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What’s New Online
More From This Issue

Expert Insights

See what an ideal, technology-

managed oﬃce visit might resemble by
visiting www.ChiroEco.com/IdealVisit
Read how the new healthcare reform

Blogs by Perry Nickelston, Gerry Clum,
Kelly Robbins, Jasper Sidhu, Paul Varnas,
and the Chiropractic Economics editorial
staﬀ. Here’s what’s new:

Resource Centers
homeopathy
www.ChiroEco.com/heel

Homeopathy and your practice

Herbs, homeopathy and practice

Documentation and EmR

law will aﬀect you and your practice
at www.ChiroEco.com/LawAﬀect

Neurologically based
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Neuroscience catching up to
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Richard Barwell, DC
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More From The Web
View the latest job board postings at

www.ChiroEco.com/Careers
Read Stephen Kaufman’s

Don’t practice on
your practice
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Read the latest digital version of our

The Tuesday
Webinar Series

Electronic health Record
www.ChiroEco.com/futurehealth

Guest Editorial-How to keep EHRs secure
A case study in billing

Resource Guide
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Let's talk chiropractic

Our patient retention resource guide and
directory is now available online at
www.ChiroEco.com/directory.

Become the expert in your field
Lisa Roberts
www.ChiroEco.com/roberts

Chiropractic Economics latest Webinar,
“Learn how to effectively market
to and treat 20,000,000 more
patients now,” is now available for
download! Learn precisely what is the
biggest diﬀerence between this and
other systems used in private practice,
and why other systems and approaches
can fail to produce adequate results.

www.ChiroEco.com/acom
The art of the treatment plan
Just the facts ma'am

Pain and healthcare costs
Paul Varnas
www.ChiroEco.com/varnas

magazine at www.ChiroEco.com

Download this Webinar at
www.ChiroEco.com/webinar.

Plus

Job Board
Visit www.ChiroEco.com/jobboard for
employment opportunity listings for:

Online Poll
How did you finance your
first practice?
To enter your response and
view the results of our last poll,
visit www.ChiroEco.com.

Associates
Billing
Chiropractic Assistants
Doctors of Chiropractic
Faculty
Front Oﬃce/Reception/Scheduling
Independent Contractors
Marketing
Massage Therapists
Multidisciplinary Practice Opportunities
Oﬃce Management
Temporary Positions

...and More

Resources for Canadian DCs
Our Web site section for Canadian DCs
features news from schools,
organizations, and seminars. The site also
includes Canada-speciﬁc coding and
billing information. Check it out at
www.ChiroEco.com/Canada.

Find us online!
Chiropractic Economics is
on Facebook and Twitter.
www.ChiroEco.com/facebook
www.ChiroEco.com/twitter
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EOPLE CHEERING , HANDS CLAPPING , AND FANS

P

SHOUTING WORDS OF ENCOURAGEMENT can all be
heard at most sporting events.
Even as a child, the roar of the crowd as you sat in the
stands was a thrill. But how many of you dreamed of being
on the “other side”?
Most of us probably have. I mean, really, who hasn’t
pretended to hear “and the crowd goes wild! Ahhhhhh”
after making a wad of paper land in the trash can
from three feet away?
However, how many of you dreamed of being
on the other side — not as an athlete, but as a
chiropractor?
Our article on page 30, “If they build it, you
will come,” shows how chiropractic colleges have
found a way to offer even more opportunities for
Let me know what’s
you.
Every day, chiropractors are branching out in
on your mind:
the profession, wanting more than their chiro904-567-1539
Fax: 904-285-9944
practic degree — with specialties like sports and
wbautista@chiroeco.com
rehab being at the forefront of this trend. See how
earning your master’s degree in this area is a great way to
broaden your horizons, expand your knowledge, and
enhance your patient base as well.
Another one of the easiest and most cost-effective ways to
add to your practice’s bottom line — while providing a valuable service to your patients — is by adding rehab services.
Read our Chiro Biz Quiz article, “Rev up your rehab readiness,” on page 49, but pay close attention because there is a
quiz that follows. Read the article, test yourself, and see how
well you do!
Gaining valuable knowledge in any up-and-coming trend
is a great way to stay ahead of the game — and by doing so,
you will hear the roar of the crowd cheering for you, the
doctor of chiropractic!
Wishing you success,
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TOP NEWS

COLLEGE NEWS

Pediatric chiropractic questions answered
In a recent article published on pennlive.com, a news site for central Pennsylvania, Jeff Ludwick, DC,
who practices in Camp Hill, Pa., answered five of the most commonly asked questions about
pediatric chiropractic.
Ludwick explained the benefits of chiropractic for children, the safety of pediatric adjustments, the
training DCs can obtain in treating children, how chiropractic care can complement other forms of
medical care, and whether or not insurance covers pediatric chiropractic.
to see Dr. ludwick’s answers, visit www.ChiroEco.com/ludwick.
Source: American Chiropractic Association, www.acatoday.org

House passes healthcare reform bill,
chiropractic to benefit
The U.S. House of Representatives passed HR 3590, the Senate-passed version of national healthcare
reform legislation. The final vote took place after a nearly 13-month battle, culminating in a
contentious struggle to garner votes from undecided members of the Democratic majority in
Congress. President Obama signed the bill March 23 and signed the final piece of the bill March 30.
These provisions include an important provider nondiscrimination provision long championed by
the American Chiropractic Association (ACA).
“Regardless of how you feel about this legislation and its overall impact on the nation, it has to
be recognized as an historic first for the chiropractic profession. We now have a federal law
applicable to ERISA plans that makes it against the law for insurance companies to discriminate
against Doctors of Chiropractic and other providers relative to their participation and coverage in
health plans. Such discrimination based on a provider's license is inappropriate and now must stop,”
said ACA president, Dr. Rick McMichael.
“While this does not fully level the playing field for doctors of chiropractic in our healthcare
system, this is a highly significant step that has the potential for positive, long-range impact on the
profession and the patients we serve. Congress has finally addressed the issue of provider
discrimination based on one's license, and they have said that such discrimination must stop.”
to read this story in its entirety, visit www.ChiroEco.com/Reformbill. to find out how this bill
affects you, visit www.ChiroEco.com/Questions.
Source: American Chiropractic Association, www.acatoday.org

Anthem misrepresents ACA’s position in advertisement
An advertisement purchased by Anthem Blue Cross Blue Shield and published in three Kentucky
newspapers uses a policy of the American Chiropractic Association (ACA) to defend its position
against a pro-chiropractic bill under consideration in the state senate.
ACA, however, had no part in the creation of the ad and was never consulted by Anthem
regarding its position on the bill.
ACA believes the advertisement takes its policy out of context and is misleading to readers. The
association sent letters to the editors of the Lexington Herald Leader, the Louisville Courier Journal
and the Owensboro Messenger Inquirer newspapers clarifying its position.
to learn more about this advertisement, visit www.ChiroEco.com/Anthem.

Western States
Chiropractic College
announces new name
Western States Chiropractic College announces
its transition to the University of Western States.
This name change represents a transition of the
former college to university status, creating the
opportunity to offer new programs of study,
additional advanced degrees, and expanded
research opportunities.
The University of Western States will
continue to offer its current programs, including
its flagship four-year program leading to a
Doctor of Chiropractic degree as well as a oneyear certificate program in massage therapy.
The University of Western States will adopt
its new name immediately, and will transition its
Web site, signs, and other materials in the next
few months.
For more information on this transition,
visit www.ChiroEco.com/UWS.
Source: The University of Western States,
www.uws.edu

Parker learns how
technology can spread
the chiropractic message
Dr. Jason Deitch, co-author of the bestselling
book “Discover Wellness: How Staying Healthy
Can Make You Rich” and founder of the Discover
Wellness Center spoke to Parker students,
faculty, and staff during an all-school assembly.
With a different approach to healthcare,
Deitch combines the skills of a variety of
healthcare professionals with the latest
technology and revolutionary concepts.
He provided tips on how to communicate
chiropractic information to the general public
including creating a message people want to
know more about, delivering the message where
most people can find it, telling them why they
should care about the message, and providing

Source: American Chiropractic Association, www.acatoday.org
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ChIRoECoNEwSflash.com
them examples they can relate with like the
healthcare crisis and bankruptcy.

Take a whole food based vitamin C:

to learn more about spreading
chiropractic, visit
www.ChiroEco.com/Deitch.

Magnesium eases breathing: Some

Source: Parker College of Chiropractic,
www.parkercc.edu

Logan names new VP
of academic affairs
George A. Goodman, DC, FICC, president of
Logan College of Chiropractic/University
Programs, has announced the appointment
of Robert M. Scott as vice president of
academic affairs at the school.
Scott joins Logan from Life University,
where he most recently served as vice
president for academic affairs.
Scott received his chiropractic degree
from Northwestern College of Chiropractic,
a PhD from the University of Minnesota, a
MEd from the University of Toronto, and a
MSc and BSc from the University of Guelph
(Ontario, Canada).
His research interests include the effects
of chiropractic adjustments on vascular
health and the physical dimensions of aging.
to read this story in its entirety, visit
www.ChiroEco.com/loganVP.
Source: Logan College of Chiropractic,
www.logan.edu

H E A LT H N E W S

Tips for breathing easy
this allergy season
According to the American Academy of
Allergy, Asthma, and Immunology, roughly
20 percent of Americans suffer from
allergies. ChicagoHealers.com Practitioner
Dr. Ian Wahl, DAc, LAc, offers the following
tips for staying allergy free during the
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spring and summer months.

Vitamin C acts as a natural antihistamine.

immunologists suggest taking 400
milligrams of magnesium daily helps with
nasal allergies and breathing problems.
Wear sunglasses when going outside:
Allergic rhinitis, or hay fever, creates a
certain amount of photosensitivity.
Wearing sunglasses helps reduce your
sensitivity to light and thus helps your
eyes from excessive watering.
Drink a lot of cool water: It probably
seems counterintuitive to recommend
drinking water with all of that liquid in
your sinuses, nose and eyes. But
rehydrating is one of the best ways to
eliminate toxins from your body.
Check the local pollen count: If you have
severe allergies, you might consider
wearing a mask on days when the pollen
count is unusually high.
to read the remaining tips, visit
www.ChiroEco.com/Allergy.
Source: ChicagoHealers.com

INDUSTRY NEWS

Dates announced for
Meniere’s disease lyceum
The Meniere’s Research Organization will
be hosting its 10th annual Meniere’s disease
Lyceum in Grand Rapids, Mich. June 26,
2010, from 9 a.m.-9 p.m.
It will be the first Meniere’s Symposium
to invite both doctors and patients alike to
participate in the sharing of the latest
scientific findings on Meniere’s disease
(MD) and Trigeminal neuralgia (TN), both in
traditional medicine and complementary

and alternative medicine.
Meniere’s disease and Trigeminal neuralgia
abstracts should be submitted before April
26, 2010. Abstracts should be 500 to 1,000
words and should be submitted electronically
to DrBurcon@yahoo.com, along with a
current vita showing educational and other
scholarly accomplishments. Also include your
name, address, phone and fax numbers, and
e-mail address with each submission.
to find out more about this lyceum,
visit www.ChiroEco.com/Meniere’s.
Source: Burcon Chiropractic,
www.burconchiropractic.com

CAM, supplement
provisions survive in
healthcare reform bill
The healthcare reform bill signed into law
March 23 by President Obama, the Patient
Protection and Affordable Care Act, includes
several provisions that address complementary and alternative medicine (CAM), and
one focused on certain dietary supplements.
These details, previously identified by
American Herbal Products Association
(AHPA) President Michael McGuffin,
primarily serve to better incorporate
alternative practitioners into the U.S.
healthcare system.
Among the provisions included in the
final law, section 4206 would have a direct
effect on those dietary supplements for
which there are FDA-approved health
claims by setting up a pilot program for
“wellness plans,” which can now include
those few supplements with “health claims
approved by the Secretary.”
For more on these provisions, visit
www.ChiroEco.com/HealthcareCAM.
Source: American Herbal Products Association,
www.ahpa.org
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Be a digital clinic
The top 5 reasons why you should use
digital clinical tools and what is available
By S T E v E N k R A U S , D C , D I B C N , CC S P, FA S A , F I CC

T’S TRUE; THERE ARE A VARIETY OF

I

MODERN DIGITAL CLINICAL TOOLS FOR

depth information for writing a more
predictable plan of care.

YOUR CHIROPRACTIC OFFICE.

Modern digital tools can more accurately and quickly assess a case, and
provide the much needed indicator of
improvement. And this matters —
especially in this era of third-party
reimbursement.
It’s critical to be able to document
much more information and specific
patient progress.

why you should?
Digital tools for your clinic are worth
the investment. The top five reasons to
be a digital chiropractic clinic includes:

2. Progress report: Compare initial
digital findings with those collected
mid-range during treatment and at the
end — and yes, you have measurable
progress. This data demonstrates need
for care for both the patient and the
billing process.
Best of all, it’s a much more objective
measurement than simply asking a
patient if the treatment is working. Now
there is absolute proof of increased
range of motion or posture improvement. This improves potential for reimbursement by providing the details
needed for a Medicare audit or insurers.

