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IN TRADITIONAL CHINESE MEDICINE (TCM), ONE OF THE

PRINCIPLES PRACTITIONERS FOLLOW IS THE NEED TO

balance chi, or life energy. They conceive of the body as
filled with coursing energy that flows through it like a river.

Many TCM practices aim at increasing the amount of chi,
improving its quality, and freeing up blockages or stagnant

areas. When necessary, a TCM doctor will directly
interact with the nervous system with needles or
acupressure, and prescribe herbs, teas, and dietary
adjustments as indicated by the presenting problem.

Especially if you are a traditional chiropractor,
all of this should sound rather familiar—it’s the way
another culture has embraced the theory of innate
intelligence and found it to be an effective means
of inducing the body’s self-repairing mechanisms.

You, as a chiropractor, have made an in-depth
study of the spine and the nervous system.

Acupuncturists have done the same, but instead of the spine,
they study the pathways of chi, which they call meridian lines.

When you see pictures of a person with acupuncture
needles inserted, the location of the needles is extremely
important. Just as you know which vertebrae affect which
organs and processes of the body, the acupuncturist has a
roadmap of meridians that allows precise targeting of the
same things. And there are some maladies TCM doctors
address that may lie outside your scope of practice, making
them compelling adjuncts to your clinic.

Concomitantly, you and an acupuncturist can “double-
up,” focusing your energies on the same complaint. Your
adjustment might, for example, be aimed at relieving low-
back pain, and the acupuncturist’s needles will be inserted at
locations known to have a similar effect.

The takeaway here is that, as healthcare practitioners, you
and an acupuncturist are philosophically aligned and can
make an excellent team. In this issue of Chiropractic
Economics, we’ll show you the ins and outs of partnering
with this kind of specialist and how it might benefit your
practice and your patients. It could be more beneficial than
you think.

To your success,
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904-567-1539
dsosnoski@chiroeco.com
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BY THE NUMBERS

CHIROECONEWSflash.com

� THE CHIROPRACTIC PULSE
Legislation would include chiropractors
in the U.S. Public Health Service
A new bill in the U.S. House of Representatives would improve the
quality of America’s healthcare infrastructure by further integrating
doctors of chiropractic (DCs) through the nation’s official delivery
and research networks. H.R. 2202, introduced by Rep. Gene Green (D-Texas), calls for the appointment
of chiropractors as officers in the U.S. Public Health Service (USPHS) Commissioned Corps.

“Chiropractic services are already used and highly valued by our nation’s active-duty military and
veterans,” said David Herd, DC, American Chiropractic Association (ACA) president. “As the nation
continues to struggle with the opioid crisis, H.R. 2202 will allow chiropractors to collaborate with
other healthcare providers in the USPHS Commissioned Corps to bring a wider choice of conservative
healthcare options to the American public. We extend our sincere gratitude to Rep. Green for his
work in introducing this very important piece of legislation.”

to read more, visit ChiroEco.com/hr2202
Source: American Chiropractic Assocation, acatoday.org

Five-time Olympic team chiropractor receives centennial
Olympic gold medal
At the Palmer College of Chiropractic Homecoming in Port
Orange, Florida, on March 4, 2017, LeRoy Perry, DC was
awarded a centennial Olympic gold medal in recognition of
his extraordinary lifetime achievements. Perry served as an
official Olympic team doctor five times and treated athletes
from 45 countries during Olympic Games. The award was
spearheaded by Jim Wooley, DC, a member of the Southern
California Olympians, 1984 Olympic team doctor and a two-time Olympian.

“I was a Pan American double gold medalist and slated to medal in the Montreal Olympics but
unfortunately I was badly injured in the wrestling and judo training camp in Brockport, New York,”
said Wooley. “My injury was so disabling, I could only sleep in a hammock, and my Olympic coach
suggested I should forfeit my matches in the Montreal Olympics. I sought medical assistance from
the Olympic medical staff at the Poly Clinic in the Olympic Village but there were no chiropractors on
staff and I received no relief.” He continued, “Little did I know I would meet a sport science
chiropractor treating Olympic athletes in the Montreal Olympic Village; LeRoy Perry, Jr., was the first
official Olympic chiropractic team doctor in the 2,700-year history of the Olympic Games.”

to read more, visit ChiroEco.com/leroyperry
Source: Jim Wooley, DC

Health Professions Accreditors
Collaborative welcomes the Council
on Chiropractic Education
The Health Professions Accreditors Collaborative (HPAC) is pleased
to welcome 17 accrediting organizations as new members of the Collaborative, including the Council
on Chiropractic Education (CCE). The new members join the six founding members of HPAC:
Accreditation Council for Pharmacy Education, Commission on Collegiate Nursing Education,
Commission on Dental Accreditation, Commission on Osteopathic College Accreditation, Council on
Education for Public Health, and the Liaison Committee on Medical Education.

This move expands the composition of HPAC to 23 organizations committed to working together
to advance interprofessional education (IPE), practice, and quality, as well as working together on
other educational and research issues of common interest.

to read more, visit ChiroEco.com/cceaccreditation
Source: Council on Chiropractic Education, cce-usa.org

12
The age at which children can safely
take products containing codeine
without risk of severe breathing
difficulties, according to new
guidelines put out by the FDA.
Source: New York Times

30
The percentage of beneficial
bacteria in an infant’s intestinal tract
that comes from breast milk,
according to a new study.
Source: JAMA

71
The percentage of daily salt that gets
added to food, with the majority of
intake coming from restaurant meals
and store-bought foods, a study found.
Source: Circulation
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CHIROECONEWSflash.com

� THE LEARNING CURVE
Logan partners with Affinia Healthcare
to offer chiropractic care
Logan University has announced its third
partnership with a federally qualified
community healthcare provider, meeting the
demands for an alternative form of healthcare
to address musculoskeletal conditions in an underserved population.

This month, Affinia Healthcare, which provides affordable primary and
preventive healthcare to residents of St. Louis and surrounding areas,
began offering chiropractic services at their 1717 Biddle Street location.

Overseeing chiropractic care is Barry Wiese, DC, MHA, DIBCN, associate
dean of clinic compliance and director of integrated health center
development at Logan, and David Mann, DC, Logan’s first integrated spine
care resident. They are currently seeing patients three full days per week—
expanding from three half days per week initially. Plans are to increase
availability of chiropractic services to five full days per week within a
month or two.

to read more, visit ChiroEco.com/loganaffinia
Source: Logan University, logan.edu

President Neil A. Salonen
to leave the University of
Bridgeport next year
Neil A. Salonen said Wednesday that he will step
down as president of the University of Bridgeport
(UB) on June 30, 2018.

Board of Trustees Co-Chairman Frank N. Zullo,
Esq., named Trustee Robert Bercham as chairman of the University’s
Presidential Search Committee. It is expected to name a firm to launch a
national search as quickly as possible.

President Salonen, 72, joined the UB Board of Trustees in 1992,
becoming chairman in 1995. In 2000, he was unanimously appointed the
school’s ninth president, succeeding Richard L. Rubenstein, who served as

president from 1995 to 2000.
“It has been my great privilege and joy to serve the University of

Bridgeport and to work with the Board of Trustees, whose steadfast
confidence in UB enabled us to reach significant milestones on behalf of
our students and faculty,” President Salonen said. “UB has much to be
proud of, and as it looks to celebrate its Centennial Anniversary in 2027,
much to look forward to.”

to read more, visit ChiroEco.com/salonen
Source: University of Bridgeport, bridgeport.edu

Cleveland alum honored at Washington,
D.C., research convention
Stephan Cooper, DC,
a 2004 graduate of
Cleveland University-
Kansas City (CUKC),
was honored for his
research efforts during the Association of Chiropractic Colleges/Research
Agenda Conference (ACC/RAC) held in Washington, D.C., March 15 to 18.
The work titled, "The impact of spinal manipulation on lower extremity
motor control in lumbar spinal stenosis patients: a single-blind, Phase-I
randomized clinical trial," was awarded a second-place prize by the
National Chiropractic Mutual Insurance Company. The collaborative effort
on the study by Cooper, the designer of the study, Steven Passmore, DC,
and others, focused on determining an "objective measure of performance
in spinal stenosis patients."

According to Cooper, the subject matter was timely, given the rapid
growth in the number of spinal stenosis cases in aging populations. After
being examined by an orthopedic surgeon who determined they were not
surgery candidates, individuals taking part in the study were given a Fitts
task, which objectively measured the performance of their lower limbs.
Cooper was the treating chiropractor for the study.

to read more, visit ChiroEco.com/stephancooper
Source: Cleveland University, cleveland.edu

� WHAT’S HAPPENING IN HEALTH?
Do you overeat? Your brain wiring may be why
A new brain scan study suggests that people whose brains are wired to produce a more muted
response to food may ultimately compensate by eating more, thereby raising their risk for obesity.

The new study also unearthed possible evidence of a gender divide in the way men and women
process the experience of eating. Women's brains, it appears, may favor a more emotional response
to the eating experience, while men are built to focus on how food satisfies the senses.

If so, such brain-wiring differences might explain why women struggle with weight more than men do, the researchers said.
“At this point, these are only speculations which need to be tested in future experiments,” stressed study co-author Arpana Gupta. She is an

assistant professor with UCLA’s Ingestive Behavior and Obesity Program in the Center for Neurobiology of Stress and Resilience. But “considerable
sex-related differences have previously been identified in factors driving craving and drug-seeking in substance abuse,” added Gupta.

This latest investigation analyzed brain scans of 86 healthy men and women to “identify the possible role of the brain in the pathophysiology of
obesity,” she explained.

to read more, visit ChiroEco.com/overeating
Source: HealthDay News, healthday.com
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IT’S LATE AUGUST AT THE HYATT

REGENCY IN ORLANDO, FLORIDA,
and the spirits are just as bright as

the Florida sunshine in the huge open
foyer of this new convention facility.
Casually dressed DCs greet one
another like long-lost friends and stroll
amiably among the 430 exhibit booths,
stopping to inquire about a product
they don’t recognize or visit with a
favorite distributor to place an order.
Others are talking while walking at a
brisk pace, heading to the next class.

The surroundings are modern and
beautiful, the air cool and fresh, and
the buzz of happy human engagement
fills the air. In the “World of
Attractions” that is Orlando, you are in
a ChiroWorld that every doctor of
chiropractic should experience.

An event like no other
The National has quietly become the
largest CE and business event—as well
as the largest vendor exposition—in
the U.S. With more than 3,000 attendees
and more than 2,000 vendor represen-
tatives, the size of the convention can
seem overwhelming. But the synergy
of industry and education provides an
exciting and uplifting environment.

For three and a half days, attendees
can immerse themselves in everything
chiropractic. With the number of
educational choices available, you have
the choice of hearing new ideas from
speakers, exploring national issues and
solutions, and learning about how to
best serve your patients. The National
will challenge you to think and grow
through a level of intellectual stimu-
lation you likely don’t get every day.

This year’s event will focus on
national issues and developments in
the industry with 75 distinguished
panelists and speakers. Covering the
scope of the chiropractic field, keynote
speakers include Drs Ted Carrick,
James Chestnut, Pat Gentempo, Jay
Greenstein, Cindy Howard, Fabrizio
Mancini, Dan Murphy, Mitch Mally,
CJ Mertz, Perry Nickelson, Louis
Sportelli, Stuart Warner, Teri Warner,
Jack Wolfson, and Heather Wolfson.
Other thought leaders include Lori
Allen, Brandi MacDonald, Kathy Mills
Chang, and Benny Vaughn, just to
name a few.

Panel topics will feature:
�The Role of Chiropractic in the

National Opioid Crisis
�Integration of Chiropractic Care into

Mainstream Healthcare
�How to Overcome Medicare Audits

If you aren’t a DC, but are part of
the chiropractic family, there are
benefits for you, too:
�Massage therapists earn LMT certi-

fication hours for national CE credit.
�CAs can earn a certificate when

attending the “Ultimate CA” training.
Interact with 300 of your peers and
learn the latest and greatest to bring
back to your practice.

In addition to top-notch education,
The National offers fun as well. Enjoy
receptions every evening and mingle
with your colleagues. Participate in
alumni events hosted by your college
and catch up with former classmates.
Or get some relaxation in the Massage
Oasis Room, where you can get a
complimentary chair or foot massage.

