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Introduction

 Terms of relationship defined
 Legal remedy if breached
 Perception of business approach to practice



Types of Contracts

 Written
 Verbal
 Not appropriate for some transactions, such as 

real estate
 More difficult to prove 

 Implied by actions
Per se 

GET ALL COMMUNICATIONS IN WRITING



Parts of a Contract



Identification of parties

 CRNA or Business Entity
 Hospital, Surgeon, Management Company



Dates

 Starting
 Ending
 Term
 Examples:
 One year with every 6 month renewal
 One year with automatic renewals



Termination Clause

 Very important part of a contract.

 Today’s market with mergers and takeovers, 
protect yourself



Termination Clause

 Notice of termination without cause
 Usually 3 months
 Effectively a 3 month contract
 What does this mean?
 Recent legal cases on this
 CRNA with 3 month termination clause.  Given no 

notice.  Is she due three months pay?
 Per diem + insurance cases



Termination Clause

With Cause
 Loss of license
 Commission of a felony (not a crime)
 Unable to get malpractice insurance
 BE CAUTIOUS OF THIS .  MAKE SURE THEY 

ARE OBJECTIVE CRITRIA.



Due Process 

 Not usually given to CRNAs through medical 
staff policies

 Have clause in contract that gives you due 
process rights in clinical issues

 Protection of practice



Exclusive Contract

 May be important if you are relocating
 Could have some anti-trust components
 Make sure you can fulfill obligations



Non-Compete Clause

 Geographic component
 Time Component
 Viewpoint of CRNA
 Viewpoint of Hospital/Group



Non-Competes in Arkansas

 Legislation in 2015 affirmed enforceability of 
Non-competes in Arkansas

 The statute does not apply to noncompetes with 
licensed medical professionals under Arkansas law.



Compensation

 Part of every contract
 May be addendum to contract
 Clear and not open to interpretation
 CRNA ISSUES
 Base Pay
 On-call/call-back

 Benefits
 Relocation expenses
 Student loan payoff



Malpractice Insurance

 Who pays
 What limits
 Something new:  Asking CRNA to purchase 

additional insurance against vicarious liability
 Not necessary

 Claims made vs. Occurrence 
 Claims made:  need to purchase “tail”
 Occurrence:  no tail



Indemnification 

 Must be mutual
 Hospital
 Indemnified against CRNAs negligence

 CRNA
 Indemnified against hospital negligence
 Example:  Billing fraud



Contract for Anesthesia Services

 What hospital/facility will provide
 Time obligation
 Clinical Services
 Administrative Services
 Assignment of cases



Other Contract Issues

 State of enforcement
 Assignability
 Terminology
 Practice of Medicine or Nursing
 Should be practice of nurse anesthesiology

 Policies (ask to see them)



Contract for Employment

 Salary
 Benefits
 Time commitment
 Services to be performed



Managed Care Contracts

 Reduced payment contract
 Your obligations
 Managed Care Company’s obligations
 Timely payment
 Volume of patients/cases



Subcontractor Contract

 Between CRNA and CRNA Contractor
 Term--length of contract
 Availability 
 Compensation
 Non-compete clause
 Independent contractor status



Independent Contractor

 1099
 Control is the key
 Compensation
 Is there a minimum? 

 Time Commitment 
 Right to set your own compensation 



Negotiations

 Leverage
 Gather facts
 Setting the parameters 
 How willing are you to walk away from the 

contract
 Planning is worth the time it takes



Final Perspective

 Be professional
 Learn how to present your argument
 Importance of key words
 Shortage of anesthesia providers
 Calls to provide services
 High price of malpractice insurance



Get Involved

 AANA
 State Associations
 Elections
 AANA transitioning from internal focus to external 

representation
 Public Relations
 Membership Services
 The power of the profession



CRNA Action

 Give excellent anesthesia
 Be involved in state and national organizations
 Find allies
 Contribute to our political issues



Anesthesia Business Academy

 Education
 Innovation
 Advocacy

 Everything you were not taught is anesthesia 
school.



Anesthesia Business Academy

 Legal Briefs
 News items related to CRNA business issues
 Resources
 Medicare Billing Guide
 Sample forms 
 Sample contracts

 Courses
 CE approval pending

 Facebook page



Anesthesia Business Academy

Membership Non-profit

info@anesthesiabusiness.com

jan@anesthesiabusiness.com

www.anesthesiabusiness.com

mailto:info@anesthesiabusiness.com
mailto:jan@anesthesiabusiness.com
http://www.anesthesiabusiness.com/


Knowledge is Power

 Never underestimate the power of CRNAs.
 Clinical skills
 AANA
 State Associations
 PAC Funds
 Best profession ever.



Thank you

Jan Mannino
jan@anesthesiabusiness.com



Annie Thesia
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