1. more data: Digital tools give you

much more critical data for your cases.
Use them wisely to track initial conditions and gauge changes as you
progress. Now you have the opportunity to verify unusual findings with
another related test or an additional
digital x-ray. You can also use this in-

w w w. C h I R o E C o . C o m

still hurts,” might be a common
comment. And what if they want more
than just your word? This is where
digital tools really matter. These
reports will confirm specifically that a
patient is making progress and measure exactly how much.
4. Accountability: No doubt, we all fear

sticky third-party reimbursement situations and audits. It’s critical to show
objectivity in all treatments. Digital
tools can be used to decreases subjectivity, which leads to better accountability. It’s no longer just your word,
there is proof.
Add digital record-keeping (an
EHR) and you’ve got the information
you need to keep audit concerns at bay.

3. Real improvement: Sometimes

during the treatment process — particularly if it is a long one or one that is
stopped and started again — the
patient loses sight of where they are at
and where they came from.
“Am I really getting better, because it

5. Next, please: What about a repeat

customer? How can digital tools make
a real difference to them? Easy, you’ve
got history on your side. Use the digital data from previous care to create a
highly predictable care plan.

APRIL 20, 2010
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You’ll also have detailed comparison
data to know exactly what has changed
and how much. This makes it much
easier to know what to work on and to
what extent. Plus, you’ll have the
added bonus of data that shows you
how this patient responds to treatment
— does pain ease first or does range of
movement increase sooner?
Now that’s valuable information to
make treatment even more successful.

The latest gadgets
Some of the newest tools you have to
work with and how they can be used
for measurement:
mechanical adjustment devices.

These offer computerized indicators
of tissue resistance and delivered
force.
Digital x-ray. Digital x-rays provide
clearer and faster-developed images
than standard film.
Inclinometer. Now that they’re wire-

16
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less, these inclinometers can more
easily gauge range of motion.
Thermoscanner. The newer models
precisely detect even the slightest
differences in temperature on the
skin.
sEmG. This scanner tool can measure paraspinal muscle activity, but
some reliability issues remain.
Posture analyzers. Software enhancements create more accurate readings
of posture asymmetry.
Balance and gait analysis software.

Specific assessments clearly demonstrate abnormalities.
Foot scans. Foot scans are used for
orthotics, and are based on thermography or pressure for weight-bearing
analysis.
Computerized algometer. These use
digitization to determine pressure
sensitivities on the body.
Functional capacity equipment. These
strength and endurance testing
devices target isolated muscle groups.

APRIL 20, 2010

So what if you don’t have all of these
tools? Does it mean you cannot do
your job? Not necessarily. But they
certainly make it easier.
Digital diagnostic tools improve
diagnosis and treatment, add measurability, and enhance credibility. Use
them to make your practice more profitable. These tools are a new standard
for clinical decision-making, compliance, and quality of care — and the
reasons to add them to your office are
easy to count.
STEVEN J. KRAUS, DC, DIBCN,

CCSP, FASA, FICC, is founder and
CEO of Future Health — a
provider of chiropractic-specific
EHR/practice management
software. He is an acknowledged expert in
Heath IT, including EHR and the up-to$44,000 ARRA government incentive, and
serves on numerous committees and
frequently travels to Washington D.C. to
represent chiropractic physicians in
healthcare discussions and policymaking. He
can be reached at 888-434-7347.
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Standing out in the wellness crowd
How to let your chiropractic uniqueness
set you apart from the rest of the crowd
By E R I C P L A S k E R , D C

PAUL Z ANE P ILZER
“T HE
W ELLNESS R EVOLUTION ”
AND “T HE N EXT T RILLION ” NEARLY A

W

HEN

WROTE THE BOOKS ,

DECADE AGO , chiropractors were enthusiastic about the opportunity to
become wellness leaders in their
communities.
They changed their chiropractic
clinics to wellness centers and considered themselves wellness doctors,
thinking their chiropractic time had
come and wellness was the ticket.

In the wrong direction
Look at wellness now. To show you
how far wellness has veered off track,
search wellness doctor and wellness
provider on the Internet and see what
you get.
Most likely you will see everything
from wellness cancer treatment and
wellness dog food to wellness jewelry
and wellness alcohol and drug
rehabilitation.
No wonder so many of you are
struggling to try and stand out in the
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wellness crowd. It has become a
muddled mess and a sea of confusion.
All you need to do to stand out in
the wellness crowd is change your
packaging and get back to your chiropractic roots.
Some doctors struggle every day
with wellness and often wonder why
wellness has become so confusing.
Wellness is the first word to become
nearly a trillion dollar industry without
ever being defined and without a trusting brand associated with it.
You may say, “Well that’s not true, I
have a definition.” Yes and so do
hundreds of other companies and
dozens of different industries — and
they all define it differently according
to the products they are trying to sell.
For example: Nutritional companies
may define it with supplements, bed
companies may define it with sleep,
fitness companies may define it with
exercise, etc.
While it did not start out this way,
there is a concern that the chiropractic
profession is being ambushed by well-

ness and that within five years this
word will be owned by drug companies, in the mind of the consumer, and
synonymous with the word medical.
You don’t have the money to
compete with them and if you try, you
run the risk of losing the identity of
the chiropractic profession.
While individual DCs may be
suffering as a result of this confusion,
medical buildings and hospitals are
popping up around the country with
the word wellness on its signs.
This quote from one of Pilzer’s other
books paints an accurate picture: “The
hunting dog marched proudly in front
of the hunters, keeping a watchful eye
to make sure he was being followed.
When the hunters turned to go in the
opposite direction, the hunting dog
sprinted to a new place in front of
them, proudly proclaiming his place as
their leader.”
Have you figured out who the
wellness hunting dog is?
It’s the drug companies, insurance
companies, etc.

APRIL 20, 2010
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wELLNESSAPPROACH
The answer
Strategically positioning yourself to
stand out in the wellness crowd by
getting back to core chiropractic principles is the answer.
You can still offer “wellness” types of
services and products if you want to,
including nutrition, cleansing, massage,
rehab, DRX, etc., but with chiropractic
care as your core focus you will attract
more patients and sell more “wellness”
services.
How you brand your practice can
make all the difference and help you
effortlessly attract more new patients.
The public is also confused about
wellness. The confusion keeps them
from deciding on their care even if
they have come in as a new patient.
If you offer them a wellness plan
that includes chiropractic and their
medical doctor offers them a wellness
plan that includes prostate treatment,
they will not know what to choose.
As a result, many of them will do
nothing at all or get a third or fourth
opinion.
For doctors who may be mad at
MDs and drug companies, their first
reaction might be to win back the
word wellness.
This, however, would be a losing
battle and a waste of your individual
and professional resources.
It is time for you to stand out in the
wellness crowd with your chiropractic
uniqueness — with intelligent branding and co-branding and as many
people under care as possible. This is
extremely doable, and a much better
use of your time and resources.
The world is ready. Let’s go to
work.
ERIC PLASKER , DC is the founder

and CEO of The Family Practice
Inc., a marketing and training
company for chiropractors, and the
author of “The 100 Year Lifestyle”
and “The 100 Year Lifestyle Workout.” He can
be reached at www.thefamilypractice.net,
www.100yearlifestyle.com, or 866-532-3327
ext. 109.
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The tribal effect
How creating and transforming
your practice into a tribe can
benefit everyone involved
By R I C k m A R k S o N , D C

I

F YOU WERE TO HAND A PIECE OF

PAPER TO EVERY CHIROPRACTOR

WITH THE NUMBERS ONE TO

EACH ,

50 ON

and then challenge them to write
down 50 ways to attract new patients,
more than 90 percent would probably
fill in every space on the page.
With this many ideas, why are
magazines still filled with marketing
concepts and management consulting
groups dedicated solely to new patient
acquisition?
Some chiropractors bang their faces
into the metaphorical door of successful practice growth, when all they
really need to do is turn the knob first.
This way, they can comfortably walk
across that threshold and get into the
room they’ve been dying to enter all
along — the room known as success.
If the American Dental Association
(ADA) hadn’t banded together to
market the concept of twice-a-year
cleanings, this would be a country full
of snaggleteeth and hungry dentists —
and chiropractic should be no different
in its marketing.
So, how can you continue 2010 in
the right direction, with a minimal
amount of pain and best possible
results? Develop an entirely new vision.
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The “tribe” concept
“Tribes,” by Seth Godin, is one of the
most practical books in recent years.
As a chiropractor, you should take
Godin’s concepts and apply them to
your practice first.
For example: All these years, you
have been practicing as an individual,
instead of creating a tribal consciousness in the profession.
A true tribe has leaders, but each
member of the tribe has a voice.
Have you welcomed your staff into
your goal setting and growth projects
for the practice? Do your chiropractic
assistants feel their ideas are invited
and taken seriously?
The days of the corporate flowchart
are dead. No one is interested in going
to work, doing their job, and going
home. Today’s employees need to feel
that their participation in the organization has impact on its overall success.
On the other hand, if you study a
tribe, members have their responsibilities, yet they are emotionally engaged
in the strength, growth, and perpetuation of the tribe.
Do you want to grow your practice
fast? Give your team the opportunity
to contribute to the success of your

“tribe.” Plan a practice-building meeting, let the staff run it, grab your pen
and paper, and listen.

Creating fans
Godin also talks about creating fanatics. It’s these “fans” who will essentially
grow your practice for you.
Are your patients true fans of yours?
Do they participate in all of your
events and help drive your business?
Do they forward your e-mail newsletters to their loved ones and follow your
social networking sites? Do they spontaneously give testimonials in your
reception area? These are all examples
of a true fan, and that is how you can
measure if your practice is a true tribe.
Communicate with your tribe
members constantly. Create avenues
where they can share their opinions
with you. With the new technologies of
social media, compose ways where your
fans can communicate with each other.
Remember, marketing events are
important, but if you want to thrive in
these times, you need to transform
your thinking.
Special events and marketing calendars are not enough anymore. The
chiropractors that seem to have
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unlimited growth are the ones who
have a following, both in front of the
curtain and behind.
Create a team that would do
anything for each other without the
“that’s not my job” attitude. In turn,
you’ll create patients who say, “I’d
follow you anywhere, doc.”
So, get out that piece of paper,
number it one to 50, and give yourself
the test. Next, go to the bookstore and
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get “Tribes” by Godin for yourself and
each staff member. Read it together,
study it, and implement the concepts
into your practice.
Lastly, create “fanatics” of your practice and for chiropractic as a whole.
The goal is to transform the chiropractic profession into a “tribe.” This
means creating leaders you can count
on and members who have an
emotional attachment to the tribe’s
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well-being, and the communication
skills necessary to create a legion of
chiropractic fanatics who will assist in
the vision most chiropractors share.
RICK MARKSON , DC, is a founding partner

of The Markson Connection, a tribe of likeminded chiropractors looking to build
practices and lives of significance — and then
help others to do the same. He can be
reached at 877-740-1177 or through
www.themarksonconnection.com.
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PATIENTRELATIONS

keep your patients for a lifetime
Getting patients is hard … but keeping them is a skill every doctor
needs to successfully master in order to keep a thriving practice.
By S U S A N h oy

need initially to get results. Then tell your patient what you
will do if there is no improvement. Your patient needs to
know you will help them get to another specialist if there is
little or no improvement.
If and when your patient commits to care, let them know
how the care is progressing. Tell the patient how they’re
doing. Use your objective findings to communicate improvement and progress. The patient will feel more encouraged.
2. Give a written report of findings. Promise the patient a

personalized written report on their next visit — this will
ensure they return for the results.
Let them know their first visit payment includes this
report, so there will be no charge for the next visit, unless a
commitment for treatment is received.
HICH WOULD YOU RATHER HAVE, A SCHEDULE FULL OF

W

REGULAR PATIENTS OR A SCHEDULE FULL OF NEW

3. Ask for an initial commitment. Let your patient know it

PATIENTS? While

you definitely need new patients,
regular patients make life easier.
One reason you may need so many new patients is you
do not have good patient retention techniques.
Often, you use up your energy in the first three visits and
then lose it after that.
While those first few visits are critical — because that is
when a patient makes the decision to continue care or not
— it is important to keep track of new patients throughout
their visits. That way, you can be aware of anything that
might indicate your patients are considering dropping out.
This can happen with patients who improve dramatically
right away and with patients who do not improve immediately. Remember, some patients get worse before improvement begins, while others may get pain elsewhere in the
spine. All of this is normal during the spinal conditioning
process and the patient needs to know that.
Your staff members must not give your patient false
expectations. Your job is to give encouragement throughout
the phases of care.

will take several visits to get results. They need to know it
takes time, especially if their condition is chronic.
Once you get a commitment for a certain amount of care,
get your patient to schedule all of the appointments needed.
Once they are on your schedule it will be easier for them to
follow through.
There should be specific scripts you and your staff should
use. Your presentation should always be to serve the patient,
not to make it easier for you and your staff.

