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Agenda

Describe the importance of accurate provider supply 

and demand data 

Understand specific considerations within markets 

to approach workforce planning 

Evaluate various methods of quantifying provider 

demand by specialty 



Presentation Summary

Health care organizations depend on accurate data to make solid 

business decisions. Comprehensive provider supply and demand data 

is no exception. This vital data is used to make determinations on the 

number and type of providers practicing within a specific geography, 

prioritize recruitment efforts, make accurate succession planning decisions, 

and identify where new and existing providers in the market should practice 

to improve patient access. Thus, both getting to this accurate data and 

learning how to use it optimally is important for hospitals and health systems 

looking to grow, manage costs, and better meet clinical needs.

Sentara Health is an integrated, not-for-profit health care delivery system 

and one of the largest health systems in the U.S. Mid-Atlantic and 

Southeast, and among the top 20 largest not-for-profit integrated health 

systems in the country. To support their 12 urban and rural hospitals in 

Virginia and Northeastern North Carolina, Sentara utilizes a programmatic 

approach to workforce planning. This session will share their process for 

how to collect and use accurate, real-time data to drive their provider 

recruitment plans across their markets and overall strategic workforce 

planning and the outcomes of such an approach.



Sentara Health: 
135+ years of non-profit mission

3

States Served 

(VA, NC, FL)

30,000+

Team Members
Top 20

IDN in United 

States

1.48M
Patients Cared For

1,300
Physicians and 

APPs

8,200
Nursing 

Professionals

400
Sites of Care

12
Hospitals with 

~ 2,500 beds

13
College Academic 

Programs

ONE SENTARA – OUR WAY FORWARD



Roadmap to Success

CHALLENGES SOLUTION

Sentara care team 

is the most 

precious resource 

that enables us to 

live our purpose

• Financial pressures

• Staffing shortages 

• Provider burnout

• Demographic changes

• Seismic changes

Creating multi-

dimensional provider 

needs assessment 

strategy balancing 

the qualitative and     

quantitative aspects

Foundational -> Forward-looking -> Flexible

DIRECTIVE



Creating Impact with Limited Time and Resources

Performing an honest 
assessment of current 

state to create a 
prioritized plan

Identifying the specialties 
and capabilities that are 
most critical to achieving 
Sentara’s strategic goals

Partnering with a                     
best-in-class solution           

and customizing it based                  
on our needs

Developing a change 
management process is
critical for the successful 

adoption of data and tools 
“not just communicating 
but truly collaborating”

Ensuring sustainability
and instilling 

accountability



Components of a Provider Needs Assessment (PNA)

Methodology

Market-Specific 

Market Supply

Specialty-Specific

Market Demand

Market-Specific 

Physician 

Surplus/Deficit



Capturing Supply

Research

• What are the 
relevant sources of 
information?

Call Verification

• Is this a requirement 
or a nice to have?

Provider Supply 

Roster

• What is the data 
you ultimately need 
captured?



Capturing Supply



Calculating Demand

Population-to-Physician 
Ratio Methodology

Limited Encounter Methodology

wRVU-Based Claims Methodology

Varied 

Approaches



Calculating Demand



Putting it Together



Quantitative Results

Surplus/deficit

Payment typeProvider share by affiliation

Managed care saturationProvider share by employer

Specialist to PCP ratio Succession planning



Workforce Planning: Adding Context to Data

Qualitative pieces augment the 

quantitative analyses
Supports prioritization Determines desired recruitment

• Leadership interviews

• Medical staff surveys

• Access studies

• Productivity benchmarking

• Key specialties

• Key needs

• Current

• Near-term future



Provider Map View

Map addresses and filter for: 

• Specialty

• Service area

• Employers

• Medical staff

• Mapping views

• Lasso and view provider details

• Hover on physicians and offices



Unique Markets Workforce Strategies

Markets, prioritized 

Geographical 

considerations

Succession planning

Needs by specialty

Scenario-based 

considerations

Recruitment by 

specialty, prioritized 



Mindset Shift

COMMUNICATION

• Cascading information and data to 

requestors

• Lead time of 2-4 weeks

• Limited data visualization

• Sporadic stakeholder interviews

COLLABORATION 

• Trusted partner

• On-demand analysis and standard reports 

available on Teams site

• Data visualization

• Stakeholders involved in RFP process, 

vendor selection, initial rollout process and 

yearly refreshes



Lessons Learned

Educate users on 

directional data

Incorporate local and 

tribal knowledge

Use data insights to inform 

your strategic approach



Best Practices

Market 

Penetration

Affiliates and 

Employers

Succession 

Planning

Value-Based 

Approach

Payer 

Stratification



Questions?
Please be sure to complete the session evaluation on the mobile app!
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