
O pioid abuse in the U.S. has reached epidemic 
proportions and continues to grow. Chronic 
pain patients, for whom opioids are often 

prescribed, often schedule appointments with primary 
care physicians (PCPs) or other specialists, particularly 
orthosurgeons or neurosurgeons to help treat their pain. 
However, pain management physicians (PMPs) play a 
unique role in helping to identify viable alternatives to 
treat chronic pain patients. Often patients are not aware 
of the skills and patient types PMPs treat, or know that 
they can be an important asset in treating chronic pain.

Here is a list of recommendations I  
suggest pain management physicians 
consider in order to help treat chronic  
pain patients and improve outcomes:

• BE A RESOURCE: 

The opioid epidemic 
has resulted in 
physicians being more 
cautious about their 
prescribing habits. 
Many primary 
care physicians 
are less comfortable 
with prescribing and now seek pain management 
physician consultation earlier. Consider proactively 
including information from the Centers for Disease 
Control and Prevention on opioid regulations in your 
communications, share clinical studies on the efficacy of 
opioids, and identify alternative treatments that have a 
proven track record.

• RECOGNIZE DIFFERING PAIN   
   MANAGEMENT NEEDS: 

Offer innovative treatments 
that are appropriate for 
different patient types and an 
array of services that address 
a wide range of patient needs. 
Patients and their physicians are 
often frustrated that despite multiple 
trips to various specialists, they are unable to obtain the 
pain relief that they need. Providing different treatment 
options may allow you to travel with the patient through 
their care journey and to determine what works and 
what does not.

• ASK THE RIGHT QUESTIONS: 

Find out as much information as you can about the 
patient, so you understand how best to treat them and 
what other approaches they have tried. 
You may also ask questions of the 
treating physician about their practice 
to determine what types of patients 
they usually serve and the services 
that they are able to provide. This 
may help ensure that patients 
are receiving the most clinically 
appropriate care, that the 
services being provided are 
not redundant, and may help 
identify patients for whom 
surgical intervention may be 
more appropriate.  
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CONSIDER THE “RULE OF SEVEN”: 

In communications with patients, primary care 
physicians, or specialists, the “rule of seven” often 
applies. You will need to get your name in front of 
someone at least seven times before they remember  
you and think of you as a resource.

SOCIAL MEDIA: 

In my experience, social media is a great resource 
for patients, especially since print advertising can be 
expensive in metropolitan areas. A short patient video 
testimonial on Facebook may be quite effective.

PRINT MEDIA: 

For doctors and surgeons, glossy, eye-catching direct 
mail, letters and other materials tend to work well. One 
thing to consider highlighting in print media is how your 
practice is cutting edge–e.g., how you use the newest 
technologies and any other aspects that differentiate 
your practice.

COMMUNICATION CADENCE: 

Consider the cadence of your communications.  
Sending something printed a few times a year can be 
effective, as well as communicating in person at least 
once or twice and posting regularly on social media 
(e.g., Facebook, Linked-In, and Twitter).

PRESENTATIONS:  

Offer to give a presentation to other physicians or 
physical therapists about your capabilities and consider 
inviting them to shadow you in your practice in order 
to better explain how you can help patients and to  
build rapport.

Look at untapped resources. Share your 
knowledge. Be thoughtful about who 
you communicate with and how you 
communicate in order to best serve patients 
with chronic pain. Provide treatments that 
serve a broad base of chronic pain patients.
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• REACH OUT IN THE RIGHT WAYS:
Pain management physicians should use basic communication 
tools to share information about their practice:
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