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Psa	practice	servie	agreement

ContractsCounsel	has	assisted	74	clients	with	professional	services	agreements	and	maintains	a	network	of	100	business	lawyers	available	daily.	These	lawyers	collectively	have	22	reviews	to	help	you	choose	the	best	lawyer	for	your	needs.	Customers	rate	lawyers	for	professional	services	agreement	matters	4.77.	A	professional	services	agreement
(PSA)	is	a	form	that	firms	or	consultants	can	use	to	create	a	contractually	binding	arrangement	with	a	highly	skilled	business	or	individual.	These	agreements	usually	cover	single	projects	with	defined	scopes	or	timelines.	As	a	legally	binding	contract,	a	PSA	provides	protection	for	both	the	consultant	and	the	business	that	requests	the	services.	A	PSA
typically	lists	the	services	that	the	consultant	will	perform,	the	compensation	that	the	business	will	provide,	and	the	time	frame	for	the	contract.	Because	many	PSAs	also	detail	procedures,	terms,	and	requirements	for	the	service,	they	can	be	several	pages	long.	Who	Needs	a	Professional	Services	Agreement?	Because	PSAs	tend	to	be	detailed	and
lengthy,	most	organizations	use	them	only	when	contracting	a	consultant	to	provide	highly	technical	professional	services.	The	“professional”	aspect	of	a	PSA	can	refer	to	two	different	definitions	of	the	term:	Professional	license:	Service	providers	may	have	required	business	licenses	that	legally	allow	them	to	offer	skilled	services	in	a	designated
region.	Professional	approach:	Consultants	may	have	specific	qualifications,	such	as	advanced	certifications,	a	predetermined	amount	of	high-level	experience,	or	certain	technical	capabilities.	What	Type	of	Services	Can	a	PSA	Cover?	Professional	services	typically	cover	intellectual	deliverables	rather	than	physical	products.	For	example,	a	PSA
wouldn't	be	appropriate	for	an	organization	providing	manufacturing,	labor,	or	construction	services.	However,	your	organization	may	need	a	PSA	if	you	contract	a	consultant	to	provide	services	like:	Auditing	Cost	estimation	Data	analysis	Environmental	studies	Laboratory	analysis	Land	surveys	Management	consulting	Market	research	or	analysis
Project	or	campaign	planning	Program	evaluation	Software	development	Technical	support	Translation	Web	design	or	development	Writing	or	editing	Here	is	an	article	with	more	examples	of	professional	services.	When	Should	You	Use	a	Professional	Services	Agreement?	Most	organizations	use	PSAs	for	projects	with	clearly	defined	requirements,
such	as	limited	time	frames	or	specific	tasks.	However,	some	PSAs	cover	ongoing	services	that	require	advanced	technical	skills,	certifications,	or	licenses.	PSAs	can	even	serve	as	blanket	agreements	that	allow	a	business	to	contract	a	consultant	or	firm	for	a	set	period	of	time.	No	matter	what	your	PSA	covers,	your	organization	should	always
prepare	one	before	starting	to	work	with	a	consultant.	By	signing	a	PSA	before	services	commence,	you	can	establish	the	scope	of	the	project,	the	workflow,	the	time	frame,	the	rate,	and	other	key	details.	What	Information	Goes	Into	a	Professional	Services	Agreement?	You	can	customize	a	PSA	to	include	almost	any	necessary	stipulations	or
protections.	However,	most	PSAs	include	a	few	standard	sections:	Purpose:	States	the	general	nature	of	the	contract,	such	as	the	organization	engaging	the	consultant	to	perform	services	as	defined	in	an	attached	document,	often	labeled	Schedule	A	Services	or	Duties:	An	attached	document	often	labeled	Schedule	A	that	includes	a	description	of	the
project,	the	scope	of	the	work,	and	the	deliverables	that	the	consultant	will	provide	Term:	Specifies	the	start	and	end	date	of	the	PSA	or	the	number	of	days,	weeks,	or	months	the	agreement	lasts	Timetable:	An	attached	document	often	labeled	Schedule	B	that	includes	the	dates	by	which	the	consultant	will	reach	major	project	milestones
Compensation:	States	the	exact	or	maximum	amount	the	organization	agrees	to	pay	the	consultant	and	may	include	an	attached	document	often	labeled	Schedule	C	that	features	a	timetable	for	periodic	payments	Personnel:	An	attached	document	often	labeled	Schedule	D	that	lists	the	individual	consultants	who	will	provide	the	stated	services
Relationship	Between	Parties:	Establishes	that	the	consultant	remains	an	independent	contractor	and	is	not	employed	by	the	organization	Confidentiality:	Confirms	that	the	consultant	agrees	to	keep	any	data	or	other	information	involved	in	the	project	confidential	Rights:	Clarifies	which	party	owns	any	data	or	intellectual	property	(IP)	collected	or
produced	as	part	of	the	project	Indemnification:	Confirms	whether	the	consultant	or	the	organization	can	be	held	liable	for	any	damages	that	arise	from	the	project	Insurance:	Lists	the	types	of	insurance	coverage	the	consultant	must	have	throughout	the	project,	such	as	statutory	workers'	compensation,	commercial	general	liability	insurance,
property	insurance,	automobile	liability	insurance,	professional	liability	insurance,	or	crime	insurance	Compliance:	Maintains	that	the	consultant	will	adhere	to	any	federal,	state,	or	local	laws	and	regulations	that	apply	to	the	project	Assignment:	Confirms	whether	the	consultant	has	the	discretion	to	assign	the	agreement	to	another	consultant	or
