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Activity Disclaimer
The material presented here is being made available by the DPC Summit Co-organizers for educational 
purposes only. This material is not intended to represent the only, nor necessarily best, methods or 
processes appropriate for the practice models discussed. Rather, it is intended to present statements and 
opinions of the faculty that may be helpful to others in similar situations.

Any performance data from any direct primary care practices cited herein is intended for purposes of 
illustration only and should not be viewed as a recommendation of how to conduct your practice.

The DPC Summit Co-Organizers disclaim liability for damages or claims that might arise out of the use of 
the materials presented herein, whether asserted by a physician or any other person. While the DPC 
Summit Co-Organizers have attempted to ensure the accuracy of the data presented here, these materials 
may contain information and/or opinions developed by others, and their inclusion here does not necessarily 
imply endorsement by any of the DPC Summit Co-Organizers.

The DPC Summit Co-Organizers are not making any recommendation of how you should conduct your 
practice or any guarantee regarding the financial viability of DPC conversion or practice.



Faculty Disclosure
It is the policy of the DPC Summit Co-Organizers that all individuals in a position to control content disclose any 
relationships with commercial interests upon nomination/invitation of participation. Disclosure documents are 
reviewed for potential conflict of interest (COI), and if identified, conflicts are resolved prior to confirmation of 
participation. Only those participants who had no conflict of interest or who agreed to an identified resolution 
process prior to their participation were involved in this CME activity. 

All faculty in a position to control content for this session have indicated they have no relevant financial 
relationships to disclose. 

The content of this material/presentation in this CME activity will not include discussion of unapproved or 
investigational uses of products or devices. 



Learning Objectives
At the end of this educational activity, participants should be
better able to:
• Describe why it is important to start planning for a career in Direct Primary Care 

during residency 

• Making the decision to become a Direct Primary Care doctor will take forethought 

• While it’s easy to get caught up in the day-to-day of residency training, planning 
your transition to a Direct Primary Care practice is essential 

• Planning ahead of time will allow you to understand the business model and your 
financial needs in order to start this business



#1 Learn as much Medicine as you can
• Learn as much as you can about the practice of Family Medicine 

• People in your community will be attracted to you because of your knowledge and 
competence 

• This is true for a physician in the fee-for-service paradigm and it’s even more true for 
DPC doctors 

• Because DPC doctors operate in the free market, potential patients will always be 
weighing cost, quality, and value when selecting you as their primary care physician







What are you excellent at? Can you build 
on that?
• Procedures:

• Removing ingrown toenails
• Cyst removal
• Laceration repair
• Biopsy, punch and shave

• Medicine skills:
• OCP management
• Thyroid management
• Fatigue Workup
• Erectile dysfunction
• Musculoskeletal problems

• Soft skills (harder to 
measure):

• Communication
• Patient satisfaction
• Actively listening
• Looking less at your computer 

and more at your patient
• Ability to work under pressure 

or with multiple distractions
• Understanding what to do in 

difficult situations



#2 Develop Strong Relationships
• Develop strong relationships with your attendings and consultants locally 

• These relationships will become valuable assets for you as you build out your DPC 
practice and create a referral network for your patients







#3 Find Out the Prices
• Ask questions during residency about the prices and costs of services at 

the hospitals and clinics where you work and see patients 

• Having a solid list of pricing at your local hospital will give a good comparison for the 
prices that you will negotiate for your DPC practice 

• These will eventually become good material for marketing your practice









How much does a Comprehensive 
Metabolic Panel cost at your hospital?

a) $10
b) $50
c) $100
d) $150
e) $200
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How much does a MRI of the Knee 
cost at your hospital?

a) $100
b) $250
c) $500
d) $1,000
e) $3,000
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#4 Find Mentors
• Develop mentoring relationships with physicians in your residency and 

DPC doctors in your community, state, or nationally 

• Starting a Direct Primary Care practice can be difficult 

• If you develop strong relationships with mentors who can help you through the 
process, it will make starting your DPC practice easier



What’s the best way to find a mentor 
in the Direct Primary Care space?