Tips for patient retention

6. Educate your patient. If your patient is going to commit

1. Communicate with your patient. Tell your patient honestly

to ongoing care, they must know why!
Have an educational program of videos and pamphlets.
Make sure your patient knows their chiropractic care
includes a responsibility for them to follow through — you
can’t do all the work.

what is wrong and what your treatment plan will be. Your
patient is looking for a healthcare partner, but you must first
gain their trust.
Let your patient know what amount of time you will
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4. Suggest your patient pay in advance. When your patient

schedules in advance and pays in advance, they can enjoy
the initial phase of care without the negativity of scheduling
and paying.
5. Give your patient written instructions. Always reiterate

your instructions, as patients misinterpret and misunderstand frequently.
If the instructions are repeated again and again, they will
begin to get the message that they are important to healing.
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7. Resist the urge to give everything right away. For exam-

ple: If your recommendations include an exercise program,
nutritional program, and orthotics, let them know each will
be given as they progress.
Don’t try to save the patient in one week. Always keep
them looking forward to what’s next.
8. your patient will show you how they’re doing. Look for

“red flags” and comments like, “When should I start feeling
better?” This will let you know your patient is getting
discouraged.
Often, they will ask a staff member and not you. Your
staff should be able to recognize these signs and communicate them to you.
Each staff member must know what to say when a
patient asks a question. Have scripts available so your staff
does not say the incorrect thing.
9. Be willing to let go. Do not try to keep the patient when

they are not getting results. Refer your patient to another
chiropractor for a different technique or to a specialist.
Remember you are a healthcare partner. The act of
referring will reap you many rewards including referrals
from other practitioners and even referrals from the patient
you referred.
If you do refer your patient to another specialist, follow
up on the results regularly and you may eventually get your
patient back.
10. Never blame a patient for dropping out. Your job is to

educate so patients can make informed decisions. If a
patient drops out of care, let him or her know they will be
welcomed back any time. Always be happy to see them
when they return and never make them feel guilty.
Fortunately, most patients respond to chiropractic care;
however, they need to be managed closely during the first
12 visits or so.
The tendency to return to old habits is strong.
Finally, remember it is not only the patient who makes
the commitment. When you accept a patient into care,
you and your staff must make a commitment too. Your
commitment is to serve this patient and do whatever it
takes to help.
When your motives are to serve your patient, your practice will thrive and your staff will be proud to be a part of
your practice. Success will be yours.
SUSAN HOY is an award-winning team trainer and

consultant. She presents training seminars for teams
throughout the country and is the author of two team
training manuals. The newest is called Systemize, Organize,
Simplify. She can be reached at 215-674-0130,
suzzhoy@aol.com, or through www.beefitup.net.
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If they build it,
you will come
Every day, chiropractors are branching out in the
profession, wanting more than just a standard
chiropractic degree — and specialties like sports
and rehab are at the forefront of this trend.
Earning your master’s degree in this area is
a great way to broaden your horizons and
expand your knowledge.
By m E L I S S A h E y B o E R
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T

hink beyond
baseball
diamonds and
cornfields …
beyond Kevin Costner and
James Earl Jones.

Instead, picture yourself as the lead
in a different kind of movie. A movie
about the current state of chiropractic
and the potential it has to
become something much
more magical.
Every day, chiropractors are gaining
more and more credibility
in the profession. This is
most recently evident with the
passage of the new healthcare
reform bill, which prohibits insurance companies from discriminating
against chiropractors.
If the chiropractic profession wants
to continue this upward trend, however,
it’s going to need to step up to the plate
— and it starts with the colleges.
Although not all chiropractors are
required or interested in focusing on
sports and rehab, the possibilities for
those who are, are endless.
While most chiropractic colleges
currently offer courses in some kind of
sports- or rehab-related field, few
schools actually give students the option
to earn their master’s degree in this type
of area. A degree like that, however, has
proven to be beneficial to those who’ve
already obtained the degree.

Its value
For chiropractors, adding a second
degree can not only provide the hope of
broadening your practice, but it affords
you the chance of having greater
opportunities within the profession.
“The added value comes in the
form of increased opportunity due to
the increase in knowledge and education,” says Elizabeth Goodman, dean
of university programs at Logan
College of Chiropractic.
The increase in knowledge and
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education can also make you a much
more versatile professional. It allows
you to branch out in the chiropractic
profession and provide your patients
with a well-rounded doctor.
Currently, there are three chiropractic colleges who offer a master’s degree
in some type of sports- or rehabrelated field.
Associate Professor Keith Rau says
Life University’s program, which is a
Master in Sport Health Science, was
the first of its kind, having been established in early 1991.

Contact the schools
Life University

www.life.edu
admissions@life.edu
770-426-2884
Logan College of Chiropractic

www.logan.edu
loganadm@logan.edu
800-782-3344
University of western States

www.uws.edu or www.wschiro.edu*
admissions@wschiro.edu**
800-641-5641
*Web site still active at press time
** E-mail still active at press time

Goodman says Logan followed suit
sometime in 2006, offering a Master of
Sports Science and Rehabilitation.
The University of Western States’
Clinical Director, Craig Kawaoka says
their program — a Master in Exercise
and Science — is the newest, having
begun in April 2010.
Although these schools began offering its programs at different times,
they’re all doing it for the same reason
— to give their students new opportunities to advance in the profession.
Rau says students who earn a
master’s degree of this level gain not
only advanced knowledge, but also
“the practical application and experience gained through practicum and
internship opportunities.”
Kawaoka adds that earning a degree

like this gives chiropractors “a recognized degree across a wide spectrum of
potential patients.”

The opportunities
According to Goodman, these types of
programs are created with the student’s
best interest in mind.
Take for example Logan’s program,
which she says was “developed for
students in our doctoral program,
healthcare professionals in practice,
and sports-minded individuals who
have completed their bachelor’s degree
and wish to further their understanding of human performance with a
graduate degree.”
Once students earn this degree, the
opportunities are truly endless.
“They have the opportunity to work
in multidisciplinary clinics, in training
rooms, and as educators from amateurs
to professional athletes,” says Kawaoka.
This is most evident through the
success stories that have already transpired with the help of these collegiate
master’s programs.
“Logan has been fortunate to have an
internship opportunity at NASA, a
corporate wellness coach at Monsanto,
placement in university athletic programs all over the United States, cardiac
rehab and sports rehab facilities, as well
as a wide variety of integrated sports
medicine centers,” says Goodman.
Rau says Life has had similar stories
of success.
“One of our students, Scott Patton,
MS, DC, presented his thesis at the
scientific symposium prior to the 2004
Olympics in Athens, Greece,” says Rau.
“We have also had students working
with major college programs as
strength coaches.”
The monetary reward
Although earning a master’s degree
may be considered priceless, the benefits in the form of monetary support
are an added advantage.
It’s been proven that higher levels of
education can lead to higher income.
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Other options for sports specialties
For those chiropractors looking for a similar avenue into the sports and rehab
specialty, several other colleges offer programs similar to a master’s degree.
Palmer College of Chiropractic: Palmer offers the Certified Chiropractic Sports
Practitioner (CCSP) program. This program includes five live weekend sessions
as well as online components, which total 112 hours. According to Palmer’s Web
site, the CCSP “offers convenience with a rich and diverse track of learning.
Hands-on, fast paced weekends are combined with cutting-edge online study
that can be accomplished at your own pace. You will save on travel expenses,
spend less time away from home and family, and still receive the same great
programming that leads to your eligibility to take the ACBSP exam to earn the
CCSP certificate.” To learn more information about this certification program,
visit www.ChiroEco.com/CCSP.
Southern California University of health Sciences (SCUhS): The Sports Medicine
Residency at SCUHS is a two-year, full-time program offered by The Sports
Medicine Clinical Division. SCUHS’ Web site says the mission of the residency is
“to provide a superior quality learning experience in the field of primary care
sports medicine.” The program offers residents a wide range of real-world sports
settings that, according to the Web site includes “working with both high school
and world-class athletes.” This limited-opening program offers residents an
annual stipend and health benefits. To learn more about this program, visit
www.ChiroEco.com/SportsResidency.
Canadian memorial Chiropractic College (CmCC): CMCC offers a two-year Sports
Sciences Program that according to its Web site “aims to develop researchers in
the field of sports sciences; train chiropractic sports scientists for teaching in
chiropractic programs; and train chiropractors capable of participating in a
multidisciplinary sports injury care environment.” The program offers students
first-hand experience in sports-related fields. It also gives graduates the
opportunity to apply to the College of Chiropractic Sports Sciences (Canada) for
Fellowship status. For more information on this program, visit
www.ChiroEco.com/SportsCMCC.

Several other chiropractic colleges offer elective courses or clubs geared toward
educating interested chiropractors in the area of sports- and rehab-related fields.
Contact your local college to find out if they are among those that do.

According to The College Board, a
not-for-profit membership association
geared toward serving students, professionals who received their master’s
degree earned $11,000 more a year
before taxes than those who earned
just a bachelor’s degree.
While this may seem irrelevant to
those who’ve already received their
doctoral degrees, it simply shows that
people with more education, make
more money.
“A few examples of employment
these master’s graduates have acquired
for this degree alone, include $55,000
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for corporate wellness advisors;
$45,000 for corporate fitness advisors
and trainers; and $35-$40 an hour for
personal trainers.”
Goodman goes on to say the average
starting salary for master’s graduates is
anywhere from $40,000 to $55,000.

The programs
Although each program is unique in
their own way, they are all similar in
the way the degrees are attained.
All three schools offer their
programs in a traditional class setting,
with some classes on nights and some
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on weekends.
“Our master’s degree is offered on
campus in a traditional setting and in a
hybrid online format as well,” Goodman says. “The hybrid format does
require some weekend hands-on labs,”
but she says, “They are conveniently
scheduled.”
Logan’s two-and-a-half year
program, which currently enrolls 240
students, requires 50 credit hours and
is completed over a five-semester
period. Goodman says, however, that
students “wishing to complete both the
Doctor of Chiropractic program and
the Master in Sports Science and Rehabilitation degree can complete both in
just one extra semester after finishing
their doctoral program.”
Rau explains that Life’s program,
which currently has 150 students
enrolled, consists of 52-quarter credit
hours, which equates to approximately
five quarters.
Although University of Western
States (UWS) only recently started
their master’s program, Kawaoka says
they have 20 students enrolled. UWS’
master’s program is a two-year
program consisting of 64 credits of
which, Kawaoka says, “30 are earned
in the DC curriculum and 34 in the
stand along master’s program.”
For those future and current chiropractors interested in seeking this type
of master’s degree, they should be
aware of the requirements prior to
entering the program.
Something Goodman says is essential is, “a strong background in science.”
To enter Logan’s master’s program,
Goodman says six hours each of
biological sciences, chemistry, and
physics/kinesiology/exercise
science/biomechanics, and three hours
of college-level math are required.
“In addition, the applicant would
need a GPA of 2.5/4.0 or above from the
highest degree earned and a combined
score of 750 on the general sections of
the GRE,” says Goodman. “Or in the
case of Doctor of Chiropractic students,
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passage of all parts of Part I of the
Chiropractic National Board Exam.”
According to Rau, Life’s chiropractic
students without an undergraduate
degree can apply once they’ve
completed 180 quarter hours or 120
semester hours.
He goes on to say that “all students
must have taken at least one college
level with a grade of C or better in
anatomy and physiology, and chemistry and physics. Students must also

have a 3.0 [GPA] during the last 60
semester/90 quarter hours and take the
Graduate Record Exam (GRE) or
Miller Analogy Test (MAT).”
Once accepted into the master’s
programs, students will be able to gain
experience and knowledge through
internship opportunities.
Kawaoka says UWS’ master’s
students will do their practicum in
high school training rooms and
community colleges.