subcontractor	Termination:	States	how,	when,	and	under	what	circumstances	the	organization	can	terminate	the	PSA	as	well	as	whether	the	consultant	will	continue	to	receive	compensation	Image	via	Unsplash	by	sctgrhm	How	Do	a	Professional	Services	Agreement	and	a	Subcontract	Differ?	Subcontracts	and	PSAs	are	both	binding	agreements	that
outline	the	services	a	firm	or	consultant	will	provide	for	another	organization.	However,	an	independent	contractor	or	subcontractor	carries	out	the	services	included	in	a	subcontract,	while	a	vendor	provides	the	services	detailed	in	a	PSA.	A	subcontractor:	Has	a	more	involved	business	relationship	with	the	organization	Takes	responsibility	for
important	decisions	regarding	the	project	Is	expected	to	reach	performance	goals	related	to	the	project	Must	follow	project-specific	rules	established	by	the	organization	Receives	payment	for	implementing	a	program	or	project	Provides	ongoing	services	over	a	period	of	months	or	years	A	vendor:	Provides	services	that	aren't	specific	to	a	project	or	its
unique	requirements	Has	a	number	of	competitors	who	provide	the	same	or	similar	services	Offers	services	that	support	the	organization's	programs	Is	not	required	to	meet	performance	goals	or	internal	metrics	What	Other	Types	of	Business	Agreements	Do	Consultants	Need?	In	addition	to	PSAs,	consulting	firms	and	independent	consultants	often
need	a	range	of	contracts	and	legally	binding	documents.	As	a	consultant,	you	may	have	to	prepare:	Consulting	Agreement:	When	consulting	for	another	organization,	many	firms	prepare	a	simple	contract	that	states	the	scope	of	work,	the	time	frame,	and	the	consequences	of	breaching	the	agreement.	Limited	Liability	Company	(LLC)	Articles	of
Organization:	If	you	start	a	consulting	firm,	you	may	opt	to	form	an	LLC.	In	most	states,	you	have	to	file	articles	of	organization	to	register	your	LLC	with	the	Secretary	of	State.	Many	LLCs	must	also	create	an	operating	agreement,	which	is	an	internal	document.	Nondisclosure	Agreement:	When	working	with	confidential	information,	consultants
often	have	to	sign	an	NDA,	preventing	you	from	sharing	proprietary	information.	Do	You	Need	an	Attorney	for	a	Professional	Services	Agreement?	Whether	you	need	to	customize	a	standard	PSA	or	you	want	to	create	an	agreement	from	scratch,	it's	important	to	have	a	lawyer	draft	the	document.	When	you	contract	an	attorney,	you	can	benefit	in	a
few	key	ways:	Language:	An	experienced	attorney	understands	how	to	interpret	legal	terms	and	what	language	to	include	to	create	a	legally	binding	agreement.	Customization:	If	you	need	to	include	an	extra	element	like	an	NDA	or	a	customized	version	of	a	standard	component	like	a	timetable,	a	lawyer	can	ensure	that	your	PSA	covers	your	unique
project.	Protection:	An	attorney	can	make	sure	a	PSA	offers	protection	for	both	parties	involved.	Most	PSAs	protect	consultants	from	liability	while	providing	adequate	compensation,	and	they	ensure	that	organizations	receive	the	services	as	stated.	Review:	Before	you	sign	the	other	party's	PSA	or	agree	to	their	requests	to	revise	yours,	a	lawyer	can
review	the	document	and	ensure	that	it	provides	sufficient	protection.	Here	is	an	example	of	a	standard	PSA.	No	matter	what	type	of	PSA	you	need,	the	ContractsCounsel	team	is	at	your	service.	Get	a	free	proposal	and	take	the	first	step	toward	creating	a	customized	professional	services	agreement	today.	ContractsCounsel	is	not	a	law	firm,	and	this
post	should	not	be	considered	and	does	not	contain	legal	advice.	To	ensure	the	information	and	advice	in	this	post	are	correct,	sufficient,	and	appropriate	for	your	situation,	please	consult	a	licensed	attorney.	Also,	using	or	accessing	ContractsCounsel's	site	does	not	create	an	attorney-client	relationship	between	you	and	ContractsCounsel.	Page	2
ContractsCounsel	verified	Business	Lawyer	Licensed	in	Connecticut,	District	of	Columbia,	New	York	Free	Consultation	To:	All	Physicians,	Hospitals	and	Integrated	Community	Health	Services	CentresCategory:	Primary	Health	Care	Services,	Physician	Services,	Community	Surgical	and	Diagnostic	CentresWritten	by:	Physician	Relations	and	Contract
Oversight	Branch,	Physician	and	Provider	Services	DivisionDate	issued:	May	12,	2025Bulletin	Number:	250501The	Ministry	of	Health	(the	ministry)	and	the	Ontario	Medical	Association	(OMA)	have	been	working	together	to	implement	physician	compensation	increases	in	accordance	with	the	2024	Physician	Services	Agreement	(PSA).The	Agreement
provides	for	a	9.95%	across	the	board	increase	over	and	above	the	2.8%	across-the-board	compensation	increase	already	paid	on	physician	payments	for	the	period	April	1,	2024	to	March	31,	2025.The	OMA	and	ministry	had	reached	an	implementation	agreement,	providing	that	a	lump-sum	payment	covering	the	period	of	April	1,	2024	to	December
2024	would	be	processed	and	paid	on	the	May	2025	remittance	advice	(RA).	However,	as	a	result	of	the	ministry’s	internal	payment	processing	system,	it	turned	out	that	the	May	2025	payment	could	only	include	the	period	of	April	1,	2024	to	October	31,	2024.The	November	and	December	2024	lump-sum	payment	will	now	be	paid	no	later	than	the