Industry leaders
The Platinum Sponsors for the
convention are Pillow of Health,
designed to provide the most restful
and comfortable sleep of your life and
Standard Process, visionary leader in
whole food nutrient solutions. Other

INFoCuS

Gain inspiration at The National
BY D E B R A M I N O R B R OW N

http://www.chiroeco.com
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sponsors include Biotics Research
Corporation, ACOM Health, ECLIPSE
Practice Management Software,
Erchonia Corporation, NCMIC
Insurance Company, Performance
Health/Biofreeze, Anabolic Labs,
Brainspan, K-Laser, Regions Bank, and
Foot Levelers.

We listened to you
Through a synthesis of all the ideas
and feedback we’ve received over the
years, it’s no surprise that The National
is now the preeminent chiropractic CE
event and exposition. “We listened to
our members, who wanted to satisfy
their CE requirements for other states
where they also held licensure; then to
our exhibitors, who shared with us what
they liked about the most successful
expositions they attended,” says Debra
Brown, CEO of the Florida Chiropractic
Association. “And we listened to
visionaries in chiropractic who shared
their vision of an event that would
truly serve the chiropractic community
on every level. We listened and we
implemented all these features because
we want this to be the largest chiro-
practic convention and exposition in
the country. The ultimate goal is
helping chiropractic to grow.”

So, bring your whole team! The
National offers everything: nutrition,
technique, taping, neurology, pediatrics,
primary care, acupuncture, laser, and

research trends. Want to focus on
business instead of getting CEs? This
year’s all-new Business Track will equip
you for greater success at a bargain
registration rate. With staff discounts
and various registration options
available, there is sure to be a good fit.
Be sure to take advantage of early bird
rates before they end on July 28.

We hope you will join us for this
educational powerhouse and
networking event. Reward yourself and
bring your staff to get educated and
motivated for the year to come. Bring
your family to enjoy the world of
attractions and shopping that are close
and convenient to the venue, along
with a world-class spa facility and
superb casual and fine dining.

Make The National by FCA an
annual part of your personal and
professional development. Come not
only for license renewal CEs but for
better patient care and a more successful
practice. For more information and to
register, visit TheNationalChiro.com or
call 407-654-3225.

DEBRA MINOR BROWN is CEO
of the Florida Chiropractic
Association and works with a staff
team of 16 in the service of the
association’s 4,700 members. The

FCA hosts the largest convention and exposition
in chiropractic worldwide each August in
Orlando, Florida. She can be contacted at
debbie@fcachiro.org or through fcachiro.org.

Program Overview
�Choose from approximately 150 hours

of CE including rapid-fire panels to
inspire and motivate the DC

�18 live in-class hours for LMTs
(including required topics, geriatric
massage and kinesiology taping)

�12 hours for X-ray technicians

�20 hours of business and success
strategies in the all new Business Track

�12 hours for CCPAs, including the
Medical Errors requirement

�Optional CCSP—Certified Chiropractic
Sports Physician: Module I

�Optional hands-on extremity workshop

�Overcoming Medicare audits

�Saturday “Superstar CA” track: CAs
who attend get a certificate of
completion on site

�Obtain hours in the DABCI and DACBN
diplomate programs while attaining
your CE

�Visit the 400-booth expo to collect
freebies and shop with vendors,
including Standard Process, Pillow of
Health, and more

The location
Hyatt Regency Orlando
9801 International Dr.
Orlando, FL 32819
August 24–27, 2017
To learn more and register:
thenationalchiro.com

There are plenty of attractions within
walking distance, including the all-new I-
Drive 360 complex

Discounts available to all Orlando theme
parks:
�Disney (advanced purchase only)
�Universal
�SeaWorld

Complimentary I-Ride trolley passes to
explore International Drive

Shopping malls and outlets within short
driving distance

http://www.chiroeco.com
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PRACTICECENTRAl

UNLESS YOU HAVE BEEN HIDING

UNDER A ROCK, IT’S HARD TO

miss the fact that the business
world is drastically evolving, and doing
so at an increasing pace. The internet
has dominated advertising for years,
and new ways to use it emerge and
disappear before most small-business
owners figure out how to use them.

The information age has expanded
the amount of data available on any
subject. And social media has changed
people’s perceptions and expectations,
for better or worse.

What do all these things have to do
with selling a chiropractic clinic? Plenty.
These forces have shaped today’s buyers
in important ways. If you want your
clinic to stand out in an increasingly
crowded marketplace, you need to pay
attention to these trends that give
insights into meeting the demands of
today’s chiropractic clinic buyer.

High expectations
After years of living in a fast-paced

information age, today’s buyers do not
enter large decisions without doing
research first. They come educated
about the process of buying a clinic
and knowing the attributes that make
clinics good investments.

Buyers know the information they
want, they understand how to analyze
it, and they expect to be able to access
it quickly, easily, and in familiar formats.

They spend all day looking at their
social media feeds filled with pictures
and videos of their friends, families,
vacations, and even their meals. In other
words, they have become accustomed
to organized, curated information and
photographs about anything they find
mildly interesting.

Fed up with the system
On the whole, today’s consumers are
done with outdated business models.
They hate cheesiness and “salesy-ness.”
In a world where there is little real
connection anymore and fake news
abounds, today’s chiropractic practice

buyers are looking for authenticity,
whether they are interacting with you
or a hired intermediary (e.g., a broker).

Risk averse
Maybe it’s because many of these
doctors struggled through the 2008
financial crisis, or because so many of
them still feel financially crunched
despite the subsequent economic
recovery, but there is definitely an
atmosphere of risk-aversion in today’s
clinic marketplace. Buyers are carefully
evaluating clinics with an extra critical
eye on the questions of practice
stability and whether its success is
replicable.

So, armed with this knowledge,
here’s how to translate these concepts
into action steps to make your clinic
more attractive to potential buyers.

Rewrite your advertising
Respect your potential buyer’s time
and make sure your listing tells enough
about your clinic that they can

What buyers want
When selling your practice, understand the market has changed.
BY C RYS TA L M I S E N H E I M E R
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determine if it fits their criteria. For
most clinics, a bare minimum would
be gross collections, net income, asking
price, and adjusting techniques. If you
own a niche clinic that focuses on a
certain clientele or treatment, that
needs to be said as well.

Along these lines, if you hire a
consultant or broker to market your
clinic and they are not listing all of this
information, require them to do so for
your clinic. Teaser listings that lack all
the needed information is a common
list-building technique, but today’s
buyers hate that. Listings for your clinic
should be selling your clinic—period.

Give them what they want
The listing is just the first step. Once
you have someone interested, you want
to get them even more excited, and not
lose momentum while they wait for
someone to call them back, and then
wait again for information to be sent.

A broker can handle this by creating
a landing page for each clinic they list.
You can do this yourself with free
website-building software; there are
many options available with modern
templates and user-friendly tools.

Ensure your page features high-
quality pictures (and ideally video) of
your clinic. Consider hiring a profes-
sional photographer, as this can often
be done for just a few hundred dollars
and will instantly make your clinic
shine in the marketplace.

This website should also tell exciting
details about your clinic. List the unique
selling points that demonstrate why:
�Your clinic is a great investment,
�Your clinic is stable with relatively

low risk and,
�Your past successes can be duplicated.

In addition, have your financial
statements and due diligence materials
ready to go before you put your clinic

on the market. It can take time to
assemble all the information and adjust
the statements properly, and you don’t
want to lose momentum or look like
you are hiding something when you
have an interested buyer.

Lower your overhead
Your risk-averse potential buyers love
low overheads and high profit margins.
And lenders do, too. So now is the
time to cut all discretionary expenses.
Consider paying yourself or a family
member a higher salary; you keep your
write-off, and buyers and lenders will
automatically consider this profit.

Create automated income
Nothing speaks to a cautious buyer like
the predictability of automatic
payments. Having a dependable,
automatic monthly income increases
the perceived stability of a clinic and
demonstrates it is not dependent on

http://www.chiroeco.com/daiwasample
http://www.chiroeco.com
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new patients for meeting overhead.
Maintenance patients are a natural fit
for this, but think outside the box with
supplement clubs, massage, nutrition,
and weight-loss programs. The sky is
the limit for the creative DC.

Get back into marketing
Doctors are usually proud when they
get to stop marketing and operate on
straight referrals—and rightly so. But
that can be a problem when you want
to sell your clinic, because referrals are
built on relationships, and the new
doctor won’t have any assurances that
these will continue.

Today’s buyer wants to walk into a
situation where the marketing is

already in place and has proven to be
effective. You get bonus points if this
marketing is scalable, offering the new
owner an opportunity to do a big
growth push when they have settled
into the clinic.

Get it on paper
When all the details of running your
practice reside only in your head—or
even worse, in an employee’s head—
the odds of the clinic running the
same way after the sale shrink. Show a
potential buyer their odds of repeating
your successes are high by having a
detailed standards and procedures
manual.

Get your staff involved and get all

your processes systemized, from new-
patient intake to recall strategies, from
marketing to collections, and everything
in between. There are online tools with
templates that make this a breeze.

Give them the feeling of success
Every potential buyer who looks at your
practice landing page, and especially
those who step through your door, will
be picturing themselves as the owner
of your clinic. Will your practice, in its
current state, fill a potential buyer with
a sense of pride? If not, you need to
get to work.

A good first step is eliminating visual
clutter. In photos and in person, clutter
stirs feelings of chaos and dysfunction.

Then modernize the look and feel of
your clinic. At a minimum, invest in the
reception area. A welcoming entrance
with oversized, upscale potted plants at
your door and fresh paint and modern
décor in the reception area will set the
mood for your clinic.

The psychology of this matters,
because when it comes down to a
choice between your clinic and the next
guy’s, the “feel” the potential buyer gets
could very well be the deciding factor.

You’ve poured years of your life and
tens of thousands of dollars into your
clinic already, so finish strong by doing
the prep work to make it as attractive
as possible to potential buyers. Meet a
buyer’s psychological needs and you
will stand out for sure.

CRYSTAL MISENHEIMER is the
co-founder and content strategist
for Progressive Practice Sales.
Their team harnesses the power
of today’s technology to help

doctors nationwide sell and acquire clinics,
and save them time, money, and effort along
the way. She can be contacted at 503-839-
4563, crystal@progressivepracticesales.com,
or through progressivepracticesales.com.

Every potential buyer who looks at your practice landing page, and especially
those who step through your door, will be picturing themselves as the
owner of your clinic.

http://www.chirospring.com
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WALK THROUGH ALMOST ANY

STATE ASSOCIATION

convention or expo hall
and you are bound to come across
doctors who are considering opening a
multidisciplinary practice or converting
their chiropractic practice to such a
model. Often there will be an
assortment of consultants who are
happy to help them along the way. If
you take a deeper dive, however, you
will hear a wide variety of ways that
doctors and consultants seek to arrive
at this goal. For the doctor thinking
about making such a move, this can be
a dizzying experience. What is the
right way to do this? And should it be
done at all?

To be sure, the rewards of a multi-
disciplinary practice can be great.
Similarly, the risks can be enormous

and those rewards can vanish in an
instant if a practice is not following
certain key guidelines pertaining to
compliance. Many a well-meaning
doctor has been led down the wrong
path by other well-meaning individuals.
This decision is likely the most impor-
tant professional decision you will ever
make other than the one you made to
become a doctor of chiropractic in the
first place.

Clarify your perspective
How do you make the move to multi-
disciplinary practice the right way?
Begin by asking yourself why you are
doing it at all. If your motivation is
purely financial, stop! Take a good long
look and ask yourself what your
“greater why” is.

Making such a move with money as

the prime motivator will always lead to
problems down the road. If your moti-
vation is based on service, you are on a
better path.

Get proper legal advice. There is no
other way to say this any clearer: Be
sure to hire an attorney who specializes
in healthcare law in your state.

Each state has its own set of laws that
determine who may or may not be able
to own a company that provides medical
services. Some chiropractors are
shocked to learn they might not be
able to own their practice any longer
because their state law does not allow a
chiropractor to have ownership in a
medical entity or to share in fee income
from medical services. In such circum-
stances, having the best legal advice
possible is invaluable.

Don’t skimp on hiring the right

Right from the start
Avoid common mistakes when setting up a multidisciplinary practice.
BY K AT H Y M I L L S C H A N G , M C S - P, CC P C , CCC A
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attorney. And never try to copy what your buddy from
chiropractic college is doing. They may be doing it all
wrong. Make the investment in hiring the best healthcare
attorney you can find.

Locate the talent
Once you are clear with your corporate structure, you can
begin recruiting the healthcare team you wish to add to your
practice. Depending on the services you plan to add, hiring
an MD or a DO may be the best way to go. In many places,
hiring a midlevel provider such as a nurse practitioner or
physician’s assistant can be a smart choice, as they can often
provide many of the same services as an MD at less cost.

