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o Developing a plan

o Understanding financial statements

o Practice benchmarking

o Activity based costing introduction and sample application

o Human Resources

o Contracting and negotiating

o Lease vs. purchase vs. consortium

Goals for today



o The conundrum:  
o I just want to see patients

o I don’t want someone else telling me 
o What to do 

o How to do it

o Questions
o Pieces on my practice’s chess board? 

oGrasping and developing my big picture? 

o Tools?

oUsing them? 

o BTW

Conundrums and Questions



o Clinical

o Legal

oMarketing 

o Culture and relationships

oOrganizational relationships … & resources 

o Financial

o Benchmarking

oHuman Resources 

o Contracting

Chess Pieces on the Board



o The conundrum and the questions →

o Overwhelmed … Where do I start 

oStop hyperventilating

oTake a deep breath 

oBegin developing a disciplined vision and strategy for your practice

oRabbit hole or epiphany 

oResources and skills
▪ Concept of SME

▪ Me

▪ Financial performance team

o The focus of this presentation: Overview that addresses two fundamental questions

oWhat do I need to know to understand my practice?

oWhat skill sets do I need to develop to guide my practice?

Goals for today



o Accountants

o Comptroller

o Attorneys

o Banking 

o Stocks, securities, and financial advisors

o CFP - www.cfp.net

o CEPA - smartasset.com/financial-advisor/certified-exit-planning-advisor

o Practice manager

o Rank and file staff ?

o You

Members and roles of your financial performance team

http://www.cfp.net/


Operations

Financial Management

Strategic 

Planning 

&

Governance

Practice 

Transformation

EHRs

IT

Chart Audits

So Many Hats … Not Taught in Medical School



“Strategy without tactic is the    

slowest route to victory. Tactic 

without strategy is the noise 

before defeat.”

             -The great Chinese militarist 

                     Sun Tzu

Strategy and Tactic



STRATEGIC PLANNING MODEL

1
Identify individual characteristics/deficiencies  

2 Categorize the above into general groups

3
Identify the desired state

4
Realistic assessment of the current state

5
Identify gap between the current & desired state  

6
Develop an action plan to close the gap

7 Identify who will address the problem and when

8 Monitor progress at appropriate intervals

9 Establish a control loop



DOMAIN
Future 

Vision

Current 

Reality

Gaps/

Challenges

Action

Steps
Charge Date

CONTRACT

LEADERSHIP 

REFERRAL

CITIZENSHIP

COMMUNICATION

STAFFING

SCHEDULING

ANP ISSUES

GOVERNANCE

EHR & IT

OFFICE - SITE

INSURANCE

PURCHASING

ADMINISTRATIVE

STRATEGIC PLANNING 

PROCESS WORKSHEET



After the deep breath, take the first step



Some MGMA examples



Some MGMA examples



FINANCIAL STATEMENTS



o General Purpose  

o Tell the story of how a business operates from several views

o How and how much revenue a business generates

o What is their cost of doing business?

o What are their assets and liabilities?

o May be audited by government agencies, banking, and accountants to ensure 

accuracy and for tax, financing, or investing purposes

o How do you read or interpret them

o Trending and compared to previous statements

o Compared to competitors and peer groups

o GAAP

o Limitations:  GIGO, fraud, poor oversight

o https://accounting-simplified.com/financial/statements/types

Tools – Financial Statements

https://accounting-simplified.com/financial/statements/types


01/31/23

Accrual Basis

Variance

7,800,295.95 7,497,568.17 302,727.78

1,132,500.00 1,345,688.34 -213,188.34

($78,537.36) ($64,321.67) -14,215.69

8,854,258.59 8,778,934.84 75,323.75

8,854,258.59 8,778,934.84 75,323.75

Expense
1,523.26 794.18 729.08

0.00 1,200.00 -1,200.00

0.00 0.00 0.00

2,181.25 1,920.00 261.25

63,785.33 50,935.76 12,849.57

0.00 1,500.00 -1,500.00

3,536.57 4,419.68 -883.11

1,023.00 5,447.00 -4,424.00

992,385.50 750,328.82
242,056.68

5 0 ,9 0 0 .0 0 67,500.00 -16,600.00

1,043,285.50 817,828.82 225,456.68

16,612.49 30,393.00 -13,780.51

0.00 1,500.00 -1,500.00

118,895.98 105,030.11
13,865.87

342,125.16 329,772.49 12,352.67

461,021.14 434,802.60 26,218.54

17,165.00 40,437.50 -23,272.50

189,000.00 0.00 189,000.00

4,945.52 4,827.66 117.86

8,656.73 5,537.05 3,119.68

Shareholders 3 525,000.00 2 400,000.00 125,000.00

Associates 4 840,000.00 5 950,000.00 -110,000.00

APNs 22 2,970,000.00 22 2,970,000.00 0.00

Office staff 14 490,000.00 14 490,000.00 0.00

1324.27 1,361.82 -37.55

235,361.18 255,510.19 -20,149.01

476,915.47 442,389.90 34,525.57

67,500.00 40,500.00 27,000.00

537,292.00 548,351.04 -11,059.04

5,111.43 5,111.43 0.00

10,967.89 11,833.31 -865.42

201.26 3,906.39 -3,705.13

133.81 472.80 -338.99

9,476,849.74 8,773,611.55 703,238.19

-3,552.77 (737,517.02) 733,964.25

0.00

0.00 654,400.00
-654,400.00

0.00 176,756.77 -176,756.77

3,835.94 1,201.03 2,634.91

3,835.94 832,357.80 -828,521.86

3,835.94 832,357.80 -828,521.86

283.17 94,840.78 -94,557.61

Jan• Dec 22                           Jan• Dec 21

Profit & Loss
January through December 2022Ordinary Income/Expense

STATEMENT OF REVENUE AND EXPENSES

Net Income

Total Other Income

Net Other Income

Stimulus Income

Interest Income

Other Income/Expense

Other Income

Other Income • Tax Exempt

Total Expense

Net Ordinary Income

Travel Expense

Uniforms

Scheduling fees

Telephone Expense

Professional Fees

Profit Sharing Plan

Payroll Taxes

Practice Management fees

Payroll processing fees

                       Payroll Expenses

Office Supplies

On Call Expenses

Legal fees

Management fees

Insurance Expense - Other

Total Insurance Expense

Holiday parties

Insurance Expense

Prof.  Liability insurance

Total Contract Labor

Dues and Subscriptions

Contract Labor

APNs

Locum Tenens

Business Licenses and Permits

Continuing Education

Bank Service Charges

Bonuses

Reimbursed expenses

Automobile Expense

Miscellaneous Business Expense

Gifts

Total Income

Gross Profit

Capitation Payments

Refunds

Income

Fee for Service Income



01/31/23Accrual Basis

ASSETS

Current 31-Dec-22 31-Dec-21 Variance

Money Market - Whiterock Equity Fund 6500.00 5000.00 1,500.00 

Checking/SavingsMoney Market - Camelot Community Bank10,284.43 6905.75 3,378.68 

Savings - Texas Citizens Bank 2,720.04 53.25 2,666.79 

Total Checking/Savings 4,004.47 782.46 3,222.01 

Other Current Assets Due from Bhardwaj 2,606.64 5,328.48 (2,721.84)

ERC Receivable 35000.00 111,217.00 (76,217.00)

Total Other Current Assets 2,606.64 116,545.48
(113,938.84

)
Total Current Assets 63,722.22 245,832.42

(182,110.20

)
Real Estate Professional office building 1,350,000.0

0

1,250,000.00 100,000.00 

TOTAL ASSETS $1,413,722.