August	remittance	advice	and	will	include	OHIP	Claims	System	and	Primary	Care	Automated	Payments	as	outlined	below.A	final	compensation	increase	payment	will	be	paid	no	later	than	the	November	remittance	advice	and	will	include	all	payment	items	not	already	processed,	including	(but	not	limited	to):Contract-based	payments	that	are	paid
outside	Medical	Claims	Payment	System	for	the	period	of	April	1,	2024	to	December	31,	2024	as	outlined	aboveAny	other	eligible	payment	items	that	have	not	already	received	the	increase	for	January	1,	2025	to	March	31,	2025	as	identified	in	INFOBulletins	241203	and	241204More	details	of	all	items	covered	in	future	compensation	increase
payments	will	be	outlined	in	subsequent	INFOBulletins.ReportingFor	physicians	and	groups	that	receive	a	monthly	remittance	advice	through	the	Medical	Claims	Electronic	Data	Transfer	(MCEDT),	the	Accounting	Adjustment	will	reflect	the	2024-2025	Compensation	Increase	payment	value	at	the	solo	physician	or	group	level	based	on	how	the
compensation	increase	payment	was	processed.The	“Compensation	Increase	Report”	will	be	delivered	to	the	physician	via	MCEDT.	Physicians	will	be	required	to	provide	permission	to	their	appropriate	designees	for	reviewing	and/or	downloading	this	report,	if	they	have	not	already	done	so.The	solo	report	will	detail	the	Total	Payments,	Percent
Increase	and	Compensation	Increase	for	each	Clinic	Code	under	which	the	physician	provided	services	and	received	a	payment	in	the	period.The	group	report	will	detail	the	Total	Payments,	Percent	Increase	and	Compensation	Increase	for	each	Payment	Element	(example:	Access	Bonus	Payment)	under	which	the	group	received	a	payment	in	the
period.	The	group	report	will	also	show	the	Total	Payments,	Percent	Increase	and	Compensation	Increase	for	each	physician	affiliated	to	the	group	during	the	period.Further	informationThe	following	fee-for-service	physician	payments,	specialist	contracts,	and	programs	will	receive	the	compensation	increase	on	physician	payments	made	during	the
period:OHIP	Claims	System	PaymentsProfessional	fee-for-service	physician	paymentsOffice	based	technical	fee-for-service	physician	payments	(excluding	hospital	technical	fees)Facility	fees	paid	to	Integrated	Community	Health	Services	CentresSpecialist	physician	contract	payments	which	are	tied	to	the	OHIP	claims	system	through	shadow
billingCommunity	Palliative	Care	On-Call	Coverage	(CPOC)Ministry	of	Attorney	General	Payments	(Sexual	Assault	and	Blood	Drawing)Ministry	of	Children,	Community	and	Social	Services	Payments	(K	Codes)Primary	care	automated	paymentsThe	following	primary	care	models	and	programs	will	receive	the	compensation	increase	on	eligible
automated	physician	payments	during	the	period:Contract	TypeContract	Element(s)Aboriginal	Family	Health	Team	(AFHT)Blended	Salary	Model	(BSM)Base,	Benefits	and	Locum	RemunerationComprehensive	Care	Capitation	Daily	RateBase	Payment	for	Income	StabilizationFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)Comprehensive	Care	Model
(CCM)Comprehensive	Care	Capitation	Daily	RateFamily	Health	Group	(FHG)Comprehensive	Care	Capitation	Daily	RateFamily	Health	Network	(FHN)Base	Rate	Capitation	Regular	Daily	RateBase	Rate	Capitation	Long-Term	Care	Daily	RateComprehensive	Care	Capitation	Daily	RateBase	Payment	for	Income	StabilizationFee-for-Service	(FFS)	Ceiling
Cap	(Hard	Cap)Family	Health	Organization	(FHO)Base	Rate	Capitation	Regular	Daily	RateBase	Rate	Capitation	Long-Term	Care	Daily	RateComprehensive	Care	Capitation	Daily	RateBase	Payment	for	Income	StabilizationFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)General	Practitioner	Focus	Practice	(GPFP)	Care	of	the	Elderly	(COE)Base
PaymentAdministration	PaymentsFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)After-Hours	ThresholdsGeneral	Practitioner	Focus	Practice	(GPFP)	HIVComprehensive	Care	Capitation	Daily	RateBase	PaymentAdministration	PaymentsHIV	Compensation	PaymentsFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)After-Hours	ThresholdsGeneral	Practitioner
Focus	Practice	(GPFP)	Palliative	Care	(PC)Base	PaymentAdministration	PaymentsFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)After-Hours	ThresholdsGroup	Health	Centre	(GHC)Base	Rate	Capitation	Regular	Daily	RateBase	Rate	Capitation	Long-Term	Care	Daily	RateComprehensive	Care	Capitation	Daily	RateFee-for-Service	(FFS)	Ceiling	Cap	(Hard
Cap)Homeless	Shelter	Agreements	(HSA)Administration	PaymentsHomeless	Shelter	Agreement	ThresholdsSessional	RatesRural	and	Northern	Physician	Group	Agreement	(RNPGA)Comprehensive	Care	Capitation	Daily	RateSt.	Joseph’s	Health	Centre	(SJHC)Base	PaymentComprehensive	Care	Capitation	Daily	RateFee-for-Service	(FFS)	Ceiling	Cap
(Hard	Cap)Toronto	Palliative	Care	Associates	TPCABase	PaymentAdministration	PaymentsTPCA	After-Hours	On-Call	PaymentsFee-for-Service	(FFS)	Ceiling	Cap	(Hard	Cap)After-Hours	ThresholdsThe	following	primary	care	models	and	programs	will	receive	the	compensation	increase	on	eligible	automated	physician	payments	during	the	period:Office
Practice	Administration	(OPA)Group	Management	&	Leadership	(GMLP)Rurality	Gradient	PremiumThe	Preventive	Care	Management	Bonus	is	an	annual	premium	and	will	be	included	in	the	final	compensation	increase	process	in	November	2025.Program	contract-based	payments	not	includedPhysicians,	groups	and	other	facilities	that	receive