Goodman says Logan works hard to
make sure all internships are offered
with each individual student in mind.
“All of our master’s graduates
complete a six credit hour internship,”
says Goodman. “In the case of our
Doctor of Chiropractic graduates, this
internship is completed following graduation of the doctoral program. Dr.
Laney Nelson works with each master’s
student to tailor an internship experience unique to the individual graduate’s desire and need.”
Rau adds, “Our students work in
collegiate training rooms, serve as assistant strength coaches on NCAA Division I sports teams, provide chiropractic
care for NAIA and NCAA collegiate
athletes, as well as working in exercise
physiology labs and cardiac centers.”
Although the benefits of a master’s
degree seem clear, there is still a hesitance for some who believe they can
do without. Rau, however, says other
schools should consider adding or
building a master’s program in some
form of sports or rehab.
“There is talk of a move away from
diplomates in the various disciplines to
master’s degrees,” says Rau. “None of the
chiropractic diplomates, except for the
Diplomate of the American Chiropractic
Board of Radiology (DACBR), are well
recognized outside our field, whereas
academics and layman alike can understand the value of a master’s degree.
“Secondly, there is no time in the
already crowded curriculum within the
colleges of chiropractic for more material. The master’s degree offers the
opportunity to be taught by PhDs and
other experts in their fields the material that better prepares the doctor of
chiropractic to work with athletes,
develop strength and training
programs, and or rehabilitation
programs.”
MELISSA HEYBOER is the

Assistant Editor of Chiropractic
Economics. She can be reached at
904-567-1540 or
mheyboer@chiroeco.com.
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your secret patient protection agency
As the world and the profession morph from analog entities into digital ones,
it is important to be mindful of confidential health information.
By L A U R A G R E E N E - o R N D o R F F, B S , R T ( R ) , D C

D

ID YOU KNOW YOU MAY BE
INADVERTENTLY RELEASING

CONFIDENTIAL PATIENT

INFORMATION IN E - MAIL AND

P OWER P OINT PRESENTATIONS?

If you send patient images via
e-mail for second opinions or
include them in PowerPoint
presentations, you may be placing
your patient’s information in jeopardy. One way to protect them and
you is to be sure you remove any
patient identification from the
image(s) by using the anonymizing
function on a Digital Imaging and
Communications in Medicine
(DICOM) viewer.
A DICOM anonymizer is
computer software that removes all
identifying data from a DICOM
file. If this function is not available,
screen capturing software, such as
Screen Hunter and !Quick Screen Capture, can be
used to take a screenshot of the image and assist
in removing patient identifiers.

PhI and hIPAA
An implication of the Health Insurance Portability and Accountability Act (HIPAA) prohibits the
unauthorized release of patients’ protected health
information (PHI).
PHI, according to HIPAA, includes any individually identifiable health information (United
States Department of Health and Human Services). Identifiable refers not only to data that is
explicitly linked to a particular individual (that’s
identified information) but includes health information with data items that reasonably could be
expected to allow individual identification such as
name, date of birth, social security number, and
study identification number.
The Privacy Rule protects all “individually
identifiable health information” (known as PHI)
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that is held or transmitted by a covered entity or
its business associate, in any form or media,
whether electronic, paper, or oral.
Individually identifiable health information
includes demographic data that relates to:
The individual’s past, present, or future physical
or mental health or condition;
The provision of healthcare to the individual; or
The past, present, or future payment for the
provision of healthcare to the individual and
that identifies the individual, or for which there
is a reasonable basis to believe it can be used to
identify the individual.
As mentioned earlier, individually identifiable
health information also includes many common
identifiers, such as name, address, birth date, and
social security number.

Please convert
Remember, quirks of Microsoft’s PowerPoint software or your own inexperience in using
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computer programs may result in
unintended release of PHI. Make it a
practice to convert files into other
forms such as PDF prior to using them
in a PowerPoint presentation.
This way, when a file is available for
download or transfer, the information
is protected.
Don’t be fooled: Images used in
PowerPoint presentations that contain
PHI are often cropped.
The creator may not realize that
cropped areas are not deleted; they are
simply hidden. The images can later be
reverted to the original size, revealing
previously hidden PHI. Cropping
alone doesn’t keep you from unintentionally releasing PHI.
The Internet and e-mail have made
public release of PowerPoint presentations and images nearly effortless.
Follow these simple points of PowerPoint etiquette that will help you to
avoid the inadvertent release of PHI:
Do not use PHI in a note field
Do not try to hide PHI on a slide
Do not include PHI in image file
names
Be sure that cropped areas that may
have had PHI have been deleted
Select the option in PowerPoint to
save files as “read only” so that others
cannot manipulate text and images.
If you haven’t already, develop a
clear policy for your office and your
staff on the placement of PowerPoint
files and sending images via the internet. E-mail and electronic sharing of
information are no more private than a
postcard.
The simple steps outlined above will
help protect you, your practice, and
your patients.
LAURA GREENE-ORNDORFF , BS, RT(R),

DC, is the radiology department chair and a
professor of clinical sciences at Sherman
College of Chiropractic. Greene-Orndorff is
also the founder and developer of Carolina
Health Imaging, a freestanding multimodality
imaging center in Duncan, S.C. She can be
reached at lorndorff@sherman.edu.

38

ChIRoPRACTIC ECoNomICS

•

APRIL 20, 2010

w w w. C h I R o E C o . C o m

PRACTICECENTRAL

The trend is techno
What you need to know about managing your practice through technology
By B h A R o N h o A G

A

DOCTOR RECENTLY SOLD HIS

PRACTICE IN ORDER TO RELO CATE TO ANOTHER PART OF THE

COUNTRY.

He purchased and was a proficient
user of a comprehensive software
system that supported his clinical notes
and documentation as well as streamlined his front office patient relations,
claims, billings, and collections.
The doctor who bought the practice
didn’t want the software as part of the
deal, preferring to rely on the manual
processes that have been used for
decades.
This “retro” point of view flies in the
face of current conditions and trends
and it calls for a re-examination of why
technology increasingly belongs in the
chiropractic office: Third-party payers
continue to reduce and deny claims.
To maintain practice prosperity, even
survival, you may see expanding
patient population as the answer. This
in turn generates a new issue for you:
how to handle higher patient volume
while continuing to deliver quality care.
Administratively, you are further
pressed by government, insurer, and
regulatory demands to reduce
paperwork.
You know you need a way to
respond to these challenges and the
reality is technology-based solutions
represent virtually your only option.
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Selecting a technology solution
Managing with technology begins with
the selection of a solution, which is not
always an easy task. New systems pop
up continuously, some laudable in their
performance and scope, others
addressing narrow issues and slipping
into the mix as somebody’s “good
idea.” Some offerings are complex
beyond reason, inhibiting staff acceptance and use. Others are too spare to
have real value.
In selecting a solution there are a
number of important considerations,
among them:
Your software is a tool. It does not
necessarily replace anything; rather, it
should speed, simplify, and enhance
what you do.
The techno-adage “garbage in-garbage
out” (GIGO) applies. Quality input
remains paramount.
More is not necessarily better.
Providing claims analysts with too
much information can intimidate
and confuse them — to your
disadvantage.
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Understandability

is an absolute, so
your solution should observe some
recognized protocol or standard,
such as the Medicare Guidelines.
Customization is critical. You should
be able to keep your existing practice
methodology intact and be able to
tailor the software operability and
output to your preferences.
Insist on implementation services so
you will be able to exploit the full
potential of your system right away,
virtually impossible if you try to
implement it on your own.
Be sure your vendor has a history.
When you make an investment in
technology, you need to know the
provider is stable and will be around
to support it.

Using the technology
Software solutions usually comprise
notes and reporting systems (clinical),
practice management systems (office),
or a combination of the two.
A comprehensive, contemporary
chiropractic software solution begins at
the front door and ends with payment
for the treatment, each step or phase
conducted in an electronic, paper-free
process.
Collections thus are handled readily
through the integration of the clinical
office software and the practice
management software, but not all bills
submitted are paid on time. Ideally, the
software incorporates an “aging” file
that indicates various stages of past-due
billings. With this information at hand,
front office staff can perform collection
calls to unstick past-due billings or
determine the reasons for delay.
The value in the clinical information
and the practice management information residing together in single patient
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files in a single electronic database
cannot be overstated. The elimination
of paper in the multifaceted stream of
office activities means documentation
is less likely to be lost or mislaid, and
when documentation is required, a few
keystrokes will produce it.
Since practices are essentially
specialized small businesses, the software must have the ability to produce
management reports that analyze practice performance under various scenarios and metrics. If you don’t know
where you’ve been, it’s hard to know
where you’re going, and performance
reports help provide the foundation for
decision-making and practice progress.

working with automated processes
The rationale for any automated
process is to reduce tedious manual
activity and replace it with replicable
routines. This is noble, but it can be
carried too far. One example in chiro-
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practic office technology is the use of
macros.
In concept this works; in practice,
the shortcuts it enables can be
problematical.
For example: When a claims analyst
looks at several claims from the same
doctor that repeats the same SOAP
note verbiage over and over, verbatim.
Reasonable or not, an auditor may
begin to wonder if the treatment events
claimed actually took place at all.
It is human nature to want to eliminate unnecessary work, but doing so
should not risk sacrificing authenticity
to 10-second note production. SOAP
notes are the basis of documentation
and documentation is the basis for
remuneration, so doctors must strive
to find a balance between speed and
quality.
In acquiring software solutions, they
can achieve that balance, but they
should recognize there are limits to
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how severely they can trim the notes
and documentation process and still
support adequately their requests for
payment. If it’s too fast or too easy, it’s
probably going to fall short.
Manual processes are yesterday. But
whether in the back office seeing
patients or in the front office seeing
them out the door, you need to match
the technology to your purposes —
not the other way around.
BHARON HOAG , chief consultant

of ACOM Health Chiropractic
Consulting Group, has worked in
the chiropractic profession for 11
years and taught for eight, developing his
unique “nondoctor” approach through
ownership of four clinics and management of
up to nine. He can be reached through
www.acomhealth.com.

See what an ideal, technology-managed
office visit might resemble by visiting
www.ChiroEco.com/IdealVisit.
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Code 97112:
friend or foe?
Understanding the proper use of this code
will benefit not only insurance carriers, but
you and your practice as well.
By k AT h y m I L L S C h A N G
HE PROPER REPORTING OF NEUROMUS-

T

CULAR RE-EDUCATION (NMR) IS ONE

OF THE MORE SIGNIFICANT CODING

This
is partly because many definitions of
NMR exist, and there are many different interpretations of these definitions.
While there isn’t one universally
accepted definition, it generally refers
to a treatment technique or exercise
performed by an individual with the
purpose of improving — via the nervous system — the level of communication between the body and the brain.
The NMR process also encompasses
proprioceptive training. Proprioception
is defined as the sense of the relative
position of neighboring parts of the
body.
The proprioceptive system provides
feedback solely on the status of the
body internally. It is the sense that
indicates whether the body is moving
with required effort, as well as where
the various parts of the body are
located in relation to each other.
There are clinical indications for
providing proprioceptive training by a
chiropractor. The more significant
quandary to solve, however, is how to
report the work you’re doing, and
whether that is by the code 97112.
CPT defines NMR as follows: 97112
therapeutic procedure, 1 or more areas,
each 15 minutes; neuromuscular reeducation of movement, balance, coordination, kinesthetic sense, posture, and/or
proprioception for sitting and/or standing activities.
In describing what services can be
included under this code, the AmeriDILEMMAS FACED BY CHIROPRACTORS.
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can Medical Association (AMA) has
clarified that “some common examples
of this service include proprioceptive
neuromuscular facilitation (PNF),
Feldenkrais, Bobath, BAPS’ Boards,
and desensitization techniques.”
Given this code is a therapeutic
procedure, it requires complete oneon-one attendance during the therapy.
Depending on your state rule, that
could mean with the doctor or a qualified and properly trained team
member.
Because the description of this code
includes PNF stretching, it’s often
billed in chiropractic offices for muscle
work performed by a doctor or
massage therapist.
The AMA has clarified, saying, the
description of the service is more
specific.
From a CPT coding perspective,
code 97112 is intended to identify
therapeutic exercise designed to retrain
a body part to perform some task the
body part was previously able to do. It
is not intended to identify massage to
increase circulation, etc.
For this reason, it’s strongly recommended you don’t use 97112 for musclerelated work within the confines of a
chiropractic treatment plan. There are
other codes better suited for describing
this type of work.
Additionally, doctors who practice
certain techniques may use a wobble
chair or vibration plate and describe it as
NMR and code it 97112.
Patients using the wobble chair or
vibration plate are often doing so without direct one-on-one attendance and
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without proper documentation of why
these services are being provided. For
that reason, using code 97112 is problematic.
From an insurance billing perspective, utilizing code 97112 requires a
significant amount of medical necessity
and the ability to meet the medical
review policy of the carrier.
For example: Aetna has a very
specific medical review policy
concerning the use of 97112.
John Davila, DC, a recognized
expert in compliance for the profession, says:
“In the defense of chiropractors from
insurance company audits, we have seen
carriers use little known policies to
restrict the use of 97112. Here is an
example of how Aetna places a restriction on 97112/NMR as seen in Aetna’s
Clinical Policy Bulletin:
Physical Therapy Services - Number:
0325
Neuromuscular Re-education - This
therapeutic procedure is provided to
improve balance, coordination, kinesthetic sense, posture, and proprioception
to a person who has had muscle paralysis and is undergoing recovery or regeneration. Goal is to develop conscious
control of individual muscles and awareness of position of extremities. The procedure may be considered medically
necessary for impairments which affect
the body’s neuromuscular system (e.g.,
poor static or dynamic sitting/standing
balance, loss of gross and fine motor
coordination, hypo/hypertonicity) that
may result from disease or injury such
as severe trauma to nervous system,
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cerebral vascular accident and systemic
neurological disease. Standard treatment
is 12 to 18 visits within a 4-6 week
period.
In these types of scenarios where the
doctor incorrectly reported the service to
the carrier, there is little chance of the
doctor’s victory because now the issue is
not as nebulous as medical necessity.
Now the issue at hand becomes, was the
doctor’s billing compliant with the insurance carrier’s policies.”