22

1,495,832.42 (82,110.20)

LIABILITIES & EQUITY

Equity Shareholder A 361,146.35 333,663.88 27,482.47 

Shareholder B 361,146.35 333,663.88 27,482.47 

Shareholder c 361,146.35 333,663.88 27,482.47 

Net Income 283.17 94,840.78 (94,557.61)

Total Equity 1,083,722.2

1

1,095,832.42 (12,110.21)

Liabilities Line of Credit - Camelot Community Bank 5,000.00 50,000.00 (45,000.00)

Loan - Camelot Savings & Loan 325,000.00 350,000.00 (25,000.00)

Total Liabilities 330,000.00 400,000.00 (70,000.00)

TOTAL LIABILITIES & EQUITY 1,413,722.21 1,495,832.42 (82,110.21)

Balance Sheet As of December 31, 2022



o Shows how cash flows through the business to pay debt and operating 

expenses and complements/reconciles the balance sheet and income 

statement

o Operating Activities

o Changes made in cash and Accounts payable that include 

o Investing Activities that for medical practices 

o Primarily reflect changes in long term investments with purchases of fixed assets 

o Financing Activities for medical practices 

o Primarily loans and debt assumption or repayment

o Comparison of cash and cash equivalents at beginning and end of year

o FYI, none of my anesthesia have shared a Cash Flow Statement

https://www.investopedia.com/terms/f/financial-statements.asp.

Cash Flow Statement



Income Statement Balance Sheet Cash Flow

Time Period of time A point in time Period of time

Purpose Profitability Financial position Cash movements

Measures Revenue, expenses, 

profitability

Assets, liabilities, 

shareholders' equity

Increases and 

decreases in cash

Starting Point Revenue Cash balance Net income

Ending Point Net income Retained earnings Cash balance

Summary Comparison of the Three Financial Statements

https://corporatefinanceinstitute.com/resources/accounting/three-financial-statements/



o Involved parties
o https://www.investopedia.com/financial-ratios-4689817

o Measures of risk 

o Four general types

o Profitability
o EBIT 

o EBITDA 

o https://www.investopedia.com/ask/answers/020215/what-difference-between-ebit-and-ebitda.asp

o Solvency

o Liquidity

o Valuation 
o Expressed in equity multiples

o https://www.investopedia.com/financial-ratios-4689817

Financial ratios 



BENCHMARKING

I would like to acknowledge the kind permission granted from the Medical Group Management Association for allowing 

me to share screens extracted from their Datadive 2023 Report based on 2022 data



o Clinical Productivity

o Encounters/case numbers per physician/extender

o Number of discreet patient encounters/case numbers

o Average RVUs per encounter/case

o Financial / Charges and Revenue

o Full charge per RVU

o Average revenue per RVU

o Average charge per encounter/case

o Average revenue per encounter/case

o Average total charges/physician or extender

o Average total revenue/physician or extender

Key Performance Indicators (KPIs)



o Revenue Cycle Management (RCM)

o Net Collection Percentage (NCP)

o Classical - Reported

o Expected - Aggregate RVU Calculation

o Gross Collection Percentage (GCP)

o Accounts Receivable (A/R)

o Days in A/R

o A/R Multiple

o Aged A/R

o Bad debt

o % of Charges

o % of Revenue

Key Performance Indicators (KPIs) 



Total A/R per physician

Total A/R per provider

0-30 days in A/R

31-60 days in A/R

61-90 days in A/R

91-120 days in A/R

120+ days in A/R

    Re-aged: 31-60 days in A/R

    Re-aged: 61-90 days in A/R

    Re-aged: 91-120 days in A/R

    Re-aged: 120+ days in A/R

    Re-aged: 0-30 days in A/R

    Not re-aged: 0-30 days in A/R

    Not re-aged: 31-60 days in A/R

    Not re-aged: 61-90 days in A/R

    Not re-aged: 91-120 days in A/R

    Not re-aged: 120+ days in A/R

  Months gross FFS charges in A/R

    Months adjusted FFS charges in A/R

    Days gross FFS charges in A/R

    Days adjusted FFS charges in A/R

  Gross FFS collection percent

    Adjusted FFS collection percent

    Gross FFS + capitation collection percent

    Net capitation revenue percent of gross capitation charges

Medicare - % of total gross charges

Medicaid - % of total gross charges

Commercial - % of total gross charges

Workers' compensation - % of total gross charges

Charity care - % of total gross charges

Self-pay - % of total gross charges

Other government payers - % of total gross charges

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

A/R, Collections, Payer Mix Practice Data for Family Medicine by Number of FTE Physicians (expanded)

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources



Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total A/R per physician 275 $193, 991 $196, 262 $40, 673 $72, 144 $122,053 $237, 054 $456,664 88 $174, 101 $144, 176 $56, 916 $69, 741 $121,483 $232, 732 $409,548
Total A/R per provider 188 $106, 587 $84, 389 $33, 615 $48, 395 $80, 051 $138, 328 $233, 910 66 $122, 470 $87, 982 $39, 519 $50, 701 $98, 759 $167, 554 $252, 058

0-30 days in A/R 278 44. 45% 18. 18% 21. 60% 31. 41% 45. 42% 56. 87% 67.37% 87 45. 28% 18. 04% 25. 63% 30. 94% 41. 91% 58. 92% 67. 80%

31-60 days in A/R 278 12. 61% 5. 49% 6. 64% 8. 88% 12. 18% 15. 39% 19. 90% 87 13. 17% 5. 12% 8. 26% 10. 37% 12. 14% 15.00% 19. 16%

61-90 days in A/R 278 8. 68% 3. 89% 4. 50% 6. 05% 8. 12% 11. 17% 13. 50% 87 8. 68% 3. 04% 4. 68% 6. 52% 8. 50% 10. 70% 12. 69%

91-120 days in A/R 278 6. 54% 3. 62% 2. 88% 4. 15% 5. 86% 8. 58% 10. 66% 87 6. 39% 2. 38% 3. 70% 5. 19% 6. 24% 7. 30% 8. 75%

120+ days in A/R 278 27. 71% 18. 67% 7.02% 14. 44% 23. 93% 37. 19% 50. 35% 87 26. 49% 15. 29% 6. 80% 13. 51% 26. 67% 36. 98% 46. 98%

  Months gross FFS charges in A/R 168 1. 89 1. 77 0. 84 0. 97 1.38 2. 03 3. 11 65 1. 78 1. 09 0. 89 1. 03 1.63 2. 09 2. 96

    Days gross FFS charges in A/R 167 55. 72 48. 18 25. 39 29. 43 41.6 61. 7 91. 98 65 54. 03 33. 28 26. 96 31. 31 49.65 63. 43 90. 14

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total A/R per physician 28 $153, 011 $123, 292 $42, 406 $58, 669 $90,993 $222, 673 $360,013 11 $153, 775 $87, 791 $46, 470 $58, 988 $171,926 $233, 662 $277,416
Total A/R per provider 25 $115, 242 $86, 335 $36, 930 $45, 605 $75, 243 $155, 451 $248, 489 11 $110, 469 $64, 281 $40, 475 $43, 584 $128, 547 $165, 814 $200, 361

0-30 days in A/R 27 43. 34% 14. 27% 28. 32% 31. 10% 44. 26% 52. 96% 61. 48% 11 43. 12% 10. 45% 26. 54% 34. 47% 45. 29% 48. 80% 58. 46%

31-60 days in A/R 27 14. 07% 4. 26% 9. 57% 11. 27% 12. 78% 15. 74% 19. 25% 11 12. 76% 2. 39% 10. 10% 10. 61% 12. 80% 13. 70% 17. 76%

61-90 days in A/R 27 10. 23% 2. 61% 6. 87% 7. 71% 10.15% 12. 92% 13. 50% 11 11. 02% 2. 39% 6. 98% 8. 87% 11. 61% 13. 06% 13. 55%

91-120 days in A/R 27 6. 58% 2. 28% 3. 85% 5. 15% 6. 17% 8. 22% 9. 64% 11 6. 90% 2. 32% 3. 60% 4.88% 6. 98% 8. 89% 9. 87%

120+ days in A/R 27 25. 78% 13. 59% 5. 76% 15. 57% 23. 79% 37. 30% 40. 89% 11 26. 21% 11. 03% 12. 14% 17. 28% 24. 57% 37. 72% 41. 43%

  Months gross FFS charges in A/R 16 1. 61 0. 54 0. 88 1. 26 1.48 2. 01 2. 5

    Days gross FFS charges in A/R 16 48. 89 16. 54 26. 72 38. 26 44.89 61. 22 75. 9

Benchmark

Benchmark
3 or Fewer FTE Physicians 4 to 6 FTE Physicians

7 to 10 FTE Physicians 11 to 25 FTE Physicians

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

A/R, Collections, Payer Mix Practice Data for Family Medicine by Number of FTE Physicians (expanded)

