
If you’re thinking of selling to a 

hospital, STOP!  

Do not proceed in any transaction until you have 

read this.  There are 7 things you need to do in order to 

thrive without selling your practice to a hospital system. 

Given today’s healthcare environment, we know that 

consumer driven health care is the next frontier. In fact, 

it’s already upon us.  

My name is Dr. Jeffrey Gallups and I consider 

myself to be an innovator in healthcare delivery and I 

also believe that our practice, The ENT Institute, is one 

of the leaders. We have proven models on how patient 

care can be delivered. We can measure data hourly and 

daily and by that data, we can manage the success of the 

practice. I know, that as a consumer, people have choices 

to make regarding their healthcare. Within Ear, Nose, and 

Throat, there are key components to the delivery of 

healthcare  that most certainly are going to shape our 

future. I have identified 7 things that you need to do in 

private practice ENT to survive over the next 18 months.  
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1. Patient Centered Healthcare

As physicians, we all think that we are patient-focused and 

we certainly pride ourselves on having great doctor patient 

relationships but that is changing. Patients expect more and expect 

physicians to understand and deliver healthcare to them when they 

want it as well as at times that they want it. So, not only is the 

sanctity of the doctor-patient relationship continuing but patients 

are expecting more.  Everybody expects more and as a result, we, 

as physicians, cannot expect to practice medicine the same way 

that we have for the past 20, 30 or even 50 years. We have to be 

more cognizant that the patient is a customer. Yes, we are talking 

about delivering healthcare in an open form of consumerism as 

opposed to the way that it was delivered years ago. Patients want 

more options than just being able to see their doctor between the 

hours of 8 to 5. Patients or as we should refer to them, Consumers 

of Healthcare, want options to extend for everything including 

surgeries. In fact, in parts of the United States, now, Surgeons are 

operating on Saturdays and Sundays in order to to meet a patient’s 

wishes, a trend we are seeing here at the ENT Institute as well. In 

summary, the patient experience has to evolve just like any other 

business retail-service related business because we are in the 

service business. 
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       2. Add ancillary services to your practice

If it is legal, moral, ethical and in the patient’s best interest, 

then it is our duty as physicians to offer and deliver as many 

services as possible during that patient visit. At ENT Institute, our 

Ear, Nose and Throat doctors are board certified in facial plastic 

surgery, allergy, reflux, sleep apnea, CT, audiology and hearing 

instruments, speech language pathology and most recently,  

vestibular therapy for the balance/fall risk patient. At our practice 

we look for innovative ways to treat the whole patient. Ancillary 

services are meant to give patient the best outcomes, the best 

experiences and a one stop shop experience. With one co-pay in 

one visit we can service all aspects within our specialty because we 

have developed programs to deliver these ancillaries in a cost 

effective and time efficient manner. Without these ancillary dollars 

and the ability to provide them as the low-cost provider, Your 

practice will have significant financial hurdles to overcome. And 

most importantly, it is in the patient’s best interest. 

3. Marketing and Innovation
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Gone are the days of receiving patients from other 

physician referrals along with simple reliance on word of mouth, 

referrals from family members, friends and patients. Moving 

forward it is imperative that physicians use modern marketing 

strategies to let other people know about their services and 

innovations. This marketing platform should consist of direct to 

consumer broadcast TV, radio, cable TV or social media. 

Collectively, these mediums of advertising will work together to 

catapult your practice.  When I refer to social media, this will 

include posting things that you are normally uncomfortable doing 

such as using Facebook and the live podcasting feature as well 

using other social media tools include posting GIF’s on Instagram 

and news jacking on Twitter.  As physicians, it is also important 

from a networking perspective that we use LinkedIn and Doximity 

to connect and share our successes. Having a social media strategy 

is the new frontier in marketing and advertising. It costs you very 

little if anything however it does take a commitment and 

dedication to consistently produce material that could be seen in 

video.  YouTube, Instagram, Facebook, and even Snapchat on 

some occasions are all social media platforms that you can use to 

market video content.  In order to thrive in the future we are going 

to have to communicate with the Smart Phone and learn to grow 

our practice. 
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4. Direct Contract with Insurers