Aetna is not the only entity to imply
that 97112 is best used for treatment of
an upper motor neuron lesion. Certain
Blue Cross Blue Shield carriers
consider 97112 to be experimental. In
the vignette of the service that would
describe the use of 97112 from the
AMA, they clearly indicate a scenario
in which the treatment is for a cerebrovascular accident (CVA).
A woman has a right CVA resulting
in a left spastic hemiplegia. Although

she can move her arm, she has no functional use of it, as her increased muscle
tone results in a flexion synergy in
which she adducts her shoulder, flexes
her elbow, and pulls her hand into a
tight fist. In order to diminish the spasticity during her daily activities, the
provider applies deep pressure, then
internally rotates the patient’s upper
arm, extends the elbows, pronates the
forearm, and extends the patient’s
fingers and thumb. This combination of
movements releases the spasm, and with
manual guiding from the provider, the
patient is able to practice grasping, holding, and releasing large objects.
Because neuromuscular re-education is such a confusing service to fit
into a standard chiropractic treatment
plan, it’s recommended doctors
educate themselves completely about
the proper use of the code.
Typically, active rehab programs
include the functional goal to improve
a patient’s ability to do something they
now lack the ability to do.
Many of these services commonly
performed in chiropractic offices
would be accurately described using
code 97110, therapeutic procedure, one
or more areas, each 15 minutes; therapeutic exercises to develop strength and
endurance, range of motion and
flexibility.
It relies greatly on the functional
goals stated by the doctor and the
components of the treatment plan to get
the patient to maximum improvement.
If you’re going to use muscular reeducation in your practice, be sure to
clearly understand the medical necessity guidelines, a carrier’s medical
review policy regarding the code, and
your desired outcomes.
KATHY MILLS CHANG is the

founder of her own consulting
firm, assisting doctors with finding
financial and reimbursement ease
in practice. She also serves as
Foot Levelers’ insurance advisor. She can be
reached at Kathy@kathymillschang.com or
through www.kathymillschang.com.
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Rev up your
rehab readiness
One of the easiest and most
cost-effective ways to add to
your practice’s bottom line —
while providing a valuable
service to your patients —
is by adding rehab services.
By m A R C S E N C E R , m D

R

EHAB PROCEDURES ARE DIVIDED

INTO PASSIVE AND ACTIVE CARE .

Passive care generally consists of
physical modalities, such as hot/cold
packs, electric muscle stimulation,
ultrasound, etc. These are treatments
you apply to the patient.
A good rehab program, however,
should focus on active care.
Active care consists of specific rehab
exercises that require the participation
of the patient. Although there may be
similarities, rehab exercises and equipment are usually not the same as exercises done in a health club or gym.
Active care exercises may be further
divided into acute phase, consisting of
pain reduction and range of motion,
and the later phase, which consists of
increased strength and coordination.
It is well documented that Medicare
and most private insurers will reimburse active care at higher rates than
passive care. In addition, most payers
think passive care is only appropriate
during the acute phase of treatment
and will not continue to pay for it
beyond that.
The current standard of care
requires passive modalities be
supplanted with active care within
several weeks of injury.

who will supervise?
Once you decide to add rehab to your
practice, you need to figure out who
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will supervise and do active care with
your patients.
As a chiropractor, it is certainly
within your scope to do it yourself.
Unfortunately, in a solo practice you
will not have the time to adjust
patients and also do rehab. You may be
able to delegate some of this work to
an associate or an exercise physiologist
working under your supervision.
If you are going to delegate, be sure
to check state board rules as to who can
do rehab therapy and what’s considered
adequate levels of supervision.
The best way to add a first-class
rehab department to your practice is to
hire a physical therapist (PT).
Although there will be an increase in
overhead, this will be offset by the
many advantages to having a PT in
your office.
With a trained PT on board, you
will be free to practice chiropractic
while rehab goes on without your presence required. This will also help you
get referrals from medical doctors for
your rehab department. Without a PT,
medical doctors simply won’t refer.
You can also market physical therapy separately, thus increasing your
potential patient base.

Rules to follow
State laws. As with all services you
offer, it is important to check state laws.
For example: At least two states prohibit

physical therapists from being employed
by doctors (including medical doctors)
and at least one (New York) prohibits a
chiropractor from hiring a PT.
You should also check guidelines for
advertising therapy and rehab. In some
states you cannot use these terms without a PT.
Equipment. You may be tempted to

buy the latest high-tech equipment, but
don’t do it. You can start with an exercise ball and mat, a treadmill, an exercise bike, and a wall-mounted pulley
system.
As your patient load increases, use
the profits to buy “better” equipment.
Remember, with a good treatment
team you can do a great job for your
patients without fancy equipment.
medicare. Be aware that in order to bill
rehab therapy to Medicare, you will
need a PT. Medicare allows some
others such as a physician assistant to
bill under direct supervision of an MD,
but this is too costly to be practical.
Medicare has its own system for
counting minutes, and all of the exercise
codes are timed. In addition, Medicare
has a one-on-one rule, which prohibits
seeing more than one patient at a time.
Fortunately, Medicare allows a PT to
supervise physical therapy assistants so
additional patients can be seen.
Medicare has capped physical ther-
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apy benefits annually, per beneficiary. This means you must
check new or returning patients to be sure they have not met
the cap already, and to verify the benefits they currently have.
It is worth noting that Medicare has a separate cap for
occupational therapy. You may want to consider adding
occupational therapists to your rehab department if you
have enough patients who will utilize these services.
A complete discussion of Medicare rules is beyond the
scope of this article, but you should be aware of the basics.
Even with all of the restrictions, it can still be profitable to
see Medicare patients in a rehab practice, and as long as you
follow the rules you will be fine.
Seek the counsel of a good practice management consultant and a healthcare attorney prior to seeing Medicare
patients for any new service.
Adding rehab services to your practice is a win-win for you
and your patients. Just be sure to do your due diligence.
Know the costs and potential profits and all of the rules
going in and you will reap the rewards.
MARC H. SENCER , MD, is the president of MDs for DCs,

which provides intensive one-on-one training, medical
staffing, and ongoing practice management support to
chiropractic integrated practices. He can be reached at
800-916-1462 or through www.mdsfordcs.com.

50

ChIRoPRACTIC ECoNomICS

•

APRIL 20, 2010

Test yourself
Test your knowledge about what you should know when
adding rehab services to your practice with this true or
false quiz.
❑ 1. In order to do rehab well, you will need expensive
high-tech equipment.
❑ 2. Chiropractors are allowed to hire physical
therapists (PTs).
❑ 3. Medicare rules stipulate therapists must be one-onone with the patient during timed exercise codes.
❑ 4. Adding a PT will increase the potential for MD
referrals.
Answers: No. 3 and no. 4 are true.
No. 1 is false. For most rehab patients, you can do a very
good job with basic equipment.
No. 2 is a trick question. In most states a chiropractor can
hire a PT, but there are two states where a PT may not
work for any physician, and at least one state where they
may not work for a chiropractor.
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Rehab Products
Chiropractic Economics is pleased to present the profession’s most comprehensive Rehab Products
Directory. The information in the resource guide was obtained from questionnaires completed by the
listed companies. Companies highlighted in RED have an advertisement in this issue.
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A2Z Health Store.Com
888-303-3131
www.a2zhealthstore.com

Banner Therapy Products Inc.
888-277-1188
www.bannertherapy.com

Chiro Design Group
512-301-0821
www.chirodesigngroup.com

Dynatronics
800-874-6251
www.dynatronics.com

Access Equipment Corp.
888-463-1381
www.usedchiropractictable.com

Bennett X-ray
800-972-9776
www.bennettxray.net

Chiro One Source
866-318-3251
www.chiro1source.com

Erchonia
888-242-0571
www.erchonia.com

Activator Methods International
800-598-0224
www.activator.com

BioEx Systems Inc.
800-750-2756
www.bioexsystems.com

Chiroflow
800-308-3069
www.chiroflow.com

Essence Therapeutic Innovations
800-508-1937
www.essencetherapeutic.com

Adagen Miami Corporation
866-918-2345
www.spinaprogram.com

BioPosture
877-246-1510
www.BioPosture.com

ChiroInnovations
800-667-1969
www.Chiroi.com

Exercise To Heal LLC
866-432-5356
www.exercisetoheal.com

Advanced Back Technologies Inc.
877-398-3687
www.extentrac.com

Blue Spring International
866-470-4930
www.doctorspainformula.com

ChiroPlanet
888-364-5774
www.ChiroPlanet.com

Fitness Plus Equipment
866-360-0858
www.fitnessplusinc.com

Advanced Musculoskeletal Therapies
800-270-1141
www.d-actor.com

BML Basic
800-643-4751
www.bmlbasic.com

ChiroSlumber
888-958-2008
www.chiroslumber.us

Fitter International Inc.
800-348-8371
www.fitter1.com

Advanced Rehab Consultants LLC
866-914-2003
www.advancedrehabconsultants.com

Body Core
888-330-7080
www.backbuilder.com

CommVantage
866-399-4009
www.commvantage.com

Foot Levelers Inc.
800-553-4860
www.footlevelers.com

Allman Products Inc.
800-223-6889
www.AllmanProducts.com

Body Logic
214-378-6100
www.ebodylogic.com

Core Products
800-365-3047
www.coreproducts.com

Game Ready
888-426-3732
www.gameready.com

Amrex Electrotherapy Equipment
310-527-6868
www.amrex-zetron.com

Bodyline Comfort Systems
904-262-4068
www.bodyline.com

Corrective Strategies RX
608-751-0625
www.correctivestrategies.com

General Physiotherapy Inc.
800-237-1832
www.g5.com

Anabolic Laboratories
800-445-6849
www.anaboliclabs.com

BodyZone.com
770-922-0700
www.bodyzone.com

Cozy Hold
800-559-2699
www.cozyhold.com

GMP FITNESS
888-467-3488
www.gmpfitness.com

Ann Unicare
800-378-5367
www.annunicare.com

BQ Ergonomics LLC
303-991-8802
www.bqergonomics.com

Crescent Products
800-989-8085
www.crescentproducts.com

Graston Technique
866-926-2828
www.grastontechnique.com

AquaJogger
800-922-9544
www.aquajogger.com

Brookdale Medical Specialties Ltd.
800-655-1155
www.brookdalemedical.com

Cryoderm
800-344-9926
www.cryoderm.com

H2O Massage Systems
866-783-0668
www.H2OMed.com

Austin Medical Equipment Inc.
800-382-0300
www.austinmedical.com

Bryanne Enterprises Inc.
877-279-2663
www.bryanne.com

CuraMedix
877-699-8399
www.curamedix.com

Harlan Health Products Inc.
800-345-1124
www.HarlanHealth.com

Avicenna Laser Technology Inc.
888-284-5273
www.avicennalaser.com

CDM Sport
800-400-7542
www.backsystems.com

Cypress Creek Marketing
800-549-5773
www.wondawedge.com

Hausmann Industries Inc.
888-428-7626
www.hausmann.com

Axiom Worldwide
877-438-0663
www.axiomworldwide.com

Cert Health Sciences
866-990-4444
www.certhealthsciences.com

Davlen Associates Ltd.
631-924-8686
www.davlendesign.com

Healthways
800-486-6613
www.healthways.com

Back Support Systems
800-669-2225
www.backsupportsystems.com

Chattanooga, a Division of DJO
800-592-7329
www.chattgroup.com

Diamond Spine Fitness Inc.
281-371-2225
www.diamondspinefitness.com

HeartPak Ltd.
877-557-8732
www.purecardio.net

BackProject Corporation
888-470-8100
www.BackProject.com

CHI Institute
800-743-5608
www.soundvitality.com

DocuRehab Software Inc.
561-776-8108
www.docuadjust.com

Hill Laboratories Co.
610-644-8598
www.hilllabs.com

Ball Dynamics International LLC
800-752-2255
www.fitball.com

China-Gel Inc.
847-364-0353
www.chinagel.com

Dr. Pete Gratale’s Power Centering
www.powercentering.com

Human Touch By Interactive Health LLC
866-369-9426
www.interhealth.com
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HydroMassage
800-699-1008
www.hydromassage.com