a) Search on Google for “Direct Primary Care Doctor near me” 
and send them an email to see if you can shadow them

b) Go to a Direct Primary Care Conference and meet DPC docs 
and start building relationships

c) Head the DPC Mapper on DPCFrontier.com to find Direct 
Primary Care doctors across the country and contact them for 
assistance

d) Any of the above
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#5 Attend the DPC Conferences
• Attend a Direct Primary Care conference 

• A great opportunity to network with existing DPC doctors and potential DPC doctors 

• An opportunity to learn best practices

• An opportunity to learn about the personalities of DPC doctors











Use your resident funds to attend

• Use your residency funds to attend these conferences
• These opportunities can act as a springboard for your growth 

and development in this space



#6 Create a DPC Mastermind
• Create a cohort of DPC doctors and potential DPC doctors 

• The folks in this room are your cohort, and helping each other through this process 
can be valuable 

• Sharing knowledge, challenges, and opportunities can help you grow and progress in 
this process





#7 Read and Learn about DPC
• Read and learn as much as you can about Direct Primary Care 

• Books 

• Podcasts 

• Websites









Doctor Mentality vs Business person 
mentality
In medicine:
• “No stone unturned”
• Mistakes are frowned upon at 

best, punished at worst
• This leads to ANALYSIS 

PARALYSIS

In business:
• Done is better than perfect
• It’s not the decisions, it’s the 

decisiveness
• When you’re 70% sure, 

decide, when you’re 90% 
sure, you’ve waited too long







#8 Write a Business Plan
• Write a business plan about your DPC practice 

• This must include a budget with real numbers and a timeline 

• Understand that your biggest costs will be space (rent, lease, taxes, etc…) and 
employees 

• Have your mentors read your business plan and be receptive to their feedback



How much money does the average 
Family Physician generate for their 
hospital system?

a) $500,000 annually
b) $1,000,000 annually
c) $1,500,000 annually
d) $2,000,000 annually
e) $2,500,000 annually
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What is the average salary for 
Family Medicine doctors?
a) $150,000 annually
b) $175,000 annually
c) $200,000 annually
d) $225,000 annually
e) $250,000 annually
f) $275,000 annually
g) $300,000 annually 
h) $325,000 annually 

aafp4.cnf.io 

?





Setting your prices
• Take the annual salary you want to make and add in your overhead
• Let’s say that annual salary is $241,000 and your overhead is 

$120,000/year
• So the total cost of running your practice is $361,000/year
• That means you need to bring in a monthly revenue of $30,083
• Next question: how many patients do you want to have in your panel?

• If you want to have 300 patients, you need to earn $100/member/month
• If you want to have 500 patients, you need to earn $60/member/month
• If you want to have 800 patients, you need to earn $37.6/member/month



What is Overhead?

• Everything that you need to 
run your business:

• Rent
• Employees 
• Utilities
• Taxes
• Membership and Association 

fees
• Conference fees
• License renewal fees
• Equipment costs

• Malpractice Insurance
• Legal Fees and Accounting 

Fees
• Cost of laboratory services
• Cost of medications
• Cost of pathology services
• Advertising and Marketing
• Meals & Entertainment



Sample costs: starting the business
• Website Design: $2,000
• Startup Legal Costs (Contracts): $2,500
• Exam Table, brand new: $1,700 vs Exam Table, used: $700
• Diagnostic Set, used: $300
• Refrigerator for Medications: $200
• Exam table Lamp: $100
• Trash Container: $60
• Instrument Stand: $100
• Exam room and Office Furniture: $1,000 – 3,000 
• Total costs: $6,960 with a used exam table and low-end furniture costs
• Total costs: $9,960 with a new exam table and high-end furniture costs



Sample costs: operating the business
• Rent: $2,000/month
• Triple Net Lease (NNN): Property Taxes, Insurance, Maintenance: $500/month
• Nurse: $5,000/month or a Medical Assistant $2,000/month
• Electronic Medical Record: $300/month
• Malpractice Insurance: $450/month
• Health Insurance: $500/month
• Medications each month: $1,500/month
• Laboratory costs each month: $1,500/month
• Advertising and Marketing: $1,000/month
• Accountant: $100/month and Legal Services: $200/month
• Digital Accounting Services: $60/month
• Utilities (phone and internet): $300/month 
• Total Cost = $10,410 with a medical assistant, $13,410 with a Nurse





