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More From This Issue
�Learn more about how in-vogue

vitamins and supplements are
regulated by visiting
www.chiroeco.com/vitasupplements.

�William Esteb’s thoughts in our
StudentDC section continue in depth
at www.studentDC.com/prepschool.

More From The Web
�A heightened level of scrutiny

www.ChiroEco.com/scrutiny

�First time’s a charm
www.ChiroEco.com/charm

The TuesdayWebinar Series
Chiropractic Economics webinars are
always available for you to download.
You can choose from a variety of topics
that affects your practice, such as billing
and coding, growing your practice,
documentation, and marketing — all
brought to you by some of the top
experts in the chiropractic profession.

Download any of our webinars at
www.ChiroEco.com/webinar.

Expert Insights
Blogs by Perry Nickelston, Mark Sanna,
Beth Golden, Drew Stevens, Paul Varnas,
and the Chiropractic Economics editorial
staff. Here’s what’s new:

1000 Chiro Tips
Build better relationships with
your patients
Julie Weaver
www.ChiroEco.com/weaver

The Science
of NicheMarketing
Why red flags can go unnoticed
Joe DiDuro, DC
www.ChiroEco.com/diduro

Patients to Profits
Boost your local search ranking
with Google Places
Daron Stegall, DC
www.ChiroEco.com/stegall

Resource Centers
PainRelief
www.ChiroEco.com/xelvagen
�A twist of fate
�Can certain foods help with

pain relief?

Laser Therapy
www.ChiroEco.com/multiradiance
�Blue Light Therapy: A tool for

fighting MRSA
�Can low level lasers help your

patients quit smoking?

Instrument Adjusting
www.ChiroEco.com/neuromechanical
�How important is technique?
�A new addition

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

Job Board
Visit www.ChiroEco.com/jobboard for
employment opportunity listings for:
�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 website section for Canadian DCs
features news from schools,
organizations, and seminars. The site
also includes Canada-specific versions
of Chiropractic Economics. 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

Online Poll
What kind of training works
best for you?
� Online course
� Seminar
� Webinar
� Books
� Personal coaching

To enter your response and
view the results of our last poll,
visit www.ChiroEco.com.

What’s New Online Plus

THE MOST COMPREHENS IVE WEBS ITE FOR THE CH IROPRACT IC PROFESS ION
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you May have Been tolD By your CoMMenCeMent

SPeaker that GraDuation isn’t the end of the
learning process; rather, it is only the beginning.

Writer and educator Robert Hutchins said that “the object of
education is to prepare the young to educate themselves
throughout their lives.” This should accord with your own
understanding of the role leaning plays in life — in many
ways, learning is life.

In this issue of Chiropractic Economics, we
have several stories that address your relationship
with education: as a student and as a lifelong
learner, and also as a teacher of patients and staff.
To reach the pinnacle of your potential, you don’t
just have to be good at educating yourself and
others, you have to be an expert at it.
Some of the key traits that make good teachers

and students are curiosity, confidence, and
communication skills. You cannot fill a cup that
is already full, so “curiosity” means having an
open mind and a willingness to learn. Teachers

and learners constantly make mistakes, so “confidence” is
essential. And it matters little how much you want to learn
or teach if you can’t communicate well.
Consider how these “three C’s” are at work in your daily

practice. Your curiosity is stimulated with each diagnosis
and course of care you prescribe. Chiropractic has many
profound effects on patients, and with every adjustment you
perform you are offered a chance to learn and explore the
limits of your craft.
Your confidence in your abilities and in the efficacy of your

art is your greatest asset. This is why so many chiropractic
coaches and marketing gurus warn against the insidious
effects of fear, which can undermine your professional goals.
Expert communicators master the spoken word and body

language. They study the art of good listening and they
appreciate the power of silence. Well-run practices are
characterized by top-notch communication among doctor,
staff, and patients.
The skills you need to embrace all aspects of education

are fundamental to your profession. They are very much
things you can learn, as you’ll see in the pages ahead.
To your success,

Let me knowwhat’s
on your mind:
904-567-1539
Fax: 904-285-9944
dsosnoski@chiroeco.com
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The three C’s
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EDITOR’SNOTE
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T O P N E W S

Parker transitions to new
name, university status
Parker College of Chiropractic announced it has
achieved university status and will rebrand as
Parker University.

The Dallas-based school cites the name
change as part of an expansion of current
graduate degree offerings and programs with a
focused long-term strategy of educating the
world’s top healthcare and wellness practitioners
for today’s changing healthcare landscape.

Statistics show a shift in the healthcare
industry as costs rise and patients look to
natural, holistic care as an alternative to high
prescription and surgery costs. According to
CDC National Health Statistics, approximately 38
percent of American adults and 12 percent of
children use some form of complementary and
alternative medicine (CAM), which includes
chiropractic, massage therapy, and more.

to read this article in its entirety, visit
www.ChiroEco.com/parkeruniversity.

Source: Parker university, www.parkercc.edu

Repeal of tax provision
heads to president’s desk
The Senate recently cleared legislation that
would remove an unpopular tax reporting
requirement from the Patient Protection and
Affordable Care Act (PPACA), a provision that
even the White House agreed is burdensome to
many small businesses.

A provision in PPACA would require
businesses, including chiropractic practices, to
report and file IRS 1099 forms on all purchases
of $600 or more to the Internal Revenue
Service. Many healthcare groups and small
business associations support the repeal of this

language claiming the provision is too costly
and would bury them in paperwork.

to learn more about this tax provision, visit
www.ChiroEco.com/tax1099.

Source: american Chiropractic association,
www.acatoday.org

NBCE introduces changes to
its E&B Examination
The National Board of Chiropractic Examiners
(NBCE) introduced changes in the format of its
Ethics and Boundaries (E&B) Examination.

The former multiple-choice format has been
replaced with a computer-based essay test that
was developed in collaboration with state board
examiners familiar with regulatory concerns.

Computer-based essay format: The new
format contains essay topics and scenarios in the
areas of boundary violations, fraud, doctor’s
duties and office protocols, and unprofessional
conduct. State boards will be able to customize
the topic selection to fit the unique circumstances
of each individual to be examined.

Grading criteria: Specific grading criteria
have been developed for this examination. For
each of the five essay responses, the examinee
must demonstrate understanding of the
boundary or ethical issue in question.

to read the remaining changes, visit
www.ChiroEco.com/ebexamination.

Source: national Board of Chiropractic examiners,
www.nbce.org

Medicare updates: What you
need to know now
�Medicare enrollment procedures: Beginning
last month, enrollment procedures for Medicare
have changed. Risk levels have been assigned to
provider types. DCs are considered the lowest
risk level, or “limited” risk, to CMS.

The enrollment procedures that will be

required for the limited-risk category will include
SSN checks, licensing checks, NPI verification,
and other routine verifications. CMS is imposing
a $505 application fee on certain providers, but
DCs and other physicians will not be subject to
the application fee.
�E-prescribing: CMS has implemented a program
to encourage providers to electronically prescribe
medications. Doctors who are not electronically
prescribing will have reimbursement penalties
imposed beginning in 2012. There is a lot of
misinformation regarding what a DC must do to
avoid the payment adjustment.

For more Medicare updates, visit
www.ChiroEco.com/medicareupdates.

Source: american Chiropractic association,
www.acatoday.org

C O L L E G E N E W S

LPGA, Palmer partner in
Futures Tour
Future chiropractors working with future
professional golfers was one of the highlights
of the Ladies Professional Golf Association
(LPGA) Futures Tour’s $100,000 Daytona
Beach Invitational.

Joining other partners, the Sports Council on
Palmer College of Chiropractic’s Florida campus
provided chiropractic services to the players
throughout the tournament. This is the first
partnership between Palmer and the LPGA.

Noting that many golfers took advantage of
Palmer’s services, Ryan Ronk, manager of
Tournament Marketing and Sales, said “Having
Palmer’s staff on hand to care for our golfers
provided a very valuable resource for the LPGA
Futures Tour and our event.”

to read more about this event, visit
www.ChiroEco.com/futurestour.

Source: Palmer College of Chiropractic,
www.palmer.edu

CHIROECONEWSflash.com
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CHIROECONEWSflash.com

Parker, Mexican Universities
sign exchange program
agreements
In continuing with Parker University’s dedication
to bringing chiropractic to the people of Mexico,
Fabrizio Mancini, DC, president of Parker, and Dr.
Eulalio Francisco Lopez Milland, rector of the
Universidad Estatal del Valle de Toluca (UNEVT),
recently signed a five-year agreement to
implement a chiropractic student exchange
program between Parker and UNEVT, a public
university located in Toluca, Mexico.

“This program is going to have a tremendous
impact on our students and the students of
Parker,” said Milland. “It will also provide more
chiropractic students to care for the health of
the people in our community.”

to read this article in its entirety, visit
www.ChiroEco.com/mexicanuniversity.

Source: Parker university, www.parkercc.edu

Cleveland student spreads
chiropractic message to
young people
To pursue community outreach efforts and to
promote the profession, Cleveland Chiropractic
College (CCC) student Jennifer Knobbe recently
attended a college fair at Johnson Elementary
School in Kansas City. The event was held to
encourage students to begin thinking about their
future educational endeavors.

Knobbe was one of several people
representing colleges and universities in the
area. The event was a way to stimulate interest
in higher education by offering information with
a personal touch. By encouraging students to
begin planning for their future now, it was
hoped that they would realize the power of
education and where it can take them.

During two hours with 4th and 5th grade
students, Knobbe shared the many aspects of
chiropractic with her audience. In addition, she
outlined her pursuit of chiropractic as a career,
and the education needed to achieve her goal.

For more information, visit
www.ChiroEco.com/knobbe.

Source: Cleveland Chiropractic College,
www.cleveland.edu

I N D U S T R Y N E W S

Chiro One CEO inducted
into local Entrepreneurship
Hall of Fame
Dr. Stuart Bernsen was recently inducted into
the Chicago Area Entrepreneurship Hall of Fame
at its 26th Anniversary Gala Celebration.

Bernsen was recognized for his
entrepreneurial achievements and making a
lasting impact on Chicago’s business landscape.
The Institute for Entrepreneurial Studies at the
University of Illinois at Chicago hosted the event
at the Chicago Hilton and Towers.

“I am incredibly honored to have received this
award by the Chicago Area Entrepreneurship Hall
of Fame and the Institute for Entrepreneurial
Studies, however, I am humbled even more,” said
Bernsen, CEO of Chiro One Wellness Centers.

to learn more about bernsen, visit
www.ChiroEco.com/bernsen.

Source: Chiro one wellness Centers,
www.chiroone.com

Chiropractor attends 19th
Annual Fitness Conference
Anthony J. DeLuca, DC, of Old Bridge, N.J. was
among a select group of doctors of chiropractic
from around the world invited to participate in
the 19th Annual Symposium on Natural Fitness
and Sports in Columbus, Ohio.

Held annually in conjunction with the Arnold
Schwarzenegger Sports Festival, this unique
event welcomes hundreds of enthusiastic
doctors of chiropractic, students, and friends
from around the world.

Sponsored by the Council on Fitness and
Sports Health Science of the International
Chiropractors Association, this event celebrated
its 19th Anniversary in 2011.

A strong advocate of chiropractic for people
of all ages, former governor Schwarzenegger
shared his thoughts about the importance of
chiropractic and his appreciation of its ability to
help people on many levels.

to read this article in its entirety, visit
www.ChiroEco.com/deluca.

Source: Deluca family Chiropractic, www.dfccares.com

H E A L T H N E W S

Prescription costs rising
faster than other medical
goods
According to the Government Accountability
Office (GAO), the cost for the 100 most
common prescriptions has risen faster than
other medical goods.

Since 2006, prescription prices rose 6.6
percent while other medical products only rose
3.2 percent. Rising prescription drug prices
contribute to the national trend of rising
healthcare costs and legislators are taking notice.

Rep. Pete Stark (D-CA), a member of the
House Ways and Means committee, remarked
that, “This report reminds us that this is an area
where we should be looking for savings for
taxpayers and beneficiaries.”

to learn more, visit
www.ChiroEco.com/prescriptioncosts.

