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EPISODE 198: 3 Tips to Stand Out as a Candidate In a Competitive Nonclinical Job Market
With Dr. Heather Fork
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HF:	“It has gotten more competitive for physicians to land a nonclinical job. I've seen it with some of my clients. I've heard it from recruiters. However, there are always going to be opportunities for you. But you can increase your chances by being strategic. And that's what today's podcast is all about.”

Welcome to The Doctor's Crossing Carpe Diem podcast. If you're questioning your career in medicine, you've come to the right place. I'm Heather Fork, a former dermatologist and founder of The Doctor's Crossing. As a master certified coach, I've helped hundreds of physicians find greater happiness in their career, whether in medicine, a nonclinical job, or something else. I started this podcast to help you discover the career path that's best for you and give you some resources and encouragement to make it happen. You don't need to get stuck at the white coat crossroads. So, pull up a chair, my friend, and let's carpe that diem.

Hey there, and welcome back to the Doctor's Crossing Carpe Diem podcast. I'm your host, Heather Fork, and you're listening to episode number 198. Today, I'm going to be sharing three strategies you can use to stand out as a candidate in a competitive nonclinical job market. 

Why am I doing this? I'm doing this because it, in general, has gotten more competitive for physicians to land a nonclinical job. And I have heard this anecdotally in Facebook groups. I've seen it with some of my clients wanting to go into certain sectors. I've heard it from recruiters, both internal and external recruiters. And it's not surprising with burnout rates continuing to stay very high and physicians looking for the exit door. 

However, this is no reason to despair or give up your plan to make a transition if that's what you want to do. There are always going to be opportunities for you, but you can increase your chances by being strategic. And that's what today's podcast is all about. 

I'm going to be sharing these three strategies. But before I do that, I just want to share a few statistics from a Medscape report from 2023. This Medscape report was the physician and nonclinical career report that measured physicians considering leaving medicine. What they found is that 26% of physicians are considering leaving the profession for nonclinical careers. They went on to delineate that 24% of male physicians are considering leaving compared to 28% of females. They also said that physicians aged 50 and older were more likely to consider leaving. 

Just anecdotally, what I've seen in my own coaching practice over the past 14 years is that I am definitely hearing from many, many more physicians. Now, part of that is just due to being in the business for a while. But what I'm also seeing is that the age range has completely expanded. I don't hear just from 50-year-olds and older. I hear from physicians in residency, one year out, two years out, six years out, mid-career, late career, the whole spectrum.

I also hear from a wider variety of specialties. I used to rarely hear from dermatologists, and now I actually hear from them not infrequently as well as some of the other road specialties, for example, radiology, anesthesia, and ophthalmology. It's hard to say exactly how many physicians are looking now for nonclinical jobs compared to back then. Medscape did say that there's been a 4% increase in physicians looking for nonclinical jobs since their 2021 report. 

There are obviously other factors that weigh into this besides the numbers of physicians. This has to do a lot with the specific company, their sector, how the economy is doing, the physician's specialty, their background and experience. Now, if we look at the economy in general, there have been layoffs from big companies like Google and Tesla and Intel, GE, General Motors, Microsoft, Amazon. And so, we have to factor that in as well. 

I always want to be sharing the good news, and there always is good news. I want to stress that in spite of this increased competitive landscape, clients I've worked with have been getting jobs and may take longer depending on their specialty and the situation, but they still are getting jobs in all of the major nonclinical areas. I see this in the Facebook groups as well for physicians, and there's always going to be a need for you and your skills and the experience that you bring to the table. And just remember too that as some markets become more competitive, new ones open up, for example, in artificial intelligence and areas like data analytics and informatics. Most importantly, I want to focus on things that are in your control, and that is what we are doing today. 

Before I dive into the specifics, I want to say that these three things that you can do can be done before you even are thinking seriously about transitioning, and they can be helpful if you are wanting a nonclinical career at some point, if you want to stay clinical but just expand your platform, or if you even want to do something entrepreneurial. These are things that just help build your platform, help enhance how you show up, and are just useful in general. So, don't feel like because you may not be ready to transition or you don't know what specific nonclinical area you want to go in that these aren't applicable to you. They're great, and they're also great to do when you have a longer lead time rather than when you're trying to apply for a job yesterday. So there's just good things to do in preparation. 

Strategy number one is to join a committee if you're not on one already. So, why is joining a committee beneficial? Well, there are many reasons to this actually. One big one is that when you are applying for a nonclinical job, you're competing with other physicians who also have clinical experience. 

Recruiters are looking for what you've done that's above and beyond the normal scope of your work. Not to underestimate what your clinical experience brings to the table, that's huge, and not to be discounted. However, when you do something such as join a committee, you're showing that you're wanting to participate and contribute, it can show leadership skills, especially if you have an assigned role on the committee. It shows volunteer activity, and you also will gain experience in speaking up and dealing with other personalities. 
Some of the committees that might be available at your institution could be a utilization management committee, peer review, quality and safety, an informatics committee addressing the EMR. There also might be a physician wellness committee, or you could even potentially propose starting one. 

