncho is not
dondét have experi ence - wormakingthe degision ® sefl or hodbtosela t i o n
wide sold practices transaction data, You need a solid number concerning the

the methodology used for asset based, income amount of money for which your practice

based and market based valuation wi || sel | in todayods mal

calculations, or they are not in daily touch with make a fully informed decision to sell or not
the current lending market. The price and profit-  to sell your practice.
ability of your practice must be an amount suffi-
cient to support any acquisition debt service, a Enables you to price your practice with
new ownero0s compensati onfidere¢é Kkage and peri -
odic additions to the Once you know the selling price of your
working capital needs of the practice for growth.  practice i you are in a very strong negotiat-

ing position. If you receive offers below
Identifies the total fair market value or selling your price, you can confidently stand your
price of your practice ground T knowi ng that the owv
You will receive separate values for the tangible flow will support acquisition debt service
and intangible assets of your practice. Since and give the potential buyer a solid return
tangible assets are usually depreciated for tax on their investment, as compared to other
proposes, the fair market value of all assets to investment opportunities the buyer may be
be included in a sal e evamatngased wupon todayos
prices; not original purchase cost like account-
ants use. The intangible assets represent the To Be Continued in the next newsletter-

Asweat equityo of the practice including goodwi
patient files and referral sources and the effi- Article contributed by Jeannette Engel,
ciency and Business Broker at unionbaygroup.com,

profitability of your practice. The sum of tangible  jeannette @unionbayagroup.comr
and intangible assets included in the sale equals (206) 7831717.

the fair market value or selling price of your

I Testimonials

Note from a physiatrist looking at practice opportunities:

"Your reputation as a reputable recruitment resource precedes you."
Giovanni David, M.D.
Note from a physiatrist whom I'm helping with recruitment:

"You have a great reputation and we are lucky to have your help!"
Ron Bingham, M.D.
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