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources



Count Mean Std Dev 10th %tile25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile90th %tile Count Mean Std Dev10th %tile25th %tile Median 75th %tile90th %tile

Total procedures 11 2, 397 2, 604 838 1, 073 1, 396 2, 755 8, 556 3 * * * * * * * 3 * * * * * * * 0 * * * * * * *

Patients 46 1, 302 1, 108 138 277 1,066 2, 234 2, 796 25 974 722 398 505 668 1, 281 2, 437 53 1, 092 2, 122 75 228 534 1, 088 1, 759 23 1, 668 1, 665 207 336 1,357 2, 199 3, 779

Work RVUs 46 8, 672 6, 307 1, 768 4, 975 7, 017 11, 332 16, 867 28 9, 660 8, 097 3, 320 6, 394 8, 293 10, 920 12, 808 54 9, 735 7, 289 5, 179 6, 820 8, 656 10, 437 14, 560 24 10, 292 5, 578 4, 572 6, 030 9, 445 11, 706 19, 869

Total RVUs 34 16, 900 12, 099 3, 619 9, 651 13, 128 22, 816 35,961 24 16, 591 6, 370 7, 835 12, 843 16, 433 20, 416 23,807 48 16, 833 6, 854 9, 793 11, 079 17, 027 20, 766 27,961 23 15, 231 8, 768 5, 406 8, 455 12, 236 23, 578 27,167

Total encounters 28 3, 914 3, 385 759 1, 564 2,435 5, 823 10, 211 25 3, 075 2, 772 1, 060 1, 687 2,352 2, 909 7, 689 7 * * * * * * * 13 3, 226 1, 918 1, 329 2, 147 2,670 3, 655 7, 256

Panel size 0 * * * * * * * 1 * * * * * * * 0 * * * * * * * 1 * * * * * * *

Number of exam/treatment rooms 1 * * * * * * * 8 * * * * * * * 3 * * * * * * * 3 * * * * * * *

Square feet 2 * * * * * * * 8 * * * * * * * 4 * * * * * * * 2 * * * * * * *

Eastern Midwest Southern Western
Benchmark

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Productivity per FTE Physician for Surgery: General by Geographic Section
©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources



Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total Procedures 12 5, 055 3, 531 333 3, 192 5, 082 6,028 12, 089

Patients 49 1, 430 1, 156 143 643 1, 128 1,710 3, 449

Work RVUs 55 5, 201 1, 923 2, 841 3, 909 5, 017 6, 169 7, 924

Total RVUs 43 9, 327 5, 012 4,049 5, 390 8, 105 11, 544 17,749

Total Encounters 28 3, 249 1, 218 1, 648 2, 569 3, 151 4,168 4, 803

Number of exam/treatment rooms 11 3 1 1 2 3 3 4

Square feet 16 1, 007 542 196 505 1, 047 1, 426 1, 766

Panel size 6 * * * * * * *

All Practice Types
Benchmark

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Productivity per FTE Provider for Pediatrics

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.



Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Expenses per FTE Provider for OB/GYN by Demographic Classification
©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

    Total physician compensation 117 $343, 750 $159, 141 $173, 980 $229, 196 $309,107 $428, 533 $563,355 11 $245, 593 $130, 434 $25, 953 $139, 768 $234,198 $335, 214 $446,962

    Total advanced practice provider compensation cost 113 $53, 336 $31, 813 $17, 213 $32, 234 $48,721 $69, 557 $88,950 10 $57, 860 $37, 578 $12, 864 $25, 834 $53,196 $92, 120 $124,247
  Total business operations support staff 71 $30, 870 $30, 264 $6, 548 $11, 618 $21,512 $37, 151 $64,092 10 $24, 805 $20, 082 $3, 860 $8, 112 $23,648 $35, 203 $66,010

  Total front office support staff 119 $57, 045 $49, 988 $9, 902 $20, 272 $39,248 $84, 795 $128,419 13 $48, 277 $95, 721 $4, 511 $10, 809 $19,688 $32, 374 $246,182

  Total clinical support staff 79 $67, 295 $54, 368 $30, 303 $40, 601 $57,687 $75, 354 $113,784 11 $65, 000 $29, 458 $7, 202 $41, 663 $74,032 $80, 760 $104,212

  Total general operating cost 124 $192, 782 $119, 207 $55, 705 $101, 914 $183,212 $234, 240 $353,267 15 $156, 190 $104, 947 $56, 633 $89, 561 $116,854 $214, 488 $352,935

  Total operating cost 128 $326, 921 $177, 499 $80, 016 $204, 938 $319,646 $431, 458 $538,177 15 $303, 433 $219, 691 $77, 299 $189, 432 $228,312 $398, 731 $745,228

Metropolitan Area - Population of 50,000 or More Nonmetropolitan Area - Population of 49,999 or Fewer
Benchmark



Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Expenses per FTE Provider for Gastroenterology

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total provider cost 63 $457, 347 $195, 738 $236, 125 $321,520 $437, 142 $527, 845 $678, 079

  Total physician cost 59 $372, 280 $156, 525 $178, 538 $256,515 $336, 998 $475, 603 $599, 198

    Total physician compensation 48 $356, 489 $175, 893 $151, 378 $238,278 $338, 822 $442, 052 $592, 616

    Total physician benefit cost 44 $33, 408 $20, 475 $10, 784 $17,069 $32, 588 $41, 815 $61, 376

  Total advanced practice provider cost 63 $72, 405 $29, 679 $32, 848 $55,887 $68, 463 $85, 946 $109, 276

    Total advanced practice provider benefit cost 44 $14, 885 $17, 229 $4, 819 $7,463 $10, 306 $15, 678 $21, 136

    Total advanced practice provider compensation cost 45 $59, 259 $25, 609 $27, 035 $43,737 $55, 746 $73, 894 $95, 278

  Total support staff cost 58 $148, 824 $83, 069 $64, 900 $88, 059 $125, 881 $190,412 $281, 052

    Total employed support staff 61 $119, 619 $80, 336 $42, 942 $73, 045 $99, 645 $146,286 $226, 052

    Total employed support staff benefits 62 $41, 007 $29, 948 $8, 779 $19, 373 $36, 400 $52,569 $80, 382

    Total contracted support staff 8 * * * * * * *

  Total business operations support staff 47 $26, 558 $21, 062 $6, 379 $10, 403 $20,690 $37, 652 $55, 926

    General administrative 27 $20, 903 $15, 263 $6, 102 $8, 969 $16,348 $29, 388 $42, 114

    Patient accounting 5 * * * * * * *

    General accounting 3 * * * * * * *

    Managed care administrative 6 * * * * * * *

    Information technology 3 * * * * * * *

    Housekeeping, maintenance, security 2 * * * * * * *

  Total front office support staff 54 $35, 759 $27, 435 $9, 991 $18,074 $28, 074 $46, 691 $69, 594

    Medical receptionists 26 $20, 579 $14, 138 $957 $8,867 $20, 254 $31, 206 $42, 396

    Medical secretaries, transcribers 3 * * * * * * *

    Medical records 5 * * * * * * *

    Other administrative support 9 * * * * * * *

  Total clinical support staff 54 $61, 184 $47, 288 $20, 813 $35, 140 $43, 293 $72, 248 $129,557

    Registered nurses 14 $44, 132 $55, 298 $1, 861 $5, 716 $19, 696 $65, 655 $153,541

    Licensed practical nurses 16 $13, 324 $13, 034 $1, 268 $1, 947 $7, 362 $26, 563 $34,985

    Medical assistants, nurse aides 32 $32, 544 $21, 920 $7, 412 $16, 077 $27, 899 $46, 988 $65,634

  Total ancillary support staff 28 $25, 532 $36, 763 $99 $3, 159 $10, 350 $21, 498 $94,657

    Clinical laboratory 7 * * * * * * *

    Radiology and imaging 3 * * * * * * *

    Other medical support services 13 $10, 959 $22, 569 $55 $119 $2, 929 $11, 581 $57, 973