You also are not limited to committees within your organization. You can look externally. Physicians are often on advisory boards, and this can be for many different things. It could be for a non-profit organization. It might be a healthcare startup. It could be for a pharmaceutical company, something related to public health, health advocacy, patient education. It could be an advisory board for a knowledge consulting company. It's really unlimited here. 

You can also consider if you know what you're interested in pursuing. For example, let's say you're interested in medical writing. The American Medical Writers Association has chapters, regional chapters that you can join and become a member. You can be a member, which shows contribution, and then you can also see about having an official role in one of these chapters.

When I was transitioning into coaching, the International Coach Federation had local chapters, and so I decided to be the secretary for a chapter, partly because no one else really wanted to be, but it was good experience. If you're thinking that you don't have time to be on a committee, you might look at things that you're doing already that you're obligated to, but maybe it's not an obligation you want to continue, and so you can free up some time jettisoning some things that are not really serving you.

Strategy number two is to volunteer on a project to show a quantifiable improvement. All right, let me just give you an example of one of these so you can get an idea, and then I'll explain more of the value of it. I had a client, a pediatrician, and she just did this on her own. She didn't do it really to have an agenda about becoming more competitive. It was just something she did in her clinic, which was to improve the vaccine rate for the children in the clinic. They realized that they were missing opportunities to vaccinate kids when they came in because they might have scheduled an impromptu visit or someone didn't notice that this vaccine was due or could be given, and so she created a system to help flag these kids and make sure that when they came in, it was noted what they needed. 

And so, they were able to quantify the improved vaccination rate just by having a better SOP. If you're not familiar with that term, it's “standard operating procedure”, like what are the steps that we follow to make sure the kids who are due vaccines actually get them when they're here in the clinic. 

And this was a great project to actually talk about when she was applying for a nonclinical job, and it was something that she also could put on her resume. Again, this is something above and beyond. It's not in the scope of what you would normally do, but it shows that you take initiative, you help improve change, and there's a lot of skills that are involved in actually getting people to do something differently or change a pattern.

Volunteering for a project, could be an ongoing project or something that's starting in your workplace. If someone's already proposed this, and you could say, “Okay, I'll volunteer on that, I'll help out.” Or if there isn't something like that, you could look around and say, “What's a problem here that I'd like to try to solve?” Now, obviously, there are so many problems in the way the health care system is run that it can be really frustrating to try to take on something that you know just isn't going to change, so I don't want you beating your head against the wall.

I'll give another example. There was a physician I spoke with who was a radiologist, so he was working at a teleradiology company, and there was a chance to volunteer in some type of informatics project, so trying to improve the telemedicine company workflow through informatics, through the software, and he volunteered to work on this project, and he didn't know where it was going to go, and I don't think he was really thinking of transitioning at that time. But his involvement in this project helped him to realize that he really liked the informatics side, working with the EMR and digital information was something he really liked and enjoyed. And from that, he actually transitioned into working for a teleradiology company more from the informatics side, not in reading X-rays. So, doing a project can also potentially lead you in a direction or help you identify skills or interests that you didn't even know you had. 

I wrote down some different potential ideas of things that you might work on as a project. I'll just read some of these off and see if any of them spark interest, though. One is a project to help reduce patient wait times. Okay, that's super common and it's something that could definitely be beneficial to improve, and there may be something, even just a slight tweak, that can make a difference when there's a bottleneck somewhere. 

Another one is on reducing no-show appointments. That's a big problem. Lost revenue there. That could be something to address. You could update or create patient education materials. There's so much time that we spend educating patients or missed opportunities where we don't have enough time to educate patients that if there's some type of resource sheet or cheat sheet or even a short YouTube video that you want to create to help give patients information that they can consume on their own time when they're not in the exam room with you. It could be a win-win for both of them.

Another one could be a project to streamline the referral process or something to help enhance the preventative screening compliance. It could be something to improve patient handoff communication for those of you who are on call or in the emergency department. Maybe there's something you can do where you could do a survey in advance of the burnout levels of your colleagues, where they're at, and then implement some type of change and then reassess in a certain period of time. That would be a great way where you could quantify an improvement over a period of time. 

Obviously, with these things, when you're not working in your own practice, you have to figure out what you're able to do, what's going to be sanctioned, what you might have support for or not, but certainly could be addressed. 

Just two more examples on this list. You could consider looking at how to improve pain management in post-op patients who are in the surgical area. You could also research artificial intelligence solutions for charting efficiency. Perhaps your organization hasn't really adopted any AI solutions for charting, and you could even perhaps start a committee or start looking into what the options are and what might be feasible.

Before we go on with our third and final strategy for this episode, I want to share a short message from our sponsor. Don't go away, we'll be right back. 

At PearsonRavitz, they understand that life can change in an instant. It's hard to imagine that a sudden illness, injury, or catastrophic event could put you and your family in a devastating financial situation. Physician-founded and physician-focused, PearsonRavitz builds human connections before they create quotes.

