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Five years ago, Dr. Brent Greenberg’s practice
was running into the red. After years of doing
well financially in a full-risk practice, the bud-
get got out of control around the time his firm
spun off a second business that
offered billing services to other
practices. That’s when his prac-
tice, Penn Elm Medical Group
in Escondido, Calif., turned to
a medical practice management
consulting firm. In this month’s
column, Dr. Greenberg shares
his advice on working with a
third party.

In our situation, it was
clear there were signifi-
cant fiscal challenges that

needed to be addressed or
our doors would close. But
without such a clear-cut crisis, when cash
flow is high and bills are easily covered,
most physicians don’t appreciate the ben-
efit of digging deeply into their budgets to
truly appreciate their cash flow.

Nor do they realize the opportunities
that could make a significant difference to
their bottom line. If you’re curious about
taking a fresh look at your budget and

work flow, then there’s no shortage of
medical practice management firms with
persuasive presentations about what they
can do for you. Before hiring any firm, in-

sist on contacting a list of
former clients who have a
similar patient demographic
and insurance mix.

Don’t spend a dime on a
consulting firm unless you
and your partners are willing
to make some changes. That
may sound obvious, but in
my search for a consultant,
one former client I spoke
with was unhappy with the
experience. The reason: The
consulting firm had recom-
mended creating a budget, a

solution that lacked the easy-fix, wow fac-
tor that the client was expecting.

Find out what methodology the firm
uses to evaluate the practice and reach its
recommendations. The firm we hired, the
Sage Group, spent 3 days interviewing se-
nior physicians, front-office staff, and nurs-
es separately. Another 3 hours were de-
voted to a group session to assess staff

interaction. And 2 hours were devoted to
discussing the findings of the report with
the shareholders of the practice. A large
part of the assessment was spent moni-
toring how time is spent and the flow of
patient visits, from sign-in to exit.

A simple, yet invaluable recommendation
was to upgrade our phone system to one
that allows us to monitor the number of
calls received, the wait times, and the num-
ber of hang-ups. One look at those data, and
we realized that we were losing business. 

The consultants helped leverage efficien-
cies. When confronted with the numbers,
the outliers who routinely spent 1 hour on
visits that should have taken 15 minutes of
physician time were finally convinced of the
value of delegating more tasks to nurses
and using their time more strategically.

The consulting firm’s three-person team
included a financial expert who analyzed
our contracts with insurance companies as
well as our accounts receivable and our
means and methods for bill collection.

All of this information was compiled to
compare us with Medical Group Man-
agement Association industry bench-
marks, which enabled us to spot oppor-

tunities for improvement relative to peer
practices in the region.

The consultants even tapped into the
emotional interaction among the mem-
bers of our eight-physician practice, some-
thing we had not expected. Initially, philo-
sophical questions such as “what do you
want to achieve?” and “what do you need
to be happy?” seemed off base. But ulti-
mately, they proved to be beneficial.

The process helped us openly acknowl-
edge that we have a mix of physicians with
different goals. Some value free time over
money at this point in their careers, and
others still have medical school debt and
young families to raise. Much like mar-
riage counselors, the consultants helped us
untangle the divergent desires of our mul-
tiple-partner marriage. In our case, we ac-
knowledged the need to structure our
bonus distribution more fairly.

All told, the fee was $7,800. Keeping our
doors open for business and learning to
work harmoniously: priceless. ■

DR. GREENBERG is a family physician and
former president of Penn Elm Medical Group
in Escondido, Calif. 
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A Practice-Changing Consultation

Las Cruces, New Mexico
Primary Care/Urgent Care

ROM/First Care Clinic is a multi-specialty
group looking for an experienced bilingual
(English/Spanish) Physician. Located in
beautiful southwestern New Mexico where
we have sunshine year round with lakes,
rivers, mountains, and desert all close
enough to enjoy. A fantastic place to raise a
family, and excellent schools. New Mexico li-
cense required, current or ability to obtain.
No call or hospital work, experience the
quality of life New Mexicans are known to
enjoy! We offer an excellent benefit package
which includes: malpractice insurance, a
competitive salary, health insurance, CME
reimbursement, CME/ holiday/ vacation/ sick
leave, retirement plan.