  Total general operating cost 59 $222, 810 $236, 182 $43, 582 $69, 496 $117,499 $264, 255 $695, 058

    Information technology operating cost 22 $13, 727 $12, 368 $420 $1, 513 $10,739 $23, 245 $34, 544

    Drug supply 19 $193, 291 $209, 024 $1 $182 $115,945 $353, 287 $465, 530

    Medical and surgical supply 28 $24, 135 $26, 656 $353 $2, 949 $9,129 $55, 480 $63, 718

    Building and occupancy 28 $38, 852 $25, 067 $10, 832 $22, 581 $28,151 $59, 896 $83, 158

    Building/occupancy depreciation 7 * * * * * * *

    Furniture and equipment 22 $2, 902 $5, 764 $148 $255 $645 $2, 278 $12, 333

    Furniture/equipment depreciation 16 $9, 822 $22, 398 $54 $260 $3,369 $4, 979 $44, 787

    Administrative supplies and services 27 $65, 519 $103, 552 $1, 969 $4, 816 $8,347 $109, 786 $261, 776

    Professional liability insurance 15 $4, 024 $2, 162 $1, 170 $2, 553 $3,742 $4, 983 $7, 752

    Other insurance premiums 12 $1, 986 $1, 971 $44 $268 $1,753 $2, 151 $5, 993

    Legal fees 14 $2, 485 $4, 879 $339 $838 $1,057 $1, 979 $10, 978

    Consulting fees 15 $4, 212 $6, 278 $85 $190 $510 $8, 941 $15, 272

    Outside professional fees 18 $4, 575 $6, 736 $136 $258 $1,438 $6, 113 $20, 006

    Clinical laboratory operating cost 12 $4, 086 $3, 796 $31 $347 $4,265 $7, 013 $10, 313

    Radiology and imaging operating cost 2 * * * * * * *

    Promotion and marketing 15 $3, 348 $5, 057 $62 $326 $1,415 $3, 959 $14, 987

    Other ancillary services 2 * * * * * * *

    Billing and collection purchased services 13 $9, 281 $14, 812 $424 $1, 783 $4,236 $10, 027 $40, 631

    Management fees paid to MSO or PPMC 14 $84, 779 $66, 077 $1, 273 $26, 115 $65,862 $142, 241 $183, 351

    Miscellaneous operating cost 18 $6, 300 $9, 441 $35 $119 $2,287 $10, 580 $23, 000

    Cost allocated to practice from parent 6 * * * * * * *

All Practice Types
Benchmark



Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Charges & Revenue per FTE Physician for Internal Medicine
©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Productivity per FTE Physician for Internal Medicine

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total gross charges 171 $1, 436, 309 $911, 544 $508, 516 $763, 536 $1, 225, 460 $1,877,820 $2, 692, 326

Total medical revenue 206 $698, 499 $708, 164 $243, 922 $403, 474 $560, 524 $872,066 $1, 035, 257

Total medical revenue after operating cost 206 $251, 883 $338, 646 ( $34, 967) $85, 586 $214, 931 $358, 238 $550, 180

Total medical revenue after operating and advanced practice provider cost140 $87, 049 $221, 791 ( $181, 062) ( $29, 663) $86, 379 $218, 687 $367, 735

  Net FFS revenue 206 $613, 434 $377, 344 $221, 361 $360, 409 $538, 655 $812,731 $968, 050

    Gross FFS charges 168 $1, 413, 193 $962, 559 $453, 297 $764, 104 $1, 167, 317 $1, 869, 385 $2, 705, 767

    Adjustments to FFS charges 166 $827, 907 $701, 105 $234, 198 $338, 420 $613, 212 $1, 181, 434 $1, 781, 682

    Adjusted FFS charges 168 $595, 142 $342, 784 $220, 689 $367, 545 $544, 762 $781, 111 $986, 476

    Bad debts due to FFS activity 152 $37, 693 $44, 784 $6, 132 $10, 368 $21, 242 $50, 935 $83, 120

  Net capitation revenue 18 $22, 730 $50, 889 $1, 314 $1, 548 $3, 549 $21, 760 $81, 932

    Gross capitation charges 16 $981, 227 $1, 253, 203 $1, 132 $4, 849 $605, 121 $1, 482, 509 $3, 688, 384

    Gross capitation revenue 16 $17, 146 $52, 758 $965 $1, 384 $1, 877 $5, 916 $77, 340

  Net other medical revenue 59 $48, 727 $88, 464 $2, 020 $5, 860 $21, 015 $52, 248 $106, 700

    Gross revenue from other medical activities 63 $36, 195 $48, 219 $1, 027 $3, 420 $18, 634 $51, 407 $91, 764

    Incentive-based revenue 12 $58, 919 $77, 172 $103 $3, 288 $30, 007 $118, 671 $210, 853

    Other medical revenue 66 $31, 752 $43, 255 $899 $3, 378 $18, 044 $35, 280 $89, 654

    Cost of sales/other medical activity 2 * * * * * * *

  Net nonmedical income/loss 16 $69, 114 $61, 832 $866 $17, 791 $62, 603 $124, 750 $172, 871

    Nonmedical revenue 3 * * * * * * *

    Extraordinary nonmedical revenue 3 * * * * * * *

    Financial support for operating costs 12 $79, 708 $65, 098 $8, 499 $22, 066 $62, 752 $140, 586 $186, 490

    Nonmedical cost 10 $1, 330 $2, 195 $25 $146 $701 $1, 238 $6, 833

    Extraordinary nonmedical cost 1 * * * * * * *

  Net income/loss, excluding financial support (all practices) 196 ( $345, 706) $343, 286 ( $764, 973) ( $473, 762) ( $295, 502) ( $162, 618) ( $14, 415)

    Net income/loss, practices with financial support 12 ( $31, 775) $126, 783 ( $214, 747) ( $108, 046) ( $41, 955) $44, 264 $203, 267

    Net income/loss, practices without financial support 184 ( $360, 981) $346, 979 ( $796, 129) ( $486, 966) ( $320, 169) ( $174, 401) ( $18, 936)

All Practice Types
Benchmark

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile

Total procedures 29 2, 292 1, 647 212 561 2, 087 3, 873 4, 448

Patients 181 1, 874 2, 742 89 251 830 2,052 5, 226

Work RVUs 183 7, 934 4, 802 2, 019 4, 730 7, 267 10, 661 15, 108

Total RVUs 146 14, 719 10, 027 3, 871 6, 925 12, 337 20, 950 29, 876

Total encounters 79 5, 422 9, 980 973 2, 140 3, 386 5,009 10, 171

Panel size 10 4, 155 7, 284 656 1, 249 1, 938 3, 000 22, 605

Number of exam/treatment rooms 16 5 3 2 3 5 5 9

Square feet 15 2, 302 1, 121 1, 029 1, 239 2, 168 3, 236 4, 155

Benchmark
All Practice Types

2.44 Caution: Comparing counts of 181 and 79

$374.89 Caution: Comparing counts of 171 and 79

$162.25 Caution: Comparing counts of 206 and 79

$140,586 vs. $59,335

CAUTIONS

DIFFERENT PATIENT COUNTS

ONLY APPROXIMATE CALCULATIONS

Total FFS Rev + Financial Support vs. Total Medical Revenue

Financial Support vs. Total FFS Rev - Net FFS Rev

$953,317 vs. $872,066

Encounters/Patients

Charge/Encounter

Total FFS Rev/Encounter

CAUTIONS

DIFFERENT PATIENT COUNTS

ONLY APPROXIMATE CALCULATIONS



Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Staffing Practice Data for Family Medicine by Number of FTE Physicians (expanded)

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean

500 7. 48 4. 94 2. 5 4 6.34 9. 84 14. 14 129 16. 34 10. 32 6. 5 10. 08 15.41 20. 59 26. 55 0 *

513 1. 67 0. 87 0. 62 1 1.66 2. 3 2. 99 134 4. 74 0. 86 3. 7 4 4.62 5. 35 6. 02 1 *

387 3. 21 1. 66 1. 28 2 2. 96 4. 19 5. 5 105 7. 51 2. 76 4. 97 5. 81 6. 93 8. 41 10. 5 1 *