payments	outside	the	Medical	Claims	Payment	System	(MCPS)	under	other	payment	programs	will	receive	their	compensation	increase	payments	based	on	the	regularly	scheduled	monthly	payment	date	(as	soon	as	practicable),	or	as	a	one-time	payment	in	November	2025.Community	Health	Centres	(CHC)Indigenous	Primary	Health	Care
Organizations	(IPHCO)Academic	Health	Sciences	Centres	(AHSC)	Alternative	Funding	Plan	(AFP)	ContractsAlternative	Payment	Plan	(AFP)	ContractsAssertive	Community	Treatment	Teams	(ACTT)Clinical	Decision	Unit	(CDU)Complex	Continuing	Care	On-Call	CoverageDivested	Provincial	Psychiatric	Hospitals	(DPPH)	Top-Up	FundingEmergency
Department	Alternate	Funding	Arrangement	(EDAFA)	ContractsFamily	Health	Team	Specialist	Sessional	Groups	(FHTSSG)Hospital	On-Call	Coverage	(HOCC)Hospital	Paediatric	Stabilization	ProgramLaboratory	Uniform	Minimum	Level	of	Compensation	(UMLC)Medical	Officers	of	Health	FundingMental	Health	Sessional	FundingNurse	Practitioner
Physician	Collaboration	ProgramsOMA	Priority	Insurance	Program	(OPIP)Ontario	Fertility	Program	(OFP)Ontario	Physician	Locum	ProgramsOntario	Review	Board	and	Consent	and	Capacity	BoardsOttawa	Paediatric	LocumPeriodic	Ocular	Visual	Assessment	(POVA)Physician	On-Call	Coverage	(POC)Pregnancy	and	Parental	Leave	Benefit	Program
(PPLBP)Psychiatric	Stipend	FundingPublic	Health	Physicians	-	Sexually	Transmitted	Infections	(STI)	PaymentsPublic	Health	Unit	Top-UpsRural	and	Northern	Physicians	Group	Agreement	(RNPGA)	Vacancy	Locum	ProgramRNPGA	ED	Funding	Paid	to	GroupRNPGA	Salary	ContinuanceRNPGA	Base	FundingRural	Medicine	Investment	ProgramSioux
Lookout	Base	FundingTelestrokeTuberculosis	for	Uninsured	Persons	(TB-UP)	PaymentsUnderserviced	Area	Program	-	Northern	Physician	Retention	InitiativeUnderserviced	Area	Program	-	Northern	RRRIUnderserviced	Area	Program	–	Nursing	Station	Physician	OutreachUnderserviced	Area	Program	-	Psychiatry	OutreachUnderserviced	Area	Program
-	Visiting	Specialist	Clinic	ProgramWAHA	Base	FundingPayment	dates	for	the	2024-2025	compensation	increase	paymentsThe	ministry	will	process	most	interim	compensation	increase	payments	in	April	2025	for	payment	in	the	month	of	May	2025.Physicians	and	groups	who	receive	a	remittance	advice	(RA)	will	see	the	payment	deposited	on	or	about
May	14,	2025.2024-2025	compensation	increase	payments	to	retired	or	deceased	physiciansThe	ministry	will	deposit	the	compensation	increase	payments	to	the	solo	bank	account	on	file	where	the	bank	account	has	remained	open.Where	bank	account	details	are	not	available,	a	cheque	will	be	issued	payable	to	the	solo	physician	or	to	the	“Estate	of”
in	the	event	the	physician	is	deceased.	Cheques	will	be	sent	to	the	same	address	on	file	with	the	ministry	that	was	used	for	the	remittance	advice.No	changes	to	the	Schedule	of	Benefits	for	Physician	ServicesThe	2024-2025	compensation	increases	are	one-time	payments	and	do	not	increase	physician	compensation	amounts	in	funding	agreements	or
fee	code	values	in	the	schedule	of	benefits.Appeals	processThe	percentage	increase	and	the	compensation	increase	payments	have	been	calculated	based	on	the	methodology	agreed	to	between	the	ministry	and	the	OMA	in	accordance	with	the	PSA	and	the	Agreement.As	such,	the	agreed-to	methodology	between	the	ministry	and	the	OMA	does	not
provide	for	an	appeal	process	for	physicians	who	received	a	compensation	increase	payment	and	are	disputing	the	amount	of	the	payment	that	they	received.Keywords/TagsPhysician	Services	Agreement;	PSA;	physicians;	payments;	compensation	increaseContact	InformationDo	you	have	questions	about	this	INFOBulletin?	Email	the	Service	Support
Contact	Centre	or	call	1-800-262-6524.	Hours	of	operation:	8:00	a.m.	to	5:00	p.m.	Eastern	Monday	to	Friday,	except	holidays.	What's	on	the	horizon	for	2023?What's	on	the	horizon	for	2023?	Professional	services	agreements	(PSAs)	between	physicians	and	hospitals	continue	to	be	a	strategic	and	successful	alternative	to	traditional	hospital
employment	models.	These	agreements	offer	a	flexible	framework	that	can	align	the	interests	of	physicians	and	hospitals	while	addressing	regulatory	and	operational	challenges.	By	allowing	a	hospital	to	become	the	sole	source	of	revenue	and/or	compensation	for	a	physician	practice,	the	practice	can	remain	intact	and	maintain	its	independence
while	mitigating	some	risks	it	previously	faced	while	in	private	practice.	Ultimately,	PSAs	have	many	benefits	to	physicians	and	hospitals,	can	vary	in	their	structure,	and	should	be	carefully	constructed	to	address	key	items	described	below.	Benefits	of	PSAs	For	Physicians	Many	physicians	prefer	PSAs	over	full	hospital	employment	agreements	for
several	reasons,	including	but	not	limited	to:	Addressing	Private	Practice	Operating	Pressures:	Decreasing	or	uncertain	reimbursement	trends,	increasing	malpractice	risk	for	physicians,	and	work-life	balance	issues	are	consistent	operating	concerns	for	many	private	practices.	With	a	PSA,	physicians	can	mitigate	these	concerns	while	maintaining
control	over	their	practice,	including	the	distribution	of	compensation,	retirement	benefits,	and	the	payment	of	other	discretionary	expenses.	Providing	Assistance	with	Alternative	Payment	Models:	Accountable	care	organizations	(ACOs)	and	shared	savings	programs	aim	to	improve	outcomes	and	reduce	costs	through	collaborative	community	efforts.
