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not translate into everyone knocking 
down your door to hire you. Every 
entity looking to hire a new podiatrist 
will have their own needs. Instead of 
thinking they will change their busi-
ness to hire you as the “end all be all” 
of podiatry, you have to think instead 
about fitting yourself into what they 
need and/or showing them that you 
bring something different. Let’s con-
sider a few examples.
	 If you’re planning to enter private 
practice as an associate to an organi-
zation, consider what they need. They 
will want someone well trained who is 
able to handle a busy clinic, give great 
customer service (yes, medicine is a 
service industry), help patients, and… 
bring in income. That is, you have to 
be able to get paid for your services. In 
the United States, that means knowing 
how to code properly for those ser-
vices. You must know ICD-10 and CPT 
coding. Can you properly bill evalu-

ation and management codes, proce-
dure codes, and apply proper modifi-
ers? Do you know the proper wording 
to put into your chart notes so as not 
to have to repay your reimbursement if 
you get audited?
	 If the answer to those questions 
is “I’m not sure” or “no”, then get 
trained now! ACFAS holds a surgical 
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If you’re a podiatric resident 
graduating this year, then this 
one is for you! To try to help 
those who haven’t yet found 
a position, here are some 

thoughts on the job search.
	 First, if you haven’t found a job 
yet, you should be starting to feel the 
pressure. If you haven’t begun look-
ing for a job, what are you waiting 
for? Between finding a reasonable em-
ployer, contracts, negotiations, and 
relocating, the process can take a lot 
of time. Also, despite the large need 
for podiatrists due to the aging popu-
lation, many cities are saturated, and 
you might find yourself competing 
against several applicants. You should 
expect that some of the highest paying 
jobs with large organizations will have 
a good number of applicants.

	 Second, when looking for a job, 
location is important, but it is not 
the primary indicator of a satisfying 
position. Consider instead the quality 
of the job itself and your potential 
for satisfaction as the number one 
factor and the location second. If this 
sounds like you’re being asked to 

move away from your family or a 
region of the country where you’ve 
wanted to live, think about it this 
way: you’re going to spend all of 
your professional career and much of 
your weekly time at work.
	 Next, realize that no matter what 
program you’re training at, how much 
experience you have, or how many 
surgical cases you’ve done, this will 
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training course and ACPM publishes 
a coding textbook. Ask a lot of ques-
tions. Often, the staff can teach you 
as much as the doctor about best 
coding and billing practices. Take 
other courses. Thinking of this from 
the hiring practice’s standpoint; if I 
as your boss must take my time to 
train you on how to code and bill, 
then you are no longer worth as 
much to me, and I will want to pay 
you less to compensate for the extra 
work I will have to do to get you up 
to speed.
	 What else do potential employers 
want in new hires? They want an ab-
sence of ego. They don’t want to hire 
a prima donna who thinks they’re 
the best thing ever. They don’t want 
a doctor who hides their lack of con-
fidence behind false bravado. They 
want someone who will work hard, 
not complain about little frustrations, 
work independently and confidently 
without wasting a bunch of time on 
nonsense, and spend as much time 
as they can marketing the practice. 
And they do not want drama. Run-
ning a practice is already hard; the 
last thing a physician wants is some-
one that disrupts the function of the 
office.
	 Of course, everyone wants to see 
a well-trained physician and surgeon 
who can handle themselves inde-
pendently in the operating room and 

clinic and achieve great outcomes. 
If you’re being hired as a surgical 
podiatrist in an organization such as 
Kaiser Permanente, this will be very 
important. However, even surgical 
podiatrists spend a lot of time in the 
clinic. Can you see a lot of patients 
without being overwhelmed?
	 How can you show that you are 
the person they should hire? Most of 

the time being hired into an organiza-
tion occurs by some combination of 
verbal review (interview), recommen-
dations from those who’ve worked 
with you, and possibly some kind of 
basic demonstration. Actively exceed 
the possible expectations of those 
who will be interviewing you by con-
cretely demonstrating your knowl-
edge, skills, and behaviors. Don’t say 
it; show it. Here’s how to do that.

Create a Portfolio
	 When hiring an associate for 
a podiatric practice, you might be 
asked for a written portfolio that 
shows what you are capable of doing, 

what you know, and the administra-
tive skills you have that make you a 
perfect fit for the organization.
	 This portfolio would include con-
crete examples of past actions and be-
haviors proving that you are the best 
candidate. Let’s break this portfolio up 
to see what you could present.
	 Knowledge—Inc lude  your 
in-training examination scores show-

ing your knowledge base compared 
with your contemporaries. Don’t for-
get to include your podiatry school 
transcripts and any clinical exam-
ination scores you might have got-
ten during residency. Did you receive 
training in billing, coding, and prac-
tice management? Include it. Include 
specific examples of cases you’ve 
billed for (without violating HIPAA) 
and be ready to discuss them in detail.
	 Skills—Include clinical logs 
showing the thousands of patients 
you’ve seen and the variable pathol-
ogies you’ve treated. Show a number 
of surgical cases you’ve done that 

Job Search (from page 25)

Continued on page 27

Most of the time being hired into an organization occurs 
by some combination of verbal review (interview), 

recommendations from those who’ve worked with you, 
and possibly some kind of basic demonstration.
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you start new educational programs 
for your co-residents? Did you cre-
ate the schedules and deal with resi-
dent issues? Clearly demonstrate that 
your past actions demonstrate your 
strength as a candidate.
	 It’s not enough to say you’re 
a hard worker who is ethical and 
motivated, and you’re going to do 
a great job. Words are meaningless 
in these situations since anyone can 
say anything. Instead, demonstrate 
from your actions that you have all 
of these wonderful characteristics. 
Anticipate the questions of your in-
terviewers and include them in the 
portfolio. The less uncertainty expe-
rienced during your interview, the 
more likely you are to be hired, and 
a portfolio is a great way to eliminate 
that uncertainty. PM

clearly exemplify your qualities as 
a surgeon, including basic patient 
information and pre- and post-op ra-
diographs. Yes, you had an attending 

for those cases, but this would be 
an opportunity to demonstrate what 
you did during training. If you did 
a fellowship, which is usually a bit 
more independent, this is a chance to 
show your extra training. If you had 
clinical skills examinations as a res-
ident, include those as well. Include 
your surgical logs and your MAV re-
ports. Since thinking and writing are 
skills, include any papers you wrote 

during podiatry school and residen-
cy. Showing the extra work you did, 
above and beyond the minimum, also 
demonstrates a strong work ethic.
	 Behaviors—You must show 
you’re going to be a leader, an inde-

pendent doctor who can work with 
the staff and your new boss in a mu-
tually beneficial relationship. Include 
rotation evaluations from residen-
cy, your biannual performance re-
views, and anything else that de-
scribes your strong work ethic and 
administrative skills. Were you the 
chief resident? Show proof of this, 
but also make it clear what you did 
as chief to improve the program. Did 
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Include clinical logs showing 
the thousands of patients you’ve seen and the 

variable pathologies you’ve treated.
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