Contact: Stephanie Marwah, (505)532-
6054; fax (505)532-0215;
romadmin@zianet.com 

Outpatient Family Medicine
New Hampshire

Dartmouth-Hitchcock Keene is a multi-spe-
cialty group practice with over eighty physi-
cians representing twenty-five primary care
and specialty areas. The family medicine
department provides the full spectrum of
adult and pediatric care–no obstetrics and
no call. Job sharing or part-time options
available. New England has a warm heart
and nestled in the peaceful valleys of south-
western New Hampshire lies Keene. Keene
combines community and nature in a true
New England blend. One hour to Man-
chester and two hours to Hartford and
Boston. Contact Ann Lamb at 800-678-
7858, x63486 or e-mail alamb@ce-
jkasearch.com
ID#28582FN. For more opportunities, visit
www.cejkasearch.com

FamilyPracticeJobsOnline.com!
**900 traditional jobs, **100 FP/OB jobs,
**25 Outpatient Jobs. Base salaries starting
at $125; earn upwards of $200K in great lo-
cations. Call 800-880-2028 for more infor-
mation. (Fpn Web)

NW Ohio
Hospital employed traditional Family Practice
with optional obstetrics within 20 minute
Ft. Wayne/2hrs. Indy/Detroit. 1-3 call. $150-
180k salary, bonus, benefits. 800-831-5475.
E/m: donohueandassoc@aol.com

SOUTH CAROLINA
UNIVERSITY COMMUNITY

Optional Outpatient/inpatient employed Fam-
ily Practice 90 minutes Atlanta-169 bed hos-
pital. 1-7 call. $150-175K salary, bonus and
benefits. 800-831-5475 F: 314-984-8246:
E/M: donohueandassoc@aol.com

ARKANSAS
Join six physician traditional FP (optional ob-
stetrics) Ozark mountains college commu-
nity 90 minutes to Little Rock. 1-7 call. At-
tractive salary, bonus and benefits.
800-831-5475 F: 314-984-8246
E/M: donohueandassoc@aol.com

CENTRAL WASHINGTON
Hospital employed traditional Family practice
with low volume ER two hours to
Spokane/Seattle.Spanish speaking desired.
$150-170K salary, bonus and benefits. 800-
831-5475 F: 314-984-8246
E/M: donohueandassoc@aol.com

Traditional FP-NO OB, panhandle of
FLORIDA area( Pensacola ), 4 days per
week-off every weekend-Friday thru Sunday;
except call which is 1:6; competitive finan-
cial package and some assistance with stu-
dent loans.
Contact Richard Whidby at 1-800-492-7771
x222 or via email at rwhidbyfpn@phg.com

NW Missouri
Hospital employed traditional Family Practice
(optional obstetrics – 90 minutes to Kansas
City. 1-4 call. $150-170k, bonus and bene-
fits. 800-831-5475
E/m: donohueandassoc@aol.com

New York
Hospital employed tradition Family Practice
foothills of Catskill Mountains 45min. to
Binghampton- 2hrs. NYC. 1-4 call. H1 B Visa
sponsor. $150k salary, bonus, benefits. 800-
831-5475 E/m: donohueandassoc@aol.com

Wisconsin
A nationally recognized, fully integrated
healthcare system, seeks a family practi-
tioner for Northeast Wisconsin. Outpatient or
full-scope practice; obstetrics and c-sections
optional. Generous call, with 24/7/365
nurse triage system. Choose to admit
patients or utilize a highly successful, sys-
tem-wide hospitalist program. State-of-the-
art facilities; well-trained staff; exceptional
benefits, including signing bonus; and com-
petitive first/second-year salary, followed by
incentive-based plan. Upscale housing,
nationally recognized public education, low
crime, and abundant outdoor recreation.
Contact Michelle “Mickey” Conner at
mconner@hortonsmithassociates.com or
866.464.3428. Job #FPTC

SOUTH CENTRAL ILLINOIS
Well-established practice seeks Family
Medicine or IM/Peds physician. Located on
the campus of Greenville Regional
Hospital, busy medical office includes two
physicians and two nurse practitioners. Call
1:6; 4-day work week. No OB. Family-
friendly community within 60 miles of
downtown St. Louis. Competitive salary,
excellent benefits, paid malpractice insur-
ance, good retirement plan. Contact: Barb
Strieker - (618) 664-1230, ext. 3002 or
bstrieker@grhinc.org

CLASSIFIED ADVERTISING
For closing dates and further information, contact Traci Peppers, Family Practice News,
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