PSAs	can	act	as	a	vehicle	to	provide	the	necessary	resources	for	and	allow	physicians	to	participate	in	these	alternative	payment	models.	Serving	as	a	Viable	Alternative	to	the	Employment	Model:	The	PSA	model	offers	a	viable	and	flexible	alternative	to	the	employment	model	and	a	means	for	maintaining	independence.	PSAs	may	carry	some	of	the
benefits	of	employment,	such	as	transferring	the	risk	of	collections	to	the	hospital	thereby	moderating	some	of	the	effects	of	payer	contracting,	payer	mix,	and	indigent	or	charity	care.	For	Hospitals	Hospitals	also	benefit	from	PSAs	in	several	non-exhaustive	ways:	Strategically	Aligning	with	Physicians:	PSAs	provide	an	opportunity	to	align	with
physicians	when	employment	is	not	viable	(i.e.,	states	that	have	corporate	practice	of	medicine	statutes).	This	alignment	can	improve	the	quality	and	efficiency	of	care.	Acting	as	a	Transitional	Model:	Hospitals	often	view	PSAs	as	a	transitional	model	with	the	potential	for	future	employment	of	physicians.	In	layman’s	terms,	a	PSA	allows	a	hospital	to
“date”	a	physician	practice	before	they	decide	to	get	“married.”	Creating	Hospital	Operational	Efficiencies:	By	integrating	physician	services	into	a	continuum	of	physician	practices/specialties,	hospitals	can	streamline	operations	and	improve	service	delivery.	Structure	of	PSAs	The	structure	of	a	PSA	can	be	customized	to	meet	the	needs	of	both	the
hospital	and	the	physician	practice.	The	basic	components	of	a	traditional	PSA	include	A	hospital	contracts	with	the	physician(s)	for	professional	services.	A	hospital	employs	the	physician	practice’s	staff	and	becomes	responsible	for	certain	overhead	and	management	activities	(i.e.,	a	hospital/health	system	becomes	responsible	for	the
billing/collecting	for	the	services	provided	by	the	physicians).	A	hospital	pays	physician	compensation	that	is	generally	based	upon	physician	work	relative	value	units	(wRVU)	and	a	compensation-to-wRVU	conversion	factor.	This	rate	can	include	only	compensation	for	professional	services	or	be	built	to	include	benefits	such	as	payroll	taxes,	retirement
benefits,	and	malpractice	insurance.	It	may	also	include	additional	compensation	for	other	non-clinical	services	(e.g.,	call	coverage,	administrative	services,	etc.).	In	addition	to	a	traditional	PSA,	a	second	type	of	PSA,	commonly	referred	to	as	a	global	PSA,	may	be	structured	as	follows:	A	hospital	contracts	with	the	physician(s)	for	professional	services.
The	physician	practice	maintains	responsibility	for	all	costs	(e.g.,	provider	compensation,	benefits,	malpractice,	and	overhead	expenses)	yet	allows	the	hospital	to	bill	and	collect	for	all	services	rendered	by	the	physician	practice.	The	hospital	makes	a	“global”	payment	to	the	physician	practice	for	all	expenses,	such	as	using	a	collections-to-wRVU
conversion	factor	or	a	cost	plus	a	fixed	percentage/dollar	amount.	Often,	these	expenses	are	based	on	an	annual	budget	that	has	been	pre-approved	by	both	the	hospital	and	physician	practice.	Additional	Considerations	in	PSAs	When	structuring	a	PSA,	several	key	considerations	must	also	be	addressed:	Scope	of	Services:	Clearly	defining	the	services
to	be	provided	and	the	compensation	structure	is	crucial.	Both	parties	must	agree	on	the	scope	of	services	and	ensure	all	services	are	compensated	fairly.	Exclusivity:	Determining	whether	the	physician	group	will	be	the	exclusive	provider	for	a	department	can	impact	the	dynamics	of	the	agreement	and	the	surrounding	environment	(e.g.,	other
physician	practices	within	the	same	specialty).	Exclusivity	clauses	should	be	carefully	considered.	Term	and	Termination:	The	duration	of	the	agreement	and	the	conditions	under	which	it	can	be	terminated	should	be	clearly	outlined.	In	PYA’s	experience,	the	arrangements	typically	have	initial	terms	from	3-5	years.	Close	attention	should	then	be	paid
to	the	provisions	for	renewal	and	termination	with	and	without	cause.	Furthermore,	PSAs	commonly	have	reconciliation	processes	that	measure	key	assumptions	made	on	the	front	end	of	an	agreement	versus	actual	results.	Regulatory	Compliance:	Ensuring	compliance	with	Stark	Law,	the	Anti-Kickback	Statute,	and	other	regulations	is	essential.
