
The Hidden Expense of
Physician Vacancies

operations@talhealthcare.comwww.talhealthcare.com914-244-7100



With today’s razor-thin margins, every unfilled physician role is effectively
an unfunded liability. Multiple industry analyses point to a consistent story:
each unfilled physician seat represents thousands of dollars in lost revenue
every single day. 

Analyses of physician vacancies suggest hospitals lose $7,000–
$9,000 per day in revenue for each open physician role, with
average vacancies lasting around 195 days. (Intelliworx) 
A widely cited survey from Merritt Hawkins estimates that a hospital
can lose around $2.4 million in annual revenue per unfilled
physician, and up to $3.7 million per year for surgical specialties—
equating to roughly $6,500–$10,000 in lost revenue per day.
(Phairify) 
AMN Healthcare has reported that the opportunity cost of a single
physician vacancy can exceed $200,000 in one month, with
annualized losses in the millions per role. (AMN Healthcare) 
Recent data from CHG/locum tenens analyses show that with
median physician searches stretching to about 129 days, hospitals
can see up to $2.6 million in lost revenue per vacancy over the
course of a search if the position remains unfilled. (CHG
Healthcare) 

An Example: 
Lost revenue per vacant physician per day: $8,000 
Vacancy length: 150 days (about five months) 
$8,000 × 150 days = $1.2 million in lost revenue for a single open
physician role. 
Multiply that by a handful of vacancies across primary care,
hospitalist services, and one high-revenue specialty, and the
annual impact easily jumps into the multi-million-dollar range. 
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https://intelliworxit.com/blog/healthcare-recruiting-retention/?utm_source=chatgpt.com
https://phairify.com/article/the-price-of-an-inefficient-marketplace-for-employing-doctors/?utm_source=chatgpt.com
https://www.amnhealthcare.com/amn-insights/news/what-is-the-cost-of-a-physician-vacancy/?utm_source=chatgpt.com
https://chghealthcare.com/chg-state-of-locum-tenens-report?utm_source=chatgpt.com
https://chghealthcare.com/chg-state-of-locum-tenens-report?utm_source=chatgpt.com


The Hidden Costs of Delayed Hiring: The direct revenue loss is only part
of the story. Slow physician hiring triggers a chain reaction across the
organization. 

1.Overtime, Burnout, and Turnover. Remaining physicians and APPs
absorb the workload with extra call shifts, squeezed clinic
schedules, and added inpatient coverage. That often leads to: 

Increased overtime and premium pay
Elevated burnout and a higher likelihood of additional turnover,
which itself carries six- and seven-figure financial consequences
per departing physician when lost revenue and replacement
costs are included. (American Medical Association)Replacing
one burned-out physician because the organization carried
vacancies too long is the most expensive kind of “cost-cutting.”

2.Locums Spend and Inefficient Coverage.  Locum tenens can keep
a service line open, but they are rarely cheap:

Some analyses show rising locums utilization paired directly
with revenue gaps created by unfilled permanent roles—up to
$2.6 million in annual revenue at risk per vacancy. (CHG
Healthcare) 
Locums rates are significantly higher than employed-comp
equivalents, and staffing them long-term eats into already thin
margins.
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3.Patient Leakage and Market Share Loss. When patients cannot get

an appointment or your OR schedule is constrained: 

They go elsewhere. 

Referral patterns shift. Once lost, those patients and referring

providers are rarely easy to win back. 

These losses don’t show up only as “vacancy costs”; they show up as

long-term erosion of market share. 

4.Quality, Access, and Strategic Initiatives. Vacancies in key roles,

hospitalists, ED physicians, primary care, and high-acuity

specialties, can impact:

ED boarding times

Length of stay

Ability to expand programs (oncology, cardiology, surgical

subspecialties)

Performance on quality and access metrics that affect payer

contracts and reputation 

This results in delayed growth initiatives and missed strategic

opportunities that were tied to those roles.



A specialized healthcare recruitment firm does so much more than
find resumes.” It functions as a revenue-protection partner by
compressing time-to-fill and stabilizing clinical capacity. 
Here’s how:

1. Immediate Access to a National Talent Network Through an
Established Healthcare Recruiter Who:

Maintains an active network of physicians across multiple
specialties.
Knows who is quietly open to new opportunities, who is likely
movable for the right package, and which markets are
realistic.This shifts your search from “start from zero” to “start
from a warm pipeline,” shaving weeks or months off sourcing.

2.Data-Driven Compensation and Market Intelligence
Real-time data on compensation, incentives, call
expectations, and schedule norms by specialty and region.
Insights into what competing systems are offering—base,
WRVU, sign-ons, loan repayment, and non-monetary
perks.This lets you structure offers that are competitive on
day one, avoiding the costly cycle of candidates declining
offers and searches restarting.

How a Healthcare Recruiter Speeds Up
Hiring and Protects Revenue:



3.Proactive and Targeted Sourcing (Not Passive Posting). Instead
of relying on job boards and a careers page, a physician
recruitment specialist will: 

Conduct targeted outreach to passive candidates 
Leverage peer referrals, professional associations, and
specialty societies 
Use advanced tools (including AI-driven sourcing and
matching) to identify and prioritize the best-fit candidates
quicklyThat means high-quality candidates in the funnel
faster, and more of them.

4.Streamlined Screening and Candidate Experience. A capable
search partner will:

Pre-screens candidates for licensure, visa status,
compensation expectations, clinical skills, and cultural fit.
Manages expectations on both sides so the first on-site visit
is with someone who is already highly viable.
Acts as a single point of contact, keeping candidates engaged
and informed so they don’t drift off to another opportunity
midway through your process.This reduces interview waste
and improves your conversion rate from interview to signed
offer.

5.Project Management for the Entire Search. Think of a good
recruitment firm as a project manager for your physician vacancy: 

Establishing timelines, ex. days to shortlist, interview
windows, decision deadlines 
Coordinating calendars across busy clinical leaders 
Ensuring the search stays on track and stakeholders stay
accountable 



Leaving key physician roles unfilled is not “just a staffing problem.” It is a
multi-million-dollar revenue leak, a driver of burnout and turnover, and a
risk to quality, access, and strategic growth. Hospitals that treat physician
recruitment as a core financial and strategic function, and partner with
specialized healthcare recruiters to compress time-to-fill, are the ones
that protect revenue, stabilize their workforce, and stay competitive in a
tight market. 

Every month you shave off time-to-fill is money back into your operating
margin. Every vacancy you close faster is one more step away from red
ink. As well as one step closer to the kind of sustainable growth hospitals
need to achieve in today’s environment. Contact Tal Healthcare today to
find out how we can help you prevent lost revenue.  

https://talhealthcare.com/tal-healthcare-executive-search-hire-candidates/


To Learn More Visit:

Tal Healthcare is a leading Healthcare Recruitment and Consulting firm
committed to building healthcare teams and advancing the career paths
of healthcare professionals. The firm is dedicated to identifying, attracting,
engaging, and connecting exceptional talent with quality healthcare
organizations. They specialize in hiring executives, physicians, physician
assistants (PAs), nurses, nurse practitioners, allied health professionals,
and experts in revenue, finance, operations, and information technology.
Their thorough search process involves utilizing proven recruitment
strategies, research, evidence-based approaches and tools, networking,
and an extensive proprietary database of candidates. The result is
innovative healthcare teams that are purpose driven and ready to move
their organizations forward.
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