387 1. 62 1. 15 0. 42 0. 9 1.33 2 3 105 2. 84 2. 4 0. 97 1. 41 2.21 3. 61 5. 04 1 *

Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean Std Dev 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean

35 24. 64 13. 21 6. 91 15 24.4 32. 43 38. 99 12 40. 33 18. 99 11. 21 27. 86 40.9 45. 12 75. 85 1 *

35 8. 3 1. 09 6. 76 7. 13 8.49 9. 09 9. 69 12 13. 84 3. 73 10. 98 11. 38 12.65 14. 01 22. 16 1 *

31 12. 06 3. 42 7. 55 9. 26 11. 37 14. 8 16. 22 12 18. 63 4. 23 13. 75 15. 85 17. 79 20. 39 27. 27 1 *

31 3. 72 2. 83 0. 48 1. 12 2.8 5. 8 7. 85 12 4. 79 2. 39 1. 39 2. 4 5.77 6 8. 54 1 *

Total support staff

Total physicians

Total providers

Total advanced practice providers

Benchmark

Total support staff

Total physicians

Total providers

Total advanced practice providers

26 to 50 FTE Physicians

51 to 75 FTE Physicians
Benchmark

3 or Fewer FTE Physicians 4 to 6 FTE Physicians

7 to 10 FTE Physicians 11 to 25 FTE Physicians

Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Staffing Practice Data for Family Medicine by Number of FTE Physicians (expanded)

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

2.12 2.26

2.16 2.22



Cost and Revenue  

2023 REPORT BASED ON 2022 DATA

Staffing per FTE Physician for Cardiology by Number of FTE Physicians (expanded)

©2024 MGMA. All Rights Reserved. Data extracted from MGMA DataDive.

For resources and definitions, visit mgma.com/datadiveresources

Count Mean SD 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean SD 10th %tile 25th %tile Median 75th %tile 90th %tile

  Total providers 26 1. 68 0. 34 1. 26 1. 41 1. 62 2. 01 2. 22 12 1. 59 0. 31 1. 22 1. 35 1. 47 1. 9 2. 09

    Primary care physicians 2 * * * * * * * 1 * * * * * * *

    Nonsurgical specialty physicians 10 0. 92 0. 25 0. 3 1 1 1 1 7 * * * * * * *

    Surgical specialty physicians 4 * * * * * * * 0 * * * * * * *

    Total advanced practice providers 26 0. 68 0. 34 0. 26 0. 41 0. 62 1. 01 1. 22 12 0. 59 0. 31 0. 22 0. 35 0. 47 0. 9 1. 09

  Total support staff 25 3. 16 1. 48 1. 16 2. 15 2. 73 4. 35 5. 35 14 3. 25 1. 86 0. 42 0.88 3. 91 4.46 5. 48

    Total employed support staff 25 3. 17 1. 66 0. 77 2. 22 2. 83 4. 35 5. 59 14 3. 35 1. 95 0. 38 0. 88 4. 05 4. 76 5. 6

    Total contracted support staff 2 * * * * * * * 3 * * * * * * *

  Total business operations support staff 15 0. 65 0. 6 0. 1 0. 17 0. 33 1. 23 1. 73 9 * * * * * * *

    General administrative 13 0. 39 0. 37 0. 09 0. 16 0. 17 0. 61 1. 13 7 * * * * * * *

    Patient accounting 3 * * * * * * * 1 * * * * * * *

    General accounting 1 * * * * * * * 0 * * * * * * *

    Managed care administrative 3 * * * * * * * 1 * * * * * * *

    Information technology 0 * * * * * * * 0 * * * * * * *

  Total front office support staff 24 1. 65 1. 42 0. 25 0. 77 1. 19 2. 14 4. 45 14 1. 53 1. 31 0. 21 0. 43 1. 35 2 4. 11

    Medical receptionists 8 * * * * * * * 5 * * * * * * *

    Medical secretaries, transcribers 1 * * * * * * * 2 * * * * * * *

    Medical records 5 * * * * * * * 3 * * * * * * *

    Other administrative support 10 0. 79 0. 35 0. 28 0. 41 0. 84 1. 15 1. 19 3 * * * * * * *

  Total clinical support staff 16 1. 59 0. 82 0.33 1. 05 1.5 2. 45 2.82 9 * * * * * * *

    Registered nurses 13 0. 56 0. 34 0. 06 0. 35 0. 46 0. 84 1. 1 7 * * * * * * *

    Licensed practical nurses 7 * * * * * * * 5 * * * * * * *

    Medical assistants, nurse aides 13 0. 9 0. 47 0. 26 0. 59 0. 81 1. 16 1. 75 7 * * * * * * *

  Total ancillary support staff 13 0. 36 0. 37 0. 05 0. 11 0. 23 0. 55 1. 13 11 0. 48 0. 41 0. 02 0. 19 0. 42 0. 69 1. 3

    Clinical laboratory 3 * * * * * * * 1 * * * * * * *

    Radiology and imaging 6 * * * * * * * 4 * * * * * * *

    Other medical support services 10 0. 27 0. 3 0. 02 0. 04 0. 18 0. 45 0. 93 7 * * * * * * *

Benchmark
7 to 10 FTE Physicians 11 to 25 FTE Physicians

Count Mean SD 10th %tile 25th %tile Median 75th %tile 90th %tile Count Mean SD 10th %tile 25th %tile Median 75th %tile 90th %tile

  Total providers 63 2. 11 0. 83 1. 36 1. 58 2 2. 42 2. 88 41 1. 73 0. 4 1. 27 1. 42 1. 69 1. 97 2. 14

    Primary care physicians 8 * * * * * * * 6 * * * * * * *

    Nonsurgical specialty physicians 18 0. 97 0. 12 0. 94 1 1 1 1 18 0. 88 0. 28 0. 21 0. 99 1 1 1

    Surgical specialty physicians 9 * * * * * * * 10 0. 94 0. 14 0. 62 0. 95 1 1 1

    Total advanced practice providers 63 1. 11 0. 83 0. 36 0. 58 1 1. 42 1. 82 41 0. 73 0. 4 0.27 0. 42 0.69 0. 97 1.14

  Total support staff 89 4. 64 2. 77 1. 5 2. 97 4. 28 5. 83 8. 85 39 3. 73 1. 64 1. 3 2. 53 3. 83 4. 95 5. 85

    Total employed support staff 89 4. 65 2. 77 1. 5 2. 97 4. 28 5. 84 8. 85 39 3. 82 1. 81 1. 3 2. 53 3. 85 5. 08 6. 19

    Total contracted support staff 2 * * * * * * * 6 * * * * * * *

  Total business operations support staff 39 1. 1 0. 81 0. 3 0. 43 1 1. 46 2. 43 18 0. 62 0. 48 0. 14 0. 21 0. 49 0. 86 1. 47

    General administrative 25 0. 63 0. 33 0. 24 0. 31 0. 56 0. 95 1. 07 13 0. 57 0. 38 0. 17 0. 27 0. 43 0. 85 1. 24

    Patient accounting 2 * * * * * * * 1 * * * * * * *

    General accounting 1 * * * * * * * 0 * * * * * * *

    Managed care administrative 8 * * * * * * * 2 * * * * * * *

    Information technology 1 * * * * * * * 0 * * * * * * *

  Total front office support staff 69 2. 23 2. 25 0.41 0. 7 1.1 3. 15 5.85 36 2. 26 1. 47 0.49 0. 98 1. 98 3. 26 4. 57

    Medical receptionists 11 0. 86 0. 54 0. 18 0. 5 0. 76 1. 3 1. 82 6 * * * * * * *

    Medical secretaries, transcribers 4 * * * * * * * 3 * * * * * * *

    Medical records 5 * * * * * * * 4 * * * * * * *

    Other administrative support 21 0. 64 0. 44 0. 01 0. 31 0. 66 0. 9 1. 36 7 * * * * * * *

  Total clinical support staff 67 2. 4 1. 32 0. 93 1. 59 2. 1 3. 01 4. 15 19 2. 07 0. 85 0. 42 1. 94 2. 18 2. 59 3. 24