Here again, be certain that your state law allows for the
scope of care you would want the midlevel provider to
deliver. Some insurance plans, including Medicare, may
require a physician-level provider to deliver certain types of
services. Know what can and cannot be done with the
providers you are talking to and do not assume that they
know the right answers.

The No. 1 pitfall in so many multidisciplinary practices is
not allowing for independent treatment protocols. Each
professional member of your team must be allowed to set
their own treatment protocols without interference.

As a doctor of chiropractic, you cannot be seen as dictating
to your MD how to practice medicine. Similarly, your physical
therapist cannot tell you how to practice chiropractic. It
should be spelled out in your practice compliance manual
that each licensed healthcare professional will set his or her
own treatment protocol for each patient under their care
and do so within their scope of license.

By the book
Another key point is ensuring all services performed are
based on medical necessity. There are consultants who advise
their clients to have all patients follow a certain track once a
patient enters the practice.

For example, the practice might want all patients to see
the medical doctor first and get the same battery of tests.
But this is looked upon with suspicion by both insurance
carriers and state boards.

If those tests are necessary for diagnostic and treatment
purposes for that patient’s condition, fine. But if this is not
the case, let the doctor beware.

Hiring a midlevel provider such as a
nurse practitioner or physician’s
assistant can be a smart choice, as
they can often provide many of the
same services as an MD at less cost.

http://www.bintzco.com/chiro
http://www.chiroeco.com
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Without question, insurers are
masterful at analyzing data—their
bottom line depends on it. If they
suddenly see that your practice is
doing an extraordinary volume of
services that it has never done before,
or is falling outside the realm of what
is considered normal, you can expect
them to take a peek. Be sure you can
support your billing with solid
documentation of medical necessity.

Having a multidisciplinary practice
does not give the chiropractor license
to bill adjustments under the name
and license of the medical doctor.
There is no shortage of horror stories
about this. Some chiropractors may
even use the defense that their
consultant told them it was OK.

It should also be common sense that
each provider in a practice bills for
only those services that they personally
provided. In the end, regardless of
what any consultant may say, you are

responsible for knowing the laws that
govern your practice.

Coordinated care
The most successful multidisciplinary
practices are those that provide a wide
menu of services to the patients that
require them, and do so in a coordi-
nated manner. This coordination and
documention of care is the hallmark of
a practice that has a mission to do the
right thing for the right reason.

If you have a multidisciplinary team,
set a time each week to have a huddle
about the patients who are receiving
care from more than one specialty in
the practice. Document each provider’s
plan of care and the expected outcomes.
If the patient is not tracking as expected,
decide what will be done to move the
patient in the right direction so that
procedures are not duplicated.

From a reimbursement and compli-
ance perspective, a multidisciplinary

practice places more balls in the air to
juggle, and it may not be right for
everyone. If you do elect to enter this
world, don’t go it alone. Yes, it can be
highly rewarding when proper attention
is brought to the creation and imple-
mentation of your vision. But don’t
destroy your future through greed or
ignorance. It is easier to do it the right
way, right from the start.

KATHY MILLS CHANG is a
certified medical compliance
specialist (MCS-P), a certified
chiropractic professional coder
(CCPC), and certified clinical

chiropractic assistant (CCCA). Since 1983, she
has provided chiropractors with reimbursement
and compliance training, advice, and tools to
increase revenue and reduce risk. Kathy leads
a team of 20 at KMC University and is
considered one of our profession’s foremost
experts on Medicare, documentation and
compliance. She or any of her team members
can be contacted at 855-832-6562 or
info@kmcuniversity.com.

http://www.dchours.com
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Acupuncture offers broader
treatment options and
improved results for
the right practice.
BY J U L I E K N U D S O N

Vital force
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The modalities of acupuncture
and chiropractic are highly
compatible. Bringing them
together can offer

tremendous advantages to practitioners,
but the recipe needs to be just right.

Some licensed acupuncturists (LAcs) and
DCs are highly philosophical. Others are
more practical, preferring evidence and
research to direct their approach to
treatment. And, of course, there are people
who take positions all along the spectrum.

Forming a successful relationship
between acupuncture and chiropractic takes
thought and planning. Some DCs may
choose to pursue their own LAc degree,
while others prefer to partner with a LAc to
share the workload. Together, the two
disciplines have the potential to increase the
tools a DC has available and gives patients
more options to find the best treatment for
their individual needs.

Complementary modalities
In some practices, acupuncture and
chiropractic techniques are already going
hand in hand to improve patient outcomes.
“When a patient comes in and they’re in
pain, we as chiropractors can address the
function and structure to help them feel
better, through increased range of motion or
an adjustment and improved nutrition,” says
Andria Marie D’Amato, DC. She adds,
however, that some chiropractic patients
may not achieve immediate or long-lasting
effects without additional visits.

“When I incorporate acupuncture as well
in the treatment for that acute condition,
their outcomes improve in a shorter period
of time,” D’Amato says. The most obvious
measure also improves when acupuncture is
added to the treatment plan: Patients feel
better in less time. The two fields comple-
ment each so that patients feel better and
get back to their normal routine sooner.

With many years of work as both a
chiropractor and an acupuncturist under his
belt, Ivo F. Waerlop, DC, says the two
disciplines have great synergy. “Both are
working on the nervous system,” he
explains. That common area of focus can

often act as a multiplying force when it
comes to patient outcomes, and Waerlop
says of the modalities that “the effects of one
sometimes outlast the effects of the other.”

The combination of chiropractic and
acupuncture also offers DCs a way to
expand their scope of care and broaden their
patient demographic. “You can treat
mechanical issues and also treat a wider
variety of systems throughout the body,”
Waerlop says

Haley Honeysett, AP, Dipl Ac, finds that
combining the disciplines of chiropractic
care and acupuncture provides many
patients with significantly better pain
management. “It helps to relieve pain more
quickly using both modalities,” she explains.
“It helps with inflammation, reducing pain,
and relaxing the muscles.” That pain
management benefit comes whether patients
are experiencing discomfort as a result of an
injury or some other condition.

“For patients who are pregnant,
acupuncture and chiropractic methods
together can help with any pain they’re
experiencing now, plus they can also ease
their labor and delivery,” Honeysett says.
From sinus pain to injuries, she sees
acupuncture and chiropractic treatments
working together to produce results sooner
than if only one modality were used alone.

Benefits to the DC
Most DCs are practically oriented, and they
look to get a patient into and out of the
office as efficiently as possible, obtaining the
optimal response in the least amount of
time, says John A. Amaro, DC, LAc, Dipl Ac.
Chiropractors who seek to pursue an LAc
degree of their own and incorporate
acupuncture into their treatments will likely
tailor their approach in accord with the type
of acupuncture they’ve been taught. “The
Japanese approach to acupuncture uses a
whole different way of inserting the needle
and doing any type of application,” Amaro
explains. Those whose experience leans
toward the methods favored in northern
China, by contrast, will use a different
insertion style and, Amaro says, “It just
depends on which you prefer to use and

ADOBESTOCK
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where your indoctrination came from.”
Chiropractors who opt to partner

with an acupuncturist, rather than
gaining an LAc themselves, will likely
discover a variety of benefits from the
relationship. Kristine Tohtz, DC, LAc, is
president of the ACA’s Council of
Chiropractic Acupuncture, and she says
someone with experience in acupunc-
ture can bring a broader scope of the
discipline’s skills to the practice, filling
in the gaps where a DC isn’t as comfort-
able or able to undertake a treatment
or procedure alone. “For example, if
the primary focus of the practice leans
more toward musculoskeletal concerns,
they could treat digestive issues and

other things in conjunction with
nutrition and acupuncture,” she says.

Partnering with an acupuncturist
may be more expedient, but Tohtz
suggests DCs may want to “take some
classes and see if it’s something they
want to pursue.” Whether they gain
direct acupuncture expertise or not,
she believes that bridging the two
worlds results in improved patient care
and the ability to broaden the range of
available treatments.

An expanded treatment portfolio
spawns a number of additional benefits.
A practice that offers chiropractic
along with acupuncture draws a larger
number of patients. “You attract more
patients to the office and you get a
reputation for treating lots of things,”
Waerlop says. That bi-modality patient
base represents an additional revenue
stream. “Many insurance companies
are starting to cover acupuncture, but
even if not, it’s a source of revenue for
the practice,” Waerlop says. The part-
nering providers can also collaborate
on cases, bringing a wider knowledge
base to bear when a patient’s concerns
fall outside the routine.

Greater than the sum of the parts
Waerlop works with medical profes-
sionals to help treat patients undergoing
pre- and post-surgical rehabilitation.
He says it’s a good example of the power
chiropractic care and acupuncture can
have when used together: “We’ll see a
patient with a post-surgical knee, hip,
or ankle, and they’ll go back through
for their recheck at two and four weeks,
and the doctor can’t believe how little
swelling they have and how much
function they have.”

Acupuncture’s ability to diminish
joint swelling enhances the effects of
chiropractic treatments, helping patients
see faster healing times. That translates
to decreased downtime and less lost
time from work.

Not only do patients feel better
faster when they receive chiropractic
and acupuncture care in combination,

D’Amato says, but they also become
champions of the modalities once they
see the effects for themselves. “They
share their excitement and enthusiasm
with their primary care physicians and
other practitioners,” she says. “They’re
now our best advocates for an alter-
native approach to low-back pain or
neck pain, for example.”

Because patients are quick to spread
the word about how acupuncture and
chiropractic helped them, D’Amato
says her practice is getting referrals
from specialists and family physicians
who may not even fully understand
what a DC does. “The doctors say, ‘It’s
working for this patient, the evidence
is here in my office,’” she explains.
Patients want to feel better and they
want their activities to improve. When
that happens, they’re eager to tell
others about it.

Musculoskeletal pain is perhaps the
most common reason patients use
acupuncture and chiropractic care in
tandem. “From a structural standpoint,
chiropractic can help to put them back
in alignment,” Honeysett says. “Then
you can follow up with acupuncture,
which can control inflammation.”
Together, the muscles around the spine
stay relaxed, giving a better net effect
than chiropractic treatment alone.

Some patients may even see better
results from acupuncture than they
would with a traditional medication.
“Acupuncture releases endorphins,
which are natural painkilling hormones,”
Honeysett says.

The sweet spots
There are some areas where acupunc-
ture has shown particular prowess.
Women’s health issues are an example.
“I see a lot of different ailments, such
as people with irregular menstruation
or a lot of related pain and cramping,”
Honeysett says. Fertility patients are
often good candidates for acupuncture
treatment. Those who have had a
tough time conceiving often turn to
drug therapies to increase their chances.

Meet the experts
Andria Marie D’Amato, DC,
DABCA, is president of the
American Board of

Chiropractic Acupuncture and owner
of Red Lotus Holistic Center in
Youngstown, Ohio.
redlotusholisticcenter.com
councilofchiropracticacupuncture.org

Ivo F. Waerlop, DC, DABCN, is
president of Functional
Integrative Rehabilitation

Education in Dillon, Colo.
allthingsneedling.com

Haley Honeysett, AP, Dipl. Ac,
is the owner of Honeysett
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International Academy of Medical
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“For people put on different medica-
tions to stimulate their ovaries,
acupuncture can help balance out the
side effects of those medications,”
Honeysett explains. Acupuncture is
also sometimes used to complement
other fertility methods, such as
artificial insemination.

Acupuncture and chiropractic are
neck and neck for musculoskeletal
conditions, but patients experiencing
problems in other body systems may
find increased relief with acupuncture.
“Sometimes we steer people into the
pathway we think is potentially a better
option for them, such as with internal
medicine issues like irritable bowel
syndrome,” Tohtz says. “Unless you
have a hardcore nutrition practice, I
think acupuncture does a better, more
expedient job for those patients than
solely straight chiropractic.” Insomnia
is another example often cited as a
strong indicator for acupuncture.

Organic issues also lend themselves
to acupuncture treatment along with a
number of other conditions. Waerlop
says that men experiencing impotence
may benefit from the use of acupunc-
ture. It can also be used for a variety of
other conditions he says. “We see
people with sinusitis or a cold and we
use acupuncture and herbs along with
adjusting.” Not only does acupuncture
often provide fast relief for patients in
these cases, but Waerlop says that
together you can get better results than
manipulation alone.

Benefits for the LAc
Just as acupuncture can add to the
chiropractic practice, the LAc who
chooses to partner with a DC will find
similar advantages. Honeysett says it’s
helpful to offer her patients access to a
lot of different methods. “Sometimes
the chiropractor has had patients who,
two years later, start coming into my

office for acupuncture.”
Other people may also hear good

things about acupuncture from other
patients and decide to try it for
themselves. “I think it’s nice to have
one-stop shopping for people and have
different things to offer patients,”
Honeysett says.