Lloyd Table Company
800-553-7297
www.lloydtable.com

Meyer Distributing Company
800-472-4221
www.meyerdist.com

PHASES Rehab
800-231-0518
www.phasesrehab.com

Hygenic Corporation/Thera-Band
800-321-2135
www.thera-band.com

Lordex
281-395-9512
www.lordex.com

Miridia Technology Inc.
888-647-4342
www.AcuGraph.com

Pneumex Inc.
800-447-5792
www.pneumex.com

IMPAC Inc.
503-581-3239
www.impacinc.net

Lords International
800-222-6372
www.lords-international.com

Morgan Professional Products
800-403-5295
www.morganprofessionalproducts.com

Polar Products Inc.
330-253-9973
www.polarsoftice.com

Inform for Life
800-234-8325
www.InformForLife.com

Lotus Brands
262-889-8561
www.lotusbrands.com

Mueller Sports Medicine
800-356-9522
www.muellersportmed.com

Posture Perfect Solutions
604-985-0634
www.evolutionchair.com

Ingen Technologies
800-259-9622
www.ingen-tech.com

LSI International
800-832-0053
www.lsiinternational.com

Multi Radiance Medical
800-373-0955
www.MultiRadiance.com

PrescriptionBeds.com/
Strobel Technologies
800-457-6442
www.PrescriptionBeds.com

Innovative Healthcare Solutions
561-791-1198
www.ihs-health.com

Martike Products
800-995-8865
www.stopneckpain.com

MyoMed/BioForce Inc.
866-696-6330
www.myo-med.com

Integral Orthopedics Inc.
866-608-2225
www.mollersupport.com

Massage Warehouse
800-910-9955
www.massagewarehouse.com

Neck Orthotic Inc.
586-727-7557
www.neckorthotic.com

International Medical Electronics Ltd.
800-432-8003
www.magnatherm.com

Matlin Manufacturing Inc.
334-448-1210
www.matlinmfg.com

Neuro Resource Group
972-665-1810
www.nrg-unlimited.com

JTECH Medical Industries
800-985-8324
www.jtechmedical.com

Matrix Sales & Marketing
800-628-3162
www.matrixorthopaedics.com

Neuromechanical Innovations
888-294-4750
www.neuromechanical.com

Judah Manufacturing
800-618-9793
www.judahmanufacturing.com

Mavidon
800-654-0385
www.mavidon.com

Next Generation Therapeutics
866-609-1212
www.ngtlasers.com

K-LaserUSA
866-595-7749
www.k-laserusa.com

MD Global Medical Products
914-500-3894
www.mdgmp.com

Noromed Inc.
800-426-0316
www.noromed.com

Kelly Kinetics
406-453-9880
www.kellykinetics.com

Medco Sports Medicine
800-556-3326
www.medcosupply.com

Oakworks
800-916-4603
www.oakworks.com

Kinesio USA
888-320-TAPE
www.kinesiotaping.com

Medi-Stim Inc.
800-363-7846
www.medi-stim.com

OBUSFORME
888-225-7378
www.obusforme.com

Kustomer Kinetics Inc.
800-959-1145
www.kustomerkinetics.com

Medical Electronics Inc.
866-633-4876
www.meditronics.net

OPTP
800-367-7393
www.optp.com

Lakeside Chiropractic Seminars Inc.
704-892-8584
www.LakesideSeminars.com

MediCordz by NZ MFG LLC
800-886-6621
www.nzmfg.com

Pain & Stress Center
800-669-2256
www.painstresscenter.com

Laser Health Products
727-804-7754
www.laserhealthproducts.com

Medistik-Natureteq Inc.
877-469-4006
www.medistik.com

Panasonic
570-823-0854
www.panasonic.com/chiro

Laser Therapeutic Technology Inc.
800-235-3540
www.laserhealing.net

Meditech International Inc.
888-557-4004
www.bioflexlaser.com

Parker Laboratories Inc.
800-631-8888
www.parkerlabs.com

Laser-Therapy
877-527-3750
www.ColdLaserTherapy.us

MedX Corporation
800-876-6339
www.medxonline.com

PeakXL Products
866-494-5030
www.peakxl.com

Lifeline International
800-553-6633
www.lifelineusa.com

MedX Health
888-363-3112
www.medxhealth.com

Performance Health/Biofreeze
800-246-3733
www.biofreeze.com

LifeTec Inc.
800-822-5911
www.lifetecinc.com

Mettler Electronics Corp.
800-854-9305
www.mettlerelectronics.com

Perspectis Inc.
866-586-2278
www.backvitalizer.com
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Prince of Peace/Tiger Balm
510-723-2428
www.popus.com
ProMed Products
800-542-9297
www.promedproducts.com
Pro-Solutions for Chiropractic
877-942-4284
www.pro-adjuster.us
Quantum Products Inc.
800-307-7909
www.chiro-supplies.com
Ramar Industries Inc.
800-559-2699
www.cozyhold.com
Rehabilicare Inc.
800-213-4013
www.rehabilicare.com
Rehabilitation Management Specialists
866-734-2202
www.123rehab.com
Remington Health Products
888-333-4256
www.drinkables.com
Rich-Mar Corporation
800-762-4665
www.richmarweb.com
Ridge Medical Products
866-321-1732
www.maxpainrelief.com
ROMFAB
818-787-6460
www.quickgym.com
Safety Tubs LLC
972-641-1500
www.safetytubs.com
Sammons Preston
866-472-4476
www.rolyanchiro.com
Scrip Chiropractic Supply
800-747-3488
www.scrip-inc.com
SCRIPHESSCO
800-237-5652
www.hessco.com
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Serola Biomechanics Inc.
800-624-0008
www.serola.net

thechirobook
800-333-3301
www.thechirobook.com

SIDMAR
800-330-7260
www.sidmar.com

TheraLase
866-843-5273
www.theralase.com

Sigma Instruments
704-776-9500
www.sigma-instruments.com

Therapeutica Inc.
800-348-5729
www.therapeutica.com

Simple Slant
866-928-5100
www.simpleslant.com

Thomson Delmar Learning
800-347-7707
www.delmarhealthcare.com/
Massage_Therapy

Skytech Medical Systems
530-344-1624
www.betterbusinesspractice.healthy
wize.com

THOR Laser Inc.
877-427-3229
www.thorlaser.com

Solica Corp.
866-486-6848
www.Solicacorp.com

Topical Biomedics
845-871-4900
www.topricin.com

Sombra Professional Therapy Products
800-225-3963
www.sombrausa.com

Tough Tables
877-231-8833
www.toughtables.net

Soothing Touch
505-820-1054
www.soothingtouch.com

TPK/Back Saver Wallet
800-433-4653
www.backsaverwallet.com

SpiderTech
416-494-1444
www.spidertech.com

Tranquil Touch
800-903-5340
www.theraposition.com

Spinal Reflex Analysis
877-259-5520
www.spinalreflex.com

USA Laser Biotech Inc.
877-423-6169
www.usalaser.biz

Spinetronics
866-500-8725
www.spinetronics.com

V-Juv LLC
800-729-8922
www.myvjuv.com

StimTrainer Inc.
678-799-7612
www.stimtrainer.com

Ventura Design
913-239-8465
www.posturepro.com

Swedish Backcare System
770-850-9150
www.mastercare.se

Vital Age International Inc.
208-578-0800
www.vitalage.com

Sweetwater Natural Products LLC
888-666-1188
www.sweetwaternaturalproducts.com

Viztek
904-226-0340
www.viztek.net

Synergy Therapeutic Systems
800-639-3539
www.synergyrehab.com

Waterwise
800-874-9028
www.waterwise.com

Techno-Derm
305-892-4588
www.spineforce1.com

Wellness Distribution Inc.
800-723-4360
www.wellnessbeds.com

The Anteater
724-827-2167
www.anteateradjust.com

Williams Healthcare Systems
800-441-3650
www.williamshealthcare.com

The Saunders Group
800-779-2044
www.thesaundersgroup.com

Yamuna Body Rolling
800-877-8429
www.yamunabodyrolling.com

The Vitality Depot
866-941-8867
www.TheVitalityDepot.com

Zimmer Medizin Systems
800-327-3576
www.zimmerusa.com
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The wonder years
Integrate your practice into a comprehensive retirement plan
By L A R Ry J E N S E N , m B A , A N D k E I T h P I N k E R To N , m B A , C FA , A S A

R

ETIREMENT

— A DISTANT THOUGHT TO

MANY; AN IMPOSSIBLE DREAM TO

Will you become one of the
successful chiropractors that sells their practice when they want and at their desired
price? Or will yours be one of the many that
will never sell?
While most business owners can tell you
every last detail of their operations, few can
tell you the first thing about positioning
their company for sale or how to maximize
the proceeds they will eventually receive.
The first thing you need to do is identify
the important factors to address before
attempting to sell your business.
There are many factors that can affect
what ultimately happens to a practice and its
owners, and there are details you need to
shepherd in developing the plan leading up
to the sale or transitioning of your practice.
It also briefly addresses the need to integrate
the transition of your practice into a longterm retirement plan.

undermine a deal faster than even a hint of
doubt about the company’s books.

SOME .

your best bet
The most important thing, whether you
presently intend to sell your practice or not,
is to always operate as if the practice were
currently listed for sale. Having a mindset
focused on maintaining a premium practice
positions your business for sale in such a
way that may dramatically increase the ultimate value you receive. Do not put yourself
in the situation of having to explain to
potential buyers why the business will
produce different results for them then you
are currently harvesting.
Accordingly, you should get your financial
“house” in order. To complete the metaphor,
you know the cleanest house on the block
will sell at a premium. Your practice will be
no different. You can increase the price by
making sure everything about the business is
squeaky-clean — including the office, equipment, and business records. Nothing will

w w w. C h I R o E C o . C o m

Easing concerns
While audited financials provide the best
insurance for a buyer, they may not be
worth the cost. Reviewed or compiled financial statements, also prepared by a CPA but
for less money, can ease possible concerns
the buyer may have regarding the accuracy
of the books.
At a minimum, you should solicit suggestions from your CPA on how to improve
your record keeping. Information quality is
important to a buyer and there is no better
way to achieve that level than by cleaning
up your financial statements and having a
CPA look them over — years, not days in
advance of a sale.
This also means that you should structure
your practice to eliminate nonbusiness
expenses and to shed unrelated assets. Many
of you most likely have expenses on
your
books
reflecting
purely
personal items
not related to
operations. Do
not count on
such expenses
being “added-back”
to the profits of the
business; many buyers are
reluctant to accept paying for
questionable “profits.”
Sustainable cash flow
The primary factor affecting value in most
businesses is sustainable cash flow. You
should realize that for every dollar of “tax
deduction,” you save a maximum of $0.40
in taxes. But if businesses in your industry
sell for a multiple of five times some
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measure of cash flow, you may have
just cost yourself $5 (five times $1) in
value to gain that $0.40 tax benefit.
(Remember, this is an example — in
practice you should be very wary of
relying on “rules of thumb” concerning
practice valuation.)

history of successfully achieving plans
and can help reassure the incoming
chiropractor.
But even this process would be a poor
substitute for creating a well-thought out
projection of where the company is likely
to be in two years to five years.

The value of any asset is directly impacted by the
returns that it will provide to the incoming doctor.
If you are in a position where the
sale of your business may occur in the
next five to 10 years, it is time to “clean
up” the financial results and run only
essential expenses through the business.

Forecasts and predictions
It should be noted that the types of
business records desired by buyers go
beyond a presentation of historical
results. Simply preparing and meeting
the budget again and again creates a
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Business forecasts should attempt to
identify and quantify the destination as
well as a plan for reaching it. These
should be grounded in reality. If a
company has a history of achieving their
projections, it lends credibility to future
projections at the time of sale.

Reduce dependency
One simple way to increase the salability of a practice is to reduce its
dependence on you. While it may

APRIL 20, 2010

seem counter intuitive, the more a
practice is dependent upon its owner,
the less sustainable value it will have —
all else being equal.
This means that after seeing
patients, one of your biggest priorities
should be to build a strong, competent
management team. In fact, your goal
as an entrepreneur is to make yourself
obsolete. That way, a buyer won’t have
to replace you.
Many new owners admit that it is
reassuring to have experienced staff
knowledgeable of the business’
intricacies. A highly-trained workforce
represents an asset buyers are often
willing to pay a premium to get.
You may want to consider obtaining
employment agreements from key
employees well in advance of a sale, as
failure to do so could undermine the
strategy.
Regardless, the goal should be to
create systems that allow the practice

w w w. C h I R o E C o . C o m

to function smoothly even if you are
not in the office.