Source: american Chiropractic association,
www.acatoday.org







in thiS aGe anD tiMe, life iS full

of haSSleS, DeaDlineS,
fruStrationS, anD DeManDS. For

many, stress is so commonplace that it
has become a way of life. Whether the
stress is mental, physical, climate-
related, or chemically induced, at times
all people can benefit from a class of
nutrients known as “adaptogens.”
Adaptogens were first discovered in

Russia in the 1950s by professor Israel I.
Brekhman, MD, who is best known for
his pioneering work with Siberian
ginseng (Eleutherococcus senticosus). An
adaptogen is a “soft-acting” plant that
helps the body and mind adapt to stress.
Soft-acting plants, unlike the hard-

acting varieties, are nonspecific in their
nature. Adaptogenic action is often the
result of the combination of several
active principles, hard-acting plants or
drugs are more specific and direct in
their action on the body.
To qualify as an adaptogen, a plant

must meet three criteria:
�It must have “fast-acting” properties,
�It must be “nontoxic,” and
�It must promote “normalizing”
functions.
Usually the effects of adaptogens are

felt quickly. Depending on the
metabolism and the health of the
individual, the effects of an adaptogen
should be felt within 24 to 48 hours
(for some people this period may be
longer — up to 30 days).
Adaptogens are extremely safe and

enter and exit the system quickly, in
many cases one to three days, unlike
some varieties of ginseng or Echinacea
that can build up to toxic levels. This is
partly due to the water-soluble nature
of adaptogens.
The third criterion of an adaptogen

is its normalizing properties. These
plants work on the cellular level and
react to what is needed at the time a
person begins to use them. They are
not curative in their effects, rather, it is
believed that they promote homeostasis
and keep the body in balance.

Indications for use
The body doesn’t always distinguish
between physical and psychological
threats. When you are stressed over a
busy schedule, traffic, debt, divorce, or
problems with a friend or loved one,
your body can react just as strongly as if
you were facing a life-or-death situation.
The more your body’s stress system

is activated, the easier it is to trip and
the harder it is to shut off. Your
anxiety level increases, your heart beats
faster, your cells use considerably more
fuel than normal. Long-term exposure
to stress may have serious effects on
the nervous system and cause
headaches, neck, shoulder, and back
pain, and speed up the aging process.
The effects of adaptogens were

studied on a model of physical load
accepted in space medicine and used
regularly for cosmonauts at the MIR
orbital station. The result of the study
showed that the subjects treated with
an adaptogen showed an increase in
physical working capacity of 28
percent over the control group. It was
also noted that adaptogen-treated
subjects had lower heart rates at rest.
As a result, it was determined that

adaptogens be recommended for use
in long space flights to decrease the
level of regulatory system exertion and
increase the adaptive capacities of the
astronauts, a finding that also applies
to regular physical training.

Putting stress on adaptogens
Understanding the role these useful herbs play in
nutritional science can add new tools to your practice.
BY RICHARD DESOTO
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Schizandra chinensis

Acanthopanax senticosus

Andrographis paniculata

Rhodiola rosea

Withania somnifera
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CLINICALCONCERNS

Operative mechanisms
Adaptogens can be likened to a
network support system similar to
your best friend or family member
who is always there for you.
Adaptogens buffer the effects of stress
and increase your tolerance and energy
levels, while reducing free radicals.
Free radicals are metabolic toxins

that can hasten the aging process.
Those taking adaptogens may find
their anxiety level dropping, their
cravings for sweets and caffeine
reducing, and see positive changes in
their sleeping patterns. Richard
Brown, MD, author of The Rhodiola
Revolution,1 notes that his patients
overcame fatigue, had sharper
memory and improved sexual
performance, and eased depression by
taking adaptogens.
Among the well-known adaptogens

are Rhodiola rosea,Withania somnifera

(also called Ashwaganda), Schizandra
chinensis, Acanthopanax senticosus, and
an herb that has similar qualities to an
adaptogen, Andrographis paniculata.

Withania somnifera, in doses of 200
mg with 1.5 percent withanolides, has
shown positive effects in reducing
anxiety, promoting sleep, and easing
inflammation of muscles.
Fried foods and preservatives,

alcohol, excess belly fat, pesticides, and
herbicides combine to put a great deal
of stress on the liver. Schizandra
chinensis, in doses of 100 mg with 0.8
percent schizandrins, helps the body
absorb phosphorous, fights free
radicals, and cleanses the liver. This is
useful because the liver breaks down
fats, filters toxins from the blood, and
repairs blood cells.

Acanthopanax senticosus, in doses of
100 mg with 1.3 percent eleutherosides,
is a shrub found in the Far East and

when used with Schizandra relieves
stress and builds endurance.

Andrographis paniculata has
adaptogen-like qualities. It too is non-
toxic and fast acting. Clinical studies
show that this herb with 300 mg and 4
percent andrographolides assists the
immune system and it can be used to
treat cold and flu symptoms, and
provide sinus and allergy relief. 2-3
When the body and mind are under

stress or strain, cells use more energy
than normal and this is referred to as
“short-term adjustment.” If the stress or
strain continues, the cells have to adapt
and work at higher levels. It is believed
that adaptogenic substances increase
the capacity of cells to manufacture
energy resources and use them more
economically during longer periods of
high demand.
Adaptogens have been called the

“key to well-being,”4 as they shield the
body against the ravages of time, stress,
and disease. Adaptogens release the
body’s own innate resources of energy,
vitality, and strength. They help the
mind and body help themselves.

RICHARD DESOTO is president
of Kare-N-Herbs, a manufacturer
and distributor of adaptogen
herbal supplements. He is also the
producer of The Health Seminar

radio program. His philosophy is, “we were
put here to help each other.” He can be
contacted at RichardD@karenherbs.com or
through www.karenherbs.com.

References
1Brown RP, Gerbarg PL. The Rhodiola Revolution.
Emmaus, PA. Rodale Publishing; 2004.
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RESEARCHRESULTS

Integrative approaches
tomenopause
Sharpen your understanding of hormonal
balancing and estrogen level management.
BY DEBRA MUTH, ND, RN, WHNP, BAAHP

the tranSition to MenoPauSe

Can Be a tiMe of refleCtion

anD inSPiration. Although
transitions of any kind can be
inherently difficult, many women
experience a newfound sense of
freedom and personal growth during
menopause. As one author put it:
“Menopause is a time of great change
— it is the adolescence of older age but
better than the adolescence of youth
because menopausal women have
confidence and experience.”
Women begin to experience

hormonal changes beginning in their
late 30s to early 40s; however, many
women do not realize that their
symptoms are from hormonal changes.
Hormones fluctuate during the lifetime
and the menstrual cycle.
Hormone therapy is an $840-million

industry: Approximately 8 million
women are receiving supplementation
with synthetic hormone therapy using
ethinyl estradiol and progestin. There
are 6 million women who use
synthetic estrogen alone. More than 2
million women are currently using
hormone therapy, and many are
obtaining relief from their symptoms.
Synthetic hormones, known as

“patented,” “conventional,” or
“artificial,” are produced from products
that are usually not found in nature, or
at least not in humans. This is because
natural sources cannot be patented.
The substances are chemically altered
from human hormones, but not
identical in structure or activity to the
natural hormones they emulate.
The most commonly prescribed

hormone replacement in the U.S.

contains a mixture of equilin and
equilenin, along with other additives
that are synthetic. These additives and
coatings may cause their own side
effects including burning in the
urinary tract, allergies, joint aches, and
pains. Synthetic estrogens contain
many forms of estrogen that do not fit
into the estrogen receptors in the body.
In 2002, the Women’s Health

Initiative (WHI) study was released.
The study was a major 15-year research
program to address the most common
causes of death, disability, and poor
quality of life in postmenopausal
women; namely, cardiovascular disease,
cancer, and osteoporosis. During the
first year of the study, there was an
increased risk of heart disease, but over
a six-year period the women actually
had a decreased risk of heart disease.1
The actual risks in the study equated to
eight more breast cancers, eight more
strokes, seven more heart attacks, and
18 more blood clots per 10,000 women.
“Estrogen” is a commonly used term

that includes three different types of
estrogen. Prior to menopause, the
body produces 80 percent estriol, 10
percent estradiol, and 10 percent
estrone. Once women go through
menopause, the ratio of estrogens
change and the body produces 80
percent estrone, 10 percent estriol, and
10 percent estradiol. Estradiol is the
hormone best known for managing
menopausal symptoms.2
During the WHI study, women were

provided with estrogen in oral form.
Oral estrogen creates problems in
postmenopausal women because this
estrogen converts to estrone.

A common estradiol of 1 to 2 mg
actually produces urinary excretion of
16 hydrox-estrone at levels five to 10
times higher than the normal range.3
These metabolites are known for
increasing the risks of breast cancer if
the body is unable to excrete them
properly. The impact of the most
potent carcinogenic metabolites can be
controlled in most patients with
cruciferous vegetables and their active
components.4
The WHI study also indicated that

synthetic progestins contribute to
increased risk of cancer. Other studies
like The Million Women Study showed
a doubled risk of breast cancer in
women using progestins.5
Many of the women who are given

hormone replacement therapy are
severely overdosed with hormones,
which increases their risk for various
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cancers. It is important for post-
menopausal women to undergo
appropriate hormonal testing. There
are various methods of testing
hormones, some believed to be more
accurate than others.
Blood testing is the most common

form of testing used by conventional
practitioners. This type of testing is
usually easy for the patient, and it is
often covered by insurance. However,
the method needs to be adjusted based
on a woman’s age and whether or not
she is menstruating. Salivary testing is
the most common type of testing
performed by functional medicine

practitioners. There are various
companies that provide these services,
and it is important to find one that
uses an extraction method.6
A variety of hormones can be tested

via saliva or blood. It is important to
test estrogen, progesterone, DHEAs,
and testosterone. Whenever possible,
testing free hormones is preferred. Only
testosterone and DHEAs are available in
free form with blood testing, therefore
salivary testing is the preferred method
as it allows free hormone testing with
all of the hormones.
Treatment options can vary from

bioidentical hormone replacement

therapy (BHRT) and synthetic hormone
replacement to herbal therapy. Herbal
therapy provides the safest option for
women concerned about cancer risks.
Bioidentical hormones can be used

safely if the body eliminates the
estrogen metabolites and excess
hormones so they do not store in the
body’s fat tissue. Studies show that
cruciferous vegetables can impact the
most toxic estrogen metabolites, thereby
reducing the risks for breast cancer.4
Every postmenopausal woman has a

variety of symptoms that can result from
different hormonal imbalances. These
symptoms may be from imbalanced
estrogen and progesterone, or from
imbalances in adrenal function. Hot
flashes are commonly thought to be a
result of low estrogen, but they can also
occur from adrenal insufficiency.
It is important to test hormone

levels because symptoms can overlap
and make it difficult to identify which

Hot flashes
Night sweats
Insomnia
Anxiety
Fatigue

Depression
Premenstrual syndrome

(PMS)
Weight gain
Painful intercourse

Decreased sexual desire
Heart palpitations
Mood swings
Loss of scalp hair
Increased facial hair

Symptoms of hormonal disruption:



hormone is causing which specific
symptoms. Progesterone excess can
provoke symptoms of estrogen
deficiency such as hot flashes, night
sweats, and vaginal dryness.
Key supplements can be used as a

basic protocol for all menopausal
women: cruciferous vegetables, white
peony, schisandra, shatavari root,
ginseng, ashwaganda, wild yam, and
rhodiola. These herbs support the
endocrine system, focusing on the
adrenal glands and ovaries. Also, most
women living in the northern regions
of the country need vitamin D
supplementation (which is actually a
hormone, not a vitamin).
Other supplements that can be

helpful are vitamins C, B, and E; the
minerals calcium and magnesium;
DHEA; and evening primrose oil.
Practitioners who purchase these items
need to evaluate the makers’ use of
quality raw ingredients and good

manufacturing practices.
Women who experience hot flashes

can often get relief by taking iodine
supplements on a daily basis. Adding
sufficient black currant seed oil, which is
a good source of gamma-linolenic acid
(GLA), to the diet can also greatly
reduce hot flashes (because many people
cannot convert linoleic acid to GLA).
For each menopausal woman, a

complete history should be taken and
an individual protocol created based
on the presenting symptoms. If you are
new to treating women with hormonal
imbalances, find practitioners who are
willing to mentor you, or attend
seminars that teach the practice of
hormonal balancing.

DEBRA MUTH, ND, RN, WHNP,
BAAHP, specializes in hormone
balancing through an integrative
approach using nutrition and
whole food supplements. Muth

lectures across the country and is a

contributing author to the book Audacious
Aging. She was recently listed among the top
naturopathic practitioners in the greater
Milwaukee area where she practices.
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Do you ever wonDer why a

ChiroPraCtiC Patient

ChooSeS to Stay with you

for care or decides not to return again?
Usually it is the result of what happens
inside the practice.
It starts with the very first

impression that is made, the very first
time a potential new patient calls the
office. What is said and how it is said
is what determines if that person is
going to make an appointment or not.
Ever go to a medical office where

the window is closed, and you stand
there thinking, “Should I knock or
open the window? If I stand here long
enough will someone open the
window and acknowledge me?”
Believe it or not, people make

decisions based on feelings. If you give
some thought to a few basic factors,
you can master the “three E’s” for
building better patient retention.

