


PHYSICIANS PRACTICE - WHO WE ARE AND WHAT WE OFFER

A LEADER IN PRACTICE MANAGEMENT

Physicians Practice responds to the growing challenges facing today’s medical practices. Physicians know we’re experts in
practice management, and they count on us to bring new ideas and fresh approaches to help them build successful practices.

CURRENT MARKET
CONDITIONS

More than 800,000 physicians
practice medicine in the United
States today, according to the
American Medical Association.
Their specialties, locations, and
practice sizes might differ, but
the difficulties of managing a
practice are common to all of
them — and the problems show
no signs of slowing down.

DECLINING REIMBURSEMENTS

Since 2004, payer reimbursement for all E&M
codes has steadily dropped from an average of
$102.59 to $73.48.

(2004-2007 Physicians Practice Fee Schedule Surveys)
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WORKLOAD OUTPACING INCOME
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From 2002 to 2006, productivity rose by

18.75%

while income only increased by
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$466,283

— (2006 MGMA Cost Survey)
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$156,902

(2007 MGMA Physici:

HOW CAN WE HELP YOU REACH YOUR AUDIENCE?

As an interactive, multi-platform organization, we are pleased to offer a variety of
marketing options to help you reach today’s busy physician — including traditional
print advertising and online content, as well as customized solutions to meet your
brand’s unique needs.

I n Pri nt ¢ Physicians Practice
Physicians Practice, our flagship publication, is
circulated 11 times each year to nearly 260,000
physicians nationwide, reaching practices in all group
sizes and across all specialties. As the largest circulated
business publication in healthcare, we help more than
one-third of all U.S. physicians effectively manage the
operational and business aspects of their practices by
providing practical, proven solutions for the real-world
concerns their businesses face. These concerns include
billing, coding, collections, technology, work flow,
staffing, compensation, and legal and financial matters.

PHYSICIANS PRACTICE | 800781 2211 | www.physicianspractice.com

2002

Median Gross Charges
(Primary Care)

2003 2004 2005 2006
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(Primary Care)

INCREASED STAFFING NEEDS
The average physician’s full-time staffing needs
have increased from 3.3 in 1974 to 5 in 2006.
The annual cost of five employees is $177,128.
(MGMA Cost Survey)

Prepared
9%

Not prepared

68%

(2008 Future Physicians
of America Survey)

LACK OF TRAINING

When asked “How well do you feel medi-
cal school prepared you to take on the
business side of managing or belonging to
a practice?” nearly 70% of medical stu-
dents indicated they do not feel prepared.
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of their practices as “mixed,

COMPETITIVE ANALYSIS OF PRACTICE MANAGEMENT JOURNALS

PHYSICIANS PRACTICE reaches a larger, broader audience at a lower CPM rate than any other

publication of its kind.

CIRCULATION
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FREQUENCY 11x

24x 10x 10x

10x

NON-ASSOCIATION PUBLICATION [ ]

Source: June 2008 BPA statements and published rate cards. * June 2007 BPA statement and published ratecards. BPA resignation currently pending.
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FINANCIAL WORRY
In 2008, 730/0 of physicians

surveyed described the financial viability
" “shaky,” or “poor.

n

(2008 Merritt, Hawkins & Associates Survey

of Primary Care Physicians)

of respondents
O/ cite costs to
(0] implement and

use new technol-
ogy as one of their more pressing
information technology problems.

(2008 Technology Survey, Physicians Practice)

¢ Tech Guide
Reach 260,000 physicians and their
technology decision makers on staff as
they consider purchasing technology
products and services!
Our annual compilation of technology-
related content is poly-bagged with the
June issue of Physicians Practice. Mailed
to our entire circulation and distributed
at more than a dozen trade shows, this
supplement offers advice on technology
designed to help physician-consumers
make informed purchasing decisions.

of respondents

ARE more

likely to use a

Buyers Guide
that comes from the publishers of
Physicians Practice.

(2008 survey, Physicians Practice)

e Buyers Guide

How can you reach 400,000 buyers
both in print and online?

Our annual Buyers Guide is where
physicians and office administrators
turn when purchasing healthcare
solutions like yours. All listings appear
in three formats — in print, online, and
on demand in our virtual edition. Over
90 industry categories allow potential
buyers in physician practices nationwide
to easily locate your products and
services — and to contact you directly!

R e printsof our award-winning
articles for your sales collateral.
Wrapping your brand around our
audience-driving content is a sure way to
pique the interest of your readers and to
get additional attention for your message
in your sales and marketing materials

Print options
PROMOTIONAL ITEMS are also available
as part of the journal:

* Bellybands

* Tip-Ons

* Dot Wacks

* Polybags

* Post-It Notes