For acupuncturists interested in
expanding their own scope of knowl-
edge, a relationship with a DC may be
just the ticket. Tohtz has an acupunc-
turist in her office and when her own
schedule is full, those patients who are
good candidates for acupuncture
treatment may still be able to be seen.
It’s good for patients and is also a great
opportunity for the acupuncturist.

“One reason she wanted to work
with us is because she wanted to focus
on musculoskeletal issues,” Tohtz says
of the partnering acupuncturist. There
are few better places to get exposure to
these types of patient cases than a DC’s

http://www.mybreakthrough.com/mdp
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practice. It also gives the LAc the kind
of experience that directly benefits the
chiropractic side of the house. Patient
numbers and revenue both increase
because patients are drawn to integrative
clinics that can deliver real results.

Making the relationship work
Forming a successful partnership calls
for the DC and LAc to have a syner-
gistic perspective. Simple logistics offer
a good place to begin: “When you are
blending a healing professional and
multiple specialists in one space, you
need to make sure everyone is compat-
ible with their work schedule,” D’Amato
explains. And that doesn’t mean just
opening and closing hours. “It’s about
the energy they bring into the space
and that patients feel they’re in a
healthy environment and not walking
into chaos.”

Even the amount of time each
provider spends with a patient needs
to be considered, as short appoint-
ments for one type of treatment may
need to be balanced against longer
visits for others.

Today’s DCs are trained in a much
different way than LAcs are, putting

the disciplines far enough apart that a
partnership may be difficult to sustain
without a concentrated effort. “The
two very seldom appreciate what the
other one does,” Amaro says of DCs
and LAcs.

Coming together under the umbrella
of one practice needs to be carefully
viewed as a business decision. Even if
the LAc has a big practice, only a
handful of patients may be seen due to
the time required for each visit. “In a
chiropractic practice, a DC can see
more patients with high effectiveness,”
Amaro says. He adds that coming
together successfully requires an astute
business sense.

Getting your office ready
A traditional chiropractic practice
doesn’t need to invest in much special-
ized equipment if a DC wants to add
acupuncture services. Looking beyond
training expenditures, a table more
suited to acupuncture than a standard
chiropractic table will likely be the
largest expense. “Our tables aren’t meant
for 15 or 30 minutes of lying down,”
Tohtz says. Patients will be far more
comfortable on a massage or physical

therapy table instead. That’s especially
true if the DC wants to do acupunc-
ture with the patient prone. “Ensure it
has a face cradle,” Tohtz adds.

Though the cost outlay for the
necessary needles and trays will be low,
related items must also be considered
before acupuncture services can be
added. “As chiropractors, we wouldn’t
think of the need for a sharps container
or a quiet room for relaxation,” D’Amato
says. “The DC will need an environ-
ment in their office space that can
support that.”

In addition to provisions for disposal,
storage for the required supplies is
also typically minimal, but it’s some-
thing you’ll need to plan for if you
want to expand your practice in this
direction.

JULIE KNUDSON is a freelance
business writer with a background
in the life sciences industry. She
specializes in healthcare and
technology, with a focus on where

those disciplines intersect. Her work has also
appeared in various commercial publications,
and she develops thought-leadership content
for businesses in those same industries. She
can be contacted through julieknudson.com.
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ASURPRISING NUMBER OF DOCS

DON’T “GET” JUST HOW

beneficial custom orthotics can
be to both their patients and their
practice. Some may still struggle with
the “foot-spine connection” (even though
D.D. Palmer himself wrote of the
importance of adjusting the extremities,
and volumes of research in the years
since have proven the vital link
between foot health and spinal health).

Still others prescribe a pair of custom
orthotics here or there, but don’t make
it a regular practice. If either of these
sound like you, you’re missing the boat,
both financially and in giving your
patients the care they deserve.

Focus on your patients
Nearly 95 percent of DCs already offer
some sort of product in their practice,
according to recent Chiropractic
Economics Salary and Expense Surveys.

But there’s a big difference between the
DC who sells an occasional pair of
orthotics and one who has successfully
leveraged retail as an important
revenue stream.

Many DCs confess that they “don’t
feel comfortable selling”—that sales
feels unprofessional somehow. Successful
doctors have reframed their thinking,
focusing on the optimal patient
experience. Ask yourself why you
wouldn’t offer everything you can to
ensure your patients are getting better,
both inside your office and at home?
Why wouldn’t you use every tool at
your disposal to get patients engaged
in their care?

Your confidence will build as you
start to see the payoffs. Because they’re
custom products and made to order,
you never have to worry about
orthotics tying up your cash flow or
going unused, cluttering up your

shelves and closets.
The following advice is from top-

sellers who can show you how to get the
most out of custom-made orthotics.

Scan every patient —
make it protocol
Problems in the feet can lead to
problems throughout the kinetic chain.
When you scan every patient, you’ll
improve their outcomes and generate
more practice income by giving their
feet the support they need.

Keep in mind: the average person
takes between 5,000 and 10,000 steps a
day. With each step, degenerative
changes in the muscles, joints, and
connective tissues of the feet are
reinforced. When the body’s foundation
is compromised, joint movement,
circulation, and biomechanical func-
tioning throughout the entire body
may suffer.
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Better outcomes,
better income
The secrets of high-volume
doctors who make orthotics
a solid profit center.
BY K E V I N WO N G , D C
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Even if a patient’s feet feel fine, they could be causing
trouble elsewhere. Foot imbalance or dysfunction can have
ripple effects, transferring problems (and pain) to the legs,
knees, hips, spine, shoulders, even the neck. Don’t assume
the asymptomatic foot is a healthy foot—scan every patient
to be sure.

And if their feet do hurt, that’s the body sending out a
distress signal, and it may be time for orthotic support.
Plantar fasciitis, Morton’s neuroma, bunions, and general
foot pain and soreness are just a few of the foot conditions
that orthotics can help. They’re also great for athletes, as
custom orthotics have been research-proven to help improve
biomechanics and reduce the risk of injury.

Tell, don’t sell
But what if the patient doesn’t seem interested in custom
orthotics? What if you sense pushback? This touches on that
“fear of selling,” Don’t try to sell, tell instead. Patients are
coming to you for your expert advice. They want the best of
care, and research shows that adjustments plus custom
orthotics offer longer-lasting results.

So tell them, “You need custom orthotics.” Does an
ophthalmologist asks the patient if he or she needs glasses?
No, the ophthalmologist tells. Does a physical therapist ask
if it’s OK to engage his or her patient in exercises? The PT
tells. For all the issues DCs have with their allopathic peers,
there is something they can learn from the medical
profession, and that’s confidence.

Use teaching technology
The digital foot scanner is integral to the intake process in
many practices, and considering how widespread foot
problems are in the population, scanning every patient
should be a habit. By talking patients through the results
on-screen, you can teach them the concept of body
imbalances, and how the feet can play an important role in
whole-body foundational posture.

Even if a particular patient decides not to invest in
orthotics, the printed report they take home is professional
and reminds them of their eye-opening experience with
you. Using technology in your practice not only helps
with your assessment process, it also gives patients the

By talking patients through the
results on-screen, you can teach
them the concept of body
imbalances, and how the feet
can play an important role in
whole-body foundational posture.

http://www.ncmic.com/whyncmic
http://www.chiroeco.com
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“wow” factor that will set the stage for
repeat visits.

Train your CAs
Make sure your CAs know that foot
scanning is part of intake protocol.
Every patient should be scanned,
regardless of their complaint or health
goals; it’s part of the process, just like
handing a patient the intake form, and
taking their weight, X-rays, and blood
pressure (if that’s how you practice).
Having your CAs scan patients means
that you can focus on what you do
best: patient care and education.

And remember, products can be
used to engage your staff, too. Let
them try out orthotics—it’s a perk
employees appreciate and it arms them
with firsthand experience to speak
knowledgably to patients.

Try rewarding your staff with lunches
or bonuses after a certain number of
orthotics are sold. While the payoff of

meeting that goal will be appreciated,
the experience also boosts confidence
and encourages creativity and
cooperation among staff members.

The magic of the reorder
The best custom orthotic companies
keep patients’ scans on file for up to two
years, and offer a discounted price on a
second order down the line. You can
pass on the savings to your patients or
invest it in your practice. Either way,
it’s easy, fast, and a no-brainer.

Unless the patient has gone through
a major change affecting their pedal
health, such as extreme changes in
weight, pregnancy, or foot surgery, the
old scan should be good to go. Quality
custom orthotics will last a while, but
it’s recommended the patient replace
them every two years.

Give your patients a ring to let them
know it’s time, and then call up the
orthotic company to request a reorder.

You can have your CA go down the list
and call those who may be in need. It’s
a great way to re-engage with patients
while ensuring they remain supported.
Your CA can also suggest they come in
for a check-up or adjustment while
they have them on the line.

Be sure you have the latest, most
modern-looking marketing materials;
update that dusty old display. Talk to
your patients; train your staff.

It’s clear that custom orthotics
work—they help relieve pain, they help
your adjustments last longer, and they
help the body work better. As your
patients experience the difference, so
will your practice.

KEVIN WONG, DC, is an expert
on foot analysis, walking and
standing postures, and orthotics.
He discusses spinal and extremity
adjusting at speaking

engagements. He can be contacted through
orindachiropractic.com.
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LARGE-SCALE DATA BREACHES ARE

REPORTED ON A MORE OR LESS

weekly basis, with companies in
all sectors being affected. Corporations
and tech giants are frequently targeted
by hackers due to the volume of data
they process and store, but healthcare
organizations of all sizes are just as
vulnerable to attacks because of the
increasingly high value of the protected
health information (PHI) they hold.
Generally speaking, health information
has a longer shelf life than financial
information, and can therefore
command a higher price on the black
market.

While malicious outsider attacks,

including unauthorized access,
phishing, and ransomware attacks were
the leading cause of some of the biggest
healthcare data breaches in 2016, the
most consistent threat to organizations
comes from within. In fact, the
Ponemon Institute (a data security firm)
reports that more than half of data
breaches occur because of a malicious
insider or through human error.

Common causes of data breaches
within healthcare organizations include
loss or theft of unsecured employee
devices containing PHI; unauthorized
access to or disclosure of healthcare
records; and improper transmission,
storage, or disposal of identifiable

patient information. Considering this,
it is vital that clinics of all sizes do
everything they can to protect patient
data from both external and internal
data security threats.

Better the devil you know
Although insider security threats are a
very real issue, organizations do have
the advantage of being able to do
something about it. The following
points are suggested to help doctors of
chiropractic mitigate security threats
from within their own practices. While
safety can never be 100-percent
guaranteed, you can certainly reduce
your exposure to common dangers.

TECHTAlk

The danger within
Insider data security can threaten your practice.
BY G E N E F RY
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Set access controls
It’s human nature to want to use a
memorable password for easy access to
information, but when PHI is at stake,
using simple, easy-to-guess passwords
that aren’t changed frequently can leave
your organization vulnerable.

All staff passwords should be hard
to guess, and be changed every one to
three months to minimize risk. In
addition to strong passwords, multi-
factor authentication should be used
when using any systems that allow an
employee to access or modify PHI,
through a computer, smartphone, or
tablet.

As an extra step to protect PHI, you
should consider tiered levels of access
for all employees who come into
contact with patient information.

Internal assessments
Preventing and restricting access to
PHI is a necessary step, but to ensure

these measures are working, regularly
conduct an analysis of logs to check
who has accessed or modified data,
with alerts set to notify you of all login
attempts. Furthermore, while being
selected for a HIPAA audit is rare, if
you conduct routine internal risk
assessments and mock audits for
potential breaches, you can identify
gaps in your data protection strategy as
well as maintain security awareness
among your staff.

Device management
Mobile technology has transformed the
way healthcare professionals communi-
cate and coordinate care. There are
many benefits to being able to manage
patients’ health information when
you’re away from a desktop computer,
but there are equally as many risks.
Before allowing any devices that store
or transmit PHI to leave your practice
doors, it is crucial such devices be

encrypted, have secure login methods
in place, and have remote wiping or
disabling allowed, to prevent data
being accessed in the event of a device
being lost or stolen.

HIPAA-compliant messaging
and storage
The rules around the transmission and
storage of PHI under HIPAA are
sometimes misunderstood, particularly
when it comes to encryption. The fact
that encryption is listed as an
“addressable” standard, rather than
“required” within HIPAA’s technical
standards, leads many organizations to
assume encryption is unnecessary
when handling PHI.

