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How to Determine the Need for Physicians

By Sandy Champion, CMSR
President
The Champion Group, LLC

Hospitals and medical groups na-
tionwide face significant chal-
lenges in physician recruitment
and development. An adequate
supply of physicians of all types
is central to the overall health and
stability of a healthcare delivery
system and an issue of growing
concern for many communities.
Physicians are a hospital’s most
important asset in delivering pa-
tient care and protecting income.
Physicians generate valuable
revenue, provide outpatient and
inpatient care, and are central to a
successful planning and recruiting
program.

Recruiting physicians has become
increasingly difficult due to:

« The significant shortages in sev-
eral key specialties including
primary care, medical and surgi-
cal specialties.

« Older physicians becoming at
risk for retiring.

« Declining reimbursement.
« Increasing malpractice costs.

o Physicians entering the work-
force are making lifestyle
choices including wanting more
flexible hours, the stability of a
large group rather than a solo
practice, wanting to be em-
ployed, and having their educa-
tion debt paid.

« Recent Federal regulations lim-
iting a hospital’s ability to offer
financial assistance to medical
groups that want to recruit addi-
tional physicians to their prac-
tice.

Hospitals and medical groups par-
ticipating in physician recruitment
must commit to more detailed
analysis of physician need/
demand for the communities they
serve in order to ensure the
“optimal number and type” of
physicians/providers for the fu-
ture.

Community-based physician

need/demand analysis is a plan-
ning guide to meet your medical
staff planning functions. There
are a variety of physician demand
measurements and market condi-
tions that can impact the supply
and demand for physicians. A
comprehensive Community Phy-
sician Need/Demand Analysis
(CPNDA) identifies current and
forecasted need, gaps in various
specialties, additional succession
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able and can experience dramatic
shifts in market share to competi-
tors.

Therefore, begin with a compre-
hensive Community Physician
Need/Demand Analysis and Phy-
sician Development Plan, update
the needs annually, and launch a
professional and robust recruit-
ment program.

« Determine Need/Demand by
Specialty (Quantitative)

« Adjust for Market Factors Af-
fecting Access (Qualitative).
Because of the complicated
challenges, hospitals and medi-
cal groups have to be more pro-
active by strategically planning
for their current and future phy-
sician access to care.

needs and possible new growth
opportunities within a given ser-
vice area. The CPNDA is also an
important input document as to a
hospital’s strategic plan.

When preparing a Community
Physician Need Demand Analy-
sis, it is recommended that a third
party prepare the documentation
in order to ensure an unbiased
opinion. (IRS Private Letter Ad-

visory Guideline to Auditors,
2001).

The analysis process must:

« Meet all Regulatory and Gov-
ernmental Requirements and
Guidelines

o Define and Profile the Service
Area

o Profile the Medical Staff and
Determine Physician and Pro-
vider Supply

Once your Community Physician
Need/Demand Analysis is com-
pleted, it is then possible to iden-
tify specific needs. Based on the
findings, you can launch a dedi-
cated recruitment program and
target key specialties. A success-
ful physician recruitment program
requires a highly professional and
competitive process. Facilities
that are not prepared to participate
in physician recruiting are vulner-

Sandy Champion, CMSR, is
president of The Champion
Healthcare Consulting Group,
LLC (The Champion Group),
and provides comprehensive
Community Physician Supply/
Demand Analysis and strategic
planning services to hospitals
and medical groups throughout
the northwest and western re-
gions. She can be reached at
championgroup42@msn.com.
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IMAGING ANSWERS

Throughout the years, Washington Imaging Services (WIS) has proven itself to be an innovator in the Eastside
medical community. We are continually striving to provide leading edge imaging technology to our referring
clinicians. WIS is now expanding that commitment to include advanced information management.

Combining our new IT infrastructure, VOIP digital phone system, voice dictation system, new 2nd Generation
PACS system, and our new EMR interface capability, we have streamlined the time and effort required to
communicate with us. We have also made it possible to view images and reports securely in the office, at home,
or around the world. WIS can also deposit those images and reports directly into the patients Electronic Medical
Record. Soon you will be able to order exams online and from your EMR. All of these features allow our referring
offices to free up staff time while providing a clearer picture of their patient's health to guide clinical care
decisions.

Find out more about how WIS can serve you by visiting our website at: www.washingtonimaging.com
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