Notably,	all	transactions	must	be	at	fair	market	value,	commercially	reasonable,	and	in	compliance	with	the	volume	or	value	standard.	Involving	legal	counsel	and	a	qualified	valuation	firm	is	strongly	recommended.	Compensation	and	Benefits:	Structuring	compensation	based	on	wRVUs	or	another	physician	compensation	methodology	should	ensure
physicians	are	fairly	compensated	for	their	services.	Benefits	(such	as	retirement	plans),	malpractice	insurance,	and	other	overhead	expenses	should	also	be	fairly	considered	when	the	agreed-upon	structure	incorporates	these	items.	PSAs	offer	a	flexible,	effective,	and	strategic	alternative	to	traditional	employment	models	for	aligning	the	interests	of
and	providing	benefits	to	physicians	and	hospitals.	While	maintaining	physician	practice	independence,	PSAs	can	enhance	hospital	operations	and	the	quality	and	efficiency	of	patient	care.	Careful	structuring	and	compliance	with	regulatory	requirements,	however,	are	essential	to	ensure	the	success	of	these	agreements.	If	you	would	like	additional
guidance	related	to	PSAs,	provider	compensation	design,	or	any	matter	related	to	compensation	valuation,	commercial	reasonableness,	compliance,	or	strategy	and	integration,	our	executives	are	happy	to	assist.	You	land	a	project,	shake	hands,	and	everything	seems	great	until	the	client	expects	twice	the	work	for	the	same	price	or	disappears	when
it’s	time	to	pay.	Maybe	you	hired	a	consultant;	now	they	charge	for	every	question	you	text	them.Verbal	agreements	don’t	cut	it.	And	that’s	why	you	need	a	Professional	Services	Agreement	(PSA)	to	ensure	no	one	conveniently	“forgets”	what	they	agreed	to.It	locks	down	deliverables	so	no	one	moves	the	goalposts	halfway	throughIt	spells	out	payment
terms,	so	you’re	not	refreshing	your	inbox,	waiting	for	that	“Sorry	for	the	delay”	emailIt	protects	confidential	information,	so	your	hard	work	doesn’t	magically	reappear	in	a	competitor’s	handsBut	you	don’t	need	a	law	degree	to	write	one.	In	this	guide,	we’ll	break	down	exactly	what	goes	into	a	solid	PSA,	when	you	need	one,	and	how	to	create	one
without	spending	hours	buried	in	legalese.What	is	a	Professional	Services	Agreement?A	Professional	Services	Agreement	(PSA)	is	a	legally	binding	contract	that	outlines	the	terms	between	a	business	and	a	service	provider.	This	could	be	an	independent	contractor,	freelancer,	or	consulting	firm	hired	to	perform	specialized	services.	A	PSA	ensures
that	both	parties	understand	their	rights,	responsibilities,	and	obligations,	reducing	the	risk	of	disputes.	But	why	exactly	do	businesses	rely	on	PSAs,	and	what	makes	them	so	essential?The	purpose	of	a	PSA	in	business	contractsBusinesses	use	PSAs	to:Clearly	define	the	scope	of	work,	deliverables,	and	deadlinesEstablish	payment	terms,	including
fees,	invoicing	schedules,	and	late	payment	policiesSet	expectations	regarding	confidentiality,	intellectual	property	rights,	and	liabilityOutline	dispute	resolution	mechanisms	to	handle	conflicts	professionallyHowever,	not	all	service	agreements	are	the	same.	Some	businesses	work	with	service	providers	on	a	one-time	basis,	while	others	have	ongoing
relationships	that	require	a	different	type	of	contract.	That’s	where	Master	Service	Agreements	(MSAs)	come	in.How	a	PSA	differs	from	an	MSAWhile	both	PSAs	and	MSAs	govern	service-based	contracts,	they	serve	different	purposes:	Feature	Professional	Services	Agreement	(PSA)	Master	Service	Agreement	(MSA)	Purpose	Covers	specific	services
for	a	single	project	or	engagement	Establishes	a	long-term	relationship	for	multiple	service	engagements	Term	Length	Ends	when	the	particular	project	or	service	is	completed	Remains	valid	for	multiple	engagements	over	months	or	years	Modification	Typically	requires	a	new	agreement	for	changes	or	additional	services	Allows	for	adding	new	work
orders	or	statements	of	work	(SOWs)	under	the	same	contract	Example	A	business	hiring	a	marketing	consultant	for	a	3-month	campaign	A	company	partnering	with	an	IT	firm	for	ongoing	software	maintenance	and	support	So,	then,	who	actually	needs	a	PSA?	Let’s	break	down	the	types	of	businesses	and	professionals	that	rely	on	these
agreements.Who	Uses	a	Professional	Services	Agreement?A	PSA	is	essential	for	anyone	entering	into	a	formal	arrangement	for	services.	It’s	the	kind	of	document	you	don’t	realize	you	need	until	you	do.Businesses	hiring	external	service	providersCompanies	working	with	external	professionals—marketing	firms,	IT	consultants,	or	freelance	designers
—need	PSAs	to	define	deliverables,	timelines,	and	payment	terms	upfront.	Freelancers	and	consultants	protecting	their	workFreelancers	and	consultants	use	PSAs	to	secure	timely	payments,	limit	scope	creep,	and	establish	legal	protections.	Enterprises	managing	multiple	vendor	contractsLarger	organizations	streamline	service	agreements	by	using
standardized	PSAs	that	ensure	consistency,	compliance,	and	efficiency	when	working	with	multiple	vendors.But	not	all	PSAs	look	the	same.	The	type	of	work	being	done	determines	what	needs	to	be	included.Types	of	services	covered	by	a	PSAFrom	high-level	strategy	to	hands-on	execution,	businesses	rely	on	specialized	services	across	industries.
Consultants	advise,	creatives	build,	and	regulated	industries	require	compliance-driven	expertise.	A	PSA	ensures	these	engagements	are	structured,	transparent,	and	legally	sound.From	IT	strategists	to	legal	advisors	and	financial	consultants,	businesses	rely	on	external	experts	to	guide	critical	decisions.	A	PSA	ensures	that	advice	is	delivered,	billed,
and	appropriately	documented.Creative	and	professional	servicesDesigners,	writers,	architects,	and	engineers	all	bring	specialized	expertise	to	the	table.	A	PSA	locks	in	scope,	timelines,	and	ownership	rights	so	no	one	ends	up	in	the	dreaded	“one	more	revision”	cycle	that	never	ends.Healthcare	and	specialized	industry	agreementsIn	industries	like
healthcare,	biotech,	and	compliance-heavy	fields,	PSAs	ensure	regulatory	compliance	and	liability	protections.	If	patient	data	or	proprietary	research	is	involved,	vague	agreements	won’t	cut	it.So,	when	does	a	PSA	go	from	"nice	to	have"	to	absolutely	essential?	When	is	a	Professional	Services	Agreement	Most	Useful?A	PSA	is	one	of	those	things	you