    Registered nurses 26 1. 09 0. 86 0. 29 0. 62 0. 96 1. 32 1. 87 13 0. 55 0. 3 0. 11 0. 34 0. 57 0. 85 0. 96

    Licensed practical nurses 19 0. 3 0. 34 0. 01 0. 07 0. 12 0. 65 0. 94 7 * * * * * * *

    Medical assistants, nurse aides 48 1. 59 0. 9 0. 66 0. 97 1. 32 2. 08 3. 11 13 1. 49 0. 75 0. 06 1. 2 1. 68 1. 93 2. 41

  Total ancillary support staff 37 1. 05 0. 81 0. 15 0. 5 0. 9 1. 33 2. 28 14 0. 92 0. 64 0. 11 0. 28 1. 04 1. 56 1. 77

    Clinical laboratory 1 * * * * * * * 2 * * * * * * *

    Radiology and imaging 19 0. 51 0. 35 0. 01 0. 27 0. 5 0. 71 1. 17 10 0. 27 0. 38 0 0. 03 0. 2 0. 27 1. 2

    Other medical support services 20 0. 87 0. 8 0. 06 0. 18 0. 61 1. 19 2. 14 10 0. 73 0. 48 0. 17 0. 24 0. 8 1. 14 1. 46

Benchmark
3 or Fewer FTE Physicians 4 to 6 FTE Physicians



    FINANCIAL ANALYSIS FOR CAMELOT ANESTHESIA MGMA  CAMELOT DataDrive

YEAR 2019 2023 10th-25th-Median-75th-90th

CHARGES $40,801,601 $81,895,852

ADJUSTMENTS $15,032,768 $28,158,718

REFUNDS $87,453 $49,910 Table references from:

COLLECTIONS $22,870,333 $30,411,188 2023 & 2019 ** MGMA Datadrive  Anesthesia Cost Survey

CASES 38,627 62,792

FULL RATE $125.00 $150.00 10-20-30-40-50

# MDs 31.2 42 5-10-15-20-30-

# CRNAs 84.5 148 0

MEDIAN PHYSICIAN COMP* $420,396 $179,732

NET COLLECTION %. ** 90.2% 91.2% 66.0 - 84.7 - 94.3 - 100 - 106

GROSS COLLECTION%. ** 20.5% 28.9% 19.9 - 26.0 - 32.7 - 37.5 - 43.5

    UNITS PER HOUR:

10th-25th-Median-75th-90th

 2019 2023 MGMA 20123DataDrive

AVG CHARGE PER CASE $2,052 $2,715 $750 - $1,000 - $1,250 - $1,500 - $2,000

AVG REIMBURSMENT PER CASE $339 $328 $300 - $350 - $400 - $500 - $575

AVG UNIT PER CASE 16.4 18.1 4.00 - 8.00 - 10.00 - 12.00 - 14.2

CASES PER FTE 1,600 1,539 700-900-1000-1259-1500

FTES PER 1000 1.86 2.25 <2

AVG CHARGE PER MD $3,282,089 $4,176,512 $1M-$2M-$3M-$4M

AVG REVENUE PER MD $541,966 $504,227 $200K-$300K-$400K-$500K-$600K

#REF! 29,362 33,373

#REF! 2,394 3,363 2023

#REF! 31,923 51,229 DataDive

#REF! 4,948 4,827 Target CF

#REF! 68,627 92,792 $37.33

AVERAGE CF $35.42 $29.25 0

GROUP UNITS 656,405 1,039,575

AVG UNITS PER FTE 15,301 17,236 0

Note:  Data suggests split billing bias

BENCHMARK YOUR PRACTICE – 

CAMELOT ANESTHESIA ASSOCIATES



ACTIVITY BASED COSTING



o Traditional vs. ABC 

o Traditional form you are used to seeing on your practice reports 

o Income Statement covered above looks at revenue and expense

o Top to bottom 

o More simple but arbitrary that does not distinguish the many complex variables, especially fixed and variable costs

o ABC working from the bottom to the top.  

o Think of it as a volume sensitive building block approach. 

o Primarily focused only allocating a cost per unit with revenue coming as a second phase/consideration

o Developed by Robert Kaplan and William Bruns in late 80’s

o Initially focus was manufacturing and especially useful in complex manufacturing 
o https://www.dummies.com/article/business-careers-money/business/accounting/general-accounting/activity-based-costing-

for-overhead-allocation-204526/

o Has health care applications from solo doc to complex multi-specialty practices

o Can provide a basis to compare FFS and capitation and help identify inefficiencies               

or excess capacity.  Reference below has an ER example.
o https://www.ncbi.nlm.nih.gov/pmc/articles/PMC6197877/

Activity Based Costing (ABC) – 

History and Applications 



o In more complex applications, can be used to identify variation to optimize 

resource allocation, process improvement, mitigate risk, and provide a foundation 

for value-based payment initiatives.

o https://www.ncbi.nlm.nih.gov/pmc/articles/PMC7495936/

o Next level, Time Driven ABC added in 2004

o https://www.ncbi.nlm.nih.gov/pmc/articles/PMC6259879/

o Before your salary, what is your cost/patient and can you really afford that 

contract?

o Will use simple application for medical practice with a lot of poetic license to 

answer that question.  

o Purist would claim heresy… apologies to Kaplan and Bruns and the variations that 

followed

Activity Based Costing (ABC) – 

History and Applications 



Definition of ABC Accounting Model: 

o (a) Identifies activities in a product or service and then assigns the cost of that 

activity to all products and services proportionate to the actual consumption by 

each activity …
o https://en.wikipedia.org/wiki/Activity-based_costing

o (b) An approach to the costing and monitoring of activities, which traces resource 

consumption and costing final outputs.
o https://www.stratadecision.com/blog/the-rise-of-time-driven-costing-a-history-of-activity-based-costing-in-

healthcare/

Definition of ABC Accounting Model

https://en.wikipedia.org/wiki/Activity-based_costing


o Activity – An event that incurs costs   Todays example - Patient visit  

o Cost object – Anything for which a separate measure of cost is desired/required. 

o Today, determining incremental cost of a patient visit. 

o Will keep simple 

o Solo doc 

o One location

o One type of service   E&M

o Subspecialty, surgical or OB-GYN, multiple-specialty, multi-site where add locations, 

procedures to E&M visits might have multiple.

o Activity Cost Pool – cost allocated to a particular activity or grouping  Today: 

o Clinical Productivity

o IT

o Billing & Administrative

o Site Related Expenses

Definitions of ABC components



o Cost driver – any factor or activity that has a direct cause and effect relationship 

with resources consumed that may reflect 
o Frequency

o Duration

o Physical requirement 

o Intensity

o Cost unit – cost assigned to the item of production or service being assessed   

Patient Visit

o Direct cost – cost directly associated with the activity or process step (e.g., RN 

labor cost, cost per gown)

o Indirect cost – not directly identifiable with cost object but part of the overhead or 

general support (e.g., utilities, office insurance)
o https://www.slideshare.net/ATBHATTI/activity-based-costing-system-15438620

Definitions of ABC components



o Activity Cost Pool – cost allocated to a particular activity or grouping   

o Clinical Exam Room Activities

o IT & Lab 

o Billing & Administrative 

o Site

o Examples of Cost Drivers – any factor or activity that has a direct cause and effect 

relationship with resources consumed.

o Clinical Exam Room Activities  Disposables, RNs, LPNs, Exam room equipment

o IT & Lab  Amortized costs of EHR, Annual EHR maintenance fees, Hardware costs, Lab 

equipment, Lab supplies, Scheduling software

o Billing & Administrative  Administrative staff, Medical Transcription, Front office staff, Legal, 

Accounting … Consultants

o Site  Lease or mortgage payments, taxes, insurance, utilities

Examples of Cost Pools



o Cost unit

o Create a matrix with columns for direct and indirect costs  

o Can war game patient volumes from a potential contract since direct costs will vary and indirect 

costs will be there whether you accept the contract or not

o The above examples are not all-inclusive

o You may find the items in your Statement of Revenues and Expenses helpful in personalizing 

your list  

o Compare some of your ABC to BM metrics if available.

