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TITLE
Business administration training for dermatology residents: Preparing for the business of

medicine

ABSTRACT

Previous studies have evidenced the lack of practice management and business training
components in the residency curriculum, and satisfaction with this training, when provided, was
low. Whether considered good or bad, medicine has been moving increasingly towards becoming
more business-centric. Dermatology represents a unique field, since most residents choose to
pursue private practice, where competent business skills are helpful to running a successful
clinic. Our study examines the current state of business administration training for dermatology
residents in ACGME-approved programs as of 2017-2018. Our results show that residents both
value and desire business administration training. However, the current training provided is
considered to be insufficient and inadequate. Promoting and encouraging the teaching of
business administration skills, while still balancing core competencies, may help to prepare

residents in navigating the future of our field.

Effective business administration skills are important to the practice of medicine. In a

recent survey, about 86% of dermatology residents reported having no practice management



component in their curriculum.* Other surveys demonstrated the importance that dermatology
residents place on business and practice management training, while their satisfaction with this
training was low.?* Dermatology offers a unique opportunity, since the majority of residency
graduates ultimately choose to pursue private practice,* where competent and effective business
administration skills may prove to be even more beneficial to successful businesses. Despite the
known importance of effective business administration skills, no formal studies have thoroughly
examined the business administration training provided by dermatology residency programs.
Survey

An online survey was emailed in March 2018 to program coordinators, who were
instructed to forward to residents, of current ACGME-approved dermatology residency programs
as of 2017-2018. The survey included demographic data in addition to experiences with and
preferences for business administration training.

A total of 109 residents completed the survey. The majority practiced in an urban
location (72.5%) compared to suburban (24.8%) and rural (2.8%) settings. The vast majority
planned to pursue predominately private practice (82.6%) versus academia (17.4%).

Of all respondents, 92.7% believed business administration skills are either very
important or extremely important to the field of dermatology. Residents planning to pursue
private practice were significantly more likely to believe it was extremely important (83.3% vs
36.8%; p<.001). Business administration skills believed to be most beneficial to the practice of
dermatology included marketing and branding (87.2%), billing and coding (80.7%), strategic
thinking and business strategy (78.0%), business operations management (76.2%), contract

negotiations (65.1%), and accounting and budgeting (58.7%) (Figure 1).



While less than half of the residents (39.5%) had formal business administration training
as part of their residency curriculum, 93.9% of those who did not have this training, desired it.
When provided, training most commonly covered billing and coding (100%), leadership and
teamwork skills (17.9%), and contract negotiations (14.3%). Those who had this training mostly
rated its quality as either poor or fair. The vast majority (98.2%) believed that business

administration training is beneficial for a dermatologist.

Conclusions

Overall, our study supports that residents believe business administration skills are
important to the practice of dermatology. Unsurprisingly, those planning to pursue private
practice believed these skills to be more important than those pursuing academia. However, it is
important to note that these skills are also translatable and helpful in academia. For example,
proficiencies in leadership and business operations can allow for increased efficiency,
satisfaction, and productivity, which can translate into improved quality of care and patient
satisfaction. Current business administration training during residency is insufficient and
inadequate. While our study begins to shed light on this topic, further studies are needed to look
into the most effective methods to teach these skills, while still allowing for a comprehensive
education focused on core competencies. Modernizing a traditional dermatologic curriculum by
offering new skillsets requires a fine balance that warrants considerable attention without

compromising core dermatologic education.
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Editor’s Comment:

We hear a lot about "practice gaps™ - this highlights a "training gap"
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FIGURE LEGENDS

Figure 1. Business administration skills believed to be most beneficial by residents.
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