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SALE OF GOODS FROM PHYSICIANS’ OFFICES 
 
 

“In [their] fiduciary capacity, physicians have a duty to serve the interests of patients 
above their own financial or other interests.” 
      Federation of State Medical Boards, 
      House of Delegates, April 2000 
 
“In-office sale of health-related products by physicians presents a financial conflict of 
interest, risks placing undue pressure on the patient, and threatens to erode patient trust 
and undermine the primary obligation of physicians to serve the interests of the patient 
before their own.” 
   American Medical Association Code of Ethics 
   Section 8.063 “Sale of Health-Related Products from  
   Physicians’ Offices”, Adopted June 1999. 
 
Physicians should not sell, lease or rent any product in a manner that has the potential to 
exploit patients, including but not limited to exclusive distributorships or personal 
branding. Physicians should not use their office or their professional relationship with 
patients to promote any business venture or solicit investors.  In limited circumstances, 
when it is beneficial to the patient, it may be appropriate for physicians to sell durable 
medical goods essential to the patient’s care.  Prior to any such sale physicians should 
disclose to patients any financial interest they may have in the transaction. Patients 
should be informed that they are under no obligation to purchase durable medical goods 
from the physician and should be informed of the availability of the product or other 
equivalent product elsewhere.  This information shall be conveyed via an easily 
understood notice prominently posted in the office. Physicians are encouraged to provide 
products to patients at cost or free of charge, particularly when it allows treatment to be 
accessed and initiated more quickly. 
 
 
Examples of when the sale of durable medical goods is appropriate include: 
 



• Providing a patient with crutches from the physician’s office rather than forcing 
the patient to travel to a medical equipment distributor. 

• Providing a patient with impaired vision with corrective lenses when their vision 
would otherwise impair their ability to travel to another location. 