Engaging is for everyone
When potential patients call your
office to make an initial appointment,
and a friendly, enthusiastic person
answers the phone, it is likely that they
will follow through and make an
appointment. If their questions are
answered accurately and they don’t feel
rushed, if the team seems eager,
forthcoming, and welcoming, then
potential new patients will feel engaged
and want to come to your practice.
When new patients and established

ones are made to feel they are cared
about, then their sense that they made
the right choice in coming to your
practice is strengthened. Excellent
service is one of the main reasons that

people give for returning to a
particular car dealership, jewelry store,
or dentist. The same is true for a
chiropractic practice.
Exceptional selling points are

another reason patients stay. What
makes your practice different from
the others in town? Do you offer a
one-stop practice with multiple
services, so your patients don’t need
to seek out other offices? Are those
services remarkable?
Consider how engaged your staff

and patients feel in your office. Patients
stay because they feel an attachment to
you and your team; they stay because
they have the opportunity to build
solid relationships.

Education is essential
It is often said that education is
the number-one thing that
patients never get enough of.
Education must be continuous;
it must be innovative, and it
must be planned. Teach the
importance of follow-through
and keeping appointments, how
each visit builds on the ones
before, and how every person is
different and responds differently
to treatment.
Ask better questions of your

patients on a daily basis. Patients
like to be heard and have their
opinions respected. Always answer
the four questions:
�What’s wrong?
�Can chiropractic help?
�How long will it take to fix?
�How much will it cost?
Use visuals and give analogies to help

MARKETINGMATTERS

A patient’s point of view
Looking at your practice from your patients’
perspective reveals what you should be doing
to gain and retain the clients that you want.
BY MICHELLE GELLER-VINO

WWW.CH I RO E CO . COM M AY 9 , 2 0 1 1 • CH I RO P RACT I C E CONOM I C S ��



�� CH I RO P RACT I C E CONOM I C S • M AY 9 , 2 0 1 1 WWW.CH I RO E CO . COM

MARKETINGMATTERS

make patients more compliant. When
you or your team feels like a patient is
not fully engaged, do a re-report of
findings. On the first visit, the patient
may have been in too much pain to
really listen and understand your initial
report of findings.
Make time to go over X-rays and

findings so that patients stay engaged
and play an active role in their own
healthcare. You can show your
patients that a chiropractor’s services
go beyond managing back pain.
Many chiropractors struggle with
educating their patients about the

goals of prevention, a healthier
lifestyle, and the importance of
regular chiropractic care in
strengthening the immune system.

Energy is excellent
What does it feel like to enter your
practice? Is it an upbeat and happy
place, or is it flat? In other words, what
is the energy like? If people make
decisions based on feelings, then the
energy they feel in your office must be
elevated, with you and your staff in
high spirits, being warm, caring,
responsive, and passionate. People
respond to passion.
Many successful practices have

morning huddles and weekly meetings
to go over the patients of the day,
discuss special situations, review
upcoming internal and external
marketing, and share other valuable
information. When the team is in

synch and everyone is thinking
positively, then there are positive
physical results.
The law of attraction states that “like

attracts like” and you attract into your
life that which you think about. If you
and your team have outstanding
energy then you’ll attract more of what
you want (and less of what you don’t).
At your next meeting with your

team, put yourself in your patients’
shoes and discuss how engaged they
are feeling, how well-educated they are,
and how they experience the energy of
your practice. Make sure you are
emphasizing the three E’s.

MICHELLE GELLER-VINO is
president of MGV Marketing Inc.
and has more than 28 years’
experience training chiropractic
assistants. She can be reached at

561-392-5206, chiromich@yahoo.com, or
through www.mgvmarketing.com.

When the team is in
synch and everyone is
thinking positively, then
there are positive
physical results.
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the iMPaCt of the internet on

BuSineSS now virtually

requireS all ProfeSSionalS to
be active in the new, interactive “Web
2.0.” The Internet makes it easy to stay
informed about your industry and stay
ahead of your competitors — two
essential keys to success.
To further a practice, the oppor-

tunities available on the Web, including
social media, blogs, and commenting
areas, can build your credibility, develop
patient relationships, and help grow
your professional knowledge.
Today’s Internet users generate new

content and collaborate with one
another, as opposed to only reading
and referencing what is posted online.
There are, however, valid concerns
about the time commitment the “new”
Web requires for busy doctors — a
reasonable concern considering the
value of your time.
On the other hand, it is important

to understand how truly effective it
can be to utilize new tools on the Web.

For example: Profile pages on social

media sites like Facebook are quick to
set up, easy to maintain, and require
only as much time as you care to invest.
Blogs, on the other hand, carry

greater expectations and require a
greater time commitment. Content is
key, with regular postings expected —
at least two to three times per week.
A medical blog provides the

flexibility to address multiple topics
including medical innovations and
research, information learned at
conferences, a Q&A with patient
questions, and personal experiences.
Though more time consuming, this
medium better presents doctors and
their area of expertise to the public,
while bestowing a sense of
understanding and professionalism to
current and potential clients.
Social media outlets are perhaps the

simplest element of Web 2.0 for
chiropractors to get involved with,
especially from a marketing perspective.
It immediately presents a practice to a
large audience, while placing a face to
the name and introducing services.

Forums like Facebook allow you to
regularly interact with prospective
customers. They give you a way to
impart health insights and news to
your patients about recent promotions,
services, changes to your practice, and
employee profiles.
Ways to connect people lie at the

heart of Web 2.0, and you should
consider creating and maintaining
individual business profiles on Facebook
and Twitter (if you haven’t already).
Leveraging forums like these also opens
up opportunities to showcase Web-
specific promotions that may attract
new patients and maintain the interest
of current ones.
In addition to marketing a business,

social media can be used to educate an
audience about wider health issues. A
profile on Facebook or Twitter, for
instance, can also be a news source for
chiropractic patients interested in
learning more about a specific con-
dition, procedure, or treatment related
to the back or spine.
Doctors who post news and articles

Standing out from the crowd
Use the power of Web 2.0 social media to promote your practice,
reach out to potential patients, and set your practice apart.
BY OLIVER MAUSS
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help patients build their
understanding of chiropractic
medicine and can reinforce
the information shared
during an appointment. It
also provides fresh content
for the business to post in its
profile. Interesting
information can intrigue
patients to return and
influence them to repost and
share — the virtual form of
word-of-mouth marketing.
With any presence on the

Web, it is always beneficial to
incorporate the URL link for
your practice’s website into
different online outlets. This
is a way to draw a connec-
tion between mediums,
bringing traffic directly to
the appropriate website.
Otherwise, there is the risk
of losing potential patients
along the way to competing
doctors. Offering your
Facebook and Twitter links
on your business website will
also help to increase traffic.
In fact, larger Web hosts

that provide website design
tools also offer customers
the ability to easily integrate
social media profiles into
the site itself. In other
words, YouTube videos can
be embedded on a webpage
alongside links to profiles
on different platforms.
Integrating links between

websites and embedding
multimedia features also
improves a business’s search
engine optimization (SEO)
ranking. SEO is an important
technique that helps enhance
a company’s online visibility
to search engines like Yahoo
or Google. Optimizing a site’s
content mostly involves
editing the visible text to
include “keywords,” a process

that can be completed by
users of any skill level.
For instance, if you

strategically include appro-
priate keywords throughout
your site in text titles, URLs,
and image captions, you will
help move your website
nearer to the top of the
search engine results page.
Along with using

integrated links and chiro-
practic-specific vocabulary,
your comments on forums
and blogs elsewhere online
can cause a search engine to
better recognize your name
and increase your chances
of a higher ranking. By
raising your website to the
top of the list, you make it
more likely that potential
patients find you before they
find your competitors.
Patients increasingly turn

to the Internet rather than
the Yellow Pages for infor-
mation about services and
goods. Websites involved in
Web 2.0 have become the
destinations of choice for
such consumers. This offers
doctors opportunities to
capitalize on their outreach
and popularity.
Particularly with

personal healthcare, people
seek reassurance that a
doctor is knowledgeable —
social media activity
emphasizes a doctor’s
willingness to communicate
and educate others. Make
sure that your practice is
visible and active online.

OLIVER MAUSS is
the CEO of 1&1
Internet, a worldwide
Web hosting provider.
He can be reached at

610-560-1530, press@1and1.com,
or through www.1and1.com.
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Education and skills
development begin
the day you decide to
be a chiropractor and
the process never
stops — there is
always more to learn,
and there are more
resources available
than ever.
BY SAM BRUCE

Learning
leads to
earning



WWW.CH I RO E CO . COM M AY 9 , 2 0 1 1 • CH I RO P RACT I C E CONOM I C S ��

As a chiropractor,
your most
important job is
the treatment and

care of your patients, but
effectively providing this
valuable service requires
knowledge and adaptation
amid constantly changing
business and market
environments.
Fortunately, innovative new

educational resources are constantly
evolving to assist you in establishing
and maintaining a profitable and
sustainable business model for your

practice. Perhaps the best way to
think of education is as being
an investment.

Investing in your staff
Consider the following
specific educational
resources that can help
you address the weak
spots in your business
model and increase your
practice’s efficiency and
profitability.
One of the most

important factors in the
success of your practice
is a well-trained and
motivated staff. Brandi
MacDonald of True
Concepts Inc. specializes
in chiropractic-specific
leadership and staff
training.
“I follow the model that

Starbucks follows,”
MacDonald says. “Your best
marketing investment is in
your staff, which allows you to
focus on what you are great at
— educating and adjusting

patients. All else in the practice is
delegated to a well-trained, self-directed
team. When staff members know their

roles, and the team is empowered to
run the office, the office grows in
numbers and patients stay longer.”
MacDonald provides four types of

training to help optimize staff
performance. The first is provided by a
series of CDs designed to train
chiropractic assistants, ranging from
the philosophy of chiropractic to the
procedures and systems for running a
cash-based, wellness-focused practice.
The second type of training is

leadership coaching for doctors, with
the goal of increasing retention of CAs.
This can include looking at training
issues, recruitment practices, job
descriptions, performance reviews,
bonus structures, and other factors.
This individualized program is designed
with input from the DC or owners.
For an even more customized

training experience, MacDonald can
visit a practice, observe the staff, and
then run a team-training session based
on her findings. Desired outcomes are
individually designed after talking to
the DCs. MacDonald also offers all-
day “team boot camp” seminars.
How can leadership and staff training

benefit your bottom line? An effective,
self-directed team in your office can
result in increased collections, as your
staff is better able to keep patients on
plans and collect money confidently.
When your staff learns to internally and
externally market your practice, you can
gain more new patients and higher
patient-visit averages.
MacDonald says, “We know that a

well-trained staff is an overhead cost-
cutting factor in itself, as constant
turnover and recruitment is highly
expensive not only in dollars, but also in
time and energy away from the practice
and patients. I am about spectacular
customer service and increased
exposure of chiropractic first—
increased profit is a byproduct of this
model. Investment in the team is key.”

Invest in marketing yourself
The need for effective marketing is
obvious — you can’t build your patient
base if people have never heard of
your practice. MacDonald asserts that
your staff is your best marketing
resource, and marketing consultant
Judy Munroe of Consistent Marketing
Inc. (CMI) agrees.
“Too often,” Munroe says,

“chiropractors simply leave marketing
concerns to the front desk, which leaves
the business in a vulnerable position. If
a key employee leaves the practice,
marketing can simply collapse.”
Well-run practices employ dozens of

marketing techniques every day, and
Munroe stresses that successful
marketing is a complex system of tasks
that includes planning, positioning,
implementation, and tracking. Putting
this system in place requires training
and the involvement of your whole
team, but once effectively implemented
it is self-sustaining and can survive the
challenge of staffing changes or
disruptions.
CMI develops internal marketing

systems for an individual practice in
five steps. First is a visit to the office to
develop an evaluation of current
marketing and customer service
efforts. The second step is to design a
marketing plan and calendar, with
critical due dates for marketing
projects that will ensure a consistent
marketing effort in line with goals.
The third step is an important one:

identifying and promoting the practice’s
“wow” factor. Chiropractic is first and
foremost a personality-based business,
Munroe says, and although it’s impor-
tant to provide your patients with a
unique experience, it’s equally important
for you and your staff to communicate
your office’s “special story.”
What is different and exciting about

your approach or office environment?
Learning how to communicate your
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practice’s unique “brand” to your
patients effectively turns doctors, staff,
and patients into a highly effective
marketing team, an approach Munroe
calls “marketing from the inside out.”
The fourth step concerns direct

marketing services, including ads,
welcome books, patient letters (from
referrals to reactivations), newsletters,
patient appreciation days, and PR
campaigns. Again, keeping it personal
and unique is the goal.
Munroe often sees marketing email

that incorporates flashy design and
fancy templates. “Those are the first to
be deleted,” she says. In this case, less is
more — a simpler design can create a
more personal feel and tends to be
more attractive to potential patients.
The fifth step is measuring the

results. Expect a measurable return on
your investment. If you discover that
one method out-performs another,
update and retool your marketing
plan immediately.
When it comes to marketing a

practice, Munroe stresses the need for
effective communication. It is easy to
focus on a patient’s pain and relief, and
then move on to the next patient.
“Treat and heal,” Munroe advises,

“but then keep in touch!”

