
November 7, 2025

You likely understand the notion of insurance, of paying a premium to some entity in 
return for guaranteed compensation in the event of a specified loss. In essence, it’s 
paying for protection against a specified possible eventuality.

But there are other instances of paying, not in dollars but only in planning, for other 
eventualities, such the one that I want to address, the potential need for access to 
capital for your medical group.   

In my experience, it’s common for medical groups to have the most basic of 
relationships with their bank, a deposit relationship. You deposit your money into the 
bank. You withdraw it to pay your outside vendors and your staff, professional and 
otherwise. And, that’s basically it. It’s a sort of child’s piggy bank, just one that probably 
charges fees.

But many groups never consider more full service relationships involving lines of credit, 
term loans, and so on. They never consider what some banks, based on factors such as 
size, their willingness and even ability to lend, whether in general or to specific 
industries/components of an industry, will do to get your business. In other words, how 
your group and its members might benefit from the relationship.

At its core, the problem is conceptual. The group, like many businesses, likely views a 
bank as a place to keep its own money, and as a place to ask for a loan if and when it 
neds it. Both are mistakes, and the second one can be very dangerous.
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I suggest that you adopt a different mindset: A bank is like a big-box store (think 
Costco or Home Depot) with tens of thousands of feet of displays and storage racks 
briming with inventory for sale. But instead of paper towels or plywood, the bank’s 
inventory is money; picture it stacked from floor to ceiling. 

Just like Costco has to turn over its inventory to make a profit, a bank has to turn over 
its inventory, money, i.e., make loans, to make a profit. Sure, they make money from 
fees, but “buying” money from the Fed in a quantity many multiples of their deposits at 
wholesale and “selling” it to their customers at much greater retail rates is where the 
killing is.

You do Costco a favor when you shop there. You do Bank of America a favor when 
you shop there, too. The banker in the pinstripe suit is not really that different from the 
employee in the orange apron at Home Depot. Both offer a product/service and both 
want to sell it to you.

The time to shop for plywood is before the weather forecast is for a hurricane, in other 
words, when you don’t need it now. The time to shop for money follows the same 
pattern. Done right, you decide from whom to buy it, and you shop based on price, 
what else the bank will throw in, and what amount of support you’ll receive.

Of course, it’s easy to walk into Home Depot to buy their inventory. It’s psychologically 
harder to walk into a bank; but that’s largely imaginary and manufactured.

There’s a process to this, one learned over decades of work with healthcare 
enterprises and years of serving on the boards of healthcare business ventures.

If you’re interested in money or think you’ll ever need it, contact me to discuss how we 
can work with you to shop for it.

https://www.youtube.com/watch?v=RzmDDL9GkU4


Your favorites, updated. 

Hospitals gorged on 
“aligned” physicians. 
Now it’s evident that 
integrated care delivers 
neither better care nor 
lower costs. And now, 
technology is mooting 
many of the reasons for a 
hospital’s existence. How 
can your practice survive 
in the post-hospital 
world?

Two of our most popular publications are back with current 
statistics and the same urgent message: You must plan for your 

group's continued success.

An inadequate 
governance structure 
can cripple your 
medical group’s ability 
to make effective 
decisions. Are steering 
your group toward 
disaster? The Medical 
Group Governance 
Matrix introduces a 
simple four-quadrant 
diagnostic tool to help 
you find out.  

Get your copyGet your copy

http://www.weisspc.com/publications
http://www.weisspc.com/publications
http://www.weisspc.com/mggm
http://www.weisspc.com/mggm


When you're ready, here are 4 ways I can help you

and your business:

Download one of our books.

Our books provide you with a framework 
for thinking about your success. Browse 
our selection and take control of your 
future today.

Be a guest speaker on our podcast.

Passionate about sharing personal and 
professional achievements and lessons 
learned? Email me to participate in the 
conversation.

Book me to speak to your group or 
organization. 

I've presented to various medical 
groups,  organizations, universities, and 
privately consulted on many topics that 
today's healthcare professionals are 
facing. Let's discuss a tailored 
presentation to fit your group.

Engage me to represent you.

If you're interested in enhancing your 
profitability and effectively managing 
your risk, email me to discuss how we 
can work together to achieve your goals.

Join the conversation

Visit our website  
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