But disregarding addressable stan-
dards, particularly regarding encryption,
leaves covered entities more vulnerable
to breaches. In other words, encryption
is not optional.

In addition, when sending PHI,

http://www.braincoredoctor.com
http://www.chiroeco.com
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employees must avoid using non-secure applications such as
unencrypted email, text messaging, or instant messaging
applications such as WhatsApp or Facebook Messenger, which
do not meet HIPAA compliance standards. The downloading
or storage of PHI must be done in a secure, HIPAA-compliant
environment, and data should be encrypted while at rest.

Security training
HIPAA training should be at the core of your data protection
strategy. While awareness won’t prevent every error, educating
staff who have access to PHI will help minimize risks.

Phishing scams, ransomware, and social engineering
attacks are becoming increasingly sophisticated, so your
employees need to be made aware of the latest tactics used
by scammers to encourage a victim to give up confidential
information.

If you explain to your employees how they can play a
huge part in reducing the risk of security breaches, they will
be more likely to think twice before sharing their login
details, or passing on information to an unverified source.

Mitigating insider threats is all about developing a culture
of security within an organization. While physical
safeguards are absolutely necessary, they can count for very
little if your staff isn’t trained to spot the warning signs.
Take the needed steps now, before risk turns into reality.

GENE FRY has been the compliance officer and vice
president of technology at Scrypt since 2001 and has 25
years of IT experience working in industries such as
healthcare and for companies in the U.S. and abroad.
He is a Certified HIPAA Professional (CHP) through the

Management and Strategy Institute, and he is certified in HIPAA
privacy and security. He can be contacted through scrypt.com.

Quick Tip
Juniper berries and health
As a natural health remedy, a juniper diuretic can help
eliminate excess water retention, contributing to weight
loss. Juniper uses also include the treatment of infections,
especially within the urinary tract, bladder, kidneys, and
prostate.

One of the big benefits of juniper berries is that their
antiseptic properties help remove waste and acidic toxins
from the body, stimulating a fighting action against
bacterial and yeast infections.

— The Baseline of Health Foundation
JonBarron.org

http://www.emersonecologics.com
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Chiropractic Economics is pleased to present the profession’s most comprehensive Retail directory. The information in the resource
guide was obtained from questionnaires completed by the listed companies.

Retail

3 Care Therapeutics
888-372-3421
omega3care.com

A.C. Grace Co.
800-833-4368
acgrace.com

Accuthotix
888-325-3668
accuthotix.com

Acor Orthopaedic Inc.
800-237-2267
acor.com/chiro

Activator Methods Int’l
800-598-0224
activator.com

Acuball
866-444-2255
acuball.com

ALINE Systems Inc.
800-736-9005
aline.com

Allman Products Inc.
800-223-6889
allmanproducts.com

American Nutriceuticals
888-848-2548
888vitality.com

Antos & Associates LLC
386-212-0007
antosdmebrace.com

Apex Energetics Inc.
800-736-4381
apexenergetics.com

Arch Doctor
800-299-2724
chirothotic.com

Asteeza
877-384-9494
asteeza.com

Ayush Herbs Inc.
800-925-1371
ayush.com

Back Support Systems
800-669-2225
backsupportsystems.com

Back Talk Systems Inc.
800-937-3113
backtalksystems.com

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

Barefoot Science
866-420-3719
barefoot-science.ca

Battle Creek Equipment
888-843-7664
battlecreekequipment.com

Bax-U
866-866-2225
bax-u.com

BelleCore LLC
800-867-7414
bellecore.com

bio2 Cosmeceuticals
800-499-1372
oxymist.com

BioActive Nutritional Inc.
800-288-9525
bioactivenutritional.com

BioPharma Scientific LLC
877-772-4362
superfoodsolution.com

BioPhotas Inc.
714-838-1956
biophotas.com

BioProtein Technology
800-280-2456
bioproteintech.com

Biotics Research
800-231-5777
bioticsresearch.com

BIOTONE
800-445-6457
biotone.com

BioVi LLC
888-982-4684
biovibrands.com

Blanchard Golf Injury Seminars
805-772-8298
golfinjuryseminars.com

Blue Spring Int’l
866-470-4930
doctorspainformula.com

BML Basic
800-643-4751
bmlbasic.com

BodyZone.com
770-922-0700
bodyzone.com

BQ Ergonomics LLC
877-938-9034
bqe-usa.com

Brain Brilliance
843-709-9113
brainbrillianceinc.com

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

Buckeye Nutritionals
330-665-1003
buckeyenutritionals.com

Business Industrial Chiropractic Services
404-518-4338
bics2020.com

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

Carlson Laboratories
847-255-1600
carlsonlabs.com

CBD Clinic
303-223-0863
cbdclinic.co

Chattanooga
800-592-7329
chattgroup.com

CHI Institute
800-743-5608
soundvitality.com

China-Gel Inc.
800-898-4435
chinagel.com

Chiro Discount Warehouse
800-406-7276
chirodiscountwarehouse.com

Chiro-Matic
800-526-5116
chiromatic.com

Chiroflow
800-308-3069
chiroflow.com

ChiropracticOutfitters.com
952-270-0258
chiropracticoutfitters.com

ChiroSlumber
888-958-2008
chiroslumber.com

ChiroSupply
877-563-9660
chirosupply.com

Clinical Health Services Inc.
888-249-4346
clinicalhealthservices.com

Clinically Fit
866-983-6767
thextensor.com

Cogent Solutions Group
859-259-0300
cogentsolutionsgroup.com

Collagen MD
800-346-2922
collagenmdprofessional.com

Concept Therapy Institute
210-698-2254
zonedoctors.com

Control
800-699-0527
control-bar.com

Core Products Int’l Inc.
800-365-3047
coreproducts.com

Corganics
866-939-9541
reliefcream.com

Cox Technic Resource Center Inc.
800-441-5571
coxtrc.com

Creative Bioscience
877-744-1224
creativebioscience.com

Creative Comfort Inc.
855-842-6154
creativecomfortstore.com

Cryoderm
800-344-9926
cryoderm.com

Custom X-Ray Digital Service
602-439-3100
customxray.com

C’est Si Bon Co.
888-700-0801
bestchlorella.com

D-MED Inc.
800-472-0604
d-med.com

DaCrema Botanicals
484-838-8778
dacremabotanicals.com

David Singer Enterprises
800-326-1797
davidsingerenterprises.com

Davidson Therapy Products LLC
888-589-4081
slingprom.com

DaVinci Laboratories of Vermont
800-325-1776
davincilabs.com

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

Dee Cee Laboratories Inc.
800-251-8182
deeceelabs.com

Designs for Health
800-847-8302
designsforhealth.com

Diamond-Herpanacine Associates
888-467-4200
diamondformulas.com

Discount Chiropractic Supplies
888-444-6741
discountchiropracticsupplies.com

Discount DME
813-889-0000
discountdme.com

Discover Wellness Inc.
760-208-1895
drstevehoffman.com
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Doctor Hoy’s
480-357-4300
drhoys.com

DoctorInsole
424-274-4661
doctorinsole.com

Douglas Laboratories
800-245-4440
douglaslabs.com

Dr. Cool
855-805-4328
drcoolrecovery.com

Dr. Dale’s Wellness Center
800-219-1261
wellnesscenter.net

Dr. Garber’s Natural Solutions
877-374-2723
drgarbers.com

Dr. H Rejoint
201-875-8055
drhrejoint.com

Dr. Jill’s Foot Pads
866-366-8723
drjillsfootpads.com

Drucker Labs
888-881-2344
druckerlabs.com

Dynamic Health Labs Inc.
800-396-2114
dynamic-health.com

Dynatronics
800-874-6251
dynatronics.com

EarthLite
760-599-1112
earthlite.com

Edge Systems Corp.
562-597-0102
edgesystemscorp.com

ENDEVR
888-500-9720
endevr.com

Energique Inc.
800-869-8078
energiqueherbal.com

Enviromedica (Prescript Assist)
800-257-3315
prescript-assist.com

Enzyme Process Co.
800-521-8669
enzymeprocess.co

Enzyme Science
855-281-7246
enzyscience.com

Enzymes Inc.
800-637-7893
enzymesinc.com

Essential Formulas Inc.
972-255-3918
essentialformulas.com

EuroMedica
866-842-7256
euromedicausa.com

Everyway4all
909-606-8889
everyway4all.com

Feeling Pretty Remarkable
416-750-1500
feelingprettyremarkable.com

Fenix Nutrition
855-527-4464
fenixnutrition.com

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

Foot Professional LLC
208-375-7431
footprofessional.com

Footscan USA
850-460-2200
footscanusa.com

Future Peptides
347-855-4713
futurepeptides.com

GMP Fitness
888-467-3488
gmpfitness.com

Goodmark Medical LLC
866-214-5880
goodmarkmedical.com

Great White Bottling Inc.
888-295-6457
greatwhitebottling.com

GY&N Nutriment Pharmacology Inc.
877-864-5112
gyandn.com

Harlan Health Products Inc.
800-345-1124
harlanhealth.com

Harmony Cone
877-570-4484
harmonycone.com

HBN Shoe LLC
603-622-0272
insoliainserts.com

Healthy You
800-826-9946
healthyyouweb.com

Hevert USA
541-344-4980
hevertusa.com

Himalaya Herbal Healthcare
800-869-4640
himalayausa.com

Hope Science
866-628-8725
hopescience.com

HSUSA Distribution
702-378-7777
HSUSAdistribution.com

Human Scale
212-725-4749
humanscale.com

Hyalogic
866-318-8484
hyalogic.com

HydroMassage
800-796-7493
hydromassage.com/eco

ICA Health LLC
888-237-3625
icahealth.com

iHealth Products Inc.
800-930-6493
ihealthproducts.com

Infinite Therapeutics
603-347-6006
infinitymassagechairs.com

Innate Response Formulas
800-634-6342
innateresponse.com

Integrative Therapeutics
800-931-1709
integrativepro.com

Integrity Life Sciences
813-935-5500
integritylifesciences.com

intelliBED
888-435-2339
intellibed.com

iSleep
800-219-3151
isleep.com

iTENS
800-573-0052
itens.com

Johari Digital
858-657-9226
joharidigital.com

Kinesio USA
505-856-2029
kinesiotaping.com

King Bio
800-543-3245
safecarerx.com

Kirkman Labs
800-245-8282
kirkmanlabs.com

Klean Athlete
855-255-5326
kleanathlete.com

Kool Fit America Inc.
800-852-5665
koolnfit.com

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

Legacy for Life
877-557-8477
legacyforlife.net

Life Extension
866-585-1435
lifeextensionretail.com/epartner

LifeHealth Science
216-706-6093
lhscience.com

Lifestyle Nutrition Inc.
800-699-8106
physicianwellnessprogram.com

LifeTec Inc.
800-822-5911
lifetecinc.com

Lipo-Light
877-788-5476
lipolightpro.com

Logos Nutritionals LLC
800-556-5530
logosnutritionals.com

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

LSI Int’l
800-832-0053
lsiinternational.com

Lypossage
877-346-1156
lypossage.net

LZR7
888-333-7511
lzr7.com

Magnetico Inc.
800-265-1119
magneticosleep.com

MammaGard
310-904-8353
mammagard.com

MassageBlocks.com
800-326-1972
massageblocks.com

Master Supplements Inc.
800-926-2961
master-supplements.com

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

Med-Fit Systems Inc.
800-831-8665
medfitsystems.com

http://www.chiroeco.com
http://www.drhoys.com
http://www.essentialformulas.com
http://www.hopescience.com
http://www.koolnfit.com
http://www.kustomerkinetics.com
http://www.legacyforlife.net
http://www.hsusadistribution.com
http://www.humanscale.com
http://www.euromedicausa.com
http://www.everyway4all.com
http://www.doctorinsole.com
http://www.douglaslabs.com
http://www.drcoolrecovery.com
http://www.wellnesscenter.net
http://www.drgarbers.com
http://www.feelingprettyremarkable.com
http://www.hyalogic.com
http://www.fenixnutrition.com
http://www.footlevelers.com
http://www.hydromassage.com/eco
http://www.icahealth.com
http://www.lifeextensionretail.com/epartner
http://www.lhscience.com
http://www.physicianwellnessprogram.com
http://www.drhrejoint.com
http://www.drjillsfootpads.com
http://www.druckerlabs.com
http://www.dynamic-health.com
http://www.dynatronics.com
http://www.earthlite.com
http://www.footprofessional.com
http://www.footscanusa.com
http://www.futurepeptides.com
http://www.gmpfitness.com
http://www.goodmarkmedical.com
http://www.ihealthproducts.com
http://www.lifetecinc.com
http://www.lipolightpro.com
http://www.logosnutritionals.com
http://www.lotusbrands.com
http://www.lsiinternational.com
http://www.infinitymassagechairs.com
http://www.innateresponse.com
http://www.integrativepro.com
http://www.integritylifesciences.com
http://www.greatwhitebottling.com
http://www.intellibed.com
http://www.lypossage.net
http://www.lzr7.com
http://www.magneticosleep.com
http://www.isleep.com
http://www.gyandn.com
http://www.edgesystemscorp.com
http://www.endevr.com
http://www.energiqueherbal.com
http://www.harlanhealth.com
http://www.itens.com
http://www.harmonycone.com
http://www.joharidigital.com
http://www.mammagard.com
http://www.massageblocks.com
http://www.kinesiotaping.com
http://www.insoliainserts.com
http://www.prescript-assist.com
http://www.enzymeprocess.co
http://www.enzymescience.com
http://www.enzymesinc.com
http://www.healthyyouweb.com
http://www.hevertusa.com
http://www.himalayausa.com
http://www.safecarex.com
http://www.master-supplements.com
http://www.kirkmanlabs.com
http://www.kleanathlete.com
http://www.matlinmfg.com
http://www.medfitsystems.com
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Medi-Stim Inc.
800-363-7846
medi-stim.com