Anytime, anywhere
As you strengthen your practice’s
business foundations, another
educational option to consider is
webinars (from “Web” and “seminar”).
These innovative online tools are
popular in many professions for their
efficiency and convenience, and they
can be accessed from the comfort of
your home or practice.
A look at one such program

specifically designed for chiropractors
shows the kind of training available.
The On the Level Webinar Series, co-
sponsored by Foot Levelers and New
York Chiropractic College (NYCC),
covers a broad range of topics in the
business of chiropractic as well as
treatment.

In the business arena, topics include
post-payment audits, which arise from
government agencies or insurance
companies and can be a huge hit on a
practice’s profitability. If an auditor
determines that case notes do not
support the coding under which claims
have been paid, for example, a practice
can be required to return the payments.
A major post-payment audit can

cost hundreds of thousands of dollars,
so familiarity with how they work and
how they can be avoided can make a
major difference to your success.
The webinar offers a detailed look at

what post-payment audits are, why
there has been a rise in the number of
post-payment audits, some of the most
common causes, and what you can do
to defend your practice.
As with health, prevention is the

best approach to such audits, proper
coding of medical documentation is
key. Another webinar in the series,
How to Code the Proper Level of E/M
Services, illustrates simple, accurate
ways to properly code for evaluation
and management services.
Without up-to-date knowledge,

coding can quickly turn into a

nightmare — not only does improper
coding raise the possibility of future
audits, it can alternately result in billing
shortages, leaving unclaimed money on
the table. Coding webinars can be an
effective solution for you and your team.
Not only are webinars convenient,

most are free to attend. Check to see if
CEU credits are available.

Hilary Kelly of Foot Levelers says,
however, “Webinars should be
supplemental to the weekend seminars
in your area. Networking with
colleagues and face-to-face interactions
with the presenters are not aspects that
can be replaced. The valuable techniques
that are shown in these personal
interactions, along with practice insights
from peers, are things that are not as
effectively experienced online.”
Whether you avail yourself of

consultations, seminars, webinars, or
other training opportunities, take the
time to reevaluate your practice’s
business model.
Do you have a system in place that

ensures the crucial tasks of staffing,
management, billing, and marketing
practically take care of themselves?
This should be the goal, as it allows
you to concentrate on what you do
best — treating your patients and
keeping them healthy and pain-free.

Amodel program
Kevin Cunningham,DC, PhD, and vice
chancellor for student success at Palmer
College of Chiropractic, Davenport
campus, stresses the importance of
taking an informed and multifaceted
approach to today’s business environ-
ment for both chiropractic students
and practicing DCs.
“One of our main concerns for our

students,” he says, “is with their
successful transition after graduation
into the business environment and a
profitable practice.
“Think of it in terms of the

proverbial half-full glass. The contents
are the certainties — the things covered
in our core curriculum, for example —

Meet the experts
Kevin Cunningham,DC, PhD
Practicing chiropractor, vice chancellor
for student success at Palmer College
of Chiropractic

Hilary Kelley
Public relations manager at Foot
Levelers Inc., a leading provider of
custom-made Spinal Pelvic Stabilizers
and other healthcare products

BrandiMacDonald
Founder and owner of True Concepts
Inc., coach, author, and international
speaker for chiropractors and staff

JudyMunroe
Founder and owner of Consistent
Marketing Inc., providing marketing
education and consulting to
chiropractors and other healthcare
professionals for 20 years
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but from the top of the liquid to the
top of the glass are the uncertainties of
the marketplace. Minimizing that
uncertainty for our students as well as
our alumni is the goal.”
To address this concern, the college

launched the Palmer Center for
Business Development in 2008, a
three-year co-curricular program
that works in tandem with the core
curriculum to ensure students gain
the business acumen necessary for
success in the field.
The initiative is organized into three

groups of “business modules,” which
start with the basics of entering a
practice and gradually progress to
complex concepts such as financing,
marketing, and insurance compliance.
Backing up these modules, taught by
local practitioners and industry experts
in three-hour sessions on weekends
and evenings, are a series of business-

oriented services provided by the
school’s career center.
As an example of how the program

works, consider the first year’s module,
which introduces core concepts such as
networking, mentorships, and starting
a practice. These concepts are not only
taught in class, but are immediately
backed up with practical experience
through two online ancillary services,
Locus and Palmer Connect.
Students are challenged to begin a

business-oriented self-assessment from
the start of the program. As they begin
to explore communities in which they
might want to set up practice, they can
access the Locus software online and
enter prospective zip codes to see how
many chiropractors are currently in
practice in that area as well as typical
rates in the region.
The searcher can also find out

whether Palmer alumni are in the area

for mentor relationships. Locus is
backed up by another online resource,
Palmer Connect, a Facebook-like
recruiting website for both students
and industry professionals to set up
profiles that allow for productive
“matches” between graduates and
prospective employers or mentors.
Palmer Connect is also used by

Palmer to determine placement rates
for their graduates and to monitor the
crucial benchmarks at years three, five,
and seven of practice — widely
recognized barometers of small
business success or failure.
The second year’s business module at

Palmer offers education in marketing,
selecting appropriate software for a
practice, office design and flow, and
selecting additional sources of income.
Also stressed are the development of

an optimal curriculum vitae and
interview skills, with the latter
strengthened and honed by mock
interviews videotaped for review.
The third year also explores

advanced business concepts such as
commercial real estate, financial and
business planning, business structure,
legal documents, insurance com-
pliance, healthcare networks, and
hiring and managing staff. The
student’s experience is deepened by
both group and individual coaching
opportunities from faculty and experts
from the profession on targeted areas
of concern to the chiropractic
entrepreneur.
A valuable resource for students and

alumni, the program at the Palmer
Center for Business Development also
stands as a useful business paradigm
for even the most experienced
practitioner, and a review and mastery
of its concepts would form a sound
foundation for the profitability and
growth of any practice.

SAM BRUCE is a freelance writer
and editor based in Austin, Texas.
He can be contacted at
kikaida1@netzero.net.







aJaM SeSSion oCCurS when

MuSiCianS iMProviSe

toGether to creatively develop
new material.
A “practice jam session” is a special

kind of team meeting that encourages
the creativity and contribution of your
entire practice team. Holding a jam
session is one of the most effective ways
to maximize the power of your staff.
Each member of your team becomes

enrolled in the overall growth and
prosperity of the practice. The doctor
alone isn’t responsible for setting practice
goals and creating action steps. With a
jam session, every teammember
becomes involved in the process.

Get outside the box
One thing making a jam session
unique is that it is a team meeting held
outside of your practice. A boardroom
or meeting room at a local hotel makes
a great location.
Remember, it doesn’t have to be

costly. Go to someone’s home or hold
the meeting outside in a park. Leaving
the walls of your practice takes people
out of their normal environment and
routine, and it encourages them to
contribute differently than they would
at a typical weekly staff meeting.
Holding a jam session can work for

any size practice as well. Most practices
schedule half a day for their jam
session; however, practices with a large
staff can schedule an entire day with a
midday lunch break.
Hold jam sessions once or twice a

year depending on the needs of your
practice and the level of urgency of the
items you are dealing with.

Questions
and answers
Two weeks prior
to your jam session,
assign your staff the
following question: “If
I owned this practice,
three things I would
do better or differently
to move the practice
forward would be ...” Have them state
their case and give their rationale.
This exercise gets your team to think

creatively. Explain to them that their
answers should look formal and be
between two to three written pages.

Share the feedback
Make a photocopy of each team
member’s feedback. At the jam session,
give a packet of everyone’s feedback to
each staff member.
While you may participate, do not

share your answers, as that tends to
influence the responses of your staff.
Associate doctors are encouraged to
contribute as well.
Prior to sharing everyone’s feedback,

set the ground rules for the discussion
and for establishing a safe environ-

ment. In other words, nobody is bad
and nobody is wrong. You don’t have
to agree with everything that
everybody says.
Don’t belittle anyone’s feedback.

Some contributions may seem
completely off the wall; however, this
encourages discussion, and you might
arrive at something that no one had
considered previously. No level of
contribution should be discounted.
After reviewing the ground rules for

the jam session, establish the rule that
creates a safe environment so that all
team members feel free to contribute
fully. The rules for creating a safe
environment are:
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Rock on!
Hold a practice jam session
to help maximize the power
of your team’s potential.
BY MARK SANNA, DC, ACRB LEVEL I I , F ICC
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�Be fully present;
�Let one person speak at a time —
don’t interrupt;

�Don’t engage in side conversations or
inside jokes;

�Listen intently;
�Treat each other with respect;
�Listen to understand, not to judge;
and

�Be willing to take a risk and share
openly.
You should play the role of master

of ceremonies for the jam session. It is
your role to make sure the rules of the
game are followed.
Encourage the team to stick with

discussion that remains on topic
without stifling creativity. Everyone
should have the opportunity to make a
contribution. Go around the room and
allow one team member at a time to
share. This is best for purposes of
organization and time management.

Create a plan of action
Have one team member write down
all the responses that the team agrees
should become practice priorities.
Ask: “These are all great ideas, but
how are we going to make them into
an action plan?”
Have the team discuss their list of

priorities and create a plan of action by
breaking their suggestions down into
steps they agree can be accomplished.
Break the larger items on your list down
into smaller steps and then assign parts
of the plan to various team members.
Assign each action step to a team

member who is willing to take
ownership of it and then set a specific
date by which time that step should be
completed. This creates accountability
among the team members. This is a
plan of action based on what the team
has created and agreed to do for their
mutual benefit.

Celebrate your accomplishment
After you complete your jam session
and create your action plan, it’s time
to have fun.
Take the team to play mini golf,

laser tag, or go bowling to celebrate
your accomplishment. Do something
that will help you bond as a team.
When you return to the practice,

don’t waste any time going from ideas
to implementation. Have a very sharp
learning curve. Take action and begin
implementing your new ideas right
away.

MARK SANNA, DC, is a member
of the Chiropractic Summit, the
ACA Governor’s Advisory Board,
and a board member of the
Foundation for Chiropractic

Progress. He is the president and CEO of
Breakthrough Coaching, and can be reached
at 800-723-8423 or through
www.mybreakthrough.com.





�� CH I RO P RACT I C E CONOM I C S • M AY 9 , 2 0 1 1 WWW.CH I RO E CO . COM

PRACTICECENTRAL

There is no ‘I’ in team
When you learn to practice as a team,
you’ll start to experience success as one.
BY LYNNE SULL IVAN, DC

havinG a Powerful teaM

arounD you iS CruCial to

your SuCCeSS. When people
come together as a team, share a dream,
and focus on reaching their goals
together, there’s a good chance they’ll
accomplish what they set out to do.
It is much more enjoyable to have a

great team when you feel that they are
all contributing to the practice’s success.
Your patients can feel when your

team is “on,” just as they can also sense
when your team is having issues.
Here are some important qualities of

a powerful team:

They share core values. These shared
values establish the team’s culture,
conduct, rules, and policies. Without
shared values, such as accountability,
integrity, respect, and commitment,
peak performance isn’t possible.
Take some time with your team to

find out what your shared values are.
Are they the focal point of your team?
The best time to do this is at your
team training meetings, which should
be conducted regularly.

They put team first. Sacrificing
individual gain for the team’s greater
good is the price of admission that
members must pay and keep paying
to be on the team.
Personal recognition, interpersonal

concerns, relationships, and any
number of internal and external
issues can challenge a team’s
cohesiveness and should be put into
proper perspective. Whenever
conflicts occur, they must be dealt
with directly, openly, and honestly
without delay.
Most importantly, they must be

resolved to the satisfaction of the
entire team. How is conflict dealt with
on your team? How are group
dynamics affecting team performance?
Criticize team members in private and
praise in public.

Teamwork isn’t a part-time activity.
Make sure your team is aware of this
when they are representing you in the
community.
Teach your team members how to

educate others about chiropractic.
They should be able to define what a
subluxation is and how it causes nerve
interference. They should also be able
to describe what you do and how it
enhances health. If they can’t, most
likely your patients can’t either.

