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Plus, she says, she went into the 
business to treat patients, not to 
do paperwork. “I’m more into 
helping people and that’s pretty 
much what I do,” Garcia says.

Waskin says that having Garcia 
as an employee also benefits him because the revenue 
stream she generates stays within the practice. “The way 
you make money is by having people work for you,” he says. 
“By having a pedorthist, it allows the podiatrist to be seeing 
other patients and generating revenue for the practice while 
at the same time the pedorthist is generating revenue.” 

Legally, Waskin says, the pedorthist-employee model 
could be set up either with a separate tax identification 
number for the pedorthic side of the business, which 
essentially makes it another business, or with the same tax 
identification number, which keeps it legally tied to the 
podiatry practice.

For a number of reasons, he says, it’s better to have the 
pedorthic side of the business under the same tax identifica-
tion number. 

“With a lot of the self-referral regulations, and in the case 
of bidding for durable medical equipment, it would be much 
more difficult to have the pedorthic side as a completely 
separate business,” Waskin explains. “For bids, you are  
competing against large entities in the industry, and the  
bigger your business is, the greater the competitive edge.”

Making It Work
Trust and experience are the keys to a successful pedorthist-
podiatrist relationship, the experts say. 

For Waskin and Garcia, the pair were lucky enough to 
have already worked together before she became a pedor-
thist. Afterward, it was a matter of getting used to the new 
relationship and learning how to work together. “It worked 
exactly as it would with any new person I hired,” Waskin 
says. “Anyone who comes in the clinic will have some  
oversight for a period of time so I can see how they do 
things, and [they can] learn how I like them done. At some 
point, we understand our respective duties, and it gets to  
the point where oversight is rarely needed.” 

The experience of all those years working with Waskin 
also helps, Garcia says. “I think because I was his assistant 
for at least six years and I was by his side in the office [and] 
in the treatment rooms, I knew what he wanted,” she says. 
“It’s now gotten to the point where I talk just like him.”

McGuire says it only took a couple of months for their 
practice to be completely comfortable with the pedorthic 
practice in the building. “After only a few months of work-
ing together, we’d simply send over a script and that was it,” 
he says. “We got to the point where we wrote it right the first 
time, and they would make it right the first time. [It was] 
less stress for all of us, and the patients were happy with  
the results.”

One way to help build that relationship is for the pedor-
thist to support the podiatrist, Mason says. He says that 
patients often blame the physician if they aren’t feeling right, 
even if it’s the fault of the patient. 

“Patients are very good at selective hearing,” he says.  
“Ultimately, if something doesn’t succeed, the doctor will  
be blamed, and our job is to protect the doctor’s reputation.”

To help do that, aside from supporting podiatrists when 
they are working with patients, pedorthists also have to do 
their jobs well so the patients have nothing to complain 
about. 

“By performing well, we make the doctor a hero in the 
eyes of the patient,” he says. “I want the doctors to know  
that ‘we got your back.’”

As long as everyone is doing their jobs well, everyone 
wins, McGuire says. 

“What I’ve found in my lifetime is that if you help other 
people to make a good living, they help you.” O&P EDGE
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