o Some business you can’t afford to accept  

o Do you know the difference?  

o One does not increase profitability by increasing the number of loss units!

o ABC For Dummies
o https://www.dummies.com/article/business-careers-money/business/accounting/general-accounting/activity-

based-costing-for-overhead-allocation-204526/

Examples of Cost Pools



Volume Assumption  --> 30 PTS/DAY X 46 X 5  -->. 6,900 PT VISTS/YR Volume Assumption  --> 34.35 PTS/DAY X 46 X 5  -->. 7,900 PT VISTS/YR (9.72% Increase)

ESTIMATED COST DRIVER OH APPLICATION TWO SERVICE

OVERHEAD ACTIVITY LEVEL RATE EXAMPLE**

Disposables $60,500 6,900 $8.77 $6.14 D 7,900 $69,268.12 $60,500.00

RNs PER 5,000 PTS $100,000 5,000 $20.00 $20.00 D 7,900 $158,000.00 $138,000.00

LPN PER 3,000 $30,000 3,000 $10.00 $10.00 D 7,900 $79,000.00 $69,000.00

New Exam Room ESQUIPMENT $10,000 6,900 $1.45 $1.45 I 7,900 $10,000.00 $10,000.00

Amortized cost of EHR $15,000 6,900 $2.17 $2.17 I 7,900 $10,000.00 $15,000.00

Annual Cost of EHR $7,500 6,900 $1.09 $1.09 I 7,900 $7,500 $7,500.00

Hardware Cost $5,000 6,900 $0.72 $0.72 I 7,900 $5,000 $5,000.00

Lab Equipment $25,000 6,900 $3.62 $3.62 I 7,900 $25,000 $25,000.00

Lab Supplies $50,000 6,900 $7.25 $5.07 D 7,900 $57,246.38 $50,000.00

Practice Mgmt. Software $5,000 6,900 $0.72 $0.72 I 7,900 $5,000.00 $5,000.00

Administrative Staff $30,000 6,900 $4.35 $4.35 I 7,900 $30,000.00 $30,000.00

Medical Transcribers Exp per 4,000 pts $20,000 4,000 $5.00 $3.50 D 7,900 $39,500.00 $34,500.00

Front Office Support Staff - 2 $53,000 6,900 $7.68 $7.68 I 7,900 $53,000.00 $53,000.00

Billing Staff per 4,500 claims $35,000 4,500 $7.78 $5.44 D 7,900 $61,444.44 $53,666.67

Legal $4,500 4,500 $1.00 $1.00 I 7,900 $4,500.00 $6,900.00

Accounting $10,500 6,900 $1.52 $1.52 I 7,900 $10,500.00 $10,500.00

Consultants $6,500 6,900 $0.94 $0.94 I 7,900 $6,500.00 $6,500.00

Mortgage Payment $112,500 6,900 $16.30 $16.30 I 7,900 $112,500.00 $112,500.00

Property Taxes $8,000 6,900 $1.16 $1.16 I 7,900 $8,000.00 $8,000.00

Officde insurance $3,800 6,900 $0.55 $0.55 I 7,900 $3,800.00 $3,800.00

Utilities (Hours) $7,200 6,900 $1.04 $1.04 I 7,900 $7,200.00 $7,200.00

$599,000 7,900 $762,959 $711,566.67

$103.13 $94.49 $96.58 $103.13ABC per Patient Visit -->

DIRECT OR 

INDIRECT

ASSUME 1,000 

ADDITIONAL PTS

REVISED COST 

FOR 7,900 

ENCOUNTERS

REVISED COST FOR 

6,900 

ENCOUNTERS

Site Related Expenses

TOTAL NON-PHYSICIAN PRACTICE COST

TOTAL COST PER ENCOUNTER 6,900

<-- 6,900 ALLOCATED*

COST UNIT

Clinical Exam Room Activities 

IT & Lab 

Billing & Administrative 

ACTIVITY COST POOL COST DRIVERS FREQUENCY

6,900 7,900

$103.13 $96.58

$711,566.67 $762,959

$51,392

$51.39

$140 $140

$966,000 $1,106,000

$140,000

$254,433.33 $343,041

$36.87 $43.42

ECOUNTERS

REVISED PRACTICE COST

INCREMENTAL COST

INCREMENTAL COST/ENCOUNTER

PUTTING IT ALL TOGETHER - WHAT IS THE BOTTOM LINE

REVENUE/ENOUNTER

PROJECTED REVENUE

PROJECTED NET INCOME

PROJECTED NET INCOME/ENCOUNTER

TOTAL COST/ENCOUNTER

PROJECTED INCREMENTAL REVENUE



HUMAN RESOURCES



Key Domains of HR

o Acquiring a talented workforce – recruiting, hiring, & onboarding

o Positive employee experience – safety and retention

o Financial package – compliant direct compensation and benefits

o Employee development of skills, knowledge, & strengths

o Legal & regulatory complexities



o How to evaluate résumés 
o Sufficient detail regarding their skill sets

o Accomplishments, skills, outcomes

o Growth orientation
o Advancement in roles and responsibilities

o Targeted Information specific to your practice needs
o Demonstrate understanding of the practice and explain why their skills are an asset

o Clean content free of typos and grammatical mistakes 
o Sign of professionalism and attention to detail

o Red flags 
o Vagueness - suspicion phrases such as ”familiar with, knowledge of, or experienced in” → 

overstated or limited experience  

o Multiple short tenues 

o Gaps in employment
o https://www.dummies.com/article/business-careers-money/business/human-resources/human-resources-kit-for-dummies-cheat-sheet-208154/

Skill Sets of Human Resources

https://www.dummies.com/article/business-careers-money/business/human-resources/human-resources-kit-for-dummies-cheat-sheet-208154/


o Five must ask interview questions
o “What interests you about this job, and what skills and strengths can you bring to it?” → Level of 

interest & alignment  

o “Can you tell me a little about your last job?” → Personal accountability & negative karma.  Bad day or 

…. 

o “How have you changed the nature of your current job?” → Adaptability, creativity, & resourcefulness

o “What was the most difficult decision you ever had to make on the job?”  → Decision making style & 

sync with your culture

o “What sort of work environment do you prefer? What brings out your best performance?” → Are they a 

good match? 

o Tips on creating an employee-friendly work environment
o Career paths and mentoring

o Flexibility with healthy work-life balance but not at expense of mission 

o Regular feedback.  I would add “Praise in public, discipline in private.”
o Develop a purpose driven culture (adapted)

o https://www.dummies.com/article/business-careers-money/business/human-resources/human-resources-kit-for-dummies-cheat-sheet-
208154/

Human Resource Pearls

https://www.dummies.com/article/business-careers-money/business/human-resources/human-resources-kit-for-dummies-cheat-sheet-208154/
https://www.dummies.com/article/business-careers-money/business/human-resources/human-resources-kit-for-dummies-cheat-sheet-208154/


o Americans with Disabilities Act (ADA)  prohibits discriminating against people with disabilities, 
requires “reasonable accommodation” for individuals with disabilities, and applies to all private 
employers with >15 employees. 

o Age Discrimination in Employment Act (ADEA)  prohibits discrimination against employees >40 
years old and  applies to all private-sector employers with > 20 employees who work >20 weeks/year. 

o Consolidated Omnibus Budget Reconciliation Act (COBRA)  provides certain former employees, 
retirees, spouses, former spouses, and children the right to temporary continuation of health 
coverage at group rates >20 employees. 

o Fair Labor Standards Act (FLSA)  establishes minimum wage rates, requires overtime pay for certain 
employees, restricts the employment of minors, and imposes certain recordkeeping obligations. 
Applies to all employers.

o Immigrant Reform and Control Act (IRCA) requires employers attest to the immigration status of 
their employees, bans employers from hiring undocumented workers, and establishes penalties for 
such behavior. Applies to all employers. 

o Title VII of the Civil Rights Act prohibits discriminating against employees and applicants for 
employment, in the terms and conditions of employment, on the basis of race, color, religion, sex, or 
national origin.                        Applies to >15 employees.