Walk the talk. Team leaders don’t
micromanage; they empower and
inspire individuals to accomplish the
stated objectives.
Ultimately, leaders must take full

responsibility for keeping the team
focused and for accomplishing the
team’s stated objectives. Effective
leaders are upfront and lead by positive
example. Successful leaders embrace
the power of teamwork by tapping into
the innate strengths each person brings
to the table.

Consistent communication. Positive and
honest feedback builds trust and keeps
the team on task.
Providing timely information in a

consistent manner boosts confidence
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and team efficiency. Are you
informed? Is information shared
openly and honestly on your team? Do
negative rumors or gossip exist? Is
every team member encouraged to
address concerns?
Every member on your team must

communicate effectively in order to do
their job. Information conveyed in a
clear and timely fashion empowers a
team to perform at higher levels.

Cross-train and rotate. Cross-training
increases efficiency and makes each
person more productive and valuable
to the team. It also allows team
members to see things from other
perspectives.
Are you qualified to fulfill your role?

Does everyone serve a purpose? Is
cross-training part of your team
approach? If a key member becomes
incapacitated, your team should still be
able to achieve its stated mission.

Teamwork requires training, practice,
and trust. Each member counts on one
another to perform. Just as a
professional sports team works in
harmony, so should your team.

Capitalize on synergy. Synergy happens
when qualified people align on a
common objective.
To create positive synergy, teams

must have the right people in the right
places, all focused on achieving a
common goal.

For example: Employees who are
good with people should be at the
front desk, while more analytical
thinkers should be in the back office.
As the doctor, you should know

how to perform the duties of every
team member and check their work.
All duties and job descriptions should
be documented in your office
procedural manual.
Likewise, a good team member will

want you to check their work and
shouldn’t be put off by this.

Clarify procedures. Successful teams
address the “what ifs” before they
occur and are prepared to take proper
action should a problem arise.
Each member must have a job

description, know office procedures,
and follow a detailed script. Work with
your team on making the scripts their
own and have the ability to relate them
to different types of people.
Does your team pay close attention

to detail? Details don’t make a small
difference, they make all the difference.
Every situation requires a proper
response.

Foster positive attitudes. Each team
member is responsible for staying
upbeat and positive. Personal
problems should be left outside your
office doors.
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In addition to setting the standard,
leaders must know the pulse of the
team and ensure positive attitudes
prevail from everyone. Teams that
foster creative and optimistic thinking
have the proper foundation in place for
unlimited success.

Practice for success. Train the way you
will run your practice and run the
practice the way you train.
If your team members can perform

correctly with you, they will be able to
do well with your patients. It is not
practice that makes perfect, but perfect
practice that makes perfect.

Prepare to win. Preparing to win
requires dedication, hard work, and
training. It also requires visualization
— seeing yourself and your team
on top.
Successful teams know that nothing

but the task at hand matters. Visualize

yourself accomplishing the task at
hand. Make sure you have clear goals
and post them along with your stats in
your back office.
Many successful practices stay

focused and on track. They complete
projects in a timely fashion and
implement new procedures one by
one. Ultimately, they take action, have
a “whatever-it-takes” attitude, and
work on constant and never ending
improvement.

Maintain peak performance.When
people neglect their physical and
mental needs, performance suffers and
they risk entering a state of “burnout.”
Sustaining peak performance

requires constant maintenance. Are
you working out, eating well, and
getting regular chiropractic care
yourself? Is your team? Take time to
rest, reflect, and recharge your
batteries.

Strive for perfection.When each
individual on the team accepts full
responsibility and speaks truthfully
about his or her performance, it builds
team trust.
Is your team open and honest? How

often does your team hold a debriefing
session to review performance and
lessons learned? Those who confront
their failures come closer to reaching
perfection.
When each team member accepts

full responsibility and strives for excel-
lence, trust and performance increase
exponentially. Your office becomes more
about “we” and less about “me.”

LYNNE SULLIVAN, DC, runs a
practice that specializes in families
under wellness care, serves as an
adjunct facility member at Life
Chiropractic College West, and is

a practice coach helping other doctors grow
their practices. She can be reached at 925-
487-4070 or through www.drsully.com.
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the enD of the year iS a

tiMe for refleCtion and
rebirth for most practices.

During the final weeks of the
year, many businesses meet with
staff to review organizational goals.
This is the time to reflect on the
good and to strategize for the year
ahead.
One of the most important year-

end discussions is the traditional
performance review, which began in
the 1920s during the time of Fredrick
Winslow Taylor, the father of scientific
management. During that time,
reviews were used to measure the
output of the manual laborer.
Today, performance reviews continue

to be used in such a manner that there
is an issue with the communication of
output. Typically, many performance
reviews focus less on output and more
on behavior. In addition, they fail to
address real issues because of the
following reasons:

Appraisals aren’t expected. Traditionally,
performance reviews are conducted at the
annual anniversary of the employee’s hire
or near the conclusion of your practice’s
fiscal year.
During this time, however, many

managers are too entrenched with
organizational issues to achieve proper
appraisal timing, content, and feedback.

Appraisals aren’t fair. The largest issue
concerning performance feedback is that
it pits the employee against the employer.
Employees may be castigated or

insulted over personality clashes, while
real issues are completely ignored because
the manager is fearful of conflict.

Conquering the performance divide
Effective performance reviews should be a natural,
everyday part of your practice’s routine.
BY DREW STEVENS, PHD
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Appraisals aren’t balanced. Reviews are
traditionally one sided — manager to
employee. Employees need to be part
of the experience.

Monetary conditions mar the experience.
Performance reviews are meant to
communicate one thing: performance.
Monetary issues have no place in a
review. These are to be separate con-
versations conducted at a later time.
To be clear, organizational

productivity issues are prevalent in the
workplace. Performance reviews help
mitigate concerns by providing
feedback related to organizational
goals and standards.
In addition, reviews are meant to:

�Improve performance by aligning
responsibilities with organizational
goals,

�Improve morale by providing candid
feedback, and

�Reward past performance based on

feedback of inter-office personnel
and customers.
These issues then raise the question:

“Is there a proper method for providing
a better review and gaining the desired
productivity from employees?” The
answer is “yes.”

Offer timely feedback. The best reviews
are conducted monthly and as needed
— not annually.
Research conducted by myriad

universities and consulting firms
illustrates that employees perform
better when they understand in real
time how they are performing. This
means you must meet often with
employees to review goals, ensure
clarity of tasks, and realign perfor-
mance to meet annual objectives.

Encourage employees to provide
feedback. One of the more effective
feedback loops happens when

employees provide their interpretation
of performance.
Prior to the meeting, have your

employees conduct a personal assess-
ment and indicate to you their
evaluation of their behavior,
education, skills, customer service,
and adherence to the practice’s
management objectives.

Have the crucial conversations. The
inability to confront individuals about
performance has undermined many an
organization.
It is imperative to have the crucial

discussions so employees understand
their strengths and limitations.
Withholding information only leads to
future issues.

Money can’t buy happiness. Having
a monetary discussion during a
performance review sends an
incorrect message.
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The purpose of the conversation is
to enhance morale and productivity.
Further, staff members typically leave
poor managers, not poor salaries.
Employees who focus solely on pay
make poor performers and will not be
motivated to work productively.
More importantly, they will not adhere

to individual achievements but rather
focus on the next future opportunity.

The heart of the matter. At the heart of
performance appraisals is an employee’s
effort. The first phase is a measure-
ment of how the employee performs
relative to the position and the standards
of the job. The effort is accomplished
with a review of the job description,
your practice’s policies and procedures,
and individual responsibilities.
The employee’s goals should be

congruent with the strategic direction
of the practice.

For example: If a hotel chain’s

direction is customer excellence, then
the employee’s goals should reflect that.

Be personable, not personal. All perfor-
mance feedback must be objective.
While there are personal elements of

the conversation, feedback is based on
observed behavior and not personality
issues. Pragmatism is paramount for
the proper feedback. Seek change by
issuing content based on observed
behavior not personality disputes.

Decide on mutual action plans.As the
performance process moves toward
achievement and future success, plans
must be made to measure the actions.
Both parties must agree on

deliverables and timeframes. More
importantly, it is your responsibility to
use milestones to measure and
communicate success. Implement key
performance measures to ensure both
parties understand what needs to be

acquired and when.
The myth of performance feedback

is that the process must be short term.
Performance feedback, however,
operates daily to help create a culture
that engages employees and works to
ensure organizational achievement.
Performance feedback is a resource

that aids job satisfaction. When
employees understand their strengths,
have proper relationships with
employers, understand their position,
and know their goals, they can reach
better levels of individual success and
higher productivity.

DREW STEVENS, PhD, is one of
the world’s leading experts in sales
and marketing business
development. He is the author of
six books, including the soon-to-be-

released Ultimate Business Bible for Chiropractors.
He works with chiropractors to help them grow
business. He can be reached at 877-391-6821 or
through drewjstevens@gmail.com.
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Chiropractic Economics is pleased to present the profession’s most comprehensive CE & Post Grad Programs 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.

CE & Post Grad Programs

RESOURCEGUIDE

Abundant Health
916-725-3999
www.abundanthealth.com

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

American Chiropractic Board
of Sports Physicians
712-362-8860
www.acbsp.com

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

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

Apex EDI
800-840-9152
www.apexedi.com

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

BioHealth Diagnostics
800-570-2000
www.biodia.com

Biotics Research
800-231-5777
www.bioticsresearch.com

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

Breakthrough Coaching
800-723-8423
www.mybreakthrough.com

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

BICS2020
404-518-4338
www.bics2020.com

Canadian Memorial
Chiropractic College
416-482-2340
www.cmcc.ca

CCA
916-648-2727
www.calchiro.org

Cessna Consulting
800-548-3141
www.cessnaconsulting.com

Chiro-Manis Inc.
800-441-5571
www.chiromanis.com

Chirocredit.com
860-463-9003
www.chirocredit.com

Chiropractic Economics
904-285-6020
www.chiroecou.myicourse.com

Cleveland Chiropractic
College-Kansas City
913-234-0600
www.cleveland.edu

Concept Therapy
210-698-2254
www.chiropracticprinciples.com

Council on Extremity Adjusting
208-375-7431
www.kevinhearon.com

Data Trace Publishing
Company
800-342-0454
www.datatrace.com

DNFT Seminars
310-657-2338
www.nonforce.com

DrBarbaraSturm.com
734-255-9003
www.drbarbarasturm.com

Erchonia
888-242-0571
www.erchonia.com

Expert Clinical Benchmarks
800-814-8712
www.expertclinicalbenchmarks.com

F/D Enterprise LLC
800-441-5571
www.coxtechnic.com

Florida Chiropractic
Association
407-290-5883
www.fcachiro.org

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

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

Gonstead Seminar
of Chiropractic
800-842-6852
www.gonsteadseminar.com

Graston Technique
888-926-2727
www.grastontechnique.com

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

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

International Chiropractic
Pediatric Assn.
800-670-5437
www.icpa4kids.com

JR Consulting/Dragon
NaturallySpeaking
952-474-3426
www.jrconsulting.info

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

Kinesio Taping
519-979-2663
www.kinesiotaping.com

King Bio SafeCareRX
800-543-3245
www.safecarerx.com

Life Chiropractic College West
800-788-4476
www.lifewest.edu

Life University
800-543-3202
www.life.edu

Logan College of Chiropractic
800-782-3344
www.logan.edu

Loomis Institute
of Enzyme Nutrition
800-662-2630
www.loomisinstitute.com

Lypossage
877-346-1156
www.lypossage.net

Madeira Success Strategies
877-623-3472
www.madeirasuccess.com

Med-Tech USA LLC
407-875-2000
www.medtech-usa.net

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

Metagenics
800-877-1703
www.metagenics.com

MicroCurrent Research
602-952-1560
www.microcurrentresearch.com

Morter Health
Systems/B.E.S.T.
800-874-1478
www.morter.com

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

N.E.T. Inc.
800-888-4638
www.netmindbody.com

National University
of Health Sciences
630-889-6723
www.nuhs.edu

NCMIC
800-769-2000
www.ncmic.com

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

New York Chiropractic College
315-568-3052
www.nycc.edu

Northwestern Health
Sciences University
952-888-4777
www.nwhealth.edu

Palmer College Continuing
Education Department
800-452-5032
www.palmer.edu

Parker Seminars/
Parker University
800-438-6932
www.parkerseminars.com/
www.parkercc.edu

Pettibon Systems
888-774-6258
www.pettibonsystem.com

Science Based Nutrition
937-433-3140
www.sciencebasednutrition.com

Southern California University
of Health Sciences
562-947-8755
www.scuhs.edu

Soapware Inc./Docs Inc.
800-455-7627
www.soapware.com

SpiderTech/Nucap Medical
416-494-1444
www.spidertech.com

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

Spine Research Institute
of San Diego
800-423-9860
www.srisd.com

Standard Process Inc.
800-558-8740
www.standardprocess.com

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

Target Coding
800-270-7044
www.targetcoding.com

The Family Practice
866-532-3327
www.thefamilypractice.net

The Masters Circle
800-451-4514
www.themasterscircle.com

The McKenzie Institute
315-471-7612
www.mckenziemdt.org

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

Transformation Enzyme Corp.
800-777-1474
www.transformationenzymes.com

Ulan Nutritional Systems Inc.
866-418-4801
www.unsinc.info

Ultimate Practice
866-797-8366
www.ultimatepractice.com

University of Bridgeport
888-822-4476
www.bridgeport.edu

Upledger Institute
800-233-5880
www.upledger.com

Vital Nutrients
888-328-9992
www.vitalnutrients.net

Ward Success Systems
925-855-1635
www.wardsuccess.comFor the complete resource guide of services these companies provide, and to view

all of our other complete resource guides, visit www.ChiroEco.com/directory.







iS it Better to Buy or leaSe? That
is a question facing many chiroprac-
tors and others in the healthcare

industry. While virtually everyone
understands the simplicity of buying,
leasing is far more complicated.
Deciding the best strategy is a tough
move for anyone and, obviously, there is
no one correct answer that fits every
situation, or every chiropractic practice.
According to the Equipment Leasing

and Finance Association’s (ELFA)
Monthly Leasing and Finance Index
(MLFI-25), which reports economic
activity for the $521 billion equipment
finance sector, the medical industry’s
preference for leasing equipment
continues unabated, driven by
demographics linked to the “baby-
boomer” generation.
This flies in the face of the potential

negative impact that healthcare reform
legislation could have on the sector,
along with various proposed
reimbursement cuts, taxes, etc. And
overall new business volume for
January 2011 was $4.2 billion, up 24
percent compared to the same period
in 2010 — despite changes in the tax
laws permitting a 100 percent write-off
for many new equipment acquisitions.