#9 Explore Naming and Branding
• Explore naming and branding your practice 

• Create a list of potential brand names 

• Make sure those names are available as websites (.com preferred) and social media 
handles 

• Work through this list with a professional or consultant 

• Discuss these brand names with friends and family and/or with a group of potential 
customers 

• What sort of thoughts/feelings does your brand evoke? 

• Are these thoughts/feelings ones that you want associated with your business/brand?





Rule #1: Keep it simple.























Look at successful practices and their 
names
• SparkMD
• AtlasMD
• Nextera Healthcare
• Plum Health DPC
• Schumacher Family Medicine
• Family Matters Direct Primary 

Care
• Cardinal Family Medicine

• Gold Direct Care
• Holton Direct Care
• Cara Direct Care
• YourChoice Direct Care
• Antioch Med
• Epiphany Health
• Avenu Health





Basic Rules
• Your name should be easy to spell and pronounce
• You should be able to claim a website with your name

• Remember, when you have an email address, it will be 
Doctor@YourBusinessName.com

• So, make sure YourBusinessName is short! 
• Otherwise people will have a hard time typing your name into a browser or 

emailing you

• You should be able to claim all related social media handles 
• Your logo should be clean and crisp, and easy to tell what it is

• When it’s the size of a billboard
• When it’s printed on your business card

mailto:Doctor@YourBusinessName.com






Rule #2: Ensure Brand Synchrony



www.PlumHealthDPC.com

www.facebook.com/PlumHealthDPC

www.twitter.com/PlumHealthDPC

www.instagram.com/PlumHealthDPC

www.LinkedIn.com/company/PlumHealthDPC

www.YouTube.com/c/PlumHealthDPC



#10 Get a Headshot
• Obtain an up-to-date, professional headshot 

• This will be useful on your website and on your social media channels







#11 Develop a Website
• Develop a website 

• Your website and your social media channels are the front door to your business 

• Work with a professional to develop your website 

• Make sure that you can edit your images, text, and your blog 

• It is very important that your website evolves as your practice evolves 

• Being able to change the images and add blog posts will create a dynamic feeling for your business 
and brand

















Which social media channels are 
you using?

a) Instagram
b) Facebook
c) LinkedIn
d) YouTube
e) SnapChat
f) Twitter
g) Others
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#12 Build out Social Media Channels 
• Build out social media channels 

• Or, if you have existing social media channels, enhance them

• Start to think of your social media channels as an extension of your personal brand 

• These social media channels are the gateway to your practice, and most likely the 
first touch point that your potential customers will have with you

















#13 Network
• Attend local business networking opportunities 

• Develop relationships with your local business community

• Attend professional networking events

• Chamber of Commerce

• WeWork

• Rotary Club

• Volunteer with your Medical School/Local Medical School as Faculty

• Volunteer as a Board Member of a local charity















#14 Active Member of your Community
• Give to small businesses in your community, become an active member of 

your community 

• Volunteer; give of your time, skill, knowledge

• Give Generously

• You can develop strong relationships with local business people by being intentional 
about spending money at locally-owned companies and small businesses and this 
may pay off for you and your potential practice





















Build Your Cohort
• Allow attendees time to network with each other 

• This is the “Create a cohort of DPC doctors and potential DPC doctors” or number vi 
from above in action  

• Allow attendees to begin building relationships 

• Create a structure to facilitate networking with a broader group of attendees rather 
than those immediately adjacent to each attendee



Questions?
Submit your questions to: 

aafp4.cnf.io 

Don’t forget to evaluate 
this session!

Contact Information
Paul Thomas, MD 
Plum Health DPC 

paul@plumhealthdpc.com 
@PlumHealthDPC

https://aafp4.cnf.io/
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