For years ENT Institute has enjoyed our own direct 

contracts with the insurers in the Atlanta Metro area that include 

Blue Cross Blue Shield, CIGNA, Aetna and United healthcare to 

mention a few. While we have not had the status of the hospital, we 

have grown to have geographic coverage of the metro Atlanta area 

and we have increased our contract terms while remaining the low-

cost provider of healthcare in the [ENT] sector. Now this may be 

hard for many practices to obtain in a short period of time however 

it is possible to obtain direct contracts with insurance. So why is 

this important? It is important because if you are contracted 

through a hospital organization or physician organization that is 

not looking out for your best interest it will eventually come back 

to harm you. Direct contracts with insurance are the only way to 

maintain our autonomy in directing patient care with insurance. 

Hospital systems use us as a means to an end to achieve their goal 

of slowly and quietly taking over your practice. Hospitals give you 

increased reimbursement rates that they pass along to the patient 

who now is paying for their healthcare dollar and this is 

unsustainable at the current reimbursement rates. If a hospital 

decides to cancel your contract because you do not want to be 

purchased by them, then you will be left without a contract and no 

place to go.  At the current time we depend on the relationships 

with insurance. In the future this relationship may not be a 

requirement however I doubt it. I do not see a time when patients 

are going to directly be responsible for their healthcare dollar 

without an insurance company in place. So, heed my advice and 

work toward direct contracts with insurance. 
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5. Compliance

One of the biggest risks that any medical practice faces 

today is that of compliance. Most physicians do not even know 

much, if anything about it. Every practice needs a Compliance 

Officer especially, for government regulations regarding federally 

funded programs such as Medicare or Medicaid. An investigation 

by CMS can bankrupt your practice and bankrupt your reputation 

if you do not have a compliance program that has been reviewed 

by legal counsel and approved.  If your practice is not current with 

compliance, you are at great risk of losing everything that you have 

built. It is imperative that you have a compliance program with the 

Compliance Officer who is certified in the field to oversee your 

measures.  Compliance extends to  a wide array of everything we 

as practicing physicians do in our private practice from billing to 

noting the patient’s charts properly, to the entire patient experience 

including interactions with our communications between 

physicians and providers within your own office.  Failing to have a 

compliance program is a sure way to lose it all. 
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6. Administrative Burdens.

As physicians we have taken great pride in being 

entrepreneurs for many years. We love the control that we have 

had over our staff and our schedules. Unfortunately, things have 

changed so rapidly that as a practicing physician it is hard to keep 

up with the demands of administration. Ultimately, you are the 

CEO of your operation and you are responsible for that 

administration. We just talked about compliance as one of those 

administrative duties however human resources, revenue cycle 

management, surgery scheduling and other administrative duties 

also take a large amount of time. Hospitals have used this against 

physicians to acquire their practices for pennies on the dollar. They 

promised relief from administrative overhead and that you as a 

physician would be able to focus on just practicing medicine. What 

we need to do is to develop an administrative group that oversees 

our specialty without really giving control to the hospitals. At the 

ENT Institute, we have developed such an administrator platform. 

It allows physicians to just see patients! They do not have to worry 

about hiring, firing, a compliance hotline and all of the 

administrative nightmares that can take a lot of the physician's’ 
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time. In short, if your administration is not in line with helping you 

be more productive then you will not survive the next 18 months. 

7. Raise Your Standards

As with the first six items, what I am trying to tell you is 

that you need to raise your standards. You need to develop a 

practice where patients are being serviced in such a manner that we 

have raised our delivery standards of healthcare. The bottom line is 

that the first six items support the doctor patient relationship while 

at the same time raise the standard relating to how we deliver 

healthcare in the healthcare experience. In order to raise your own 

standard you need to be able to measure and manage it. If you 

cannot  measure your activity you cannot manage it to a new level 

in accordance to the new standard. We have a dashboard of what 

data points you need to know.  

In conclusion, these are the basic structures that we use at 

The Ear, Nose and Throat Institute to deliver high-quality cost-

efficient and time efficient care. I would encourage each of you to 

reach out to me so that we can have a one on one discussion about 

the opportunities that exist NOW! These opportunities may not 

exist after 18 months. We must be rewarded for all the work, time 
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and effort that we put into our practices and there has never been a 

better time to secure this opportunity than NOW! 
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