Why should you lease?
Equipment leasing is generally a loan in
which the lender buys and owns equip-
ment and then “rents” it to you at a flat
monthly rate for a specified number of
months. At the end of the lease period,
you may purchase the equipment for its
fair market value (or for a predetermined
amount), continue leasing, lease new
equipment, or return it.
Although lease financing is generally

more expensive than bank financing,

in most
instances it is
more easily obtained.
One recent survey by
the Equipment Leasing
Association (ELA) found that
among the Small Business
Administration’s State Small Business
Contest winners, almost 70 percent
leased equipment.
The top reasons given by small

business owners for leasing include the
ability to have the latest equipment, see
consistent expenses in budget
management, help manage company
growth, and avoid down payments.
Leasing offers real advantages,

including reduced cash outflows and
greater control. But that’s not all. A
short list of leasing advantages includes:
�Conventional bank loans usually
require more money up front than
leasing, which generally requires only
one or two payments up front in lieu
of the substantial down payments
often required with purchases.

�Unlike some financing options,
leasing offers 100 percent financing.
That means your practice can acquire
essential operating equipment and
begin using it immediately to generate
revenues with no money down.

�Best of all, the full amount of the
equipment, as well as service,
shipping costs, and maintenance can
be included in the lease. This spreads
the cost over the term of the lease,
freeing up cash flow for a practice
that needs it.

�Leasing provides a hedge against
technological obsolescence by
allowing chiropractors to upgrade
their equipment at the end of the
leasing term.

�At the present time, an operating
lease is not considered to be a long-
term debt or a liability; it does not
show up on a lessee’s financial
statements. This makes the practice
more appealing to traditional lenders
down the road or when financing is
needed. Naturally, a tax professional
should be consulted to determine
what percentage of other types of
leases can be deducted.

When is buying better?
Ownership and tax breaks make buying
business equipment appealing for many
chiropractors, but high initial costs
mean this option isn’t for everyone.
Among the advantages of buying the
equipment needed by the practice:
�The most obvious advantage of
buying is that you gain ownership of
the equipment. This is especially true
when the property has a long useful
life and is not likely to become
outdated in the near future.

�Tax incentives: Imagine an
immediate expensing write-off that,
unlike Section 179, is not limited to
use by smaller practices, or capped at
a certain dollar level. The 2010 Tax
Relief Act boosted 50-percent bonus
depreciation to 100-percent for
qualified investments made after
Sept. 8, 2010, and before Jan. 1, 2012.
The new law also allows 50-percent
bonus depreciation for qualified
property placed in service after Dec.
31, 2011, and before Jan. 1, 2013.
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Acquisition decisions
Everything you need to know
about buying versus leasing.
BY MARK E. BATTERSBY
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Last fall’s Small Business Jobs Act
also increased the Section 179, first-
year expensing dollar and investment
limits to $500,000 and $2 million,
respectively, for 2010 and 2011. The
Tax Relief Act provides for a $125,000
dollar limit and a $500,000 investment
limit for tax years beginning in 2012
and “sun-setting” after Dec. 31, 2012.
Understand that there are also

disadvantages to buying:
�For some chiropractors, purchasing
practice equipment may not be an
option because the initial cash outlay
is too high. Even if you plan to
borrow the money and make
monthly payments, most banks
require a down payment of around
20 percent. Borrowing money may
also tie up lines of credit, and lenders
may place restrictions on your future
financial operations to ensure the
loan will be repaid.

�Ownership is perhaps the biggest
advantage to buying business
equipment, although it can also be a
disadvantage. If you purchase high-
tech equipment, you run the risk that
it may become obsolete, and you
might have to reinvest in new
equipment long before planned.
Certain business equipment has very
little resale value. A computer system
that costs $5,000 today, for instance,
may be worth only $1,000 or less
three years from now.

Tax strategies to consider
The tax benefits associated with a
lease are also important. Whether the
ever-vigilant Internal Revenue Service
(IRS) treats a leasing transaction as a
lease, or treats it as a purchase, will
determine who is entitled to
deductions for expenses such as
depreciation, rent, and interest
expenses.
The rules for determining whether a

transaction is a lease or a purchase have
evolved from a series of court decisions
and IRS rulings. Generally, when it
comes to determining who is the owner

of the property for tax purposes, the
IRS looks to the “economic substance”
of the transaction — how it is
structured and works — not how the
parties involved characterize it.
There is no time limit on leasing. In

fact, leasing is effective even in situations
where you have already purchased
equipment. These transactions, known
as sale-leasebacks, are usually available
for equipment purchased within the
past 90 days. Sale-leasebacks may also
be used to legitimately shift the tax
benefits from your practice to its
principal or principals.
Equipment or property already on

the operation’s books may be sold to
the chiropractor, principals in the
practice, or to key employees, and then
leased back to the practice. Because
these self-rental transactions involve
shifting tax benefits from the practice
to its principal, they should be “arm’s
length” transactions and the parties
aware of possible IRS scrutiny.

Changes in the wind
New leasing standards proposed
jointly by the Financial Accounting
Standards Board and the International
Accounting Standards Board have
been characterized as naïve, lacking
value, and in need of serious
reevaluation. The outcry comes not
from a handful of opponents but from
companies on both sides of common
lease contracts — those that rent office
space, equipment, or airplanes, and
those that own the assets.
At the center of the maelstrom is the

“right-to-use” asset concept, the
accounting mechanism that places
leased assets and liabilities on the
balance sheets of lessees, as if they
owned the assets. That would
essentially eliminate operating leases.
Should these accounting standards

be adopted as proposed, it is the banks
and other lending institutions that
would be impacted first and hardest.
With lenders forced to increase their
capital and new restrictions on the

sources of funds those institutions rely
on, you might face a tighter — and
more expensive — leasing market.

Down to the fine print
Analyze the costs of a lease versus a
purchase by using a “discounted cash
flow analysis.” This compares the cost
of each alternative by considering: the
timing of the payments, tax benefits,
the interest rate on a loan, the lease
rate, and other financial arrangements.
However, while this sort of analysis

is useful, a lease/buy decision cannot
be made solely on cost analysis
figures. While taxes play a role in the
decision of whether to lease or to
purchase, it should not be the
deciding factor.
In general, those with a strong cash

position and good financing options
can often buy needed equipment
outright or they can borrow to acquire
equipment with a long operating life.
If obsolescence is a concern, a short-
term operating lease often provides
the biggest advantage and the most
flexibility.
Remember, however, short-term

savings often result in higher costs
over the entire leasing period. This is
especially true with a finance lease
where you can purchase the equipment
at the end of the term. You could end
up paying more over the long run.
Obviously, it pays to determine any
end-of-lease costs beforehand.
A startling eight out of 10 businesses

lease some equipment, according to
another study by the ELA. Over the
long term, would your practice benefit
from a lease?

MARK E. BATTERSBY is a
tax and financial advisor, freelance
writer, lecturer, and author with
offices in Philadelphia. He can be
reached at 610-789-2480.

DISCLAIMER: The author is not engaged in
rendering tax, legal, or accounting advice.
Please consult your professional advisor
about issues related to your practice.
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The end in sight
Follow these simple steps to a worry- and hassle-free retirement.
BY DEBORAH S. SWEENEY, ESQ.

retireMent: a DreaDeD worD in

the enGliSh lanGuaGe. The
truth is, however, that more and

more people are living 20, 30, even 40
years past retirement.
In many ways, retirement isn’t really

the end, but rather the beginning.
Retirement can be a nice break, but it
can also be a stressful time if you
haven’t prepared properly. It’s never too
early to start planning for your
retirement, and even those just
embarking on a career should keep a
watchful eye toward the future.

Here are some tips and ideas to get
you started on a successful and carefree
retirement, whether you’re 24 or 64.

1. Plan out your estate. Regardless of
your age, if you have children, pets, or
property, you should have a will. Many
people have thought to themselves, “I’ll
do it when I’m older” or “I’m still so
full of life, why worry?” Unfortunately,
when “older” comes, they still haven’t
sat down to make important decisions.
There are laws that will distribute

your property if you don’t have a will,
but you may not like who gets what.
Children, too, are a big concern
because minors have to be taken care
of by someone.
Making plans early on in life makes

it much easier to adapt as your life
changes. More children may come and

new houses may be purchased,
but a basic will that
distributes your property
will take the worry off
everyone’s mind.

Creating a will is
easier than you
think and you don’t
always need a
lawyer. Many online

filing services have
packages you can purchase

that guide you through the process so
you can do it yourself. People with lots
of wealth and business owners who
have complicated estate plans, such as
trusts, may need to speak with an
attorney from the start, but it’s a lot less
costly to do it right the first time.

2. Think about what you’ll do with your
business. After you decide what
happens to your children and

property, decide what you’ll do with
your business.
Chiropractors especially have to

make decisions about this, as many are
small business owners. Essentially, you
have three options regarding the future
of your business.
�Leave it to your children. If you have
a child who is a chiropractor, this
may be a great choice for you. Draft
a will for your business that
designates who should take over for
you when you are gone or transfer
the company over to your son or
daughter when you’re ready to retire.

�Sell your business when you’re ready
to move on or retire. This requires a
little bit of planning so you can get the
true value back out of your business.
Think about when you’d like to

retire and keep an eye on the market
to see how much you could get for
your business at any particular time.
It’s also a good idea to have a number
in mind that you would sell for,
regardless of the timing.
�Do nothing with your business and
let your family handle it after you’re
gone. In this situation, your business
will probably be sold and your family
will split the proceeds according to
the will you’ve already drafted.
The only downside to this scenario

is that your family may be forced to
sell in a difficult market and may not
get a good deal.

3. Start saving for retirement. After all
your other plans have been made, the
rest of your working life should be
spent saving for your retirement.
No need to save to the detriment of

your current lifestyle, just a little bit
every month can make a big
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difference. Just as with everything else,
creating a plan is the best way to make
sure you do what needs to get done.
Look into what your job’s benefits are

at what age and think about when you’d
like to retire. This will help you know
what to expect when that day comes.
Next, think realistically about what

you’d like to do with your retirement
and how much money you’ll need to
make it happen.
If you’ve dreamed of owning a yacht

and sailing around the world, you’ll
probably need more than most. Make
sure you’re thinking about it. Discuss
this with your partner too.
You may have different dreams

that require different amounts. Start
putting away a little each month (or a
lot, depending on your goal). Look
into bank accounts that will earn you
the most interest. Consider
investments that are less-risky.
Look into brokers or investment

advisors when investing your
retirement funds, as they are skilled in
knowing which investments are safer
than others.