MediNatura
844-633-4628
medinatura.com

MedOp Inc.
813-343-5555
medop.com

MegaSporeBiotic
by Physicians Exclusive
855-729-5090
gomegaspore.com

Membrell LLC
800-749-1291
membrell.com

Metagenics
800-877-1703
metagenics.com

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

Meyer DC
800-472-4221
meyerdc.com

MojoFeet
855-665-6522
mojofeet.com

Moszkito Lifestyle Products LLC
480-502-0017
moszkito.com

Mother Earth Pillows
800-344-2072
motherearthpillows.com

Mt. Capra Products
800-574-1961
mtcapra.com

Mushroom Wisdom
800-747-7418
mushroomwisdom.com

Myo Technologies Inc.
910-509-7192
myoinc.com

Myo-Breathe LLC
800-803-1535
myo-breathe.com

MyoNatural
866-276-6058
myonatural.com

Nature-Fit
800-874-4295
nature-fit.com

Natures Rite
888-465-4404
mynaturesrite.com

Neuro-Structural Taping Technique
416-750-1500
nstaping.com

New Reality Inc.
925-443-2254
newreality.com

Newton Homeopathics
800-760-5550
newtonlabs.net

NuLean Inc.
800-948-5307
newpatientsuccess.com

NutraLife Health Products Inc.
877-688-7254
nutralife.com

Nutri Lifescience
941-757-9918
nutrilifescience.com

Nutrilite
800-253-6500
nutrilite.com

NXT Revenue
866-950-8446
nxtrevenue.com

OmegaBrite
800-383-2030
omegabrite.com

OPTP
800-367-7393
optp.com

Ortho-Dynamics Orthotics Laboratory
800-275-1842
orthodynamics.com

PADO
866-528-1010
padousa.com

Patterson Medical Holdings Inc.
866-472-4476
pattersonmedical.com

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

Performance Health/Bon Vital
262-367-2711
bonvital.com

Performance Health/Thera-Band
800-321-2135
thera-band.com

Performance Health/Thera-Pearl
877-732-7509
therapearl.com

PerformTex Kinesiology Tape
505-400-9440
performtex.com

Perspectis Inc.
866-586-2278
backvitalizer.com

Pettibon System Inc.
888-774-6258
pettibonsystem.com

Pharmax/Seroyal
888-737-6925
seroyal.com

Phases Rehab
800-231-0518
phasesrehab.com

Physician’s Vendor Services
888-312-3123
pvsonline.org

Pivotal Health Solutions
800-743-7738
phschiropractic.com

Platinum Medical
800-201-6719
platinummedicalllc.com

Plus Pillow Inc.
847-228-3030
functionalpillow.com

Point of Light Records
949-436-2718
peterkater.com

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

PolyGel LLC
973-884-8995
polygel.com

Posture Medic
877-215-1124
posturemedic.com

Posture Pro Inc.
800-632-5776
posturepump.com

Posturific Brace
614-792-2340
posturificbrace.com�
Powerstep
888-237-3668
powersteps.com

Prevention Pharmaceuticals
888-677-5453
omax3hcp.com

Prince of Peace Enterprises Inc.
510-723-2428
popus.com

Progressive Laboratories Inc.
800-527-9512
progressivelabs.com

ProMassagers.com
702-334-0454
promassagers.com

Proper Pillow
800-961-7527
properpillow.com

ProThera Inc.
888-488-2488
protherainc.com

Quell
781-890-9989
quellrelief.com

Rainbow Light Nutritional Systems
800-635-1233
rainbowlight.com

Real Bodywork
888-505-5511
realbodywork.com

RelaxoBak Inc.
800-527-5496
relaxobakpro.com

Renua Medical Inc.
888-923-6438
renuamedical.com

Rezume by Cryoderm
954-978-9290
cryoderm.com

Ridge and Company
832-294-5144
ridgeandcompany.com

RockTape
408-213-9550
rocktape.com

Roscoe Medical
800-871-7858
roscoemedical.com

Schiek’s Sports
800-772-4435
schiek.com

Science Based Nutrition
937-433-3140
sciencebasednutrition.com

Scimera BioScience
855-724-6372
scimera.com

ScripHessco
800-747-3488
scriphessco.com

SDO-Orthotics (EZ-Orthotics)
800-433-3668
ez-orthotics.com

Sedona Labs
888-816-8804
sedonalabspro.com

Serola Biomechanics Inc.
800-624-0008
serola.net

Sidmar
800-330-7260
sidmar.com

SierraSil Health Inc.
877-743-7720
sierrasil.com

Smart Practice
800-522-0800
smartpractice.com

Soft-Tex Manufacturing
844-291-7392
pillowise-usa.com

Sole Supports
888-650-7653
solesupports.com

Solutions4
801-973-8373
solutions4.com

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

Soothing Touch
505-820-1054
soothingtouch.com

Spenco Medical Corp.
800-877-3626
spenco.com

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

http://www.chiroeco.com
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Springreen Products Inc.
800-544-8147
springreen.com

Standard Enzyme Co.
770-537-4445
standardenzyme.com

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

Starwest Botanicals Inc.
800-800-4372
starwest-botanicals.com

Step Forward Co.
253-631-0683
stepforward.com

Stone Age Wellness
888-368-8933
stoneagewellness.com

StopNeckPain.com
800-995-8865
stopneckpain.com

Straight Arrow Products Inc.
800-827-9815
straightarrowinc.com

Strobel Technologies
812-280-6000
strobel.com

STYMCO Technologies LLC
855-672-4176
stymco.com

Suna System
727-826-0946
sunasystem.com

Suncoast Bioresearch
877-918-3687
suncoastbio.net

Sunset Park Massage Supplies
813-835-7900
massagesupplies.com

Swedish Backcare System Inc.
770-888-9796
mastercare.se

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

Symmetry Orthotics Int’l
877-918-3338
symmetryorthotics.com

Synergy Therapeutic Systems
800-639-3539
targetexercises.com

TENSnet
877-341-8367
tensnet.com

Texas Biostetic Instruments Inc.
877-496-8838
biostetics.com

The Pillow Place
800-832-2022
thepillowplace.com

The Pressure Positive Co.
610-754-6204
pressurepositive.com

The ROHO Group Inc.
618-277-9173
shapefitting.com

Therapeutica Inc.
800-348-5729
therapeutica.com

Therapy Innovations
888-718-0694
therapy-innovations.com

TheWriterWorks.com LLC
302-933-0116
thewriterworks.com

TriElements
888-876-3240
trielements.com

TriMedica Int’l
800-800-8849
trimedica.com

TruGen3
844-387-8436
trugen3.com

TxOptions
800-456-7818
txoptions.com

Ultimate Practice
866-797-8366
ultimatepractice.com

Vasyli Inc.
865-748-8562
orthaheelusa.com

VerVita Products LLC
616-453-2306
vervitaproducts.com

Viatrexx Bio Inc.
888-337-8427
viatrexx.com

Vibe for Health
866-520-4270
vibeforhealth.com

VibraWav
888-643-4332
vibrawav.com

Vital Nutrients
888-328-9992
vitalnutrients.net

VitaLogics LLC
886-432-2447
vitalogics.net

Warren Labs LLC
800-232-2563
warrenlabsaloe.com

Warwick Enterprises
800-355-3575
heellift.com

Waterwise Inc.
352-787-5008
waterwise.com

Weight Loss Products
727-826-0946
hcgmax.com

Wellness Belts Inc.
705-241-1481
wellnessbelts.com

Wellness Watchers
Global/Greens First
866-410-1818
greensfirst.com

White Sky LLC
888-884-4256
haloposture.com

Whole-istic Solutions
866-814-7673
whole-isticsolutions.com

Wise Essentials
800-705-9473
wiseessentials.com

Wise Woman Herbals
541-895-5172
wisewomanherbals.com

World Nutrition Inc.
800-548-2710
worldnutrition.net

Wuji Firgrove LLC
866-968-9854
wujilife.com

Yamuna Body Rolling
800-877-8429
yamunabodyrolling.com

Young Innovations
888-279-9904
envypillow.com

ZyCal Bioceuticals Inc.
888-779-9225
zycalbio.com

Companies highlighted in RED have an advertisement in this issue. For the
complete listing of services these companies provide, and to view our complete
online directory, visit chiroeco.com/buyers-guide.

http://www.practicestudio.net
http://www.chiroeco.com/buyers-guide
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MONEYMANAGEMENT

AN UNDENIABLE TREND IN THE

CHIROPRACTIC INDUSTRY IS THAT

changes in healthcare coverage
have caused a resurgence of cash-based
practices. With rising deductibles and
patient responsibility at an all-time
high, many are entertaining setting up
or changing to a cash-based practice
model.

In fact, like or not, your practice is
probably already morphing into a
cash-only enterprise. More patients
than ever before are insuring for only
catastrophic events and resigning
themselves to the fact that offices visits
and lower-cost modalities are their
costs to bear. The outdated model of

paying for such visits with insurance is
quickly becoming a thing of the past.

Furthermore, when patients have
some skin in the game, they think
twice before scheduling elective services.
To the detriment of their health, they
often skip more important visits to
their healthcare providers as well.

The insurance industry and the
government have proven that when
patients have to pay to play, utilization
goes down and cost reductions occur.
What they fail to recognize is that
preventive medicine is the least costly
care of all, so eliminating it means
eventually everyone pays more for
ignoring their health.

Converting to cash
Increasingly, chiropractic practices are
entertaining the idea of “going cash.”
Therefore, this trend and its outcome
have implications for the way you do
business.

First, you can be a cash-based
practice and accept insurance at the
same time. There is no need to pigeon-
hole your practice by how you get paid.

What business in 2017 declares that
it will only take cash and lives to tell
about it? Not many can pull that off, so
the best practice is to establish your
cash acceptance as simply an alter-
native payment method. A successful
office should take payments via the

Covered calls
Payment options are changing in the world of chiropractic care.
BY R U S S T H O M P S O N
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carriers and the patients, accepting all
forms of payment.

Cash, checks, credit cards, Square,
Apple Pay, PayPal, and other online
solutions present a wide range of
payment options. In addition, there are
payment portals that allow electronic
delivery of statements to patients and a
one-button payment option on mobile
devices. In today’s world, people want
choices (and they usually want them to
be electronic).

The idea that you can neglect the
insurance side of your business ignores
the fact that 90 percent of the U.S.
population has some kind of health
insurance. Commonly, you’ll hear a
doctor declare that they were able to
eliminate their billing staff because
they no longer file insurance. This is
simply not true. Someone is being
billed and therefore the job of billing
and collecting must be done.

So shed the idea that you can
eliminate staff because a well-designed
practice management system can
simplify administrative duties greatly.

The right tools
Most chiropractic practices make little
use of technology. It is still common
for many to enter charges by hand, key
in payments, mail paper statements,
and some still write on ledger cards
and handwrite receipts. Many offices
call insurance carriers on the phone to
determine coverage or claims status.
The list of inefficiencies is surpassed
only by the long list of excuses as to
why “we can’t change.”

Second, the tools available to
manage a practice have never been
better or more advanced. You often
hear chiropractors bemoaning the fact
that reimbursements are going down
and business isn’t what it used to be—
and it isn’t. The influx of cash from the
carriers was so great at one time in
chiropractic that no one had to know
much about running a successful
business. Indeed, many were successful
almost in spite of themselves.