Visit www.pearsonravitz.com today and embark on a journey of safeguarding your future. You can learn more about their services and book a consultation to discuss disability and life insurance. The link will also be in the show notes. Once again, that's PearsonRavitz, to safeguard your future.

All right, we are back here for our third and final strategy on how to stand out in a competitive on clinical job market. The third strategy is to create a standout impression by attending to the little things. What do I mean by this? I'm going to give you an example, but I'll just preface it by saying that these little things can make a big difference. They have to do with things such as email etiquette and responsiveness and how you answer questions that are asked of you. 

So, let me give you an example and then I'll unpack it a little bit more. A while back, I was doing a little bit of recruiting for a nonclinical company that wanted to hire some physicians as independent contractors to review some reports. I mentioned this job opportunity in a Facebook group a little bit about it and then I said, if you're interested, please respond to me what interests you about this position and send me your resume. 

It was really interesting and eye-opening for me to see the range of responses I got. And there was everything from someone who I could tell was in a rush and they were responding from their iPhone and they didn't use any capitalization or real punctuation in what they wrote and they just briefly said, “I'm interested in this job because I need to be home more with my kids and have the flexibility.” All right, that's a valid reason. However, they didn't send me their resume and this was really all about why they wanted the job and it wasn't about any specific interest in what the job was doing. And so, that person actually ruled themselves out right away by how they responded. 

Then there were responses where people might have said a little bit more, but they still didn't do both things. They didn't fully address why they wanted the job in a way that was about them, which is fine because it's good to know why someone wants something that has to do with their own reasons because that's important, but the reasons for wanting the work as well as attach a resume, which looked good and was up to date.

That was sort of a group in the middle. And then at the far end of the spectrum were physicians who I knew, had read everything I wrote, which wasn't very long. And you could tell they sat down and probably spent at least 20 minutes writing an email response and it was very well crafted. It was engaging, it had good grammar and punctuation, good sentence structure, and they told me why they were interested because of the content and the job and then from their own personal perspective. And then they attached their resume, and the resume was updated and it just looked great. And seriously, just from those email responses, I could select who would have been the best candidate for the top tier candidates for that opportunity.

Other things that you can do are to think about how you can help someone else. For example, if someone has just done an informational interview with you and they've given you a lot of great information, just you can say, “Well, if there's anything I can do to help you out or anything that comes to mind, don't hesitate to reach out to me.” That's just a gracious thing to offer.

Another area is perhaps you interact with a recruiter and it turns out that you're not a great fit for that job. You can say, “Well, I'm going to keep my eye out because I might have a colleague who could be a good fit and I'll definitely let you know.” Always think of some way that you can help that person. And it could even be just giving them a compliment or saying something that's going to make them feel good or telling a joke that makes them laugh. 

People always remember how they felt when they interacted with someone and that creating an emotional response that feels good to that person is a great way to be memorable. They'll remember, “Oh yeah, we had a good laugh when we talked or they were really nice and thoughtful.” And that's what they often remember more than anything else is how you made them feel.

And just one more quick tip, just remember creating a great impression also involves making sure that you proofread your email, spellcheck things, you can run them through Grammarly. You can use whatever grammar checks that you use. It's also a good idea too. And I have to remind myself of this before I send an email, I make sure that I have the person's name right. And then if I said I'm attaching something like a document or putting in a link, it's in that email because too often I'm in a bit of a hurry and I hit send and then it's like, “Oh geez, now I got to send another email with the link in it.” Slowing down, taking a breath and just focusing on what you're doing is a great way to stand out. 

All right, wrapping up here, let me just review those three winning strategies. Number one is to join a committee. Number two is to volunteer on a project to show a quantifiable improvement. And that could be one that's existing or one that you start yourself. And number three is to create a standout impression by attending to the little things. 

All right, my dear listeners, it's been lovely to have you here. And don't forget if you want some help with your disability policy to review it, look at options, or it also could be your life insurance policy, don't hesitate to reach out to PearsonRavitz to schedule a complimentary consult. And we'll have that link in the show notes.

And please feel free to share this podcast or any other episodes with someone you know that could benefit from it. I want to grow the podcast, and you're how it happens. And I thank you so much for all you've done already. As always, don't forget to carpe that diem, and I'll see you in the next episode. Bye for now. 

You've been listening to the Doctor's Crossing Carpe Diem podcast. If you've enjoyed what you've heard, I'd love it if you'd take a moment to rate and review this podcast and hit the subscribe button below so you don't miss an episode. If you'd like some additional resources, head on over to my website at doctorscrossing.com and check out the free resources tab. You can also go to doctorscrossing.com/free-resources. And if you want to find more podcast episodes, you can also find them on the website under the podcast tab. And I hope to see you back in the next episode. Bye for now. 

[bookmark: _gjdgxs][00:23:17] 

Podcast details 

END OF TRANSCRIPT



www.doctorscrossing.com/episode198


image1.png
DOCT(Q&)SSING
J CARPE DIEM PODCAST

<P} BY HEATHER FORK, MD, MCC
TRANSCRIPT