don’t	think	about	until	you	desperately	need	it,	like	renter’s	insurance	or	a	backup	charger	on	a	long-haul	flight.	It	protects	both	parties,	sets	clear	expectations,	and	saves	you	from	potential	headaches	(or	full-blown	legal	disasters).Here’s	when	a	PSA	is	not	just	functional	but	necessary.When	you	want	legal	protectionLet’s	say	you	hire	a	consultant	to
help	scale	your	business.	You	shake	hands,	agree	on	a	price,	and	get	started.	But	then—surprise!—they	claim	you	owe	them	for	extra	work.	Meanwhile,	you’re	convinced	the	additional	work	was	already	included	in	your	agreement	(you	know,	the	one	that	doesn’t	exist	in	writing).Now	what?If	you	had	a	PSA,	this	wouldn’t	even	be	a	debate.	The
contract	would	have	spelled	out	exactly	what’s	included,	what’s	extra,	and	how	disputes	get	resolved.Case	in	point:	CGI	Group	(Europe)	Ltd.	v	HMRCCGI	Group	structured	their	employee	agreements	to	avoid	Value	Added	Tax	(VAT).	Unfortunately,	the	UK	tax	authorities	disagreed.	The	tribunal	ruled	that	the	company’s	employment	agreements
weren’t	structured	enough	to	support	their	tax	claims.	The	result	was	unexpected	tax	liabilities	and	a	costly	lesson	in	why	PSAs	must	be	airtight.But	legal	disputes	aren’t	the	only	thing	that	can	derail	a	project.	Sometimes,	the	problem	starts	much	earlier—when	expectations	aren’t	properly	set	in	the	first	place.When	you	need	to	define	scope,
deliverables,	and	payment	termsA	PSA	sets	clear	expectations	for:Scope:	What’s	being	done	and	what’s	NOT	being	doneDeliverables:	What	you’re	getting	at	the	end	of	the	projectPayment	terms:	When	invoices	are	due	and	what	happens	if	someone	cough	doesn’t	pay	on	timeTake	this	business	coaching	case,	for	example:A	coaching	firm	offered	a	12-
week	program	to	help	clients	develop	business	plans.	One	client	attended	every	session	but	never	submitted	their	drafts.	Then,	when	the	program	ended,	they	demanded	a	refund,	claiming	they	didn’t	get	a	finished	business	plan.Luckily,	the	coaching	firm	had	a	PSA	that	clearly	stated	that	completing	the	business	plan	required	the	client’s	active
participation.When	you	want	to	avoid	messy	disputesDisputes	happen.	But	when	you	have	a	PSA,	they	happen	a	lot	less	often.	And	if	they	do	happen,	you	have	a	clear,	written	agreement	to	back	you	up.For	example,	a	healthcare	group	and	a	radiology	practice	needed	a	new	contract	for	professional	interpretation	services	after	ending	a	joint	venture.
Instead	of	leaving	things	vague	(and	risking	fights	over	payments,	responsibilities,	and	working	hours),	they	used	a	PSA	to:Define	fair	market	compensation	for	radiology	servicesSet	clear	performance	expectationsEstablish	who	was	responsible	for	whatBut	how	do	you	make	sure	your	PSA	is	strong	enough	to	prevent	these	problems?	It	all	comes
down	to	what’s	in	it.Key	components	of	a	professional	services	agreementLeave	out	key	details	in	a	PSA,	and	you	could	end	up	debating	scope,	chasing	payments,	or	wondering	why	confidential	information	is	suddenly	public	knowledge.Here’s	what	must	be	in	your	PSA	to	keep	things	professional,	clear,	and	legally	sound.Scope	of	Work	(SOW):	What’s
being	done	(and	what’s	not)This	section	outlines	exactly	what	services	are	being	provided.	Why	does	this	matter?	Because	scope	creep	is	real.	A	client	might	think	“website	design”	includes	copywriting,	SEO,	and	a	custom	logo.	Meanwhile,	you	thought	they	just	wanted	a	homepage	layout.A	solid	SOW	defines:The	specific	tasks	being
performedDeliverables	(what	the	client	gets	at	the	end)Deadlines	and	milestones	for	key	stagesPayment	terms:	How	and	when	you	get	paidYour	PSA	should	lock	down	payment	details	so	there’s	no	ambiguity.Key	things	to	define:Fixed	fee	vs.	hourly	billing:	Are	you	being	paid	a	lump	sum,	per	project,	or	hourly?Milestones	and	invoicing	schedule:
When	do	invoices	go	out?	Are	there	payments	at	different	stages	of	the	project?Late	payment	penalties:	What	happens	if	the	client	"forgets"	to	pay	on	time?Confidentiality	and	non-disclosure	clauses:	Keeping	business	secrets,	secretSome	projects	involve	sensitive	information—financial	data,	trade	secrets,	or	upcoming	product	launches.	A
confidentiality	and	non-disclosure	clause	(NDA)		in	a	Professional	Services	Agreement	(PSA)	legally	restricts	parties	from	sharing	or	using	this	information	outside	the	project,	protecting	both	business	interests	and	proprietary	data.Without	it,	a	contractor	could	legally	share	details	about	a	client’s	business	or	even	reuse	proprietary	strategies	for	a
competitor.Liability	and	indemnification:	Who’s	responsible	when	things	go	wrong?What	if	a	mistake	costs	the	client	money?	What	if	their	system	crashes	because	of	a	bug	in	the	software	you	developed?	Liability	clauses	define	who	takes	responsibility	in	case	of	issues.Indemnification	clauses	protect	one	party	from	being	held	liable	for	damages
caused	by	the	other.Limitation	of	liability	ensures	that	if	something	does	go	wrong,	there’s	a	cap	on	how	much	can	be	claimed.Termination	clause:	How	to	exit	without	dramaWhat	happens	if	either	party	wants	to	walk	away?	A	termination	clause	outlines	how	the	contract	can	end,	on	what	terms,	and	what	happens	next.Termination	for	cause:	If	one
party	violates	the	agreement	(e.g.,	non-payment,	breach	of	confidentiality),	the	other	can	cancel	immediately.Termination	without	cause:	If	either	party	simply	wants	to	end	the	contract,	this	defines	how	much	notice	must	be	given	(e.g.,	30	days)Refunds	or	outstanding	payments:	What	happens	to	work	already	completed?	Is	there	a	partial	refund,	or	is
payment	still	due?Now	that	you	know	what	should	be	in	your	PSA,	let’s	discuss	how	to	create	one.How	to	Write	a	Professional	Services	AgreementDrafting	a	PSA	doesn’t	have	to	feel	like	a	law	school	exam.	Docupilot’s	AI	Template	Builder	makes	the	process	streamlined,	precise,	and	tailored	to	your	needs.Here’s	how	you	can	use	this	tool	to	draft	your
will	effortlessly:How	to	use	Docupilot’s	AI	Template	Builder	to	create	a	codicilLog	in	to	DocupilotOn	the	top	right	corner,	click	the	Create	Template	button	and	then	choose	Build	with	AI.Enter	your	promptAfter	choosing	a	template	name	and	description	for	your	template,	click	Create	Template.In	the	AI	Assistant	prompt	box,	describe	what	you	need.