Analyze your worth
Another relevant issue relates to
whether you have a good idea what
your business is worth. There are
many factors which are commonly
considered — anything from a “rule of
thumb” to a discussion with fellow
chiropractors.
While these types of sources may
impart reliable information, each could
be dangerous, particularly in the
current economic environment. If you
don’t have a reliable and independent
analysis of the value of your business,
you should obtain one.
After all, if you don’t know with
some certainty what the value of your
business is and how it was calculated,
how can you enhance its value or at
least make sure you don’t diminish
what is already there? Do you know

w w w. C h I R o E C o . C o m

and understand what value drives in
your industry? In a nutshell, it is all
about cash flow, risk, and growth, and
how these three factors interrelate.
As doctors, you are aware of the
need to stay current. Did you know
this extends beyond the frontiers of
chiropractic? It should. The most likely
buyers for your practice will probably
come from either a new practitioner or
one of your competitors interested in
growing their practice.
Possessing a basic understanding of
the competition may help you
correctly position your business in
response to their perceived needs for
meeting consumer demand.
You should also be aware that
buyers are most often only concerned
with the future. The value of any asset
is directly impacted by the returns that
it will provide to the incoming doctor.
Because value is driven by the
future, historical results are only

important to the extent that they help
you understand what may occur in the
future. This condition results in buyers
that are willing to pay more — often
substantially more — when the
economic and industry outlook is
either good or improving.
The main point here is the importance of beginning the planning process
early — thus allowing more time to ride
out economic downturns and to sell
when opportunity knocks or the
outlook becomes more optimistic.
LARRY JENSEN ,

MBA, is the
accounting manager
and KEITH A.
PINKERTON , MBA,
CFA, ASA, is the director of valuation services
at Hooper Cornell P.L.L.C., a CPA firm located
in Boise, Idaho, specializing in healthcare
services. They can be reached at 208-3442527, ljensen@hoopercornell.com,
kpinkerton@hoopercornell.com, or through
www.hoopercornell.com.
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DATEBOOK
BodyZone.com
770-922-0700
May 15–16, Atlanta
May 20, Jefferson City, Mo.
May 22, Minneapolis
June 12–13, Minneapolis
June 26, Des Moines, Iowa
Oct. 2–3, Wisconsin Dells, Wis.
Nov. 20–21, Atlanta

DC Mentors
800-570-5272
Sept. 17–18, Squaw Valley, Calif.
EON Systems
727-298-5502
May 6, Webinar
May 27, TBA, Fla.
Erchonia
888-242-0571
May 1–2, Newark, N.J.
May 8–9, Detroit
May 13–16, Orlando, Fla.
May 15–16, San Diego
May 15–16, Omaha, Neb.
May 22, Monterey, Calif.
May 22–23, Las Vegas
June 12–13, Scottsdale, Ariz.
June 19–20, United Kingdom
June 25–27, TBD
June 26–27, San Diego
June 26, Oahu, Hawaii
June 26–27, Albuquerque, N.M.
July 17, Burlingame, Calif.
July 17–18, Coeur d' Alene, Idaho
July 17–18, Rutherford, N.J.
July 24–25, Salt Lake City
July 31–Aug. 1, Austin, Texas
Aug. 20–22, Portland, Ore.
Aug. 21, Burlingame, Calif.
Aug. 21, Manhattan, N.Y.

Breakthrough Coaching
800-723-8423
Aug. 5–7, Chicago
Nov. 4–6, Orlando, Fla.
California Chiropractic Association
916-648-2727
June 11–13, Reno, Nev.
Chiro Advance Services Inc.
715-635-5211
April 30–May 1, Minneapolis
Sept. 17–18, Minneapolis
Cox Seminars
800-441-5571
July 17–18, Boston
Sept. 18–19, Portland, Ore.
Oct. 9–10, Fort Wayne, Ind.
Nov. 12–14, Lombard, Ill.
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Aug. 28–29, Lexington, Ky.
Sept. 11–12, Orlando, Fla.
Sept. 11–12, Atlanta
Sept. 17–19, Chicago
Sept. 18, Portland, Ore.
Sept. 18–19, Omaha, Neb.
Oct. 9–10, Phoenix
Oct. 15–17, Boston
Oct. 16–17, Arlington, Va.
Oct. 23, Boston
Nov. 6–7, Jackson, Miss.
Nov. 6–7, Chicago
Nov. 11–14, Los Angeles
Nov. 13, Houston
Nov. 13–14, Portland, Maine
Nov. 20–21, Orlando, Fla.
Dec. 3–5, Tampa, Fla.
Dec. 4, Las Vegas
Dec. 11–12, Scottsdale, Ariz.
Dec. 11–12, New York
Foot Levelers
800-553-4860
May 1–2, Ft. Worth, Texas
May 1–2, Portsmouth, N.H.
May 8–9, Allentown, Pa.
May 15–16, Greenville, S.C.
May 15–16, Portland, Ore.
May 15–16, Williamsburg, Va.
June 5–6, Greensboro, N.C.
June 5–6, Youngstown, Ohio

June 5–6, Milwaukee
June 12–13, Denver
Graston Technique
866-926-2828
May 1–2, Toronto, Canada
May 1–2, Boston
May 22–23, Las Vegas
June 5–6, Indianapolis
June 12–13, Portland, Ore.
June 26–27, Charlotte, N.C.
July 24–25, Folsom, Calif.
Aug. 21–22, Indianapolis
Sept. 11–12, Lombard, Ill.
Sept. 25–26, Las Vegas
Oct. 16–17, Newark, N.J.
Oct. 23–24, Portland, Ore.
Oct. 30-31, Boston
Nov. 13–14, Las Vegas
Nov. 12–14, Indianapolis
Nov. 20–21, Minneapolis
Dec. 4–5, Boston
Heel Inc.
505-559-2954
July 12, Miami
ICAK-U.S.A.
913-384-5336
June 3–6, Los Angeles
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Integrity Management
800-843-9162
May 1, Minneapolis
June 19–20, Chicago
Aug. 7, Atlanta
Aug. 14, Dallas
Aug. 21, Kansas City, Mo.
Aug. 28, Columbus, Ohio
Sept. 11, Minneapolis
Sept. 18, Chicago
Sept. 25, Philadelphia
Oct. 9, Atlanta
Oct. 16, Dallas
Oct. 23, Kansas City, Mo.
Oct. 30, Columbus, Ohio
Nov. 6, Chicago
Nov. 13, Minneapolis
Nov. 20, Philadelphia
International Chiropractic
Pediatric Association
610-565-3567
May 1–2, San Francisco
May 8–9, Atlanta
May 8–9, St. Louis
May 8–9, Overland Park, Kan.
May 15–16, Toronto, Canada
May 22–23, Chicago
May 22–23, Minneapolis
May 22–23, Philadelphia
May 29–30, Caguas, Puerto Rico
May 29–30, Vancouver, Canada
June 5–6, Detroit
June 12–13, St. Louis
June 12–13, San Francisco
June 12–13, Philadelphia
June 12–13, Toronto, Canada
June 12–13, Overland Park, Kan.
June 12–13, San Francisco
June 19–20, Minneapolis
June 19–20, Vancouver, Canada
June 19–20, Caguas, Puerto Rico
June 26–27, Chicago
July 10–11, Philadelphia
July 10–11, Toronto, Canada
July 10–11, Overland Park, Kan.
July 17–18, Minneapolis
July 17–18, St. Louis
July 17–18, Vancouver, Canada
July 24-25, Caguas, Puerto Rico
July 24–25, San Francisco
Aug. 7–8, Philadelphia
Aug. 7–8, Toronto, Canada
Aug. 14–15, Minneapolis
Aug. 14–15, Overland Park, Kan.
Aug. 21–22, San Francisco
Aug. 28–29, Caguas, Puerto Rico
Sept. 11–12, Caguas, Puerto Rico
Sept. 17–18, San Francisco
Sept. 18–19, Minneapolis
Sept. 18–19, St. Louis
Sept. 18–19, Overland Park, Kan.
Sept. 25–26, Philadelphia
Sept. 25–26, Toronto, Canada

w w w. C h I R o E C o . C o m

Oct. 2–3, Minneapolis
Oct. 2–3, St. Louis
Oct. 2–3, San Francisco
Oct. 2–3, Overland Park, Kan.
Oct. 9–10, Philadelphia
Oct. 16–17, Caguas, Puerto Rico
Oct. 16–17, Toronto, Canada
Nov. 6–7, St. Louis
Nov. 6–7, San Francisco
Nov. 6–7, Overland Park, Kan.
Nov. 12–14, Caguas, Puerto Rico
Nov. 13–14, Philadelphia
Nov. 20–21, Toronto, Canada
Dec. 4–5, Caguas, Puerto Rico
Dec. 4–5, San Francisco
Dec. 4–5, Philadelphia
Dec. 4–5, Overland Park, Kan.
JTECH Medical
800-985-8324
May 22–23, San Francisco
June 5, Dallas
June 26–27, San Francisco
Oct. 2–3, Los Angeles
Oct. 23, Chicago
Nov. 20–21, Los Angeles
King Bio
828-398-2071
June 5–6, Asheville, N.C.
KMC University
888-820-7778
Aug. 20–21, St. Louis
Oct. 8–9, Seattle
Koren Specific Technique
800-537-3001
May 15–16, Alberta, Canada
May 22–23, Irvin, Calif.
Meditech International Inc.
May 14–16, Canada
May 29–30, Canada
June 11–13, Canada
July 16–18, Canada
Aug. 20-22, Canada
Sept. 17–19, Canada
Oct. 2–3, Canada
Oct. 22–24, Canada
Nov. 6–7, Canada
Nov. 19–21, Canada
Dec. 10–12, Canada
Minnesota Chiropractic Association
952-882-9411
May 21–23, Minnetonka, Minn.
Neuromechanical Innovations
888-294-4750
May 1–2, Los Angeles
May 22–23, Denver

Nutri-West
800-443-3333
April 30–May 2, Tarrytown, N.Y.
May 1, Ames, Iowa
May 1–2, Denver
May 1–2, Seattle
May 8, Wichita, Kan.
May 15, Pleasanton, Calif.
May 15–16, Tulsa, Okla.
May 22, Minnetonka, Minn.
May 22, Miami
May 22, Philadelphia
May 22–23, Tysons Corner, Va.
June 5–6, Atlanta
June 5–6, Seattle
June 5–6, Wichita, Kan.
June 11–13, Reno, Nev.
June 12, Moosic, Pa.
June 26, Irvine, Calif.
July 10–11, Madison, Wis.
July 17, Pittsburgh
July 17–18, Metairie, La.
July 17–18, San Francisco
July 29–Aug. 1, Gulf Shore, Ala.
Aug. 7, Pittsburgh
Aug. 7–8, Dallas
Aug. 11, LaVista, Neb.
Aug. 13–15, Kansas City, Mo.
Aug. 14–15, Sacramento
Aug. 20–22, Hampden, Colo.
Aug. 27, Nashville, Tenn.
Aug. 27–29, Kissimmee, Fla.
Aug. 28, Fresno, Calif.
Sept. 11, Harrisburg, Pa.
Sept. 18, Redding, Calif.
Sept. 18–19, Atlanta
Sept. 24–26, Raleigh, N.C.
Sept. 24–26, Seattle
Oct. 1–3, Anchorage, Alaska
Oct. 1–3, Chicago
Oct. 2, Philadelphia
Oct. 2–3, The Berkshires, Mass.
Oct. 2–3, Fargo, N.D.
Oct. 9–10, Santa Barbara, Calif.
Oct. 9–10, Seattle
Oct. 9–10, Jackson, Miss.
Oct. 15–17, Minneapolis
Oct. 22–24, TBD, Calif.
Oct. 22–24, Des Moines, Iowa
Oct. 22–24, Atlanta
Oct. 30–31, Portland, Ore.
Nov. 6, Philadelphia
Nov. 6–7, Minneapolis
Nov. 6–7, Salt Lake City
Nov. 6–7, Tampa, Fla.
Nov. 13, Dallas
Nov. 13–14, Santa Barbara, Calif.
Nov. 20–21, Honolulu
Dec. 4, TBD, Calif.

