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Dear Physiatrists, 

 

This newsletter is about the practice search  

process and related topics.  Please note that the information which follows 

is subjective.  Your feedback is welcome.   

 

Sincerely, 

 

Linda Farr 

 Healthcare Helps 

The Components of a Successful Practice Search  

How do you complete a successful practice 
search?  The answer to this question begs 
the reader to define success.  Everyone 
has a different definition of suc-
cess, therefore, the parameters of a suc-
cessful search will be very personal.  
  

You must consider your vision of success 
to include your goals and the path you 
must take to accomplish them.  Take the 
time to sit down and contemplate your val-
ues.  What is important and how important 
is it - finances, practice location, size, style, 
and type: proximity to family and friends, 
etc.  Once you've identified your values, 
your practice search will be headed to-
wards a successful completion. 
  

Once you've identified your ideal practice 
situation, it's time to find the ideal opportu-
nity.  The obvious methods are through the 
classified ads in the PM&R Journal and 
The Physiatrist, the AAPMR's Job Board, 
recruiters, the Job Fair and bulletin board 
advertising at the Annual AAPMR Meet-
ing.  
  

Practice opportunities can also be found 
through a more active and, often, more 
productive approach.  Talk with former 
classmates who are now in practice about 
 opportunities they are aware of within  

their own practice or elsewhere in their 
community.  You should also talk with 
doctors in the area where you wish to 
practice 
 
On to the interview . . . be prepared to 
discuss the current health care environ-
ment.  Engage in dialogues with practic-
ing physicians so you can speak to the 
needs and issues of the practice.  Give 
examples of how you can contribute to 
the practice's ongoing success. 
  

Know your references from the 
start.  However, if the interviewer asks 
for them, you should request a day or 
two lead time so that you can notify your 
references of the impending calls.  Also 
tell your references of the needs of the 
position and how your skill set matches 
them.  You might need to coach them 
about the strengths they should empha-
size. 
  

In conclusion, take time in advance to 
identify your ideal practice situation.  This 
soul-searching process will direct and 
streamline your practice search and save 
you time in the process.  Your practice 
search will be much more enjoyable and 
rewarding.         
                        Contributed by Linda Farr 

Opportunities 

Always FREE to the Job 
Seeker!  

 

 Practice opportunities are 
available in almost every re-

gion of the country.   
 

 

Iôm currently representing oppor-

tunities in: 
  

AZ, CA, IA, IL, IN, KS, KY, 

MI, MN, NC, NY, PA, TN 

and TX  

  

The breakdown by the type of 

responsibilities is as follows: 

Interventional opportunities in IL, 
IN, MI, PA, TN(practice pur-

chase) and TX. 
  

Inpatient/outpatient opportunities 

in  CA, IL, KS, KY, MN, NC, PA 
and TX. 

  
Outpatient opportunities in MI, 

NY and TN (all EMGs) . 
  

 Please refer to my website at 
www.farrhealthcare.com for a 

complete list of the opportunities 
Iôm currently representing.  I keep 

this list current to include new 

opportunities and to remove op-
portunities that have closed.  I 

have a page or two of information 

about the majority of these oppor-
tunities; let me know if you want 

more information. 
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Testimonials  
Notes from a hospital whom I assisted with physiatrist 
recruitment:  Thank you for your fine work and great re-
ferrals. It has been a pleasure working with you.  

Nancy Roberts, RN, Director of Physician Services,  
Providence Medford Medical Center, Medford, OR  

 
Notes from a physiatrist whom I helped to find a prac-
tice opportunity:  Linda was very helpful when I was 
searching for the right spot, and eventually decided to take 
the position I have been growing for the last eight years. 

Healthcare Helps  If you do not want to be on the  mailing list, please contact me at 

800-DOC-7200 and I will remove your name from the mailing list. 

Who Owns the Practice?  

Continued from the last edition 
 

In our last two newsletters, we published an article about 
the consideration of this question as it will guide your prac-
tice life with any group you affiliate.  These are insights of 

the author who worked at a hospital in physician rela-
tions.  What follows is the last section of this article. 

 

One physiatrist expressed an interest in building a part-
time practice performing only EMGs.  That physician was 
obviously well-informed about medical billing and he de-

sired to build a practice with only high-level billable codes.  
If you entered into practice with this physiatrist on produc-
tion-based compensation, what type of practice could you 

expect to build and how much money might you earn 
monthly? 

          

¶        Determine the primary needs of the patient popu-

lation in the practice area. 

¶        As an employee, you will receive financial com-

pensation based on a salary guarantee, produc-

tion, or a combination of both.  A salary guarantee 

is an amount you can bank on, literally, and it may 

be a great way to start up your practice.  However, 

no group will want to continue to pay you more 

than you earn.  It just isnôt good business.  That 

means it is expected that your gross charges will 

increase as you build your practice.  Your earning 

potential will typically be tied to the revenue you 

generate (production-based) for your group and 

this is an important point to consider as you begin 

your contract negotiations.   

¶        Production is typically not the best option for a 

start-up practice for several reasons.  It takes an 

investment of time and money to build a practice 

and this may be one of the most underestimated 

aspects of medical practice start-up. 
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¶        Retirement benefits within a group practice 

may exceed those available in hospital-

owned practices, a notable advantage.  

Group practices tend to invest the maximum 

allowable amount, $30,000 annually, into 

each retirement plan for each physician in 

the group.  In some groups that money is 

self-directed so each physician can elect his 

or her own investment options independ-

ently of the group.  Hospitals, however, 

have a different set of governmental guide-

lines as not-for-profit or for-profit entities, 

and are thereby limited in the amount that 

they can invest in the retirement plan for 

their employed physicians.  In addition, 

there may be limited investment options for 

physicians in those plans.  This is an impor-

tant point to include in physician compensa-

tion when comparing practice opportunities 

and negotiating salary compensation. 

 

I have worked with many physicians who have built 
medical practices through trial and error.  If some of 
these shared experiences help to shorten that 
course for you, I have met my goal for this contrib-
uted article.   
 
I offer you my very best wishes as you work with 
Linda Farr, a professional and well-informed physia-
try recruiter, to find the best medical practice match 
for you! 
 
Kathy Jeffries 
Partner in MyraPhyx 
A Physician Resource Group 
myraphyx@mchsi.com 

573-680-3105 

I was very comfortable with her low-pressure ap-
proach and her focus of the ever-changing PM&R job 

market.   
 

It is good to see her at every PM&R Annual Assem-
bly, just to say thanks.  

 
Enrique Linan, M.D.  

Medical Director,  
Mission Hospital Rehabilitation Unit 

www.missionpainclinic.com 

mailto:myraphyx@mchsi.com
http://www.missionpainclinic.com