Today things are different. The
smart and the strong are not only
surviving but they are thriving. Forbes
magazine looked at the financial
statements of 300,000 small businesses
and rated chiropractic No. 2 on the list
of the most profitable.

Chiropractic is a good profession
and a lucrative one for some. That
said, if the same article were written in
1990, chiropractic would likely be at
the top spot. But things have changed,
and chiropractic practices need to
sharpen up their management systems
and efficiency to avoid wasting the
current 15 percent pretax margin.

The subscription model
Offering cash plans to your patients is
an emerging concept that shows
promise. In this model, the patient
makes a monthly payment to the
practice and they contract for a
specific level of service.

In some cases, visits may have a
monthly cap. In others, the number of
visits may be unlimited, akin to a
health-club where there are no limits
or barriers—or even appointments to
make. This model works in some
practices with the right socioeconomic
strata and demographics.

If your practice is set up in an
affluent area where patients have more
disposable income, the cash model can
work well. It is driven by numbers,
though. If you have a couple hundred
patients paying $100 per month, that’s
a good start. Even at $75 per month, if
you have 1,000 patients signed up, you
potentially have $75,000 a month
coming into your practice.

Manually accounting for multiple
billing profiles can be a nightmare if
you have to remember who was billed
when, what their caps on services are,
whether their plans are renewable, and
so forth. You need the right tools to
manage this kind of problem. The
good news is that there are software
solutions flexible enough to manage a
wide variety of payment plans.

http://www.pettibonsystem.com
http://www.chiroeco.com
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The right rates
Pricing your plan correctly involves several tradeoffs that
require careful consideration. With this model, you should
avoid creating a monthly fee so high that the patient reeval-
uates it every month. Payments should be tolerable so that
patients don’t think twice about the perceived value of care.

If a patient is on a payment plan, the value proposition is
dollars paid versus utilization. Drip email campaigns remind
patients and give them compelling reasons to visit your office.

Don’t be fooled into thinking if a patient pays but never
comes, it is a profitable thing. This is a loser for your office,
not just because you lose a patient, but because word of mouth
is the best marketing tool. One patient who drops off your
system means another will never sign up in the first place.

Software systems are readily available that can assist you
will all the above considerations. It may seem daunting at
the outset, but you don’t have to eat the whole apple in one
bite—just nibble a bit now and then and eventually your
methods will be efficient and contemporary.

RUSS THOMPSON is CEO of DB Consultants, a developer
of practice management software for chiropractors, in
Allentown, Pa. The company offers both modular and
comprehensive systems, and a certified EHR solution.
Thompson can be contacted at 610-820-0040, or through

dbconsultants.com.

Quick Tip
Key performance indicators
Most practices understand the importance of tracking and
monitoring statistics on office visits, new clients, services,
and collections to measure whether they are on track.

But shouldn’t you also measure the statistics that are
relevant to aspects that traditionally drive practices? For
example:

�The number of guests who attend your workshops?

�How many guests visiting your practice become clients?

�The number of business cards or referral packs you have
handed out?

�How many clients have you you asked for referrals?

�Leads generated from your marketing events?

�The number of thank you or gratitude cards that you
have sent out?

— Powerful Practices International
powerful-practices.com

http://www.mybreakthrough.com
http://www.chiroeco.com
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LEGALEASE

ALL TOO OFTEN, DOCTORS OF

CHIROPRACTIC COME TO THE

office on Monday morning
and immediately head into a treatment
room to take care of the first patient of
the day. From that point onward, the
week seems to fly by and there will
usually be little work done on devel-
oping the practice. Staying above the
waterline can be a challenge for anyone
in healthcare these days—and the
circumstances regarding the new
Medicare Access and CHIP
Reauthorization Act (MACRA) will
play a dramatic role in how practice is
conducted in the future.

Third-party reimbursement is at
stake for the doctor of chiropractic, as
well as participation in integrated care
delivery. For a practice unwilling to

make the necessary changes to imple-
ment an EHR system and report on
performance categories, the alternative
is to either take fewer reimbursements
or convert to a strictly cash-based
practice. Deciding how you will operate
under MACRA is an important
business decision.

A practice benchmark
Going cash may seem appealing at
first—just saying “the heck with all of
these regulatory changes.” But we are
in the era of online presence and
transparency. Your reputation is at
stake, and even today your perform-
ance is being publicly displayed by
Medicare. This will continue to
become more prominent not only with
Medicare but with other payers, too.

Do you want your lack of performance
with third-party payers to reflect on
your reputation as a clinician?

Complying with the MACRA law
essentially boils down to making a
series of business decisions, and you
begin by knowing which of two
practice types you have: either above
or below the low-volume threshold of
$30,000 (traditional Medicare-allowed
charges) and more or fewer than 100
unique Medicare patients per year. If
you are above these thresholds, then
you will be included in Medicare’s
Quality Payment Program under the
Merit-based Incentive Payment System
(MIPS).

If you are below the low-volume
threshold, your fee schedule will not be
negatively affected. But you do have

Make it work
MACRA law offers you opportunities for practice growth.
BY S COT T M U N S T E R M A N , D C , F I CC
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the option to voluntarily participate
and may be included in the program
when the threshold is lowered—
because it will be lowered in the near
future as stated by the final rule.
Accordingly, you can decide whether
to participate or not, but your level of
reimbursement could be reduced
either due to lack of performance or
participation, according to the law.

Wins across the board
Why would you want to participate in
the new payment system? For those
above the threshold, one obvious benefit
is the positive payment adjustment to
the fee schedule from 4 to 9 percent
over the next several years (and
potentially three times that amount for
exceptional performance).

Quality measures allow both the
clinician and the third-party payer to
identify health risks and clinical
findings that determine the health
status and outcome of a patient’s
condition. These quality measures,
once collected, can give you the
opportunity to develop systems of care.

This allows for more revenue
streams into the practice. Even if you
find yourself below the low-volume
threshold, you can take advantage of
collecting quality measures to bring
patients to better health.

Considering this, choose quality
measures and improvement activities
that align with your practice’s patient
population and clinical workflow.
Determining the clinical activities
needed for the quality measures you
choose involves understanding how
often (and when) you need to collect
the data and which encounter codes
you will bill to validate the quality
measures.

This particular decision is both a
clinical and business decision. Studying
specifications (known as the “rulebook”)
for each measure gives you important
information: the benchmarks, age of
the patient population, etc. These rules
change every year, so this is a process

that you will undertake annually and
making the right selection is critical.

How should this data be reported to
CMS? Most clinicians are familiar with
the Physician Quality Reporting System
(PQRS) via claims. But now that there
are reporting categories for quality,
advancing care information, and
improvement activities, claims-based
reporting is less efficient. Reporting
through a qualified registry (QR) or a
qualified clinical data registry (QCDR)
is more appropriate. These registries
connect with your EHR software and
deliver it to Medicare. QCDR has the
additional purpose of using the data to
help improve care processes.

The most compelling reason to be
involved in the new payment system is
the fact that value is placed on the
performance of quality measures. These
quality measures offer the opportunity
to develop additional revenue, while
providing a new service line to the
practice and better quality of care for
the patient.

An EHR system is central to the
success of this new practice design. By
2018, your EHR must be 2015 certified.
Also, your EHR system must have the
necessary quality measures you have
selected to be successful. And it needs
to be able to connect to a qualified
registry or a QCDR to report directly
to CMS.

The impending impact of MACRA
represents a huge opportunity for some
chiropractic practices. Will yours be one
of them? Do your homework and use
the necessary tools to succeed in the
new payment system.

SCOTT MUNSTERMAN, DC,
FICC, is founder and CEO of Best
Practices Academy (BPA) and an
expert on the transforming model
of healthcare delivery, with a

commitment to the promotion and
advancement of the chiropractic profession.
BPA assists chiropractic physicians to focus
on growth, risk management, technology, and
quality improvement. He can be contacted
through bestpracticesacademy.com.

http://www.activator.com
http://www.chiroeco.com
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ARE YOU STARTING A NEW

INTEGRATED PRACTICE, OR

maybe thinking about
expanding one? If so, the subject of
whether to hire a nurse practitioner
(NP) will certainly come up, if it hasn't
already. The following will help you
decide if you need one.

The year 1965 is important for
medical historians. At that time, two
medical doctors at the University of
Colorado started the first NP program
in the country (and arguably the
world). In 1968, another program was
launched at Massachusetts General,
and the number of NPs has been
growing ever since. Today there are
over 200,000 licensed NPs in the U.S.

The early NPs were unregulated,

and it was several years before educa-
tional requirements and licensing
standards and authority over these
practitioners were put into place. NPs
were expected to work under direct
medical supervision.

Today’s NPs can diagnose and treat
medical conditions, and order, perform,
and interpret medical tests—including
radiology and blood tests. They have
full prescribing privileges, including
controlled substances, in all but two
states, and many have hospital
privileges.

In 20 states NPs do not need a
supervising or collaborating physician
and can open their own practice
without one.

You’ll find the NPs you come into

contact with to be well-trained and
knowledgeable, and you should have
no reservations about hiring one.
Admittedly, some won’t fully understand
chiropractic and what you do, just as
you sometimes won’t follow the logic
of medical doctors, but they are
generally willing to learn.

Make the right choice
In deciding whether to hire an NP,
several factors come into play. The
most important of these are the type of
practice you have or want to create,
what the NP will be doing, state laws
regarding supervision or collaboration
with an MD, financial issues, and
patient preferences.

Once you know what kind of
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Healing extender
Your practice could benefit from adding a nurse practitioner.
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practice you’d like to have, and what
you’d like the NP to do, you can start
searching for one. Nurse practitioners
have several specialties and subspe-
cialties they can certify in that require
additional training. The most commonly
chosen specialty is family practice.

Of special interest to chiropractors
are the subspecialties of orthopedics
and sports medicine. An NP with
orthopedic or sports medicine
experience can do basic in-office
injections with ultrasound guidance;
these include the small, medium, and
large joints, tendon and bursa, and
hyaluronic acid for osteoarthritis. They
can also do or learn to do platelet-rich
plasma (PRP) and stem-cell injections.

Dermatology is another subspecialty.
These NPs can do botox injections and
supervise techs doing other aesthetic
and cosmetic procedures. Finding
someone with this kind of experience
is ideal—whether you are doing
aesthetics, physical medicine, or
primary care.

You must know if you are going to
need a collaborating doctor or not. If
you do, there are two things to consider:
The first is whether it will increase
your overhead. There are no fixed
standards for what you should pay an
MD to be a supervising or collabo-
rating physician. The more the doctor
will have to do, the more expensive he
or she will be. This varies from state to
state.

In some states the doctor never has
to come to the office, in others he or
she has to have face-to-face meetings
with the NP. The cost of having a
collaborating doctor and an NP can
approach the cost of having a medical
doctor seeing patients part time, and
can eat up some of the savings you
expect by having a NP.

The other thing to consider is if you
need a collaborating physician to work

with an NP—you now have two people
who you depend on to keep the doors
open. If either one is sick, injured, or
quits—productivity stops.

Cash concerns
There are other financial issues to
consider. An important one is reim-
bursement. Medicare will automatically
deduct 15 percent from bills received
with an NP as the provider. If an MD
is directly supervising the NP, you can
use the MD as the provider.

“Direct supervision” means the MD
is in the office suite, but not necessarily
in the room with the patient. To make
matters more confusing, different
private payers have different policies.

For example: Some payers will not
credential nurse practitioners and only
accept bills that have an MD as the
provider. Some follow Medicare, and
others have their own policy on
“incident-to” billing. You must keep a
log of each payer’s reimbursement
practices.

From the above, you can see it is
unrealistic to make a decision to hire
an NP based on the amount of their
salary alone. NPs are currently in great
demand, commanding an average
salary between $90,000 and $100,000
for a full-time position. Part-time NPs
bill approximately $50 to $60 an hour.
MD salaries, by comparison, are about
double these rates. A collaborating
physician will usually receive $1,000 to
$2,000 per month. Use these numbers
when making rough calculations.

There is one last factor to consider
and that is patient preferences. Some
patients are going to want to see a
medical doctor and may feel slighted
by seeing an NP.

This will vary depending on your
patient demographic and the type of
procedure in question. One way to
deal with this is for you to maintain

contact with the patient throughout
their treatment. Let them know that
even though the actual treatment is
being done by someone else, you are
supervising and following their case.
This is similar to what you would do if
hiring an associate to take over someday.