Dec. 4, Philadelphia
Dec. 4–5, Chicago
Palmer College of Chiropractic
866-592-3861
Aug. 12–14, Davenport, Iowa
Oct. 15–17, San Jose, Calif.
Parker College of Chiropractic
800-266-4723
May 6–9, Dallas
June 10–13, Dallas
July 8–11, Dallas
Aug. 5–8, Dallas
Sacro Occipital Technique
Organization – USA
781-237-6673
May 22–23, Whittier, Calif.
June 26–27, Whittier, Calif.
July 31, Whittier, Calif.
Aug. 21–22, Whittier, Calif.
Sept. 25–26, Whittier, Calif.
Nov. 20, Whittier, Calif.
SpiderTech/Nucap Medical
416-490-4000
May 1, Miami
May 15, Atlanta
May 22, New York
May 29, Phoenix
June 5, Seattle
June 12, Canada
June 19, Boston
June 26, Canada
July 10, Dallas
July 10, Philadelphia
July 17, Portland, Ore.
July 24, Denver
July 31, Canada
Aug. 7, Cincinnati
Aug. 14, Canada
Aug. 21, Baltimore
Sept. 18, Kansas City, Mo.
Oct. 2, San Antonio
Oct. 16, Orlando, Fla.
Oct. 30, Raleigh, N.C.
Nov. 13, Pittsburgh
Nov. 20, Canada
Nov. 20, Albuquerque, N.M.
Target Coding
800-270-7044
May 1, Phoenix
May 4, Webinar
May 6, Webinar
May 11, Webinar
May 13, Webinar
May 25, Webinar

For a searchable list of more seminar and show dates, visit www.ChiroEco.com/datebook.
Submit your event dates at www.ChiroEco.com/datebook/submitevent.html.
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The online resource for future doctors of chiropractic.

Listen to your patient’s feet
The feet have a story to tell and it may be time you listen.
By k E v I N w o N G , D C

H

AVE YOU TAKEN A GOOD LOOK

AT YOUR PATIENT ’ S FEET

LATELY ? You should start by
looking at your own feet.
Slip off your shoes, take off your
socks, and give your feet a good look.
What do you notice? Are there any
calluses, corns, or bunions? Do your
feet look red or do your toes look
cramped and pushed together? When
you compare your two feet, do they
look different from one another?
The feet are the body’s foundation
and it is important to make sure that
foundation is level and well supported.

Demonstrate
To give your patients an idea of the
connection their feet have with the
spine and the rest of their body, here’s
a good demonstration for them to do:
Have the patients stand up with
their legs comfortably apart and put
their hands on their hips. Instruct

them to roll their feet inward as far as
they can and hold that position for a
few seconds.
Ask if they feel the pressure on the
inside of their ankles, inner knees,
outer hips, or lower back?
Have them roll their feet back to
being level again. Ask if they notice
how the pressure on those joints was
reduced as they did this?
Rolling the feet inward caused the
arches of the feet to excessively overpronate. You were recreating a scenario
that occurs in more than 80 percent of
the world’s population. Some inward
rolling of the feet is normal, but for
many, the dropping of the arches is so
serious it causes pain and problems in
the feet, ankles, knees, and/or lower
back. Some of these joints may even be
causing pain for your patients.
Long-term problems will result from
any of these conditions if the proper
treatment is not sought.

what to do
Evaluate your patients’ feet. Once the
connective tissue in the feet stretches,
it is permanently stretched out to some
degree.
So if your patients are having problems with the arches in their feet, they
will most likely need the arch support
from now on.
You want to keep their feet stabilized
so their arches don’t get any worse,
which would contribute to problems all
the way up their kinetic chain.
Remember, the feet are telling you a
story. Are you listening?
KEVIN WONG , DC, is a 1996

graduate of Palmer College of
Chiropractic West. He is an expert
on foot analysis, walking and
standing postures, and orthotics.
He also travels the country speaking about
spinal and extremity adjusting while
practicing full time in Orinda, Calif.

Brought to you by your industry leaders

800-553-4860
footlevelers.com
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800-321-2135
biofreeze.com

800-882-4476
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Parker College.......................................................................................56
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Pro-Emu ..................................................................................................71
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SOMBRA ..............................................................................................43
Spenco.....................................................................................................17
Spider Tech............................................................................................45
Standard Process ...............................................................................2-3
Standard Process ................................................................................70
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Target Coding........................................................................................63
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TheraLase ..............................................................................................47
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BE ThE NExT wINNER! REGISTER ToDAy

Card Pack Plus

+ Savings
+ Discounts
+ Free Items

Doctors, check your mailbox for the Chiropractic Economics card pack.
The vendors below have made these special offers available to you.
Review the card pack for complete details about these discounts and
limited-time offers. Respond today or visit www.chiroeco.com/cardpack.

WIN
this

iPad
Entry Form
Enclosed
in Pack

Offers are for a limited time and available only through the card pack
promotions shown here.

Beyond Software

Douglas Labs

Hill Labs

FREE DEMO CD

SAVE 15% OFF

FREE TABLE INFORMATION

507-664-0925

800-245-4440

877-445-5020

www.cnsnotes.com

www.douglaslabs.com

www.hilllabs.com

Biosan Laboratories

Douglas Labs

FREE SAMPLE BOTTLE

SAVE 15% OFF

International Medical
Electronics

800-634-6342

800-245-4440

FREE IN-SERVICE

www.innateresponse.com

www.douglaslabs.com

800-432-8003
www.magnatherm.net

Bodyline Comfort Systems

Dr. Jay Morgan

iSleep

FREE TRAV’LAIR
BACK-HUGGAR

FREE INFORMATION

FREE GIFT

800-828-7750

800-219-3151

800-874-7715

www.drjaymorgan.com

www.isleep.com

Cryoderm

Eon Systems

Laser Therapy

FREE SAMPLES

FREE DEMO CD

RISK FREE TRIAL

800-344-9926

800-955-6448

877-527-3750

www.cryoderm.com

www.eonsystems.net

www.coldlaserequipment.com

Data Trace

Weight Loss Products

Moszkito

24 CE CREDITS FOR $199

FREE DISPLAY

800-342-0454

FREE DIET PLAN
WITH SUPPLY

www.dctracts.com

202-239-2130

www.moszkito.com

www.bodyline.com

480-502-0017

www.hcgmax.com
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The Disc Institute

Hill Labs

Nutra Research

FREE INFORMATION

FREE INFORMATION

FREE OFFER

877-303-3472

877-445-5020

888-386-8872

www.25prepaid.com

www.hilltherapy.com

www.nutraresearch.net
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at www.ChiroEco.com/cardpack
NutriLite

TENSnet.net

PHYTONUTRIENT
REPORT AVAILABLE

FREE WEBINAR

305-853-8367

800-253-6500

www.chiroeco.tensnet.net

www.nutrilitehealth.com

NZ Manufacturing

WIN

Tranquil Touch

FREE CATALOG

800-886-6621

FREE INFORMATION

www.medicordz.com

800-903-5340

this iPad

www.theraposition.com/
distributor

Optimal Health Systems
FREE CATALOG

800-890-4547
www.optimalhealth
systems.com

Parker College
FREE T-SHIRT

800.438.6932
www.parkercc.edu

?

ZYTO
FREE INFORMATION

866-369-2265
www.zyto.com

YOUR CARD
COULD BE HERE.
CALL TODAY!

Quick Notes
FREE INFORMATION

800-899-2468
www.quicknotes.com

BE ONE
OF THE PACK!
CALL A SALES REPRESENTATIVE

SportsMed Press
FREE INFORMATION

TODAY!

www.sportsmedpress.com

Janice Long
904-567-1541
jlong@chiroeco.com

SuperFood Solution

Jeff Pruitt
904-567-1542
jpruitt@chiroeco.com

413-253-1188

12 FREE SAMPLES

877-772-4362
www.nanoreds.com

Tempur-Pedic
FREE PRO PAK

800-790-0475
www.tempurpedic.com

w w w. C h I R o E C o . C o m

Enter
Today!

Joel Morris
904-567-1548
jmorris@chiroeco.com
Stephanie Johnson
904-567-1561
sjohnson@chiroeco.com

APRIL 20, 2010

www.ChiroEco.com
Entries for giveaway must be
received no later than 05/30/10
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PRoDUCTSHOWCASE
Pain therapy
products
ThermiPaq and ThermiBead
from Thermionics Corp. are
hot and cold pain therapy
products. ThermiPaq includes Theramics, which is a clay-based
compound designed to help absorb heat or cold and then slowly
release it at a stable temperature over an extended period of time.
Call 800-800-5728 or visit www.thermipaq.com.

Dietary supplement
Supercritical Extract of Neem Bark from
Organix-South is a dietary supplement
made with organic ingredients. It is
designed to support digestion, skin
health, gastric health, and inflammatory
response.
Call 888-989-6336 or visit http://organixsouth.com.

orthotics
health drink
Aloe Vera Health Drink from Aloe1 is
designed to help delay the aging
process. It is marketed as being
effective in treating and aiding the
body to fight off numerous diseases.
Although there are 180 species of aloe, the Barbadensis-MillerStockton specie is said to contain the highest content of beneficial
properties.
Call 954-564-5504 or visit www.aloe1.com.

5th Avenue from Foot Levelers is a collection of Spinal
Pelvic Stabilizers designed for a woman’s body and
custom-made for her feet and her choice of shoes.
This product is designed to provide all-day wear and
fast break-in. There are a variety of styles and
lengths, and are available for many different types
of shoes.
Call 800-553-4860 or visit www.FootLevelers.com.

Immune health
Liquid phyto-caps
Resveratrol 150 from Gaia Herbs are liquid
phyto-caps designed to deliver 150 mg of
trans-Resveratrol per two capsule serving,
which is marketed as one of the highest
concentrations in the market. Gaia Herbs is a
grower and manufacturer of natural and
organic herbal products.
Call 800-831-7780 or visit www.gaiaherbs.com.

Immune Health from Standard Process
contains Congaplex and Immuplex, which
are designed to help the body naturally
combat microscopic invaders. Immuplex
helps build up the immune system while
Congaplex helps with short-term support.
This product is not intended to diagnose,
treat, cure, or prevent any disease.
Call 262-495-2122 or visit www.standardprocess.com.

Drink mix
Pain-relieving cream
Below zero from zen Organics is an herbal painrelieving cream designed to penetrate rapidly to
sooth sore muscles and joints. Its ingredients include
MSM, a nontoxic ingredient, which helps reduce
inflammation. Formulated with only nontoxic
ingredients, Below zero is recommended for
therapeutic spot treatment.
Call 800-298-9019 or visit www.zenorganics.com.

LivingFuel SuperGreens is an all-natural whole
meal superfood consisting of organic,
wildcrafted, and all natural foods. It is
marketed as having a 2:1 protein-tocarbohydrate ratio and a 2:1 carbohydrate-tofiber ratio. It is also formulated to support the
stabilization of blood sugar level.
Call 866-580-3835 or visit www.livingfuel.com.

For a comprehensive, searchable products directory go to www.ChiroEco.com and click on “Products and Services.”
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CLASSIFIEDMARKETPLACE
T o P L A C E A N A D C A L L T I N A FA R B E R AT 9 0 4 - 5 6 7- 1 5 5 1
EQUIPMENT

PRACTICE MANAGEMENT

PRODUCTS

ENDOCARDIOGRAPH WANTED (Dr. Royal
Lee manufactured) must be in good condition –
I am offering $300.00. Cell number–1-727-7353091. Dr. Lester Bryman
MARKETING

TAKE ACTION NOW... I show Passion and
Purpose Driven Doctors how to Systematize perpetual income flow Utilizing the Internet and
personal development... on Your Time.
www.scottcoletti.com

WHY ADVERTISE HERE?
BECAUSE IT WORKS!
Every ad that runs here, also runs on
our Web site: www.ChiroEco.com
TO PLACE AN AD CALL TINA
FARBER AT: 904-567-1551
MISCELLANEOUS

CHIROPRACTIC MISSION TRIPS:

PRODUCTS

ADD 2 PROFIT CENTERS FOR $1500
Ion Cleanse footbath, single diode, 5 mw cold
laser plus Dr. Winchester instructional DVD on
integrating muscle testing, detoxification and
nutrition into your practice. CALL Dr. Shelly
Dowling–877-315-8638.

Jan.1-5, 2010 Haiti Limited Space available
Jan.6-10 Dom. Republic LSA
February Trinidad/Cuba-Full
April-Cuba LSA
Visit www.mission-chiropractic.com or write
chirorye@aol.com for more info.

DoN’T mISS A
SINGLE ISSUE!
Our free, bimonthly newsletter
provides students with information
on starting their own business,
managing their finances, preparing
for their career, attracting patients,
and more. To sign up FREE, log on to:

SUPPLIES

www.studentDC.com
Classified marketplace Information
To place an ad, fax ad copy with payment
to 904-285-9944 or call 904-567-1547
for more information.
Line Ad Rates: $3.00 per word or number group (eg : phone number) Minimum
$60.

all ads. Visa, MC, Check or Money Order
are accepted methods of payment. No
refunds will be issued for classified
advertisements.
Camera ready ads may be reformatted to
fit requirements. All copy subject to

Boxed Display Ads: $200 per column
inch, no more than 50 words per inch in a
box ad

publisher’s approval. In no event will the

Payment: Full payment must accompany

ceed the cost of the advertisement.
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liability of Chiropractic Economics ex-
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