Tip:Many expenses on brokers and
investment advisors are tax deductible.
Consider accomplishing what you

want before retirement. If yachting is
your dream, keep an eye on options to
purchase ahead of time. You may be
able to save yourself money in the end.
The most important thing is to
discipline yourself and start putting
away a little at a time now.
One of the benefits of saving for

retirement is the beneficial impact it
will have on your taxes. Currently,
there is no tax on money that is put
into a retirement account and you get
a credit on the amount of money you
put in there.
Many different kinds of retirement

accounts qualify for this including

401(k)s, traditional IRAs, and Roth
IRAs. There’s no better time to start
saving than right now, and setting a
goal is the easiest way to accomplish
your retirement dreams.
Whatever you choose to do, the goal

is always to make the transition from
working to living the retirement
lifestyle as worry-free and painless as
possible. Saving and making plans
early will allow you to do just that.
Don’t fear retirement, embrace it!

DEBORAH S. SWEENEY, Esq., is
an attorney who owns
MyCorporation, an online filing
business that works to support
entrepreneurs and small

businesses as they formalize their corporate
structure. She can be reached at
dsweeney@mycorporation.com.

DISCLAIMER: The author is not hereby
rendering tax, legal, or accounting advice.
Please consult your professional advisor
about issues related to your practice.
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Making sense ofMedicare audits
The upcoming changes for chiropractors and carriers
will require “adjustments” on both sides.
BY JEFF BROWN, DC, CPC , CCPC

aS Greater nuMBerS of

ChiroPraCtorS CaPitalize on

the BenefitS of the Health
Information Technology for Economic
and Clinical Health (HITECH) Act of
2009, they should also be aware that
more Medicare audits are on the way.
The push for additional audits is

fueled by two studies conducted by
the Office of Inspector General in
2004 and 2006, respectively. The
studies revealed problems in how
chiropractors and regional carriers
that administer and pay Medicare
claims are doing their jobs.
The studies found that many

chiropractors were not documenting
their claims properly, often not distin-
guishing between active treatments
(code AT) and maintenance therapy
(code GA). The carriers did not seem
to notice; for the most part they paid,
not seeming to realize that Medicare’s
intent was to pay only for active
treatment, not for maintenance.
As for the chiropractors’ intent?

Whether carelessness, ignorance of the
rules, or even fraud, it doesn’t matter:
Audits are coming and doctors had
better be prepared.

The 2004 study
The 2004 study sought to determine
the vulnerabilities associated with
Medicare payments for chiropractic
services, to find their causes, and thus
find ways to reduce them. In
conducting the study, the agency
selected a random sample of 400
Medicare services, with a total amount
of $12,638.38 that had been submitted
by chiropractors and allowed by
regional carriers in 2001.
Their findings were threefold:

�Maintenance services were the most
common type of non-covered
services paid to chiropractors by
Medicare that year,

�Supporting documentation rarely
met all the requirements of the
Medicare Carriers Manual (many
doctors simply categorized all
treatments as active therapy), and

�Carrier controls to prevent over-
utilization were inconsistent.
Accordingly, the agency issued two

primary recommendations: that
chiropractic services rendered comply
with Medicare coverage criteria, and
that carriers educate chiropractors on
Medicare Carriers Manual require-
ments for supporting documentation.
The recommendations were largely
ignored, which precipitated the
second study.

The 2006 study
Criteria for the second study were
more directed and more detailed,

analyzing four key factors:
�The appropriateness of claims
allowed in 2006 for beneficiaries
receiving more than 12 services from
the same chiropractor,

�The controls in place to ensure that
chiropractic claims were not for
maintenance therapy,

�Assurance that claims could be used
to identify maintenance therapy
versus active therapy, and

�Evidence that chiropractic claims
were documented as required.
The study reviewed a random sample

of 188 claims to identify initial visits
versus subsequent visits; whether each
sample claim was for active/corrective
treatment or maintenance therapy; the
extent to which chiropractors supported
their use of the AT modifier with proper
documentation; whether claims were
coded properly; and whether documen-
tation met Manual requirements.
Four key findings emerged and were

reported by the agency in 2009.
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First, the extrapolated study revealed
that of $178 million inappropriately paid
for chiropractic claims — representing
47 percent of all claims studied — $147
million was for maintenance treatments.
The balance went to miscoded claims
($11 million), undocumented claims
($46 million), and claims with multiple
errors ($36 million).
Second, it showed that efforts to

stop payment for maintenance therapy,
by far the greatest of the improprieties,
were largely ineffective.
Third, much of the claims data

lacked initial visit dates for treatment
episodes, making it difficult to identify
maintenance therapy versus active
treatment.
Finally, the study revealed that

doctors still failed to comply with the
manual documentation requirements.
Again Medicare issued a set of

recommendations, chief among which
were the following:
�Implement and enforce policies to
prevent future payments for
maintenance therapy,

�Review treatment episodes rather
than individual chiropractic claims to
strengthen the ability of the
Comprehensive Error Rate Testing
(CERT) program to detect errors,

�Ensure that chiropractic claims are
not paid unless documentation
requirements are met, and

�Take appropriate action on the
undocumented, medically
unnecessary, and miscoded claims
identified in the sample.
Once again, the recommendations

were largely ignored and now, as the
decade turns, Medicare is doing what
it must do: take its own action in the
form of increasing the number of
audits it performs.
The 15 regional carriers, groups

like Palmetto GBA in Ohio and First
Coast in Florida, will continue to
administer and pay claims, but
Washington, D.C., will remain
actively in the picture through
Medicare’s expanded audit policy.

It is perfectly appropriate that
Medicare proceed in this direction.
The funds that it pays out come from
taxpayer dollars and the agency is
obliged to husband them effectively.

What went wrong?
It would be easy to assign blame to the
chiropractors and the regional carriers.
But where does the fault actually lie?
The problem is not altogether with

the chiropractors. Change is a constant
in the healthcare field and chiropractors
have few resources for continuing
education, particularly in the business
aspects of their practices.
If there is fault, it is probably that

the doctors typically have focused
more intensively on treating their
patients, visit-to-visit, than on true case
management. If the patient says it
hurts, it gets treated.
If there is fault on the side of the

carriers, it probably stems from the
fact that they did not educate their
client chiropractors sufficiently on the
differences between the AT and the
GA modifiers. As a result, the doctors
simply billed all treatments as active,
since “a treatment is a treatment.”
There has never been much

education available in this area. In the
absence of strong documentation, the
tendency would bend toward exercising
“best judgment,” which is inexact.
The Centers for Medicare and

Medicaid Services (CMS) is not taking
this tack to punish chiropractors or the

regional carrier administrators. It is
doing so in order to staunch the flow
of improper reimbursements, which
can add up to millions of dollars, with
the potential for even larger losses.
The agency has decided that it

cannot leave oversight up to the
regional carriers and so it has
established its own mechanism.
Regional carriers will still continue to
handle processing and payment.

The impact on chiropractors
Chiropractors and carriers will have to
embrace these changes, but the neces-
sary adjustments won’t be complex.
Doctors will have to clean up their doc-
umentation, code and bill for treatments
more carefully, and provide the necessary
records to their regional carrier. Carriers
will have to adhere to coding guidelines
more stringently while performing
verification and billing activities.
There is no reason to shrink from

the events that are unfolding. There is
reason to prepare because the alterna-
tives could be disastrous. Above all, do
not allow yourself to become a “victim”
either in reality or in your thinking.
Preparation is essential. If you are

insecure in your coding practices —
such as in the proper use of modifiers,
get help from a qualified consultant.
There are not many codes that apply to
chiropractors, so the learning process
should be straightforward.
Get going with an electronic health

records solution. It will simplify your
life, clarify and expedite your clinical
notes and front office procedures, and
get you paid faster with fewer denials.
And under the HITECH Act of 2009,
Medicare may be able to reimburse
you for all or part of the purchase.

JEFF BROWN, DC, joined
chiropractic software provider
ACOM Health in 2008 as a
coding and documentation
consultant. He holds both the

CCPC and CPC credentials from the American
Academy of Professional Coders. He can be
contacted at drjbrown@acomhealth.com.

Get going with an
electronic health
records solution. It will
simplify your life, clarify
and expedite your
clinical notes and front
office procedures, and
get you paid faster with
fewer denials.
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waS your firSt JoB SellinG

thinGS Door to Door?
Did you mow lawns in

your neighborhood with a push
mower? Did you have a paper route?
Most people have an early job

history that has probably never shown
up on a résumé, but it still affects the
way they work today. This is one
reason so many graduating students
become indentured servants to
established doctors.
Many students choose chiropractic

because they see it as a way to make
a lot of money. This was especially
true in the 1980s. The result is an
entire generation of students who got
involved in chiropractic for the
wrong reason.
Students also confront the

entrepreneurial pressures of those who
conduct management seminars that
offer the optimism and leadership they
crave. New graduates who paid tuition
fees in line with a more profitable era
often leave with a crippling millstone of
debt around their necks.
What’s more, some states schedule

their board examinations a week or
two before the graduation dates of
most chiropractic colleges. This
presents yet another barrier to the
success of new graduates, who can’t be
faulted for suspecting that this is being
done on purpose to protect the
interests of established doctors who
want to discourage competition.
Having an experienced practitioner

as a mentor is a good thing. But there

are other things you can do while
waiting to get your license that could
be even more profitable and help you
successfully launch your new practice.

Tour various practices. Imitation is
indeed the sincerest form of flattery.
Just as it is impossible to pull water
from an empty well, to create your
own practice it’s valuable to see what
works for others. You’ll still make some
mistakes, but this can help you avoid a
lot of them.
Work with your alumni association,

technique club, or through a few of the
“movers and shakers” in the chiropractic
association or society of the state in
which you want to practice. Get the
names of those who use a similar
technique to yours or went to the same
college, and ask to spend a day touring
their practice and going on rounds.
Explain your situation. Buy them

lunch and ask them real-world
questions: “What would you do if you
were just starting practice today?” “How
did you get your first 10 patients?”
“What’s the most important aspect of
the doctor-patient relationship?” “How
do you handle skeptical patients?”
While you’re asking questions, keep

your own opinions to yourself and try
to honestly see the wisdom of the
doctor’s point of view — you’ll learn a
lot of things you won’t find in a book,
on a tape, or at a seminar.

Conduct patient focus groups.Maybe in
conjunction with your office tours you

can volunteer to conduct a patient
focus group for the field doctor.
Arrange to meet five or six patients

for lunch at a nearby restaurant. Ask
them questions about what they like
and don’t like about the practice, the
procedures, the staff, the parking, etc.
Explain that you’ll keep their names
confidential, and that your job is to
uncover ways the office can offer
better service.
The information you uncover for

the doctor will be invaluable. You can
gain insights into how real patients
think and feel. You’ll see chiropractic
in an entirely different light. As a
result, your own practice will be more
relevant, more attractive, and more
successful.

Prep school
BY WILL IAM D. ESTEB

www.studentDCcom
Home Colleges Career Development Financial Preparation Job Search Practice Startup Checklists Resources

Click it!

The online resource for future doctors of chiropractic.

STUDENTDC

800-553-4860
footlevelers.com

brought to you by your industry leaders

WILLIAM ESTEB is the creative
director of Patient Media Inc., a
chiropractic patient education and
marketing resource for
chiropractors. He is the author of

10 books that explore the doctor/patient
relationship from the patient’s point of view.
He can be reached through
www.patientmedia.com.

to read this article in its entirety, visit
www.studentDC.com/prepschool.
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DATEBOOK

Activator Methods
800-598-0224
May 21–22, Minneapolis
Sept. 10–11, St. Louis
Sept. 24–25, Minneapolis

Apex Energetics
800-736-4381
May 18, Fort Collins, Colo.
May 18, Boulder, Colo.
May 19, Houston
May 19, Santa Barbara, Calif.
May 19, Ventura, Calif.
May 19, Colorado Springs, Colo.
May 19, Englewood, Colo.
May 19, Santa Cruz, Calif.
May 19, Berkeley, Calif.
May 20, Sacramento, Calif.
May 21–22, Del Mar, Calif.
May 21–22, Las Vegas
May 21–22, Philadelphia
May 21–22, Del Mar, Calif.
May 21–22, Raleigh, N.C.
June 2, Portland, Ore.
June 2, Charlotte, N.C.
June 3, Raleigh, Texas
June 4, Seattle
June 4–5, Boston
June 4–6, Sacramento, Calif.
June 10–12, Dallas
June 11–12, Columbus, Ohio
June 11–12, Santa Monica, Calif.
June 15, Woodland Hills, Calif.