An NP can be beneficial in an
integrated practice. Being able to see
more patients for half of what an MD
would cost is a serious advantage. Using
the MD exclusively for procedures that
NPs can’t do will result in increased
efficiency and more profit for you. Be
aware of the negatives and be sure an
NP is right for your practice.

MARC H. SENCER, MD, is the
president of MDs for DCs, which
provides intensive one-on-one
training, medical staffing, and
ongoing practice management

support to chiropractic integrated practices.
He can be contacted at 800-916-1462 or
through mdsfordcs.com.

Test yourself
Test your knowledge of hiring a nurse
practitioner with this true and false
quiz.

1. An NP cannot perform and
interpret radiology and blood tests.

2. The most commonly chosen NP
specialty is family practice.

3. An NP always needs to practice
with a collaborating MD.

4. Medicare automatically deducts 15
percent for claims filed with the NP
as the provider.

Answers:

Statements 1 and 3 are false. An NP
can order, perform, and interpret
most medical tests. In 20 states an
NP may practice without a
collaborating MD.

You’ll find the NPs you come into contact with to be well-trained and
knowledgeable, and you should have no reservations about hiring one.
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IN PART 1 WE LOOKED AT HOW

COLOR, FURNITURE, AND TEXTURE

combine to build an atmosphere in
a practice. Thought is required to
ensure that the atmosphere and the
impression it creates are positive.

Let’s look at more ways the image
you project can reassure and welcome
your patients.

Art works
If you’re decorating with photographs
and paintings, select them with care.
They should be simple and not contain
harsh colors. Restful decorations such
as a still-life of nature can evoke a
pleasant times and childhood memories.

You want an atmosphere of
relaxation and dignity. Fewer pictures
on the walls are better than too many.
For a fresh look, occasionally rotate your
pictures from one room to another.

Professionally framed and matted
diplomas and certifications will reflect
their value. If you’re having trouble,
you might need a designer’s touch.

Although you have the full attention
of your patients once they are in your
treatment room, what do you want
them to absorb while waiting for you?
Do you want them to reflect on their
fear, be distracted by ads for products,
or be in an environment that is
revealing, educational, and helpful in
explaining a healthier life through
chiropractic?

Music pros and cons
Background music can create a
cheerful atmosphere. Choose relaxing

music that isn’t driven by pounding
rhythms. Music that is soothing to the
ear can quiet worried patients.

Furniture serves a purpose
Select lightweight, durable, and easy-
to-move furniture. Choose designs that
promote an uncluttered look, as they
make your office appear larger.
Furniture should be easy to clean.

Arrange your furniture in small
conversational-type groupings, or
around interesting points in the room
such as a picture window, an aquarium,
or a waterfall. Don’t introduce an
overabundance of patterns in your
furniture or floor coverings, as this can
look cluttered.

Family-friendly design
Some chiropractors have large offices
and cater to a relatively large percentage
of children in their practice. Often they
set aside a corner or small area
especially for children. If you are or
will be treating children, consider a
colorful mural in this area, with child-
sized furniture and a shelf for books,
nursery rhymes, puzzles, and other
inexpensive toys.

A children’s section serves dual
purposes: it helps orient the child to
the office and it creates a favorable
atmosphere for families. If parents
entrust their children to your care,
your accountability as a doctor is
heightened. As those children grow up
and experience the benefits of healthier
living though chiropractic, you will be
building a generational practice.

You have two options for consulting
services: a dedicated space or a treat-
ment room. Your budget will dictate
your decision.

Increasing patient flow
To streamline the process, two or more
treatment rooms are recommended.
This gives you the opportunity to
adjust one patient while another is
getting ready.

To maximize your time, when you
have completed treating one patient,
the room can be vacated for the next
who is waiting. You never want to wait
on a patient; rather, the patient should
always be ready to see you.

Situational awareness
Your ability to interact face to face with
another human being who is asking for
your help is the last and most important
impression your patient needs to
experience. Your heart is reflected in
this encounter and your passion for
serving others should shine through.

[Note: This is part 2 of an article on
practice design. Part one can be read at
ChiroEco.com/chiroimpressions.]

GARY A. BORING, DC, BCAO,
LCP (Hon.), is a board member of
the Sweat Foundation, practiced
for 42 years at Boring Chiropractic,
and is the author of Driven Towards

Excellence 2014. He is also an extension
faculty member at Cleveland Chiropractic
College and president of the Academy of
Missouri Chiropractors. He can be contacted
at gboring@everestkc.net.

The power of first impressions: Part 2
BY G A RY A . B O R I N G D C , B C AO, LC P ( H O N . )

News and business resources for the new practitioner.
Visit us at studentdc.com for more resources.
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DATEBOOK

DAtE EVENt WhERE SPoNSoR PhoNE

June 10 FMt Blades Waterloo, NY RockTape 408-912-7625

June 10-11 Medical legal Issues in Motor Vehicle Injuries Pasadena, TX American Academy of Motor Vehicle Injuries 480-664-6644

June 10-11 FMt Basic and Performance Philadelphia RockTape 408-912-7625

June 10-11 FMt Basic and Performance Albany, NY RockTape 408-912-7625

June 10-11 Chiropractic Care for Women’s Wellness Des Moines, IA Foot Levelers 800-553-4860

June 23-24 Posture, Balance, and Motion Myrtle Beach, SC South Carolina Chiropractic Association 803-772-9376

June 24-25 outcomes Assessment tools for Motor Vehicle Injuries Phoenix American Academy of Motor Vehicle Injuries 480-664-6644

July 15 Posture Assessment Rehab and therapy for Pain Relief Pasadena, TX Texas Chiropractic College 770-922-0700

July 20-23 ICAK International Annual Meeting Arlington, VA International College of Applied Kinesiology 913-384-5336

July 22-23 Extremity Exam for Motor Vehicle Injuries Phoenix American Academy of Motor Vehicle Injuries 480-664-6644

July 29 Scrape, tape, and Move Honolulu Advances in Clinical Education 503-642-4432

Aug. 19-20 Case Management for Motor Vehicle Injuries Phoenix American Academy of Motor Vehicle Injuries 480-664-6644

Aug. 24-25 CEAS I: Ergonomics Assessment Certification Workshop Denver The Back School 404-355-7756

Sept. 9-10 Spinal ligament Injuries in Motor Vehicle Injuries Pasadena, TX American Academy of Motor Vehicle Injuries 480-664-6644

Sept. 17-18 Concussions and Cranial Nerve Exam for Motor Vehicle Injuries Phoenix American Academy of Motor Vehicle Injuries 480-664-6644

Oct. 4-6 Ergonomics: Practical Applications Certification Practicum Jacksonville, FL The Back School 404-355-7756

Oct. 14-15 Whole Person Permanent Impairment Rating for Motor Vehicle Injuries Phoenix American Academy of Motor Vehicle Injuries 480-664-6644

Oct. 26-27 CEAS I: Ergonomics Assessment Certification Workshop Atlanta The Back School 404-355-7756

Oct. 28 healthcare Ergonomics Oakland, CA The Back School 404-355-7756

Nov. 3 Scrape, tape, and Move Portland, OR Advances in Clinical Education 503-642-4432

Nov. 4-5 SFMA Certification Course Portland, OR Advances in Clinical Education 503-642-4432

Nov. 11-12 FAKtR: Functional and Kinetic treatment with Rehabilitation San Diego Southeast Sports Seminars 877-489-4949

For a searchable list of more seminars and show dates or to submit your event, visit ChiroEco.com/datebook.

http://www.chiroeco.com/datebook
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Acupressure therapy
Stay clothed and dry with our
acupressure dry hydrotherapy
massage using 36 waterjets
with adjustable pressure and pulsation rate while laying prone or
supine. Treat the full body or create two sets points to do partial
body massage. use the hold button to keep jets on problem spots.
Average session time is 15 minutes and muscle relaxation is
equivalent to a standard 60-minute hands-on massage.
800-248-4031 • aquamassage.com

Laser therapy
Expand your ability to help your patients get
better faster with the Powerlaser Pro500
and Powerlaser Pro1500. Designed for
powerful, effective, and safe treatment of
both deep tissue and surface conditions.
Based on a Scandinavian design, the
Powerlasers are ergonomic, lightweight,
compact, handheld, and battery driven. The Powerlaser Pro500 is
intended for precise point stimulation: acupuncture, trigger, and
other specific points. The Powerlaser Pro1500 is designed for
targeting medium-size muscle groups or areas of the body.*
608-406-2020 • pmlas.com

Green supplement
Alkaplex Green contains concentrated extracts
of specially selected plants. Alkaplex Green is a
step above other green supplements with the
addition of our exclusive enzyme base. our
enzymes increase absorption of the nutrients
from the plants.*
480-731-9290 • enzymeprocess.co

Table covers
A revelation in equipment
reupholstery, Chiro Slipcovers are
pre-formed and custom-sewn
with top quality fabric-backed
vinyl and are designed with Velcro
fasteners sewn into the inside edge of each cover. They are oil and
mildew resistant and meet federal and state fire specifications. A
sure fit every time. Do it yourself in about an hour for first-time
installation. The only tool required is a staple gun or tack hammer.
805-382-2229 • materialgurl.biz

Flip flops
our flip-flops will surprise you with
three-arch support designed to support
the body from the ground up, perfected
over the past 64 years of research and
development. our Aquatek outsole
prevents slipping, the insole adds a “walking on water” feel, and an
EVA mid-layer absorbs heel shock. Enjoy foot and spinal support
you’ll never want to go without.
800-553-4860 • footlevelers.com

Table
This is an eight-section electric
chiropractic table with four sections
of adjustable tension-drop at the
head, thorax, and abdomen sections.
As complex as it looks, the Chiroma
provides the professional chiropractor with
simplicity of use. As the emphasis of chiropractic is on manual and
manipulative therapy for the treatment of joint dysfunctions,
especially those of the spinal column, Chiroma was developed to
enhance chiropractic treatment and improve patient outcomes.
909-606-8889 • everyway4all.com

Massage tool
Pure-Wave CM5 is a powerful and
effective handheld percussion
massager. Pure-Wave's unique variable-speed hammering motion
delivers high performance for muscle pain relief. The lightweight
ergonomic design is also cordless, allowing you to use it wherever
you want. The percussion motor is adjustable to your desired
intensity. The CM5 model includes three different massage sticks to
address different areas of the body and unique styles of massage.
Available to resell to clients as a pain relief tool in between sessions.
866-528-1010 • padousa.com

Pain relief
FDA cleared for oTC sales for the
adjunctive relief of osteoarthritis of the
knee and plantar fasciitis. ActiPatch is
a lightweight, disposable, wearable
pulsed shortwave therapy device,
which relieves pain and inflammation.
Clinically proven to be safe and effective.*
301-874-4890 • tryactipatch.com

*These statements have not been evaluated by the Food and Drug Administration. These products are not intended to diagnose, treat, cure, or prevent any disease.

To search for more products, or to submit a product, go to ChiroEco.com and click on “Products and Services.”

PRODUCTSHOWCASE
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T O P L A C E A N A D C A L L 9 0 4 - 2 8 5 - 6 0 2 0

CLASSIFIEDMARKETPLACE
EQUIPMENT FOR SALE

INFRARED COLD LASERS $575 New
Infrared Cold Lasers. Priced thousands below
cold lasers with similar specs. Three 808nm
diodes/200mW (combined output). Recharge-
able. Animal Use Only. Quickly treat joints,
wounds, muscles, and pain. Lots of extras.
Acupuncture red laser (650nm/5mW), Dr.
Daniel Kamen, D.C.’s animal chiropractic tech-
nique DVDs (horse and dog). Professional car-
rying case, user manual, charts, points,
and treatment formulas. Call 800-742-8433.
www.vetrolaser.com. We also sell Class IV vet-
erinary lasers. Cost: $3495. www.vetrolaser4.com

EQUIPMENT FOR SALE

LASER EQUIPMENT FOR SALE LZR7 laser
with 750mW Acu-Tip, 5 Erchonia lasers $500 &
up, Bemer Pro, Aspen Lasers, Body Lights in-
frared & red, K laser 12W, Zerona Laser, Multi
Radiance laser, Lipo Light, Vevazz, Terra Quant
Pro laser, Cutting Edge MLS laser, Spectra Vision
$500, ASA Balance, Norland Apollo Bone Den-
sity Machine, Apollo Lasers, LZR7 lasers 750mW
-100W. Call Dr. Randy 530-642-9680.

Don’t delay. Call us today to place
a classified ad. 904-285-6020

http://www.morenewpatients.com
http://www.sunlighten.com
http://www.chiro-resources.com
http://www.247rnr.com
http://www.neurologymedia.com
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