For	example:"Create	a	Professional	Services	Agreement	(PSA)	between	[Client	Name]	and	[Service	Provider	Name]	for	the	provision	of	[Service	Type,	e.g.,	'marketing	consulting,	IT	support,	graphic	design']	services.	Clearly	define	the	scope	of	work,	including	[specific	tasks,	deliverables,	and	deadlines].	Outline	the	payment	terms,	specifying	[fixed
fee	or	hourly	rate],	invoicing	schedule,	and	late	payment	penalties.	Include	a	confidentiality	clause	to	protect	proprietary	information,	an	indemnification	clause	to	limit	liability,	and	a	termination	clause	detailing	the	process	for	ending	the	contract.	Ensure	compliance	with	[State/Country]	laws	and	industry	regulations.	Make	the	agreement	easy	to
customize	for	additional	clauses	or	modifications	as	needed."The	AI	will	draft	a	detailed	and	accurate	PSA	based	on	your	input.Copy	the	source	code	and	create	a	new	templateOnce	the	codicil	is	generated,	copy	the	source	code.	Return	to	the	Docupilot	dashboard	and	create	a	new	template.	Click	the	Source	button	and	paste	the	code	into	the
editor.Add	merge	fieldsMerge	fields	act	as	placeholders	in	the	template,	enabling	you	to	customize	variable	data	like	names,	address	and	currency.	You	can	access	this	feature	in	Docupilot	by	clicking	the	curly	bracket	icon	in	your	template	editor.	This	shows	the	types	of	merge	fields	which	include	token,	condition,	loop	and	table.	Connect	Docupilot	to
your	data	sources,	such	as	Google	Sheets,	Airtable,	Typeform	etc,		through	Zapier	and	Make	integrations.	Docupilot	will	pull	details	from	these	sources	and	automatically	replace	the	variables	in	the	template	with	the	parties’	details.Review	and	personalizeUse	Docupilot’s	editing	tools	to	customize	the	will.	Double-check	names,	dates,	and	other	details
to	ensure	accuracy.Sign	securelyAfter	the	review,	download	your	will	or	route	it	for	signing.	Docupilot	integrates	with	signing	tools	like	Yousign,	Docusign,	SignNow,	and	Signable,	making	the	signing	process	seamless.With	Docupilot,	you	can	create	a	PSA	quickly,	confidently,	and	without	the	stress	of	starting	from	scratch.	Here’s	why	using	it	is	a
smart	move:Saves	time:	No	need	to	draft	a	contract	line	by	line.	Pre-built	templates	let	you	fill	in	key	details	and	finalize	agreements	quicklyEnsures	compliance:	Standardized	clauses	help	align	contracts	with	industry	regulations	and	legal	requirements,	reducing	riskReduces	errors:	A	structured	template	prevents	inconsistencies,	missing	terms,	or
unclear	obligations,	keeping	everything	legally	airtightLock	It	In:	Why	a	PSA	Is	Non-NegotiableA	PSA	keeps	your	projects	on	track,	your	payments	predictable,	and	your	working	relationships	professional.	Without	one,	you’re	rolling	the	dice	on	misunderstandings,	scope	creep,	and	late	fees.Here’s	the	bottom	line:If	you’re	hiring	or	offering	services,
you	need	a	PSAIf	you	don’t	want	to	debate	what	was	“agreed	upon”	after	the	fact,	you	need	a	PSAIf	you’d	instead	focus	on	work	instead	of	chasing	payments,	you	need	a	PSAAnd	does	writing	one	from	scratch	sound	like	a	pain?	Docupilot	has	you	covered.	You	can	create	a	solid	PSA	in	minutes	with	customizable	templates,	automation,	and	compliance-
ready	contracts.Skip	the	hassle.	Try	Docupilot	today.FAQsWhat	is	the	difference	between	a	PSA	and	an	MSA?A	Professional	Services	Agreement	(PSA)	covers	a	specific	service	engagement.	It’s	project-based	and	defines	the	terms	for	one	particular	job	or	contract.	Once	that	project	is	complete,	the	PSA	ends	(unless	renewed).A	Master	Services
Agreement	(MSA)	is	broader;	it	sets	the	general	terms	for	an	ongoing	business	relationship.	Instead	of	renegotiating	every	time	a	new	project	comes	up,	an	MSA	acts	as	a	framework,	allowing	multiple	projects	or	service	agreements	to	operate	under	the	same	umbrella.What	is	a	PSA	agreement	in	healthcare?A	PSA	in	healthcare	is	a	contract	between
a	hospital,	clinic,	or	healthcare	provider	and	a	medical	professional	or	organization.	It	defines	the	terms	under	which	services	like	radiology,	anesthesia,	or	specialty	consulting	are	provided.Healthcare	PSAs	are	especially	critical	because	they	must	comply	with	HIPAA,	Stark	Law,	and	other	industry	regulations.What	does	PSA	mean	in	a	contract?A
PSA	is	a	legally	binding	contract	that	outlines	the	terms,	scope,	payment,	and	responsibilities	between	a	business	and	a	service	provider.	It	prevents	disputes	by	clearly	defining:What’s	being	done	(scope	of	work)How	much	is	being	paid	(fees,	invoicing,	late	payment	penalties)Who	owns	the	work	(intellectual	property	rights)How	the	contract	can	be
terminated	(exit	clauses)What	is	an	example	of	a	professional	service?A	professional	service	is	any	specialized,	knowledge-based	work	provided	by	an	expert.	These	services	typically	require	advanced	education,	training,	or	certification.Common	examples	include:Legal	services	(hiring	a	lawyer	for	contract	review).Consulting	(IT,	financial,	business
strategy).Marketing	&	design	(branding,	website	development,	ad	campaigns).Healthcare	services	(hiring	a	physician	group	for	a	hospital).