June 15, Santa Monica, Calif.
June 16, Irvine, Calif.
June 16, San Diego
June 22, Fort Collins, Colo.
June 22, Boulder, Colo.
June 23, Englewood, Colo.
June 23, Colorado Springs, Colo.
June 23, Santa Cruz, Calif.
June 23, Berkeley, Calif.
June 23, Dallas
June 24, Sacramento, Calif.
June 24–26, Atlanta
June 25–26, Dulles, Va.
June 29, Houston
June 30, Dallas
June 30, Portland, Ore.
July 9–10, Houston
July 9–10, Santa Monica, Calif.
July 9–10, Seattle
July 22–24, New York
July 28, Houston
July 30–31, Fort Lauderdale, Fla.
Aug. 5–7, Chicago
Aug. 13–14, Dallas
Aug. 13–14, Philadelphia
Aug. 19–21, Charlotte, N.C.
Aug. 20–21, Denver
Aug. 26–28, Boston
Sept. 9–11, Austin, Texas
Sept. 16–18, Minneapolis
Sept. 24, Boise, Idaho
Sept. 24–25, Dulles, Va.

BodyZone.com
770-922-0700
May 21, Minneapolis
June 11–12, St. Louis
July 16–17, St. Louis
Aug. 13, Atlantic Beach, N.C.
Aug. 20–21, St. Louis
Sept. 17–18, Atlanta
Sept. 24, Vancouver, Canada

Breakthrough Coaching
800-723-8423
July 28–30, Rosemont, Ill.

Brimhall Wellness Seminars
866-338-4883
June 3–5, Atlanta
July 9–10, Denver
July 16–17, Orange Beach, Ala.

California Chiropractic
Association
916-648-2727
June 10–12, Reno, Nev.

CatchfireCoaching.com
817-939-8435
Sept. 9–10, Dallas
Sept. 24–25, San Antonio

CatchFireInternet
Marketing.com
817-939-8435
Sept. 16–18, Dallas

Chiro Advance Services Inc.
715-635-5211
Sept. 23–24, Bloomington, Minn.

Cox Seminars
800-441-5571
July 23–24, Boston

EON Systems Inc.
800-955-6448
June 2, Clearwater, Fla.

FMTown
541-482-4713
May 12–19, Webinar
May 19–26, Webinar

Foot Levelers
800-553-4860
May 21–22, Portsmouth, N.H.
May 21–22, Omaha, Neb.
June 4–5, Charlotte, N.C.
June 11–12, Portland, Ore.

Graston Technique
888-926-2727
May 21–22, Charlotte, N.C.
May 21–22, Portland, Ore.
June 4–5, Las Vegas
June 11–12, Boston
June 11–12, Indianapolis
June 18–19, New Orleans
June 25–26, Austin, Texas
June 25–26, Folsom, Calif.
Aug. 5–7, Bournemouth, England

Aug. 13–14, Charlotte, N.C.
Aug. 20–21, Indianapolis
Aug. 20–21, Folsom, Calif.
Sept. 10–11, Newark, N.J.
Sept. 10–11, Lombard, Ill.
Sept. 17–18, Las Vegas
Sept. 24–25, Indianapolis

International Chiropractors
Association
800-423-4690
May 21–22, Indianapolis

King Bio
828-398-2071
May 21–22, TBD, N.C.

KT Tape
713-452-9838
May 21–22, St. Louis
June 11–12, Phoenix
June 25–26, Fishkill, N.Y.

Life Chiropractic
College West
510-780-4508
May 21–22, Hayward, Calif.
May 21–22, Camp Hill, Pa.
May 21–22, King of Prussia, Pa.
May 21–22, Atlanta
May 26, Oakland, Calif.
June 4–5, Portland, Ore.
June 23, Larkspur, Calif.
June 25, Sonoma, Calif.
June 25–26, Burlingame, Calif.
June 25–26, Indianapolis
June 30, Berkeley, Calif.
July 16–17, Philadelphia
July 23, Hayward, Calif.
July 23–24, South Lake Tahoe, Calif.
July 23–24, Indianapolis
July 24, Hayward, Calif.
July 28, Sunnyvale, Calif.
July 30, Sacramento, Calif.
Aug. 6–7, Atlanta
Aug. 20, Hayward, Calif.
Aug. 21, Hayward, Calif.
Aug. 27–28, Hayward, Calif.
Aug. 27–28, Post Falls, Idaho
Sept. 10–11, Hayward, Calif.

Life University
770-426-2753
May 21–22, Marietta, Ga.
July 23–24, Marietta, Ga.
Aug. 27–28, Marietta, Ga.

Logan College of Chiropractic
800-842-3234
May 21–22, Chesterfield, Mo.
June 4–5, Chesterfield, Mo.
July 9–10, Chesterfield, Mo.
Aug. 6–7, Chesterfield, Mo.
Sept. 10–11, Chesterfield, Mo.

Meditech International Inc.
888-557-4004
May 28–29, TBA, Alberta

June 7–8, Toronto
June 9–11, Toronto
July 15–17, Toronto
Aug. 19–21, Toronto
Sept. 16–18, Toronto

Minnesota Chiropractic
Association
952-882-9411
May 20–22, Minnetonka, Minn.

MUAcertification.com
917-957-1708
May 20–22, Sioux Falls, S.D.
May 20–22, Dallas, Texas
June 10–12, Atlanta
June 24–26, Dallas
July 15–17, Atlanta
July 29–31, Dallas
Aug. 12–14, Atlanta
Aug. 26–28, Dallas
Sept. 9–11, Atlanta
Sept. 23–25, Dallas

Neuromechanical
Innovations
888-294-4750
May 21–22, Rosemont, Ill.
June 11–12, Denver

Palmer College of
Chiropractic
866-592-3861
Aug. 11–13, Davenport, Iowa

Parker College of
Chiropractic
800-266-4723
June 9–12, Dallas
July 7–10, Dallas
Aug. 4–7, Dallas

ProThera/Klaire Labs
866-216-6127
Sept. 23–24, Alexandria, Va.

SpiderTech/Nucap Medical
416-490-4000
May 21, Boston

Standard Process
Nutrition of Minnesota
651-226-5864
May 21, Bloomington, Minn.
Sept. 10–11, Bloomington, Minn.

Standard Process
Southwest Nutrition Inc.
866-661-0171
July 9–10, Reno, Nev.

Transformation
Enzyme Corp.
800-777-1474
June 11, Dallas

Winners Edge Consulting
952-943-2442
May 28, Las Vegas
Aug. 13, Bloomington, Minn.

For a searchable list of more seminars and show dates or to submit your event,
visit www.ChiroEco.com/datebook.
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Mucous-level support
Fen-Gre from Standard Process is formulated to
help support healthy mucous levels naturally.
Fenugreek seed historically has been used to
support healthy levels of mucous and phlegm in
the lungs and bronchial tubes. Fen-Gre is a
vegetarian supplement containing fenugreek seed
and okra. These statements have not been
evaluated by the Food and Drug Administration.

Call ���-���-���� or visit www.standardprocess.com.

Flavored water
Sparkling Ayala’s Herbal Water -
Cinnamon Orange Peel was
founded in 2007 with a core
principle that wellness and great
taste can come from the same
source — natural ingredients such
as herbs. Enjoy Herbal Water Inc.’s refreshing, USDA organic herbal
blends — now infused with a sparkle and packaged in a 25-ounce
frosted glass bottle.
Call ���-���-���� or visit www.herbalwater.com.

Anti-aging formula
Carboxy Gel from Onyx Medical Inc.,
classified as a cosmetic, is new anti-aging
technology manufactured for reduction of
stretch marks, cellulite, wrinkles, skin
tightening, and acne. Carboxy Gel is marketed
as safe for all skin types and pain free. It

generates CO2 bubbles, which absorb into the skin over a 20- to
30-minute treatment.
Call ���-���-���� or visit www.onyxmedical.com.

Phytonutrient mixture
InflaThera from ProThera Inc. is a phytonutrient
mixture designed to help regulate the
inflammatory response. The body’s ability to
maintain a natural balance of enzymes, such as
cyclooxygenase-1 and 2 that help regulate
inflammatory physiological response
mechanisms and detoxification enzymes, is
critical to the health of the entire body.
Call ���-���-���� or visit www.protherainc.com.

Software
WritePad EHR Systems
from Addison Health
Systems Inc. is designed to

facilitate mandated E/M level documentation training and P.A.R.T.
guidelines for chiropractic, by both teaching and guiding you
through compliant documentation. The updated patient summary
screen shows graphical appointment history, image thumbnails, and
can be customized.
Call ���-���-���� or visit www.writepad.com.

Interferential therapy
LSI System IV Interferential Muscle
Stimulator distributed by LSI
International offers both true
interferential and premodulated
interferential therapy. It’s designed for relief of chronic, intractable
pain and/or acute, post-traumatic pain, relaxation of muscle spasm,
prevention or retardation of disuse atrophy, muscle re-education,
and maintaining or increasing range of motion.
Call ���-���-���� or visit www.lsiinternational.com.

Massage lotion
Nutri-Naturals Massage Lotion from BIOTONE is
formulated to combine vitamin-rich ingredients to help
create a silky lotion. It’s marketed as being easy-to-
apply and non-greasy, and helps provide gentle
friction, which leaves skin smooth and nourished. It’s
blended with avocado oil, vitamin fortified carrot oil,
wheat germ oil, vitamin C, healthy sunflower oil, and
healing jojoba oil.
Call ���-���-���� or visit www.biotone.com.

Orthotics
CAOS Wave Sandal from Foot
Levelers is designed to offer
custom-made support and
casual style. It’s intended for women looking for postural support in
a trendy, comfortable sandal. This product features an open-toe like
a flip-flop, but with a removable, custom-made Spinal Pelvic
Stabilizer, which helps provide postural support.
Call ���-���-���� or visit www.footlevelers.com.

For a comprehensive, searchable products directory, go to www.ChiroEco.com and click on “Products and Services.”
To submit your products, go to www.ChiroEco.com/products and fill in the required information.

PRODUCTSHOWCASE
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ADMARKETPLACE

Call for your space today!

904-285-6020
Jeff Pruitt, ext. ���

Janice long, ext. ���
Joel Morris, ext. ���

Stephanie Johnson, ext. ���

YOUR
AD

COULD
BEHERE!
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To place a classified ad call
Tina Farber at 904-567-1551

WHY ADVERTISE HERE?
BECAUSE IT WORKS!
Every ad that runs here, also

runs on our Web site:
www.ChiroEco.com

TO 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

CLASSIFIEDMARKETPLACE
PRODUCTS

EXCELLENT BUSINESS OPPORTUNITY
$5,000 + per month. Take your Business to the
next level! Fight Intracellular Inflammation,
Strengthen the Immune system, Detoxify the
body with Max GXL www.wellness.max4U.com,
757-233-4219, wellness@max4u.com.

PRODUCTS

PRODUCTS-TECHNIQUE DVDS

MASTER THIS “COMPLETE FULL SPINE
AND EXTREMITY ADJUSTING COURSE”
from 2 DVDs by Leonard “John” Faye D.C.,
F.R.C.C.S.S.(C)Hon., F.I.C.C. 55’ interview, 6 hours
demo and 5 hours MP3 audio lectures, $289.00
Order form at www.chiropracticmentor.com

PRACTICE FOR SALE

BUYING OR SELLING A PRACTICE. Visit
our website for information on selling and cur-
rent listings nationwide. The Paragon Group
www.eparagongroup.com or call 1-800-582-1812.

MARKETING

PRACTICE MANAGEMENT

DO YOU WANT ONLINE CONSULTING
ASSISTANCE WITH MINIMAL EXPENSE?
If so, eChiroCoaching.com is for you! Manage-
ment, Consulting & More. Professional Services.
24/7 Online Support. We provide the best solu-
tions! www.eChiroCoaching.com

EQUIPMENT FOR SALE

TRACTION TABLE, ULTRASOUND,
DIATHERMY, INFRARED LIGHT, E.M.G.
(needle) email: kittymet@msn.com for low price.

“DECOMPRESSION DOCTORS”
A FREE INFORMATION KIT
is available upon request, “How To Get
New Spinal Decompression Patients To
‘Close’ & Pre-Pay For Treatment, Without
Feeling Like A Salesperson.” Just call our
Free Recorded Message anytime 24 hours
a day, 7 days a week.

FREE RECORDED MESSAGE
1-888-338-9962

LOWER BACK PAIN RELIEF
Quantity Prices
1..........$285.00
2..........$275.00
3+........$259.00

Prices in US Dollars and subject to change without notice
30 Day conditional money back guarantee

Suggested Patient Price: $385.00

LASHAW DISTRIBUTORS LTD
9631 Bakerview Dr.
Richmond B.C.
Canada V7A2A2
Tel: (604) 270-4263
Fax: (604) 277-2154

Toll Free: 1-800-667-7795
www.invertrac.com
invertrac@invertrac.com

C.O.D. or prepay by check

• Comfortable
• Portable
• Easy to use
• Designed for patient

in-home use

FLORIDA PRACTICES FOR SALE!
See descriptions and pictures of our listings

at www.floridapracticesales.net

Selling? Buying? We can help.

PRODUCTS