Key federal laws affecting HR



HR Highlights for Small Practices

o Andrea Butcher, CEO of HRD, a leadership development company
o Human Resources Kit For Dummies, 4th Edition 

o 398 pages of what you need to know!

o Web resources:  https://www.wiley.com/en-us/Human+Resources+Kit+For+Dummies%2C+4th+Edition-p-9781119989899#downloadstab-

section

o Employee Handbook (pages 177 – 180)

o Welcome to the team and generally outlines expectations on policies, guidelines, and benefits

o Sample components include but not limited to 

o Regulatory requirements (e.g., EEO policies on discrimination & harassment)

o Basic expectations (e.g., work hours & tracking, dress codes, safety, PTO)

o Procedures Manual

o Detailed step-by-step processes (e.g., how to report prohibited behavior, request vacations)

o Standard operating procedures (SOP)

o Goal is to produce predictability, set expectations, and standardization

o Pearls:

o Legal document so careful what you promise

o If you wrote it, follow it … or don’t write it!

o Disclaimer that general source of information & not binding employment contract

https://www.dummies.com/book/business-careers-money/business/human-resources/human-resources-kit-for-dummies-3rd-edition-282290/
https://www.wiley.com/en-us/Human+Resources+Kit+For+Dummies%2C+4th+Edition-p-9781119989899#downloadstab-section
https://www.wiley.com/en-us/Human+Resources+Kit+For+Dummies%2C+4th+Edition-p-9781119989899#downloadstab-section


Sample 

Resources

Table of Contents 

 
Introduction 

a) Welcome 
b) About the Company (including mission statement and values and a brief history of the 

company) 
 
Section I: Introduction to Employee Handbook and Employment At-Will 
 
Section II: Equal Employment Opportunity 

a) Equal Employment Opportunity Policy 

b) Policy Against Harassment 
 
Section III: Basic Policies 

a) Introductory Period 
b) Employee Classifications 
c) Hours of Work, Overtime, and Payday (could be expanded to include timekeeping rules, 

travel time, on-call time, reporting time, and other guidelines) 
d) Performance and Pay Review 
e) Employee Benefits 
f) Proof of Right to Work 

 
Section IV: Time Away from Work 

a) Vacation 

b) Holidays 
c) Sick Leave 
d) Paid Time Off 
e) Leaves of Absence 

 
Section V: Employee Relations and Workplace Conduct 

a) Open Door 
b) Internal Complaint Review Procedure 
c) Dress and Grooming Standards 
d) Smoking 
e) Employment of Relatives 
f) Non-Fraternization 
g) Solicitation, Distribution, and Bulletin Boards 
h) External Communications 

i) Outside Employment 
j) Company Property and Confidential and Personal Information 
k) Technology Use and Security 
l) Blogging/Social Networking Policy 
m) Mobile Device Policy 
n) Proprietary and Trade Secret Information 
o) Safety Policy 
p) Inspections on Company Premises 
q) Drug-Free Workplace 
r) Employee Assistance Program 
s) Workplace Violence 
t) Personnel Records 
u) Termination, Discipline, and Rules of Conduct 

 

Section VI: Acknowledgment of Employee Handbook 

Onboarding Checklist 

 
Each item represents knowledge the team member should possess when the onboarding 

process is complete. Ideally, a team member who has been properly oriented should be 

able to answer “yes” to each of the following statements. 

 

 

I have a clear idea of the company’s core business and both the vision and the mission 

that underlie the business. 
 

I understand the duties and responsibilities of my job. 
 

I know the location of all company facilities and equipment that are central to my day-to-

day work experience. 
 

I have all the basic resources I need to perform my job effectively. 
 

I have met with the person I report to and either met or spoken to co-workers with whom  

 

I need to work as part of my job. 
 

I am aware of all security procedures (including passwords) related to my job and in 

relation to the company in general. 
 

I am familiar with all basic company policies (including holidays, sick days, and vacation 

time), and I know it is my responsibility to follow such policies. I also know that it is my 

responsibility to keep aware of updates or changes to company policies by periodically 

reviewing the employee handbook and/or any later-issued company policies. Finally, I am 

aware of my responsibility to report possible discrimination or harassment by using the 
reporting procedure established by the company, which is set forth in the employee 

handbook. 
 

I understand my compensation package and am aware of any bonus opportunities that 

could affect how much money I earn. 

 

If this form is given to an employee classified as nonexempt (so that the employee is 

entitled to overtime compensation, etc.), leave the following language in the form. If the 
recipient employee is classified as exempt, remove the following language from the form:  
 

I understand that I am a nonexempt (overtime eligible) employee and that it is my 

responsibility to fully and accurately report all time that I work, not work “off the clock,” 

properly record all meal periods that I take, and follow all other company timekeeping 

practices. 
 

I understand my health insurance coverage (and other insurance-related benefits), and I 

am aware of the basic procedures for using those benefits. 
 

I am aware of all company employee-support services. I know whom to ask if I need 

help. 
 

I understand that, if I have any questions or concerns regarding compliance with any 

company policies or procedures by me or any other employee, including my manager, I 
must inform Human Resources immediately. 



CONTRACTING & NEGOTIATION



o Pre-negotiation – Do your homework!
o Establish your goals and parameters for the “perfect” negotiation 

o Determine how you would like the contract to look

o Position the other party to respond & negotiate against your version of the contract

o “Take it or leave it” – Be your own advocate → know your cost and increasing loss units 
does not increase profitability

o Establish amendment & assignment provisions up front: 
o Mutual & not unilateral 

o Notice provisions for methods & deadlines

o In writing 

o Establish termination expectations up front  (for and without cause, notice provisions)

o Identify the ultimate payer – insurance company or Third Party Administrator (TPA) –
payment policies may be different, solvency

Contracting – Negotiation Tactics



o Quickly assess what type of negotiation you are in
o Sustainability goals: Long term relationship vs next quarter

o Principled negotiation

o Decision maker vs. used car lot

o Establish billing requirements and guardrails

oPrevents retroactive denial once eligibility and benefits verified for clean claims

oDeadlines for claims submissions (avoid < 90 days), payments, penalties for late 
payment, allowance for special circumstances

o Special circumstances such as requirement to use their credit card and  payment of “CC 
fees”

oCompatibility with your IT system & culture 

oAny company IT upgrades that could delay claims payments for months

Contracting – Negotiation Tactics



o Realize that Request for Proposals (RFPs) are different animals

o Stalemate: Go to the parking lot

o Don’t walk out unless stay out 

o Funnel discipline

oKeep your number of must-haves small and maximize impact

oKeep your number of “concessions” to them large and minimize impact

o Zone of Potential Agreement (ZPA)

oElements

oTradeoffs

o BATNA

Contracting – Negotiation Tactics



o Identify elements required for a “clean claim” and clearing house

o Termination for and without cause, notice provisions

o Realistic assessment: Top 20 CPT codes & evaluate those payments.  Common tricks

o Breeches – notifications, timelines for ability to remedy

o Verify promised amendment & assignment provisions made it into the contract: 

o Term – Real term, initial, renewal, evergreen

o Indemnification

o Definitions

o Prudent lay person language, especially for emergency services

o Payment windows and volumes for MCO with discounts voided after 45 days for non-payment

o Bans silent PPOs

o PHI liability

o Volume projections

Contracting – Contract Analysis



o Perception is reality until confirmed or corrected

o Final version is the only one that counts - supersedes all previous versions, 
agreements, and understandings

oBait and switch following assumption of earlier version and verbal assurances

oAt every stage, vulnerable points are termination, assignment, and amendment

o Incorporated by reference and blank contract provisions

o Performance metric risks - do you have material control over the process or 
are you collateral damage

o Capitation – real volumes, acuity adjustments

o Risk pools and solvency, accuracy and validity

Contracting – Common Pitfalls



o Decision making and governance within the group - NDA

o Comportment ability/unacceptability with sections on emergency services, 
medical necessity, utilization review, dispute resolution, arbitration

o Irrational volume projections

o Fiduciary responsibility

o Scope of coverage

o Joint and several liability

Contracting – Common Pitfalls



o What type of asset?

o Credit rating consideration

o Life cycle

o Consortium 

o General

o Validation … Change course

Lease vs. purchase vs. consortium
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